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Item 2.02

Results of Operations and Financial Condition.

On November 11, 2021, Kura Sushi USA, Inc. (the “Company”) issued a press release disclosing earnings and other financial results for its fiscal
fourth quarter and fiscal year ended August 31, 2021. A copy of the Company’s press release is being furnished as Exhibit 99.1.
On November 11, 2021, the Company’s management hosted a conference call regarding the Company’s financial results for its fiscal fourth
quarter and fiscal year ended August 31, 2021. The full transcript of the conference call is furnished as Exhibit 99.2. The Company undertakes no
obligation to update the information discussed in the conference call in the future, except as may be required by law.
The information furnished with Item 2.02 of this Current Report on Form 8-K, including Exhibit 99.1 and Exhibit 99.2, shall not be deemed
“filed” for purposes of Section 18 of the Securities Exchange Act of 1934, as amended (the “Exchange Act”), or otherwise subject to the liabilities of that
section, nor shall it be deemed incorporated by reference into any other filing under the Securities Act of 1933, as amended, or the Exchange Act, except as
shall be expressly set forth by specific reference in such filing.
Item 9.01
(d)

Financial Statements and Exhibits.

Exhibits

Exhibit No.

Description

99.1

Earnings Press Release dated November 11, 2021

99.2

Transcript of Kura Sushi USA, Inc.’s Conference Call dated November 11, 2021

SIGNATURES
Pursuant to the requirements of the Securities Exchange Act of 1934, the Registrant has duly caused this report to be signed on its behalf by the
undersigned hereunto duly authorized.
KURA SUSHI USA, INC.
Date: November 12, 2021

By:
/s/ Steven H. Benrubi
Name: Steven H. Benrubi
Title: Chief Financial Officer, Treasurer and Secretary

Exhibit 99.1

For Immediate Release

Kura Sushi USA Announces Fiscal Fourth Quarter and
Fiscal Year 2021 Financial Results
Irvine, CA. November 11, 2021 – Kura Sushi USA, Inc. (“Kura Sushi” or the “Company”) (NASDAQ: KRUS), a technology-enabled Japanese restaurant
concept, today provided a COVID-19 business update and reported fiscal fourth quarter and fiscal year 2021 financial results for the period ended August
31, 2021.
COVID-19 Business Update
As of August 31, 2021, the Company had all 32 of its restaurants open with indoor dining capacities of 100%. As of today, the Company has all 33
restaurants operating at an indoor capacity of 100%, including one new restaurant opened subsequent to August 31, 2021.
Fiscal Fourth Quarter 2021 Highlights
➣
➣
➣
➣
➣
➣
➣
*

Total sales were $27.9 million compared to $5.5 million in the fourth quarter of 2020;
Operating loss was $0.8 million, compared to an operating loss of $6.8 million in the fourth quarter of 2020;
Net loss was $0.8 million, or ($0.09) per diluted share, compared to net loss of $6.8 million, or ($0.82) per diluted share, in the fourth quarter of
2020;
Adjusted net loss* was $1.4 million, or ($0.15) per diluted share, compared to an adjusted net loss* of $7.0 million or ($0.84) per diluted share,
in the fourth quarter of 2020;
Restaurant-level operating profit* was $4.6 million;
Adjusted EBITDA* was $0.6 million; and
One new restaurant opened during the fourth quarter of 2021.

Adjusted net income (loss), Restaurant-level operating profit (loss) and Adjusted EBITDA are non-GAAP measures and are defined below under “Key
Financial Definitions”. Please see the reconciliation of non-GAAP measures accompanying this release. See also “Non-GAAP Financial Measures”
below.

Hajime Uba, President and Chief Executive Officer of Kura Sushi, stated, “Our fiscal fourth quarter results demonstrate the continued momentum in our
business recovery. Despite challenges presented by COVID-19 and its variants, we generated meaningful top line growth and a solid 4.9% increase in
comparable restaurant sales versus 2019. Moreover, our operational efficiencies have also allowed us to deliver a restaurant-level operating profit margins
of over 16%, strongly narrowing the gap to our pre-pandemic performance. Through a renewed focus on recruitment and retention, and continued
investment in technological innovation and automation, we have positioned our Company for success as we enter fiscal 2022.”
Uba added, “Fiscal 2022 is an exciting year for us as we plan to open eight to ten new restaurants. In fact, we have been extremely pleased with the
performance of this year’s first opening in Stonestown Galleria in San Francisco. With a mix of new markets and in-fills, we believe that our whitespace
potential is larger than ever due to pandemic-driven restaurant closures, particularly in the Japanese restaurant segment, and our team is ready and eager to
bring the Kura experience to new guests across America.”
Follow-on Offering of Common Stock and CARES Act Employee Retention Credit
During the fourth quarter of 2021, the Company closed an underwritten public offering of 1,265,000 shares of its Class A common stock at a public offering
price of $45.00 per share, including the exercise in full by the underwriters of their option to purchase an additional 165,000 shares of Class A common
stock. The Company received proceeds from the offering, net of underwriters’ discounts and commissions and offering expenses, of approximately $53.5
million. The Company paid down in full its $17.0 million outstanding balance on its revolving line of credit as of August 31, 2021. As of August 31, 2021,
the Company had cash and cash equivalents of $40.4 million and no debt.

As permitted under the Coronavirus Aid, Relief, and Economic Security Act (the “CARES Act”), the Company recognized a $1.3 million employee
retention credit during the fiscal fourth quarter ended August 31, 2021.
Review of Fiscal Fourth Quarter 2021 Financial Results
Total sales were $27.9 million compared to $5.5 million in the fourth quarter of 2020. Comparable restaurant sales increased 291% for the fourth quarter of
2021 as compared to the fourth quarter of 2020. Comparable restaurant sales increased 4.9% as compared to the fourth quarter of 2019.
Food and beverage costs as a percentage of sales were 30.8% compared to 33.3% in the fourth quarter of 2020. The decrease is primarily due to normalized
performance as sales volumes improved and inventory spoilage decreased.
Labor and related costs as a percentage of sales decreased to 29.9% from 60.3% in the fourth quarter of 2020. In the fourth quarter of 2021, a $1.2 million
employee retention credit was recognized under the CARES Act and extension thereof compared to $0.1 million in the fourth quarter of 2020. Excluding
the $1.2 million employee retention credit, labor and related costs would have been 34.3% in the fourth quarter of 2021. The decrease as a percentage of
sales was primarily due to the effect of lower sales and minimum staffing needed to operate our restaurants at reduced capacities in the fourth quarter of
2020.
Occupancy and related expenses were $1.9 million compared to $1.7 million in the fourth quarter of 2020. The increase is primarily due to seven new
restaurants opened since the fourth quarter of 2020, partially offset by lower pre-opening lease expense.
Other costs as a percentage of sales decreased to 12.9% compared to 26.8% in the fourth quarter of 2020. The decrease was primarily due to higher sales
leverage.
General and administrative expenses were $5.0 million compared to $3.1 million in the fourth quarter of 2020. Excluding the impact of a $0.8 million
litigation accrual, general and administrative expenses would have been $4.2 million. This increase was primarily due to compensation expenses for
headcount additions to support our accelerated growth. As a percentage of sales, adjusted general and administrative expenses decreased to 15.2%
compared to 55.5% in the fourth quarter of 2020.
Operating loss was $0.8 million compared to an operating loss of $6.8 million in the fourth quarter of 2020.
Income tax expense was $18 thousand compared to an income tax benefit of $5 thousand in the fourth quarter of 2020.
Net loss was $0.8 million, or ($0.09) per diluted share, compared to net loss of $6.8 million, or ($0.82) per diluted share, in the fourth quarter of 2020.
Adjusted net loss* was $1.4 million, or ($0.15) per diluted share, compared to adjusted net loss* of $7.0 million, or ($0.84) per diluted share, in the fourth
quarter of 2020.
Restaurant-level operating profit* was $4.6 million compared to restaurant-level operating loss* of $2.3 million in the fourth quarter of 2020.
Adjusted EBITDA* was $0.6 million compared to ($5.4) million in the fourth quarter of 2020.
Review of Fiscal Year 2021 Financial Results
Total sales were $64.9 million compared to $45.2 million in the fiscal year 2020. Comparable restaurant sales increased 16% as compared to fiscal year
2020. Average unit volumes were $2.1 million.
Operating loss was $10.0 million compared to an operating loss of $16.5 million in fiscal year 2020.
Income tax expense was $0.1 million compared to income tax expense of $1.2 million in fiscal year 2020. Fiscal year 2020 included a $1.1 million
valuation allowance on our deferred tax assets.
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Net loss was $10.3 million, or ($1.21) per diluted share, compared to a net loss of $17.4 million, or ($2.08) per diluted share, in fiscal year 2020.
Adjusted net loss* was $18.4 million, or ($2.16) per diluted share, compared to adjusted net loss* of $19.1 million, or ($2.29) per diluted share, in fiscal
year 2020.
Restaurant-level operating profit* was $3.2 million compared to restaurant-level operating loss* of $0.7 million in fiscal year 2020.
Adjusted EBITDA* was ($10.9) million compared to ($13.0) million in fiscal year 2020.
Restaurant Development
During the fiscal fourth quarter 2021, we opened one new restaurant in Bellevue, WA. Subsequent to August 31, 2021, we opened one new restaurant in
San Francisco, CA.
Fiscal Year 2022 Outlook
➣
➣
➣

