阿吉奥动态[ANGO.O]2027财年第一季度业绩交流会 261008_导读
2026年10月08日 22:04
关键词
business revenue gross margin BPH RNDS capital sales fiscal quarter growth continues adJusting loss platform opportunity product physicians FY companies cash growth margins 关注公众号 placement quarter Angel dynamics mix shift 

全文摘要
Android Dynamics公司调整了其IT部门策略，视其为成本基准，并通过产品组合优化和价格策略提升毛利率，特别是关注高利润产品销售增长。公司计划投入销售额10%于研发，以支撑创新和增长。新产品如NanoKnife的市场接受度和临床应用优势被强调，显示了公司在提高市场地位的努力。此外，公司宣布Eric将于11月2日接任首席财务官，并加入董事会，他的加入预计将带来新的视角和领导力。财报显示，2023财年第一季度总收入增长约7%，技术部门增长超13%，现占公司总收入近50%，显示其增长潜力。具体产品如Orion和Mechanical从Beacon业务均实现了市场领先地位，Nan刀技术在男性健康领域的应用扩大，获得FDA批准用于治疗BPH，预示着未来销售额将继续增长。公司强调了与新CEO的过渡计划，以及持续通过创新技术为患者创造价值的承诺。

章节速览
00:00 公司宣布新CEO任命并汇报一季度业绩
公司宣布了新任CEO的任命，该高管拥有丰富行业经验，尤其在推动大型组织增长和盈利方面表现突出。财务汇报显示，公司一季度总营收增长约7%，主要得益于床边技术业务的强劲表现，同比增长超过13%。Orion产品连续21个季度实现两位数增长，Mechanical产品线也展现出强劲势头，Alpha系统试验进展顺利。NanoVation在男性健康领域取得突破，获得FDA批准进行BPH治疗研究。设备部门保持稳定，为公司提供持续现金流。展望未来，公司将持续关注患者需求，通过创新解决方案推动增长。

06:33 公司一季度财务报告与业务增长分析
公司一季度业绩稳健，总营收增长6.9%至80.9百万，主要得益于医疗技术（med tech）和分子诊断（MDx）业务的增长。医疗技术营收达39.9百万，同比增13.2%，其中RM平台贡献18.9百万，同比增长14.7%。MDx业务营收8.3百万，同比增29%，资本销售表现突出。Gross margin为59.4%，同比增410个基点，受有利定价和业务结构变化推动。公司预期全年Gross margin在54%至55%之间，一季度调整后EBITDA为5百万，同比增1.8百万。一季度运营活动消耗现金15.3百万，预计全年实现正向现金流。

13:40 领导层交接与公司未来发展
发言者表达了对公司过去十年成就的自豪，强调了团队共同努力构建的产品组合和市场竞争力。发言者对组织能力充满信心，相信能顺利过渡领导层，保持高水平执行。随后，会议开放提问环节，首位提问者来自Lake Street Capital Markets。

15:05 医疗设备销售与使用率提升策略
讨论了医疗设备销售增长及使用率提升的关键因素，强调了销售模式多样化、产品线扩展以及医生体验的重要性。指出资本销售虽强劲，但更应关注可耗材销售的增长。提及商业组织调整带来的积极影响，以及新产品线扩展对业务增长的预期贡献。

18:46 讨论年度现金使用高峰与预测
对话围绕一年中现金使用最多的季度展开，指出第一季度通常不是现金使用量最大的季度，主要因为薪酬支付等因素。预计第二和第三季度现金使用量不会达到高峰，可能持平或略有增加。全年预期能实现正向现金生成，建议关注第二季度作为现金生成高峰期的延续趋势。

20:04 新账户增长与市场竞争策略
对话围绕新账户的增长及市场竞争策略展开，强调了新医生采用率、现有账户使用率提升及产品货架曝光率增加等指标的正向趋势。公司持续优化自身，以应对市场变化和竞争对手，致力于提供更优质的价值主张给医生，并积极监控行业动态，确保竞争优势。

22:06 纳米刀医疗业务季度表现与季节性分析
对话讨论了纳米刀医疗业务的季度表现，指出第四季度通常是最高点，第一季度略低，第二季度回升，第三季度因结构原因最弱。尽管存在季节性波动，但业务增长稳定，新医生采用技术和现有医生使用频率增加，同时关注医保报销的持续性和可靠性。

24:16 公司毛利率增长分析与策略
对话主要围绕公司毛利率的增长展开，讨论了除去特定因素如'恐怖主义影响'后的毛利率表现，以及长期毛利率增长策略的有效性。公司强调了价格调整、产品组合优化及成本控制措施对毛利率的正面影响，指出中高端产品比例提升是关键驱动力。尽管面临成本上升等挑战，公司仍对毛利率的持续增长持乐观态度，并预计全年毛利率将保持稳定。

