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发言人1   00:00
Good morning, everyone, and thank you for joining us for android dynamics fiscal twenty twenty seven first quarter earnings call. Judged me today is Steve trovers, Angel dynamics executive vice president and chief financial officer. Before I get into our results and want to start with them, an important update, our board has completed a comprehensive search for my successor. 

发言人1   00:29
I am pleased to share an aircraft will be joining us as president and chief executive officer effective november second. Eric brings more than twenty years of leadership experience and medical devices and life sciences. He most recently served as global president. 

发言人1   00:51
Life signs are getting, and before that, he LED getting one point two billion dollars north american business where he accelerated growth, deliberate, sustained revenue gains and a strengthen Operational performance. His career spends the cardiff asked lar and diva cup urology and oncology markets with senior leadership roles at abbot askar, packin, dicon confusion and boston scientific. That combination is exactly what our board was looking for, someone who's driven real growth and profitability in large, complex organizations and who knows our markets. 

发言人1   01:38
First hand, I am confident that he's the right person to build upon the foundation that we've put in place, and i'll remain closely involved, make sure that we have a smooth transition. I want to thank our board, our search committee and everyone across this organization. We have to make this happen. 

发言人1   02:00
Now moving on to results. We grew total revenue by approximately seven percent LED by strength in our bed tech segment, which grew more than thirteen percent. That's clear evidence that the strategy guiding our transformation over the past several years keeps paying off. 

发言人1   02:22
As a result, main tech now represents approximately forty nine percent of our total revenue, and that mix shift is only gaining momentum as we move through the year. Starting with orion, which remains one of the most consistent growth engines in this business. This quarter marked are twenty first consecutive quarter of double digit year over year growth. 

发言人1   02:50
We're taking share across both the hospital and office space laboratory settings with international adoption building as well. We're also advancing enrollment in our ambition BT, K study, which we believe will support the long term clinical case for orion below the need. Turning to mechanical from beacon. 

发言人1   03:16
my. We're also growing above market this business. And the reason is simple. We have the most visual product on the market and the commercial team that is executing at high web, and we're taking share from mark petters, out of fact, is building real momentum as more hospitals continued to adopt IT. In addition, we're really pleased with progression. 

发言人1   03:42
Our alpha return blood management system IDE trial to further strength in our position, and geometry is working through a tougher cup right now. But the underlying demand for the product remains strong, and we expected to return the more Normal growth as the year progresses. Finally, nator wife continues to fundamentally change the landscape of men's health care by improving outcomes in preserving quality of life through an innovative procedure for men. 

发言人1   04:18
Intermediate risk prostate cancer reimbursement progress remains a key driver, including the positive mac cover's decision that we received last quarter, and they are now working with the additional regions with the goal of building towards consistent nationality coverage. Is this an interest and procedure volumes and prostate care remains strong. We also receive FD, A approval where our relief study, which is evaluating nana wife for the treatment of BPH, A condition affecting millions of men and a market opportunity we estimate, and appropriately, one point nine billion dollars, an important step in expanding where this technology can help patients are met device segna through approximately one percent. 

发言人1   05:14
This that this remains a steady, reliable performer, providing the consistent cash flow that funds are investment in mid tech platforms. Before I turned things over to leave, I really want to thank our team, the work happening across the companies reflected in this quarter's results and his driving future growth ahead. We compete in large, fast grown markets, and we are position to win. 

发言人1   05:43
Looking ahead, we have real catalyst in front of us, continued progress and have a return expanding the universe, onic covers for nano life and ongoing enrollment in our ambition B, T, K, study, each of which will create new opportunities. This all comes back to patients. First, we believe people living with some of society y's most chAllenging diseases deserve trust and solutions that deliver real care and Better outcomes. 

发言人1   06:18
When we deliver on that, we deliver value for everyone we serve from patients and physicians rush shareholders. Now I turn on IT over to Steve to review the financials for the quarter. Thanks, jim. 

发言人1   06:33
In good morning, everybody. As always, before I begin, i'd like to direct everyone to the presentation on our investor relations website summarizing the key items from our quarterly results. Unless otherwise noted, all comparisons will be the first fiscal quarter of twenty twenty seven versus the first fiscal quarter of twenty twenty six. 

