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I lost all of my 80 or so businesses
due to the economic crash, but it was
my business companions that brought
me back. After liquidating my
businesses, I opened a sushi shop in
1997 with the remaining money as
capital. This was a start of the new
beginning with a small shop in

Tsukiji. )

I decided on Kiyozushi as the name of
the shop. I wanted the customers to
share the joy I felt during that childhood
memory of being poor, when we tasted
the two slices of tuna that our mother
brought home from a post burial meal,
sharing them between a family of four.
My concept for the shop was simple: To
offer higher quality than other
conveyor-style sushi places. At more
reasonable prices than high-class sushi
restaurants.

The goal was set as Kiyozushi. After
paying back the bank loans and the
donations from friends, I used 2 million
JPY out of the remaining 3 million to

open a small, only 33 sqm sized shop.
Not only did we not have a counter, we
didn’ t even have a display case to show
the sushi pieces. The menu was also
limited to only bowls and around 20
types of sushi like tuna. But I was
confident in the quality since I was able
to source fresh seafood through all of
the years of learning, experience and
networks I had created. Plus, the offer
on the menu was priced reasonably.
Back in the day, some sushi places only
indicated “market price” on their menus,
which I did not think customers felt at
ease to enjoy. That’ s why I decided to
always indicate the price.

T asked the two sushi chefs I employed
to always be appreciative toward the
customers. This was because at that
time, the prevalent attitude among sushi
chefs was not to talk and to look down
on the customers. Many actually
behaved that way. I just wanted the
customers to enjoy good seafood
comfortably. That was all I asked for.
This place was founded on my resolve

Starting Over in Tsukiji with Kiyozushi, New 33 Sqm Shop

to repay back my friends as well as the
relentless support from my wife. There
was no chance to fail. I worked like a
madman. Thankfully, the fresh seafood
bowls and sushi, coupled with the
friendly service led to the popularity of
this shop. Lines began to be formed and
we were able to make up to 600,000 yen
in sales per day.

{Two years after starting over. An

influential person from Tsukiji reached
out.)

At the time, there was Akatorii a shop
with long history just outside Tsukiji
that dealt with porcelain and
lacquerware. The director of the shop
and large landowner of Tsukiji, Mr.
Fukuyo Ogawa, had often passed my
shop on his way to work, and we often
shared pleasantries. Always being a
consummate gentleman. Director Ogawa
visited me one day at Kiyozushi.

He said that formerly Tsukiji had
bustled with over 6 million tourists
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every year. But after the economic
crash, that number had now fallen to 1.5
million. After repeatedly emphasizing
that this was no longer stagnation but an
obvious decline, he said that he wanted
me to help attract more visitors to
Tsukiji, and in return he will allow me
to use one of his shops.

The shop that Director Ogawa had
offered was at a prime location just
outside Tsukiji, where the largest
quantity of traffic could be expected.
But I had no collateral to guarantee for
the rental of the shop. So at first I
declined, but the Director said, that it
can wait until I started making profit. He
then added that he had been watching
me for a long time. And that I was the
one he had in mind to offer this deal to. I
was honored so much by this.

At the time, I have already been
working in Tsukiji close to 30 years, and
have felt so much support in how this
market had treated me. And, I was also
well aware that the previously bustling
Tsukiji was full of vacant lots and

President

KIYOSHI KIMURA (70

storefronts after the economic crash. I
knew how the Director Ogawa had felt
about this. Besides, I also received
another huge support in terms of
funding. Mr. Watanabe from Dai-Ichi
Kangyo Bank stepped in to help, and
gave me the push and assurance that I
could do it. With these two backing me,
I knew I could take this challenge
head-on.

We had to emphasize the authenticity
to attract the visitors to Tsukiji. So in
essence that was fish. Sushi, to be more
precise. My goal was to attract visitors
to Tsukiji by opening a sushi shop
unlike any before. The wheels of destiny
started turning in a big way.

[Interviewer: Masatoshi Ono ]

[Photo caption]
Starting Over with Kiyozushi
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{After the economic crash, the once
largest seafood market in Japan -- the
Tsukiji Market in Tokyo -- now had
vacant lots and empty storefronts.
With the support as well as pressure
from the local communities and
financial institutions, my challenge to
save Tsukiji and return it back to its
former glory began. )

The largest attraction of Tsukiji are
fish, the sushi. And how can we gather
people just around sushi? It had to be
eye-catching and also sufficient to
satisfy the customers. Only then, could
we save Tsukiji from this situation. I
decided on a shop resolving all issues
that sushi restaurants encounter,
therefore the idea was to keep the shop
open 24 hours a day all year round.

Non-conveyor-style sushi shops were
previously never open on days the
markets were closed. Even places that
were open, had to close early due to
running out of ingredients. These were
all due to the shops management. Just

because customers wanted to eat good
sushi, that didn” t necessarily mean the
shops would be open at all times. That
was why I decided on opening a shop
that could offer sushi at all hours on any
day of the week to the customers that
wanted to eat good sushi at any time.
But just being open was not enough. Just
because the shop was open, that would
not satisfy the customers if our selection
of sushi was limited. That is why there
were more than 150 items on the menu
for only one type of ingredient.

