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发言人1   00:00
Hi, good morning, everyone, and welcome to jobs twenty twenty six fall business substance. This is cardiff sharma, head of investor relations, and i'm joined in westlake today by our president and co. Rick versa and our fearful mike deshi. 

发言人1   00:16
A few housekeeping items before we get started. The slides for today's business update will be posted to the usual spot on the iron website at the conclusion of the call. To a remains that one question. 

发言人1   00:31
If you have more than one, please simply have back into the queue and ask either if time allows. And as always, the rr team is available to assist with any questions following today's update. Finally, please review our overlooking statement page and remember that outcomes may defer from expections. 

发言人1   00:52
So please stay up to date with our disclosures. And with that, alter IT over to reach. Thank you, cartier, and good morning, everyone. 

发言人1   01:01
Thanks for joining the fall business substance. I hope you ve had a chance to review a results and agree that job is in a position of strength. We are winning today and uniquely position among our peers to continue winning well into the future. 

发言人1   01:16
There are four overarching messages I hope you take away from the call. One are three kite size strategy and dirt fueling our record moment and growth too, we have unmatched no trade off value opposition, the passage us at the center of our clients financial lives. Three, we have a clear strategy, and we are delivering client focus capabilities at a fast pace, has a powerful combination of people and artificial intelligence amplifies our advantages. 

发言人1   01:51
And for we have a diversified financial model that drives durable earnings growth across market cycles, we are growing our client base. Clients open one point two million brokers accounts in the third quarter. We attracted one hundred ninety plan and cornet new assets in the third quarter of thirty eight cent over last year and representing an annualized organic growth rate of nearly six percent. 

发言人1   02:19
We are deepening relationships clients as they continue turn to swop for more of their financial lives. Menus investing net flows reached the quarterly record of twenty four billion and bank landing reached seventy two billion, about thirty five percent year over year. This translates to another quarter of record financial results. 

发言人1   02:41
The total net revenues of seven point two billion and adjusted earnings per share of a dollar sixty nine of twenty and nine percent over last year. Most importantly, our two kind in size strategy is delighting clients. Clime promoter scores and easy scores continue to climb, and we continue to earn industry recognition. 

发言人1   03:04
Those measures reinforce what we seen the business every day. Clients value the combination of service, ease, capabilities and trust that job delivers. We remain the trusted at form of choice for investors and registered investment advisors. We are number one by total crime assets, number one by ra custodio l assets in number one in daily average trades year to date, clients interacted us with us a record one point eight million times in the channel of their choice, whether digitally more in our branches. Our firm wide transfer asset ratio is approximately one point eight, reflecting continued to improvement over time. 

发言人1   03:49
And notably, clients are actively and intentionally conducting their data day financial lives with us month in and months out, moving nearly four trillion in cash every month to invest, trade a bls old collateral against traditions they hold and otherwise execute the data cash transactions that make up their financial zed. We are adding new product solutions and capabilities to help our clients consolidate more of their financial lives. At chop, we're building, acquiring and partners where each approach makes the most sense. 

发言人1   04:27
And we are delivering at a rapid as we've want, single stock futures and binary options related to the financial markets for our trader clients. All clients can now access swab critter. We are rolling out the ability for clients to transfer their critter holding to shop, and we are launching access to renew coins by the end of the year for a clients we have collaborated with anthropic and are proud to be the first RA custodian included in code or financial advisors. 

发言人1   04:58
We just introduce charlie, our new AI powered conversational assistance that will be available to all clients in the coming months. And we're not slowing down as we continue to innovate across our businesses. I want to spend a moment talking more about our investments in AI. 

发言人1   05:18
AI is an opportunity for shrub. IT is attracting more people to investing while amplifying our strength. IT will help us create more personalized experiences for our clients while proving the productivity of the team serving them. 

发言人1   05:34
Seventy seven percent of us investors use AI today, and at the same time, more than ninety cent for human involvement alongside AI technology. That combination of people and technology has always been central to shrug and can't be underestimated. IT is and has been a key source of our differentiation. 

发言人1   05:58
If you look at growth across the industry and attrib, relationships and trust still matter a lot. While there's no question AI is going to make our clients financial lives easier, IT has to be safe and secure, which is why we will bring a ito our clients in the following ways. First, we are blocking unauthorised ed ages to treat a logging in on behalf of clients. IT is not a safe way for our clients to access swap, and we are blocking IT to protect clients and our firm. Second, we are bringing the power vi to our clients through charlie. 