Total sales between $130 million and $140 million;
General and administrative expenses as a percentage of sales of approximately 17%; and
8 to 10 new restaurants, with average net capital expenditures per unit of approximately $2.1 million.

These expectations assume that the Company experiences no further operating restrictions or material downturns in the pandemic situation. These
expectations are based on the Company’s recent results in the fourth quarter of fiscal 2021, as well as performance to-date in the first quarter of fiscal 2022.
While the Company believes these expectations are appropriate given the current operating environment, the restaurant industry remains highly vulnerable
to COVID-related volatility.
Conference Call
A conference call and webcast to discuss Kura Sushi’s financial results is scheduled for 5:00 p.m. ET today. Hosting the conference call and webcast will be
Hajime “Jimmy” Uba, President and Chief Executive Officer and Steven Benrubi, Chief Financial Officer.
Interested parties may listen to the conference call via telephone by dialing 201-689-8471. A telephone replay will be available shortly after the call has
concluded and can be accessed by dialing 412-317-6671; the passcode is 13723969. The replay will be available until November 18, 2021. The webcast
will be available at www.kurasushi.com under the investor relations section and will be archived on the site shortly after the call has concluded.
About Kura Sushi USA, Inc.
Kura Sushi USA, Inc. is a technology-enabled Japanese restaurant concept with 33 locations across nine states and Washington DC. The Company offers
guests a distinctive dining experience built on authentic Japanese cuisine and an engaging revolving sushi service model. Kura Sushi USA, Inc. was
established in 2008 as a subsidiary of Kura Sushi, Inc., a Japan-based revolving sushi chain with over 480 restaurants and more than 35 years of brand
history. For more information, please visit www.kurasushi.com.
Key Financial Definitions
Adjusted Net Income (Loss), a non-GAAP measure, is defined as net income (loss) before certain items, such as employee retention credit, litigation
accrual and certain executive transition costs, that the Company believes are not indicative of its core operating results. Adjusted net income (loss) per
diluted share represents adjusted net income (loss) divided by the number of diluted shares.
EBITDA, a non-GAAP measure, is defined as net income (loss) before interest, income taxes and depreciation and amortization expenses.
Adjusted EBITDA, a non-GAAP measure, is defined as EBITDA plus stock-based compensation expense, non-cash lease expense and asset disposals,
closure costs and restaurant impairments, as well as certain items, such as
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employee retention credit, litigation accrual and certain executive transition costs, that the Company believes are not indicative of its core operating results.
Adjusted EBITDA margin is defined as adjusted EBITDA divided by sales.
Restaurant-level Operating Profit (Loss), a non-GAAP measure, is defined as operating income (loss) plus depreciation and amortization expenses; stockbased compensation expense; employee retention credit; pre-opening costs and general and administrative expenses which are considered normal, recurring,
cash operating expenses and are essential to supporting the development and operations of restaurants; non-cash lease expense; and asset disposals, closure
costs and restaurant impairments; less corporate-level stock-based compensation expense and employee retention credit recognized within general and
administrative expenses. Restaurant-level operating profit (loss) margin is defined as restaurant-level operating profit (loss) divided by sales.
Average Unit Volumes (“AUVs”) consist of the average annual sales of all restaurants that have been open for 18 months or longer at the end of the fiscal
year presented. AUVs are calculated by dividing (x) annual sales for the fiscal year presented for all such restaurants by (y) the total number of restaurants
in that base. The Company makes fractional adjustments to sales for restaurants that were not open for the entire fiscal year presented (e.g., a restaurant is
closed for renovation) to annualize sales for such period of time. The Company did not make any adjustments for the temporary restaurant closures due to
COVID-19 during the fiscal years ended August 31, 2021 and August 31, 2020.
Comparable Restaurant Sales Performance refers to the change in year-over-year sales for the comparable restaurant base. The Company includes
restaurants in the comparable restaurant base that have been in operation for at least 18 months prior to the start of the accounting period presented due to
new restaurants experiencing a period of higher sales upon opening, including those temporarily closed for renovations during the year. For restaurants that
were temporarily closed for renovations during the year, the Company makes fractional adjustments to sales such that sales are annualized in the associated
period. Performance in comparable restaurant sales represents the percent change in sales from the same period in the prior year for the comparable
restaurant base. The Company did not make any adjustments for the temporary restaurant closures due to COVID-19 during the three months and fiscal
years ended August 31, 2021 and August 31, 2020.
Non-GAAP Financial Measures
To supplement the condensed financial statements presented in accordance with U.S. generally accepted accounting principles (“GAAP”), the Company
presents certain financial measures, such as adjusted net income (loss), EBITDA, adjusted EBITDA, adjusted EBITDA margin, restaurant-level operating
profit (loss) and restaurant-level operating profit (loss) margin (“non-GAAP measures”) that are not recognized under GAAP. These non-GAAP measures
are intended as supplemental measures of its performance that are neither required by, nor presented in accordance with, GAAP. The Company is presenting
these non-GAAP measures because the Company believes that they provide useful information to management and investors regarding certain financial and
business trends relating to its financial condition and operating results. These measures also may not provide a complete understanding of the operating
results of the Company as a whole and such measures should be reviewed in conjunction with its GAAP financial results. Additionally, the Company
presents restaurant-level operating profit (loss) because it excludes the impact of general and administrative expenses which are not incurred at the
restaurant-level. The Company also uses restaurant-level operating profit (loss) to measure operating performance and returns from opening new
restaurants.
The Company believes that the use of these non-GAAP measures provides an additional tool for investors to use in evaluating ongoing operating results and
trends and in comparing the Company’s financial measures with those of comparable companies, which may present similar non-GAAP financial measures
to investors. However, you should be aware that restaurant-level operating profit (loss) and restaurant-level operating profit (loss) margin are financial
measures which are not indicative of overall results for the Company, and restaurant-level operating profit (loss) and restaurant-level operating profit (loss)
margin do not accrue directly to the benefit of stockholders because of corporate-level expenses excluded from such measures. In addition, you should be
aware when evaluating these non-GAAP measures that in the future the Company may incur expenses similar to those excluded when calculating these
measures. The Company’s presentation of these measures should not be construed as an inference that its future results will be unaffected by unusual or
non-recurring items. The Company’s computation of these non-GAAP measures may not be comparable to other similarly titled measures computed by
other companies, because all companies may not calculate these non-GAAP measures in the same fashion. Because of these limitations, these non-GAAP
measures should not be considered in isolation or as a substitute for performance measures calculated
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in accordance with GAAP. The Company compensates for these limitations by relying primarily on its GAAP results and using these non-GAAP measures
on a supplemental basis.
Forward-Looking Statements
Except for historical information contained herein, the statements in this press release or otherwise made by our management in connection with the subject
matter of this press release are forward-looking statements (as such term is defined in the Private Securities Litigation Reform Act of 1995) and involve
risks and uncertainties and are subject to change based on various important factors. This press release includes forward-looking statements that are based
on management’s current estimates or expectations of future events or future results. These statements are not historical in nature and can generally be
identified by such words as “target,” “may,” “might,” “will,” “objective,” “intend,” “should,” “could,” “can,” “would,” “expect,” “believe,” “design,”
“estimate,” “continue,” “predict,” “potential,” “plan,” “anticipate” or the negative of these terms, and similar expressions. Management’s expectations and
assumptions regarding future results are subject to risks, uncertainties and other factors that could cause actual results to differ materially from the
anticipated results or other expectations expressed in the forward-looking statements included in this press release. These risks and uncertainties include but
are not limited to: risks related to the COVID-19 outbreak; our ability to successfully resume and maintain increases in our comparable restaurant sales; our
ability to successfully execute our growth strategy and open new restaurants that are profitable; our ability to expand in existing and new markets; our
projected growth in the number of our restaurants; macroeconomic conditions and other economic factors; our ability to compete with many other
restaurants; our reliance on vendors, suppliers and distributors, including our parent company Kura Sushi, Inc.; concerns regarding food safety and
foodborne illness; changes in consumer preferences and the level of acceptance of our restaurant concept in new markets; minimum wage increases and
mandated employee benefits that could cause a significant increase in our labor costs; the failure of our automated equipment or information technology
systems or the breach of our network security; the loss of key members of our management team; the impact of governmental laws and regulations;
volatility in the price of our common stock; and other risks and uncertainties as described in our filings with the Securities and Exchange Commission
(“SEC”). These and other factors that could cause results to differ materially from those described in the forward-looking statements contained in this press
release can be found in the Company’s other filings with the SEC. Undue reliance should not be placed on forward-looking statements, which are only
current as of the date they are made. The Company assumes no obligation to update or revise its forward-looking statements, except as may be required by
applicable law.
### #### ###
Investor Relations Contact:
Fitzhugh Taylor or Steven Boediarto
(657) 333-4010
investor@kurausa.com
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Kura Sushi USA, Inc.
Condensed Statements of Operations
(in thousands, except per share amounts; unaudited)

