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发言人1   00:00
Hello, ladies gentlemen, thank you for standing by for k hold second quarter twenty twenty six earning conference. I am the sitting the higher director k hoving. Please know that today's call, including the management prepared to reMarks and q cision, will all be in chinese. 

发言人1   00:16
Some major ese interpretation english will be available on a separate line for the duration the call to access the coal in chinese, you will need to dial into the chinese language line. At this time, all participants are in listen only mode that this conference call is being recorded. The company's financial and Operating results were published in the press release earlier today and our posted on the companies on our website. 

发言人1   00:41
On today's call, we have mr. Stanley, our cover chairman and two effective officer, and mr. Tell you our exceptional director and C. 

发言人1   00:52
O, mr. SHE will provide an overfeed of our business of data financial performance. Then mr. r. Com will show more on the progress of our strategic transformation. 

发言人1   01:02
Before we continued, I refer you to our harbor statement in our earnings press release, which relies to the goal as we will make forward looking citizen. Please know that Bakers earnings press release and this conference called include discussions of unaudited gap finial inception as well as unaudited non gap financial measures. Please referred to the company's press release, which contains the reconciliation of the unaudited non gas measures to comparable gas matters likely unless otherwise is stated. 

发言人1   01:37
All figures mentioned during this coal are all in RMB. Certain statistical and other information relating to the industry in which the company is engage to be mentioned in this coal has been obtained from various public viable official or unofficial ressources. Neither the company nor any of its representatives has independently very fine as such data, which may the number of assumptions and limitations, and you are cautioned not to give undue way to such information and asked for today's call. 

发言人1   02:08
Many friends were used to chinese and the main language. Please know that english translation is for convenient purposes only in case of any discrepancy. Ageing, stay in a language will. 

发言人1   02:18
But now I will turn to go over texas. Have no mister tell sheet. Thank you sitting all everyone. Welcome to our q two twenty twenty six earnings school. 

发言人1   02:29
Let me again with the keep, and I should take away our total gdv return to grow despite a modest in year. Every year revenue decline, profits increased significantly, materially outperforming of G, T, V and revenue in QQ. D, K, increase ed, three, six point three percent a year, while reporting decrease to five point seven percent a year. 

发言人1   02:56
This revoted decline them the problem from our justice in our home renovation and furnishing, a revoted recognition impacts from international product modeling the home relations, none get that income grew with seventy four or nine percent a year, a year to three point to one k five billion. Not get that margin reached, the thirteen percent of six percent is twenty of a year or three year. High profit improvement were driven by a healthy constructor, strict financial discipline and a higher on creating efficiency contribution margins across the all court business lines in prove the year of the year and court of the corner thriving, the group's gross margin up six point seven percentage points. 

发言人1   03:38
I'll be here to twenty eight point six percent. So mutinously get Operating expenses fell eighteen point one percent a year a year. This combination of growth, margin extension and a lower Operating expenses deals our profit growth. 

发言人1   03:54
Next, our review our segment financial performance. First, existing home transaction services cute with scale returned to growth and profitability improved this significantly. G, T, V, reach six hundred and twenty nine point to eighty nine billion, up eight percent year a year and seventeen point nine percent quarter a quarter. 

发言人1   04:17
Robert was seven point zero two billion, up four point five percent of year the year and fourteen point five percent quarter of a court of GTV output revenue growth for you the year, primarily because nine ljah GTV, where platform services are recognized on a debate, account for a leger's this quarter. Nonja platform service that we increased to twenty seven point eight percent a year a year and twenty nine point eight percent qual a quarter. With a stable network scale we advanced refine our Operations to boost per store output, helping connected stores outperform the market in enhance overall platform efficiency. 

发言人1   05:00
Two two contribution margin reached forty six point one percent, up six point one percent of by the year year, driven by a lower fifth labor costs and structural shift toward a higher margin. Platform service revving IT also rose four point eight percentage point quarter of a quarter, benefited from Operating leverage, reputation recovery and further business improvement. Second, the new home business, cute who scale remain stable year over year, while profitability continue to improve. 

发言人1   05:37
G, T, V, reach two hundred and fifty eight points, three nine billion, up one point two percent of year a year and seventy seven point one percent quarter. Court revenge reached the eight point ninety, uh five, building up three point eight percent of the year and the seventy five point nine percent quarter a quarter despite of pressure market. And we maintain a stable scale by collaborating on high quality project, improving customer conversion and optimize costs due to contribution margin rate twenty point and eight percent, up four point four percentage point you a year, driven by cost to structure optimization from we find Operation IT also raised three point one percent. 

发言人1   06:25
You find point在three from the same factors plus Operating library from revenue growth，third home renovation and furnishing QQ revenue what we point one nine billion down thirty point one percent of year of you and thirty six point focus and a quarter of a quarter. The year year decline reflects our proactive adjustments of inferior custom acquisition cho and exit from cities with a weak unit economic new hole market pressures also damp renovation demand. The quality of quarter revenue increase reflect seasonal business recovery. 