发言人1   06:53
Company top eline revenue performance was strong again in the quarter. Revenue increased six point nine percent to eighty point nine million, driven by growth across our matteh segments. Metek revenue was thirty nine point nine million, thirteen point two percent increase for the first fiscal quarter. 

发言人1   07:10
Our med tech platforms comprise forty nine percent of our total revenue compared to forty seven percent a total revenue a year ago, reflecting the ongoing shift to our business mix. We remain on track for our md text segment to comprise a majority of our overall revenue base during this disco year. Within our own text segment, our rm platform contributed eighteen point nine million in revenue, growing fourteen point seven percent compared to last year. Orion has now delivered double digit euro year growth for twenty one consecutive quarters. 

发言人1   07:42
This above market growth continues to be supported by our strategy to ship more of our athletic business towards the hospital side of care, while we keep growing our customer base across both the hospital and o bl settings, along with ongoing international adoption following RCE mark approval, we're confident the long term opportunity for our mechanical from back to me portfolio combined, andy back and alpha's sales were twelve million, an increase of six point seven percent year over year in the quarter out of that continued strong trajectory, generating revenue of four point five million, representing a thirty seven point four percent year over year increase as well as growth of six point four percent sequences. We're also pleased with the trajectory of antioch, which generated revenue seven point five million. And while this represented a five point nine percent europe, your decrees in jvc grew nine point one percent sequentially. 

发言人1   08:36
On the clinical front, we are encouraged by the ongoing progress in our alpha return and Angel bac right sided effect of andecy tes IT studies, both of which are seeing strong and romen turning in nAnnie. Total revenue was eight point three million, an increase of twenty nine percent, with probes growing twenty four point one percent and capital sales growing fifty three point five. Probe cells are primarily driven by demand for nana night in prostate care, and we had record procedure volumes during the quarter. 

发言人1   09:08
Additionally, as systems are placed and new physicians and providers experienced improved patient outcomes, our technology enables we expect them to drive continued increases in potila zing going forward, I will know that capital sales are always one b quarter quarter, so we would not expect capital to grow at. 请关注公众号思维纪要社，更多纪要请加V西安20210130。This way going forward, take you to view disposal as the bill weather for this business. 

发言人1   09:38
In the first quarter, I made device agent increased one point four percent year over a year with revenue of forty one million. This business generates consistent cash and profitability, allowing us to continue to invest in the growth of our med tech platforms. That out moving down the income statement, our gross margin for the first quarter of FY twenty seven was fifty nine point four percent of four hundred and ten basis point increase from the first quarter of FY twenty six, driven primarily by favorable pricing and the ongoing revenue mix shift towards medical ch, which partially offset by the manufacturing transition and global inflation, all of which were in line with the company's expectations. 

发言人1   10:16
Gross margin also benefit from terrify funds received during the quarter, and absent that benefit, gross margin wood have been fifty seven point eight percent. We expect gross margin to be higher in the first half of the fiscal twenty twenty seven, then in the second half, and we remain on track for full year gross margins to be within our guided range of fifty four to fifty five percent. Total Operating expenses, which include RNDS, GNA, amatis, ation and non recurring items in the quarter, were fifty five point three million, representing sixty eight point four percent of sales if there are just fifty two point five million or sixty nine point four percent of sales last year. 

发言人1   10:54
Turning to rd, our research and development expense with eight million, or nine point nine percent of cells compared to six point four million or eight point five percent of cells a year ago. We remain committed to investing in our the initiative to support the long term growth of our mat tech segment, and we're targeting approaching ten percent of sales going forward. Sg na expense to the first quarter of FY twenty seven was forty two point five million, representing fifty two point five percent of cells compared to forty point seven million or fifty three point seven percent of sales a year ago. 

发言人1   11:30
On a gap basis, are net loss for the first quarter with seven point one million or a loss per share of seventeen cents compared to a net loss of ten point nine million or a loss per share of twenty six times a year ago. Our adJusting net loss for the first quarter of FY twenty seven was one point eight million or an adJusting loss per share of four cents compared to an adJusting nett loss of four point two million or adjusted loss pressure are of ten cents in the first quarter last year. But adjust that ebitda on the first quarter of FY twenty seven was five million compared to adjust that ebit on two point two million in the first quarter of twenty six. 