Sales
Restaurant operating costs:
Food and beverage costs
Labor and related costs
Occupancy and related expenses
Depreciation and amortization expenses
Other costs
Total restaurant operating costs
General and administrative expenses
Depreciation and amortization expenses
Total operating expenses
Operating loss
Other expense (income):
Interest expense
Interest income
Loss before income taxes
Income tax expense (benefit)
Net loss
Net loss per Class A and Class B shares
Basic
Diluted
Weighted average Class A and Class B shares
outstanding
Basic
Diluted

$

Three Months Ended August 31,
2021
2020
27,924 $
5,528

$

Fiscal Year Ended August 31,
2021
2020
64,891 $
45,168

8,608
8,360
1,891
1,111
3,605
23,575
5,014
97
28,686
(762)

1,841
3,333
1,694
862
1,484
9,214
3,070
83
12,367
(6,839)

20,686
16,430
7,093
4,126
10,448
58,783
15,701
396
74,880
(9,989)

14,709
18,669
6,359
2,980
6,705
49,422
12,064
180
61,666
(16,498)

$

66
(12)
(816)
18
(834)

$

33
(18)
(6,854)
(5)
(6,849)

$

220
(20)
(10,189)
106
(10,295)

$

136
(450)
(16,184)
1,174
(17,358)

$

(0.09)

$

(0.82)

$

(1.21)

$

(2.08)

$

(0.09)

$

(0.82)

$

(1.21)

$

(2.08)

8,919

8,342

8,528

8,338

8,919

8,342

8,528

8,338
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Kura Sushi USA, Inc.
Selected Balance Sheet Data and Selected Operating Data
(in thousands; except restaurants and percentages; unaudited)
August 31,
2021
Selected Balance Sheet Data:
Cash and cash equivalents
Total assets
Total liabilities
Total stockholders’ equity

$
$
$
$

40,430
177,669
86,825
90,844

Three Months Ended August 31,
2021
2020
Selected Operating Data:
Restaurants at the end of period
Average unit volumes
Comparable restaurant sales performance
EBITDA
Adjusted EBITDA
Adjusted EBITDA margin
Operating loss
Operating loss margin
Restaurant-level operating profit (loss)
Restaurant-level operating profit (loss) margin

$
$
$
$

32
N/A
291.4%
446
619
2.2%
(762)
(2.7)%
4,592
16.4%

$
$
$
$

August 31,
2020

25
N/A
(72.7)%
(5,894)
(5,408)
(97.8)%
(6,839)
(123.7)%
(2,299)
(41.6)%

$
$
$
$

9,259
118,379
72,666
45,713

Fiscal Year Ended August 31,
2021
2020

$
$
$
$

32
2,138
16.2%
(5,467)
(10,934)
(16.8)%
(9,989)
(15.4)%
3,169
4.9%

$
$
$
$

25
1,942
(37.8)%
(13,338)
(12,995)
(28.8)%
(16,498)
(36.5)%
(733)
(1.6)%
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Kura Sushi USA, Inc.
Reconciliation of Net Loss and Net Loss Per Diluted Share to
Adjusted Net Loss and Adjusted Net Loss Per Diluted Share
(in thousands, except loss per share amounts; unaudited)

Net loss
Executive transition costs(4)
Employee retention credit(5)
Litigation accrual(6)
Adjusted net loss

$

Net loss per Class A and Class B diluted share
Executive transition costs(4)
Employee retention credit(5)
Litigation accrual(6)
Adjusted net loss per Class A and Class B diluted share

$

Weighted average Class A and Class B shares outstanding
Diluted shares
Adjusted diluted shares

$

$

Three Months Ended August 31,
2021
2020
(834) $
(6,849)
—
—
(1,327)
(170)
780
—
(1,381) $
(7,019)
(0.09)
—
(0.15)
0.09
(0.15)

$

$

(0.82)
—
(0.02)
—
(0.84)

$

$
$

$

Fiscal Year Ended August 31,
2021
2020
(10,295) $
(17,358)
390
—
(10,258)
(1,750)
1,780
—
(18,383) $
(19,108)
(1.21)
0.04
(1.20)
0.21
(2.16)

$

$

(2.08)
—
(0.21)
—
(2.29)

8,919

8,342

8,528

8,338

8,919

8,342

8,528

8,338
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Kura Sushi USA, Inc.
Reconciliation of Net Loss to EBITDA and Adjusted EBITDA
(in thousands; unaudited)

Net loss
Interest expense (income), net
Income tax expense (benefit)
Depreciation and amortization expenses
EBITDA
Stock-based compensation expense(1)
Non-cash lease expense(2)
Executive transition costs(4)
Employee retention credit(5)
Litigation accrual(6)
Adjusted EBITDA

$

$

Three Months Ended August 31,
2021
2020
(834) $
(6,849)
54
15
18
(5)
1,208
945
446
(5,894)
443
280
277
376
—
—
(1,327)
(170)
780
—
619 $
(5,408)

$

$

Fiscal Year Ended August 31,
2021
2020
(10,295) $
(17,358)
200
(314)
106
1,174
4,522
3,160
(5,467)
(13,338)
1,409
860
1,212
1,233
390
—
(10,258)
(1,750)
1,780
—
(10,934) $
(12,995)
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Kura Sushi USA, Inc.
Reconciliation of Operating Loss to Restaurant-level Operating Profit (Loss)
(in thousands; unaudited)

Operating loss
Depreciation and amortization expenses
Stock-based compensation expense(1)
Pre-opening costs(3)
Non-cash lease expense(2)
Employee retention credit(5)
General and administrative expenses
Corporate-level stock-based compensation and
employee retention credit included in general and
administrative expenses
Restaurant-level operating profit (loss)

$

$

Three Months Ended August 31,
2021
2020
(762) $
(6,839)
1,208
945
443
280
41
292
277
376
(1,327)
(170)
5,014
3,070

(302)
4,592

$

(253)
(2,299)

$

$

Fiscal Year Ended August 31,
2021
2020
(9,989) $
(16,498)
4,522
3,160
1,409
860
873
972
1,212
1,233
(10,258)
(1,750)
15,701
12,064

(301)
3,169

$

(774)
(733)

(1)

Stock-based compensation expense includes non-cash stock-based compensation, which is comprised of restaurant-level stock-based compensation
included in other costs in the statements of operations and corporate-level stock-based compensation included in general and administrative expenses
in the statements of operations.

(2)

Non-cash lease expense includes lease expense from the date of possession of our restaurants that did not require cash outlay in the respective
periods.