发言人1   07:06
Youtube contribution margin was thirty nine point to six percent, up seven point five percentage point of the year and three point four percentage of不过来，driven by lower material cost for essential for timing. And we find a cost management work. Home rental services cute to revenue was four point eighty three billion, down fourteen eight percent over you and the three point six. 请关注公众号思维纪要社，更多纪要请加V西安20210130。

发言人1   07:42
Course, this is that from transitioning carefree grand to a lighter old, this product model, italian ing net basis revenue recognition, while this reduces reported accounting repaid managed, the rental units continue rapidly group by end of to manage the units exceeded seven hundred ninety thousand of proximal thirty focus AUV year with the lap base products comprising over fifty percent q to contribution margin, which fifteen point three percent, six point nine percent points the year year this reflect the favorable products makes shift and Operating improvements from lower labor installation. In a post these cost quarter, a quarter contribution margin rose upon five percent eight point, driven by continued increase in net base Price emerging. Another business is cue to revenue region five hundred and fifteen million on the up, twenty six point four percent a year a year and seventy percent quarter over a quarter. 

发言人1   08:50
Next, turning to consist expenses in the problem. Q to store related costs to our five hundred sixteen million RNB, down twenty five point nine percent of year for year and brought this stable quoter the year video declined with like the land just rent cost optimization and network adjustments. Total q two gas Operating expenses worth three point ninety eight and nine bill in RMB, down porting point one percent of you given by improved organza efficiency, optimize market, expand and continue to financial al display Operating expenses grows twenty one point in three recent court quarter due to higher selling senses from the home renovation sees in the recovery and the and dead provision in new home business. 

发言人1   09:39
Specifically, GN, A senses were two point of four years, down two point one percent a year to you. The eighteen, one hundred years and IT could have a good increase for resulted from me through that death position of around two hundred and eighteen million following the prior assessment. 是made to receive in collateral。So the marketing pences were one point four billion, down twenty six point in one percent of year a year due to optimize the the personal call and if we find the marketing spend but rose twenty nine point six percent quarter of quarter from c and higher rental a home novation交给你本身all in d expenses were five hundred and fifty million RMB，down thirteen point four percent I give a year due to lower later and technical service cost by up and eleven from focus in the quarter of the quarter due to increase technical services on the bottom line. 

发言人1   10:38
Two to Operate step Operating profit reached a three point o to six billion ARM be up one hundred and eight five point sixty years a year now one get Operating profit IT was three point five nine two billion, up one hundred and twenty three point six percent of a year gap. Operating profit rose one hundred and thirty seven point eight percent quarter a quarter with a two thousand twenty percent margin up eight point three percentage point the year every year and five point six percent tage points court of court none gap Operating profit group one hundred and fifteen point seven percent qua quarter with the four teen point six percent margin up eight one five percent tage point UV here and five one eight percentage point quarter quarter this year on year in court of the current margin sense was driven mainly by higher growth margins and Operating sense. Precious QU gap, not income was a two point six two four billion啊，one hundred and one point eight year year, and one hundred and nine point one percent a quarter of a quarter, and not get that income was, uh three point one a five billion RV, up seventy four point times more than a year, the year ninety seven point fifty years in a quarter of quarter final. 

发言人1   12:01
Turning to catch floor down sheet and show water returns or two to that, all creating cash. Four was a six point sixty one billion RB. net. A new home account possible to know one was around the thirty nine days. 

发言人1   12:14
Down around the twelve days, you will be reflecting effect, the risk manager, excluding customer deposits, our NFQ to brought cash baLance we made at around sixty seven point three million r and be this and liquidity strength in our risk reglan law supporting business development and shareholder turns. In youtube, we ve spent around two hundred and fifteen million us dollars on sure we purchases, including our first by back in home com market in first time. We spend around uh four hundred thousand million US. 

发言人1   12:51
Dollars on three purchases, up around fourteen percent a year, the year representing around to two point four percent of hour a year, and twenty five last ten shares since launch of this, shared for this program in temper tone twenty two, three, two, two, twenty events Y. We have repurchased around the two point ninety nine billion uh U. S. 

发言人1   13:12
Dollars in cheers, representing around the four teen twenty person of outsetting shares prior to the program. Start in the QU. Profitable and improvements would have like to combine the cost optimization ans Operating enhances and a few for business. 

发言人1   13:28
Next, looking ahead, maintaining a solid baLance sheet and ample liquidity or anchor our long term growth across all core new and technical investment, we will enforce strict rally discipline and take custom value, Operating efficiency and sustainable returns at our priority or key metrics. Ultimately, we will baLance business development with shareholder returns to consistently create mountain m. Next, I ll turn to call over to our chairman and C. 

发言人1   14:04
O, mr. Di pont. Please ahead. Thank you, investors and analysts. Good evening. So unless a quarter we discuss, I assumed to, toward consumers centric transformation, this quarter, we will talk about how the changes transfer ate into our Operations. 