发言人1   12:06
Touching briefly on terrorist terribul ly IT expenses were point nine million during the quarter compared to one point seven million for the prior year quarter. This is in line with our expections. Additionally, we did receive one point two million of terf refunds during the quarter, resulting in a net terf benefit about four hundred thousand. 

发言人1   12:26
Turning to cash. In the first quarter, the company used fifteen point three million of cash from Operations, in line with our expectations. We ended the quarter with thirty four million in cash, and we maintain a strong debt free baLancer. 

发言人1   12:40
We also remain on track to generate positive cash flow from Operations for the full fiscal year. Turning the guidance for fiscal twenty seven, we continue to anticipate net sales to be in the range of three hundred and thirty six to three hundred and forty one million. Representing growth that between five and six and a half percent over fiscal twenty six revenue of three hundred and twenty point two million within each of our businesses. 

发言人1   13:03
We expect my tech net sales to grow twelve to fifteen percent year over year, and we expect my device sales to be roughly flat for fiscal twenty seven. We expect gross margin to be in the range of fifty four to fifty five percent. We expect the justice eva to be in the range of thirteen million to sixteen million. 

发言人1   13:21
And finally, we expect adJusting loss for share in the range of twenty nine to twenty four cents. We expect the impact from terrorists to be broadly similar to fiscal twenty six based on our current view of the terrorist situation, but this remains dynamic and clearly subject to change. So with that, I turn to back to gym. 

发言人1   13:40
Thanks, Steve. For we close, i'd like to say a word about our leadership transition. Leading Angel dynamics has been the privilege of my career, and i'm incredibly proud of what our team has built together over the past ten years. 

发言人1   13:58
Together, we set a clear direction, build a strategy to transform this company and created a robust product portfolio that competes in winds in large important markets and has not been easy. But this team has done IT, and i'm very confident that our strength will Carry forward. I have full confidence in eric and in our organizations ability to keep executing at a high level through this transition. 

发言人1   14:30
With that, Operator, let's open the line for questions. Thank you. If you'd like to ask the question, please press start one on your telephone y pad. A confirmation tone will indicate your line question. 

发言人1   14:45
You may first start, too, if you like to remove your question from the you for participating speaker equip IT may be necessary to pick up your hand before pressing the starkey. Our first question comes from the line, a Frank taken in with lake street capital markets. Please see with your question. 

发言人1   15:05
great. Thank you for taking the questions, and congrats on the progress in the the new CEO appointment. And nor I if i'd like to follow up how you think about once the equipment is placed in the timeline to really scaling to a higher utilization rate. 

发言人1   15:20
I see fisco q four had a really nice placement quarter and then you had a nice placement quarter and physical key on again, how should we think about when these systems might start really contribute to the disposable business and in that rap p expectation? Good morning, Francis's. thanks. 

发言人1   15:37
Thanks for the question. Um so I think IT is the capital placement is a good way to think about driving in the night. But we think that the Better way to think about IT as we is disposable growth yeah, we talked about before. 

发言人1   15:49
We've got a number of different placement models with nanny, particularly in the prostate space. We're continuing to sell systems, were also placing systems during the quarter, getting him in the hands of europe gist. As we said in the past, we don't want access to capital to be a governor on whether or not a europe gist chooses nanni for their practice. 

发言人1   16:07
So we've been very pleased with thEpace of capital sales that we've seen over the course of the last six, eight quarters. As we've talked about, right? Q four was a very strong capital. Q one was another strong capital sales quarter, but we think that the right way to look at this business of the disposable cells and we've been really pleased with the trajectory of the disposable sale growth that we've seen sequentially as well as as year over year. 

发言人1   16:28
So yes, utilization is a good way to think about IT, but utils ation is gonna be variable from from system to system depend upon where we place IT if it's going into a system that has had experienced with non life in the past. As jim talked about, this variability in thEpace of adoption based upon reverse in in particular area, we've been very pleased with the with what we've seen sense we ve got to CPT one code and certainly with the palette c decision that we talked about last quarter. So all of trending in the right direction. 

