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Notice Concerning Revision and Formulation of Medium-Term Management Plan 
 

Our company Corporation (the "Company") hereby announces that it has revised the contents of the 
"2024 -2027 Medium-Term Management Plan" announced in May 2024 and has formulated a new "2026 
-2030 Medium-Term Management Plan," with the resolution of the Board of Directors meeting held today. 
Details are as follows. 

Notice 
 
1. Background of Revision of Medium-Term Management Plan 
 In May 2024, our company announced its Medium-Term Management Plan, the final year of which is 
FY 2027, and has been working on a variety of measures under the following key themes: (1) Leading the 
industry as a leading comprehensive sports club company, and (2) Creating medium- to long-term growth 
drivers that transcend the boundaries of the fitness industry. 

However, given the significant changes in the business environment, such as the continued high levels 
of various costs, including utilities and personnel expenses, we have determined that it is necessary to 
revise the Medium-Term Management Plan in light of the progress made thus far. The Company has newly 
formulated the "2026 -2030 Medium-Term Management Plan" and will work on business structural 
reforms, while aiming to recover and strengthen its financial position and re-grow its business through 
appropriate investment allocation. 
 
2. Overview of Medium-Term Management Plan 
(1)Period covered 
   FY 2026 to FY 2030 (5 years) 
 

Note: This document has been translated from the Japanese original for reference purposes only. In the event 
of any discrepancy between this translated document and the Japanese original, the original shall prevail. 



(2)Important management indicators (FY 2030 target) 
Net sales 77 billion yen  ROIC 6.0% 

Operating income 3.5 billion yen 
 Dividend payout 

ratio 40.0% 

Operating income 
ratio 

4.5%  
Equity ratio 20.5% 

ROE 10.0%    

    
3. Other 
 Please refer to the attached document for details. 
 

        End of document 
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RENAISANCE, INCORPORATED

2026-2030 Medium-Term Management Plan

Note: This document has been translated from the Japanese original for reference purposes only. In the event of any discrepancy between this 
translated document and the Japanese original, the original shall prevail.
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This document is organized as follows

Chapter 2 Chapter 3Chapter 1

Current Status Awareness 
Summary

• Current Status Awareness
• Summary
• Resolutions

2026-2030
Medium-Term Management Plan

• Reform of the income and expenditure 
structure of the sports club business

• Accelerate growth of other businesses such 
as the nursing care rehabilitation business 
and the home fitness business

• Control and improve efficiency of head office 
costs

• Financial strategy and cash allocation to 
achieve the above

Long-term vision
(~2035)

• From "enriches A health solution company 
for the age of the 100-year life span" to "the 
age of the 100-year life span's Well-Being 
Co-creation Company"

• Business portfolio transformation
• Financial targets for realizing the long-term 

vision
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CHAPTER 1 
RECOGNIZING THE CURRENT SITUATION AND SUMMARIZING
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Chapter 1 Summary
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Preparations for achieving new growth based on past reviews

Summary ResolutionsCurrent status recognition

Divergence from the previous 
medium-term plan

(Increase in sales and decrease in profit)

• Decline in profitability due to delayed 
adaptation of business structure to 
environmental changes

• Increase in unprofitable facilities unable 
to respond to high-cost structure

• Establish structure in which increase in 
sales < increase in expenses

Need to review need to review the 
"decision-making criteria based on 

the past business environment."

• Timing to change the assumption that the 
number of sports club facilities will be 
maintained through sales efforts

• Timing to change the profit structure 
dependent on sports clubs

• Conclusion that the above drastic measures 
are necessary to restore profitability

Looking to the future
Proactive loss taking and

Formulation of a new medium-term 
management plan

•
Decided to close 6 unprofitable facilities by 
the end of fiscal 2025

• In addition to reviewing asset retirement 
obligations, processed impairment charges 
for facilities showing signs of impairment

• Revisiting the Medium-Term Management 
Plan and Resolving to Drive Growth
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Current Status

In fiscal 2025, both sales and profits increased and decreased from the previous fiscal year, resulting in a 
widening divergence from the previous medium-term management plan.
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(0.1 billions of yen)
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Awareness of the current situation

6

Over the past two years, we have achieved a certain level of success, but we have also identified structural 
issues.