发言人1   14:20
In q two, I observe the two chance of Operation foundation stabilized and organization truly mobilized. So this foundation enables the long term change. I will address five key questions. 

发言人1   14:37
The first one, what changes if transformation enter daily Operations? Second, does in consumer centric mean by passing agents? Thirdly, as an advances where agents become obsolete, firstly, how is the airline in our business and what is ring out? Fifteen, how will we? No, we are on the right check moving forward. 

发言人1   15:03
So what the first of question would change as transformation enter native Operation. In this quarter, I spent a lot of time on the front line um visiting stories, properties, construction sites and discussing um issues with clients, agents and a store store owners that changes oil down to three areas. First, we find Operation shifting from a one scientists all approach to the district of specific and the project specific strategies and so on. 

发言人1   15:34
Rather than checking a single city wide metric, we analyze the ifc districts or projects to tailor solutions and what is the solution for each community, for example, in the higher the community who are clients through property across districts, our legacy geographical bounded model field, and that we recruit Operation of units to, based on extra client sperling pap and finding project experts for professional presentations es and clients experts to adjust a stupid of family needs. So wave six hundred projects, judging how the city's volume standardising these professional judgments into a clear division of labor allow us to replicate this model, and other cities have become similar Operations explorations. Second has shifted metrics skill in the markets share still matter, but now we focus more on consistent agent transactions, writing agent efficiency and income, healthy story profitability and the stable service quantity. 

发言人1   16:48
So leaving elective face perfectly in twenty twenty five, we help at most three hundred agents for easy at the peak, and the average agent efficiency feel below two transaction. Or instead of adding head accounts, we divided the city into smaller blocks. We matching properties, clients in the agent based on familiarity and the cubbies ties. 

发言人1   17:13
So from area to july average, each initiative jumped from three to five point six transactions and a zero transaction. We show jobs from the only twenty five percent at you, under ten percent. So I think what matters is the effect. 

发言人1   17:26
People going to do your matters more than near a head count. Certainly modern, the people managers have left ted meeting rooms for a front line. This culture manager is personally sold steel lists, refitted dead leads and accompanying agents to Sunny centres. 

发言人1   17:49
And my only requirement for manager is to present, you cannot to learn to swim. We were without getting in the water. So in short, Operationalize ing transformation means refined of Operations, ships in the metrics and the mobile ized of people. 

发言人1   18:07
So this sends from a sea go approach, saving in real consumer in front line, problem faced, then reorganising our people resources in a passport. So we are moving toward changes and that they are now being seen in Operation unit. The second question is has been consumer centric being by parking agents. 

发言人1   18:30
So this assumes that. Platform moves closer to the consumer. IT must take from the agents. Historically, we only split a single transaction commission, which is a zero sign game. So um this is what we did in the Price. 

发言人1   18:53
But to break this equation, we must create more light, create more high value task, not redivide the same money consumers are changing good used to be a static property attributes today, I think good means of product of a proper match, and the fire rebels determine goods excepted from one, two, three, the property, the family's situation, and also the services provider, so the service provider is now vital variable, not just a conduit. So as decision become harder, task must be segmented that there are three reasons. First, they required knowledge IT fees once personal capacity. 

发言人1   19:47
For example, we needed to know the properties, climate, circumstances, es mortgage and the renovation and affirmation business. So this exceeds ones competitive, and the building expertise require mutually exclusive path. You must either deeply root yourself in one project or follow as rape of clients. 

发言人1   20:12
So you cannot do both eotu ously. So that is the secondary of the civil one, is the most valuable action has shifted from providing options to confidentially eliminating them. I think we, uh, not only offer more choices to the consumers and instead we needed to help them to filter. 

发言人1   20:40
However, filtering does not mean transaction. So as long as income realize early on clothes, true professionalism want to develop, I think professionalism must to be financially viable. So therefore we are untethering a rose income from closed the deals, lining them entirely with the barriers or seller. 

发言人1   21:09
This, the a fifty real is the clients to manager. So previously, press from infant stopped was a lead regional agent. The clients manager ensures continuity, D, I organizes data, and while your human accept decline the stage and me, the agent receives fully provide clients in the because the current managers are not paid for transfering and they remain purely objective. 

发言人1   21:50
And I have mentioned that managers are not paid a per transactions of from may to july. They throw handle LED over fifteen thousand leaves, actually ding a seven point four percent leader to showing conversions rates, auto performing the broader kts five percent. So the playful nation is the body from the leading commission to build in a structure where every specialized of skill is independently verified. 

发言人1   22:20
And the company sy change is and is shifting from a single listing was low to a modulate ecosystem, which includes consulting, showing, contracting, reporting, marketing, materials, renovation and the least anos l. So anyone creating incremental value is as for this provider, and this is our definition, which is expanded. So the main girl is enabling professional service providers to win in the long term. 

