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{4 years into the service in the Japan
Air Self-Defense Force. Remaining
hopeful about the dream of becoming
a fighter pilot, continuing to train
while tending to ground crew work.
One time, when out on a run, a
serious head injury caused by an
object falling from a cargo truck
required hospitalization. )

Although the head injury healed and I
recovered after a week at the hospital,
still, something seemed odd after I got
out. There was nothing impacting my
usual routine in particular, but every
once in a while my eyesight blurred
momentarily. That was when I started
worrying about my career as a fighter
pilot. I could have blamed and cried
about my misfortune, but I couldn’ t let
that get in the way of my dream. No one
knew about this, and I also continued
training while I worked as usual.

One day, a medical officer asked,
whether or not I experienced any
irregularities with my body after that

accident. “Your eyes look a little odd,”
he said. I was ordered to get a complete
physical. Long story short, the worst
possible results came back. Due to the
damage that my head had suffered, my
eye’ s ability to focus had worsened. As
a result, the final diagnosis was that
although I could still pilot a helicopter
or a commercial airline, piloting a
fighter jet with extreme levels of
acceleration was completely out of the
question.

This was my dream since I witnessed
that bright red F-86 Sabre fighter jet at
my father’ s funeral. This was
something I continued to pursue despite
almost giving up many times. But I was
now hit with the reality that I had to
abandon my dream. I was at a loss of
ideas on how to continue. Piloting a
helicopter has its charm, but it's
different. I could remain in the Japan
Self-Defense Force and work as ground
crew. Or, I could retire from service and
start my life over in another completely
different field.

Abandoning Dream to Become a Pilot and Starting Again in the Free World

Members of the Self - Defense Force
often equate retirement from service as
“going back to reality.” This was a
metaphor to say it was like being
released from prison after a long time
inside. This was due to the similarities
of both like the brutal training and
having no interactions with the outside
world. After going back and forth, I
finally decided to return back to
“reality.” Maybe there was something in
reality that was just as much rewarding
as it was to become a fighter pilot. I
wasn’ t certain, but I knew I had to
make a choice.

Already 5 years and 9 months have
passed since I entered service. After
being fascinated by the bright red Sabre
on that fateful day, my pursuit of
becoming a fighter pilot was now
coming to a close. Now what? How do [
restart my life? My only link back in
reality was just my family and no one
else.

{Searching in the Dark for a New Life.)
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After retiring, I had 680,000 yen in
savings from my pay, and interest. The
first place I visited was a stock
company. I wanted to find a way to
increase the money I owned, even if it
was just for a small amount.

I did have a company in mind that I
wanted to invest in. The price per share
was 680 JPY, just the right amount. But
when I went to a branch of this stock
company in order to purchase their
shares in the amount of 680,000 yen, the
person at the counter questioned my
choice. The person said they did not
recommend this purchase, but instead
asked if I wanted to join them for ramen,
since it was just time for lunch. I figured
that the outlook of my purchase was
bad, and I happily enjoyed the meal.

But when we got back to the branch
office, the share prices had risen to 710
JPY. Although I was perplexed, the
person in charge had by this time
changed his attitude and congratulated
me on how well I studied the market. In
the end, I purchased fewer shares than
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initially anticipated. But after 2 months,
the share price went even further up to
2750 JPY. That was when I sold, and
ended up with 2.5 million yen in my
pocket.

Overall, it was an eye-opening
experience. If I was ordered to do a
thousand push-ups in the Japan
Self-Defense Force, and failed, my
entire team had to do it all over again as
punishment. But here, there was no
punishment. Even if you advised against
a customer’ s wish, and you were
proven wrong. That’ s when I realized
what “reality” was like. And that was
the beginning of my second life.

[Interviewer: Masatoshi Ono ]

[Photo caption]
F-86F Sabre Fighter Jet
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{I joined the Japan Air Self-Defense
Force when I was 15, but after an
accident crushed my dreams of
becoming a fighter jet pilot, I left
after 5 years and 9 months of
service. This was when I plunged
into a new world. )

The student platoon of the 4th
Technical School of Japan Air
Self-Defense Force was stationed in
Kumagaya City in Saitama prefecture.
I graduated from the student platoon
in 4 years and started working at the
base. Afterwards, I also worked at
Iruma Base and other locations in the
same prefecture. That was when I
noticed many motels lined close
together from Kumagaya to Hanno.
They must be making a lot of money, I
thought. So I decided to give it a try.