Since I had almost 30 years of
experience in the fishing industry, I had
no issues sourcing many types of sushi
ingredients through my own network.
Not only from the location of the catch
through wholesalers and finally to the
shop, I had also created a system of
distribution directly connecting the
production location with the shops. I
invested time to visit the catch location,
carefully made the selection and sold
everything on my own responsibility.
This was included in my fundamental

Saving Tsukiji with an Unconventional Sushi Shop

tasks ever since I had joined the fishing
industry. Due to the network that I had
built through the years, I was able to
procure fresh seafood for sushi from
various domestic and foreign production
regions.

{New Ideas Adopted to Modify the
Shop’ s Atmosphere.)

Owing to the success of Kiyozushi, I
was also able to incorporate reasonable
pricing. I made sure that prices were set
and clear. A piece of nigiri sushi started
at 98 JPY (excl. tax). Popular items
were sold at 128 JPY (excl. tax) and 148
JPY (excl. tax), while premium menus
such as fatty tuna amounted to 398 JPY
(excl. tax). By consistently offering
fresh and tasty sushi at same prices,
customers would needn't worry about
the bill, but just enjoy their meals.

I also made sure that the atmosphere of
the shop was unlike anything seen
before. I set the main corporate color as
bright pink, and made sure the front of
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the store was covered with glass panels
to the utmost possible degree, so that
those passing by could look inside.
There were no shop curtains, instead, I
had a tuna model installed to make sure
the shop had a casual and welcoming
look. In addition, I guided the sushi
chefs to be entertaining and to create a
light-hearted, fun and full of energy
customer experience. The creation of a
sushi shop that was welcoming,
affordable, and with great service, a
place, unseen previously was the ideal I
was striving to achieve.

{In April 2001, Japan’ s first sushi
restaurant open 24 hours a day all
year-round -- the SUSHIZANMAI
Honten (Main Store) -- came to life))

This sushi shop that opened in
Tsukiji’ s prime location was as
unconventional as it could be. Not only
did the buzz help, but the quality and
casual nature of the shop attracted the
customers. With the help of the
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hostesses from Ginza, the solution for
attracting customers after midnight was
found, thus enabling the creation of
eager customer lines at all times. In the
first month we made 54 million yen, and
continued to grow steadily to 64 million
the next month, and 88 million the
month that followed.

If somebody wanted to eat sushi, they
could always go to the SUSHIZANMAI
Honten in Tsukiji. Fresh, authentic sushi
at reasonable prices in a lively and
entertaining atmosphere. Also, the shop
was surrounded by stores offering
various food ingredients and cookware,
and had thus provided an entertaining
area for a walk before or after the meal.
Gradually, I began to feel that people
had started returning to Tsukiji.

[Interviewer: Masatoshi Ono ]

[Photo caption]

Opening of SUSHIZANMAI Honten, April
2001
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{To help Tsukiji Market in Tokyo
after the economic crash, in April
2001, I established the
SUSHIZANMALI Honten, a sushi
restaurant open 24 hours a day all
year round. This innovative sushi
shop quickly grew in popularity,
ushering in many visitors. Slowly but
surely, Tsukiji began showing signs of
recovery.)

I did whatever I could to offer great
tasting sushi to my customers every day,
24 hours a day. Take for example the
freshness of a slice of sushi. In the
morning I could source from Tsukiji
Market. In the afternoon I could get that
day's catch from other Japanese ports
through Haneda Airport. And, in the
evening, I could get that day's catch
from all over the world through Narita
Airport. We received deliveries 6 times
a day, dividing the day into 4-hour
periods. Every time a delivery was
made, it was stored with a mark: "First
Mountain," "Second Mountain," "Third

Mountain," ... The sushi chefs were
required to manage their time
extensively, and have all the sushi
ingredients replaced every 4 hours. Such
practice was put into place in order to
offer fresh seafood to the customers any
time they came to the store.
Conventional sushi shops only sourced
once at the morning market, then tried to
use it up by the end of the day. Since we
had other distribution channels to source
directly from the producers, we were
able to prioritize freshness at all times.
Seafood that may have sat too long and
has lost the original freshness was not
discarded. We prepared grilled fish
menu, then stewed fish, and finally
tsukudani, fish boiled in sweet soy
sauce. Two to three varieties of domestic
rice were selected every year and used
as sushi rice when blended together. The
rice was used up within two hours after
it was cooked. The flavor of pickled
ginger was carefully developed through
complete in-house organic production
without pesticides during cultivation.

Smooth Sailing Until Disaster Strike

{Raising the Bar in Terms of
Employee Working Conditions.)