(3)

Pre-opening costs consist of labor costs and travel expenses for new employees and trainers during the training period, recruitment fees, legal fees,
cash-based lease expenses incurred between the date of possession and opening day of our restaurants, and other related pre-opening costs.

(4)

Executive transition costs include severance and search fees associated with the transition of our Chief Financial Officer. The income tax impact of
this adjustment was immaterial.

(5)

Employee retention credit includes a refundable credit recognized under the CARES Act and extension thereof. The income tax impact of this
adjustment was immaterial.

(6)

Litigation accrual includes an accrual related to a litigation claim. The income tax impact of this adjustment was immaterial.
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Exhibit 99.2

Kura Sushi USA, Inc.
Company▲

KRUS
Ticker▲

Q4 2021 Earnings Call
Event Type▲

Nov. 11, 2021
Date▲

PARTICIPANTS
Corporate Participants
Benjamin Porten – Vice President-Business Development & Investor Relations, Kura Sushi USA, Inc.
Hajime Jimmy Uba – Chairman, President & Chief Executive Officer, Kura Sushi USA, Inc.
Steven H. Benrubi – Chief Financial Officer, Kura Sushi USA, Inc.
Other Participants
Andrew Strelzik – Analyst, BMO Capital Markets Corp.
Jeremy Scott Hamblin – Analyst, Craig-Hallum Capital Group LLC
Matthew Curtis – Analyst, William Blair & Co. LLC
George Arthur Kelly – Analyst, ROTH Capital Partners LLC

MANAGEMENT DISCUSSION SECTION
Operator: Good afternoon, ladies and gentlemen, and thank you for standing by. Welcome to the Kura Sushi USA, Inc. Fiscal Fourth Quarter
2021 Earnings Conference Call. At this time, all participants have been placed in a listen-only mode, and the lines will be open for your
questions following the presentation. Please note that this call is being recorded. On the call today, we have Jimmy Uba, President and Chief
Executive Officer; Steve Benrubi, Chief Financial Officer; and Benjamin Porten, Vice President of Investor Relations and Business
Development.
And now, I would like to turn the call over to Mr. Porten.
Benjamin Porten, Vice President-Business Development & Investor Relations, Kura Sushi USA, Inc.
Thank you, operator. Good afternoon, everyone, and thank you all for joining. By now, everyone should have access to our fiscal fourth
quarter 2021 earnings release. It can be found at www.kurasushi.com in the Investor Relations section.
Before we begin our formal remarks, I need to remind everyone that part of our discussions today will include forward-looking statement as
defined under the Private Securities Litigation Reform Act of 1995. These forward-looking statements are not guarantees of future
performance, and therefore, you should not put undue reliance on them. These statements are also subject to numerous risks and
uncertainties that could cause actual results to differ materially from what we expect. We refer all of you to our SEC filings for a more detailed
discussion of the risks that could impact our future operating results and financial condition.
Also during today’s call, we will discuss certain non-GAAP measures, which we believe can be useful in evaluating our performance. The
presentation of this additional information should not be considered in isolation, nor as a substitute for results prepared in accordance with
GAAP, and the reconciliations to comparable GAAP measures are available in our earnings release.
With that out of the way, I would like to turn the call over to Jimmy.
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Hajime Jimmy Uba, Chairman, President & Chief Executive Officer, Kura Sushi USA, Inc.
Thank you, Ben, and thank you everyone for joining us today. I’m delighted to see the continued momentum in our business recovery despite
the challenges presented by COVID and its variants. On a high level, we generated meaningful top line growth during our fiscal fourth
quarter, including comparable sales growth of 4.9% versus pre-pandemic fiscal 2019 figure.
We believe this is a testament to the strong connection our guests feel to our brand, whether they are returning guests excited for their
favorite menu items or new guests that are amazed by the uniqueness of the Kura experience. Moreover, we delivered sequential
improvement in profitability over the previous quarter, resulting in restaurant-level operating profit margins of over 16%, strongly narrowing
the gap to our pre-pandemic performance.
Let me provide more color on our sales performance. We began the quarter with operating restrictions limiting our California restaurants to
50% indoor dining capacity for the first two weeks of June. As the California market contains half of our system base, these restrictions were
a meaningful revenue headwind. However, I’m pleased to say that we overcame this initial setback with fourth quarter revenue of $27.9
million, an increase of over 50% as compared to the previous quarter revenue of $18.5 million.
In our previous earnings call, we mentioned that our June system-wide comps following the end of the capacity restrictions exceeded those of
fiscal 2019. This continued through the quarter, ending with system-wide comps [ph] of total (00:03:40) 4.9% as compared to pre-pandemic
fiscal 2019 figures. Our Texas markets in particular, which had no operating restrictions during Q4, performed phenomenally with comps of
17.2% as compared to fiscal 2019.
As we look to fiscal 2022, we are [indiscernible] (00:04:04) strong momentum continue. While Q4 has historically been our stronger quarter,
September sales remained very robust at $9.6 million as compared to August revenue of $9.9 million. This strength continued in October with
sales increasing further to $10.2 million. Through the first two months of Q1 of fiscal 2022, we generated comps of 22.2% as compared to
fiscal 2019, with key markets of California up 13.6% and Texas up 31.6%, buoyed by the benefit of an additional weekend in October 2021.
The strong sales we’ve seen throughout Q4 and onward are particularly notable for two reasons. The first would be that we’ve seen minimal
deceleration in sales in spite of the resurgence of COVID with the Delta variant beginning in August. The second is that, in an effort to offset
inflation, we took high single-digit pricing at the start of September, making it the single largest operating event in our corporate history. To be
clear, we have seen [indiscernible] (00:05:28) no consumer pushback or pressure on profit as a result.
In fact, we’ve seen guests saying that, even after this pricing, Kura remains an excellent value. Even now our prices remain substantially
below those of many peers in the sushi industry, and we continue to reinvest our operational efficiencies into our premium ingredients for an
unbeatable value on a dollar-to-dollar basis. I was proud to see that our customers recognize that our brand goes beyond our unique dining
experience and that the food that we serve is truly an excellent value.
Now, I would like to discuss off-premises, which continue to represent incremental sales opportunity. In spite of the opening of our entire
system with the full Kura experience, our Q4 off-premises revenue held strong at $1.4 million as compared to the previous quarter’s offpremises revenue of $1.8 million. Our fourth quarter off-premises mix of 5% was lower than Q3’s 10% mix, but this is largely due to greater
sales overall in Q4 driven by increased seating capacity in California. We continue to expect an off-premises mix of mid single-digits going
forward.
2
www.CallStreet.com • 212-849-4070 • Copyright © 2001-2021 CallStreet

