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发言人1   11:11
The day and thank you. Assuming by welcome to the ASML twenty twenty six third quarter financial results come from on october fourteen s twenty twenty six. At this time, all pakistan are in a listen only mode after the speakers introduction task, the question during the session, you will need to press star one and one on your telephone. 

发言人1   11:34
You will then hear an automated message advising your hand these ways to enjoy your question. Please, please start one and one again. Please be advised that says conference being recorded. 

发言人1   11:45
I would now light on the conference clavis. mr. Tim Kevin a, please go ahead. 

发言人1   11:51
Thank you up writer. Welcome everyone. This is steam cabinet head of investor relations at a sl. Joining me today on the call or ACEO and our CFO roj dos. The subject of the day's call is a twenty twenty six third quarter. 

发言人1   12:07
The length of the call will be six minutes, and questions will be taken in the order that they are received. This call is also being broadcast live over the internet at WWW到ASML点com。A transcript of management opening reMarks and a replay of the call will be available on our website shortly following the conclusion of this call. 

发言人1   12:27
Before we begin, I would like to caution listeners that comments made by management during this conference go will include forward looking statements within the meaning of the federal security laws. These for looking statements involve material risks and uncertainties. For a discussion of risk factors are encourage you to review the safe harbor statement obtained a contained in today's press release and presentation found on our website at WWW. 

发言人1   12:51
Got a点com and in small annual report on form twenty f and other documents as filed with the securities and change commission。With that, I would like to turn the call over to Christopher ay for a brief introduction. Thank you, jim. Welcome, everyone, and thank you for joining us for third quarter two thousand and twenty six desarves conference call. 

发言人1   13:15
Before we begin the q session, hogan, I would like to provide an overview and some commentary on the third quarter two thousand and twenty six reserves as well as provide some additional comments on the current business environment and on our future business outlook. 或者thank you for stock，and welcome, everyone. I will first review the third quarter twenty twenty six financial accomplishments and then provide guidance on the fourth quarter and the full year of twenty twenty six. 

发言人1   13:44
Let me start with all the third quarter accomplishments put on up sales and the third quarter of twenty twenty six, or a record at eleven point seven billion euro towards the highland over gardens and reflecting strong execution of our capacity rap. That system sales were eight point four billion euro, which includes four point one billion euro from EV system sales, including the sale of one highe uv system and four point three billion euro from non uv system sales. Net system sales were split between logic at fifty four percent and memory at forty six percent. 

发言人1   14:24
Inso base management sales for the quarter were three point three billion euros, exceeding our guidance by almost point four billion euro, primarily due to the strong demand for or productivity of great products in both EVMVPV. Gross margin for the quarter was a bug guidance at fifty seven point five percent, primarily due to the contribution of very high margin component ents within or insole based management business or Operating expenses were as guided with RND expenses at around one point two billion eos and FGNA expenses at around point for the eos. The effect of tax rate for two three was sixteen point one percent for the full year twenty twenty six expected annual lize effective tax rate is around seventeen percent that income and two three was five million euro, which includes around point five million euro as a result of an increase and evaluation over initial investment in the strong AI, representing four two point five percent of total net sales and resulting in earning per share of twelve point twenty five years. 

发言人1   15:36
Turning to the banana ship. We ended the third quarter with cash, cash quiz ence and shorter investments at the level of wealth phone seven million years old a three catlow in q three was eleven point four million euros, underpinning the strong auto momentum over customers and related downpayments. Moving to the cash return to our shareholders. 

发言人1   16:00
In q three, they smell ID, the first in our dividend over twenty twenty six of one point eight year europe or ordinary share. Further, we purchased in q three around four point one billion year s worth of shares under the current twenty twenty six twenty twenty eight share buyback program. The second quality and ROM dividend over twenty twenty six will be one point eighty europe ordinator and will be made paid on november before twenty twenty six. 

发言人1   16:30
With that, I would like to turn to our expectations for the fourth quarter and the full year twenty twenty six, we expect you four total net sales to be between fourteen point two billion eos and fifteen point two billion euro, with a gross margin of around fifty seven percent. We expect our two four in today's management sales to be around three point seven seven years old, expected R, N, the expense for you for or around one point two thousand euros. And as GNA is expected to be around point for the euro. 

发言人1   17:04
Regarding all full year expectations, we expect our full year twenty twenty six total net sales to be between forty five thousand years old and forty five million euros, but IT grows margin of around fifty six percent. This anticipate a year over year tolling. That sales increase around thirty six percent reflects our expectation of over forty five percent growth in uv, around twenty percent growth in non e related system sales and around fifty percent growth in install based managment sales furring to endues. 

发言人1   17:39
This year, we expect logic net system sales to grow around ten percent and memory that system sales to grow around seventy five percent. The growth and memory is driven by the combination of capacity expansion of our customers and the increasing adoption of EV. On advanced iran notes. 

发言人1   18:01
As previously mentioned, we continue to expect the china region to account for around twenty percent of our total的这个in some way。The third quarter was a record for both total net sales and goes margins, and we expect our business to continue to accelerate in the fourth quarter as we execute against a backdrop of very strong customer demand for our products and services. With that, I would like to turn to call back over to reserve. 

发言人1   18:29
Thank you, rose. If we take a step back to look at the market environment, we see that thEpace of the AI build out continues to be very low as supply shortages across advanced logic and memory notes continue to increase in size and in time horizon. Against this backdrop, we had very constructive discussions with our customer throughout the quarter, and demand signals we have received have continued to our leading age eyes. 

发言人1   19:02
Volume customers are sharing very good visibility as a resource of the increasing number of long term commitments they are securing with their customers. This extended visibility has made them to conclude that demand for their product will outpace supply through at least two thousand twenty eight as a reserve customer are acceleration active, build out plans and preparing for further expansion beyond two thousand twenty eight in order to Better meet the anticipated level of demand for us. Their right to add capacity is translating to not only greater short term demand across our entire or list c leos phy for you, but also improved longer term visibility and demand, especially for UV products. 