Since we are a business based on
offering service to customers, I had to
make sure that all of my employees,
including sushi chefs, were all happy
with the work here. This was where my
experience from the Japan Self-Defense
Force came in. I divided shifts into 3
time slots of 8 hours each, with 4 crew
members in each of the 3 shifts, and 1
crew taking a break. This was a 24 hours
a day all year round shift structure used
in the Self-Defense Forces during an
emergency. This way the employees
could focus when they were working
and also have sufficient time for rest.
However, I received a request from the
sushi chefs regarding this idea. They
have pointed out that 8 hours was too
short, and that most of them would go to
a gambling parlor after. Rather than that,
they wanted to work longer. So in order
to meet their idea, I decided to allow
them 2 hours of overtime.
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{But not everything went smoothly.
Two months and a half after opening,
I went to the shop and it was closed.
What I found was that the workers
had closed the shop for 30 minutes for
cleaning. I immediately summoned
everyone and had a strict talk about
this.)

I had to emphasize again that we
operated a sushi shop that was open 24
hours a day all year round, and if we
closed the shop for even 30 minutes, that
would be going against what we stood
for. I pressed again the sushi chefs and
the employees that gathered about why
the shop was closed. But the chefs
stayed determined that it is necessary to
maintain cleanliness, which can only be
done by cleaning when the shop is
closed. They were telling me all of this
knowing that they were making the
customers wait. To be clear, I had
already made a manual on how to clean
the shop without having to temporarily
close it down. That has been completely
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ignored. I had pressed them even harder
using stern words.

Obviously, the chefs did not take a
liking to this, probably feeling that their
way of working was outright rejected.
They objected strongly by saying that
the actual management of the shop was
done differently from what I thought.
And that my manual was not a realistic
way to operate this shop. I had no
intention of backing down. We took
turns strongly voicing our opinions back
and forth. In the chaos, one of the chefs
went to the kitchen and returned with a
knife in his hand. Seeing this, the other
chefs too went to the back and got their
knives. Things escalated quickly from
bad to worse, and almost to the breaking
point.

[Interviewer: Masatoshi Ono ]

[Photo caption]
First Auction at Tsukiji Market
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{Breaking boundaries through
unconventional open 24 hours a day all
year round policy, SUSHIZANMAI
Honten had an incredible start.
However, the shop was found to be
closed sometimes due to clean-up. After
being strictly cautioned, sushi chefs
revolted and brought their knives from
the kitchen one after another. )

These were double-bladed extremely
sharp knives for gutting fish. For a
moment, I thought of how painful it would
be to be stabbed by one. But my
experience from the Japan Self-Defense
Force served well to confidently counter
their attacks. I got serious in a matter of
moments, and told them in a silent manner.
"It is not permitted to go out with a bare
knife. Cover it with paper or a towel and
leave." It must have been something in my
voice that persuaded them. The sushi chefs
all covered their knives with towels and
paper as they slowly walked out of the
shop one after the other.

Although I had just successfully avoided

a collision with knives, the shop was
running continuously. "Then, I" 11 just
have to do it myself!" I started to wipe the
tables, and soon, one of the chefs returned.
He agreed that I have been right all along.
This really made me happy. Finally, four
of the chefs came back, however, the
reality was that we were still short on
labor. To keep the shop open for 24 hours
a day all year round by all means, I ended
up doing almost everything from washing
the dishes to working the front while even
my friends helped out. It wasn’ t until a
month had passed that I was finally able to
secure the teams again. From there on the
store was never closed due to cleaning,
and the 24 hours a day all year round
policy became the principle.

Now that I think about it, it was a great
thing that I didn't back down for even one
step when the chefs brought out the
knives. Ever since that “incident,” all of
the employees have been able to work
together towards the common goal of
satisfying our customers. This had taught
me, that no matter the difficulties faced,

the business vision should absolutely
always be followed through toward the set
goal.

{We had a manual for cleaning the
shop.)

Going back to the matter of cleaning the
shop, I had already indicated within the
manual to thoroughly clean up every time
any place was found dirty. Just look at
Disneyland. They are completely spotless
at all opening hours. Or the soldiers on the
high seas. American aircraft carriers as
well as the Japanese battleships are
without a speck of garbage anywhere. The
place can be clean since anything irregular
is dealt with the moment it is noticed; so I
made such action mandatory.

In either case, we are, after all, open for
business at all hours of the day and,
eventually, the shop has to be cleaned.
That is why I incorporated swift cleaning
methods into the manual. Not to clean all
at once, but to split up the work. Take for
example cleaning tables. Once customers
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finish their meal and leave the seating,
after wiping the top of the table, instead of
wiping all four table legs at once
afterwards, only one leg is wiped, while
another one is to be wiped after the next
batch of customers, and so on. Since
we’ 1l only be cleaning one table leg every
time a batch of customers are settling their
bill, there is no time loss.

If we were to clean the entrance door and
window glass as well as the display case
housing the sushi pieces, the cleaning
work would be divided in 8 or 12
segments depending on the size, and these
sections would be cleaned over a period of
8 or 12 times. If all would be cleaned at
the same time, naturally, that would
require a certain period of time to
complete. The way the time slots for
cleaning were broken up into several
periods made it possible for customers to
enjoy sushi inside a well-maintained, clean
environment 24 hours a day.