I asked around, and after a meeting
with one of the motel's manager I was
hired. Due to my time in the Japan
Self-Defense Force, I was accustomed
to making beds and cleaning, as well

as doing the laundry, plus I was quick
in taking care of tiresome jobs, like
repairing air conditioners and boilers.
None of this could even begin to
compare to the intense training in the
Japan Self-Defense Force. I was soon
in the good graces of the owner after
working for a while. They probably
also imagined I wanted to branch out
on my own in the future. One day, the
owner asked me if I was interested in
managing a motel. Also, they asked
how much money I had. Although I
only had 2 million yen remaining from
the shares I sold, I lied and said that I
had about 2 to 3 million. The manager
nodded happily, and asked if I wanted
to buy the first motel he built for 3
million yen. The six story motel had a
revenue of 100,000 yen on weekdays
and close to 200,000 yen on holidays.
I also spent time working there, so I
was convinced it would be a bomb. I
was also really thankful to the owner
who was trying to support my
independence. But the real issue was

The “One Million Yen Brag” and a New Way Forward

me lying about the million yen.

Nowadays, I would have thought of
having a bank finance me. But for a 20
year old who just recently retired from
the Self - Defense Force, that kind of
thought had never occurred, nor would
it even be possible. Looking back, I
always regret lying. In the end, I went
home to my mother and asked her for
help. By this time she had paid off the
debts and had some extra money.

When she heard about my situation,
she said she will give me the million
yen, but added. “No matter what
happens, succeed or fail, you have no
place in this house any more. I did not
raise you to be a motel manager.”

It must have been her way of
scolding me for my immature
decision. This was my mother. She
lost her husband when I was three to a
traffic accident, my mother, who
stayed up night after night to repay the
debt. I could not see her cry. At that
point, the deadline to make the deal
had passed. Not only that, I didn’ t
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even have the decency to properly
decline the offer to the motel owner.

{National Bar Examination.)

My mother's words made me rethink
everything. Operating a motel wasn’ t
bad, it was just the fact that I was
immature and had jumped at the
chance of getting rich without
thinking. I should have thought of
something bigger if I was to risk my
life. That was when a senior colleague
from the Japan Self-Defense Force
said something that pushed me
forward. “Now you should do what
you can, to the best of your ability!”

So what could I do? To do the best of
my ability at that time? And, was there
any great purpose, worth risking my
life through which I could help others?
That was when I came up with the
idea of the incredibly difficult
National Bar Examination. During my
time in the Japan Self-Defense Force I
had passed the University Entrance
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Qualification Examination and was
taking correspondence courses at
Chuo University. This university was
known for achieving a high score at
the National Bar Examination. So
instead of being a fighter pilot, I
decided right then and there that I
would become either a judge, a
prosecutor or a lawyer as a way to
contribute to the society. So from then
on, I started living everyday towards
achieving this goal. The million yen
lie had shown a new way forward in
life.

[Interviewer: Masatoshi Ono ]

[Photo caption]
Company Era




Sankei Shimbun wMonday July 13,2022

Portrait

SRR Learning the Complexities of Business Through Door-To-Door Sales

{After retiring from the Self-Defense
Force, I set my sight on passing the
National Bar Examination. But before
I even begun, another case of bad luck
struck.)

I just started studying for the National
Bar Examination with the 2 million yen
I had made from selling shares, when a
friend asked me to lend him money to
start a business. He even said he will
return it with interest. He was a trusted
friend of mine and I lent him the entire 2
million I had. But after a month went by
and then 2 months, there was no sound
from him. I couldn’ t wait any longer,
so I went to his house. And found it
empty. He took off with the money. I
realized that that money was never
coming back. As much as I was angry,
there was nothing I could do. I had to
pivot and find a way to make a living.

To pass the incredibly difficult
National Bar Examination, not only I
needed money for tuition, I also needed
money to buy specialized textbooks. I

had to look for part-time work. One of
which turned out to be door-to-door
sales of encyclopedia. When I saw in the
newspaper add that they also offer
dormitory stay, I immediately applied
for the job. Fixed salary was 27,000
JPY, but it was commission-based,
meaning the more I sold, the more I
would make. That really lit a fire in me.
The encyclopedia was expensive. At
250,000 JPY it consisted of 116
volumes, and I could also add a globe
model of earth for another 70,000 JPY.
This was not something that could be
sold easily. At first I started rotating
with 60 households in a housing
complex. Next, I started visiting
single-family homes, but to no avail.
Later I went door-to-door at apartment
complexes, increasing the visited
households from 120 to 240. But again,
no success. I even hitchhiked far away
to save on train fees and tried to make a
sale while walking back to the dorm. I
ended up visiting 600 households but
made absolutely nothing. I was an island

in the middle of nowhere.

