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全文摘要
在这次Costco批发公司的电话会议中，讨论了消费者行为的变化，特别是在年轻消费者中对非必需品和食品类商品的持续购买意愿。公司强调了在非食品、食品和日用品类别中的消费者行为，以及对高价值商品的购买倾向。讨论还涉及了第三方配送服务的增加，显示了对购物便利性的重视，同时不影响实体店的访问。对于未来，Costco预计通过降低成本和提高效率来应对通胀，利用价格降低增加会员的价值感。同时，面临供应链挑战，公司通过价格调整和效率改进策略应对。会议还提到，尽管对“Give and Run Fund”的投资回报有限，公司继续通过非食品类和旅行产品领域的投资提升会员满意度。会员增长方面，公司对年轻会员和执行会员的增加感到满意，并对数字化转型持积极态度。对于未来，预计会员增长稳健，非食品类别的销售增长，特别是旅行和消费电子产品。面对通胀，通过库存管理和商品定价策略保持竞争力。总体上，Costco对市场环境持谨慎乐观态度，强调会员价值和数字化转型的长期战略将推动增长。

章节速览
00:00 Costco第四季度2026年财报电话会议
会议主持人欢迎参加Costco批发公司2026年第四季度财报电话会议，提醒参与者讨论内容包含前瞻性声明及其风险，提供销售数据的补充信息，并介绍CEO将发表开场评论。

01:53 全球仓库扩张与业务增长策略
对话概述了公司在过去一年中在全球范围内新开设28个仓库，包括美国、欧洲、加拿大、墨西哥等地，以及未来两年的扩张计划，目标是在2027财年再开33个仓库。同时，公司通过线上线下渠道实现了超过10%的销售增长，深化了会员忠诚度，扩大了市场份额，尤其在肉类、烘焙、电子产品和健康美容等领域表现突出。公司还强调了通过调整资源以提供高质量、相关且价格低廉的产品来满足会员趋势的重要性，以及在辅助业务如加油站、药房和旅游服务方面的快速增长。

04:21 Costco业绩回顾：燃油、药房及旅行业务显著增长
Costco在本财年实现了燃油业务的创纪录收益，通过提供价值导向的汽油产品帮助会员节省超过32亿美元。药房销售增长近20%，得益于数字化服务的扩展，如GLP1和生育项目，以及arx移动支付等便利措施，这些举措推动了双位数的处方药增长。旅行业务也表现出色，新增了全球多个目的地的旅游套餐，尤其是邮轮业务增长显著，有会员预订了价值218,000美元的邮轮行程。数字化销售突破33亿美元，同比增长超20%，通过与UBS和DoorDash的合作，进一步拓宽了会员在线互动渠道。

06:59 电商平台合作与会员策略提升业绩
对话强调了电商平台合作对业绩的积极影响，尤其是吸引年轻会员。这些合作平台的平均配送时间不到一小时，提升了便利性，且对核心业务影响有限。同时，公司通过增加会员权益和优化会员结构，尤其是提升年轻会员比例，实现了会员增长和消费提升。此外，公司利用关税退款为会员提供价值，如商品价格下调，进一步巩固了会员忠诚度。管理层对全球员工的贡献表示赞赏，强调了员工文化和正确行为准则对公司财务表现的一贯性支持。

09:21 2026财年第四季度财报：净收入与会员收入双增长
2026财年第四季度，公司净收入达29.98亿美元，同比增长12.4%，剔除非经常性收益后，仍增长13.3%。净销售额938.7亿美元，同比增长11.2%。会员收入184.9亿美元，同比增长7.3%，主要得益于高级会员渗透率提升。可比销售额增长9.4%，调整后增长6.7%。全球购物频率提升3.3%，平均交易额增长5.9%。会员续订率提高，北美地区达92.3%，全球为89.8%。

13:51 公司毛利率分析与供应链效率提升
对话深入探讨了公司的毛利率变化情况，指出尽管全年毛利率有所下降，但排除燃油通胀因素后，毛利率反而提升。核心商品毛利率下降，但供应链效率的提高促进了各品类的毛利率改善。特别提到，生鲜部门得益于劳动生产率的提高，而非食品类受益于销售结构的优化。此外，电子商务、药店和燃油销售的渗透率提升也对毛利率有正面影响。然而，生活成本的上涨，尤其是受中东冲突影响的商品价格，对毛利率产生了负面影响。最后，对话强调了退货退款及部分再投资作为非经常性项目对毛利率的影响。

