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Presentation 

 

Moderator: Good afternoon, everyone. It is time to commence IR meeting of ROUND ONE Corporation. The 
briefing will be held in a hybrid format with live-streaming in addition to the on-site session. 

First, I would like to introduce three executives from the Company. Masahiko Sugino, President and Chief 
Executive Officer. 

Sugino: Thank you. 

Moderator: Shinji Sasae, Executive Vice President. 

Sasae: Thank you. 

Moderator: Jun Okamoto, Director and Chief Financial Officer and General Manager of Administration. 

Okamoto: Thank you. 

Moderator: After the remarks from President Sugino, we will have a question-and-answer session, starting 
from questions at the venue. Once we have completed this round, we will be happy to take questions from 
those who are participating online. 

Mr. Sugino, please go ahead. 
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Sugino: I would like to give an overview of the financial results for the fiscal year ending March 2025, and the 
future prospect, including the current situation of ROUND ONE Corporation. As usual, I will explain using the 
material here. 

Please see page 1. Compared to the previous fiscal year, the fiscal year ending March 2024, the number of 
operating months is about 50 months, which means that the number of stores has increased by about four 
stores in real terms. Total Sales were JPY177 billion versus JPY159.1 billion, an increase of about 11%, and 
Operating Profit was JPY27 billion versus JPY24.19 billion, also an increase of about 11%. Ordinary Profit was 
JPY27.2 billion versus JPY24.3 billion, also up by 12%, and the final result was JPY16 billion versus JPY15.6 
billion, up by 2.3%. 

I believe that the financial year ended in a generally solid result. We have already announced the monthly 
results for April, and they are showing a very solid trend. 

In Japan and the US, we increased prices by 3% to 4% from the end of February to the beginning of March, 
and since we cannot increase prices for Amusement, in Japan, we increased prices by 3% to 4% for Bowling, 
Spo-cha, etc., which account for about half of the total, and the performance has remained steady, including 
the current level. 

There is no change in the number of customers at this point in time in the US, which we were concerned. 
Later on, I will explain about Trump tariff, which will come up most prominently, and the plan for this fiscal 
year, which I believe will be the main focus of today's discussion. 
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Please turn to the next page. Since this is the comparison with the plan, there is not much I can tell you here 
that is noteworthy. 
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Please go to next page. It's about the fiscal year that ended. Total Sales in Japan were up 4.9% for the year as 
a whole, while North America was up 2.2%. 



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
6 

 

 

Please turn to the next page. This is the plan. As for the number of new stores, we plan to open about two in 
Japan. We plan to open about 10 stores in North America, and one in China which was already opened. For 
ROUND ONE Delicious Project, the number of stores is written as 3, but this is just the number of units, and 
each unit will have about 7 stores, so you can think of it as about 20 stores. 

Total Sales of the plan is JPY193 billion, and the sales assumptions will be explained in more detail later. We 
are planning JPY106.3 billion in Japan, JPY83 billion in North America, a little over JPY1.4 billion in China, and 
a little over JPY2 billion in ROUND ONE Delicious Project. 

On a consolidated basis, we have adopted IFRS (International Financial Reporting Standards) from this fiscal 
year. In total, Operating Profit is expected to be JPY31.2 billion, which is slightly better than the previous year 
when converted to Japanese GAAP. Operating Profit is expected to be JPY31.2 billion since we are on IFRS, 
and a final P&L is expected to be JPY18.4 billion. The exchange rate in the plan is scheduled to be JPY140 yen 
to the dollar. 
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Please turn to the next page. First, in terms of how we plan for the US,  an Operating Profit in the previous 
fiscal year of about JPY13.6 billion. We plan to increase existing store sales by 5.4%. Some people may think 
that the current plan of 5.4% is too aggressive considering current situation. 

In order to secure this year's profit of the plan, we are now inevitably going to have to pay for amusement 
prize expenses, which will be the part most affected by Trump tariff. As for where this will come up in relation 
to the existing stores, there is a plan to increase prices in the 2Q, around the beginning of July. Currently, 
various expenses, including personnel expenses in particular, are still on an upward trend in North America.. 