{SUSHIZANMAI Honten had taken off.
At this time, I received a word of advice
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Although Go Egami is known as a critic
and writer of economically-themed novels,
at that time, he was managing Mizuho
Bank's Tsukiji Branch. Mr. Egami was
looking for new business partners when he
highly praised my new endeavor, and
offered to fund my 24-hour 365-days open
sushi shop if I was willing to turn it into a
specialized business.

Due to the previous success of my
Kiyozushi, I had already expanded to
convenience stores and lunch box shops,
as well as other types of sushi shops, all of
which were located in Tsukiji and
Fukagawa areas. This was how the
challenging days with the one, my
SUSHIZANMALI had begun.

[Interviewer: Masatoshi Ono ]

[Photo caption]

In 2012, at the first auction of the year in
Tsukiji, record-breaking 56,490,000 JPY for
a single tuna from Oma in Aomori was bid
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{The success of 24-hour 364-day open
SUSHIZANMAI Honten that I
founded in April 2001 had brought
the energy of Tsukiji in Tokyo back
into full-swing. After three years,
dozens of sushi shops covered an area
stretching across 200 meters just
outside Tsukiji, all servicing
customers from Japan and abroad

looking for fresh seafood. )

Owing to the success of
SUSHIZANMAI Honten, where quality
sushi was available at affordable prices
all year round, more and more shops
offering sushi and seafood bowls began
popping up. Although there were some
worrying that an increase of competitors
will negatively affect our revenue, I
figured, that they would bring in more
customers for all involved. If each of the
shops utilized their strengths, that would
raise the bar for the industry, thus
creating a synergy and attracting even
more customers. As expected, customers
began turning their attention to us

through our new-found surge in
popularity, with newspapers, magazines,
and TV media following suit and
preparing their own features on Tsukiji
as the Mecca of Sushi or the Seafood
Bowl Hot Spot. Additionally,
sightseeing buses began offering tours
for foreign visitors, further popularizing
Tsukiji overseas.

The previous chill wrapped around
Tsukiji has now been filled with
brimming visitors. This was certainly a
sight to see. Enjoy quality fish and
return happy. The memories of when I
had lost around 80 or so businesses due
to the economic crash bubbled up, as
well as the resolve to start from scratch
with a tiny 33 sqm sized sushi shop.

Before long, I began to receive offers
from customers to open another shop in
their vicinity. So, I first opened shops in
Monzen-Nakacho, Kameido, and
Kinshicho, and later, in Tokyo's
entertainment districts of Ginza,
Roppongi, and Shibuya. This meant
SUSHIZANMALI took on challenges

outside of Tsukiji.

{In April 2010, the first of nationwide
shops opened in Tenjin in Fukuoka.)

When launching the Tenjin shop my
goal was to deliver the Tastes of Tsukiji.
I wanted the people of Fukuoka, who are
known to have very sharp taste, to enjoy
the Tastes of Tsukiji cultivated by
SUSHIZANMAI. What surprised me
when I visited Fukuoka were customers
drinking sake with seafood as
appetizers. They kept asking for
ochazuke* to finish their meal.Green tea
with dashi soup stock over cooked rice.
In Fukuoka, it seemed to be customary
to finish the evening of drinking with
ochazuke. In Kanto Region the last
selection on the drinking menu was
sushi, but the custom in Fukuoka
seemed to differ.

However, we did not include ochazuke
in our menu. We wanted to take over
Fukuoka with the Tastes of Tsukiji. We
did however offer two options: our usual
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saltier Kanto-style soy sauce, as well as
the sweeter Kyushu-style soy sauce.
This received high praise.

When we launched in Osaka, there was
even a dispute regarding our tamagoyaki
omelet. When we opened in Dotonbori
in September 2012, a customer
commented that it's unimaginable how
such a tasteless and unappetizing item
could even be on the menu. To be fair,
the dashimaki-tamago omelet of the
Kansai Region is made by adding dashi
soup stock to the whisked egg before
frying. Completely different from the
Kanto-style omelet, which is made by
adding sugar to the whisked egg before
frying, and then dipped in soy sauce.

Due to the poor reception and sales, my
employees suggested we adapt the
recipe to Osaka-style and include dashi
soup stock. However, I continued with
the Kanto-style tamagoyaki omelet on
the menu. This was because I wanted the
customers in Osaka, a culinary capital,
to enjoy the Tastes of Tsukiji. Perhaps
they grew accustomed to our omelets
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eventually. Orders for our tamagoyaki
omelet gradually grew at the Dotonbori
location.

At each of our shops nationwide we
offer daily specials and limited menus
specific to the region by sourcing sushi
slices from local markets. For example,
at the Otaru and Sapporo locations, we
serve local specialties such as sweet
prawn and sea urchin. In addition, on the
launching of the Kanazawa shop, we
took part in the first snow crab auction
of the season, and served them as chef's
recommendation. But our regular menu
is the same nationwide. Our goal is to
have customers across Japan enjoy the
Tastes of Tsukiji. This goal remains the
same to this day.

[ Interviewer: Masatoshi Ono ]

[Photo caption]
Tuna Cutting Show at the Tenjin shop in
Fukuoka, April 2010
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{Since the opening of SUSHIZANMAI
Honten in 2001, bluefin tuna has
represented 30% of the sales. Since
branching out on my own at 27, I have
built a supply network not only in
Japan, but also while traveling the
world.)