Kura Sushi USA, Inc.
Company▲

KRUS
Ticker▲

Q4 2021 Earnings Call
Event Type▲

Nov. 11, 2021
Date▲

Like our restaurant industry peers, hiring and retention is top of mind for us. I’m proud of the efforts made by our operations and recruiting
teams especially upon the June 15 [ph] removal (00:07:11) of indoor dining capacity restrictions in California. With half of our system in
California, moving from 50% capacity to 100% capacity required increasing our workforce at unprecedented speed. Due to the [ph] long
backlog (00:07:29) effort by our operations and recruiting teams, we were able to be almost completely fully staffed in time for the capacity
expansion, setting us up for the sales recovery we saw throughout the quarter.
Of course, we’ve hardly been resting on our laurels [ph] since this major push (00:07:49). Earlier through the pandemic, although employee
turnover rates were a point of pride and we are making every effort to return to our pre-pandemic figures. As simple as it sounds, we believe
the key to employee retention is being a place where people want to work. To this end, we are fundamentally reevaluating our training
protocols and working on systematic transparent path for career advancement. This project will be critical to our continued success. As we
continue our rapid growth, we need our employees to grow alongside us.
The strongest store management [ph] pipelines (00:08:31) are those that are built on our internal candidates and we want employees to know
there are meaningful long-term opportunities for everyone with clear guidance on working towards them. To bolster this effort, we are pleased
to announce the hiring of Arlene Petokas as our Chief People Officer, who joined us in October. Arlene has had an extensive career in the
restaurant industry, working with brands like Del Taco, CKE and most recently at Farmer Boys, where she served as their Chief People
Officer. We are sure we will benefit tremendously from Arlene’s expertise, especially as we navigate our growth through a changing
landscape in the hospitality industry.
Technological innovation and automation have been major point of focus in our industry since the pandemic, and we are fortunate that these
very things have been part of the DNA of our company since its founding in Japan almost 40 years ago. Introducing technological efficiencies
has been fundamental to our business, and the pandemic has brought about its importance to the forefront. With redoubled efforts during the
last fiscal year, we created our off-premises channel and the new mobile app that integrates our Rewards Program and implemented new
technologies like [indiscernible] (00:10:00) and Forum Analytics.
These investments in technology continue to be key to our strategy. Our pilot programs including table-side payment and table-side drink
ordering continue to expand, and we hired our first IT Director to accelerate our projects. Other steps include adopting Square for all credit
card processing, which will give us unprecedented level of [indiscernible] (00:10:32) transaction will now be captured by Square. Our
Rewards Program growth momentum continued in Q4 with membership growth of over 65% over the quarter for a total of 240,000 members
at the end of fiscal year 2021.
We will also implement additional proven kitchen technologies used by our parent company, pending ETL and NSF certification for
commercial use. On the development front, 2021 was the most productive year in the history of the company. [ph] We closed our
development plan (00:11:13) with our June opening in Bellevue, Washington for a total of seven new units, representing almost 30% unit
growth and bringing our system total to 32 units. Our development team did exceptional work, and we believe the fiscal 2021 vintage may be
one of our strongest [indiscernible] (00:11:36) yet.
In fact, Bellevue and Fort Lee are already among our top three performing restaurants. Most of these openings in new markets underscores
the broad appeal of Kura Sushi and the portability of our concept. In terms of our plans for the current fiscal year, we expect that we will have
an even busier year than 2021 with a target of 8 to 10 new restaurant openings. We have been extremely pleased with the performance of
our first new unit in fiscal 2022, Stonestown Galleria in San
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Francisco, which opened in October. Besides Stonestown, we have executed leases for [ph] seven units, four of which were (00:12:22) under
construction.
Our geographic strategy continues to be a mix of new markets and infills. Brand-new markets this fiscal year are Arizona, Massachusetts and
Pennsylvania. We continue to believe our whitespace potential is larger than ever due to pandemic-driven restaurant closures, particularly the
closures of Japanese restaurants, and we’ll commission our new whitespace study once COVID is finally behind us. We are thrilled with our
growth momentum and are excited to bring the Kura experience to new guests across America.
The past year was the most difficult year in recent memory of our industry [indiscernible] (00:13:08) as well. However, we were fortunate to
have the financial support of our parent company through their $45 million revolving credit facility, which allowed us to [ph] pass the
(00:13:21) strategic decisions for our long-term success. As I mentioned earlier, ongoing CapEx investments resulting in our busiest
development year ever will give additional units, positioning us to recover so much more quickly as we exit the pandemic.
As the revolver provided financial strength, we were able to focus our negotiations with landlords on long-term favorability, including lease
extensions on several of our most profitable units. The pandemic has been a transformative period whether we are discussing new revenue
opportunities like off-premises or just how much we’ve been able to deepen our bench, where we’ve been fortunate to welcome our new
CFO, new COO, our first CDO and our first CPO.
In July, we conducted a follow-on offering with net proceeds of over $53 million through the sale of 1,265,000 Class A shares. Again, I would
like to thank all of my team members for their incredible work, as well as our parent for their financial support and strategic freedom [ph] that
we were (00:14:38) provided, which resulted in a transaction that exceeded our expectations. With this raise, we have abundant capital to
continue our aggressive plans, and I’m more excited than ever about our future.
With that, let me turn the call over to Steve to briefly discuss our financial results and liquidity. Steve?
Steven H. Benrubi, Chief Financial Officer, Kura Sushi USA, Inc.
Thank you, Jimmy. For the fiscal fourth quarter, total sales were $27.9 million as compared to $5.5 million in the past year period. We believe
measurement of comp sales growth is most relevant versus the pre-COVID period of 2019. On that basis, comp sales grew by 4.9%, with
California down by 6.8%, largely due to the early June capacity restrictions, while our Texas market increased by 17.2%.
Turning to costs, food and beverage costs as a percentage of sales were 30.8% compared to 33.3% in the prior year quarter, reflecting
largely normalized performance as sales volume improved and inventory spoilage decreased. Labor and related costs as a percentage of
sales decreased to 29.9% from 60.3% in the prior year quarter, primarily due to higher sales leverage and a $1.2 million employee retention
credit recognized under the CARES Act extension.
Excluding the credit, labor and related costs would have been 34.3%. The decrease as a percentage of sales from the prior year quarter was
primarily due to the effect of lower sales and minimum staffing needed to operate our restaurants at reduced capacities in the fourth quarter
of 2020. Occupancy and related expenses as a percentage of sales improved to 6.8% from 30.6% in the prior year quarter, primarily due to
higher sales leverage. Other costs as a percentage of sales decreased to 12.9% compared to 26.8% in the prior year quarter also due to
higher sales leverage.
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General and administrative expenses were $5 million compared to $3.1 million in the fourth quarter last year. Excluding the impact of an
$800,000 litigation accrual, general and administrative expenses would have been $4.2 million. This increase was primarily due to
compensation-related expenses, as we made additions to our team to support our accelerated growth plans. As a percentage of sales,
adjusted general and administrative expenses improved to 15.2% compared to 55.5% in the prior year quarter.
Operating loss was $800,000 compared to an operating loss of $6.8 million in the fourth quarter of 2020. Restaurant-level operating profit as
a percentage of sales was 16.4% compared to restaurant-level operating loss as a percentage of sales of 41.6% in the fourth quarter of 2020.
Adjusted EBITDA was $600,000 compared to a negative $5.4 million in the fourth quarter of 2020.
Income tax expense was $18,000 compared to an income tax benefit of $5,000 in the fourth quarter of 2020. And net loss was $800,000 or
$0.09 per diluted share, compared to net loss of $6.8 million or $0.82 per diluted share in the fourth quarter of 2020. Adjusted net loss was
$1.4 million or $0.15 per diluted share, compared to adjusted net loss of $7 million or $0.84 per diluted share in the fourth quarter of 2020.
Turning now to our cash and liquidity, at the end of the fiscal fourth quarter, we had $40.4 million in cash and cash equivalents and no debt,
as we paid down our outstanding balance of $17 million on our revolver during the quarter. During our fiscal fourth quarter, we also
successfully completed our follow-on offering of 1,265,000 shares of our Class A common stock for net proceeds of approximately $53.5
million. The cash not only allowed us to pay down debt on our revolver, but also provides us with the capital needed to execute on our fiscal
2022 growth plans and perhaps beyond.
Turning to our annual outlook for this fiscal year, we are providing the following guidance. We expect total sales between $130 million and
$140 million. We expect general and administrative expenses as a percentage of sales of approximately 17%, and we expect the opening of
8 to 10 new units with net capital expenditures per unit of $2.1 million. It bears mentioning that these expectations assume that we
experience no further operating restrictions or material downturns in the pandemic situation.
Our expectations are based on the recent results that we have seen in the fourth quarter of fiscal 2021, as well as our performance to-date in