It is true that inflation is on the rise. And, we estimate the negative impact of Trump tariff will be 40% instead 
of 140% from July onwards. As we have stated here, if the rate is 80%, Ordinary Profit will decrease by an 
additional JPY3.5 billion. Furthermore, if it were at 120%, there would be another loss of JPY3.5 billion. 
Therefore, there is a possibility that Ordinary Profit will be about JPY7 billion lower than our plan. 

It is same as predicting the exchange rate of JPY140 per US dollar. Our forecast is that Trump tariff will be 40%.  
In addition to consider various expenses increase, what we will be able to choose adjustments to secure profit 
may be the price increase. Including this, we have estimated 5.4% at existing stores. 

I have brought the explanation for North America to you first because there is a possibility to fluctuate our 
profit. 

As you all already know, the situation is that the port of LA is already deserted. There is no way that the US 
can be viable anymore now under these circumstances, with no Chinese cargo coming in at all. No one can 
predict how much it will be in a situation that will surely force them to move. 
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Also, there is a possibility that the tax rate may change depending on the item, which no one can predict. We 
have been making predictions since the listing, and we thought it would not be good to interrupt that process 
this time, so we have written the preconditions clearly. 

If we are to see the slight difference, in terms of what will happen when the price is increased how much on 
July 1 in the US, we would like to decide it at that time. Since we have already increased prices three or four 
times in the past, we have some expertise in this area. But what is most encouraging is that employment is 
still strong in North America. This is a main point. 

The other thing is that the salary, the  hourly wage of part-time workers itself is also strong. This is a main 
point. That's the case in Japan as well. After all, the rate of salary increase is the highest, especially for those 
in their 20s and early 30s, while those with annual incomes of JPY20 million or JPY10 million have seen little 
increase. This is same to both Japan and the US. 

What I am trying to say is that for ROUND ONE, we are planning for extra budget for personnel expenses, and 
the increase in personnel expenses is a very good thing for us, and the disposable income of young people 
will increase even more. It is true that the so-called default rate of credit in the US is very high. Although the 
extremely difficult situation of individuals has been reported in various ways, what can still be said with 
certainty is the undeniable fact that employment is strong and hourly wages are increasing. 

This bottoms up the situation. Even if we increase our prices slightly in July, it is difficult to imagine that it will 
have a large negative impact on the number of customers. I hope you recognize that the budget is based on 
that assumption. 
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Please turn to the next page. In Japan, similarly, we have an existing store sales assumption of an increase of 
4.2%. In terms of whether this is aggressive or not, if it becomes difficult to achieve this goal, we would like 
to increase prices from 2Q as well. 

However, the plan is not based on the price increase. We are hoping to achieve this increase of 4.2% on the 
assumption that we do not increase prices at all at the moment, but there is a possibility that there will be 
price increases for various other things as well due to inflation. We hope to determine the range of the price 
increase including such factors. 

Between Japan and China, there is nothing to do with Trump tariff. Therefore, there is basically no increase in 
amusements prize expenses, etc.  

In China, we have opened a new store in Shenzhen, which is a compact store specializing in amusement 
facilities . Since this is a new open and close to Hong Kong, this store is close to the one specializing in 
amusement prize and doing very well currently.  We will take a close look at the situation, and if we see a very 
good profit margin, we will build a similar store, but in principle, we have decided not to make any new 
investments in China.  

If we see a store that is even slightly negative in terms of operating cash flow, we will give up on it without 
mercy and close the store. In short, I think that basically 90% of the investment will be in North America and 
10% in Japan. 

As for ROUND ONE Delicious Project, the earliest opening is likely to be, on the current schedule, Las Vegas in 
the 3Q, and then Los Angeles, whether it will be 4Q or 3Q. The one in New York will be opened in the 4Q and 
the next fiscal year, and these 30 stores or so will be the stores of ROUND ONE Delicious Project in the first 
term.  This is a high-end store. 
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Although this has absolutely no affinity with ROUND ONE, we would like to bring top-tier Japanese brands 
overseas and do business there. Of course, most of the current expenses are the expense such as the training 
of hired chefs. With IFRS adoption, we expect to be accounted rent for construction work before the opening 
of the facility. I think that such a point has been mentioned in a slightly irregular case in response to IFRS. 