发言人1   19:54
As customers shift focus to their needs beyond two thousand and twenty seven or older, momentum continues to build. We are increasingly receiving orders for two thousand and twenty eight, and customer are also expressing interest in pressing orders for two thousand twenty nine and even two thousand thirty. As our customers are preparing to meet rising demand, we, in turn, continue to focus on adding capacity to support their needs. 

发言人1   20:25
He will now share further details on our latest plans on providing our customers additional capacity. Hi, thank you for sf. We have been very successful in ramping capacity this year for low in AU. 

发言人1   20:39
V. We anticipate output of rugby six, five assistants for two thousand twenty six. This is nearly fifteen percent more than the forty four systems that we shift last year for DBB emerging systems. While our initial output target for these systems was well below the poyor year, we now expect we will deliver a similar quality in twenty twenty six as we did in twenty twenty five. 

发言人1   21:02
Looking further ahead, we shared or intend last quarter to increase our capacity and twenty and twenty seven by thirty percent for both loan adv ndtv emerging systems as well as to investigate adding a further thirty percent in twenty twenty eight. However, given the dynamics of this quarter, we now anticipate that our current plant levels of output in twenty seven and twenty eight will not fully need the demand of our customers. Therefore, we continue to strengthened efforts to produce more distance, especially beyond twenty seven. 

发言人1   21:37
And with that goal, and minds are now looking into expanding or twenty twenty eight capacity even above the thirty percent year on year growth target that was under investigation last quarter for both low and a easy and the nursing systems. In addition to shipping new systems, we support customer needs for more way for capacity, for productivity upgrades across for U. V and DQV. 

发言人1   22:03
And so days as well as with the introduction of new parts, the ability to enable an increase in capacities who upgrades on the same footprints is very competing for our customers as the effect is an immediate increase and output capability. We will continue to work on this important value driver, expanding the upgrade portfolio, offering new project options to our customers in the coming years. The introduction of new products is the other liver that we have to support increase way for capacity. 

发言人1   22:37
We plan to introduce our next generation low in a uv system, the NXC thirty eight hundred f, starting in small qualities at the beginning of twenty twenty seven. This system is specified at a throughput of two hundred and sixty waves four hour. Compared to do two hundred and thirty waves per hour capability of the anx I thirty eight hundred exists. 

发言人1   22:59
We also plan to introduce the next generation critical deep uv emerged running at three hundred and thirty way for four hour. These new products will provide incrementally more way for capacity to the industry as they ran in the coming years. With that, I will handed back over to crop for a technology of data. 

发言人1   23:18
Thank you, rock. This quarter, we saw meaningful momentum around in a uv with several industrial announcements providing evidence of the technologies progress from development to ward's production. Intel announce that IT has exposed more than one million waters using its INAEVC stems with performance that meets or exceeds comparable layers pattern using low in a easy. 

发言人1   23:45
Additionally, some sung and TSMC announced plans to introduce IAEV into eye volume manufacturing. In two thousand and twenty eight and two thousand and fifty perspectival, with a very beauty across the existing AU. V fleet approaching ninety percent. 

发言人1   24:03
We now expect to see adoption increase, not the node, moving forward to further ensure chips maker can full elaborate the advantage of IAU, V. We also, in collaboration with T, S, MC, began an industry wide initiative to develop larger format U, V photos s. This collaborative effort aims to establish a twelve inch mass pilot line by two thousand and thirty one and enter production in two thousand and thirty three. 

发言人1   24:34
The broad support for this transition reflects customer interest in maxims ing, the value of IAU. V, and in investing in the next generation of this technology. closing. The combination of very strong demand, fundamental improve visibility and rising little intensity enforce our confidence in the tragedy of our business. 

发言人1   24:56
Our focus continue to be on supporting our customer as they ramped their logic and memory notes by continuing to expand our capacity over a twenty year horizon while also delivering nance productivity by executing of technology on that. In result, we have also shaped the first year year to five hundred and fifty b meteoric system. This overall measured system is designed with improve accuracy and precision to support the tighter process control requirements of the fourteen electron node in logic and the one node in iraq. 

发言人1   25:31
The system is designed to deliver more than sixty percent greater productivity over the previous generation year, start allowing customers to measure more with her and therefore, more quickly drive yelled improvement in their processes. This latest generation system continue to support major adoption of fear. Start customer with the demand that is expected to more than the girl. 

发言人1   25:53
The coming years were six of thousands when you find finally the transition of INAUV into higher to manufacturing, create a company's PPT unity for customer to enhance the economics of the future. Ona and we men, fully committed to helping them, executes a successful initiation. With that, we were like, we will be happy to take your questions. 

发言人1   26:16
Thank you, roj, and thank you, Christine, that the Operator will instruct you momentarily on the protocol for the q and a session that before I would like to ask you to kinda limit yourself to one question with one short follow up, if necessary. This will allow us to get there as many scholars as possible. Now, Operator, could we have your final instructions? And then the first question, please. 

发言人1   26:38
Thank you. As a reminder, to ask a question, you will need press star one and one on your telephone and wait for your name to be now to show your question, please, please start one and one again. Who will now go to the first question? And your first question today confirm the line of do you could track you from water fall again. 

发言人1   27:01
Please go ahead. Yeah, thanks for taking the question I was. If you can provide maybe just a little additional color on the capacity expansion that you need beyond the thirty percent because he talked about. And just what do you think you can do in twenty twenty seven in a to do that kind of made eighties that we talk about last quarter? 