Every morning and evening I had
instant noodles at the dorm and a roll of
bread for lunch at a park somewhere.
After 2 weeks my face and limbs started
taking on a yellowish color probably due
to either malnutrition, mental strain, or
both. This would have negatively
affected my chances with the National
Bar Examination, so I asked around for
some vegetable scraps at a market near
the dorm to add to my noodles. After a
month, the 20 or so fellow salesmen that
started at the same time began quitting
one after another, until me and just one
other were left. This really hit home at
how difficult sales could be.

{I was about to quit. But then,
opportunity came along.)

It must have been after around two
months have passed. I was making the
rounds in Kichijoji area in Tokyo, but --
again -- I had nothing. By then I had no
money and couldn’ t even afford a roll
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of bread. I just sat there in Inokashira
Park, hungry and completely numb. I
couldn’ t do it anymore. I decided to
quit after returning home that day. There
was no chance that someone would buy
something expensive like this. At this
point my head was already thinking of
what work I should take on next, and I
was staring at the encyclopedia.

That’ s when I noticed that a group of
children had gathered around me. One of
them asked what the book was.
Obviously, this was not something they
could afford. So I just simply answered
whatever questions and curiosities they
had. I had no intention of selling, and
the questions piled on. I must have been
pretty stressed out from all the salesmen
talk and studying I was doing for the
National Bar Examination. I was
actually having fun talking to the kids
after such a long while. Later, the
mothers came to take their children
home. They saw their children talking
excitedly with some stranger over
encyclopedia. When I was pointing to
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the pages of the encyclopedia and
explaining, they were nodding along as
well. When I got up to leave, something
strange happened. One of the mothers
said she was fascinated by the
encyclopedia and asked to buy it. The
turn of events was quite unbelievable.
The next day when I brought the
encyclopedia to their home, the other
mothers were there, and they all
purchased the product. From there, word
of mouth spread, and I had orders
coming in one after another.

Before all of this, I must have been too
much of a “salesman” and made people
turn away. But when I talked to the kids
without any intention of selling, that in
itself made the sale happen. I never
knew how deep and complex sales could
be until that moment.

[Interviewer: Masatoshi Ono ]

[Photo caption]
Company Era
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{I began door-to-door sales of
encyclopedias as a way to make
money to study for the National Bar
Examination. This experience
taught me the mental aspect of
sales. ))

A set of the encyclopedias I was
trying to sell costed 250,000 JPY, and
I did not make any sales in the
beginning. It was only when I gave up
on trying to sell such an expensive
item and instead just started telling
and showing the encyclopedia to the
kids. That’ s when their mothers
decided to purchase them. The
following day, the other mothers
ordered as well. I was struck at how
much the mothers cared for their
children. No matter the expense, they
willingly gave their money away for
their children.

Instead of giving up because
something was expensive, I should
have looked elsewhere to understand
what customers actually wanted. Once

I could understand that, then I could
propose a product for them to
purchase. And there could be no better
joy than to know that the purchase
would be useful for them. Instead of
thinking simply that a good product
would lead to sales, I should propose
something that meets the expectations
of the customers. Even after that I
continuously received orders for
encyclopedias.

{Encounter With the Fishery
Industry.)

My fixed salary at the encyclopedia
selling company was 27,000 JPY, but
was commission-based, so the more 1
sold, the more I made. I was able to
reach a new record of over 500
volumes sold in a month and a half, so
I expected an increase in my pay.
However, I only received a small
bump in my salary. Nothing happened
next month either. When asking for
explanation, all I got was that some

customers returned the products, or
that the revenue I made was used to
cover the expenses of other salesmen.
There simply was no proper
explanation for this. I also had to
prepare for the National Bar
Examination. There was no incentive
to work hard here. That’ s when I
decided to change jobs.

So I visited an Employment
Placement agency. Looking for a job
with good benefits and conditions. I
was shown ads for several job
positions, and it was on that list, that I
found Shinyo Shoji, a subsidiary of
Taiyo Fishery Ltd. (present Maruha
Nichiro Corporation). So, the fishery
industry... The idea stirred up
memories of the poor childhood, the
tasty tuna my mother had brought
home from a funeral, and the joy I
brought to everyone when catching
fish like carp from rivers and swamps.
In my memories, a piece of fish on the
dinner table was a sign of a happy
family. The thought of delivering
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happiness to people sealed the deal.
Without further ado, I requested the
agency to grant me a meeting with
Shinyo Shoji.

Now that I think about it, if I wasn’ t
introduced to Shinyo Shoji at that time
by the agency and had chosen another
company, I would have not become
the Tuna King. In the beginning I
started working there part-time, and I
never could have dreamed that I
would still be in the fishery industry
almost 50 years later.

{Surprised and Confused by the
Customs of the Fishery Industry.)