Please note that purchasing bluefin tuna
is actually very difficult. Very rarely an
expensive piece of bluefin tuna can turn
out to have bad quality after butchering.
But that does happen. I therefore have to
keep an eye out for tuna at seaports and
marketplaces, and at the same time also
make sure of the quality and fattiness by
touching the meat. I then taste a piece and
try to imagine what it would be like if it
was turned into a nigiri sushi before
making the purchase decision. The same
applies when I am sourcing from markets
abroad.

Tuna caught in Japan -- with the Oma in
Aomori at the top -- is of good quality, that
is for sure. But the bluefin tuna is a
migratory fish that swims from 3000 up to

5000 kilometers a year. That’ s why good
quality bluefin tuna can be found
anywhere they migrate to. Tuna season in
Japan is very limited as catching in Oma
only lasts from November to January. I
want to offer my customers good quality
bluefin tuna any time of the year. That is
why I travelled the world in my 20s in
chase of the bluefin tuna's migratory
patterns.

{In October 2012, I established a
subsidiary in Sri Lanka.)

In April that hear, I had a chance to speak
to the Sri Lankan fisheries minister when
he visited Japan. Sri Lanka has a large
workforce of fishermen, and the Indian
Ocean is also an abundant source of tuna.
The minister asked me to build a supply
hub for tuna since that would lead to the
development of local industry and boost
employment. I therefore established a
subsidiary for the purpose of processing
and exporting tuna fish, as well as human
resources development. I dispatched four

World Tour in Search of Tuna Season

offshore tuna fishing boats equipped with
ultra-low temperature storage space and
specialized staff to Sri Lanka, and
employed locals to start the business.

Previously, the locals did not store the
caught tuna refrigerated, but as it was. The
local cuisine involves cutting the tuna into
pieces for curry, so a bit of freshness is not
as important when compared to Japanese
sushi. So while explaining the differences
in dietary culture, I instructed refrigeration
of caught tuna inside the ship, and quick
processing for export upon reaching the
port factory. This made the freshness
incredible, and in this manner we were
able to ship several thousands of tons per
year.

Tuna is prone to stress, therefore special
attention is addressed to catching it. In
Southern Australia haul net fishing method
was used by ships using a large rectangular
net to surround and catch a group of tuna
in one try. This seems an optimal way as it
allows for a catch of several thousand tuna
at once. But since this involves cornering
tuna into a net and pulling them out, the
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tuna crash into each other resulting in
external wounds. When they get tangled
into the net, they rage, causing an increase
in body temperature, which results in
sponginess of the flesh due to “burns” and
“cracking." Tuna caught in Japan doesn’ t
have these issues since pole-and-line
fishing is the predominant way. Haul net
fishing method usually provides only a
minor percentage of quality tuna catch.
Such matters are also shared at the
location.

Once I flew to Morocco in response to an
invitation offering good quality bluefin
tuna for purchase. Fixed shore nets were
used and the meat was severely damaged.
The slices were preserved using salt, and
this -- of course -- could not be used as
sushi. When I explained to the local
director about the Japanese way of
processing, he literally cried, and told me
it would take at least 3 years to implement.
So instead of buying tuna, I provided
education for the fishermen.

I gathered about 300 of the local
fishermen in total, and divided them into:
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fishers, cutters, transporters and freezers.
But I didn’ t know who was capable of
using a knife. So I first made everyone
draw a long line in the beach sand with a
long stick. I then designated 16 among
them, who were able to draw a 2 meter
long straight line as cutters. Later, after
teaching everyone their roles for 2 weeks,
they were able to process 150 tunas, or 30
tons in about 6 hours in a day. When we
first started, it took 20 hours to process 20
tunas, so the progress made was immense.
Surprised at their own improvement, even
the fishermen were flabbergasted. In the
end, I returned home while the teary
fishermen were waving me goodbye. I
knew this marked the beginning of joy and
understanding through business with the
peoples from all over the world.

[ Interviewer: Masatoshi Ono ]

[Photo caption]
Sri Lanka Fishery Industry
Representatives, around 2012
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{In 2014, the International Union for
Conservation of Nature comprised of
various governments and environmental
organizations moved the Pacific Bluefin
Tuna from the Endangered category to
Vulnerable. I had always taken measures
to protect this invaluable resource of the
ocean.)

No matter the section of tuna, it tastes great
all-around. Even though fatty to
medium-fatty, and lean red tuna are the most
popular as sushi, the portions between the
ribs are absolutely fantastic red meat, while
the cheeks are incredible when turned into
steak. Even the tails are a great source of
collagen and iron when stewed, with the skin
being great when processed into bacon. I
believe that tuna cuisine symbolizes Japanese
dietary culture through appreciation of sea
life and consumption without waste.

During my 20s, when I searched the world
for bluefin tuna, I found that demand for
bluefin tuna was not as high in foreign
countries due to the differences in dietary
culture. However, in the Japanese gourmet

boom during the bubble period, bluefin tuna
became valued as high-quality fish. As a
consequence, bluefin tuna became an export
item to Japan. Later, local consumption also
commenced due to popularization of sushi
abroad. This lead to increase of catch,
consequent concern of overfishing and tuna
becoming an endangered species.