发言人1   27:24
Well, I think that you know we are basically working very hard to increase capacity. And I think this is true now as all he explained, done a lot of that this quarter, that way to be true next year. And that's going to be two, two thousand and twenty eight. 

发言人1   27:40
And the reason for that, as we explain, is we continue to see customer asking for more tools. Now if we look at some of the opportunity we see, of course, it's a bit easier for us to enable the opportunity letter. So most in two thousand twenty eight rather than on the short. So this is what we are focusing on. II won't give new number for a twenty seven or twenty eight because it's far too early to give those number as we continue to basically do everything we can to get extra capacity. 

发言人1   28:17
Then as a as a follow up, you know you talked about IT in the prepared reMarks or in the the transfer um you know value based pricing impact more twenty seven and twenty and twenty eight. Can you share any just a few more additional details on that? How to think about this kind of the project for much from yeah. 

发言人1   28:37
So those are two questions, right. So first on the on on the pricing. Um as as we mentioned the july, we at that point, we were entering into conversations with customers on on, on Price increases. 

发言人1   28:49
Those conversations have been completed and you know have have been left to a to pricing increase for what we call them with credit products for for our customers. So that have been done as we also you make reference to IT, as we said in the in the perfect reMarks, this is not going to have an impact on twenty six. You will see some impact on twenty seven, but I would say that the full impact of that is really going to start in twenty eight. 

发言人1   29:13
So from twenty eight on words, you going to see sustained impact of that way. You will see uh in the court of twenty seven, you will see that that that starting to to manifest that to manifest the positive way in both the or revenue in the AS, P, S. And and in the in the growth margin, your second question on on gross margins of you see much more brother question, but but but but let me think that one down. 

发言人1   29:35
So what what the puts and takes on, on the gross margin. So as you have seen in gross margin this quarter very, very strong and and you know stronger than we anticipate, if I would say, primarily as a result of the four hundred million more upgrade business that we have. But we should also not together. 

发言人1   29:53
If you look at the totally year at fifty six percent, it's not just the update business, right? It's also higher volume. It's so so you know the fact that we have you know a very strong low in AUV business in their very strong emersion business in there. So those are all things that, that help. 

发言人1   30:10
And and obviously, you know the question is how how will that develop into into the years beyond this year? So what's what's the implication for twenty seven and beyond? First, we're not gonna you know give you a good smart in persanes ge for for twenty seven network in in january january of of twenty twenty seven. 

发言人1   30:29
You know if you look at the the key drivers of the growth modern this year, you have to ask yourself, you know how much if that can be sustained into into a into uh, twenty twenty seven. So first volume with everything that first stop just hold you on the thirty cent increase in twenty twenty seven, of course, volume to help and volume as long as were able to control the cost of the increase in capacity of the volume should give should give you Better fix cost coverage. So that should be a positive in in that in that the second element is mixed. 

发言人1   31:02
And there are two, again against the drivers of the volume, are the thirty percent extra in emerging and low in ADV. Both of them are obviously very positive from the close mogin perspective. Of course, there will be quite some dry business that that with that, we continue to increase, you know this year but also but also next year. 

发言人1   31:21
But I would say that also mix with the strength in EV uh demand and emerging demand that should that should help. Then three pots we have the the Price increase, which I mention will have some effect in twenty seven, the large effect you will see in twenty, but IT will have some effect in twenty seven. So that's gonna be helpful. 

发言人1   31:42
And then finally, in the pops, that would probably call out the the mixed effect within uv, right? Where were the mix effect next year gonna Better than this year? Because this year we set up quite some d models in the in the mix that, that won't materially educate any more next next year. 

发言人1   31:57
And we will have a few apps in there as well. So that's gonna helpful in in the total evening. So those are key elements. 

发言人1   32:04
And then one of the things that, that we need to watch out for, while one of I mentioned is the the RAM costs, right? So so how much cost are we encouraging to RAM, not just a four twenty seven minutes for beyond. So that that's one thing that we that we simply need to manage those costs well. 

发言人1   32:24
And then there is the swing factor of the upgrades, right? Because as we mentioned, the upgrades are very, very strong this this year. So that really back the question, how sustainable is the is the upgrade is the upgrade. This is you know if you look into that the sustainability of the upgrade business, um there are few elements to bear in mind there. First off, um um we still see as of today that there is quite some adjustable market for us on the upgrade business. 

发言人1   32:49
So if if you look at the upgrade of the number of upgrades that we performs in the field, it's it's quite a few tools, but there are still quite a few tools out there that have not yet been upgrade. So that gives you good potential, you know, for the coming quarter, but also for for the other actor. Second, as we mentioned on the video, we're also aggressively pushing uh, upgrade products. 

发言人1   33:10
So we will bring new upgrade products to the market. And of course, that would open an entire knew addressable markets for water for us. So days with that steps, helpful. And now of course, there is a question um you know how how will the market continue in the current market environment with the AManda er's elders? As we just said, there is a lot of appetite for these for he's upgrades. 

发言人1   33:31
I would say upgrades is is is an important swing factor for us in in in the golden margin development as we see twenty seven and and beyond very strong this year. Uh, but you know I think we're at least on our side doing whatever we can uh to uh to to to great as much opportunity for a great business on the go four days as we as we can. Pressure of this you thank you. 

发言人1   33:58
You are come. Thank you. Your next question today, come on the line of Chris sanka from TD. 

发言人1   34:06
carbon. Please go ahead. Hi, thanks with my question. Could suffer here that my first one, I understand you don't want to give exact capacity numbers. I'm just wondering i'm of this strong uh, demand environment. 

发言人1   34:18
Is that a natural ceiling on your EV output, either due to space at the icc or calls eyes capacity? Or in other words, if the demand is there, can you do one forty or one fifty units in two thousand twenty eight? And along the same line, due body that customers are pulling in orders are giving you bigger forecasts just to secure a slot at a quick follow after that. 