26:24 BPH治疗技术的平台机会与研发投入讨论
对话围绕BPH治疗技术的平台机会展开，强调了nano knife在BPH治疗中的早期阶段研究重要性，以及其作为长期平台机会的潜力。同时，讨论了RND投资目标，包括mad tech驱动的增长，以及BPH项目如何在现有框架内进行，不会显著改变整体p nl。

28:58 Orion产品市场策略与医院客户关系探讨
对话讨论了Orion产品在医院和诊所市场的表现，指出产品在经济性和临床需求上满足不同客户群体，尤其是在医院业务复苏后，公司调整策略重点发展医院市场，同时保持诊所市场增长，实现了两者的平衡发展。

31:23 纳米刀技术在前列腺癌治疗中的应用及市场拓展
讨论了纳米刀技术在前列腺癌治疗领域的广泛应用，特别是在区域医院和社区医疗中心的推广情况。强调了该技术在避免副作用、提高患者治疗效果方面的优势，以及公司在资金支持、医保报销等方面的策略。此外，还提到了全球市场的平衡发展和未来在多种实体肿瘤治疗中的潜力。

发言总结
发言人1
他首先强调了医疗技术采用的重要性，包括新医生和已采用技术医生继续使用医疗信息（IT）以作出更好决策。他提到尽管在报销方面取得进展，仍需努力确保全国范围内的一致和可靠报销。他还讨论了成本、毛利率、研发（R&D）开支以及特定医疗技术如nano刀的市场接受度和应用，强调了公司在医疗设备和制造技术领域的平台优势及其对增长的贡献。他还提到公司采取措施支持医生采用nano刀治疗前列腺癌，包括提供融资和确保治疗结果，以促进技术的普及。

此外，他感谢大家参加Android Dynamics财政2027年第一季度的收益电话会议，并由公司执行副总裁兼首席财务官Steve Trovers主持。他宣布新CEO艾克将于11月2日加入，拥有超过20年的医疗设备和生命科学领域的领导经验。他概述了公司第一季度的业绩，强调总收入增长约7%，其中生物技术部门增长超过13%，显示公司战略转型持续见效。他还提到公司产品在前列腺癌治疗领域的进展，并对公司的团队和新任CEO艾克寄予厚望，期待公司将在财政年度内实现正向现金流，并在接下来的季度和年度中实现更多的增长。

要点回顾
What is Aneesh Jain's background and previous professional achievements?
发言人1：Aneesh Jain brings more than twenty years of leadership experience in the medical devices and life sciences sector. He most recently served as global president and led a $1.2 billion North American business, accelerating growth and improving operational performance. He has a career spent in the cardiology, urology, and oncology markets with senior leadership roles at Abbott, Bard, and Boston Scientific.

How has Medtronic's strategic transformation been reflected in their latest quarterly results?
发言人1：Medtronic grew total revenue by approximately seven percent, with strength in their btech segment growing more than thirteen percent. Medtech now represents approximately forty nine percent of total revenue, and the market mix shift is gaining momentum.

What are the highlights of Medtronic's key segments and their respective growth rates?
发言人1：The key highlights include the strength of the btech segment, with a growth of more than thirteen percent, Orion's twenty-first consecutive quarter of double-digit year-over-year growth, and the mechanical from beacon business growing above market due to the most visually product on the market and a high-performing commercial team.

What are the recent clinical advancements and future expectations for Medtronic's products?
发言人1：Recent clinical advancements include the continued enrollment in the Ambition BTK study and the progression of the Alpha return blood management system IDE trial. The company is confident about the underlying demand for the products despite a tougher macro environment. Intermediate growth is expected as the year progresses.

What key drivers are contributing to the growth in Medtronic's urology and women's health care segments?
发言人1：The key drivers include the reimbursement progress for intermediate risk prostate cancer and the positive decision received from MAC. The company is aiming for consistent national coverage. The technology is seeing strong procedure volumes and preserving quality of life for patients.

What is the current status and future outlook of Medtronic's revenue growth?
发言人1：Medtronic's revenue growth is steady and reliable, providing consistent cash flow to fund investment in mid-tech platforms. Future catalysts include the ongoing expansion of insurance coverage for Medtronic's devices and continued growth in the urology and women's health care segments.

How are research and development expenses trending and what is the company's long-term investment target?
发言人1：Research and development expenses are trending at $8 million, or 9.9% of sales, compared to $6.4 million, or 8.5% of sales, a year ago. The company remains committed to investing in its initiative to support the long-term growth of the mat tech segment and targets approaching 10% of sales going forward.