发言人1   22:55
So being transitioning centric means transforming the single agent into a group of independently valuable, specialized the roles. And now we have the help of AI, which give us more inputs. So the question as AI advances where agents become obsolete. 

发言人1   23:14
So this assumes agents only sales static information, easily fetched. IAI cliver technology researches values. And we are some things appreciate while others become scarce. 

发言人1   23:36
So we should ask, what is the appreciating and what is becoming more scared? So for the scarce depot, what kind of progress that petrom minister provider can make? So what is appreciating? Static information bedrooms Price and year failed, but and also the layout of the house, so I think this kind of information can not support the decision making, and IT is very easy to get. So if we only transported, we only transported information and we may have no more opportunities is going forward. 

发言人1   24:21
So what is scars that I make deep, inspiring sight, and they cannot be fabricated? For example, the reason of selling renovation potential or local market assessment from season to managers, and how is the situation in the communities by the managers and what is the clothing and how is the deal last time and we these information lives in people's minds and that the industry likes the pipelines to capture and review IT. And the fundamentally the I does not to be a consequence or poor decisions, I may not take any accountabilities. 

发言人1   25:04
So as the cost of county mistake and rises, consumer needed to reduce and certaine girls. Therefore, three things will happen. First day, the industry becomes more valuable by mitigating the secondly, creative value is hard, requiring deep data and the deepa service. 

发言人1   25:24
The first thing is those who transform in the direction become more available, including platforms and managers. So we do not need information with players. We need to professional who dare to make judgment and to take a responsibility. So the previous question is about to the industry is provider. 

发言人1   25:49
And if we look around and if we look forward that with goes, comes to the question for how is apply AI applied in our business and weight what results actually the business in itself is a reduction function. What is our import and when the output and there is human capital and labor capital and the technology in the function. So in today's AI, where you should know this situation in the of AI in the industry, so is AI as some item or a direct of variables. 

发言人1   26:29
So if if is the item, IT is an efficiency tool, or IT is. If IT is a direct variable, IT requires a totally, right? So we needed to change attitudes in the first. 

发言人1   26:43
We now also open some of the foundational data, and we are lowering the a threshold ed so well that we are worried about where that there will be disruption. And we are thinking about how the I can be a new production future rather than than opponent enable innovation. So I think the consumers finally paid the value. 

发言人1   27:17
I think that the consumers need a Better experience and we need resolve the problems of consumers. The second is, is a changes management. In the recent two hundred years, we have improvement in the science and management and we need quantifiable data in the management. 

发言人1   27:38
And I think we owe w benefit from this methodology in uh KE holdings and also lead片。We need standard and we also need tours for the improvement. However, for the unquantifiable, they cannot be measured. 

发言人1   28:01
This is also a big problem. But sometimes we may only focus on that numbers and we find that sometimes we've hand that numbers are too epistles. And the consumers now become the numbers and also become the number one in the standard. 

发言人1   28:24
However, with the help of AI, AI brings the unstructured data, and I think the language and the numbers are totally different. Information and signals and the degrade uarts shift from the imaging average to manage individual properties, clients and agents. Previously we manage the average, but now we have computing competition powers in the knowledge and that we can have the tailored solution for each individuals. 

发言人1   29:01
And the best part is about, uh AI changes of divisions, labor. When you talk about body segmentation of the task. Oh, in the company by AI. Now we have a the scenario which includes financial, human, resource, products, technology and also from the stage x stage and the computation power. 

发言人1   29:27
But now we have AR breaking down the threshold, and all of them are in the competition power of ai and previously um so the old division, spanish and the new ones emerge. So our changing new home business, we shifted in labor between humans and AIAI helps say this, compare proposals using a dynamic knowledge fate, allowing agents to focus on understanding client. The agents could, you know, find you the understanding of the clients. 

发言人1   30:05
But this produces both close deals and also reusable organization. 这个里。But these only come from the front line. 

发言人1   30:22
But this destruction reaches the organization. So IT concerns on all things. First is cost. No yeah is fixed cost that increases a variable cost enabling rapid iteration. 

发言人1   30:40
So whoever iterative fast, who creates more value? And the next is a trial and error in the past that takes a lot of efforts. We no. 

发言人1   30:57
Throughout to be no IT takes a long path to evaluate, test, validate a proposal. So the bigger the organization, I mean, the longer the chain IT. So many people just hesitate. So right now, AI shift innovation from heavy, slow investments into high frequency and low cost probability gains. 

发言人1   31:23
So this allows us to trial and test multiple models at the same time, and we have a higher probability of the winning out the again next to the front line and to the edit dle office, so the front fan workers armed body, I can rapidly build and test the solution. The midday office can then scale them. Last penalty managers. 

发言人1   31:48
So in in the past, the figure, the organization, so the lord, the efficient is right now, I actually talked her for a lot of managers. You don't feel like a lot of a sense of value right now. AF left to organization, exchanging the road, handling the reporting the forcing managers to stop being magazines and start to creating real business value. 