发言人1   16:56
We think they're all showing very healthy science for nano knife starting capital sales. But more importantly, they looking at those disposable cells, very helpful. Maybe i'm mechanical from back to me and know we have talked about in the past some of the commercial enhancements you get have implemented over last few few quarters, maybe update on uh, some of those and whether or not those were kind of drivers in the quarter or or still waiting for some of the new heads to start a contributing. 

发言人1   17:22
And we can see that as a second half contribution in the mechanical th victim business. Yeah, Frank, we expect a candle from back to me to continue to grow. As we ve talked about coming into this year, we're really excited about the combined angy alphabet business together. 

发言人1   17:36
We think angy of that is a little bit more niche right now. We expect that to be kind of in the single digit growth, and we expect alphabet to really be driving that growth. We're definitely seeing the contributions from some of those changes that we made in the commercial organization. 

发言人1   17:50
I expect those to continue. We're also just seeing continued enthusiasm for physicians. We've got their hands on our product. As jim says in the past, we really believe we ve got the best product out there. 

发言人1   18:00
And the more that we can get that process in the hands of positions, they're going to choose alphabet for p, they're going to choose andy of for those cases where andy of act is the is the right product line. So yeah, I expect to see continued benefits coming from all of the changes were making in the in the commercial organization. But as we continue to just give more products in the hands of physicians, we expect that to also be a cattle is for growth. 

发言人1   18:21
We mentioned in the prepared reMarks, we're really excited about thEpace of our alpha return IDE in rollman to add blood return as another option to this product line. So the continued development of the products, the line extensions, getting more people time in the sales organization and just getting more proxy in the hands of physicians are all going to continue to contribute to that growth over the course of this year. Very helpful. 

发言人1   18:46
And if I can discrete one more in maybe related to the cash usage of a fiscal q one is your highest cash usage quarter of the year. However, I think if you look back at last year, use a little bit less cash, a little bit less um revenue in this year, little more revenue, a little more cash usage. You maybe talk about some of the moving piece is related to that and then maybe how we should think about cash generation through the end of the year? thanks. 

发言人1   19:12
yeah. In general, I wouldn't say that there was a very big difference in this counter verses where we've been historically. Key one is always not the largest utilization of cash quarter for us. 

发言人1   19:21
And that comes from things like instead of compensation sales compensation that is paid in the in the quarter terrace, there is something to do has been out of the last two years. So in general, you should think of cash utilization has been pretty consistent historically. So what that means is expect you want to be the largest utilization, expect q two and three to not have that, that level of beautification. 

发言人1   19:42
Sometimes we generate a little bit of cash, maybe it's flat. Q two and three, we thank you for being the largest generation a quarter moving forward. I would expect that same cats to continue this year. 

发言人1   19:53
And then as we mentioned, we expect to be generating positive casual for from Operations for this full fiscal year. perfect. Thank keep for taking the questions. 

发言人1   20:04
And thanks very thinking. Our next question comes in line of john Young. We can accurate please precise with your question. Agent, congratulations from quarterly and jim, congratulations in the end on the first ten years and best wishes for your retirement. 

发言人1   20:20
Um I also wanted to talk about in the candle far back to my business with you guys um any college of me on the number of new account opened another quarter and how do we should think about growth um in this order from new accounts person to existing accounts? And have you been able to take any advantage of some of disruptions that continue to occur in this space? Ah hi john, a good question. 

发言人1   20:42
So we measure a new business to different angles here in this space, new competitive conversions to doctors who have come on online to use IT how they go up of in the same sort stales approach. We measure how many hospitals put us through their value in this process and get this in the stock as well on the shelf next to maybe competitive products. So each of those are trending in the right direction that the sales for additions we talked to about we made earlier this year. 

发言人1   21:07
And do people are now trained up the speed and they are contributing each of those things. We have more doctors coming on using our device, more, more doctors using IT in the same accounts and then more people who have IT in stock on the shelf. So we're really pleased we measure to those very carefully and building up to what we hope we will be the auto return project getting on label in early next calendar year. 

发言人1   21:29
Steve mentioned earlier were pleased with thEpace of enrollment, and we expect that to come on. And that will just take them one more hurdle that some marketplace has for us. But we're managing our company, john. 