What is the projected net loss and adjusted net loss per share for the first quarter of fiscal year 2027?
发言人1：The projected net loss for the first quarter of fiscal year 2027 is $7.1 million, or a loss per share of 17 cents, compared to a net loss of $10.9 million, or a loss per share of 26 cents, in the first quarter last year. The adjusted net loss for the same period is $1.8 million, or an adjusted loss per share of 4 cents, compared to an adjusted net loss of $4.2 million, or an adjusted loss per share of 10 cents in the first quarter last year.

What is the impact of one-time items such as tax refunds and capital placements on financial results?
发言人1：The company received $1.2 million of tax refunds during the quarter, resulting in a net tax benefit of about $400,000. Additionally, capital placements are considered a good way to drive growth in the business.

What were the total operating expenses for the quarter, and what is the projected growth in sales for the full fiscal year?
发言人1：Total operating expenses for the quarter were $55.3 million, representing 68.4% of sales. The projected growth in sales for the full fiscal year is expected to be in the range of $336 to $341 million, representing growth of between 5 and 6.5 percent over fiscal 2026 revenue of $320.2 million.

What is the forecast for net sales growth and sales expectations in the medical technology and medical device segments?
发言人1：The forecast for net sales growth indicates a range of $336 to $341 million, representing growth of between 5 and 6.5 percent over fiscal 2026. In the medical technology segment, net sales are expected to grow 12 to 15 percent year over year, while medical device sales are expected to be roughly flat for fiscal 2027.

How does the company anticipate gross margin, and what is the projected range for adjusted loss per share for the fiscal year 2027?
发言人1：The projected gross margin for the fiscal year is in the range of 54 to 55 percent. The projected range for adjusted loss per share in fiscal year 2027 is between 29 to 24 cents.

How is utilization related to capital placements and what is the expectation for disposable sales growth?
发言人1：Utilization is related to capital placements and is a variable metric depending on the specific system and its experience with non-capital equipment in the past. The company has been pleased with the trajectory of sequential and year-over-year disposable sales growth. Utilization is expected to be variable but is considered a good way to think about the business's growth.

What are the updates on commercial enhancements and their impact on the quarterly results and future expectations?
发言人1：The company has implemented several commercial enhancements over the last few quarters, which have been well received by physicians who are now using the product. These enhancements are expected to continue driving contributions to the business. Specifically, the growth in the mechanical therapy victim business is anticipated to continue, with an expectation of some of the new hires starting to contribute in the second half.

What are the expected benefits from providing more products to physicians?
发言人1：The expected benefits from providing more products to physicians include continued growth and the potential for physician adoption of the products to drive cattle, or cowhide growth.

Why is the alpha return IDE expansion significant for the company?
发言人1：The alpha return IDE expansion is significant because it adds blood return as another option to the product line, which, along with product line extensions and increased sales organization time, is expected to contribute to the company's growth over the course of the year.

What impact did cash usage in the first quarter have on the company's finances?
发言人1：Cash usage in the first quarter was the highest of the year for the company, with a slight increase in cash usage and a decrease in revenue compared to the previous year. This was attributed to timing of compensation and sales, with generally consistent cash utilization historically.

How does the company expect cash generation to be distributed throughout the fiscal year?
发言人1：The company expects cash generation to be distributed with Q2 and Q3 not showing the same level of cash utilization as Q1, while Q4 is typically the largest cash generation quarter. However, it is expected that Q2 and Q3 will generate a little bit of cash or possibly flat cash generation, with cash continuing to be positive in Q4.

What is the significance of positive cash flow from operations for the fiscal year?
发言人1：The significance of positive cash flow from operations for the fiscal year is that it indicates the company is generating enough cash from its operations to sustain its ongoing activities and is expected to be a consistent financial strength throughout the fiscal year.

How has the company's strategy regarding new accounts and market disruptions been affected?
发言人1：The company's strategy has been to measure new business from competitive conversions, hospital value in the process, and physician device usage, all of which are trending positively. They have also been focusing on training and having more doctors using IT across accounts and having IT in stock. Despite market disruptions, the company continues to build on its competitive advantage and monitor the market closely to ensure they remain the best in the industry.

What is the status of the company's enrollment process and how does it impact their outlook?
发言人1：The company is pleased with the pace of enrollment and expects it to continue, removing one more hurdle for the company in the marketplace. They are closely watching the market and competitors but remain focused on their competitive advantage and improving their offerings.

How does seasonality affect the company's business growth?
发言人1：Seasonality affects the company's business growth due to fluctuations in procedure volumes and product stocking. The highest growth typically occurs in Q4, followed by Q1 which is usually a bit down, Q2 stepping up, and Q3 being the softest quarter. However, consistent procedure growth and positive reimbursement decisions are contributing to the company's outlook.

What drives the increases in gross margins beyond the effects of tariffs?
发言人1：Beyond the effects of tariffs, gross margin improvements are primarily attributed to ongoing cost management and optimization. The company expects to continue benefiting from these initiatives moving forward.