the current first quarter of fiscal 2022. And while we believe the above expectations are appropriate given our current operating environment,
the restaurant industry remains highly vulnerable to COVID-related volatility.
Now, I’ll turn the call back to Jimmy.
Hajime Jimmy Uba, Chairman, President & Chief Executive Officer, Kura Sushi USA, Inc.
This concludes our prepared remarks. We are now happy to answer any questions you have. Operator, please open the line for questions. As
a reminder, during the Q&A session, I may answer in Japanese before my response is translated into English. Please bear with us.
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QUESTION AND ANSWER SECTION
Operator: Thank you. And at this time, we will be conducting a question-and-answer session. [Operator Instructions] Our first question comes
from the line of Andrew Strelzik with BMO. Please proceed with your questions.
<Q – Andrew Strelzik – BMO Capital Markets Corp.>: All right, great. Good afternoon, everyone. Thanks for taking the question and
congratulations on – certainly on the momentum that you’re seeing in the business. Where I wanted to start was trying to understand – or put
in context the pricing that you’re talking about, having taken relative to the inflation that you’re expecting or that you’re seeing. So, across
commodities or wages, what are you expecting for 2022 and how much does the high single-digits cover?
<A – Jimmy Uba – Kura Sushi USA, Inc.>: Thank you for your question, Andrew. Before we answer your question, I would like to make a
quick correction to our prepared remarks. We have nine executed leases, not seven. So, nine executed leases besides Stonestown. I just
want to make sure with you guys before we answer your question.
<Q – Andrew Strelzik – BMO Capital Markets Corp.>: [indiscernible] (00:22:16).
<A – Jimmy Uba – Kura Sushi USA, Inc.>: And Steve [indiscernible] (00:22:18) question.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Sure. I’ll speak a little bit to the pricing, and Jimmy, give it over to you for further context. But
just to reiterate, we made a, on average, high single-digit pricing increase move effective September 1. We took into account the competitive
environment in every one of the metro areas we operate in, and we also disconnected a little bit some of our state-level pricing and looked at
really on a more a market basis, where the Dallas market, let’s say, may merit or command a different pricing from Houston or Austin for
instance. So, that was a change in approach for the company and also something that we think better reflects where we stand in the market.
And we feel, as Jimmy noted, we’re still in a great value positioning nonetheless having taken that.
And we have been very encouraged in the first couple of months of Q1 about just how much that pricing has offset the inflationary pressures
that have come primarily from food and labor. At the same time, we know there’s a lot of volatility still in both of those categories, as well as
some supply chain challenges that we feel like we’re dealing with very well. But nonetheless, with the outlook still a little bit unclear as to
where food and labor may go for the rest of the year, we’re not in a position yet where we’d want to get into too much detail about what we
think the puts and takes are between the pricing and those costs. But we’ll say that early indications are positive. We’re pleased with how
we’re getting the leveraging off of the sales with the increase that we took on September 1.
<Q – Andrew Strelzik – BMO Capital Markets Corp.>: Okay. That’s helpful. And then, in the press release and the prepared remarks, there
was some conversation around the efficiencies that you’re realizing. And I’m just curious if you can kind of frame where you’re seeing the
biggest benefits in particular, if there’s anything new that you’ve kind of unlocked going forward. Just a little more color around what you’re
doing on that side would be fantastic.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Yeah. I’ll – maybe just to speak first a little bit, I think some of what we’re looking at – and this
might add on to the conversation about labor costs – is we were very – we are very pleased with how well we’ve been able to respond with
staffing in our restaurants, and frankly, think we’re not experiencing the degree of shortage or challenges that maybe some others in the
space have been talking about. We have virtually full operational capabilities in our restaurants right now. But at the same time, it also means
that we have a number of fairly new employees to the system and we are working through, I would say, some efficiencies
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with new team members as we bring them up to speed on restaurant training. And then, of course, whenever new restaurants open, there’s a
little bit of a learning curve that goes along with that. And from there, I know Jimmy can speak to some of the efficiencies around the
initiatives that we have going on in the system and where they stand today on things like the table-side payment, the table-side drink ordering
and other procedures.
<A – Jimmy Uba – Kura Sushi USA, Inc.>: Yeah. Please allow me to add something in Japanese. Ben is going to translate. [Foreign
Language] (00:25:54-00:26:17)
<A – Ben Porten – Kura Sushi USA, Inc.>: As Steve mentioned, the most important projects in our immediate initiative pipeline would be
the table-side payment and touch panel drink ordering. We think that this will be – this will meaningfully reduce the amount of work that
servers are required to do. That’s allowing us to increase our labor efficiency. In terms of margin growth, this is – we think this is our largest
opportunity as well, simply because the margin growth we’ve seen in the last quarter is driven by sales leveraging. And as we can turn tables
more rapidly and serve more guests per day, we think this is going to be a meaningful comp driver, especially in our mature stores.
<Q – Andrew Strelzik – BMO Capital Markets Corp.>: Yeah. That makes sense. And then, if I could just squeeze one more in, I’m just
curious kind of as you look at the volume recovery, the strength of the performance of some of the new units – and maybe it’s too early.
Maybe it’s just not enough data points yet across the number of locations you’d like to see. But I’m just curious if you think the economic
model for new units that you had kind of laid out over the last couple of years, do you still think that’s the right way to think about the new unit
performance or do you think maybe we’re in a better place now than we have been? I obviously understand the inflationary environment, but
just kind of thinking about some of the comments and wondering how you think about that. Thanks.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Sure. Yeah. I think...
<A – Jimmy Uba – Kura Sushi USA, Inc.>: Go ahead.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: [indiscernible] (00:27:42) Jimmy.
<A – Jimmy Uba – Kura Sushi USA, Inc.>: Okay. I’ll speak a little bit. [Foreign Language] (00:27:48-00:28:08)
<A – Ben Porten – Kura Sushi USA, Inc.>: Before answering the question, we just wanted to mention this is sort of in parallel with volume
recovery. But we’ve been so encouraged by the tremendous volumes that we’ve seen, particularly in our new markets like Bellevue, Fort Lee
and Troy. We think there’s clear an indication as ever that the portability of our concept is extremely strong and that the appeal is nationwide.
<A – Jimmy Uba – Kura Sushi USA, Inc.>: [Foreign Language] (00:28:33-00:28:58)
<A – Ben Porten – Kura Sushi USA, Inc.>: In terms of the reasons that we think that we’ve seen such success in our new store openings
for fiscal 2021, the first would be that we’re taking a more data-driven approach to our site selection. And with every new unit that we’re
opening, that improves our dataset, especially because we have relatively small system base. And so, our analysis becomes more and more
sophisticated with each store opening. Our marketing teams and opening teams have also done excellent work in terms of ensuring that
every opening is absolutely up to our quality standards.
<Q – Andrew Strelzik – BMO Capital Markets Corp.>: Good. Thank you for the thoughts and congrats again.
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<A – Steve Benrubi – Kura Sushi USA, Inc.>: Thank you.
Operator: Our next question comes from the line of Jeremy Hamblin with Craig-Hallum Capital Group. Please proceed with your questions.
<Q – Jeremy Hamblin – Craig-Hallum Capital Group LLC>: Thanks and congrats on a great job. I wanted to come back to menu pricing
and kind of check for a second here. So, you definitely have great relative value. I think that’s why you haven’t seen a ton of pushback. In
terms of the average check for Q – kind of quarter-to-date FY 2022 versus two years ago, where is average check today versus two years
ago?
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Yeah. So, hey, Jeremy. This is Steve. I guess I’ll start by speaking about some of the reason
that we’re quite encouraged about the reception or continued reception by our customers after the pricing change is looking at sequential
performance against 2019, the month of August, we were high single-digit positive overall. And then, when the price increase went into effect,
we followed that with two months of almost 19% in September and north of 20% in October. And so, we’re clearly outpacing the change in the
pricing with the sequential further growth in the comps. Beyond that, the statistics around check and traffic and so forth, we’ll be in a better
position at the end of the quarter to provide a more comprehensive analysis of those components. But we’re feeling very good about our
customers still being there strongly no matter what, given what we’ve seen in comps since the move in price.
<Q – Jeremy Hamblin – Craig-Hallum Capital Group LLC>: Fair enough. Maybe I can ask a slightly different question then to get some
kind of relative performance. So, if California in Q4 was down 6.8%, Texas up plus 17.2%, where do those markets stand quarter-to-date, just
trying to get a sense for how California is trending?
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Sure. Texas...
[indiscernible] (00:31:57)
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Yeah. And Texas continues to be the strongest market overall. But California, that down
6.8%, you may recall, the first half of June, we were still dealing with dining capacity restrictions in the restaurants. And so, we were running