发言人1   21:39
We watch the market really carefully. We've got good competitors in this space, as you know, and this has been disruption at those competence that we can control. We watch, but we want to make sure we're the best and you that we can be. 

发言人1   21:51
So we continually build upon how we make our our company Better, but we bring to the the physicians as a value prop Better and will monitor the disruption other places. But we think we're going to win on our game as well irrespective of our competitors. okay. That's great to here. 

发言人1   22:07
And if I just on that night to all those in the quarter, down no twenty percent from the last may quarter sequences is that I didn't see finality of just a larger base of business now where there's stocking musico quarter um and maybe how did the results compared to internal and and continues check out in differences. Differences are seeing the business and on the both side between cell in and cell through. Thank you. 

发言人1   22:32
Yeah, john, thanks for the question. We're really excited about the trajectory we're seeing with nano knife. And you know this business is a little bit more mature than some of the other growth businesses. 

发言人1   22:42
So there is seasonality that you're going to say to four for us. As always, our highest. It's pretty typical in, in the mid device business. 

发言人1   22:49
He said that. So we weren't expecting that we were going to see growth off where we ended. Q four. And with your question to what they're stocking and in the through put, I don't think that, that. 

发言人1   23:00
The material piece that we're seeing here, there's always going to be fluctuations in terms of selling and using in a group business. We want to be selling ahead of the curve. We want to make sure that those products around the shelf fare physicians so that they can use IT when those patients come in. 

发言人1   23:12
We track the procedure volume every month, and we've been seen consistent records that we're setting in terms of prostate procedures every every month. QQ one, we had larger procedure around. And then what we saw in q four, you see those procedures up taking. 

发言人1   23:26
I think that's the right way to think about the business. So there is going to be a little bit of seasonality. Um we know q four being the highest quarter, usually kee one a little bit down from from q key four. 

发言人1   23:37
Usually, q two was a step up from q one, but q three thing, our softest quarter because structurally, that includes ember january in february. So this kind of a tough, tough structural quarter there. Put that aside, we're really excited about what we're seeing with none of life continued proceded growth. 

发言人1   23:53
Uh, new physicians that are coming on adopting this technology, physicians that have already adopted are continuing to in and use IT more good at the good decisions that we're seeing on the reimbursement front, of course, is not mission accomplish there yet. There's a lot of work for us to do to continue to make sure that there's consistent, reliable reimbursement ment across the country. But what we've seen so far have all been very positive. 

发言人1   24:16
Okay, great. And this one more of I could just I understand the growth margins, the quarter benefit from terrorists, but even on the adJusting bases that you call out, you know what drove increases beyond that? Are there any other one time um versions of lasting benefits that are seeing and IT cost of recovered lic contributing at this point and biting the guidance fence? 

发言人1   24:37
Yeah so gross march, we are pleased what we saw on key one and you've mentioned the terrorists. I do think the right way to think about gross margin is to probably take out uh, that terrify y from that we saw in the quarter. We expect to continue to get more terrify from going forward. 

发言人1   24:50
I just don't know when they're onna come in. So that fifty seven and eight as opposed to the fifty nine, I think that's the right way to think about IT as as a baseline and what things that we talk about this story with. 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   25:07
As we do have a little bit of the structural impact on gross margin, where the first half of the year is gonna a little bit higher than the back half, that's just the way that account for the rising cost environment. So that's why we said, no, we still expect guidance for for growth margin to come in the full year. And fifty five, fifty six. 

发言人1   25:24
But really forget to your question, yeah, the underlying gross margin trajectories is very strong. We're seeing the benefit from Price that we talked about, particularly in the device business and then that mix shift. So as the mid tech higher margin products become a larger portion of our overall revenue base, we're seeing that continue to build in and drive gross margins. 

发言人1   25:43
The benefit of close to reka is in, in what we're seeing. We've talked about the fact that we were able to accelerates about those costings over the course of the last six quarters or so. So you've seen that kind of starting to get into the base, and that can be a nice catalyst as we continue to move forward. 

