






Listening Sincerely to Feedback from Buyers

Nagahama Fish Market, with its diverse array of fish, is a place that 

truly meets customer needs. I head to the auction floor every day 

with determination to avoid losing bids to other wholesalers. The 

fish here are easy to source and of reliable quality because each 

fisherman is meticulous in catching and “closing” their fish. From 

there, wholesalers and intermediate wholesalers rigorously sort 

through them, ensuring only the finest, most consistent selections 

are delivered.

When sales go well, it feels rewarding. Hearing customers say, 

“The fish last time was rich and delicious,” gives me great joy. 

However, there are times when fish we thought were excellent 

aren’t valued by buyers. But these moments give us the opportunity 

to hone our own skills. We listen with sincerity to feedback, share it 

with colleagues, and apply it moving forward. This collaborative 

spirit of mutual improvement and dedication at Nagahama is why 

buyers think, “Talking through issues with Nagahama might just 

lead to a good outcome”—a testament to the trust and expectations 

we’ve earned.

Responsible Handling and Shared 

Commitment to Hygiene

For producers, this is a high-value market that attracts strong prices. 

As Kyushu’s largest-scale market, it draws many auctioneers and 

buyers, making it an appealing hub. Intermediate wholesalers who 

have a lot of dealings with overseas buyers, in particular, often 

purchase aggressively, a clear reflection of Nagahama’s reputation 

for premium-quality fish. We at the market handle every fish with 

respect for the producers, prioritizing responsibility and care. The 

facilities also uphold strict hygiene standards, making all parties 

highly focused on maintaining quality.

Skill and Unyielding Spirit: 

From Nagahama to the Future

Every intermediate wholesaler in Nagahama is deeply committed 

to raising the bar for fresh fish quality and working collaboratively 

to elevate the market’s reputation. There’s a shared determination 

to ensure every single fish finds its buyer. Many people know the 

skill and unyielding spirit of Nagahama’s workers, and if we can 

leverage this collective drive to boost Japan’s seafood industry—

from Nagahama—this would be the ultimate success.

Masaomi Terasaki
Born in 1982. Joined Fukusui Shoji Ltd. straight out of high school 
graduation. With 24 years of service, he became a registered bidder in 
2014. Currently a member of the Fresh Fish Section, he specializes in 
consignment shipments to producers’ markets and the procurement of 
fresh fish for export. Originally from Fukuoka City.
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Kazuhiro Shiroshita
Fukuoka Chuo Fish Market Co., Ltd.

The Indispensable Dialogue with 

the Fishermen

Nagahama is renowned for its catch of blue-backed fish such as 

horse mackerel, mackerel, and sardine, but its white-fleshed fish 

like sea bream are also highly valued. As the gateway to the Sea of 

Japan, this port sees a diverse array of fish from the Genkainada 

Sea. The key challenge lies in enhancing the value of these fish. 

The collaborative efforts of the Nagahama community to achieve 

this goal may well be our greatest asset.

Here, every participant in the market observes the meticulous 

care producers invest in their catch. Even within the same species, 

variations in handling directly influence pricing. Intermediate 

wholesalers possess the expertise to identify superior-quality 

fish—whether they were individually caught, expertly “closed,” or 

handled with precision. This discernment forms the basis of our 

daily work: we relay market outcomes to fishermen, offer tailored 

advice, and provide hands-on support to maximize their returns. 

Through constant dialogue with fishermen—often centered on 

exchanges like, “That fish sold at a premium. What’s the outlook 

for tomorrow?”—we facilitate an accumulating process of 

improvement. Over time, this feedback adds further value to the 

fish. When prices are low, we dread making calls—but avoiding 

the conversation doesn’t fix anything. Sure, fishermen might gripe 

sometimes, but these chats help everyone get better. Over time, 

this back-and-forth helps us all improve, and they’re ultimately 

happy with the results, which is why they keep choosing Nagahama.

Being the Bridge Between Intermediate 

Wholesalers and Fishermen

We, too, feel a growing need to sharpen our ability to discern truly 

exceptional fish—going beyond basics like “clear eyes” or “clean 

gills” that define freshness. For this, communication with 

intermediate wholesalers is indispensable. We ask why certain fish 

command premium prices, seek recommendations, and taste the 

catch ourselves. When we realize, “This is what makes it so good,” 

it gives both fishermen and us the confidence to take pride in 

handling their catch. I believe that this cycle of learning sustains 

Nagahama’s reputation. Ultimately, our role as wholesalers isn’t 

just about logistics—it’s about connecting the right fishermen with 

the right buyers. Though it may sound presumptuous, we see it as 

our mission to nurture skilled fishermen, foster great cooperatives, 

and keep the Nagahama Fish Market thriving.

Kazuhiro Shiroshita
Born in 1977. Began working in the fisheries industry at age 19. Experience 
in intermediate wholesales, production, and wholesale. Currently focuses 
on shipping operations to markets like Toyosu Market in the Kanto region 
and procuring raw materials for processing, while also assisting junior 
auctioneers on the sales floor. Originally from Fukuoka City.
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