When I first plunged into the fishery
industry, I was immediately hit with
how different it was. At the time,
small cuts of fish were often
discarded, to give just one example.
Although I thought this was wasteful,
the industry as a whole had the
attitude that “if it can’ t sell, why
bother.” Later, I found a new market
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for these pieces. I sold them at
reasonable prices to lunch box shops
and sushi shops. I felt that offering
tasty fish at reasonable price would
make the customers happy. That was
the mindset, as I tried being more
creative in everything I did. Thus
began the days of challenging the
strange customs prevalent in the
fishery industry.

[Interviewer: Masatoshi Ono ]

[Photo caption]
Wholesale Tuna at Tokyo's Tsukiji Market
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{In 1974, 1 started working at
Shinyo-Shoji, a subsidiary of Taiyo
Fishery Ltd. (present Maruha
Nichiro Corporation) to pay for my
tuition while studying for the
National Bar Examination. Thus
began the days of breaking the
traditions of the fishery industry. )

To me, the fishery industry was full
of strange and confusing customs at
that time. For example, an octopus
without all 8 of its legs was considered
to have no market value and sold at a
discount. So I purchased them and
sliced them into cuts for sushi shops.
They sold like hotcakes. Additionally,
the cuttlefish was a popular ingredient
in Japanese, Western and Chinese
cuisines, but its fins were considered
unnecessary and thrown away, while
even the disposal cost money.

I thought of ways to repurpose it, and
came up with the idea of mincing and
kneading it into chikuwa. From there I
sold them at a reasonable price to a

processing operator, whereupon it
became popular and orders started
coming in mass. I also purchased a
large quantity of Alaska pollock
holding inventory, and resold it as
fried fish. This too became a popular
ready-made dish. I sold it at the
market on Sundays, giving up my day
off. I was simply having a lot of fun in
the fishery industry. Once I started
thinking about ways to make
customers happy, ideas just simply
started popping up in my head one
after another. Fish that were
considered useless by one customer
could be turned into a sales good for
another. I became completely
immersed.

{Foray Into Frozen Foods.)

It was a period when frozen foods
started to appear. I had just started
working, and was in charge of selling
them as meals to school cafeterias and
hospitals, as well as izakaya bars. We

also handled frozen edamame, but
since the general public was not
familiar with frozen vegetables at that
time, it was hard to sell. That’ s where
I set my eyes on beer gardens. This
proved effective, but since beer
gardens only operated during summer,
we had to store the edamame once fall
had arrived. This would bring storage
costs. That’ s when I proposed we
rent out a warehouse inside lined with
stoves, and turn it into a beer garden.
This way we were able to sell both,
beer and edamame. This solved the
storage issue and we were able to sell
edamame even during winter. The
success of this arose my interest in
shop management, and I even
proposed an idea for a large-scale
izakaya restaurant. Back then, the only
izakaya with a large selection was
Yoronotaki, while the majority of
others operated on a much smaller
scale, with a limited menu, like
yakitori, hot pot, and similar. So a
large restaurant with a large and

varied menu would attract a large
number of customers, which means
we could sell the frozen foods that we
handled at our company. This was a
forerunner of the large-scale izakaya
franchises of the present, that have a
really wide selection.

Taking on new challenges was
amusing, and when they succeed, it
meant receiving more in revenue.
Always thinking of new ideas became
a part of my daily routine. On the
other hand, the time I was able to
dedicate to my initial goal, preparation
for the National Bar Examination
gradually decreased. At the time, I
was taking correspondence courses of
the Faculty of Law at Chuo University
while also studying for the National
Bar Examination.

I had to make a choice, either to
continue studying and enter the field
of law, or to continue with sales. I was
lost and sought my university
professor's advice. “You should be an
entrepreneur and a person who

employs lawyers.” His reply was
simple and straight to the point. I had
made my decision. I abandoned my
study for the National Bar
Examination. However, I did continue
with the university correspondence
courses and graduated in 7 years.
Although I entered the fishery
industry as a part-timer, my time spent
thinking about customers had led to
me realization that my ideas could
lead to making money. This was my
purpose. This is how I began working
even harder in the world of business.

[ Interviewer: Masatoshi Ono ]

[Photo caption]
Tokyo Tsukiji Market




Sankei Shimbun Monday July 16,2022

- b

£
ih
m
5

Portrait

of the story

{1 entered Japan Air Self-Defense
Force at the age of 15. One of the
things I learned while in service, was
that “if I was to fall down, I should
fall face-forward.” Meaning, no
matter the difficulty, do not run
away and always take on the
challenge. I also pushed forward
with this attitude in the business
world.)