发言人1   06:35
For our retail clients, charlie combines best of third party elms was swaths, trusted data and security charly uses a conStellation of underlying lm models and is designed to select the one most appropriate for the task at hand today, charlies america, a source of information and synthesis, and can take action on a client's behalf for some administrative tasks like changing an address or naming a trusted contact. Over time, charlie will do a lot more, ultimately becoming an important front door to swap. Third, we will also allow clients to use their l EMS to connect to our mcp services called for financial advisors, which I mentioned earlier, is just one example of how we are using an mcp layer to bring the power of AI to our clients. 

发言人1   07:28
We are also using IT with our retail trading clients as we can secure authentication and control our limit access to the risk as actions like moving money, enhancing the client experience is only part of the AI equation. We're using AI internally to help our developers and professionals work more effectively and efficiently. We've already seen developed productivity increased by about twenty five percent. 

发言人1   07:55
That is the future we are building, our people and AI. Working together to deliver Better outcomes for clients as investors consolidate their financial lives and our clients increasingly wanted do more with their trusted swab relationship. We are uniquely position at the center of the investing ecosystem to meet their needs. 

发言人1   08:21
Our breath across investing, wealth trading, banking and lending allows us to simplify kinds financial lives and serve them in the ways they prefer. By combining our people, technology, scale and value, we are creating a differential experience today while building the platform clients will need tomorrow. That is a powerful advantage and one that is very difficult to replicate. 

发言人1   08:50
We have a clear science at a rapid pace. I'll spend the next few minutes highlighting some of the opportunities we have ahead and how we position to continue driving, diversifying and double earnings growth through the cycle. We have two equally powerful growth opportunities in front of us, serving more clients and deeping. 

发言人1   09:14
The relationships that we already have and we are delivering on put of corporate new assets have grown significantly over the past several years, reaching record levels in twenty twenty six, supported by strong moments from both individual investors and rias. More clients are choosing swap. More kinds are bringing us a greater share of their financialization, and we are building deeper, longer lasting relationships over time. 

发言人1   09:44
We have built our advisor business around helping independent advisers grow, compete and succeed. Today, we serve more than sixteen thousand firms, representing five point eight trillion in assets with the platform that brings together custody, trading, banking in london, capabilities, technology and dedicated service and support. This business requires scale, trust, Operational excEllence, outstanding service and the breath to support advisors as their businesses and their clients needs become more complex. 

发言人1   10:23
That is why we win. Advisers of all sizes are turning to swap when they start their farms, and they're relying on us as they grow, move up market and serve increasingly sophisticated clients. Last year, more than eleven hundred advisory firms added job as a kastor, ian, more than three times the number of the next closest rider. 

发言人1   10:47
We are continuing to invest in this business to meet advisers needs. Turning to our retail business. We are serving individual investors who spend the investor spectrum. 

发言人1   11:01
Our retail business is built to win across generations wealth tears, investing styles and engaged preferences. We attracting Younger clients. Approximately seventy percent of nude firm retail households are genie and milenio. At the same time, investors of all wealth levels continue to turn to us for more of their financial lives. 

发言人1   11:26
Roughly eighty percent of retail assets are held by alter high net worth and high net worth households, and we are well positioned to continue serving future generations when that wealth is passed on. Our retention rate around well transfers is extremely high, and we are winning assets with all generations. Retail crime, you have a dedicated financial consultant, generate approximately three times the household DNA, five times the management investing net flows of comparable on assigned households and three times the transfer passage ratio. 

发言人1   12:06
Relationships continue to matter. That is why we are investing in both people and technology so we can continue building, deepening and retaining most stressful relationships now and for the decades to come. Our second growth ever is deepening existing client relationships and helping clients conduct more of their financial lives. 

发言人1   12:30
Here at tub today, I will highlight two of our opportunities, wealth and trading client demand for advice is accelerating. Managed investing net flows reached another record twenty four billion in the third quarter of twenty two percent from last year. Within that tomorrow, shaw wealth advisory net flows increased fifty five percent as we continue to delight these clients who given us a climb promoters of eighty four in the third quarter. 

发言人1   13:02
Our opportunity and wealth remains compelling. Swab has approximately two percent of the thirty seven trillion U. S. 

发言人1   13:11
Advice market, but only about five percent of swab retail households currently use an advice solution. Thirty one percent say they are willing to pay for advice. Treating is another area where our leadership position creates meaning opportunity. 

发言人1   13:29
We remain the industrial leader in trading, supported by a world class trading platform, more than hundred expert trading specialists and research, education, coaching and service betrayers at every level of sophistication. Trader value what we deliver. Trader clip promoter scores in three seven points year over year. 