发言人1   32:18
So they are not just something uh, presenting the numbers. They are actually creating a real genuine value from the from line. Because there in the process of creating the value laugh. 

发言人1   32:32
Finally, the bottom next shift to humans. Look at P, E. We have a long you know industrial h process. AI can perfect a lot of the work flows. 

发言人1   32:50
And those that with a human measure becomes to the year bottle that there is this a human and human, uh, minor action that say I can not to replace. So whether we can unite people together and provided them in the training, allow them to work efficiently with the AI, the one is cultured, the other revolution. So this is officially a change we are talking about towards the whole industry. 

发言人1   33:21
Now back to the very first question, whether he is is directly able. Because IT changes who we serve, our judgments, our process in our organization. So this is a directive variable that means we're not simply in soling ai into the company. 

发言人1   33:43
We are we wearing the company with AI looking into the next space, how we will know we're on the right track moving forward, that we must two things where we need to play heavy bets from oversea answers. I think there are three areas where placing heavy best, deep service, deep data and a platform mal system. As information democratic side, deep data becomes the scarce and the hotter the this decision making becomes, and the deeper service becomes a more valuable as labor specialized, a platform is needed to orchestrated. 

发言人1   34:21
So what we are sticking and so that the one where we are is still seeking answers, the AS final form and the ultimate structures of the management and expertise remain uncertain. Directional matter as a require unliving in best. So how do we capture users involving me? So many, of course, Carries this value. 

发言人1   34:48
So more psychological matters, requesting the investment repetition and cutting losses early. So why do we need to separate cities things by an certainty? Because again, we have already proven that directive matters requires on rigging best whether the demophoon logical matters. 

发言人1   35:12
We are small investment, the rapid testing. So looking back at the past the two quarters, we have approved in some areas that keeping investment in areas with a low margin, nal returns is meaningless. The purely snow driven model is dead. 

发言人1   35:33
We should to stop those meaningless and investments. Most people must value for things first, professional facing a eye, whether they can use IT directly or indirectly to create a value. Do they have a new definitions for what is professionalism and whether they are committed to its content? And second from managers, whether they can return to the front line and reduce high quality to recreate this, a sense of value. 

发言人1   36:01
The third is a process and judgment with a deep services that can they earn the trust from their customers, whether they can earn a broader recognition, a Better recognition or trust number, organize capabilities, can we turn a single success into a replicable capability? So in such as this continues the transformation, the for me industries, they are pretty much faxed to be the same chAllenge when I see human conviction is the leading indicator numbers are at the legging nator. So many of the managment tend to hide their expertise within themselves. 

发言人1   36:51
But without to the open sharing, we can also make IT that into republican successful model. So our cortex is whether we can consider ally, execute consumer uh, center city and enable professionalism to win. This must be bit in our culture in a workflows. 

发言人1   37:10
So we will matter these success across formulas, customer service for letter Operation and reliability, all for must to coach. So you look at these five things, but we have to ref, define our playbook. The consumers are faking harder decision to make. 

发言人1   37:31
So that is drag deeper specialization. But the AI is decorating role and put into, while elevating, true of expertise and reorganization internal work. So our direction is certain, deep service, deep data and a platform ecosystem. 

发言人1   37:48
So q two is not the conclusion. IT is just the beginning. Thank you. Oh, now turn the call to the analyst for acute Y. 

发言人1   38:04
Thank you standing. As a reminder, we only accept the questions on the chinese language line. If you would like to ask the question, please press start one. If you like to cancel your request feeds, press the pound key for the benefit of all participants on today call, please limit yourself to one questioning, and if you have additional questions, you can reenter the two. 

发言人1   38:36
The first question comes from teen fidel from home next week that thank you event for taking my question. Congratulations on the strong cute results. My question is on the overall property market. 

发言人1   38:53
IT saw a diverging trend in volume in Price in Q, Q, with some situations in momentum in q three. Given that, certainly head what controllable levers that the company have for actual three and the full year. Thank you to ny in the first half. The existing home market show structure recovery in transactions with the Prices bottoming in youtube. 

发言人1   39:32
This recovery became more evident now to pay spirit across cities and uh, Price segments by good to you, concession volumes were called faster and one cities where the first half Prices also showed greater control resilient in q two year year growth in registered existing home transactions in til one cities outpace to other city, according to a Baker research institute. In the first two one, existing home Prices rose accumulative vely by three point six percent quote of the quarter. While national Prices remain broadly stay old year with you, Prices across all years maintain an adjustment face for our platform falling for lower Price homes score faster than made to high Price homes. 