When I joined Shinyo-Shoji, a
company affiliated with Taiyo Fishery
Ltd. (present Maruha Nichiro
Corporation), a major company in the
fishery industry, I was 24 years old. I
had no time to lose. I was even willing
to sleep for only an hour and a half
everyday. I woke up at 00:45 AM in
the morning to go to work from my
home in Nakano, Tokyo to a
warehouse in either Toyomi or
Tsukishima. I would stack up blocks of
frozen products or whale meat on a
2-ton truck. Since overload restrictions
were loose back then, loading up as

much as possible was the way to go.
Once the cargo bed was too heavy, the
truck would lose balance and have its
front wheels tilt upwards. That” s
when we stacked the goods on the
passenger seat. In total, I would say we
probably loaded up to 6 tons. That’ s
what was then carried to Kimitsu in
Chiba. There was no highway back
then and some of the roads were dirt
and gravel. But it didn’ t matter, we
raced straight to Kimitsu. We had to
return back to Tsukiji by 4:00 AM, and
6 tons worth of goods took an hour to
unload. But since we did not have
time, the unloading was done in 40
minutes, because we were so
impatient. Once back at Tsukiji, we
lined up with the trucks from all over
Japan to load up on fish. Then, it was
off to Hachioji for delivery. After I
was done with this, I returned to the
company office in Nakano by 8:00
AM to attend the morning assembly,
office work and other. Once that was
done, I then went back to the

Plunging Forward, Racing Head-on

warehouse. This time I loaded up on
the contracted fishes and frozen foods,
delivered them to Urawa, Tsuchiura,
and Omiya, while praising their quality
in a good sales manner.

By the time I got back to the office it
would be around 8:00 PM. That’ s
when I tackled the invoices. Since I
was working from the crack of dawn,
there was so much that needed to be
processed, and it was always past
10:00 PM when I finished. Then I
would hang out with my older
colleagues if I was invited, and would
only get home after that. And just like
that, I would wake up the next day at
00:45 AM to go to the warehouses in
Toyomi or Tsukishima. In the night, I
would often eat offal stew at an
izakaya in Nakano. That particular
izakaya does not exist any longer, but
the overflowing bowl of stewed offal
they served was affordable, yet tasty. I
will never forget the taste of offal stew
that I enjoyed so much during those
busy times. Food really can make a
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{Going Independent.)

I learned the fundamentals of
business at my time in Shinyo-Shoji,
and even challenged myself in other
industries such as izakaya pubs. But
after about 3 years or so of taking part
in various things beyond that of a
fishery company, I started to receive
push back from within. I was told to
hold off on doing extra and focus on
my job. I have so much appreciation
for this company and the experience I
gained while working there. I followed
the advice of my superior, and I
decided to switch to another company,
regardless of the pay, since it was
more accepting of their employees'
work on their own, and having a more
financially independent in-house
system.

At the new company I worked on all
of the posts myself: from collection
and cash payments, to shipping,
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inventory management, and other. I
learned so much. But aside from the
low pay, an incident occurred when
during an accident at work, I was held
liable, even though I was the victim,
because the warehouse truck involved
was owned by a customer. I was quite
dissatisfied with this, and it was at that
time I received a “go independent”
advice from my superior. So in 1979,
when I was 27 years old, I founded the
Kimura-Shoten (The Kimura Store).
Of course, this “company” I founded
was nothing more than a desk and
some chairs borrowed from a friend,
and a single land-line telephone. But
this also meant that I no longer had to
worry about what my superiors or
colleagues where thinking. This was
how it all started. A mix between my
never-say-never attitude and a bit of
worry about the finances.

[ Interviewer: Masatoshi Ono ]

[Photo caption]
Tokyo Tsukiji Market
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{Independent at the age of 27,in 1979. 1
gradually expanded my business.)

Even though I was independent, that
didn’ t mean I had infinite funds. So I
started off by having my business deals
settled within the month, meaning, that the
buyers were requested to pay by the 30th
of the month and I paid the suppliers by
the 1st of next month. I moved the funds
around during that 1 or 2 days to rotate the
products. I started by handling fishery
products which were my specialty, and
since revenue increased, I opened a lunch
box shop after 6 months.

For this new shop, I attempted at warm
and freshly made lunch boxes. Back then,
it was common for the lunch boxes to be
sold cold, and I knew that could be
improved. All I wanted to do was to sell
warm and freshly made lunch boxes to
customers, just like they would be
homemade. But then came the public
health inspectors and put a stop to that.
The reason? Nothing. They just won’ t
allow it. I visited their office several times

to find out the reason but all I got was a
simple, “No means no.” I was at a loss for
words.