What is the expected impact of the structural cost environment on gross margins?
发言人1：The expected impact of the structural cost environment on gross margins is that the first half of the year is anticipated to have a slightly higher gross margin than the back half due to the rising cost environment.

What is the underlying trend in gross margin trajectory and which business is contributing to this?
发言人1：The underlying trend in gross margin trajectory is very strong, with benefits from pricing, particularly in the device business, and a mix shift towards higher-margin mid-tech products contributing to this.

What has been the impact of cost acceleration over the past six quarters?
发言人1：The impact of cost acceleration over the past six quarters has been that cost reductions have started to become part of the base, acting as a potential catalyst for continued improvement in gross margins.

What is the strategic importance of the portfolio's three legs?
发言人1：The strategic importance of the portfolio's three legs is that each one is a platform opportunity. The company is excited about leveraging these legs, especially in the context of BPH treatment and other potential platform opportunities.

What early stage work is being done to understand the impact of NanoKnife on BPH?
发言人1：The company is focused on understanding how NanoKnife impacts tissue when applied to BPH, an area they are exploring as part of building out the business case for this potential platform opportunity.

How is R&D investment targeted for the future and does BPH significantly change overall financial performance?
发言人1：The company targets around ten percent of sales for R&D investment, which is inclusive of the growth expected, particularly driven by medtech over the strategic planning horizon. Currently, BPH is not expected to significantly change the company's overall financial performance.

Has the market entry approach for orion改变了, and how sensitive are office-based laboratories to price?
发言人1：The market entry approach for Orion has changed, with a focus on office-based laboratories due to the pandemic-related challenges faced by hospitals. Office-based laboratories are sensitive to price and the economic challenges they face, but also value the products that help them address clinical needs.

What is the expected balance between growth in the hospital and office-based lab sectors?
发言人1：Over time, the company expects a good balance between growth in the hospital and office-based lab sectors. While recognizing the different economics and clinical requirements of each sector, the company is experiencing growth in both and taking share from competitors.

Who is adopting NanoKnife at present and what settings are these adopters in?
发言人1：The adoption of NanoKnife is currently driven by urology centers, with some adoption also happening in community hospitals. The procedure is not concentrated in university settings but is being done in many regional and community hospitals.

What are the reasons for focusing on the expansion of IT systems and the utilization in the medical field?
发言人1：The focus on IT system expansion and physician utilization is driven by the potential to get more systems out there and have more physicians using IT instead of being concentrated in university settings.

Which markets are the priorities for driving utilization of the IT systems?
发言人1：The priority markets for driving IT system utilization are the United States, particularly in prostate treatments, and international markets, where the focus is more balanced.

What kind of growth is anticipated with the utilization of the IT systems?
发言人1：Anticipated growth with the IT systems includes improvements in utilization and significant growth from physicians who have performed liver and pancreatic treatments, with opportunities in almost any solid tumor base.

What factors indicate a physician's commitment to using IT as part of their practice?
发言人1：A physician's commitment to IT usage is indicated by their purchase of the system, which shows they are very committed to using IT as part of their practice.

What alternative placement models are being considered to support physicians?
发言人1：The company is exploring alternative placement models to ensure that physicians have access to capital for starting procedures, prioritizing what's best for the patient and their choice of IT for quality outcomes.

How do various factors contribute to a physician building their practice?
发言人1：Factors that contribute to a physician building their practice include access to capital, patient outcomes, and reimbursement. The company's strategies help provide a solid foundation for physicians to build their practices.

What achievements and perspectives are highlighted about the company's progress and future?
发言人1：The company's achievements include a strong medical device platform and a growing digital health platform, which is expected to be the growth engine for the future. They are confident in their products' performance in the market and their ability to treat patients effectively, as evidenced by the company's journey and recent results.

What are the sentiments about the company's team and their future goals?
发言人1：The company is excited about the new additions to the team and their ambition and belief in the company's mission. The team is anticipated to continue delivering great results, and the company expresses gratitude for their participation in the journey.

Who has been selected as the next president and CEO of Medtronic?
发言人1：Aneesh Jain will be joining Medtronic as president and chief executive officer effective November second.

What is the expected range for full year gross margins?
发言人1：The expected range for full year gross margins is within the guided range of 54 to 55 percent.

How is the company's cash position and debt status?
发言人1：The company's cash position is $34 million, and it maintains a strong debt-free balance sheet.

How is the mix shift of higher-margin products impacting gross margins?
发言人1：The mix shift of higher-margin mid-tech products becoming a larger portion of the company's overall revenue base is driving gross margins higher.

What were the results of the two-year follow-up data from the PRaVE study?
发言人1：The two-year follow-up data from the PRaVE study showed zero additional incidents of recurrence, indicating the effectiveness of the treatment and patient outcomes.