发言人1   34:41
Yeah so maybe may try to answer those questions. So so first on them or maybe what we are doing to uh to increase the capacity. So I think I mentioned that before. 

发言人1   34:53
This is a task where he started several months ago, and he there are really free element to make. The first one is to optimize the print we have here in order to basically build the machines we have, as you know, a pretty, uh, important footprint. And we started to to make sure that most of that footprint can be used for output a, that true for low in AU, V. 

发言人1   35:18
A also fool, by the way, for AD, Q, V, including emerge. And this create already some opportunity, uh, that we can use and build up again this year, next year and in two thousand twenty eight. The second one, which I think is uh a very uh big opportunity and still a major parameter is uh the cyd time. 

发言人1   35:41
And in the time we spend in a factory with a certain given machines and as we gin in maturity, for example, on the nx c three hundred thirty eight hundred eight, uh, we are capable to shorten the cycle time for a certain given sequence, but we are also so capable to further optimize the sequence, meaning there are things that we needed to initially, uh, in order to qualify tool, which over time, in agreement with our customer, uh, we believe we don't have to do anymore. And I would say that this approach we can take pretty far, uh, moving forward. And this is one of the really key opportunity we see magically a moving forward. 

发言人1   36:26
And as I mentioned before, you know, as we go over time, you know the opportunity continue to to material, which give us some some more hope and opportunity on the supply chain, of course. I mean, indirectly, your question is all your remark is that we have to supply the supply chain. Uh this is something that we take into account, uh starting with eyes. 

发言人1   36:49
We do not see uh eyes today as AA bottle neck for uh, the capacity expansion we are discussing even beyond the percent we mentioned for two thousand twenty eight. And we have done in the recent years, mini many uh work with all the superi change to make sure that uh, the supply change will not be uh, an issue for us. We continue, of course, to watch that very care full. 

发言人1   37:15
You understand that every time you had capacity, of course, we create more chAllenges there. So we do that. And the last I will say is that we have time. 

发言人1   37:26
And then if you look at the progress we have done this year, I think they are very significant. Uh, we are getting pretty good about next year. And the time we have again, uh, for next year for two thousand twenty eight is still significant for us to to to continue to be very creative. 

发言人1   37:42
And all those from so that I would say, uh, the first uh, the answer to your first question on the second one, I second mention in the each production, we have very good conversations with our customers and conversation is not only about know many tools they need, is also about exactly when those tools will be hitting the ground in in their factories. And you know when he comes to the demand we are referring to and the increase demand we are referring to, I think we are very much capable to validate the demand with some more detail plan our customers are sharing with us in term of uh, fab construction release extra. So I think that you know we we we when we talk about demand a when we refer to demand in those discussion, we need to refer to demand we believe is a real and not uh inflated by any potential buying a behavior from our customer coach that super hello, Christian. 

发言人1   38:49
When a quick follow for logic on the value pricing is this across the board is IT for system services standout everything and i'm guessing business in commentary, you are not repricing in the backlog and you just clarify that. Thank you. Yeah exactly how we do is um uh a crucial i'm i'm not one i'm not gonna share. 

发言人1   39:10
But as I mention, uh, we are increasing Prices for what we call the most critical products, those products that bring most value to to our customers. So these are you know that the high range um uh high volume manufacturing projects, those are the ones that provide most value to customers and the current environment and those other ones that that we you know that we put the the pricing increases on IT. Um and and you will also understand that upgrade Prices are closely associated with the the Prices of the tools. 

发言人1   39:43
So on the that steps that that they will also follow, Operate Prices will also also follow this this time that that's how we do IT and exactly how we do IT. Um uh you know when we do IT at AI don't want to go and to any detail, but the bottom line is that will start to see the effect on that in the course of twenty twenty seven. But the full effect you will start to see请关注公众号思维纪要社，更多纪要请加V西安20210130。在这里有我跟thank you。

发言人1   40:20
So next question in today comes from the line of Sandy, this funding from J. P. Morgan. Please go ahead. Thank you for letting me on. Uh, my question is back again to the question of your indication that you are looking at adding more capacity than a thirty percent into twenty twenty eight. Uh, there are multiple components that you need to be able to add capacity, and some of these suppliers of ssl will need to add physical capacity to be able to supply you with this kind of huge volume increases, even that there's already a thirty percent increase in twenty twenty seven. 

发言人1   40:56
Um uh, have these discussions started with customers? Does esl need to make any substantial a payments to these suppliers in terms of adding this capacity and all 60 ticula impediments？And given that you know you yourself do not have any additional physical capacity, people twenty nine, how is this um this whole supply chain managed to be able to produce more capacity in twenty twenty eight. 

发言人1   41:22
And I have a quick follow up after that. Thank you. So um I will try to add a bit to to what I said before. I think that you know the donor chAllenge we have with the simply chinese to make sure they can rank. 

发言人1   41:36
I think that there is no question on their side on the you said the the strength of the demand on the strength of the ramp. I think that dimension chAllenge with all our suppliers because in this case, with the all the suppliers has make sure that they can go up uh thirty percent um every year. Now we mentioned before, uh, in the introductions, we went this year by fifty percent on UV, which is uh, design basically that these out account of sinks we are capable to do with the suppliers. 

发言人1   42:10
And as you can imagine, h, that's a discussion that we have with them on a very big good of basis. And us mentioning thirty percent growth in two and seven, more than thirty percent growth in twenty eight is the resource of the confidence we have that uh this entire of supply chain can of course, uh follow uh or her own demand boss on the UVMDPV. That exercise, I would say of course could be extended uh, as far as needed, uh, because we are continuing also to add, I will say, suppliers. 