What can be done to protect bluefin tuna
and the future of Japanese dietary culture?
This was when I conceived of catching
fully-grown bluefin tuna, raise them inside a
natural preserve, and later ship whenever
there was demand. Tuna raised within such a
quasi-natural environment had high quality.
The added benefit was, that we could ship as
much as required whenever the needed arose,
meaning, the pricing was stable. This could
should have stopped one-time overfishing
and price-dumping of tuna. In addition, if we
could find a way to farm eggs within the
preserve to release back to nature, then
increase of fishing resources could be
expected. That was my idea.

{Everyone thought it was impossible at the

“Tuna Reserves” Across the World to Counteract Overfishing

beginning.)

Still, tuna is a migratory fish that could die
from suffocation if it couldn't swim at the
speed of up to 100 kilometers per hour.
Trying to raise a school of tuna each
weighing over 200 kilograms was considered
absurd, and no one from the fishing industry
would even consider my idea, all though
something like this was impossible.

But I had to find a way to save them from
extinction. First, I conducted an experiment
with smaller Pacific tuna of about 15 to 20
kilograms that were kept inside a 30 by 30
meter preserve in Australia. After some time
researching, I sometimes even jumped inside
the preserve to study the biology of the tuna,
and eventually found that they could live
within the preserve for a year through
implementation of the right methods. Then, I
tried this in the Mediterranean with larger
tuna each weighing close to 200 kilograms
that were kept inside a 50 by 50 meter
preserve. As a result, I found that even larger
bluefin tuna were able to migrate within the
enclosure through implementation of the
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right methods. By this I succeeded in
operating a natural fish preserve to house and
farm bluefin tuna. This is what I was
previously referring to as “tuna reserve.”

Nowadays, we have several of these
preserves all over the world, and we only
take out just what we need and ship by air to
serve at our SUSHIZANMAI shops in Japan.
From the fish preserves in the Atlantic Ocean
we ship to Madrid or Paris, from those on the
Eastern side of the US we ship to Boston or
New York airport, from where the tuna is
flown to Haneda or Narita Airport, where
after passing through customs, it is available
for delivery to SUSHIZANMALI shops
nationwide. Although the recent annual total
quota for Atlantic bluefin tuna is 20
something thousand tons, 10 years ago, it
was next to impossible to reach this number
within 3 months. However, due to the spread
of “tuna reserves” and “tuna farming,”
rampant overfishing has decreased. If we
combine the “inventory tuna,” the total
quantity of bluefin tuna has increased to a
year’ s worth of catch in a single day.
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{Aside from bluefin tuna, this production
method is also applied to other species.)

Sardines, horse mackerel, and mackerel, are
all migratory fish just like bluefin tuna. These
too are caught whenever they migrate close
to the seas of Japan, and are placed inside
small fish preserves at various domestic
locations, and later shipped whenever the
supply numbers lower.

Although breeding bluefin tuna has been
considered as impossible, we were somehow
able to do it. The Japan Air Self-Defense
Force that I was formally affiliated with is
often considered to be “daring and resolute,
but chaotic.” My attitude of going against the
grain and taking on challenges, must have
been acquired during the days in the Air
Self-Defense Forces.

[ Interviewer: Masatoshi Ono ]

[Photo caption]

Fishery Research Conducted on Somali
coast (pictured second from right)
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(I traveled the world in pursuit of
the migratory bluefin tuna.
Occasionally, I personally caught
bluefin tuna for research purposes
at various locations. Not only was I
focused on bettering my business,
but my fishing skills as well.)

About 20 years ago after hearing
about huge bluefin tuna on the coasts
of Florida and Bahamas, I traveled
there, and caught a 375 kilogram
giant. This news was broadcast on
television, but the TV station later
received a letter claiming the entire
thing was a hoax. The TV station then
came to me saying, that if I could
show my skills in some kind of
tournament, then that would prove it
was not a hoax. Due to my hatred
toward losing, I jumped at the
proposal. The tournament I
participated in was the 53rd
Hemingway Cup held in June 2003 in
Cuba.

The tournament was started by the

literary master Ernest Hemingway in
1950. This was an international
trolling tournament with history of
billfishing, and it was said that no
Japanese had ever caught a billfish
during this tournament. Once I arrived
at the event, I was overwhelmed.
From across the world from Miami to
Monaco, a variety of luxury trolling
ships had all gathered there. There
must have been about 70 vessels, each
with a four person crew, making the
total number of participants at about
300. Everyone else had high-speed
vessels, whereas we only had a regular
fishing ship, charted locally. We
arrived to the migratory spot where
the billfish were late.