发言人1   40:24
However, the transaction makes across uh and science remain stable, indicating health demand hasn't rally downgraded to small house if that this looks like a downward of shifts in transaction Price bans as Prices adjusted anyone higher Price homeland smaller year with your Price decline showing resilience, core upgrade oriented in high quality with residences in a new home market overall q two one and remained under pressure the projects in core cities or the strong product offerings showed Better support structurally existing homes account follow eighty percent of the total national resents al traction area in the first half, becoming the modern the main thing for a healing dimentia. Overall, we see a structural transaction recovery while Prices continue to buy core cities and high quality supply and more resilient, but the market remains polar ize with more property choices. Customers are deciding cautiously, calling professional judgment and and transaction certainty. 

发言人1   41:39
They need professional decision support, not just transaction machine or citation. This highlights our platforms accumulated service capability. Based on this, we will focus on three area. 

发言人1   41:57
Capturing structure market opportunities to strengthen revenue with family. We will allocate resources based on market performance across city customer groups and property tax enforcing coverage in higher to cities. Anyone Better around the content, proven engagement, percent matching and the professional execution will help customers make Better decision and convert genuine demand. 

发言人1   42:30
请关注公众号思维纪要社，更多纪要请加V西安20210130车在设计。Will continue reinforce financial discipline and black tile resource allocation. Our little cost structure proves our ability to hundred death or end of market of volatility is a pressure Prices. 

发言人1   42:57
We will dynamically allocate resources, prioritising our core professional service professional ork over a short term profit. Even if the market includes, we will not return to extensive extension. New investment must pass stage gated area and service validation before scaling, ensuring transaction translates efficiently into profit and cash flood. Third, will also prioritize cash flow, and a solid baLance sheet will strictly manage receivable and correction, control risky soldier, and limit non essential investments to preserve flexible. 

发言人1   43:51
Therefore, our second hf Operations will not rely on market vets on the revenue side, Better decision support will help us read more customers on the financial side, our healthier cost structure will protect cash flow and a core capability in weak market and release creator Operating leverage while market improved. taking. Thank you. 

发言人1   44:22
But I need the question comes from germany and from U. B. S. Please go ahead. Thank you with you all for your answering. Um so my question, if that include the profits outpace revenue growth significantly. 

发言人1   44:41
So could the management break down the impacts of business purpose, Operating efficiency, expense baselines? And if there is any one of factories? And for those increasement, uh, how sustainable are they in the long time? I thank you for your question in cue to the profit improvement were mainly driven by higher contribution margins across the core business and the lower Operating expenses for the core business. 

发言人1   45:15
Contribution margins they improve year on year in a quarter, a quarter driving the groups gross margin up six point and six point seven percent, eight points Young year to twenty eight point six percent at the same time of gap, Operating expensive fail fourteen one percent of the year. And there are three drivers. First, a lower cost. 

发言人1   45:37
The expenses baseline over the past of years will optimize and just door and age structure by spending manager manager pans, consolidating resources and reducing low productivity investment. And that this lower fixed neighbor cost and our break even point. So we also have a persistent baseline. 

发言人1   46:00
Second, increase Operating efficiency in housing transaction in new homes, gender in coverage or hypolito projects and including customer conversion, enhance ed transaction resilience. We also help stables monetization in a Better channel efficiency, joe profit growth and for existing homes, focusing on the priority listings and refund Operation support for connected to stories. Significantly blue state connectives for revenue and the profit contribution. 

发言人1   46:34
Secondly includes the unit economics and the business mip in new business. So we have central cucumber and ever find a customer ment lower. The material consumer in home renovation in rental services for contribution margin improved due to a mixed shift toward a next basis revenue products alongside the january Operating improvement in labor installation and post the least cost. 

发言人1   47:02
Looking ahead to the next next quarter under a neutral market assumption that lower cost the basin will contribute to support profits. However, marketing uh channel incentives in the service first line fields cost to max lunch with a quote on quarter due to revenue scale makes and also see the ality we will not simply extra late a single cautious profits but focus on achieving baLance for revenue and the profit growth. So if the market improves, incremental revenue will release stronger Operating leverage from the lower baseline, creating greater profit upside if pressure continues. 

发言人1   47:47
Healthy concerns to reduced profit sensitivity to market voluntier ity simply put, uh, where common structure increases both upside potential and the downside protection, but in the long, long this optimization build a health already function this step, this is step one out of h one of our strategic transformation, optimizing resources allocation for current markets. And this. Is how we can take the uncertainty. 

发言人1   48:24
Step two is directing limited resources toward initiatives that create customer value rather than just a cutting cast. And our ultimately later works through work flows evaluation event tis in the platform to we will in bad efficient resource allocation into already organization capacities ties to support sustainable growth. Thank you. 

发言人1   48:51
Miss that up. So the next question comes from小点，come from C, C, C. Please go ahead. Good evening with the help, and thank you for taking my question. Congratulations on your strong performance on you, too. 

发言人1   49:12
So the question is about existing homes in q to the existing home q ter GDP increased eight percent year year with contribution margin of six point one percent points. So how much of these stems from market, the recovery for this company Operations? And what metric demonstrates this already over? Thank you. 

