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全文摘要
在讨论中，强调了AI模型智能和进化对提升其在不同场景下为用户服务价值的重要性。指出，随着模型能力增强，其价值显著提升，但需持续改进和创新以吸引付费客户。开放源代码文化促进了模型和算法的共享与改进，对AI领域产生积极影响。讨论转向AI代理如何根据客户需求定制服务，强调满足这些需求的重要性。一些公司选择专注于构建更智能的模型而非大额研发投资，利用这一策略竞争。AI在帮助公司获取市场份额，特别是对以前负担不起此类服务的小型企业而言，变得更为重要。Amber国际宣布战略转变，从数字财富管理转向AI代理技术，此举对公司财务表现产生积极影响，展现了公司在AI技术领域的进展和承诺，强调了对长期价值创造的关注。

章节速览
00:00 Amber国际第二季度财务结果发布会
本次会议宣布了Amber国际第二季度的财务成果，强调了讨论中的前瞻性陈述涉及的风险与不确定性。会议由AI代理主持人引导，邀请董事会主席、首席执行官、总裁、首席运营官、首席财务官等高层参与。会后将开放问答环节，欢迎提问。

04:02 公司转型为技术公司，聚焦AI代理开发
对话中，发言者宣布公司已成功转型为专注于AI代理开发的技术公司。他们详细介绍了第二季度的财务表现，包括收入、运营利润等关键数据，强调了从亏损到盈利的转变。此外，还提到回购股票和战略调整的成果，表明公司正从一个服务提供商转变为技术驱动型企业，未来将全心投入AI代理的构建，这是创始人自2017年以来的长期愿景。

06:41 AI Agent在金融服务业的应用与展望
对话探讨了AI Agent在金融服务业的应用，包括个人财务管理、账户分析和市场监控等方面。提及了AI Agent在提高服务效率和可靠性上的作用，以及其在财务数据和营销运营中的实际应用案例。同时，讨论了AI Agent在公司转型和业务结构优化中的潜力，以及未来将AI Agent作为核心业务的战略规划。

11:14 企业级代理系统运营与市场拓展策略
对话围绕企业级代理系统的运营与市场拓展策略展开，强调了从基础设施建设到代理市场推广的全过程，特别是中间环节的重要性。讨论了代理系统如何通过集成数据、工具和流程控制，实现高效、合规的运营。此外，还探讨了如何利用基础模型提升代理能力，同时保持对特定行业深度理解的掌控，以确保代理系统的可靠性和实用性。

14:46 AI代理在高价值领域的应用与前景
对话探讨了AI代理在高价值、高复杂性领域的应用，特别是金融行业。强调了AI代理结合专业领域知识的重要性，以及如何通过AI代理提高工作效率和客户体验。提到了AMBR品牌作为早期实践者，结合前沿AI技术和深厚行业经验，正致力于打造智能、个性化的AI代理服务，以满足用户对专业、智能助手的需求。

25:54 公司第二季度财务表现：收入增长，成本控制，迈向盈利
公司第二季度实现收入930万美元，同比增长8%。通过业务重组，分为高质量服务和数字努力两大类，其中AMM贡献显著。运营成本保持稳定，毛利率提升至29.15%，实现100万美元运营利润，对比前一年同期亏损3200万美元。公司强调财务纪律，计划撤回财务指引，专注于AI转型，展现新模型下的稳健财务表现。

32:52 AI Agent定义与价值探讨
讨论了AI Agent的定义，认为其不仅包含模型，还涉及执行环境和具体用途。强调了模型的智能性和开放源代码文化的重要性，以及如何通过定制服务为客户创造价值。此外，提到了教育公众关于构建AI Agent知识的责任。

39:45 AI Agent构建与市场竞争
讨论了在AI领域，构建能够独立运作的智能体并不需要巨额资金，关键在于理解正确的目的与用户需求。市场竞争中，即使有大量资金注入，也可能因目标不匹配或行业局限而无法有效推动AI技术发展，强调了正确的战略方向比资金更为重要。

42:51 AI技术在财富管理中的市场拓展与服务升级
讨论了AI技术如何在财富管理领域中开辟新市场，服务更多小客户，以及通过24/7全天候服务满足市场需求。强调了AI技术在提升服务质量、降低成本方面的优势，以及其对行业格局的影响，预计未来将吸引更多市场份额。

发言总结
发言人1
他首先介绍了Amber国际2022年第二季度财务业绩发布会，欢迎与会者并提醒仅限于听取模式，之后将有问答环节。会议被录音，强调了会议的正式内容及财务表现，包括收入增长79.45%，经营收入及调整后净利润实现盈利，特别强调了代理业务进展。他随后阐述了Amber国际的战略转变，从数字财富管理向专注于AI代理技术的科技公司转型，通过将专家知识转化为AI代理并推向市场。他强调了构建有效AI代理的重要性，不仅关注技术先进性，更理解其服务目的和价值，同时提到了开放源代码文化在促进AI技术演进中的作用。最后，他概述了公司对持续发展和未来季度业绩的乐观态度。

问答回顾
发言人1 问：What were the financial results for Amber International's second quarter of 2022?
发言人1 答：Revenue for the second quarter was $13.9 million, an increase from the first quarter's revenue of $10.1 million. Operating income was $1 million and adjusted EBITDA was $1.9 million, both turning positive from the loss reported in the previous quarter. Additionally, revenue from agents and access businesses was at $10.1 million.