We will soon open these stores from this end of the year and the beginning of next year. We will start 
preparing for the second phase of the project after properly assessing how much Operating Profit will be 
generated, or even if it will end in failure and a loss. 

 

Please turn to the next page. The Operating Profit of the plan under IFRS is JPY31.2 billion, which is JPY27.6 
billion under Japanese GAAP, or several hundred million yen more than the previous fiscal year. The most 
significant change under IFRS is that the rent will be divided into depreciation and interest expense, etc., 
which will be the slight change. 

Since Japanese GAAP is expected to become much closer to IFRS in the future, I do not think it will be a major 
change, but we will adopt this. 
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Next page. This is the plan I mentioned earlier. We are expecting an increase of 4.2% in Japan, 5.4% in the US. 
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Please go to the next page. Dividends. We have not committed to a dividend payout ratio. We have set a 
target dividend payout ratio of around 25%, which may be 27% or 23%. Compared to the previous fiscal year, 
we have been paying a dividend every quarter, and we plan to increase the quarterly dividend from JPY4 to 
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JPY4.5 and from JPY16 to JPY18 in total.

 

Next page. We are currently making plans in this purpose as to what we will use the cash increased. 
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Please go to the next page. We have not issued a medium-term plan. This is only a concept. If we replace the 
year of 20XX to the year of 2030 how we would like to think about the future in the next 5 years is that it is 
probably difficult to achieve significant growth in Japan.In addition, in the very long term, the populations of 
young people,  university students, which are currently around 1.1 million, will soon be less than 800,000. We 
will be in such a situation for another 16 or 17 years, so considering such a situation, we don’t decide to open 
new stores any more. We will proceed with scrap and build, but we hope to continue on the assumption that 
we will maintain it. 

However, in fact, the previous fiscal year, on an operating profit basis, we recorded its highest profits in our 
history. This means that we achieved the highest operating profit since the beginning of ROUND ONE. 
Therefore, if we can further strengthen existing stores, there is still potential for further growth, and we can 
continue to grow without opening new stores. 

What the biggest point, I would say, is that the entertainment of ROUND ONE in North America is very similar 
to that in Japan. Recently, there have been stores that have Spo-cha. I think that in these stores in 10 years' 
time, there is a possibility that we will see the emergence of AR and VR, which will be so meta that we will be 
able to do things at home that will be just like in the real world. In 10 years, we may not be so advanced in 
terms of technical part, but in 20 years, we will see these things definitely.  

In such a situation, there is a risk that we will not be able to play Bowling, Karaoke, and Spo-cha and 
Amusement like Round One, especially Amusement, there is a risk of being no longer good compared to other 
activities at home. Instead of connecting friends online, it's about real face-to-face, family hand-in-hand 
together, but if they go to Round One, which has a lot of game machines, Karaoke, and a lot of other things, 
well, the specifications of the activities at home are much better, and if you just talk about the hardware, then 
of course that possibility will come out. 
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But we are now building a lineup of stores that are centered on Amusement, Bowling, Karaoke, Billiards, and 
Spo-cha, so that people would think that ROUND ONE in real world is better. This is our strength, and we are 
very strong right now. I think ROUND ONE is a strong store. In Japan and in the US. 

But when it comes to what is needed on top of that, I think the simple answer is food. Dining and 
entertainment are combined and this is what we are doing in the US now.  In the US, people enjoy chatting 
with drinking and eating the American food today, such as pizza, fried chicken, french fries, coke, beer, etc. 

That is not the case in Japan. There is no dining in Japan.  But when it comes to VR, AR, and the meta world 
with its best technology, Japan and the US alike, we have to confront it and win. As for the necessary elements 
for this, I thought that bringing the current American Foods to Japan would not work.  

So, this time, in the form of Food Hall, we will offer Japanese B-grade, C-grade gourmet.  In the so-called 
"inbound", Americans come to Japan and, in fact, they never get to go to cooperating merchants of Round 
One Delicious Projects. If you don't make a reservation a year in advance, you can't make any more 
reservations. In short, 90% of Americans visiting Osaka eat Takoyaki, Udon, Okonomiyaki, Tonkatsu, Yakitori, 
and Kushiage. 