16:21 公司第四季度财务表现与未来资本支出计划
报告了公司第四季度的财务数据，包括净收益、HDNA率、资本支出等关键指标的变化情况。指出HDNA率较去年同期下降，但核心增长利润未受影响。资本支出方面，第四季度支出为22.1亿美元，全年为64亿美元，预计2027财年资本支出将增至75亿美元，主要投资于新仓库建设和供应链优化。公司强调了在价值、质量和创新方面的持续投入，实现了稳定的同店销售额增长。

18:37 部门业绩亮点与消费者趋势分析
对话概述了多个部门的业绩表现，强调了健康美容、新鲜食品和特色商品的热销情况，以及通过引入全球趋势产品和优化价格策略提升会员价值的成功案例。同时，提到了食品部门的销售增长、健康包装食品的流行趋势，以及通过降低价格和提供高品质自有品牌商品来吸引消费者的具体措施。此外，还讨论了非食品业务如加油站和药房的强劲增长，展示了通过提供增值服务增加会员消费的策略。

21:29 成本与数字转型：Costco的供应链与电商策略
讨论了通胀对非食品商品的影响，特别是由于记忆成本和能源价格波动；提及供应链面临的台风和运河堵塞挑战，但整体影响可控；强调数字转型成果，包括APP流量增长、个性化销售提升及AI搜索带来的高转化率；宣布停止扩展市场服务，转而整合热门品牌以优化会员体验。

23:59 Costco投资价值传递与销售增长分析
对话围绕Costco的投资回报与销售增长趋势展开，强调了成员对价值的认可及非食品类销售的显著增长。讨论了价格投资的效果，认为这些措施增强了会员价值，尽管市场环境不确定，但Costco仍保持强劲的销售表现和市场占有率。

28:30 会员增长与质量提升：推动收入增长的关键因素
讨论了会员增长的多个驱动因素，包括新会员注册、年轻会员比例增加、以及执行会员和金星会员的渗透率提升。这些质量指标的改善，如记录级别的执行会员参与度和数字参与度，被视为忠诚度和未来销售增长的强信号。即使现有会员支出下降，会员质量的提升和健康的新会员注册率仍被视为长期收入增长的积极迹象。

31:18 业务恢复与会员增长趋势分析
对话回顾了一年前业务调整对业绩的影响，指出第一季度和第二季度受影响最大，第三季度开始恢复。对于即将到来的假期季，对销售前景表示乐观，特别是非食品类别的表现。关于会员增长放缓的问题，讨论了新会员注册持续增长和会员续费率的正常化，认为当前会员增长率处于健康状态，并强调了会员消费额提升的重要性。未来，亚洲市场的潜力和高消费会员的增长可能成为会员总数增长的催化剂。

34:23 成本上升与AI技术对商业策略的影响
讨论了供应商价格上调的可见性和应对策略，以及AI技术在优化商业机会中的作用，强调了成本控制、质量保证和数字化转型的重要性。同时，提到了年轻会员的增长趋势对俱乐部未来定位的影响，以及线上线下体验结合的必要性。

41:40 亚洲市场会员增长策略与挑战
对话围绕亚洲市场会员增长展开，讨论了亚洲国家如中国、日本和韩国的仓库会员数量虽高，但访问频率较低的问题。提出需提升会员参与度与消费频次，以实现长期价值。同时，对比美国市场，强调会员质量与经济成果的重要性，指出未来几年将聚焦于提升亚洲市场的会员质量与销售表现。

45:22 解读通胀影响与消费者行为趋势
对话深入探讨了当前通胀状况及其对非食品和食品类商品的影响，指出非食品类通胀主要源于消费者电子和能源相关产品。同时，讨论了消费者在经济环境下对价值导向和非必需品的购买行为，强调了消费者在寻求日常价值的同时，也愿意在感知到高价值的非必需品上消费。此外，还分析了年轻消费者的行为变化及成熟度曲线，以及对业务的潜在影响。

53:51 零售业通胀与价格趋势预测
对话围绕零售业通胀趋势及价格调整展开，讨论了中东局势、油价波动等不确定性因素对预测的挑战，以及行业通过提升效率和成本控制应对通胀压力的策略。预计未来三到六个月内，零售业通胀可能保持稳定，但存在不确定性。