发言人1 问：What is the new strategy introduced by the company?
发言人1 答：The new strategy introduced by the company involves building specialized AI agents, which is exemplified by the introduction of M-Br, a company that builds these agents.

发言人1 问：What is M-Br and what is its purpose?
发言人1 答：M-Br is a company that builds specialized AI agents, and it is a core part of the new strategy for Amber International.

发言人1 问：How does the company plan to utilize its AI agents?
发言人1 答：The company plans to utilize its AI agents across user platforms, including existing exchanges and brokerage accounts, to provide monitoring and alerts for financial services. The goal is to offer these services to a broader audience and to have the agents' authority and reliability verified before being opened to the public.

发言人1 问：What is the current status of the company's transition to AI agent-based operations?
发言人1 答：The company has started transitioning to AI agent-based operations, with substantial data campaign operations already being managed by AI agents. This transition is expected to be completed before the year, and the company plans to lay out the financial framework for this transition.

发言人1 问：What does the AI agent strategy involve, according to the company's CEO?
发言人1 答：The AI agent strategy involves operating the business, converting expertise into an AI agent, and then taking that agent to the market. The strategy is operational and aims to generate revenue by providing services to enterprise customers.

发言人1 问：What are the three key components that define a process in the context of the speaker's speech?
发言人1 答：The three key components that define a process, as mentioned by the speaker, are a defined process, a defined user, and the real situation. These elements are crucial when considering that the outcome matters to someone, and there is a model providing intelligence for execution.

发言人1 问：Why does the speaker believe that the model layer is important in an AI context?
发言人1 答：The speaker believes that the model layer is important in an AI context because it supplies intelligence, defines the operating environment, and determines the purpose and actions of the AI. This is why they emphasize the importance of competing at the model layer and using the most suitable models for a given job, whether they are from traditional sources or newer models.

发言人1 问：What does the speaker intend to own, and what are the components that make up this ownership?
发言人1 答：The speaker intends to own the layer sitting above the model, which involves deep understanding of a particular vertical, connections into the right tools and data, the design of the workflow and its controls, and the task of making general intelligence reliably operational in real-world scenarios.

发言人1 问：What is the first move the speaker wants to make with their AI interface, and what is its purpose?
发言人1 答：The speaker's first move with their AI interface is to place it in front of all current workflows, to teach it to understand and assist with the underlying workflow, and to ensure that the process is intelligent and connected at each step. The goal is to make the process automated, one step at a time.

发言人1 问：How does the speaker describe the revenue model shift they are anticipating?
发言人1 答：The speaker anticipates a shift from monitoring and operating the platform to agents getting paid directly for delivering outcomes. Over time, they expect this revenue model to specialize, with agents becoming the primary interface to capabilities and outcomes being valued by customers.

发言人1 问：What new role are agents expected to take on according to the speaker, and how will this affect customer relationships?
发言人1 答：Agents are expected to take on a more specialized role, becoming the primary interface to customer capabilities and the outcomes that customers value. This progression is anticipated to change how businesses grow, with agents delivering results directly to customers, rather than through traditional relationship managers.

发言人1 问：How is the speaker characterizing the evolution of their business model?
发言人1 答：The speaker characterizes the evolution of their business model as a transition from traditional business structures, such as adding relationship managers and manual growth, to a model where business is conducted by specialized agents and more efficient operations. The goal is to integrate their agents' functionality and scale the infrastructure to improve performance.

发言人1 问：What does the speaker indicate about the change in running AM (Artificial Intelligence for Marketing)?
发言人1 答：The speaker indicates that they are reviewing and altering the business structure of AM to integrate agents and some model functions, which will become central over time. Additionally, the speaker is changing operational aspects of AM to run their own agents and workflows, emphasizing the use of human judgment in contact centers and operations.

发言人1 问：How does the speaker describe the relationship between IT and AM in the context of their offerings?
发言人1 答：The speaker describes the relationship between IT and AM as complementary, where IT provides the foundation for the operating system, and AM focuses on specialized agents and the outcomes for customers. The offerings are positioned as the early stages of a transition that integrates IT with vertical-specific operations.