发言人1   25:58
So we like what we're seeing in gross margin definitely is all part of the strategy that we put in place. But one term driver is going to be that mixed shift that we're seeing the benefit for. You ve got noise with terrace. 

发言人1   26:09
You got noise with some of the the rising cost environment. But as as you eliminate that, that, that gross margin, a creation story is really taken hold and you began. Thank you. 

发言人1   26:24
Our next question comes online, if you can, with AC wing right, please persist the question. Hi, good morning. This is Kitty employee um looking at relief. Um what is that program need to demonstrate for you to commit to a larger BPH program certain improvement, the ability uh where you guys looking for and if IT needs that threshold with the next stage that within your existing arnay spending framework or require a step up, get in terms of of relief and using nano ife to treat PH excited about that opportunity. 

发言人1   27:01
You know, one of the things that we've always talked about is the fact that are made tech product portfolio is made up of three, three legs to a stool there, and every one of those legs is a platform opportunity. So we're really excited about the opportunity to take and back and alphago to go into pe and maybe take angie ac under the left side where we think we've got a right to win and can really address an unlike clinical need works. Cited about orion and how work in in the pref room, we've talked about taking the steps and now take iron and go into a ordinary space then and night bp ages is that potential platform opportunity for us. 

发言人1   27:34
We're certain the early stages. I think it's important for us to do the the work to understand how does nano knife impact the tissue when that comes to BPH dabble that you mentioned and is going to be a question for us. I don't think our pilot studies is going to answer the durability, but if something that we're gonna ue to be focused on as we build out the business case here. 

发言人1   27:54
So so relief is really an opportunity for us to to do the early stage where take nine or knife start to build out that case of moving into that longer term platform opportunity in the bph. great. Thank you. 

发言人1   28:07
And sorry, just to answer you a question on the RND. We've talked about targeting around ten percent of cells for RND going forward, and that's inclusive of the growth that we expect to see, particularly driven by mad tech over the course of our strategic planning horizon. So I don't look right now as bph is something that's going to dramatically change our overall p nl. 

发言人1   28:29
We're looking to, to take all of our opportunities and kind of fit IT within that, that ten percent target that we have for RND going forward. Thank you. Thank you. 

发言人1   28:43
Let you until one another minder, if you'd like to join the question, you please press start one on the telephone keypad. Our next question comes in the line of island and up with freedom broker. Please proceed with your quote question. 

发言人1   28:58
Hi, thanks for taking my question. And congrats, a strong starts to the year, a gym. Congrats on the retirement and on everything you've built over the last ten years. 

发言人1   29:10
And welcome to eric. I wanted to ask about choosing if it's that's okay. sure. First on orion as more preferable cases. 

发言人1   29:22
Moving to other face, has that changed how you go to market? I'm not secured whether those customers became differently from hospital. Are they more Price sensitive order? They want to be more loyal once they adopt. 

发言人1   29:39
Uh, a great question. So um i'll remind you, we're launched our on in the marketplace in september of twenty twenty. Look back, there was six months after the copy interruption that all our lives affected. 

发言人1   29:50
So launching orion ban required to spend most of our initial launch with the office space lab customers because many hospitals were kind of close for business for new box, they had to deal with the pandemic chAllenges they had internally. So we got a lot experience out of the gate building our business around the office day lab customer learn was important to them and how we grew that this is very rapidly. So we understand that marketplace. 

发言人1   30:14
A lot of the clinic al needs are the same in the hospital or in the obs economically ads, a little different story. So a couple years ago, when the hospitals more or less we open for business, again, we talked to about our shift in our intention to have our shells jobs focus on that business. And you've seen what we have done since then seeing a really great growth in the hospital business. 

发言人1   30:36
So over time, what you expect us is a good baLance between both, both important to us, different economics and both we understand both clinically. Again, we win in both, and we're taking share from other five players in this space in both of those settings due to what orion brings scientifically, clinically, how IT works, the safety, the effectiveness, the only product that can do instant recently cal treatment work above any and below vene. So we're really, really versus for our customers. 

发言人1   31:04
That's really important to office space labs, especially when they have economic chAllenges, space chAllenges and can have a lot of other products in the shelf. And we're finding also some of those correlated in the hospital as well. So great question. 