发言人1   13:52
Traders are also highly engaged. Trader households generate a oxmain seven times nna and two times the revenue kind assets of the retail average. A subset of traders are already using AI to support their trading goals, connecting their alms to shop VRS and our mcp server. 

发言人1   14:17
As an interesting aside, this group actually holds more cash than other active traders because they are focused on finding they are next great investment. As we look ahead, we were wrong out an AI powered thicker swim assistant. And have started to pilot for traders to safely and securely connect to r mcp layer view the LM. 

发言人1   14:42
Of their choice. We started the pilot with cloud and will expand additional clients in ms. In the coming months. Finally, we remain focused on continuing to enhances our scale and efficiency with several goals. With scale efficiently, 请关注公众号思维纪要社，更多纪要请加V西安202101304。To drive productivity makes well be easier to work with and keep our structural cost advantage, all of which allow us to reinvest in new capabilities and growth. 

发言人1   15:19
We are simplifying and automating work, so the powerful combination of our people and technology can support more clients, that is, the power of our model efficiency, makes IT easier for going to do business with us, helped our people serve them more effectively, keeps our cost to serve low, and creates capacity to reinvestment in technology and capabilities that help our clients achieve Better outcomes in their financial lives. Given our position at the trusted center of the investing ecosystem, we are confident in shrops to continue driving diversified in double earnings growth through the cycle. We are serving a growing number of clients. 

发言人1   16:09
We are deepening existing relationships. We are enhancing scale and efficiency, and i'll turn to mike to talk about how we are repairing that Operating momentum with discipline, financial management and capital return to generate record financial results. Thank you, rick. 

发言人1   16:31
Good morning, everyone. During my time today, i'll discuss our sustained business momentum and strong crime engagement translated into another quarter of record financial results. I'll also cover how we continued to deploy financial resources to support the evolving needs of our clients as they engage across the range of investment solutions while maintaining strong capital levels and executing against our capital management framework. 

发言人1   17:01
Finally, I will provide some additional perspectives on the financial scenario we provided last quarter and share some initial considerations as we look ahead to twenty twenty seven. With that, let's begin with the third quarter financial result. Third quarter revenue increased seventeen percent year of the year to a record seven point two billion, not interest revenue group fourteen percent year of the year to nearly three point five billion, reflecting sustained interest in our secured lending programs, including margin loans and the banks pledged. 

发言人1   17:38
Das in line acid managment and administration fees increase fourteen percent versus prior year to a record one point nine billion due to accommodate nation of equity market appreciation, strong organic growth and continued kan adoption of swabs, wealth and active management solutions. Trading revenue total one point two billion, up sixteen percent versus three cute twenty five as climbing engagement across our industry leading retail trading platform remain robust with daily every straits of ten point seven million banto posit account es were up forty percent year over year due to continued improvement in the net yield. Turning to expenses adjust. 

发言人1   18:25
The expenses were approximate three point two billion, up nine percent from three two twenty five. The year over year increase reflected strong crime engagement across the swap platform, which contributed to higher volume m related cost, including performing space compensation, while underlying expenses were slightly Better due to efficiency, and we intend to reinvest some of those savings, putting the revenue and expense performs together. We delivered and adjust the pretax profit margin of fifty four point eight percent for the third quarter, which is an expansion of approximately three hundred and fifty basis points verses three q twenty five. 

发言人1   19:09
Third quarter adjusted earnings per share increased twenty nine percent year over year to a record dollar sixty nine. Moving to the branch. Demand for our secured landing solutions remain strong. Total margin baLances ended the quarter at one hundred and eighty seven point nine billion, including continued growth in long short related activity. Total bank loan baLances grew to seventy two point three billion, up thirty five percent from three two twenty five, driven primarily by demand for pledge acid line loans. 

发言人1   19:48
Transactional sweep cash bounces pinioned the quarter at four hundred and ninety two point eight billion, up seven point one billion quarter of a quarter, reflecting in an increase in the longshot strategy and organic growth, partially offset by clients reinvesting in markets given improving sentiment. Given the growth of our secured learning programs, we utilize our diverse funding sources to support this client activity. As we look forward, we expect to see continued cash bail through net new assets and the Normal seasonal inflow through year end capital levels remained strong, with our adjusted to one leverage ratio finishing at the upper of our six point seven fires to seven to seven percent range. 

发言人1   20:37
The adJusting ratio ended at seven percent as we allowed capital to build to support continued strong crying activity against a backdrop of volatile rates where yields move mainers fly higher in the quarter. Through the first nine months of twenty twenty six, we have increased our common dividend, redeemed preferred stock and we purchase almost four billion of common chairs. Looking ahead, our capital management framework remains unchanged. 