发言人1   42:47
So we are continuing to make sure or so that we we have more and more people who can produce some of our part, specially none pretty good one. And when IT comes to the very critical one, you know as ice comes to mind, uh, we are absolutely strategically a line on you know the tragic ory of uh, the industry and therefore the tragic of the demand. So these are very, very detailed, intense discussion. 

发言人1   43:12
But again, every number we share with you is the reserves of us. Uh, having validated that, the supply change can, of course, follow those numbers. Thank you. Uh stuff uh quickly rose on the gross margin, your guidance and gross margin, the fourth quarter is down from the current quarter even though your revenues are going up significantly. 

发言人1   43:36
And then I mean, just a again, regarding a response you made earlier about the value based pricing, would IT should be assume that most of the value based pricing related increases will go straight down to the growth margin line? Or is that is there a margin number on this increases that he will be putting through? Or the first one, the growth not thank you for a little bit lower from from from q three. 

发言人1   44:03
That is primarily related to defect that we are seeing some RAM costs, right? So we're rampling up for the increases that Christopher was just talking about. That has a bit of a bearing on the on the on the on the growth margin expectation. 

发言人1   44:17
And that's why the the fix cost coverage that you would expect to benefit from the higher volume is that got compensated and a bit more compensated by, by the extra cost that we inker in the RAM as we see now in the q four. So that's the main reason that we have there in terms of the Price increase, what exam is the Price increase? Uh, completely creates the to divorce margin. 

发言人1   44:43
Of course, there are the same advice, right? I mean, one of the arguments that we had also in our recommendations with with our customers is that we are incurring cost in order to go to rap, right? So rap costs will give you some additional cost. 

发言人1   44:58
So and IT will definitely be agreed to to go modern. But again, you will see some RAM costs that we are in herring in, in twenty and twenty seven years to get to elevated number of that Christopher is just talking about. And this is most foresees, but also into the supply change for the reason said that, that some, if you just mentioned, right, we need to make sure that the the, the supply changes completely attunes to what we're looking for unformed. 

发言人1   45:24
That also means that in in some cases, there is some there is some help needed to get that done. So there is some portion a of of the of the h increase uh of the Price increase that we need to cover for the extraordinary RAM that we're going to. But I would say that still a significant part of IT is a directly free to the close margin. 

发言人1   45:44
Thank you here. Thank you. On next question today, IT comes from the line of fanta d building iphone UBS. 

发言人1   45:55
Please go ahead. Thank you very much. Um so I just wanted to follow up with on this shortage situation. Obviously, we are in a very unprecedented and time with this capacity constraint for your customers. But just so today, you are claiming that on your side as well, the the demand will be higher than supply. 

发言人1   46:17
So I mean the behavior usually is that people order as much as they can um especially if you stop seeing someone to make sure they have the tools。And we see in the other industries some long term agreement, some prepayment, try to get more you know true sense of of the demand. I was wondering if you were considering any change of the way you want to contract with your customers in those times. 

发言人1   46:40
For example, you know increasing the prepayment and uh or also you know adding like model film orders earlier to make sure you know that your customers are committed? Yes, I saw. So if if we take that and we said that before, if you put an order with asm, that's not a privilege piece paper that you put your name under IT comes with two uh, serious commitment. 

发言人1   47:08
One serious commitment is the commitment to make a down payment. And as I qualified before, it's a down payment that is enough to hurt, right? So that's that's one element. 

发言人1   47:17
And secondly, um you know HAPO is a real commitment on on both sides of the equation and IT also of means that you know if if you want to get rid of that commitment, that's not going to be easy, right? It's it's that that comes at a at a Price, not just the dumping but but more than that. So therefore before customers um you know sign APO with ASL, they've made up their mind. They're not doing this. They're not doing this previously in terms of will you accept orders early on where the Christ of mentions we are getting the request of customers to to to to you to accept force to accept their orders, their peals already for twenty, twenty and nine and twenty, twenty thirty. 

发言人1   48:05
And the only reason why Christopher worther than that way that customers are requesting us, and therefore, we have not yet accepted those, is that we want to make sure that we have a good picture of you know what the overall demand and twenty and twenty nine and twenty thirty looks like that customers are currently signaling and narrow that against um you know the capacity of a capacity expansion as we see IT at that point in time. We want to do that because you know we don't want now to accept um uh you know of orders from customer A, B and c and then to tell customer d isn't you know given order for twenty nine and twenty thirty. Sorry, we were sold out. 

发言人1   48:43
I mean, that would be told and appropriate for customers that have been business business source for a very long period time. So without really using a this period fine to mirror to get a good understanding, what is the total demand of other customers was ignoring for the twenty nine, twenty thirty fine frame, what does that look like? What is for us a reasonable expectation of capacity as we see IT into twenty nine, twenty thirty times frame. 

发言人1   49:08
And once we have that picture ready, then we are ready to to accept orders, uh, and and you will also accept the commitments from our side to execute in those orders. So we the only hesitation we have at this stage is that we really want to do our homework, be very diligent on the acceptance of the orders that customers are, are, are offering us to make sure that no, no single customer you feels that feels left out. I think he was very a good, good enter detailed. 

发言人1   49:37
Uh, the second one is on the high NA uh news floor in uh list of you mention the time manufacturing twenty eight a with the many guys um and thirty um and we have look at the past allow in a when we started the high volume manufacturing um I mean we saw a significant step up in shipment uh during those years. So I was wondering if we should think about tian shipments in twenty eight to increase significantly on the back of IT and potentially a double dit number of higher shipments um are too as we go forward. Well, I think it's you know we're still looking at a the very initial RAM. 

发言人1   50:22
So I think that you are going to need to see that you know every year, uh, customer are going to need more tool, uh, as they validate in manufacturing that they like INA and that most for ly uh, they plan over time more layers. I think the announcement, uh, and the drive of TSMC first on the twelve inch critical that uh is very interesting there because the first signal gives is that you know in the mind of the customer, they would be more and more use of IA that if IT was not the I mean, no one were really bothered to go to twelve inch mask on INA. So the twelve match uh drive and very wide adoption by customer and the conception is there's a sign that everyone has in mind over time to develop basically more and more adoption of ironic. 