But as you know, for those restaurants that you really want to go, you have to wait for an hour or two to get 
in.  We signed a contract with these restaurants.  Those are 28 stores. All of them are mostly listed on the 
restaurant guides. 

In the US, we will build 14 restaurants with 400 to 500 seats in one Food Hall. We will keep the existing stores 
of serving American foods, but new stores have Food Hall with B-grade or C-grade will open in most of the 
four major metropolitan areas.  

What happens is that we are aiming to have people come in groups. But the strengths of Round One are 
customers can choice a lot of contents for example Bowling, Karaoke, Spo-cha and Amusement. So, customers 
decide to just go Round One. It is the strength of Round One.About Food Hall is that there are 14 stores of 10 
different types, and it's not like there's only meat, there's only Sushi, there's only Yakitori. If there is one group 
of 10 people, 10 people will go shopping separately and bring them to the table to eat with all members. They 
are also top-tier restaurants. We are now trying to create a food service that allows people to eat at 
restaurants that are as good as the ones they can't eat in Japan without waiting in line for an hour.  

Perhaps if it were done in Japan, it would be incredibly popular, but we have contracts with the assumption 
that it will not be done in Japan. We will not do it in Japan, because the Japanese brand must be properly 
protected in Japan. But we will do it in the US. That’s how we do it.  

By doing so, eating becomes one of the so-called entertainments. There is no such facility in the US so far. 
There are food courts, but as you all know that the food courts have ready-to-eat food that can be found 
anywhere in small stores. Moreover, there were six stores, but now there are only three stores due to COVID-
19. It's a miserable situation. That is not entertainment. It is not fun. It's just eating.Moreover, the food court 
is good just for lunch time.  It's only good from 11:00 AM to about 3:00 PM. Lunch only. We work not only 
during lunch-time, but also late at night. Of course, we can serve beer, and our American food is selling well 
in the late-night hours. It sells between the hours of 9:00 PM and 2:00 AM in midnight. We envision a so-
called triple-cropping, or something like that. 

What will happen if we cultivate a new Round One culture, including food, in such a way is that after 10 years, 
customers will be able to do amazing things at home, but they will go to Round One because there will be fun. 
We don't know what will happen in 1,000 years, but in 20 years or so, there will never be a new technology 
that will drive this out. So, if we consider such a point as the existence of Round One, we will build a new 
business category in such a way. The other thing is that the food halls themselves, there are actually about 
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1,000 malls across the US, and 1,000 malls, after all, have been going down over this past decade up to now. 
I think that up to 9 out of 10 people will probably say that it is quite possible that this situation will further 
accelerate in the future. This is my opinion too. 

But the important thing in the US is that the fact that there is a mall in that area, a movie theater, and old 
bowling alley. It's important that the mall exists. But what you need in there is eating. If there were only 
certain foods and drinks in the mall, there would be nothing there is not good place for customers. If the fun 
comes out from Food Hall or our stores are trending with information or are amazing, we will spread them to 
other places. We don’t think to operate not only the food business, but also operating Amusement floors that 
we have a level of sophistication that doesn't cause cannibalization, such as around 100 machines consist of 
only crane game machines or redemption machines. It's also a very prime location, right next to the food 
court. I believe that such developments will occur in many cases. I believe that the entertainment business, 
which combines eating and Amusement will be sufficiently drivers for growth in the future.

 

Next page please. Not much has changed in this area. 
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Next, please. I don't even think about which KPIs to use anymore.  Our primary focus is Profit per existing 
store. Of course, the top line is important, but it is Profit anyway. The best thing to do is to increase the 
number of customers, but it's not easy to do that. Therefore, rather than the number of customers, it is the 
sales per customer while maintaining the number of customers. We believe that we will make product mix, 
product lineups, and capital investments while placing great importance on how far we can increase the sales 
per customer while keeping the number of customers the same. Of course, in the case of the US, we are a 
little conscious of cannibalization, but the strategy is in Food Hall I mentioned earlier. 
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Next page please. There is not much topic, so go on to the next page. 
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Here, too, there is still somewhat of a mini-crane game machines increase in Japan and in the US. Especially 
in North America, only 2,000 of the 4,000 units have been installed, so we expect to install about 2,000 units 
for this summer. However, due to Trump tariff, the current inventory can be used until around the end of 
June, but from around July, the inventory will gradually be eliminated and expenses will become higher. 
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We will have to wait for President Trump to change his mind through we will share the pain with our 
stakeholders. Although we will not be affected all of the expenses, the distributors cut back on the profits.