Achievements Structural issues

Leading comprehensive sports 
club company

• Acquisition of the industry's No. 1 in sales 
through M & A of Sports Oasis

• Building a foundation for providing value 
outside of sports

• Struggling to cope with upward pressure on social 
costs

 (Rising rents and utility costs)
• Polarization of club profits
  (Profitable clubs and low-profit/unprofitable clubs)
• Delayed profitability of new stores, M & As, and 

inherited stores

Beyond the framework of 
fitness

Creation of growth drivers

• Acquisition of home fitness business
• Establishment of foundation for nursing care 

rehabilitation business through acquisition of 
all shares of Kaede no Kaze and the Myrehab 
business

• Growth of existing sports clubs is slowing faster than 
that of new BtoB and BtoG businesses

The company's business structure is not fully adaptable to changes in the business environment
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Summary

7

Analysis of Root Causes: Mismatch between Business Environment and Profit Structure

Rising Social Costs > Speed of Change in Profit Structure

The number of sports clubs, which are regional health bases, is increased by sales efforts
The premise of management decisions was to maintain them as much as possible

The structure of "increase in sales < increase in expenses" became entrenched
We concluded that it is impossible to recover profitability without drastic measures
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Resolutions

8

Drastic elimination of future risks identified in fiscal 2025

① Closure of unprofitable 
facilities

② Elimination of future 
risks

③ Rationalization of 
assets

No recovery in profitability expected
Decided to close a total of six unprofitable 

facilities

Review asset retirement obligations 
associated with store closings

Likely to occur in the near future
Consolidated high losses

Indication of impairment In facilities
All facilities with no expected return on 

investment
Impairment treatment executed

Settle anticipated future losses and move toward next growth
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CHAPTER 2 
2026-2030 MEDIUM-TERM MANAGEMENT PLAN
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Chapter 2 2026-2030 Medium-Term Management Plan Summary

10

Sports Club Business
Revise income and expenditure 

structure
Through fundamental strategic changes

Make all facilities profitable

Home fitness business and
Nursing care rehabilitation 

business, etc.
Accelerate growth of other 

businesses
Aim to eliminate dependence on sports clubs

Aggressively invest in other businesses

Control and improve efficiency of 
headquarters costs

Through active use of digital and AI
By transforming the way operations are conducted

Control and improve efficiency of headquarters 
costs

FY 2030
Financial 
targets 77

Net sales

Billion yen 3.5
Operating income

billion yen 10%
ROE

Strengthen financial structure in anticipation of new lease accounting

Improve impaired financial structure by carefully selecting investments and reducing interest-bearing debt

2026-2030 Medium-Term Management Plan

40%
Dividend 

payout ratio

4.5%
Operating income 

margin 

6.0%
ROIC

20.5%
Equity ratio
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Position in each period
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• Rationalization of assets through 
impairment of unprofitable facilities and 
decision to close

FY 2025

• Careful selection of investments in business
• Reduction of interest-bearing liabilities
• Response to new lease accounting 

adaptation
• Reform of income and expenditure structure 

of sports club business
• Operational reform and efficiency 

improvement at headquarters

FY 2026 – 2027
[Phase (1)]

• Investing in Renewed Growth
• Aggressive Shareholder Returns

FY 2028 – 2030
Phase (2)
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Nursing Care 
Rehabilitation

Business

Home
Fitness

Business

Sports Clubs
Peripheral Business

0

While Maintaining the Scale of the Sports Club Business
Growth centered on business around sports clubs, home fitness business, and nursing care rehabilitation business

(0.1 billions of yen)

77 billion yen

Sports clubs
Business
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Amid rising cost pressures, the sports club business generates a source of profit and invests in growth businesses

(0.1 billions of yen)

Headquarters Costs

Home Fitness 
Business

Sports Club
Peripheral Business

Sports Club
Business

Expansion of Business Scale but Reduction of Headquarters Cost 
Increase

3.5 billion yen
Care rehabilitation

Business
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Business Environment
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Political
Promotion of policies to promote health and 
control medical costs
Penetration of work style reforms