发言人1   21:07
Our first priorities, maintaining in capital levels that support ongoing business growth and the evolving needs of our clients across a range of environments. And beyond those priorities, we will fit to opportunities ally return capital across multiple forms. Our third quarter of results continue to demonstrate the strength of shrubs model and our ability to support clients while delivering strong financial outcomes. 

发言人1   21:39
Looking ahead to the remainder of twenty twenty six, the strength we are seeing across these client and business metric gives us confidence as we looked to the remainders of the year, we expect many of the positive terms to continue in the fourth quarter, driven by strong kind engagement and growth across the platform, including in land and trading. Given the robust pace of lending this year, long growth has outpaced deposit growth, which has resulted in greater utilization sources. With these dynamics, we continue to expect that stronghold year revenue growth and nmc expansion. 

发言人1   22:18
And with just one quarter remaining in a year there, we would expect revenue and full year in to grow towards the lower end of the ranges that we provided at the summer business update. At the same time, we expect expenses come in at the low end of the range as well. Reflecting our continued progress on efficiency while maintaining and adding investments in strategic initiatives to support long term growth, putting IT all together, we expect to deliver strong business and financial performance for the year, including approximate eight hundred basis points of positive Operating leverage, roughly double what we expected at the beginning of the year. 

发言人1   23:02
Regarding twenty, twenty seven, we expect to end of the year with strong business momentum. As always, the Operating environment will be shaped by a range of factors, including the macro economic batch up, interest rate, equity markets and client engagement levels. We expect to continue investing in growth and other key strategic initiatives while leveraging ing our scale and emerging capabilities, including artificial intelligence, to drive greater efficiency. 

发言人1   23:33
We remain focused on bouncing these priorities in a way that supports clients, advances the long term growth of the franchise and positions us to deliver positive Operating leverage across a range of environments. We look forward to providing more detail twenty twenty seven financial scenario at our winter business update in january. In in closing, our third quarter performance further demonstrated the strength of swap model. 

发言人1   24:01
We continue to attract new client and assets while deepening existing client relationship, and that sustained business momentum helped deliver record financial results. At the same time, we continue to invest in the products, services and capabilities that support the needs of our clients while leveraging our scale to enhance efficiency and maintaining discipline approach to financial management. These are the same elements that underpin the financial framework. 

发言人1   24:32
We outlined that investor day to deliver mittie earnings growth, the river cycle. And with that, let's move on the Q, N. A. 

发言人1   24:40
carpet. Thank you, mike. Um Operator, please open the queue for questions. Thank you. We will now be in our question in the answer session. 

发言人1   24:50
If you would like to ask a question, please start one, please, please start two. If you would like to withdraw your question again, that start one to ask a question. Our first question will come from ten, working ten with J. 

发言人1   25:04
P. Morgan, your line is open. Hi, good morning, everybody, and thanks for taking the question, rick. I'd like to take a little deeper into your AI comments. So uh maybe first um you see revenue opportunity is coming from AI either directly or indirectly. 

发言人1   25:21
And what are the nature of those revenue opportunities? And then two, you highlighted, I think, two or three times during the call that swab is allowing clients and traders the ability to connect l to the swab mcp servers. Is this about analytics? Or are you enabling the execution of investing in trading strategies with these connections? Thanks, thanks for the a question. 

发言人1   25:47
Can let me start on, uh, the first part around where we see opportunity in NA. I number one, I think the opportunity is differentiate ourselves accommodation of on technology, the way we always have as the company. And I see that continuing. 

发言人1   26:03
Uh, the second thing I would at highlighters. So I think AI is already driving part of our revenue revenue games. And and i'd high light a couple of things. 

发言人1   26:14
Number one, I believe client engagement is up because of AI, and that is fueling some of our continued that that strength. And if you look at when LM started and when and when that started to increase, there is some correlation there. So we think that's already happening. 

发言人1   26:34
The other place, some we're already sing benefit, is in our wealth business business where we are bringing AI to deliver tax insights and trust in a state insights to our clients and that's helping us engage them more. And wealth conversations, just in part showing our record growth in our wealth business, which is a great business for our clients because they have its sighed climate, motor score, anything we do. And it's great business for us from from an economic standpoint. 

发言人1   27:02
So I think AR is already happening. At the same time, I think relationships still matter. And if you look at the growth of our advisor business, if you look at the growth of our business when we have an fc relationship, those are all elevated related to early technology driven in clients. 

发言人1   27:20
So identic relationships to matter even though AI is fusing, fueling our growth. And and and we're also able the last point to make before diving into the l ms. Is we've already aimed armed our client facing professionals with tools to help them serve more clients and deserve them more effectively. 