But someone must have felt sorry for me
after seeing me coming in day and night. A
lady who worked in the same department
as the person in charge secretly told me
that they can’ t give the green light
because of bacteria. I immediately
researched the occurrence of bacteria
inside lunch boxes and found that the
lunch boxes were safe from bacteria within
2 hours after being made. I applied once
again after adding in measures for food
poisoning and was finally granted the
green light to sell my warm lunch boxes.
Then it was all about charting a flow to
first take orders in the morning, then to
deliver to workplaces and households by
11:30 AM, and have them be eaten by
12:00 PM. I added the following in my
ads. “Please enjoy the lunches within 2
hours. After 2 hours, there is a chance of
food poisoning. Just in case, herbal
medicine is enclosed. Will also prepare
your posthumous name." The ad was a hit

Enjoying Ever-Expanding Business

and the lunches sold well. After all these
experience, the lunch box business finally
got off the ground.

(It was the eve before the economic
bubble period. My business expanded to
other ventures besides food.)

One day, I was approached by an
associate from a fishery company if I was
interested in purchasing their spare
containers. My immediate thought was to
renovate the containers into a motel and
operate it. But a day before opening, I was
hit with a notice from the police asking, if
I had certification for designated
entertainment business, and I had to
abandon the project. It was while I was
thinking of another way of using the
containers, when I thought of operating a
karaoke bar. I imagined that if I added
proper soundproofing and furnishing, like
sofas, kitchens, refrigerators and karaoke
sets, it would turn into a comfortable
singing place. Containers quickly rented
out, and by the time I got around to it, I
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had contracts for more than 300 of these
karaoke bars. It was a resounding success.

I also dealt with video rentals. This was
before anyone was operating such an
establishment in Japan. It was right around
the time when VCRs started popping up in
households, and after taking a hint from
vinyl record rentals, I thought of starting a
video version of that. This also turned into
a success and soon expanded to 15 stores.
At first, videotapes were managed through
writing rental receipts by hand, but once
the inventory and users grew enormously,
that became impossible. That’ s when I
thought of using a computer.

This was where my time in the Japan Air
Self-Defense Force really helped. Since I
was stationed at a division that
commanded and controlled the air defense
by using a computer called the BADGE
system, handling a program that managed
personnel and goods was a piece of cake. I
ordered a program for managing
videotapes with a large computer
company, but nothing was delivered even
after a year had passed. So I took it up
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myself, contacted a programmer friend of
mine, and we created it within two months.

Back then, my daily routine started after
waking up at 3:00 AM, and from
Sengendai in Koshigaya City, Saitama
Prefecture, I picked up my senior
colleague on the way, and we went to
Tsukiji, arriving until 4:30 AM. After
working at the market until 7:00 AM, I
helped out at a fish cutting shop and
enjoyed breakfast they prepared. Then I
moved on to office and sales work from
9:00 AM, and after 6:00 PM I helped out
at an izakaya bar or a lunch box shop I was
managing until close to 1:00 AM. I was
just having the time of my life watching
my business grow.

[ Interviewer: Masatoshi Ono ]

[Photo caption]
Tokyo Tsukiji Market
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Traveling the World in Search of Tuna

{Starting Food Production
Overseas.)

A year after starting on my own, in
1980, I was trying out ideas on the
foods I was handling in order to boost
revenue. For example, salmon roe and
shrimp were bulk sellers. Back then, I
found that I can boost sales by
purchasing in large packs and then
repackaging into smaller ones. I
bought shrimp in large packs at a low
price, because they were damaged
during shipping. Then, I made sure to
repackage the shrimp that were good
quality into smaller packs, and turned
the damaged ones into paste for use in
ready-made dishes.

I also started handling pickles and
fried chicken used in lunch boxes by
procuring them from abroad. This all
happened because of a story I heard
during a business trip to Bangkok. I
heard that a custom-made silk suit
could be made there at a cost of 5000
JPY. In Japan, the same suit would

cost several tens of thousands of yen.
Consequently, I created a flow, where
the Japanese measurement data was
sent to Bangkok by fax, the silk suit
was made there, and it was imported
to Japan afterwards. I took the same
approach for pickles and fried
chicken.

I farmed and processed the pickles in
China, and then imported them. At the
time, a kilograms of cucumber was
worth 300 JPY in Japan, while it was
100 JPY in China. Daikon radish and
egg plants were also inexpensive, so I
developed an on-site environment
from farming to processing. Fried
chicken was handled in Thailand,
where the farming and processing was
also done on-site. I even dealt with the
development of broiler chicken. Only
thigh meat was used for fried chicken
back then, but when we found that
even inexpensive breast meat was
delicious, we incorporated this too.
Nowadays it is common for food
production to be done abroad, but

back then, I did not hear of anyone
else that would be doing it besides us.

{Start of tuna imports. The
beginning of an adventure across
the world in search of tuna.)