56:47 第三方配送扩展与消费者需求适应性
讨论了第三方配送扩展对于满足年轻消费者对快速和便捷配送需求的重要性。指出过去五年中，通过优化流程，已将大型家具和电器的配送时间从五周缩短至三到四天，同时提升了当日配送效率，大多数订单能在客户期望的45分钟内完成。强调了这种配送服务对会员的吸引力，尤其是年轻群体，他们更倾向于即时配送，从而增加了门店的客流量。此外，配送服务的应用范围广泛，包括处方药和杂货配送，显著增强了与会员的关系。

58:49 成本压力与价格调整对销售的影响
讨论了在HDNA中看到的轻微成本压力，特别是健康护理和一般责任保险的增长速度加快。尽管如此，通过投资于GLP1项目，公司能够抵消部分影响，并通过提高会员价值和便利性来推动销售增长。此外，利用较低的药物价格和单位增长机会，公司在药房业务中实现了卓越表现。

发言总结
发言人1
首先介绍了会议情况，明确身份为Amy，担任Costco批发公司2026财年第四季度财报电话会议的协调员，并提醒听众电话线路已静音以防止背景噪音。随后，他将会议移交给Gary Miller，Costco的首席财务官，接着Gary Miller介绍了Costco的2026财年第四季度财务业绩。他讨论了年度财务亮点，包括新仓库的开设、销售增长、市场扩张计划以及对未来的展望。他还提到了一些具体部门和业务的业绩，强调了Costco在零售、能源、医药、旅行等领域的成功。他讨论了公司面对的通胀情况及其对财务的影响。尽管提到整体通胀相对稳定，但因会计处理方式，特别是后一季度需承担全年通胀影响，导致在该季度内出现了较大的生活费用上涨（LIFO）计算。他还提到了公司为抵消这部分通胀而采取的措施，比如通过成本节约和效率提升来控制价格上涨，最终导致大约1.5%的总库存成本增加。此外，他还回应了关于消费者行为、年龄结构、新平台（如第三方配送）对公司影响的问题，强调了消费者在寻找价值和非必需品时的平衡需求，以及公司如何通过提供便利和经济的选项来满足不同消费者群体的需求。最后，他还讨论了成本压力和未来策略，表示尽管面临挑战，公司仍致力于通过优化运营和增加价值来满足会员需求。

要点回顾
What are the highlights of Costco's fourth quarter and fiscal year 2026?
发言人1：The highlights of Costco's fourth quarter and fiscal year 2026 include the opening of twelve warehouses, including a relocation in Taiwan and ten new in the U.S. During the fiscal year, a total of twenty-eight new warehouses were opened, with three real estate locations for a total of twenty-five new buildings. This brings the worldwide warehouse count to nine hundred and thirty-nine. Plans were also made to open thirty-three warehouses in fiscal year 2027, including five brutal locations.

What are the planned warehouse openings for fiscal year 2027 and what regions will they be located in?
发言人1：For fiscal year 2027, Costco plans to open four buildings in Europe, five in Canada, and one in Mexico, along with having a strong pipeline of new warehouses planned for Asia, Australia, and other international markets.

What performance achievements did Costco achieve in its fiscal year 2026?
发言人1：In fiscal year 2026, Costco's performance achievements included top-line sales growth of over ten percent, expanding its market share by deepening member loyalty, and capturing a larger share of wallet. The success was anchored by its member-driven model, with buyers anticipating member trends and adjusting resources to offer high-quality, relevant products at low prices. This strong performance was seen across departments such as meat, bakery, major electronics, health and beauty aids, and ancillary businesses like gas, pharmacy, and travel, which all grew at a faster rate than the overall grocery.

What record did Costco's gas business achieve and how much did it save its members?
发言人1：Costco's gas business achieved a record year by driving member value through top-tier gasoline at a time of rising prices. The business had the highest penetration of U.S. member households purchasing gas, reaching an all-time high. During fiscal year 2026, Costco estimates that they saved their members over three billion dollars versus the average price at the pump in the markets where they operate.