 

Please go to the next page. This is just an assumption of Food Hall, and we should double Operating Profit per 
store store, and that is all. In the US, we are currently generating Operating Profit of JPY300 million per store, 
and we are working to increase this to JPY600 million.  What we aim to achieve is making the situations that 
Americans will be surprised and they will be able to enjoy eating it if they bring it like this at very famous 



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
21 

 

restaurants. That's what we aim to achieve.

 

Please to go next page. It is about ROUND ONE Delicious Project. I think we are done with this too. 
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Next page. These are cooperating merchants for ROUND ONE Delicious Project. We added one more 
restaurant and we now have contracts with 18 restaurants. The unique part is this bar called CENTIFOLIA. This 
is in Tokyo, and 99% of the customers are foreigners. You will never be able to go in as it is fully booked for a 
long time ahead.  

The owner-bartender went to the US recently and made cocktails for the very famous president of the largest 
electric car manufacturer, and the other one of the Company that dominates the shopping center industry 
and is the rival of all shopping centers.  He has such a brain and we contract with people like him.  

This is included in the all assumptions including the waiting bar. The rest is that in the store than can 
accommodate seven stores, we will have Sushi, Japanese Cuisine Tempura, Innovative, and that kind of things. 

As you can see, all of cooperating merchants are those that can get three stars from the restaurant guide. 
However, he says that he returns most of the stars he received. There are rules that require a little bit of room 
for reservation, and most of them have already returned the stars because it's too much of a hassle. 
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Next page. In terms of new stores with Food Hall, in the world that you can see now, there are four stores 
planned right now. China has already opened one. I mean as I mentioned earlier. 
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Please go to the next page. The current average Operating Profit in the US is about JPY300 million.  
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Please go to the next page. We can skip this as we already talked about it, but there are still four more stores 
that are not doing well right now. If we talking about all stores, we can earn the profit based on the number 
of stores multiplied by approximately JPY300 million.. 

The biggest point this time is how much percent President Trump will give in and he will lower it. When it 
doesn’t fit in our plan, we will naturally revise our plan downward. If we feel bad about not achieving 40%, 
we will have to revise our forecast downward. However, before that, we will do our best to increase the price. 

If, President Trump gets 20% of our stuffed toys from China than we expected, we will revise our plan upward 
certainly. We may not increase the prices again, or we may even think we can go further. In addition, the 
economic situation in the US definitely become inflation, so we will naturally increase the prices when it is 
necessary. That's all for now. 

Moderator: Thank you very much, Mr. Sugino. 
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Question & Answer 

 

Moderator [M]: As indicated, we would now like to take questions from the audience first. This IR meeting 
will be transcribed and published in full, including the question-and-answer session. Please note that if you 
give your affiliation and name when you ask a question, it will be published as is. 

Participant [Q]: Thank you as always for your detailed explanation. I think I have been listening to you for 
about 10 years now, and every time I listen to you, I find your views very interesting and full of knowledge. 

I have one question, and I think you explained very clearly about the impact of this Trump tariff. From a 
different perspective, in your experience, what kind of events like this in the past did you have in your mind 
when you considered the action to take? It's quite an unusual case, and I'm wondering if there are significant 
discontinuous changes. 

In your experience, you have overcome many disasters, both man-made and natural, but what do you think 
of the changes brought about by Mr. Trump tariff? I would like to ask you something like the basis of your 
view. Thank you in advance. 

Sugino [A]: It's protectionism. That is to make their own place better first. The main stream of the idea of 
President Trump himself is that the so-called US has fed the world. Now that the US has a drug problem, a 
poverty problem, a disparity problem, and many other things, but  they want to make it better. So, they want 
the world to have a little more respect for the US and give them back some of the profits that they are taking.  
To put it bluntly, he says to return 100, but he knows that it is not sustainable unless he compromises at some 
point. Otherwise, we already know that it is not that only the US will survive while rest of the world  will be 
wiped out.  