Economic
Rising fuel costs and prices/Rising construction 
costs
Interest rate fluctuations/Economic recovery

Technological
Accelerating digitalization
Rapid spread of AI technology

Social
Advent of the "eight-fold society" (decline in working 
population)
Changes in consumer values (further increase in 
health consciousness and changes in needs due to 
rising prices)

Objective assessment of macro factors
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Sports Club Business Strategy (1)
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[Maintenance of Condition]
End of FY 2025

Planned closure of unprofitable and low-profit facilities
Recording of impairment loss

[Value improvement]
Evolution of earning methods and expansion of customer 

targets
From a place to exercise to a place to live in enriches

[Cost reduction]

Elimination of unprofitable facilities, areas, and services and 
review of personnel and operations utilizing DX to reduce 

total personnel costs

Performance 
Target FY 2025 → FY 2030

Sales 54.7 billion yen → 58 billion yen

Operating 
income 4.8 billion yen → 6 billion 

yen
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Sports Club Business Strategy (2)
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Expansion of revenue sources

By establishing a pay-as-you-go fee system

Revenue from light users
Diversification of monetization, including new revenue 

from effective use of unused space with low usage 
rates

Expansion of customer targets

Redefining clubs from "places for exercise" to "places to 
enrich people's lives" that provide refreshment,

recovery, and social connections
Redefining clubs as "places to enriches your life"

Redefine Club

Redesign existing services

Utilize data ×AI
Strengthen initial continuity

Enhance customer experience value
Maximize customer lifetime value (LTV)

Select and focus on investment priority clubs

For growth expectation clubs
Invest in improving customer experience value

Prioritize price review as a set
Dramatically improve profitability by implementing

Redefine the raison d'etre of sports clubs and set a new growth path

[Value 
improvement]

[Cost reduction]
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Sports Club Business Strategy (3)
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[Value 
Improvement]

[Cost Reduction]

Revitalization of Unprofitable Facilities

Review of personnel at unprofitable facilities and
Thorough cost management and stricter investment 

standards

Early monetization of loss-making facilities
Improve overall business profitability

Review the overall income and expenditure structure of the sports club business without sanctuary

Exit strategy

Unprofitable areas
(facilities, items, operation areas)
Identification and elimination

Thorough avoidance of losses

Efficiency of club operations utilizing DX

Streamlining of non-customer contact operations 
through various forms of DX

Expansion of business coverage area per employee

Rationalization of staff numbers in whole business

Streamlining of headquarters functions

Review (reduction) of roles and operations and use of AI
Promote productivity improvement

Reduce business headquarters costs
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Strategies for areas surrounding sports clubs

Utilizing the know-how and assets of sports clubs to grow peripheral businesses

18

Addressing issues facing local governments
Providing solutions

Consigned frailty prevention program and school 
swimming

Support for health promotion in the workplace and 
community, local government support consulting from 

the perspective of community development, 
expansion into the area of community health, etc.

Community health promotion 
business

Health promotion support for companies
Support for health promotion for workers by linking 

accumulated health content and online platforms, and 
maximize participation and continuation rates by 

strengthening community gamification

BtoB solutions business

Through designated management and PFI
Commissioned operation of public facilities

In addition to expanding the number of sports and 
cultural facilities

Promoting scaling with quality and efficiency
(Establishing management capabilities, 
standardization, and support systems)

PPP Business
(Public-Private Partnership)

Sports Clubs
Know-how Assets

*Know-how
└Exercise-related content (programs) and exercise teaching skills
└Operation of exercise facilities, etc.