How did Costco's digital initiatives contribute to member value and convenience?
发言人1：Costco's digital initiatives contributed to member value and convenience through programs such as LGL, P1, and fertility programs, as well as digital options like Alexa mobile payments,路边和取件锁定柜。These programs led to double-digit script growth and more than offset headwinds from lower prices due to Medicaid maximum fair price changes in the quarter. The company is excited to partner with Scanwell Systems to develop Medicare advantage benefits. The costco travel business added new packages and worldwide destinations, with vacation packages, cruises, and car rentals all growing double digits.

What are the demographic trends in Costco's membership base?
发言人1：The demographic trend in Costco's membership base shows that the membership under forty has grown nearly sixty percent since the COVID-19 pandemic, increasing the total penetration of members under forty to more than a quarter of the total base. While these younger members started with lower spending, they tend to grow into higher spending members over time.

How were the initial tariff refunds utilized by Costco and what impact did they have?
发言人1：The initial tariff refunds received by Costco were utilized to give value back to members, primarily through price reductions on a number of items in the second half of the quarter, including everyday items, produce, meat, and some non-food items. This resulted in increased member value and satisfaction.

What were the membership income growth rates excluding and including the membership increase?
发言人1：Excluding the membership increase, membership income grew six point eight percent year over a year. With the membership, there was a year over year benefit from the increase.

What were the renewal rates for the quarter and how do they compare to the previous year?
发言人1：The renewal rate for the quarter was ninety two point three percent, up ten basis points from the previous quarter. The worldwide rate was eighty nine point eight percent, also up ten basis points.

How did the reported gross margin rate compare to the prior year and what was the impact of gas inflation?
发言人1：The reported gross margin rate was lower by eleven basis points year over year at seven point zero two percent, compared to eleven point one three percent last year. Excluding gas inflation, the gross margin rate was higher by twenty basis points.

What were the changes in core on call and core on core margins, and what factors drove the improvements?
发言人1：Core on call was low by thirty two basis points and lower by nine basis points excluding gas inflation. Core on core margins were higher by eighteen basis points, driven by supply chain efficiencies across all categories, particularly fresh non foods, food and sundries.

What was the impact of the LIFO charge in the quarter, and how does it compare to the inflation rate?
发言人1：The LIFO charge in the quarter was much larger than the inflation rate as a result of the need to true up LIFO. The magnitude of the LIFO charge was significant in the quarter.

What was the impact of the LIFO on the company's results and how is it characterized in the financial reports?
发言人1：The net impact of the LIFO was nine basis points with and without gas inflation, which is characterized as a non-recurring item and excluded from core growth margin results.

How did the reported HDNA rate change year over year and what was the impact of gas inflation?
发言人1：The reported HDNA rate was lower or better by twenty seven basis points, coming in at eight point nine four percent compared to last year's nine point two one percent. Excluding gas inflation, HDNA was lower or better by two basis points.

What were the changes in interest expense and income tax rates?
发言人1：Interest expense was forty four million dollars compared to forty five million dollars last year. Interest income was two hundred and nine million dollars compared to one hundred and sixty nine million dollars last year. Income taxes were twenty five point two percent compared to twenty five point six percent in the prior year's quarter.

What is the company's capital expenditure outlook for the upcoming fiscal years?
发言人1：For fiscal year 2027, the company is planning approximately seven point five billion dollars in capital expenditure, predominantly due to growth in the pipeline of new warehouses and continued outside spend on supply chain efficiencies.

How did the company's comparable sales grow and which departments were the top performers?
发言人1：Comparable sales grew in the low single digits, with top-performing departments being grocery, jewelry, home furnishings, housewares, small electronics, and health and beauty.

What were some of the key items that drove the fresh comparable sales growth?
发言人1：Fresh comparable sales were led by double-digit growth in the bakery and meat departments, with the addition of new indulgent items contributing to the growth in the battery department.

What was the impact of the new food court, and how is the company addressing supply chain disruptions?
发言人1：The new food court is returning to all U.S. locations starting this month with sales growth in the low to mid single digits. The company is addressing supply chain disruptions due to recent typhoons and the Panama Canal issues, and product flow is relative smooth. They continue to watch fuel costs closely.

What changes were made to the company's marketplace offering and what is the impact on member experience?
发言人1：The company discontinued its extended marketplace offering, Costco Next, and integrated popular items and brands into the Costco.com website to improve the member experience and increase sales. This change is not material to the results during the quarter.