Also, scoring of the catch was
explained at the pre-tournament party:
3 points for bluefin tuna or billfish, 2
points for Spanish mackerel, and 1
point for dolphinfish. When I first
heard dolphinfish, I thought they
meant dolphin, but it was actually a
fish known locally as mahi-mahi and

Proving Our Worth at Hemingway Cup

shiira in Japan. I wasn’ t aware of
this. And while insisting I couldn’ t
catch a dolphin, I did, in fact, catch a
shiira, the dolphinfish. Figuring it
would not be worth any points, I let it
go, and eventually lost a point.

In addition, though I caught three
billfish, I kept one on the boat for TV
filming. Since the rules were
catch-and-release, this was also not
counted. I ended up winning the silver
medal, but had I not lost the 4 points, I
think I could have won the gold. I only
had prepared a fishing line of 500
pounds for a 30 kilogram or so sized
fish, but I caught a 130 kilogram fish
instead. So I had to be extremely
careful with my line or it would have
torn. If I pulled too much it could tear,
I thought. So I loosened the reel and
pulled it again repeatedly, until finally
fighting for 2, 3 hours to catch the
billfish. Skills I gained during
pole-and-line fishing of bluefin tuna
have truly helped me.
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{Deepening Relations with Cuban
VIPs Through the Tournament.)

At the tournament after party, I held a
bluefin tuna Cutting Show at a
government facility located in Havana.
Later on, I was surprised to know that
the then-president Fidel Castro was
also at the venue. From what I heard,
he was supposedly in disguise due to a
risk of assassination, so I was
completely unaware of him. However,
I did later have the opportunity to
meet Castro, and he confirmed that he
was at the venue and saw my Tuna
Cutting Show.

From this opportunity onwards, I
became good friends with president
Castro’ s son, Mr. Antonio Castro.
Mr. Antonio was also vice-president
of the Cuban Baseball Federation, and
would always come to
SUSHIZANMALI when visiting Japan
for an international tournament. I was
also invited to his wedding ceremony
that was held in Japan. Aside from
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bluefin tuna, Cuba also boasts with a
good catch of lobster, so we import
those as well. One never really knows
which things lead to other, and who
one becomes friends with. Mysterious
it is.

[Interviewer: Masatoshi Ono ]

[Photo caption]

The 53rd Hemingway Cup, international
trolling tournament in 2003
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(I opened the Kiyomura School in 2006 to
raise sushi chefs into prophets of Sushi
Culture, Japan's pride.)

50 years ago when I entered the fishing
industry, every year about 15 or so youths
joined the large long-standing sushi
restaurant that used to exist in Tsukiji. In
order to become a sushi chef, these youths
would undergo strict training that was said to
include 3 years of preparing rice, 5 years of
mixing the sushi rice, and a lifetime to master
a piece of sushi. This was a time when 10
years was said to be needed to become proper
sushi chef. Only a few would endure to the
end to become sushi chefs, with most of them
quitting before reaching their dreams.

Training would begin with washing dishes
and deliveries, until they were allowed to
accompany the sourcing outings to the
market, and learn about the know-how of
spotting quality seafood. From year 3 they
could remove fish scales, during year 4 or 5
they could slice the fish into pieces for sushi,
until finally during years 7 or 8 they were
allowed to stand at the counter. I saw

firsthand what went on behind the scenes and
was concerned that such practice would
ultimately result in fewer and fewer sushi
chefs.

If there are no sushi chefs, sushi shops
cannot exist. If this would continue, sushi as
dietary culture, the pride of Japan would
seize to exist. Such concerns became reality.
During the golden age, there were around
50000 sushi restaurants nationwide, but by
2001, that number had fallen to under 15000.
It was just after the economic crash when I
launched SUSHIZANMALI to help the
declining Tsukiji that I first became strongly
aware of this problem. Sushi chefs are the
backbone supporting the sushi culture. After
SUSHIZANMALI Honten opened in April
2001, I insisted on having youth assist the
chefs in preparing sushi. But reality was not
kind. Due to their own experience, the sushi
chefs usually ended up ordering around the
younger members and used them like
servants.

{Shortening the training period from 10 to
2 years.)

They start working with hopes of becoming
sushi chefs, but are not given an opportunity
to prepare one even for years. This does not
sound like the job of one's dreams. That is
why I looked for a new framework. My
solution was the Kiyomura School, a school
established for education of sushi chefs. They
could focus on learning the fundamentals,
and be able to work at a sushi counter after
two years. Once they enter the school, they
become employees and receive salary
throughout the training course. All this with
the purpose of enabling the students to attend
to their studies with a peace of mind.

After enrollment, the basic curriculum
would be comprised of morning classes on
sanitation and nutrition, lectures on how to
obtain a chef license and education on
hospitality, to practical training in the
afternoon. On the 2nd day of enrollment,
students will be asked to cut fish and prepare
tuna and squid sushi during practical training.
I felt that it was important for students to
experience the joy of preparing sushi as soon
as possible, and then through consequent
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lectures learn the theory of what they are
already aware of from practical experience.

The basic course is 3 months, followed by
graduation exams. After passing, stationing
at an actual shop for a year and 9 months to
partake in practical training follows. Then,
course completion verification exam and chef
license exam need to be passed. Once
completed, Class-4 Sushi Entertainer
certification is granted, allowing the recipient
to work the counter as a sushi chef. There are
some chefs who have been able to proceed
faster and receive the certification in as little
as a year or 18 months. After that, the
candidates are left to their own skills. I
created a system for further professional
development of sushi chefs through trade
skill tests and promotion exams.