发言人1   27:44
And I think that is also part of what's driving our nna, part of what's relations about their wealth and driving some of the growth in our wealth and lending capabilities. In terms of l ms, we want to deliver AI to clients in a safe and secure way. And there's one way we think is not safe, and that's just an agent coming to a site and trying to log in on behalf of a client. 

发言人1   28:12
We are not going to allow that. We are already blocking IT. And and by the way, I think not many people want to use an agent in that way. 

发言人1   28:20
I don't think the agents want and the companies want client choosing IT in that way. And you know, I get a report every day tracking how many times you've had to block one of the different agents. And it's not many because I think aren't using IT in that way. They're financial life. But we are blocking IT because we want to have control over authenticity and the experience. 

发言人1   28:41
And so we have two opportunities, whether it's coming in through an elem or your own elem or coming in through charley y charly, will all over time, you've be the full range of things you can do on scrap that common and be able to do anything and through a conversation, be the either text, a voice. And I expect over time, we will be the primary way connect to AI uh, rob, we are allowing alembiC2Connect, but we are controlling the experience. And so we uh control the author ation experience. 

发言人1   29:12
We control what they can when they do when they can come in. So we don't allow them to move money because we think there's too much risk there to the client and to the firm. We do have clients that are trading up through alums is in eight guys, as I described earlier, that is growing. 

发言人1   29:31
I'd doubled in about the last six months as I shared earlier, that higher level of engagement actually leads to more cash held by those clients. And know one of the fears in the market about us is that is AI takes off. IT will IT will impact cash level. 

发言人1   29:48
We're actually seeing the opposite impact that the more people use AI, the more cash they hold because they are more active and in buying stocks. Finally, the last opportunity for a is has been on the efficiency front and never sing all kinds of winds. And for the reason my highlighted, our ability to both reinvest in our growth at the same time as underrun our core expenses is because we're seeing lots of efficiency benefits from AI. 

发言人1   30:17
Our technologists are twenty five percent more productive this year than they were last year. We're handling more calls under our call center on the first calls than we ever have in the history of firm begetting. Fewer calls for client because they're using aye to have their have their questions answered. 

发言人1   30:35
So there's we've realized many of efficiencies to date, which is fuel our ability to reinvest in our business and and fuel the long list of innovative things that we've done this year that I highlighted earlier. So in short, can I think AI is an an enormous acceleration for the company, and I think our ability to bring AI and people to our clients to help them live their best financial life is what is going to our us in the future. And I feel great about our positioning there because no one can match that combination. 

发言人1   31:08
We're moving really fast with the ee and are still back by the, I think the industry's best people on that combination is a winner. Thank you. Our next question comes from my alex blasting with golden sex. 

发言人1   31:22
Your line is open. Hey, hey. Good morning guys. Thank you for taking the question. Couple of questions around NI, I in the baLanced. So appreciate the decision ality deposit. But as we look at your deposit trends, you've generally trained IT down over the course of the year despite pretty strong and a nay girl. 

发言人1   31:40
So can you maybe help connect the two? And as you think about bridging from them a free or in the third quarter, maybe just um you help us mental outwork four men will look like relative to you. I think three twenty five, three thirty was the prior guide. 

发言人1   31:55
thanks. Hi, alex. Thank you for the question. Maybe just starting with the name and then will unpack at that cash point, we're in a favorable environment for limit expansion and h rates to higher. We ve remain active sensitive, so we feel good about that. 

发言人1   32:11
Mimic expansion will expand them in the fourth quarter, and we expect to continue to expand them in twenty twenty seven in terms of the fourth quarter and comparing that to four two twenty five, I would expect roughly twenty five to thirty basis points of mimic expansion that euro of the year four q twenty five to four q twenty six. Um and so again, as I mentioned and then heading into twenty twenty seven, a further expansion from there. To me, it's more about timing of mimic expansion as you are asking the question about four q with impact cash a bit. 

发言人1   32:52
So what we saw on the third quarter with client sentiment improving more consistently through through the third quarter, we saw cash go back into the market. Uh, and part of that, uh, was fuelled by the activity in ipos as well. If you go back to the first half of the year, Normally you see cash go back into the market in the first quarter. 

发言人1   33:17
But in the first quarter, you tend to seek a cash remain on the sidelines ah that was AAA function of geopolitical dynamics. Second quarter, even with tax payments ended up the yesterday through june, pretty flattish in cash. What you then saw is a good amount going into the market in three, two. 