How are personalization efforts and AI search influencing the company's sales and member interactions?
发言人1：Personalization efforts including enhanced product placements and email communications are resonating with members, leading to triple-digit growth in sales from personalized initiatives. AI search group traffic grew by triple digits for the second consecutive quarter and shows the highest conversion rate. AI search is a top performer in sales, with the costco membership also originating from AI searches, indicating strong positive sentiment.

What are the upcoming release dates and times for the company's financial reports?
发言人1：The company will announce the sales results for the five weeks ending October 4 on Wednesday, October 7, after the market close.

What are the expectations regarding the impact of investments in Price and the projected same store sales growth?
发言人1：The speaker suggests that the investments in Price are aimed at reinforcing costco's value proposition, and while there has not been a significant change in the trajectory of monthly sales, they remain robust. If the investments do not move the needle as significantly as expected, it may indicate a return to historic levels of same store sales growth for Costco.

How is the company evaluating the return on its investments in Price?
发言人1：The company is evaluating the return on investments in Price by observing member behavior and reactions to new items and focusing on the resilience in member spending and their willingness to spend. They see members responding positively to the quality and value items offered. Additionally, non-food sales have shown strong performance, and there has been a record level of executive membership penetration.

What factors are contributing to the company's positive membership growth?
发言人1：The company's positive membership growth is attributed to the resilience in spending among members, the introduction of exciting new items of great value, robust sales despite higher gas prices, strong non-food sales, and a younger demographic showing increasing membership penetration. The company also noted strong growth in travel, record levels of executive membership penetration, and a renewed focus on value in light of the removal of IDMs from the store.

How has the reduction in IDMs affected the business and what is the outlook for the holiday season?
发言人1：The reduction in IDMs had the biggest impact in the first and second quarters, with a slight normalization in the third quarter. The company feels very good about the holiday season due to a strong buying line-up and the positive response to quality goods. The outlook for the holiday season is positive.

What measures are being taken to reverse the declining trend in membership growth?
发言人1：To reverse the declining trend in membership growth, the company is focusing on the normalization of the growth and the overall annual renewal rate that will be published each quarter. They anticipate a more typical growth rate for the upcoming year based on recent quarterly results and the balance between continued growth in the membership base and an increase in the spend of those members.

What is the process for anticipating and responding to commodity price increases?
发言人1：The process involves monitoring commodity prices over time, ranging from thirty to ninety days, and collaborating with vendors to manage and mitigate the impact of these price increases on product prices.

How is the AI-powered search tool beneficial to members and what is its current impact on sales?
发言人1：The AI-powered search tool helps members find items and consider different products and services, emphasizing the value of Costco memberships. It has led to significant traffic growth and triple-digit sales growth from search activities on AI tools, contributing to a robust digital presence and stronger member engagement.

In what ways are new members impacting Costco's strategy and warehouse experience?
发言人1：New members, particularly younger and more digitally savvy ones, are influencing Costco's strategy by increasing robust digital growth and driving strong membership sign-ups. Younger members often start their engagement with Costco through digital channels, and there is a focus on personalizing the experience and integrating online with in-warehouse experiences to enhance value and improve engagement.

How does the performance of warehouses in Asia compare to others, and what is the strategy for improving member engagement in these regions?
发言人1：Warehouses in Asia, such as China, Japan, and Korea, have a higher number of members but lower visit frequency compared to other markets. The strategy involves increasing the frequency of visits and engagement with existing members to improve their shopping experience and loyalty, leading to better economic outcomes.

What is the outlook for membership growth and quality in new and existing warehouses?
发言人1：The outlook for membership growth is positive, with a focus on quality and member engagement. While some new warehouses may experience high membership growth initially, the emphasis is on long-term value and renewal rates to ensure sustainable growth and quality in the member base.

What is the current rate of inflation and how has it been categorized?
发言人1：The current rate of inflation is running in the low single digits and is considered stable overall. The increase in non-foods inflation has been mainly in memory costs on consumer electronics and items related to oil, such as gas prices and patrol and based items.

Which categories have experienced inflation and which have seen deflation?
发言人1：The areas where inflation has been seen are non-foods, particularly consumer electronics and oil-related items. There's still inflation in certain commodities like resistance, steel, and flowers, but there's also deflation in items like eggs, darrion, butcher, and cheese.