Where the fraying will come from will be at the timing when it comes out by the Democratic supporters and 
in the Republican Party as well. In terms of when it will happen, given that there are no more Chinese ships in 
LA, they are going to run out of stuff soon. This means that when things start to become expensive or 
unaffordable, they have no choice but to move. 

But the protectionism must be definitely maintained as the base. President Trump must have no choice but 
to compromise at around 80 out of 100 of profit that he has given to the rest of the world, and it would be a 
success for him if he can do it.  In short, I think that is the way it has to be, or rather, will be. 

If they do not do so, it will probably last another year and a half at the longest, until the midterm elections.   
If they go that far, though, it would be very bad for us. But probably he will be in the direction to compromise 
quite early on. However, there is an issue of facing China and he may be probably toughest to China.  That 
includes the issue of time. 

The Trump's way of doing things this time is to compromise at the point where both sides can barely agree. I 
think that is the wrong way to do things, but there is a possibility that some people in the US may come to 
think that they are glad things were done in this way in the medium to long term. That is only Americans, not 
people in other countries.  

Participant [Q]: In the sense of the President Sugino, is this something you predicted to happen? 

Sugino [A]: No, it is not. I assumed little bit, but not this far. China may have predicted little bit. But they could 
have stopped at 80% or even at 60%. It is unexpected, of course. 
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Participant [M]: Thank you. 

Moderator [M]: Please go ahead. 

Oda [Q]: Thank you for your explanation. I am Oda of SMBC Nikko Securities. I have two questions, and I 
would like to ask you to answer one question at a time. 

The first is about Trump tariff. The 40% figure was disclosed as an assumption. From what you have told us, 
even if the tariff were higher than 40%, you would increase the price as much as possible. Naturally, there is 
the question of whether the customers will follow or not. I would like to know if my understanding is correct 
that if the tariff exceeds 40%, there is still a possibility that you will increase the price higher than what is 
being written here. 

Also, the impact on ROUND ONE Delicious Project. I think you mentioned that ROUND ONE Delicious Project 
also basically brings ingredients from Japan. How should we think about this tariff impact? This is the first 
point. 

Sugino [A]: First of all, there is no big thing to bring as far as ROUND ONE Delicious Project is concerned. The 
tariff will probably end up at around 20%, even if the tariff affects. Assuming the price is JPY30,000 now, it 
will be JPY36,000 and that portion is this JPY6,000.  The only way to deal with this portion is to increase the 
price per customer from JPY100,000 to JPY106,000, and that is what we are going to do. 

The price increase is not what you are asking about, but rather, the point is to secure the profit, and if that 
profit is not secured, then one way is to increase the price. The cases that the profit cannot be secured are 
when we cannot achieve the increase of bit over 4% in topline from our plan, and when Amusement prize 
expenses go up 60% or 70%. In both cases, we will increase the price as we cannot secure the profit.  

The case for not increasing prices is when we secure the profit firmly.  The possibility is not zero, which are 
the employment will be stronger and that hourly wages will be higher than we thought. What President. 
Trump is aiming for is to ultimately increase per capita GDP, or the so-called average income itself, and what 
it means is higher paychecks. Therefore, it would be good if either the price per customer or the number of 
customers increases as a result. 

Therefore, rather than that we definitely increase the price, the necessity of increasing price would be when 
things change from our assumption and we will address it by increasing the price. That is all. 

Oda [Q]: I understand. In that sense, the discussion of increasing the price by a certain percentage is, as you 
explained, more focused on securing profits, and if the profit is secured at a normal level, price is not increased, 
and if the profit is not secured or the expense will go up, the price will be increase to the extent you can. Is it 
correct understanding?  

Sugino [A]: That’s right. In a better scenario, the bottom line is that if tariffs will come down and earnings over 
there will be firm including employment, which President Trump thinks that he succeeded, I would increase 
the price to gain more profit.   

Oda [Q]: Next, I would like to ask about the future development of ROUND ONE Delicious Project. You 
mentioned that you would decide what to do in the second term after seeing the result of the first term.  I 
wonder if one cycle is completed or if it was the first term, with the opening in New York in the next fiscal 
year, and if you are planning for the second term now. I would like to ask you to clarify on this point. 
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I would like to know if you have any thoughts on what kind of situation would make you think that the first 
term was successful or not, what its time frame is, and what criteria you would use for judgement in terms of 
P&L. This is my second question.  