发言人1   51:19
So with that, you know it's always difficult to say exactly how this will uh basically um many faces itself. We also have, of course, a very big brand so that a lot of focus on building up capacity, which sometimes can have uh you know a positive and negative impact on the IN of all out depending if customer c an additional capacity to you potentially uh, a bit of a slowdown, but the number will grow for sure year uh after year. And again, the message you seek all our customers have given uh this quarter with the h uh participation into the twelve inch consultation is that they believe over time, this really become a very important technology and the number of players will grow over time for sure. 

发言人1   52:08
right? Thank you very much. You welcome. Thank you. Your next question today come from the line of lee simpson from Morgan stanly. Please go ahead. I ug more and thanks far for with me. And maybe just follow up to the the last answer or said, I thought IT was quite interesting that if you look at the non current liabilities there, there's qua material jump q and q. We're all the order of about five billion and typically the bulk of that is down payment. 

发言人1   52:42
So can we make a review to you a relative size of big order intake? Uh in q three that that question number one and I think maybe a longer that um IT IT did seem to infair Christoff in your answer to last question, that it's perhaps new customers that are bringing you to sort of thinking about the twenty and nine and thirty um sort of framework. And as you say, you still want to keep your marginal buyers still in in the mix here. 

发言人1   53:11
And we're write and saying that most of this is coming from new customers as a result. thanks. Yeah on on the first one, the the the non current liabilities, does that include down parent? Yeah IT does. right. 

发言人1   53:26
So so in in that way, IT is a an interesting gage of of of of how order and take is developing, I should say a bit of a legging indicated a because typically the the the, you know the the dog payment and the receipt of the money, you know, legs a little bit the the actual signing of the opp o so IT is a bit of a leading indicator, but for lack of any PO numbers that you get from a and how it's it's it's a nice, it's a nice, it's a nice party. Yeah yeah i'm not sure I pretty understood the second question. So III think this the second question I think was on um uh you know the the customers in twenty nine thirty that express entry to do that. 

发言人1   54:07
Uh, uh I think your question is me is that is that a totally new customer that might potentially start with the tea? Um and you know might just be that this customer is in that way sort of looking out existing customers, but I am good that I would. And I guess the answer is that the interest is is being expressed is much broader, a much broader, not linked to one specific customer. 

发言人1   54:35
There is AA fob broader interesting customers to to to have a to place deals that time. Yeah maybe to add to that because you mention the new, new customer directly. I think what's interesting on the on low in AUV, we've talked about you know increased adoption of a uv h. 

发言人1   54:57
We continue to see in five new year, although in AUD, especially when he comes to to d RAM. And I will say this is go a bit beyond the TA. So that's another interesting dynamic uh that uh we have to indeed take into account uh for two thousand, twenty eight, twenty nine, two thousand thirty. 

发言人1   55:16
Uh that's another of course, uh, a chAllenge when he comes to uh the the the the capacity discussion we're having. But it's a great news when he comes to the validation of uh, our UV. Will be used moving forward. 

发言人1   55:32
And the last thing I would say, uh is that uh, we see a similar trend on the on nine eight so that uh I think or so uh a very good set of h news we we get from our potential new customers. right? Time flag, you will come. 

发言人1   55:52
Thank you. Our next question today comes from the line of Alexander deval from golden side. Please go ahead. 

发言人1   56:01
Yes, many thanks to the question. Just wanted to pip IT a bit and talk about emotional uv. You talk today about how you'll reach the three part of three hundred and thirty wafers power. 

发言人1   56:14
So I wonder what that could directly mean for pricing in twenty eight um and whether we should be thinking about the kind of AASP step ups we saw historically on UV tools when we think about the innovation you are delivering on emerge and then would like to think also second nearly as a follow up on logic versus memory. I wonder if it's fair to say that in the prior quarter, um the incremental demand seemed to be very much related to memory. But now you seem to be seeing quite a strong baLance across both logic and memory. 

发言人1   56:48
So curious what extend you agree that statement and what is driving this? Um whether IT might be across um drivers like a genta I um or IT could be progress either with existing customers or new customers. Many customers yeah I can start. 

发言人1   57:06
So uh, appreciate the question on the different of thirty year with a brows because this is one of the I would say the the the very short term action we have taken to increase capacity. We're going to bring the different um emersion product to from less thirty with the crowds. You know that we have slightly different version of our emerging tool depending on the other equality for customer, but all of them to the being up next year, we will go to three thirty with three four hours. 

发言人1   57:35
And when he comes to a to value and therefore all to pricing, uh as we discuss many time for UV, uh the Price the value scale basically is a fruit t and I think what through for EV would be true. So for for DQV. So this is boss and opportunity on uh value margin pricing is also, of course, very helpful when he comes to capacity because you you look at a of course, providing uh the same capacity with with potentially less to uh doesn't mean that we need less to means that we get more capacity for a for our customer, of course. 

发言人1   58:14
So that's that's another, I would say, creative move we have made on on the port for you to get more uh, capacity out. And we expect, again, the value to come to us in the same way for is come as productivity. That's for deputy. 

发言人1   58:29
On the the second question, I think that how he gives some number, uh if you look at the increase compared to last year, memory has gone up very much. We've still not train where memory become more and more important, seventy five percent increase ah, which is of course significant. So you start to see the results of this, a huge memorial investment that, by the way, is mostly iram, to be clear, and we continue to see us moving forward. 