What does the LIFO calculation method imply for inflation reporting in the given quarter?
发言人1：The LIFO (Last-In, First-Out) calculation method requires recognizing the full inflation for the year in the final quarter. Since inflation was consistent throughout the year, the large LIFO charge in the quarter reflects the overall inflation for the year, which would otherwise be spread out evenly across each quarter.

How significant is the impact of LIFO on the reported inflation for the fiscal year?
发言人1：The impact of LIFO on the total inflation for the fiscal year is about one and a half percent. This is based on the total LIFO charge of slightly north of two hundred million dollars divided by the total inventory on hand in the US.

How is the strength of the consumer characterized, particularly across different income levels and service categories?
发言人1：The strength of the consumer is characterized as resilient, with a willingness to spend on discretionary items offering great value. They are thoughtful about spending on everyday items and also willing to buy items with more price in categories such as non-food, food, and sundry items. Examples of strength include strength in non-food items like tires, housewares, health and beauty items, and indulgent items in the fresh category such as bakery and beef.

What is the trend regarding the YPG curve for younger members and how is this expected to impact membership spend?
发言人1：The YPG curve for younger members shows that as they progress through their 30s and 40s, they reach their peak maturity and largest spending patterns due to higher income levels. At this stage, they also tend to have the highest spend per member. As members invest in higher-level memberships and engage more in gas purchases, there is an expectation that this will drive incremental spend per member.

How is the third-party site expected to impact membership engagement and overall spending?
发言人1：The third-party site is expected to bring more choice to members, potentially leading to incremental engagement and increased spending. Data shows that members engaging with one of the platforms have generally led to positive indicators of continued spend and growth with members.

What are the expectations for grocery inflation and industry volume over the next three to six months?
发言人1：It's difficult to predict the future of grocery inflation due to uncertainty around global events such as the situation in the Middle East and potential future tariffs. The recent past provides the best reference for recent quarters, and while there seems to be an inflection point for grocery inflation to rise from low single digits, the industry's response to the pressures on lower-end retailing is uncertain. The impact of persistent class pressure on grocery prices is also in question.

How has the company's approach to inflation been so far, and what are their plans moving forward?
发言人1：The company has experienced a relatively stable environment for inflation and plans to continue finding cost savings and efficiencies to manage prices and drive up sales.

Is the expansion into third-party delivery services seen as a solution to improve delivery speed and customer satisfaction?
发言人1：The expansion into third-party delivery services is seen as a way to meet the needs of consumers who prefer faster delivery speeds and convenience, especially among younger customers.

What improvements have been made in delivery times, and how has it affected customer experience?
发言人1：The company has made significant improvements in delivery times, reducing them from more than five weeks to three to four days, which has positively affected customer experience.

How is the new delivery service utilized by different customer segments, and what types of deliveries does it support?
发言人1：The new delivery service is utilized by a subset of customers, particularly younger ones, who appreciate the immediacy of delivery. It supports a broad range of deliveries, including prescription and grocery deliveries, and is seen as an addition to the overall relationship with members.

Are there specific cost areas within the company that are seeing more pressure, and what is the outlook for cost leverage?
发言人1：The company is seeing more pressure in general liability and healthcare costs, which are growing at a faster rate. However, they expect to maintain leverage in the model and continue to manage these headwinds.

Has the recent pricing change impacted sales, and what could be the effect of future price adjustments?
发言人1：The company did see a bit of leverage during the quarter from recent price changes, but there is no specific information about the impact on sales. There is a possibility of larger headwinds next year from further pricing cuts.

What are the expectations for productivity and value creation as the company drives top-line growth?
发言人1：The company expects to continue to find ways to offset impacts and drive more value for members through investments in programs. They are confident in their ability to create convenience and momentum in their business while managing underlying headwinds.

How has the company responded to lower prices in the pharmacy sector, and what is the impact on unit growth?
发言人1：The company has capitalized on lower prices in the pharmacy sector to achieve more unit growth, with significant investments made that have resulted in fantastic unit growth in both the pharmacy and core business.

What percentage increase in membership accounted for the company's growth?
发言人1：Canada membership accounted for less than one percent of the company's growth.

What are the strategies being used by the company to manage costs and offset inflation?
发言人1：The company is focusing on finding ways to lower costs and increase efficiencies to offset commodity price inflation.