发言人1   49:38
Thank you, shelton. I am happy to your old voice, but in short, my other marketing recovery provided a foundation for transaction value. Our existing home Operating ala didn't come from expanding our network of rising Prices. 

发言人1   49:56
IT came primarily from higher unit productivity within a stable network and a Better conversion of plastic m services value into revenue. The cell lta ious margin improvement confirms we didn't sacrifice profitability for growth specifically in future. The existing home transaction volume in our key cities recovered moderately with continual Price civilization providing some external support, and we health have that external support. 

发言人1   50:30
However, the Young, your help, each transaction Price remain adjustment, offering no Price. Tell wind in this backdrop, over to to existing from G, D, D grow is quite person. Get on a transaction for the group yeah at twenty five present yeah significantly outperforming the market that more direct answer so was higher unit productivity in our connected store network into to the connected storage election volume grew nearly thirty percent year year network scale didn't expand. The active stores and agents remain broadly stable year year about average transaction active connected store rose twenty six percent. This shows that our network is shifting from expansion to high quality Operation as earlier connective stores mature under platform collaboration deepens and that network values translates directly into higher per store altitudes and higher efficiency. 

发言人1   51:34
The second alpha was improved conversion or platform service area into a review QQ long链加platform service revenue growth twenty seven point eight percent ult链加GTP in a pires market，professional marketing, property presentation and transaction facilities, creative clear value and are increasingly chooser by the home owner as a thing from the existing home contribution marge row six point from preference points beyond year to sixty two, forty six point one percent, confirming growth wasn't close to the expense of profitability going in the head. We will monitor if connected store output and the platform service revenue conversion remain stable across different markets. And that going forward, we will focus more on the output of the connective store and also um whether the conversion remain stable across different markets to value the sustainable of this offer. 

发言人1   52:38
A. Thank you, mister. Our next question comes from building from series a. 

发言人1   52:49
Please go ahead. So i'm thank you for taking my question. So i'm for the income business. IT is also amazing. 

发言人1   53:01
So what just a cue to new home alpha as the uh Operation upgrade from traditional collaboration to integrated morally and the project service. So what's capabilities, sustainably courage value and those in the profit? How do you business gross margins collection a contribution margin collection cycles and developer creative risk? Thank you. 

发言人1   53:34
I'll IT but easy. So i'm in the first time of this yet a newland market remain under pressure. But in q two there with the improvement with the year on year sales declining among top one hundred developer, never into nine one three percent demand and the new supply increasingly concentrated in court high poley projects and upgrade oriented product. 

发言人1   54:00
So in this back job in our q to new home dually grow by one one two percent of Young here liming by improved the coverage of high collegial projects and higher conversion efficiency. Um firstly, we identified and collaborated with high quality and the newly launched projects earlier, improving our coverage and performance in market leading project. Secularly, we have refund and needs identification and project machine. 

发言人1   54:34
We effectively allocated the responses to high potential projects in conversion rate. So for the second half of this year, we assume the Marks will remain in adjustment with cautious consumer focusing on optimizing project mix and conversion to improve controllable Operating efficiency in a long time. Our new home business means to solve customer housing deficience not just extend the service tree, so in buyers market to consumer face complex choice in a multiple choice in the day, more than just access to the projects. 

发言人1   55:16
So um I think they need to understand the projects capability, product value and the comparisons with the nearby options and alternative shaves in terms of Price layout and also the amenities and whether their chief can be math and if and we are also loving from teachers section channel to the trip for cycle project services. So what we hope is that. We want to be consumer centric. 

发言人1   55:55
We want to provide for ancle services and integrating in that intra project research on production and sales and also so the decision making to a support their consumers consumer value drugs. This upgrade, given a per value photos from serving consumers Better. So in this direction, we are also building three competitions. 

发言人1   56:24
Firstly, we have earlier consumer insights and matching. We using where using data from existing home transactions such as end of viewings, we understand the demand on a uh demand to eight projects position and the marketing. We do see that this match between developer products and actual demands. 

发言人1   56:54
Can we translator products fn into comparable decision metrics? We turn complex factories like location, layout and naturalize and is into intuitive content. And we also have the explanation ation and also other uh services to help the decision making, for example. 

发言人1   57:23
And at quanto star river make levels, we have three community presentations and the layout analysis um which help consumers intuitively understanding the products improving on side conversion. Certainly we have end two other projects Operating comatter tude based on customer feedback. Now we lead customer analysis content and that channel cells for a project, and we also have the timer adjustment and resources allocation, for example. 

发言人1   57:57
But for our project, in some road, the developer helped to gain a local market knowledge. We reanalyses ed target consumers, we adjusted the feedback from the market, and we adjust to the sales strategy and the link channel acquisition with outside conversion in the health efficiency. But I think these capacities remain in early validation. 

发言人1   58:23
We will hear them for projects validating consumer value. For creating results and economics before scary in all of those projects. And though I think we need a sustainable validation and that we can have Better republication as we expand our way a service and as our service scope deepens. 