Performance 
targets FY 2025 → FY 2030

Net sales 3.6 billion yen → 8.2 billion yen

Operating 
income 300 million yen → 900 million 

yen
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Home Fitness Business Strategy

Expanding the range from exercise equipment to rest, beauty, and nutrition, and expanding target customers

19

Performance 
Targets FY 2025 → FY 2030

Net Sales 3.8 billion yen → 5.5 billion 
yen

Operating 
Income ¥900 million → ¥1.2 billion

Expansion of Target Customers

Inactive to Exercise
Approach to

(meet potential health challenges)

Expanding Product Range

From Traditional Exercise Equipment
In the field of rest, beauty, and nutrition

Product development and sales

Building a customer base

Able to approach customers directly
Building a customer base

Building a business base

Strengthening backyard functions to strengthen sales 
management operations and compliance in line with 

sales growth
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Long-term care rehabilitation business strategy

Evolution of business model and expansion of domains

20

Expansion of light to medium range

Focus on Genki Gym
Expansion of day care facilities

• Strengthening business bases through acquisition of 
Miliha business

• Evolution of business model
• Actively resumed opening new stores in FY 2027
(Open about 4 stores per year)

Expansion into severe areas

Kaede no Kaze becomes a 
consolidated subsidiary

• Providing services to people with higher levels of 
nursing care

• Acquiring know-how and expanding domains

Continuing to actively consider M & A
*Depending on the deal, there is a possibility that performance targets may be 
significantly exceeded

Performance 
targets FY 2025 → FY 2030

Net sales 2.5 billion yen → 4.2 billion 
yen

Operating 
income

▲130 million 
yen → 100 million yen
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Efforts to reduce headquarters costs

21

Revenue and expenditure 
management by business unit Performance monitoring and personnel optimization by business unit

• Review the functions of the sales floor and headquarters, and develop a system that will lead to the most profit and allocate personnel
• Based on the organizational reform implemented in fiscal 2025, maximize profit at each business unit by thoroughly implementing revenue and expenditure management at 

each business unit rather than at each headquarters unit

Early acquisition of the effects of 
Oasis integration Integration of various systems to unify operations

• Following the integration of performance management systems (April 2025), core accounting systems (April 2026), and personnel information systems (scheduled for 
October 2026),
Accelerate the integration of customer management systems (scheduled for fiscal 2027 to fiscal 2028) and integrate various operations and systems to improve operational 
efficiency

Promote the use of AI in 
management operations Use AI to transform management operations and reduce related costs

• Separate the functions of the management headquarters into corporate functions and service functions, and redesign operations for service functions, in particular, based 
on the use of AI.

• Optimize operations and personnel by reassigning business support functions to business divisions from a company-wide perspective.

Diversify operations as business scale grows, but maintain headquarters organization and cost levels

Performance 
targets FY 2025 → FY 2030

Ratio to sales 6.1% → 5.2%
Operating 

income ▲4 billion yen → ▲4 billion yen
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Overall Financial Strategy Policy

22

The top priority for fiscal 2026 – 2027 is to restore our financial position.

Investments are made within the scope of cash flow 
generated.

Strictly restrained to
shift from pursuit of sales scale to profit and cash flow

management focused on flow

Planned closure of unprofitable facilities
Loss that had an impact on management has been 

written off

Strict financial discipline and structural 
reforms

Adaptation to new accounting standards 
and top policy

Adoption of the new lease accounting system (FY 2027)
Even if business performance recovers

the equity ratio is expected to fall to around 10%

We will give top priority to restoring our impaired 
financial position

We will invest in businesses that do not require large 
investments

We will implement
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Cash allocation
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Over the next 5 years
Operating cash

Accumulated flow

26 billion 
yen

The above is the minimum amount to be returned to shareholders. If cash 
flows from operations are generated according to End Plan, shareholder 

returns will be prioritized.

Shareholder returns
(Stable and continuous dividends)

¥2 billion

Strengthening financial 
position

(Reduction of interest-bearing debt)

10 billion yen

Investment in business
(Sports clubs and peripheral areas

Nursing care rehabilitation business
Home fitness business, etc.)