发言人1   33:41
Do that pick up and sentiment in IPO activity you taking a step back? Um we do continue to see organic cash build. Um but again, that you know quarter a quarter, you're going to see dynamics of seasonality. You're going to see sentiment play a role. And of course, as we had into the fourth quarter, will have that seasonal pickup that tends to be uh, the mid november on words. 

发言人1   34:06
So we feel good about cash when we look at cash on bound, hidden and money market funds as a percentage of total china, I said it's it's consistent, uh, so we feel good about where we're heading into the fourth quarter. In terms of mim, I feel good about the nym expansion. And as I think about the the asset side, we now have lending baLances have exceeded the security's portfolio. 

发言人1   34:36
That's a good fact. That means our client to engage were meeting their needs. And of course, they're deeping their relationships with us through those lending programs. 

发言人1   34:46
At the same time, those lending programs are far more favorable in terms of the economics related to securities where we would othe wise be deploying that cash. ah. So very favorable spreads that is going to be supportive of nin. 

发言人1   35:01
And then of course, I mention securities. We still have one hundred and ninety billion roughly of securities that yield ding sub two percent. And given where rates arts today, as that portfolio continues to roll down, that cash will either be deployed into our lending activity again, where we're seeing good demand, and we expect that to continue. 

发言人1   35:23
But of course, even if we have deployed into security relatives to where those yields are today, that would be enormously a creative as well. So I do think about that interest margin as dead funds plus again, for those reasons because where making loans clients continue to engage in that activity and those are at very favorable spreads. And we continue to expect to pick up that good growth rate of organic cash coming from the very strong and na levels that we've been experiencing. 

发言人1   35:57
Thanks for the question. Thank you. Our next question, I come from bill cats with T. 

发言人1   36:04
T. Colin. The line is open. okay. Thank you very much. Maybe my stick with you. Um just given the puts and takes of your name guide and he puts and takes on the earning asset outlook, IT seems like there's opportunity here to drive a mix shift toward loans, more lucrative earning assets but perhaps limit the growth of earning assets overall. 

发言人1   36:27
And yet you're generate significant are we so how do you think about maybe thEpace of every purchase from this point forward, particularly since IT seems like more limited growth in earning assets? Thank you. Thanks for the question. 

发言人1   36:44
Um so we are seeing good growth in the a learning portfolios you mentioned. A is a very highlighted. It's it's an activity that is means the client need a is further a demonstrable of them are engaging across the platform. 

发言人1   37:00
So we're going to continue to support that growth. That is going to be important. The capital, first and foremost, s is going to be there to support clients. 

发言人1   37:10
And if you higher lighted as well, it's not just the loan onto itself. IT is again the broader engagement of these clients and loans in trading seeking advice is how the platform is coming together. We're seeing further evidence of clients engaging across that platform. 

发言人1   37:29
You're seeing IT in a very healthy revenue growth overall, but also you're seeing healthy revenue growth in terms of mix as well. So you're seeing drivers um across all those line items. Um in terms of capital, we ended the quarter a very favorite, ably top end of that range. 

发言人1   37:49
Of course, the combination of being at the top end of that range as well as the strong earner's momentum that we have did us a lot of flexibility to continue to support the growth of the franchise. That is the first priority. But also IT puts us in very good shape to be flexible about how we're returning capital to shareholders as well. 

发言人1   38:13
So again, we see that activity very creative. When clients are coming onto the platform, we're going to continue to support that, but we will have flexibility to return capital as well. Thank you. 

发言人1   38:28
Our next question comes from dean finance with jeffrey. Your line is open. thanks. Good morning. Rick was open. You could talk to your confidence on the sustainability of organic growth in nna that you've seen across your channels. 

发言人1   38:42
And also if you could talk to the contributor the contribution from some of the long short strategies, which you you know significant growth year to date in terms of how that showing up in any day. Absolutely, thanks for the question. Uh, I feel great about the momentum in our NN. 

发言人1   39:03
A because it's coming from every one of our three by facing businesses in every demography, but in each of the businesses. So and the momentum continues to accelerate. You know, starting with retail, coming out of taxes in an April every month gets a little bit stronger. 

发言人1   39:21
I think for the quarter, we were up ninety nine, eight percent and na over the fire third quarter said in all time, third quarter high for retAiling and a and IT was strength early across the board. And and we continue to see strength with our we have quiet facing relationships to f seas, which was the fascist growing area of retail nna, which is why we continue to invest in new branches and adding crime facing professionals. With all the technology out there, more, more people want to come in and talk to a client to confirm the direction of a of the printing of their big financial decision. 