Sugino [A]: In terms of preparation, of course the hardest preparation is fostering the chefs. This is the hardest 
part, because it costs a lot of money, and it does not go as you just go out and buy something right away. 
Therefore, we are now interviewing recruits every week, and we will gradually place them in the hands of 
cooperating merchants. 

However, it is difficult to ask them to accept 7 people when the capacity is 6 people, so it is always 6 people. 
So, when the first term is completed, there will be slots available, and we will bring in more chefs to fill them. 
This may be in preparation for the second term, or it may be to fill in for those who decide to leave the country 
to return to Japan.  

However, we will make the preparation at least for people. We can build a store in 7 to 8 months, and since 
it is a physical thing, I hope we can go in that way.  

The profit margin that we are assuming is about 20%, which is roughly the same as the current level of sales 
and operating profit margin in Round One Entertainment Inc. in the US. So, roughly speaking, if one store 
generates sales of about JPY500 million and an operating profit of about JPY100 million, it would be a perfect 
score. 

If it becomes 10% or JPY50 million, is it a failure, it would not be a failure. That would also be a success. Failure 
is a level where the profit margin is not more than a few percent, the level that is easy to be blown away.  
Without the ROUND ONE Delicious business, it would not have gone in that way, and if Food Hall were to be 
very successful, it owes to ROUND ONE Delicious business. In fact, the 28 cooperating merchants of Food Hall 
almost immediately responded that they would do it. That's because we are doing ROUND ONE Delicious 
Project. 

Of course, ROUND ONE Delicious Project itself is a blue ocean now, but it should gradually turn into a red 
ocean over the next 10 years so that we can make a profit. Americans will come to a restaurant if it is a good 
place, tasty, and has a good cost performance, so we are aiming for the highest class of customers. 

However, in the US, stores that are a little lower than that class are now starting to move, and Sushi is one 
example. Therefore, there are some Sushi restaurants that are already withdrawing. So, we will keep an eye 
on such things, but our target of competition is at the top of this list. 

We would like to properly protect the goodwill by conducting a solid operation so as not to embarrass the 
main store in Japan. We would like to start by doing one unit, two units, three units, up to four, and when we 
have gradually and progressively figured that out, we will of course decide how to open new stores in the next 
area.  I just hope it goes according to that scenario. 

Oda [M]: I understand. Thank you very much. 

Moderator [M]: Does anyone have any other questions? 

Sawada [Q]: I am Sawada from Tokai Tokyo Intelligence Laboratory. Thank you for your presentation. I would 
like to ask you three questions. Please answer one at a time. 

First, regarding the assumption for existing stores, is it correct to assume that the number of customers is 
flat? In addition, please confirm whether the current assumption of the increase of 4% or 5% factors in the 
price increase.  
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Sugino [A]: The increase we project is due to an increase in the number of customers, or in the average sales 
per customer. Increasing prices is another matter. No price increase is factored in. It is only the number of 
customers or the average sales per customer. We will increase the number of purchase.  

Sawada [Q]: I understand. Can you tell us what are in the background as the factor to support the increase?  

Sugino [A]: One fact is of course that the current performance is strong. However, having said that, it is due 
to crane game machines. We are increasing the number of crane game machines both in Japan and the US. 

Also, although it is difficult to make a blanket statement because of Trump tariff, manufacturers are 
increasingly offering new products and more varieties in their lineups, so it does not seem as if people are 
getting tired of the crane game machines. However, sales per store and per unit will naturally diminish in the 
future. Although it is true that the increase in the number of units will dilute it, as long as operations are 
properly conducted, it would be fine. The stores at better location, that attract more customers and have 
more variety of prizes have the advantage.  

It is true that we are the top runner in that area in both Japan and the US. In that sense, I think the role that 
crane game machines is rather significant. 

Sawada [Q]: Thank you. I also would like to ask about tariff. You mentioned earlier about increasing the price. 
If tariff goes beyond the assumption, could you tell us what kind of approach you would use to secure profit 
before increasing the price? 