low single-digit negative in California the last couple of months of Q4. In Q1, we moved immediately to low double-digit positive in California
in both September and October. And then, in Texas, we’re talking about north of 25% comp performances in each of those two months. And
so, so really we’re very pleased with the trend move and just on an absolute basis, what’s happening there. And again, those are against the
2019 numbers, just to be clear, on the comps.
<Q – Jeremy Hamblin – Craig-Hallum Capital Group LLC>: Right, got it. Awesome. In terms of your other operating costs, so you saw
pretty significant sequential growth. Obviously, revenues grew 51% sequentially, and I think your other operating costs grew 33%
sequentially. I wanted to get a sense for – your business model’s changed a little bit. You have more off-premises business. But in addition to
that, we’ve also seen things like utility costs are up quite a bit, just other areas. Wanted to get a sense for how you are thinking about those
other operating costs, that line item, kind of...
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Sure.
<Q – Jeremy Hamblin – Craig-Hallum Capital Group LLC>: ...if we look at 2022. Where do you expect that to kind of normalize as kind of
a range?
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<A – Steve Benrubi – Kura Sushi USA, Inc.>: Sure. I’ll speak to – maybe it talks a little bit to the earlier question on the economic model
side as well. And we’ve – throughout the pandemic and through the recovery that we’ve seen thus far, there’s nothing in it that tells us we
can’t get back to the kind of pre-pandemic type restaurant economics that this business succeeded with. And if you look at the comp
performance recovery and what’s happened here in the first quarter – again, I’m always going to caution that it’s early indications. But those
early indications are pretty encouraging to us in terms of what we can take the business in terms of overall restaurant volumes to on a goforward basis. With those types of numbers, it’s pretty easy to [ph] tell or see (00:34:34) that the overall restaurant volumes would be growing.
And then, also on the labor and COGS side, both areas, we thought there was strong progress sequentially where we got – on an adjusted
basis, we got labor down about 200 basis points from the prior quarter to where it’s now, 34.3% of sales. COGS was 30.8% of sales. Other
costs, yes, there’s inflation, but they start from a much lower base portion of our costs once you got outside of the prime area. And we
considered that when we made our overall pricing move to both offset the impact of those and be able to continue leveraging restaurant
economics the way we want to get to and also staying a very high value concept within our space. And so far, we feel like we’re
accomplishing that.
<Q – Jeremy Hamblin – Craig-Hallum Capital Group LLC>: Last one just...
<A – Ben Porten – Kura Sushi USA, Inc.>: And if I can just add on the off-premises that you’ve asked about, Jeremy...
<Q – Jeremy Hamblin – Craig-Hallum Capital Group LLC>: Yeah.
<A – Ben Porten – Kura Sushi USA, Inc.>: So, typically the two incremental costs associated with growth in off-premises would be
packaging costs and then delivery costs. For us, our packaging costs are basically offset because with any off-premises order, there is no
disposal, whereas for in-store dining, we typically have a 3% to 4% [ph] plate (00:35:58) disposal rate. And so, that’s not a margin pressure
there. And then, in terms of delivery cost, we’re – our business is almost entirely pick-up and we’re not subsidizing any of the delivery fees if a
guest does opt for delivery. And so, that’s not a cost pressure either.
<Q – Jeremy Hamblin – Craig-Hallum Capital Group LLC>: Great. Then, just one clarifying question on the menu pricing, what is your
current food cost inflation rate? I think that the 30.8% in Q4 is actually the lowest food and beverage costs you’ve ever had in any quarter.
And I would think maybe with the price increase that you’re probably tracking slightly below 30% food and beverage costs now.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Yeah. I’ll give a little more color on the 30.8% is that our sales mix by geography normalized
a little more in the fourth quarter as well once California came fully back online with 100% indoor dining capacity. Our pricing on average is
higher in California than the Texas market, for instance, because of a much different labor environment. And so, if you were to look at
California restaurant P&Ls overall, you’re going to see a better COGS number and you’re going to see higher labor spend. It’s just a fact of
doing business here. And so, as more and more of our sales now have gotten back to California, and that’s more normal for us, that did help
the move in COGS as a percent of sales.
In terms of current rates, I’m just going to fall back again on the high-single price move that we made. We’re very pleased with how that’s
helping us offset the impact of costs. And we’re also well aware that there can be shifts that happen very quickly from month to month in food.
Now, we do have a very diverse menu, as you know. Our top five commodities are around only 25% combined of our total food costs. So, that
diversification helps us. But when things like labor or freight, which are going to be a factor for almost all of the food that comes in, and other
macro factors, it can
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move potentially significantly. And we just feel like we’re going to have better visibility to where the food cost situation is down the road and
maybe be able to give some more granularity around future expectations after that.
<Q – Jeremy Hamblin – Craig-Hallum Capital Group LLC>: Okay. Thanks. Thanks for that color, guys. Best wishes.
<A – Ben Porten – Kura Sushi USA, Inc.>: Thanks, Jeremy.
<A – Jimmy Uba – Kura Sushi USA, Inc.>: Thank you, Jeremy.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Thanks.
Operator: And our next question comes from the line of Sharon Zackfia with William Blair. Please proceed with your questions.
<Q – Matt Curtis – William Blair & Co. LLC>: Hi. It’s Matt Curtis on for Sharon. I have a question on overall restaurant-level margins. If you
look at restaurant-level margins, where you are now versus where you were pre-pandemic, I think you had adjusted restaurant-level margin
of about 20% in fiscal 2019. I’m curious as to how much of a gap you think you can close in fiscal 2022.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: I’ll maybe reiterate our thoughts, but we don’t see any reason why we can’t completely
recover back to the kind of restaurant-level margins that we had in the business pre-pandemic. What clouds the future maybe a little bit – or
we want to hold on to and see some more experience is a little bit of the opaque nature of the cost environment in both food right now and to
some degree in labor now.
And while we’re pleased with where things are going – we feel very good about the progress we made to get to the 16.4% margin in Q4 in
spite of the fact that the first half of June had a very constrained California still in terms of indoor dining capacities, as well as, as I mentioned,
a lot of new labor coming onboard and some learning curves and efficiency building that needs to happen with some of our newer team
members. Putting that in context, we think getting to that 16.4% was a very significant and positive move, and obviously, narrowing in quickly
on what our historical best was. But we’re just not at a point where we think it makes sense to try to predict specific dates or times when we
get back to that historical level, but we’re very confident it’s there for us to achieve.
<A – Ben Porten – Kura Sushi USA, Inc.>: Just as a reminder, the...
<Q – Matt Curtis – William Blair & Co. LLC>: [indiscernible] (00:40:56).
<A – Ben Porten – Kura Sushi USA, Inc.>: ...restaurant-level operating profit margin for the prior quarter was 5.8%. And so, the 16.4% that
we saw in Q4 was tremendous growth really driven by the increased sales leveraging, and we’ve been very encouraged by the revenue that
we’re seeing quarter-to-date.
<Q – Matt Curtis – William Blair & Co. LLC>: Okay, understood. Thanks. Following up, I guess, on the labor and commodity inflation,
understanding you’ve just taken pricing which is helping to offset that, could you also talk about other ways you may have been mitigating this
either through the optimization of the of the conveyor belt offerings or anything else?
<A – Steve Benrubi – Kura Sushi USA, Inc.>: I’ll start with a couple areas. We’ve talked about the support infrastructure additions that we
made, and none more important than some of the leadership we have like in the COO role, where Sean came onboard a couple of months
ago and he’s been heavily engaged with our supply chain folks around opportunities for – as we become a bigger business and doing more
volumes, how we can leverage that into some of our costing and
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other term structures on food. We have the initiatives around table-side payment and table-side drink ordering that can really allow our teams
to focus on customer service and the Kura experience, other elements of it for our customers and the restaurant that we think are going to
help us going forward.
And then, also from a training perspective, another area where we put some more investment at the support center line is in training
programs for our team members to enhance their efficiency and customer service. And so, there’s a lot of things going on at the same time
that are pointed toward we’re driving more efficiency in the business. And frankly, this is a brand that historically – when you think about the
level of back-of-house robotics that have been deployed and how much this is a system based upon years of experience in Kura Japan that’s
been very efficiently developed, we might not have had a whole lot of low-hanging fruit, so to speak, for efficiencies. But we’re always looking
to continuously improve a number of the things I just mentioned as examples.
<Q – Matt Curtis – William Blair & Co. LLC>: Okay, got it. And then, on your G&A guidance for fiscal 2022, I was hoping you could break
out the components of the dollar increase in G&A. It sounds like it includes technology investments and things like table-side payment and
drink ordering and other things. I was wondering if you could perhaps separate that from the core G&A dollar growth you’re seeing next year.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Yeah. I’ll speak to the things that really – the few pieces that if you put them together, it’s the