发言人1   40:01
So great about retail and in a growth on the adviser front, I see strange across the board. There is no question the long short program helped drive some of the na and some consolidation to swap. And at the same time, as we looked to october, where we have a changed, the minims were long, short and and toronto growth. 

发言人1   40:22
To some extent, the growth has in no way slow at all. In terms of ASNNA, I feel great about our position. Eric climb promoter scores have never been higher. The intent to bring new assets to shop that we survey among our advisor clients has never been higher. The ease of doing business for advisors that job has never been higher. 

发言人1   40:43
The breath of what we can offer, we offer so much more than just long short, which is why we are the preferred custodian or from from most areas in the industry. So I feel great about our positioning in the advisor space and and with you without the long short program. And then I look this business has been strong as well, both in a stockland side, where we added new capture through our a private, private stock and administration capability that we launched earlier in the year. 

发言人1   41:15
Already seen some nice winds there, and we're seeing actually increased momentum in our retirement plan business. So I could I couldn't more filled about the momentum we're seeing an nna. Uh, I do see continuing. 

发言人1   41:27
Uh and at the same time, I there is certainly some of the ASN na has been driven by uh, long short, but the the left and the strength to learn in across our businesses that will help fuel continued in the a group. Thank you. Our next question come comes from Stephen tubac with wolf research. 

发言人1   41:49
Your line is open. Hi, good morning. Working my and takes so much for taking my question. So wanted to ask a follow up by on the cash outlook amid higher rate. We so the decline this september cash baLances, mike, you attribute that to uptake and climb buying activity, and we saw a simple trend elsewhere. 

发言人1   42:12
But he also coincided with the recent federate hike and with the markets currently pricing in three additional hikes through twenty seven, was hoping you could speak to higher scenario planning for different cash growth, uh, outcomes or potentially contraction amid further hikes. And how does this inform your outlook for both deposit atas as well as the changes in liability or funding mix? Hi, Stephen, thank you for the question. 

发言人1   42:39
Um so in terms of cash, um just to be clear, even with those higher rates, this is not cash sorting in any way. Um keep in mind, uh, the those short term rates, uh, it's just this time last year where we were at those similar rates. And we know that our clients are are pretty well allocated in terms of their allocations between what they keep on baLance sheet versus money funds. 

发言人1   43:08
And so what we're seeing here again is cash going back into the market given that pickup in sentiment um and regarding the outlook for rates, uh, again, as we've said, um we've been back at these uh rate levels just this time last year. We expect to continue to pick up cash organically, again, good nna growth, and we will see that there is no inflow in the forth quarter that we're expecting as well. They are over time um as the the rate market continues to evolve, um we do expect that to be a favorite able environment for us overall for our financial. 

发言人1   43:53
And uh, we know that because clients have been allocating their cash already from here, the increase in rates is not going to have that much more than impact simply because from one or two percent anymore, you're already at rates, which is meant clients have allocated the way they had wished to allocate. So from here, again, favorable environments for us, for our financials. We maintain a lot of flexibility around our different funding programs. 

发言人1   44:28
We built these sales e programs exactly for the reason to give us flexibility to meet the dynamic needs of clients. We ve seen strong engagement in areas like margin lending, but those programs will give a flexibility to continue to meet client needs and provides us the flexibility to generate good financial returns as well. Thank you. 

发言人1   44:53
Our next question comes from bamboo dish with barclays. Your line is open. Hi, I come morning and thank for my question. Might gave a lot of color on the moving parts for name going into twenty seven. Maybe there's one more question on that. So so outside of the maybe changing baLances and interesting ing asset outlook, could you maybe talk about you know the current level of rate sensitivity? And I think you guys put on some red hedges earlier in the year. 

发言人1   45:17
And so so as we are thinking about you know, changing great expectations, how do we think about flow through the timing IT takes for that benefit to to kind of make this way into your name, any collect color around that would be helpful. And thanks to the question. So again, we remain that access sensitive. 

发言人1   45:34
Um so this higher rate environment is favorable for us. We do include those sensitivity so that two hundred and fifty to three hundred and million sensitivity that we included in our materials is still the level of sensitivity. Um and again, um the idea of those cases against the loan book is a far more efficient way to deploy our resources. 

发言人1   45:58
The lending activity that we're doing with clients, again, it's meeting their need. They're engaging in the platform. Those loans are floating rate. In the past, we would have otherwise just purchase fix rate securities. So because we're seeing good engagement in those lending programs with clients, IT allows us makes so far more favorable. 

发言人1   46:19
And because they are floating rate, we use some portion of that to convert those floating rate loans in the fix to match up with our deposits the way we've matched up uh, before. And again, that sensitivity remains a favorable to us in that higher rate environment. So this is AA good outcome. 