When I visited New York in 1982, 1
saw something that surprised me at a
market near the mouth of the Hudson
River. The most premium portions of
a blue-fin tuna, the fatty and lean red
tuna, and the cheeks were all sold at
the same price, at about 1200 JPY,
which was unthinkable in Japan. At
that time, tuna was not as popular
overseas, but even then I was
astonished at such a difference in
price, all because of a difference in
dietary culture. I only purchased the
fatty tuna portion and went back home
that time.

Later I learned that tuna could be
caught just offshore Northern Main on
the US side of the Atlantic Ocean. I
immediately charted a boat and went

fishing for tuna there. I then sent
several blue-fin tuna that I caught
back to Japan, but I also noticed other
things as well. I noticed that eel and
sea urchin were just lurking about in
the sea and the rivers without being
caught, probably because they are not
included in the dietary habits of the
locals. After acquiring the license, I
caught these too and imported them to
Japan. This also turned out to be
fantastic business. Due to such
experience, I learned when and where
tuna was caught around the world.
One day while I was vacationing in
Monte Carlo in Monaco, I was
approached by a manager of the travel
agency's branch from Madrid
inquiring if I wanted to purchase some
tuna. I was interested, but had no clue
where and how I could make the
purchase. I was simply told to go to
the coastal town of Alicante in Spain.
I immediately changed my travel
itinerary. After renting a car and
driving along the Mediterranean

Coast, I arrived to the market in
Alicante. I do not remember how
many tens of tons it was, but I do
remember that I purchased a lot. I
received good feedback from the
market in Japan, even from my
friend’ s sushi shop. I set up a trade
route, and this I believe, was the start
of the now popular Atlantic blue-fin
tuna caught in the Mediterranean
market in Japan.

There was a fish store in
Monzen-Nakacho in Tokyo near a
karaoke bar that I operated that closed
due to land sharks. I rented this store,
and when I held tuna cutting sales
shows, it was a great hit with the
customers. This too was another
revelation.

[ Interviewer: Masatoshi Ono ]

[Photo caption]
In the days of cutting 150 to 160 tuna per day
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ahiayd Back-Stabbed by the Bank ... Return of Desire to Succeed

{Turned independent at the age of 27
in 1979, business kept expanding.
Business was booming with the
economic crash just around the
corner.)

At the height of the bubble period in
1988, there was the Furusato Creation
Project started by the then Takeshita
Cabinet. This project was to issue 100
million JPY to local government for
regional development. There was even a
person who renovated 100 buses into
karaoke buses and sold them to their
municipality. But they were not able to
sell even 1 bus. That was where I came
in and rented these buses to turn a small
corner in the middle of Tokyo (that was
vacant due to land sharking) into a
karaoke town. By that time, there were
80 or so businesses that I was managing.

During the height of the bubble I was
able to get a loan above 100 billion yen,
but once it crashed and resulted in the
financial crisis, the banks all came
asking for their money back. This was at

a time when profits were up and we had
no bad debts. Likewise, we did not
shrink our business and had even just
recently paid back the loan down to 44
million yen. We were taking a much
needed break at this point.

{But in 1997, an “Incident”
Occurred.)

Since we had already started the pickle
business in China by then, we visited a
bank to ask for a loan, because we
needed some funding to farm daikon
radish. But the person in charge had told
me that they could not loan me anything
since I was on a black list of some sort. I
was shocked when hearing this. That
couldn't be? I had not invested in real
estate, nor have I ever defaulted in
paying back neither the principal nor the
interest. My business has always
received loans as a prime candidate. But
now, out of the blue, we faced the
possibility of being held under the
control of the Resolution and Collection

Corporation.

I was able to figure out what happened
when I dug in deeper. The issue was a
loan from our main bank, the Hokkaido
Takushoku Bank, Ltd. (hereinafter,
“Takugin” ). The loan was in the
amount of 20 million, executed in the
form of a bill of exchange due to our
long relationship. We had an agreement
that this bill of exchange was to be
rewritten once a year to keep Takugin
from asking their money back. That was
why we were not asked to pay the money
back for several years, and we continued
to stamp our approval of the rewrite.

However, things were different that
particular year. There was fine print
within a thick stack of contracts
regarding the rewrite of the bill of
exchange that read “loans to be paid in
lump.” The person in charge at the
Takugin came to all the way to my house
while I was away on business. My wife
knew nothing about this. When I first
heard about this from my wife on an
international call, I thought it was the
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usual rewrite of the bill of exchange. So I
told her to stamp my seal of approval.
Looking back now, Takugin eventually
filed for bankruptcy the following year.
The person in charge must have been
looking for a way to collect as much
money as possible at that time. In either
case, if this was such an important
contract that it asks for “loans to be paid
in lump,” then the information should
have been explained to me in detail, not
just my wife stamping a seal of approval.
If anything, was it even permitted to add
such important fine print without any
explanation to a contract about rewriting
a bill of exchange? I was so angered at
the way they did this, but it was already
too late. In order to return the rest of my
loans in lump, I had to liquidate my
entire business.