发言人1   31:16
Can you follow us? You'll see growth continue in both of those care. Thank you so much. 

发言人1   31:23
And second question on non and perfect, could you give us a sense of whose adopting all as well right now is IT mostly academic ology centers within ioe champion? Or are you starting to see community oroya es to come on board? And also related that when inside bites the generator, but takes a while to reach that, the precedent volume, what usually holding IT back? Thank you. 

发言人1   31:49
yeah. So starting on the first question, what's driving nano knife result these days is, is cross ate. So it's eur logic and is choosing the electric cross ate. Prostate is by far the the highest organ that is being treated that flip maybe a few handful quarters ago. 

发言人1   32:08
And there is a difference between warm when we used to be focused on a data illar side for pancreatic cancer, labor cancer and what we're seeing with physicians who are treating prostate cancer. The prostate cancer treatment is not something that is concentrated in the s in the university settings. IT is something that is being done in a lot of those regional hospital and the other hospital setting. 

发言人1   32:28
What are the reasons why we think it's a Better business opportunity for us? There's there's an opportunity for us to get more systems out there, to have more physicians to doing IT as opposed to being concentrated in some of those university settings. So we're seeing that through the possible, and that's what's driving and and life as we go forward. 

发言人1   32:42
And that's where our focus is gone to be. We want to continue to drive nanon the utilization, particularly in the united states, in prostate. Now in international markets, it's a little bit more baLanced. 

发言人1   32:51
We're seeing growth with improved ate, but then there's also a lot of growth and utilization coming from folks who had done some of those liver and pancreatic treatments and then and is a great technology. There's opportunities for us in, in almost any solid tumor basis. But you think about our strategy, we're focusing primarily US. 

发言人1   33:08
On prostate and then supporting the use of non life as as we think globally. And so work side of about what we're seeing there. That's where the growth is coming from. Another question about you know, what stops someone from really getting a realization IT is a little bit specific to each each individual physician for folks who are buying the system, that's a great sign that they're very committed to nana ze as part of their practice. 

发言人1   33:31
One of things we ve also talked about, particularly in that error gy setting, is making sure that we've got alternative to placement models so that we can get capital into the hands of physicians so they can start doing those procedures. I think what we are seeing is, is a is a lot of factors that go into physicians were building up their business, start getting access to the capital, starts with what's what's best for the patient, right? And they're choosing nanon ife because they know that nana nie can avoid quality by side effects and get to really good outcomes for their patients. 

发言人1   33:58
Last quarter, we talked about putting out our two year follow up data coming out of preserve, being really excited about the fact that there was zero additional intents incidents of of recurrence coming out in us. So we know it's good for patients then get access to the capital they can treat their patients and then give reimbursement. And that's why we talked a lot about the work we've done in reinforcement to provide that, that foundation for physicians. 

发言人1   34:18
So all of those things working together or what helps drive a physician to really build their practice, and we like what we're thank you so much, and congrats again. Thank you. Thank you. 

发言人1   34:33
Ladies and gentlemen, that concludes our question and a session alter n back to mister clever for final comments. Thank you again for joining our our call. We're really pleased with the start of our first year for android dynamics. 

发言人1   34:47
What you heard here today is not an accident and it's not rain them. It's a well planned idea that we could transform our company. Starting with our portfolio changes we started to make five or six years ago. We were delivered intentional. We also tried to be very transparent with you on our journey and can see what we have today. 

发言人1   35:05
So today, we have a company built upon the strength of a medical device platform that gives us the capital of the strength in the background to invest our made tech platform that i'll be the growth engine for years to come today. What we showed, I think, is that our products are winning in each of the markets that we serve, winning against really good companies and good competitors. But by winning, because we're getting confidence in the position that choose use us to treat the patients they serve, the outcomes stand alone. 

发言人1   35:31
So we've got a really great company. We've got new people who joined us, brought their talents to our company, and they're ambition driven by their belief and what our mission is. I'm excited to welcome erik to our company, and hopefully, you'll stay with our journey. 

发言人1   35:44
I'll continue to deliver great results. Thank you again for all of my teammates in our company talk. You said thank you this conclusively conference call. You may disconnect your lines at this time. Thank you for your participation. 