Sugino [A]: As I mentioned earlier, the element of blurring is, first of all, for example, in the case of the US, 
whether the contents of the crane game machine, the prize cost, will be subject to 80% tariff rate instead of 
40%. I'll just say the bad case. If it is to be 80%, of course the assumed profit will go down as it is. It will go 
down. Therefore, to compensate for the decrease, we have to increase the price otherwise we cannot address 
the issue because when tariff are increased, from our point of view, the price of goods is going up, and inflation 
is rising to avoid to decrease profit  

Sawada [Q]: I understand. Thank you very much. This is still hypothetical, is there a possibility to change the 
ratio of cranes game machines when you operate a store? Or is it correct that since you mentioned earlier 
that the maximum is 1.5 years, that is not something that would be taken into account so much at this stage? 

Sugino [A]: There is of course the possibility of unexpected results, and bad thing may happen one after 
another, such as that the possibility of another pandemic is not zero. At that time, we have to cope with the 
situation by combining various measures. Therefore, even if the crane game machines are performing well, 
the possibility that it will be no good at all next year, or even this year is not zero. 

So, what is always important is to have the light footwork to seek the optimum solution, or rather, trial and 
error. If we try something and it does not improve, try something else, and we just have to repeat the process.  

Assuming that a pandemic is likely to occur again in the future, we would like to be able to cope with it in 10 
years, although we would not be able to if it were to occur tomorrow. 

What I mean is that it is impossible to address it just by ourselves, meaning just with internal resources. 
However, the point is, I think there are fair amount of people who would think that ROUND ONE is a great 
place and the world's best real store, having Spo-cha, Karaoke, Bowling and Amusment. 

Among them would be very large US game makers or other companies that have technologies such as VR 
technology, AR technology, meta technology, or combination of them. They may offer to create virtual version 
of ROUND ONE with half of shares and profit. We have to prepare for such situation.  
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What I mean by preparation is to enhance brand power that we currently have in the US. If there were as 
many Spo-Cha stores in the US as there are in Japan today, I think we would probably get all kinds of offers. 

We may sell off virtual version of ROUND ONE in part. We would not sell real version of the store. We are 
going to sell virtual version of ROUND ONE, but it's not a sell-out like selling ramen at convenience stores. It 
would always be just share taking, such as share taking. 

In the extreme, it's like playing Spo-cha at home, in short. If we can achieve the situation, by leveraging the 
brand power of ROUND ONE, where the companies have great technologies create virtual ROUND ONE using 
their technologies, so that people will but that, we can survive even if another pandemic occurred. That is all. 

Sawada [Q]: Thank you. I am really looking forward to the further evolution of your company's content 
capabilities. Also,  one last point regarding ROUND ONE Delicious Project. How many store openings are 
possible per restaurant you introduced?  You mentioned earlier that it is hard to train chefs. I am concerned 
about the image that would be created if we opened a number of stores of such high quality. 

Sugino [A]: Basically, you can't have two Sushi Arai restaurants in one city, for example. I don't want to have 
two Sushi Arai in Los Angeles. In terms of how many cities there are, basically, American cities that everyone 
knows, European cities that everyone knows, or some Asian cities that everyone knows would do well. 

Then there is the issue of the number of cooperating merchants. If there are 20 of them, the number of stores 
that can be opened will be limited. All you have to do is multiply the number of merchants by the number of 
cities we can open the store. But if we can go further with the great brand power of ROUND ONE in Japan, 
then we can just increase the number of cooperating merchants.  At that point in time. 

However, that is for the future. If 18 stores we will be opening this time make solid profit and stably generate 
certain level of profit per unit in total even though it is not even, and if we want to gain more and more profit 
just with these stores, all we can do is to increase the number of cooperating merchants. I think that is what 
we will do. 

Sawada [M]: I understand. Thank you very much for listening. 

Moderator [M]: I think there are still some questions. We have received some questions online as well, but 
we are sorry that since our scheduled time has come, we will now conclude the IR meeting for ROUND ONE 
Corporation. 

Thank you very much, Mr. Sugino, Mr. Sasae, and Mr. Okamoto. 

Sugino [M]: Thank you very much. 

Moderator [M]: Thank you for your participation. 

[END] 

______________ 
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