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全文摘要
公司在第二季度展现了稳健的财务业绩与业务进展，皮肤护理产品对总收入贡献显著，成为推动增长的核心动力。面对行业挑战，如消费者行为转变及竞争加剧，公司通过强化品牌建设和产品创新保持营收稳定增长。研发投资持续，加强全球创新中心地位。财务数据显示，净收入与毛利率健康增长，尽管营销成本上升构成挑战。公司宣布优化成本结构、提升运营效率的战略举措，包括人工智能整合与市场、产品组合精细化管理。领导层调整，新任CFO助力财务优化与战略执行。预计第三季净收入微降，强调预测将随市场变化调整。公司承诺持续与投资者沟通，并提供联系方式以便联系。

章节速览
00:00 2026年第二季度业绩发布及未来展望
本次会议讨论了公司2026年第二季度的业绩，并对未来业绩进行了前瞻性预测，强调了预测并非未来表现的保证，受多种风险因素影响。会议还提到了非GAAP财务指标的使用，并预告了问答环节。

02:14 第二季度业绩回顾与策略进展
公司在第二季度实现了稳健增长，皮肤护理业务表现突出，营收同比增长41.4%，占总营收的71.5%。公司持续投资品牌建设、产品创新和渠道发展，科学研发能力获外部认可，多项研究发表。品牌通过高影响力消费者互动活动提升品牌价值，同时优化成本结构，加速AI集成，以增强盈利质量和可持续性。

11:15 公司财务报告与领导层变动
对话围绕公司近期的财务状况和领导层调整展开，宣布了一位资深行业专家加入担任首席财务官，旨在优化成本结构与资源分配，推动盈利增长。财务数据显示，尽管净收入有所增长，但净利润和毛利率下滑，主要归因于库存准备金增加及品牌组合优化。运营费用比例上升，反映出在营销和消费者意识提升方面的战略投资。此外，报告提及了研发支出、一般管理费用的变动，以及现金及短期投资的持有情况，整体呈现公司财务健康状态与未来发展方向。

20:10 公司渠道扩展与营销效率提升策略
会议讨论了公司的渠道扩展策略，包括增加B2B和专业渠道以降低流量成本，以及通过优化内容创作、客户关系管理和财务纪律来提高营销效率。同时，公司正调整资源分配，聚焦高增长、高回报品类，减少对昂贵在线流量的依赖，旨在实现更高效、可持续的增长。

发言总结
发言人1
他主持了公司2026年第二季度财报电话会议，强调了讨论中包含的前瞻性陈述风险，提醒这些陈述不构成未来表现的保证，并提醒听众注意某些风险因素可能对公司的业务和财务结果产生重大影响。他/她还提到了公司将不承担更新前瞻性信息的义务，除了法律要求的。随后，他介绍了公司的经营情况，提及总收入增长5.1%，皮肤护理品牌贡献了71.5%的总净收入。公司致力于通过增强创新能力和深化消费者需求理解来加强其核心竞争力，并提到了一系列策略和计划，包括品牌建设、市场扩展和优化成本结构等。此外，他还提到了公司的财务表现，如净利润下降等细节，并对未来季度的财务预测进行了概述。在电话会议的最后，他接受了来自参会者的提问，并对公司的未来展望和战略方向做出了回应。

要点回顾
What are the risks associated with the company's future performance mentioned in the speech?
发言人1：The company's future performance is subject to certain risks and uncertainties, some of which are beyond the company's control, that could cause actual results to differ materially from those discussed. These risks are included in the company's filings with the Securities and Exchange Commission.

What were the revenue growth figures for the company in the second quarter?
发言人1：The company's revenue grew by 5.1 percent year over year in the second quarter against a challenging industry backdrop.

How did the company's skin care segment contribute to its overall revenue growth?
发言人1：The company's skin care segment contributed significantly to overall revenue growth by delivering another strong quarter with revenues increasing 41.4 percent year over year and representing 71.5 percent of the company's total net revenues.

What recent recognition did the company receive for its global innovation center?
发言人1：The company's global innovation center was recognized as a national high-tech enterprise and received the specialized and sophisticated distinctively innovative designation.

What is the third strategy priority mentioned and how is it being executed?
发言人1：The third strategy priority is to enhance the quality and sustained capability of the company's profitability. This is being executed by optimizing brand portfolio and focusing on disciplined management and resource allocation to improve cost structure and profitability.

What changes were announced regarding the company's leadership?
发言人1：Effective today, a new appointment has been made as the company's close chief financial officer.

What are the financial details of the company's second quarter performance?
发言人1：For the second quarter, the company's net revenues increased by 5.1% to 1.14 billion RMB, profit decreased by 0.8% to 843.8 million from 850.4 million, and the growth margin decreased to 73.9% from 78.3%. Operating senses increased by 7.7% to 975.7 million from 959.9 million, and general and administrative expenses decreased to 4.9% from 5.8% as a percentage of total net revenues.

What strategies are being implemented to further improve marketing efficiency?
发言人1：To further improve marketing efficiency, the company is focusing on channel expansion by diversifying to lower traffic cost channels such as B2B, offline distribution, and professional channels. Additionally, the company is reducing reliance on expensive online traffic and is applying a model seen in doctor wu's success to other skin care brands. Differentiated formats such as standalone stores in premium department stores and shopping malls, as well as distribution in OTC channels like drug stores, are part of the strategy.

How is the company responding to the rise in traffic costs?
发言人1：In response to rising traffic costs, which are an industry-wide trend, the company is shifting more resources to high growth and high return customer segments, now accounting for over 70% of revenue. The company is also expanding into B2B channels and professional channels, and rightsizing reliance on expensive online traffic. Furthermore, the company is improving content creation, customer relationship management (CRM) retention, and optimizing investment allocation with a focus on financial discipline and leveraging a AAAI agent. The goal is not to cut investment blindly but to support strong, efficient growth and improved profitability over time.