{Create Happiness as a Sushi Entertainer.
Creating Unconventional Courses.)

A sushi chef prepares the sushi while they
converse with customers across the counter.
Not only preparing sushi, but also
entertaining customers through conversation
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while they enjoy the taste, and ensure they
return home happy. That is the role I wish the
students to embrace. That is why I also invite
professional rakugo storytellers as lecturers
to teach our students about conversation
techniques, and how to entertain a crowd.
Students will not learn only about the kind of
story to tell, but also about the importance of
pauses, rhythm and tempo of a conversation.

Additionally, I added an English course so
that the visitors from foreign countries can
enjoy as well. I want the students to not just
learn techniques, but also to gain confidence
and begin conversations. My wish is for my
students to have the determination to become
chefs, entertainers, as well as prophets of the
sushi culture, which has become heritage of
the world, the gist of Japanese pride.

[ Interviewer: Masatoshi Ono ]

[Photo caption]
Supervising practical training at Kiyomura
School (pictured on the right)
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{In December 2020, during the midst
of COVID-19 pandemic, I opened a
new-type of shop, the
SUSHIZANMAI-S Hiroshima Branch
in Ebisucho, Hiroshima. For the time
being, we adopted a new way of
service that avoids taking orders
face-to-face with the sushi chefs. I just
hope for the end of the pandemic.)

SUSHIZANMALI-S is a new type of
shop. The chefs prepare the sushi, but to
avoid contact, we adopted an ordering
system via touch panels instead of
face-to-face orders over the counter. We
have added clinical thermometers and
partitions as well. As much as I wish the
customers to enjoy talking with chefs, I
took the decision to adopt this style in
order to prioritize safety and sanitation
when enjoying our sushi.

When the Preventive Measures against
COVID-19 were in full-swing, and
everyone from the government to local
administration requested
time-restrictions and limitation to

Live to Share the Happiness

gathering, the food and the service
industry were hit especially hard. Not
only do we lose domestic customers, but
entry restrictions mean overseas tourists
are not coming likewise. We lose
revenue, but even worse is the mental
state of my employees. With no
customers, all the work we did was in
vain. That is why I decided to have them
come to work for at least 1 to 2 hours to
keep the line of dialog going. Some
sushi restaurants that were granted
compensation for closing shop, ended up
closing for good after their owners and
chefs stopped showing up altogether.
This was a wake up call helping me
realize that an open line of dialog
between the workplace, the customers,
and the employees was an important
aspect of my business.

{Our family of four shared two slices
of sushi that our mother had brought
home in a package. The memory of
poverty in childhood. My mother told
us: “Everyone gets a piece, so we will

be four times as happy.” Close to 50
years, I have been practically running
around the fishing industry to share
this joy that my mother had taught
me. She has always been the one to
teach us about the importance of
working.)

My mother passed away in February
2005 at the age of 94. Still, she had been
helping with the agricultural work until
the very end. Once her back bent, she
didn't go to the field anymore, she grew
roses, something that she could do
standing. There was actually a period
when she didn’ t work. When my
mother was 87, she was told by
everyone around her to stay inside and
not to work in the fields. Until then, she
farmed vegetables and took them to the
farmer’ s market to make about 40000
to 50000 yen a month. But after people
saw her with the bad back, evil rumors
emerged that she was being forced to
work despite her handicap.

Even others in the household
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apparently told my mother not to go to
the fields any longer and to just stick to
laundry and cooking inside the house. I
was 3 years old when we lost my father
in a traffic accident. My mother was
constantly working to pay off the debt,
and this resounded as a plea to her to
have more rest. However, my mother
who had no instances of illness until that
point and was the perfect model of
health, broke her leg just after she had
stopped tending to the fields. After
recovering from the broken bone, she
was found with pancreatic cancer. My
mother had lost her health after she had
lost her place to work. That was when
we realized that taking away her work
was a mistake.

Ever since me and my two older sisters
were small, my mother had worked with
her bare hands from morning to sunset
for her children. She received fresh
energy each time we thanked her. In her
later years, she told me that the hardest
thing to hear was that she no longer had
to do anything. Luckily, her pancreatic
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cancer healed and she began helping to
cultivate and to pick roses in the rose
garden. The work was undertaken inside
the greenhouse, where she could
peacefully proceed in her own tempo,
without outside interference. Until her
final days, my mother was always
minutely considerate.

Before she passed away, I took tuna to
her when she was hospitalized. When I
visited the following time, the patients
from the same room and the nurses all
thanked me for the delicious tuna. She
always wanted to share happiness with
everyone. She lived that way until the
very end. I have already announced that
I plan to work until I'm 90. Work hard,
be useful to others. That is how life is to
be lived. Although we are amidst the
difficult period of COVID-19 pandemic,
I promise to continue running around on
a quest to bring happiness to my
customers.

[ Interviewer: Masatoshi Ono ]