发言人1 问：What is the new MDR offering introduced by the company, and how does it differ from general AI interfaces?
发言人1 答：The new MDR offering introduced by the company is a specialized AI agent designed for high-risk, high-reward scenarios. It differs from general AI interfaces by intelligently curating content relevant to users and continuously helping them take action, backed by specialized domain expertise.

发言人1 问：What is the value proposition of the AMBR brand, according to the speaker?
发言人1 答：The value proposition of the AMBR brand, as explained by the speaker, lies in its deep domain expertise, financial input structure, experience serving sophisticated users, and detailed understanding of real-world high-risk workflows. These capabilities are believed to become increasingly valuable in an AI-driven world, especially when combined with frontier AI capabilities.

发言人1 问：How does the speaker view the role of domain expertise in the context of AI?
发言人1 答：The speaker views the role of domain expertise as crucial in the context of AI, especially when it comes to creating specialized AI agents. The expertise provides valuable context and understanding to AI systems, enabling them to perform tasks with intelligence that goes beyond simply providing information, as demonstrated by AMBRA's approach in personal finance.

发言人1 问：What is the purpose of the unified proposal across different segments and how is the company planning to evolve its product?
发言人1 答：The unified proposal aims to identify concentrated and correlated signals relevant to the company's holding strategy and market conditions. The company plans to continuously market specific conditions or tasks on behalf of their partners and to evolve the product significantly over time.

发言人1 问：What is the long-term ambition of the company regarding personal and professional financial management?
发言人1 答：The long-term ambition is to make personal and professional financial management as accessible and automatic as possible, historically only available to high net worth private banking clients, and to extend that capability to a broader customer base.

发言人1 问：What does the company aim to achieve with its new approach in different markets?
发言人1 答：The company aims to apply the same approach that worked in one market to others with completely different market, marketing, and operational teams. This involves aligning the understanding of objectives and workflows across various departments and overcoming the lack of commonality in these aspects.

发言人1 问：How is the company handling costs while expanding its services and what is the importance of the AMBR mark for the company?
发言人1 答：The company is focusing on maintaining clear rates for customers versus service costs, highlighting a lack of commonality between the markets they operate in. The launch of AMBR marks an important milestone for the company, with positive feedback received since then and a conviction in the direction the company is taking.

发言人1 问：What financial performance metrics did the company achieve, and what is the status of its financial guidance?
发言人1 答：The company achieved a significant change in revenue mix with higher-margin revenue growth, improved margins, and profitability. It maintained financial discipline, executed well, and improved from an operating loss to profit. However, due to the transition toward becoming an AI-driven company and the need for new financial performance evaluation frameworks, the company decided to withdraw its financial guidance until it has enough data for forecasting.

发言人1 问：What is the new business model the company is moving toward and how does it intend to manage growth and costs?
发言人1 答：The company is moving toward a more AI-driven model, with a focus on revenue growth, cost management, and achieving an Operating profit. It is still early in this transition, and there is significant work ahead, but the company is encouraged by progress and will continue to focus on execution and long-term value creation.

发言人1 问：What is the AIHUAIH's definition of an AI agent?
发言人1 答：The AIHUAIH definition of an AI agent is 'an agent is the model plus the honor passed post,' which includes both the model and the underlying process, especially the value proposition that the model provides.

发言人1 问：Why does AIHUAIH believe the model is the true intelligence of an AI agent?
发言人1 答：AIHUAIH believes that the model represents the intelligence because it is constantly improving and competing, thereby becoming more intelligent over time.

发言人1 问：What makes the output from an AI agent valuable according to the speech?
发言人1 答：The value of an AI agent's output is determined by the process and the context in which the model is applied. Its intelligence and increasing capability make it valuable, especially when solving problems for customers.

发言人1 问：How does AIHUAIH plan to serve its clients in the future?
发言人1 答：AIHUAIH plans to partner with clients, understanding their needs, and providing them value in the way they prefer, leveraging the company's deep understanding of purpose and extensive experience in building AI agents.

发言人1 问：Why does AIHUAIH believe that large internet companies don't need a large influx of funding to build AI agents?
发言人1 答：AIHUAIH believes that large internet companies have the capability to build AI agents without needing a large amount of funding because they understand the purpose of the agents and have experience in building similar systems.

发言人1 问：What are AIHUAIH's expectations for market share and service model accessibility?
发言人1 答：AIHUAIH expects to gain market share from competitors and believes that their service model will make high-quality services accessible to a broader market, including smaller customers who previously could not afford such services.

发言人1 问：What was the significance of the second quarter results for AIHUAIH?
发言人1 答：The second quarter results were the first evidence that AIHUAIH's pivot towards specializing in AI agents was beginning to manifest in the numbers, with the launch of the first two agents, Lilibet and Mia, in the market.