发言人1   58:56
We were many entrepreneurs, ms, and the even credit risk even more predictable, avoiding the unreasonable risk just to expand itc T. V. So in the long term, the growth will be built on deeper consumer understanding and accurate matching, ultimately translating into high quality revenue, healthy profitability and the strong cash collection. 

发言人1   59:24
And the weekend have high quality growth. Thank you. Thank you. Share your last question comes from britain from the是wifi。From civic, my question is on home renovation and care free. 

发言人1   59:49
So are a huge homer renovation revenue decline faster year a year, but contribution margins and private to significant of this decline and are only Justine largely complete when we're reverting the coverage? And how do you pay scale, contribution margins and livery quality y carefree and profitability or margins finally improves? And how do we ensure the sustainability? Thank you again for your question. 

发言人1   01:00:26
The industry is undergoing a product of supply demand restructure as property adjustment feeding into renovation, new home deliveries have drought, the companies that previously focus on your homes are flooding into the existing home market. Intensifying the competition in such an environment, navigating the cycle depends on the Operating quality, product competitors and delivery quality such a scale. The future of the decline stands from two factors. 

发言人1   01:01:11
First, we protectively admitted inefficient cities, stores and acquisition channels over the past year. Second, overall demand remains pressured due to fewer new home deliveries, which can directly with on the home renovation of business, while competitors are use Price cards in high channel service to fight for existing home customers. So this proactive adjustment is now largely complete. 

发言人1   01:01:44
We expect no fit of road based contractions this year despite pressure revenue contribution margins in private significantly centralized procured and finching organization, meaning lower matera costs. This is provider productivity per store also improved a year, the year and also four costs were optimized, indicating uh healthier retain capacity and cost structure regarding revenue recovery. But the contract of value is a leading indicator while reported revenue legs due to construction styles positively from the antimetric s like july show and visit improved quarter to due to restore the intern corporation and send no IT will take time to translate to revenue going forward. 

发言人1   01:02:35
We will not treat profitability for scale long term growth relies on delivery quality via frequent actions um and also in how to experience product competitor, which will be achieved through tailor renovation packages. As well as an integrated children at transfer tion centers. We are pursuing quality products and healthy probability as three pillars across strategy that I would give out our due course in revenue and profit on carefree rent. 

发言人1   01:03:24
So the unit on the medication gradually growth that away to less than seven hundred ninety thousand thirty four point thirty four percent of a year. Nothing was around the fourth thousand and eighty three million arb with the fifteen point three percent contribution margin up six point nine percent percent point this year year the year with year revenue declined with life care free friends iteration toward the lighter motivates revenue product profitability improved tude to the structure shift and genuine creating optimization. An in labor installation and poster these costs on top of this, whether we can sustain this profitability, I think, requires more than just acquiring more unit that requires managing an asset poor with a lower turn, fewer we least and higher reuse. 

发言人1   01:04:20
So this way, the costs related to labor and channel, you know, oil go slower than actual revenue. So going forward, I think we will focus on three years. First, realizing the unit under american portable to reduce the relieving channel cop. 

发言人1   01:04:42
As we see more units and management um more units are entering renewal. Our existing homes that are going for releases, we are going to take a proactive a lead management and deliver uh quality service. This will boost the renewal and also boost retention. 

发言人1   01:05:04
In q to the owner, renewal rate hit a seventy four percent, up four percent tage points, and the tenant to renewal rate had to fifty six percent of one percentage point. UVU. Second, including efficiency to a lower per unit liver cost. Q two managing units per SN manager rose four ty percent year year to around one hundred and fifty. 

发言人1   01:05:29
Going forward, we will pilot separating transition tasks such as sourcing and leaving from management task such as renewal and post believe to boost specialization and per personal efficiency and also can come into play we anna use the are planning to manage a scale complexity uh by optimizing service areas, the matching task scheduling as well as the many other we find Operational measures. Third, improving incremental scale quality will increase as a light products to withstand rental fluctuation. Additionally, failure to different city were going to adopt a different, he added, product solutions that we will achieve healthier unit economics. 

发言人1   01:06:32
Most importantly, service quality understands all of these improvements the weather, attention or owner defines to renew, I mean, hangers on, the reputation reproaches and also the channel costs. So we're going to pay special attention to reputation and lower gentle costs. So we believe profitability is only sustainable when services, experience, renewal and efficiency forms a positive cycle. 

发言人1   01:07:03
So where are solidifying this, the foundation to try plate our skill growth directly into profit growth? Thank you. Thank you, mr. 

发言人1   01:07:14
shoe. That concludes our Q. N. A. session. Thank you once again for joining us today. 

发言人1   01:07:20
If you have futher questions, please feel free to contact the I, R, T through the contact information provided on our world side. That concludes today's call, and we look forward to speaking with you next time. Thank you, and goodbye. 