14 billion yen
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77%

15%

8%

Investment in 
Business

54%

Strengthening 
Financial 
Structure

38%

Return to Shareholders
8%

Inside: Pre-COVID-19
Outside: 2026-2030

Investment allocation policy

24

Strengthen financial position and provide stable returns to shareholders after carefully selecting 
investments in business
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Shareholder Return Policy

25

Shareholder Return and IR 
Strategy

Stable and continuous dividends
Expansion of shareholder benefit 

system
Strengthening IR activities for 

individual investors

Target dividend payout ratio of 40% in fiscal 2030 We aim for a level of  

30.8 30.4 

40.0 
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25.0

30.0

35.0

40.0

45.0

50.0

FY 2023 FY 2024 FY 2030

Payout ratio (%)



© 2026 RENAISSANCE INC. All Rights Reserved

Management Aware of Capital Cost and Stock Price

26

【ROE】
Revised income and expenditure structure and business 
portfolio, aim for ROE of 10%

【ROIC】
Aim for ROIC of 6% and pay attention to capital 
profitability execute management

-25%
-20%
-15%
-10%

-5%
0%
5%

10%
15%

FY 2023 FY 2025 FY 2030

Changes in ROE 10%

0%

1%

2%

3%

4%

5%

6%

7%

FY 2023 FY 2025 FY 2030

Changes in ROIC 6%

Assume WACC of around 4 ~ 5%
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CHAPTER 3 
ACHIEVING THE LONG-TERM VISION (2035)

27
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Toward a healthy and long-lived society
Through our business activities

the physical, mental, and social aspects of 
society

Contribute to solving health issues

A health solution company that enriches 
the age of the 100-year life span

What we aim for

From A health solution company to Wellbeing Co-Creation Company

28

The Past

In sports and healthcare
Connecting people

Creating purpose in life together

Well-being co-creation company
in the age of the 100-year life span

The future
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Solving Social Issues and Creating Value in the age of the 100-year life span

We will work to solve four issues and create value toward a society in which all people can shine as they themselves.

29

[All generations]
Realizing a society in which all generations can live in good health 

and comfort.
[Seniors and longevity]

Through exercise and contact with people.
Building a healthy and long-lived society full of vitality.

[Community]
People actively participate in local communities.
Creating a society where people can participate

[Nursing care and medical care]
Even for those who need treatment or nursing care, everyone

supports a society where they can lead their own lives and lives
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Business portfolio transformation

We will strategically shift our business portfolio from our previous structure to achieve sustainable growth

30

Meeting diverse needs
Becoming a companion to 

well-being
Expanding our business 

domain

To sports clubs
Dependence

Sports club business

Muscular earnings
Shift to structure

From "a place to 
exercise" to "a place to 

live in enriches"

Nursing care 
rehabilitation business

Home fitness business

Expansion of other 
businesses

Diversification of profit structure through full-scale 
development of growth markets
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Links between businesses

Aiming to become a "Well-being Co-Creation Company" through mutual links between businesses

31

Sports Club Business
& Surrounding Areas

Home Fitness
Business

Nursing Care 
Rehabilitation

& Medical Peripheral 
Business

 Sending customers to physical sports 
clubs through habitual exercise at home

 Supervising original products utilizing 
knowledge of exercise professionals (on-
site trainers)

 Giving back practical data and evidence 
cultivated outside facilities (rehabilitation sites)

 Lateral development of exercise guidance and 
program know-how (synapsology, etc.)

 Development of safe and low-impact products 
utilizing knowledge of rehabilitation and 
functional improvement

 Support for maintaining functions at home and 
preventing nursing care for elderly people 
unable to attend facilities

the age of the 100-year life span's
Well-being co-creation company

Connecting people through sports and health care
Creating meaning in life together
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Financial Targets for Achieving the Long-Term Vision

2026-2030 By completing the Medium-Term Management Plan, we aim to enhance corporate value and maximize shareholder value.

32

[2026-2030]
Fiscal 2030 Financial Targets

 Net Sales 77 billion yen 

Operating Income 3.5 billion yen

Operating income margin 4.5%
  ROE 10% ROIC 6.0%(2.5%)

Dividend payout ratio 40% Equity ratio 20.5% (11.5%)
*Figures in parentheses include the impact of the new lease accounting system.