发言人1   58:57
H, and I think we have said in the past that area between logic and memory will mostly an increase towards memory. Still, I would say that logic is also very strong. So to to be able to predict exactly where deciding to land is difficult because like to stress that we see or so a very strong demand on the losing side uh, because of course, as you know, the two are very much couple when he comes to that bring a AI capacity to the market. 

发言人1   59:29
And and just to give you one one more data point there. So indeed, as I mentioned, logic went up you know ten percent around ten person, but he is fancy gic peace included in there is is saw there, right? So that grew over twenty five percent, is expected to grow over twenty five percent in this, in this, in this year. 

发言人1   59:47
So you're right, memories getting closer to through logic. But logic remains very, very important. And no, when we look at twenty, twenty seven, memory comes close. 

发言人1   01:00:00
But II still believe that logic will out way memory in in the total book of presence for next year. Thank you. And next question today comes from the line of because say, from both research, please go ahead. 

发言人1   01:00:19
Yeah, thank you. Good morning. Uh, my question is with regard to your customer clean room constraints. And you know the perhaps you could discuss that with the respect to your decisions to expand capacity into twenty eight. Um do you expect that the clean room is is still a constraints on your customers ability to tools and at capacity? And and and and what does that mean as as you go into potentially twenty, twenty nine, well, you know I think there's still summer, but I would call the tactical constraint. 

发言人1   01:00:52
So I could be that you know once system will move from a the end of the quarter and begin up for another one, uh, we don't see too much of that to be on as but that's still uh, possible because our customers have been ramping their clean room, faced the extremely fast. Uh, if we look at the longer term, as I said before, a beyond those little move or the statistic move, we, we we have confirmed that you know the number of customers are giving us are really lined up with their uh, plan. In fact, in many cases, you know when the the supply tie, uh, we make sure before we fully allocated tour to a customer that you know the space will be there, the facility to also will be there so that we don't shape the tool that we will be waiting for weeks, uh, for a customer to use IT because, of course, although customer will be very disappointed with that. 

发言人1   01:01:51
So we do a lot of work to make sure that in all the plans we have at s ml, you know we don't have uh delay more than a few days or weeks, I would say, in in, in shipping our products. So short and series, I think no, uh, we don't see our customer and concern being a major factor on our demand. And but through your point, it's it's very clear that, that with everything that is being built today, IT is such a matter of scale. 

发言人1   01:02:20
So on the one hand, that opens a significant opportunities, but that also means that our customers have to manage the execution of all the all the construction and twenty seven, twenty eight very diligently, right? So they're looking at a huge expansion of the footprint. But of course, that, that requires very diligent execution, and that's obviously something that we need to that we need to month very, very carefully. 

发言人1   01:02:42
So in that way, conceptually, a lot of opportunity and not a constraint, but in in reality, we need to make sure that they execute well, such as doesn't become constraint. Uh, thank you. Uh as a follow up, a followup question is with regard to china and you talked about that at twenty percent uh uh of your system revenue this year, what what should we expect going forward? 

发言人1   01:03:07
Uh, with respect to china, did you expect you to to maintain those levels as you go into next year? I think the intrinsic demand in china is is strong, right? If you look at if you look at what china needs in terms of mainstream logic, in terms of in terms of memory, there is very strong demand in in in china for their domestic for the domestic consumption. 

发言人1   01:03:29
If you look at the fact that are being built in china, uh, that is that is you know there is there is a lot coming a coming online uh there uh and and therefore, you know we would expect the the demand in china to be strong, you know this year, this year twenty for some. And II would argue that that that also for twenty, twenty seven and beyond, based on the intrinsic drivers, IT seems that the same situation in china remains very strong. Thank you. 

发言人1   01:04:02
Thank you. So next question today put on the line of time, my you from barbaree. Please go ahead. 

发言人1   01:04:11
I thank you for take my question. Firstly, it's on your value based pricing. So this year, you are you are increasing pricing going forward. Let's say, this tightness in the industry continues. Do you think you be able to negotiate Price increase every single year? 

发言人1   01:04:31
But I mean, I wasn't the plan, to be honest, was mining. We worked mining of best all listening. Yes, exactly. It's like that was the fan. 

发言人1   01:04:40
So so you know we ve had these conversations with customers that you know given everything that the ecosystem is going through and given the efforts that all going through to meet the the rank requirements, we thought that we were entitled to a higher person. M, we were able to, to get there with customers. And we we would see that as as something that, that is possible within our valley based pricing model. 

发言人1   01:05:05
But we not be looking at repeating this every every year or so. That is not the plan. Now I would have to rogate still. I think most of you know this is most only one of the very first time we have a this discussion with with customer. Uh if you go back many, many years back, this is something we never did. 

发言人1   01:05:24
And was you mention the in the introduction, the the construction, the the discussion where comes up to um I think they were more than constructed, meaning there was a clear acceptance that maybe they are the old value in the local system is shifting and that trigger by, of course, AAI to some extent. And I would say, you know, we will see what the future brings, but at least we have been able to have a very good, very manual discussion, which I think is is very important. So something we never did before. 

发言人1   01:05:58
We don't want to do that every year because that's that's not the purpose. But I think that it's very good that in principal, at least, we have the t and most only once survived to discuss again what's the real value of recovery phy in the entire school system. sorry. 

发言人1   01:06:14
And tell me, as you know, one of the key objects for us in the pricing conversation is to to make sure that we never depart from the concept of value based pricing because we don't want to be in a physician, that is the market goes down, that we're actually having a discussions with customers and Price decrees, I mean, and that is very well understood or in in the conversations with our customers as we've had IT. So to Chris point, these have been conversations on on on fairness. But you know the premise that we we we are able to capture value uh uh of the next generation of tools and that as a result of that, we are able to continue to to to increase the Price and command the value that brings. 

发言人1   01:06:55
That is a principle that we want to sustain even if the markets goes to go backward. So that's that's the reason why we're not opportunities icing, why we're not opportunity ally season, the opportunity, why were executing and long design of what cha subjects described. Okay, thank you. 