{A Chance to Return Back to Roots.)
Upon my return to Japan, along with

lodging protests to Takugin, I had to
begin liquidating my business. During

President

KIYOSHI KIMURA (70

this time, I did something I regret to this
day. I reprimanded my wife for stamping
my seal of approval to such an important
document. It was only when I saw her
crying that I came to my senses. I did not
work this far to make my wife cry, I did
all of this to make her happy. And, I
repaid all of my loans. It was with these
thoughts that I remembered my
determination, when I abandoned my
dreams of becoming a fighter pilot, a
member of the legal community, as well
as my entrance into the world of
business. I have been working with the
purpose of bringing happiness to my
customers through their enjoyment of
delicious seafood. Although I had lost
everything, this reminded me of my
basic motivation for work success.

[ Interviewer: Masatoshi Ono ]

[Photo caption]
Tokyo Tsukiji Market
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SRR My Passion and Purpose for the “Tuna Fund” Established by My Friends

{In 1997 after the economic crash,
which was accompanied by the
back-stabbing of my main bank, I
had to abandon 80 or so of my
businesses. I was in the depth of
despair when my business
companions came to my aid.)

It was tough having to sort out my
business. Lunch boxes, karaoke bars,
video rental stores, the yataimura food
stand village ... I had memories of
every single one of them. I first asked
everyone in charge of these businesses
if they want to take over, and helped
them with the transition. If that didn’ t
work, I asked several of my business
companions to take over the business.
I had to make sure that my employees
and part-time workers at each of the
locations received sufficient support. I
was progressing with one task after
another.

Once I was almost done sorting
through all of the businesses, many of
my business companions invited me to

play golf. "We all wish to play with
you, let's have a competition," they
proposed. I really wasn’ t in the
mood, but they were the people who
had supported me in my businesses,
and we had lasting relationships.
Some had even taken over my
businesses. Companions like this
extended their arms to a person who
had nothing to his name. I felt really
appreciated, and had accepted their
invitation to golf.

{A shock was awaiting at the golf
course. There were over 170
participants.)

Usually golf starts from hole 1 or
hole 10, and then continues in order to
the next numbered hole. But since
there were so many participants that
day, the game began simultaneously
from all holes in a “shotgun style”
game. I had thought that only 20 or so
people would be there, so imagine my
surprise at my first-ever shotgun

game. I felt appreciation as I started
playing for the many who came to golf
with me on this day.

During this game, I received a call
from my wife. She said, “Our bank
account is receiving money transfers
left and right from a lot of people that
we don’ t know!” I said “That can’ t
be, there must be some kind of
mistake.” I thought nothing of it, but I
got another call from my wife during
lunch. “We just got another money
transfer, it’ s still going on!" At this
point I was really confused and I
asked who the money was from. It
was at that point I found out the
people who were sending me money
were all here at this golf game. “That
is impossible, I’ m playing golf with
them right now.” I said. But my wife
replied, “But that’ s what it says on
the bank ledger.” As much as I didn't
want to talk about money during a golf
game. I was curious and had to know,
so I asked around.

The replies I got were surprising.
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“Hey, don’ t worry, you need it, so
just use it.” “We know you dream
about tuna all the time. We are with
you, so do what you have to do.” But
why golf? And why today? It turned
out that while I was busy sorting out
my businesses, my business
companions decided to pitch in and
support me by sending me money on
this day. This must have been the
reason for organizing this game. I was
overwhelmed with the support my
friends, who had already worked so
hard alongside me, had shown me at
this point.

There were money transfers that
amounted to several millions and tens
of millions in yen. All of this was
money without IOUs, contracts or
agreements. Money without a deadline
to pay back. These are truly my
friends and I will never forget this
moment. I knew I had to pay them
back. Not only was I grateful, but now
my mind was set and determined.

President

KIYOSHI KIMURA (70

(I named this financial support the
Tuna Fund.)

My business companions understood
how I felt toward the tuna business.
The first thing I did with this money
was to go tuna fishing in Ireland, and
share the tuna I caught among my
supporters. Also, I paid back all the
money they had sent me. Additionally,
even my wife was also supportive. She
said, I should continue with my
business, because I really have huge
support. I knew I had to pay everyone
back. Along with the gratitude was the
return of my desire to succeed.

[Interviewer: Masatoshi Ono

[Photo caption]
Opening of the SUSHIZANMAI Bekkan
(annex), around December, 2001