We will focus on reducing liabilities and enhancing capital 
through fiscal 2030 as a recovery period.
We will restructure our financial position and prepare for 
sustainable growth.

[2031-2035]

Fiscal 2035 Financial Targets

Net Sales 100 billion yen 

Operating Income 5 billion yen 5 billion

In 2035, the ratio of sales between 
the Sports Club Business and the 
non-Sports Club Business will be 
50%:50%.

Sports clubs

Muscular 
revenue
Shift to 

structure

Nursing care 
rehabilitation 

business

Home fitness 
business

Other 
businesses

Well-being co-creation company in the age of the 100-year life span
-Connecting people through sports and health care and creating purpose in life together-
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Management Targets under the Medium-Term Management Plan (Non-Financial Targets)

In its Sustainability Policy, our company clearly states that we will contribute to the purpose of life for all stakeholders 
through our business activities

33

Through the active participation of 
diverse human resources

Achieve medium- to long-term growth

• Ensuring diversity in the appointment of core human 
resources

└Female managers 30%
└Male childcare leave takers 100%

• Ensuring employee health
└Regular health checkups 100%
└Measures after regular health checkups 100%

• Employee engagement survey

Customers through business activities
Contributing to creating meaning in life

• Number of health-based social participation
  (Number of creating meaning in life)
• Customer satisfaction survey

 (Quality of creating meaning in life)

With partner companies and local 
governments

Co-create businesses
• Strengthening Corporate Partnerships to Achieve 

Well-being
• Establishing and Adhering to Multi-Stakeholder 

Policies and Declaration on Building Partnerships
• Contributing to the Government's Measures to Extend 

Healthy Life Expectancy through Activities by 
Government Committees and Related Organizations

• Partnering with Local Governments for Healthy 
Community Development
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Corporate Philosophy
a company for creating purpose in life (ikigai in Japanese)

Long-Term Vision
Well-being co-creation company in the age of the 100-year life span

 - Connecting people through sports and health care and creating purpose in life together -

Corporate Philosophy and Long-Term Vision
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Cautionary Statement on Forecasts

• This document contains forward-looking statements including forecasts, plans and strategies for our company's future 
performance. These statements have been prepared based on currently available information and certain assumptions 
deemed reasonable. Actual results may differ materially from these forecasts due to various factors.

• These factors include, but are not limited to, fluctuations in economic conditions, changes in the market environment, 
intensified competition, changes in laws and regulations, fluctuations in foreign exchange rates and interest rates, disasters 
and infectious diseases, etc.

• Although the information contained in this document has been deemed reasonable at the time of preparation, its accuracy 
and completeness are not guaranteed. It is subject to change without notice.

• Our company assumes no obligation to update or revise any forward-looking statements contained in this document, except 
as required by laws and regulations.

35


	スライド番号 1
	Contents
	Chapter 1 �Recognizing the Current Situation and Summarizing
	Chapter 1 Summary
	Current Status
	Awareness of the current situation
	Summary
	Resolutions
	Chapter 2 �2026-2030 Medium-Term Management Plan
	Chapter 2 2026-2030 Medium-Term Management Plan Summary
	Position in each period
	Performance Targets (Sales 2025-2030)
	Performance Target (Operating Income 2025-2030)
	Business Environment
	Sports Club Business Strategy (1)
	Sports Club Business Strategy (2)
	Sports Club Business Strategy (3)
	Strategies for areas surrounding sports clubs
	Home Fitness Business Strategy
	Long-term care rehabilitation business strategy
	Efforts to reduce headquarters costs
	Overall Financial Strategy Policy
	Cash allocation
	Investment allocation policy
	Shareholder Return Policy
	Management Aware of Capital Cost and Stock Price
	Chapter 3 �Achieving the Long-Term Vision (2035)
	What we aim for
	Solving Social Issues and Creating Value in the age of the 100-year life span
	Business portfolio transformation
	Links between businesses
	Financial Targets for Achieving the Long-Term Vision
	Management Targets under the Medium-Term Management Plan (Non-Financial Targets)
	Corporate Philosophy and Long-Term Vision
	Cautionary Statement on Forecasts