发言人1   01:07:12
That's really clear. Secondly, regarding uh, your exposure in china. So I understand that china will never be able to compete with you from the technology expectations. 

发言人1   01:07:22
But going to, let's say twenty twenty nine ish when they work out, let's say, a low and version of immersion tool, do you think that will decrease your potential to Price at the premium less? Is the chinese local players or your potential margin in chinese market may need to come lower? Well, I think you know is a lot of, of course, speculation in the in equation. 

发言人1   01:07:46
But where we are today, I think with our chinese customer is that they all want to work with us. I think this is very clear. I will give any market your number, but you can imagine this extremely high, specially on emerging. 

发言人1   01:08:03
And therefore, you know, as long as we have a good market access has longer the customer can trust, they can walk with us as he that the likely of a major competition, uh, in china is still pretty low as the first I will say. Uh, the second is, of course, you know if uh, you know they were to not have access to some of our tools, then you get a lot more motivation. But it's still a very, very long way to go. 

发言人1   01:08:30
And and I think that we have been having this discussion about, you know china having a tool to compete with us for the last twenty five years. And you know every other years we get the news that this is coming. Uh, if you stick to fact, I think the fact this year are not different from the fact a year ago or even five years ago. 

发言人1   01:08:53
So I think that the progress is not very strong. The motivation is not strong at all. And I think that as long again as we preserve market access in reasonable, what means, uh, we should be fine. 

发言人1   01:09:11
Okay, thank you. You will come. okay. Just wanted to um remind, we've got time for one last question. So share. 

发言人1   01:09:20
Can I ask you to um ask the final question please and then if they are follow one questions, please contact a smell best relations and we'll do our best to to follow up. So Operator, can we have that last question please? Thank you. 

发言人1   01:09:34
Your final question take from the line of stefan, only from A, D, B, X. Please go ahead. Yes, thank you for taking my Christian. Actually my question an was on china initially. 

发言人1   01:09:47
But uh, just to understand the the discussions that you have on twenty, twenty nine and in twenty thirty, if this is more because you you seem to be very positive at the moment of memory. Uh, if if it's very baLances between memory and log or if it's still memory manufacturing while giving you some VG on twenty，twenty, twenty, twenty nine, sorry, and twenty thirty. Thank you. 

发言人1   01:10:14
Well, I think you know you need both memory and logic to to to get from my chips. I think we have I take discussion with the boss customers because they get the same message from their whole customer. I think today, the rams is is a bit more aggressive on the on the on the on the building of those capacity. 

发言人1   01:10:35
But yeah, we have discussion with with both. So I think we see equal interest in coal. I would say demand trajectories, photos, uh, the RAM energy because we need more specifically to get the product out. 

发言人1   01:10:54
And iran is um at the same time the U. S. Korea and even china. 

发言人1   01:10:59
Or hit more consent from the geodetic ten point. Now I think that we're mostly talking about UV. This case. 

发言人1   01:11:09
So this this is through china. okay. Yeah good. Thank you. okay. Thank you, everyone and behalf if they smell and like. Thank you for joining uh, the call today. 

发言人1   01:11:19
Uh, Operator, if you could formally conclude the call very much, appreciate you. Thank you. Thank you. 

发言人1   01:11:26
This concludes the ASML twenty twenty six third quarter financial results conference school. Thank you participating. You may now disconnect. 

发言人1   01:26:08
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   01:27:27
Good day, and thank you for summer by welcome to the ASML twenty twenty six third quarter financial results come from on october fourteen, twenty twenty six. At this time, all pakistan are in a listen only mode after the speaker's task. The question during the session, you need to press star one and one on your telephone. 

发言人1   01:27:50
You will then have an altimeter message advising your hand these ways to store your question. Please, please start one and one again. Please be advised that face conferences being recorded. 

发言人1   01:28:01
I would now light on the conference clavis mr. Jim cabinet. Please go ahead. Thank you. Operate. Welcome everyone. This is tim cabinet, head of investor relations at a sml, joining me today on the call or SMLCEO Christopher k, and their CFO roj. Doesn't the subject of the day's coal is smes twenty twenty six third quarter cells. 

发言人1   01:28:23
The length of the coal will be six minutes and questions will be taken in the order that they are received. This goal is also being broadcast live over the internet at WWW to sml点com，a transcript of management opening reMarks and a replay of the call will be available on our website shortly following the conclusion of this call. Before we begin, I would like to caution listeners that comments made by a management during this conference call will include forward looking statements within the meaning of the federal security laws. 

发言人1   01:28:53
These are looking statements involve material risks and the uncertainties. For a discussion of risk factors are encourage you to review the safe harbor statement obtained a contained in today's press release and presentation found on our website at WWW叫ASML点com and in ASML annual report on form twenty f and other documents as filed with the security and exchange commission。With that, I would like to turn the call over to Christopher ay for a brief introduction. 

发言人1   01:29:22
Thank you, jim. Welcome, everyone, and thank you for joining us for third quarter two thousand and twenty six reserve conference call. Before we begin to q session, hogan, I would like to provide an other view and some commentary on the third quarter two thousand and twenty six reserves as well as provide some additional comments on the current business environment and on our future business outlook project. 

发言人1   01:29:48
Thank you, Chris stock, and welcome, everyone. I will first review the third quarter twenty twenty six financial accomplishments and then provide guidance on the fourth quarter and the full year of twenty twenty six. Let me start with all third quarter accomplishments. Total up sales and the third quarter of twenty twenty six for a record at eleven point seven billion euro towards the highland over guidance and reflecting strong execution of our capacity rank, that system sales were eight point four billion ees, which includes four point one billion euros from EV system sales, including the sale of one high A. 