vast majority of what is happening there, and it does start with people. When it comes to the leadership side of the business, in addition to
Sean coming on as COO, Arlene, our Chief People Officer, joined the company just recently. And we also brought onboard a Director of IT,
whereas that function – we have managed it historically through almost all of our support coming from third-party service organizations. And
we’ve reached a scale where we believe it’s time that we build our own IT skill set in-house. And so, we hired that and have intention to bring
on a couple of staff members to help support IT under that director as well.
And then, there have been some investments that were made late in fiscal 2021 in people that have already been showing signs of paying
strong dividends for us. And that’s in the recruiting area, where we brought on a few more team members for restaurant-level recruiting, and
also in the store opening area, where we brought on a whole additional store opening team. Because when we get to the point now where
we’re talking about opening 8 to 10 restaurants, we really need two teams working concurrently there. And you saw the benefit of those
additions in how well we’ve been able to staff our restaurants. From the June 15 so-called reopening of California when it got to 100% up to
now, the kinds of sales recovery and comp store sales we’re talking about through October simply couldn’t have happened without us having
a strong staffing level at almost all of our restaurants. And those recruiting folks and those opening team people have been tremendously
contributive to making that happen.
And then, when you put alongside some of the people costs, there’s things like travel that go along with that, getting out to the restaurants
again when during the COVID area, there’s just frankly wasn’t nearly as much of that happening. There’s some things that come along with
our scale of growth like insurance costs, D&O and other programs, where some of those costs increased as well. And then, also as we’ve
hired on people in the organization to provide support for a more aggressive growth plan, recognizing we’re now a bigger business, the span
of responsibility in some positions becomes a bigger thing. And so, the hiring rates you have to bring people on can be different from what
you may have been when the company was half this current size. So, I think those – if you put those elements together, that pretty much
comprises the lion’s share of what’s changing in G&A, and we’re just getting ahead of supporting our business, so that we make sure we
grow smart.
<Q – Matt Curtis – William Blair & Co. LLC>: Okay. So, I guess would it be...
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<A – Steve Benrubi – Kura Sushi USA, Inc.>: And then, just a final point...
<Q – Matt Curtis – William Blair & Co. LLC>: Yeah, sorry. Go ahead.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: ...if you don’t mind is that we really do look at what we’ve done with these additions to the
team is something that can serve us for a multi-year period. And so, there’s always going to be growth in G&A on an absolute dollar basis in a
growing business. But we feel like the fiscal 2022 additions I’ve talked about here, that should be followed by more nominal growth – or a
more modest growth certainly in the G&A in the next several years, because we’ve really positioned ourselves with a team that can handle
things for a while.
<Q – Matt Curtis – William Blair & Co. LLC>: Okay. I think I understand. Thanks very much and good luck going forward.
<A – Steve Benrubi – Kura Sushi USA, Inc.>: Thank you.
Operator: And our next question comes from the line of George Kelly with ROTH Capital Partners. Please proceed with your question.
<Q – George Kelly – ROTH Capital Partners LLC>: Hi, everybody, and congrats again on the successful quarter and all the momentum
you’re seeing. Just to follow up on the prior question, so with all this sort of infrastructure that you’re building, this G&A infrastructure, when
you look at 8 to 10 restaurants this year is a jump, and I know that there’s a real sort of timing issue with signing a lease and constructing the
restaurant and everything. But with your infrastructure now in place, do you feel like you’re in position where if you look out a couple of years,
are you – do you have the team in place now to move quite a bit faster even in that 8 to 10 in future periods?
<A – Jimmy Uba – Kura Sushi USA, Inc.>: Okay. [Foreign Language] (00:48:25-00:48:59)
<A – Ben Porten – Kura Sushi USA, Inc.>: We wanted to mention that, as Steve has mentioned, the G&A investments that we’re making
now are really investments that are going to serve us for multiple years. In regards to the 8 to 10 restaurants that we have for this pipeline,
over the last fiscal year, we’ve really made meaningful additions to our construction team, real estate team. They’ve grown tremendously both
in terms of talent and just additional members. And given like the lead time for an opening, as you’d mentioned, the investments that we
make now are what’s going to allow us to have that much bigger of a pipeline in coming years.
<A – Jimmy Uba – Kura Sushi USA, Inc.>: [Foreign Language] (00:49:42-00:50:02)
<A – Ben Porten – Kura Sushi USA, Inc.>: And then, the opening teams line item also falls under G&A, and by growing our opening team
and having two opening teams, we’ll now be able to open stores in parallel. And so, this is also something that – it wasn’t just something that
was useful for us in the preceding year. It’s going to serve us very well for the coming years.
<Q – George Kelly – ROTH Capital Partners LLC>: Okay. Okay, great. And then, next question again on your new store openings. With the
success you’ve seen – I see wait times sometimes over 200 minutes or 300 minutes even at some of your new stores. Does that cause you
to rethink the size of your store at all? And so, obvious sort of question is could your stores be bigger? But are there any other kind of format
changes that you’re contemplating on this next batch of stores?
<A – Jimmy Uba – Kura Sushi USA, Inc.>: [Foreign Language] (00:50:59-00:51:18)
<A – Ben Porten – Kura Sushi USA, Inc.>: So, we’re always looking to what’s been particularly successful with any new given – any new
store opening and we want to keep a flexible format generally going forward. But it’s not a simple one-to-one relationship between a larger
store size
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and its earning ability. Just as an example, Fort Lee, which has done tremendously well, is quite small.
<A – Jimmy Uba – Kura Sushi USA, Inc.>: [Foreign Language] (00:51:50-00:52:23)
<A – Ben Porten – Kura Sushi USA, Inc.>: So, we’re – as always, we’re really going to be approaching this on what’s best for that specific
market. Just as an example, with the recent Stonestown opening, that was a location we’ve been looking at for several years. We were very
confident that we’d be able to draw a ton of traffic. And with compelling rent, we were open to opening a larger store. We’re always thinking
holistically in terms of the return on investment. And we meet periodically as the Strategy and Development Committee, and when it’s
appropriate, we are open to opening larger stores.
<Q – George Kelly – ROTH Capital Partners LLC>: Okay.
<A – Jimmy Uba – Kura Sushi USA, Inc.>: [Foreign Language] (00:52:58-00:53:33)
<A – Ben Porten – Kura Sushi USA, Inc.>: And we’ve always thought of our sort of flexible real estate footprint as a huge competitive
advantage by not having a set size or a set box shape. We never preclude ourselves from entering a potentially excellent space simply
because it doesn’t fit, whatever, minimum 5,000 square foot criteria. And so, we never want to cut ourselves off from tremendous
opportunities, especially just given how much whitespace that we have.
And to circle back to your earlier comment about the wait times, we are – that’s one of the reasons the table-side payment is such a high
priority for us. We really think that this is going to be very meaningful in terms of reducing wait times and allowing us to serve more guests.
And the wait times also do inform our infill strategy. If the wait times are particularly high, then that market would be elevated in terms of
priority.
<Q – George Kelly – ROTH Capital Partners LLC>: Okay, okay. Thank you. And then, last question from me, different topic. You mentioned
so that – you were just talking about some of the tech enhancements that are more near-term in nature like table-side payment and beverage
ordering and other things. As you look longer term, I think you mentioned in your prepared remarks new kitchen sort of automation or robotics
or something. And so, I was just curious if you could talk about other maybe call them pain points or points of friction where you think
technology – places you’re investing now might have more of an impact if you look two, three years out from now.
<A – Jimmy Uba – Kura Sushi USA, Inc.>: [Foreign Language] (00:55:12-00:55:36)
<A – Ben Porten – Kura Sushi USA, Inc.>: So, one example of a technology that we’re planning on bringing over from the parent, pending
that ETL and NSF certification, would be – it’s sort of a robot that helps like fully automate the dishwashing process. It moves all the plates
from the trough that collects the plates and directly places them into the dishwasher. And so, really all that the employees need to do is just
grab the clean plates, and it’s not something you ever need to think about again.
This is particularly important because if you’re not able to keep up, that does limit your throughput. You always need clean plates to continue
to serve guests. And dishwashers are actually one of the harder positions to staff and they’re an extremely critical position for the exact
reason that I mentioned that they sort of limit your throughput. And so, we’re particularly excited about that one. But looking at the near-term,
the table-side payment and the touch panel drink ordering are the ones that are closest to full rollout.
<Q – George Kelly – ROTH Capital Partners LLC>: Okay. Thank you.
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<A – Jimmy Uba – Kura Sushi USA, Inc.>: Thank you, George.
Operator: And we have reached the end of the question-and-answer session, and also we have reached the end of the conference as well.
Therefore, you may disconnect your lines. Thank you and have a good day.
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