发言人1   46:43
Um we're onna continue to support that strong long growth and it's much more efficient way to manage the government aspect as well. Thank you. Our next question comes from brunning hawking with BM. 

发言人1   46:58
O. Capital markets. Your line is open. Good morning. Then you taking my question was curious about a the long short program that you have. 

发言人1   47:09
You guys change the limit here recently and was curious about whether or not you seen any behavior or takeup changes since that happened and what impact you would think, uh, around the growth in that program going forward. thanks. Couple shots. 

发言人1   47:28
First, it's clear there is demand for long short strategies in the marketplace and IT, saving money on taxes is something our clients love to do and and is likely going to be something that for which demand will continue our goals to find sustainable ways to meet that demand. Here at rob, the program did grow exceptionally quickly this year. You one of our big competitors that we respect had less availability to this programme in our growth accelerated a at a pathy. 

发言人1   48:02
We like I didn't anticipate at the beginning idea, but we were able to support and and be there for our clients. IT was important to us to to throttle growth preparative time to make sure that we can support this from an Operational standpoint, from a capacity standpoint and where we're looking at multiple ways of supporting our clients and needs around long, short. But because we know this demand for IT, that demand likely to continue and we've got ta find ways to meet to meet that demand in a sustainable way and that we're rat in terms of one of the concerns I know people are raising, is this really in the impact our nna about what we've seen since we've roll the growth in mid september is not any signs of declaration in our uh, advisor services in na. 

发言人1   48:51
And I think that's because we have a lot more than long short, and we are the number one provider in the space. Our capability are hard, hard to match in terms of the service we provide, the breadth of capabilities we provide, our banking and lending capabilities we provide a alongside our custody ah the AI innovations that were making on behalf of clients ts uh the advice and consulting support that we provide the clients, which is unique and differentiated. Yeah that all up. 

发言人1   49:19
It's the reason we are number one of the space continue to seen acceleration of our of our of our nna and the reason why DOA this year is high as ever, ban and only accelerate. So we want to be able to support the long short program in the future. We've gotta growth so that we can do that in a sustainable way and have multiple solutions for clients. 

发言人1   49:41
And at the same time, we're seeing no impact on nna. Thank you. Our next question comes from Michael cyprus. 

发言人1   49:50
With modern standing, your line is open. A good morning. Thanks for taking the question. Just wanted to ask about prediction markets. 

发言人1   49:58
We've talked about having rest on the financial side of prediction markets rather than sports. You are thinking about the opportunity set today, whether economic events or even company. Keep eyes. 

发言人1   50:10
What might the potential time frame look like? What sort of work is required in order to meet these products availability or anything on the regulatory side? Um just cure time you to give at all that now thank you. 

发言人1   50:23
Thanks for question. Yes, we were we already are in the prediction markets and in a limited way through a binary options. So we offer on the on the s and p um we will expand upon that in the coming year. So to uh, financially related events at KPI. 

发言人1   50:41
So yes, if you want to want to take AA view on earnings and think it's gonna beat or not, be ah maybe the number of cars delivered in the quarter for a car company, there will be the opportunity take positions on both a financial related events in cps. We will stay away from sports gambling, which is where all the current activity is. But but we want to be able to offer financial events and KPI because we are the number one trading firm in the country. 

发言人1   51:13
Our traders have interested in IT, and we want to bring A, A responsible set of capabilities that will allow clients to participate in prediction markets in a way that's related to their portfolios and in a way that can help them improve their financial lives over time rather than rather than purely gamble. So act us to build on our current capability over the next of the eighteen months and eventually have a pretty broad sweet of ability to predict and participate in different financial events in kp and and political events. That's the current plan and that more to follow in the coming coming in year. 

发言人1   51:58
Thank you. Our next question comes from devin ryan with citizens bank. Your line is open. A great good morning. I have a question on platform minimization, rick. At the investor day, you discussed opportunities to earn a fairs share of the value that is platform creates. 

发言人1   52:17
So be greatest to hear about how that work has been progressing, whether there is any obvious areas emerging where you feel like the economics aren't commentate with the value swap providing in your own monitise ing? And then just more broadly, kind of connecting that back to the current motivation model overall, obviously, still conversations around monitise ing transactional cash and just want to get a sense of whether that thinking is evolving as you ve look at the full picture. And thanks for the question. 

发言人1   52:46
first. On the monodist ation front, we have actively found and will continue to find many ways to monetize our our p platform. And uh, etf motivation is certainly one, but there's other to be pursued and implemented and and feel feel good about those. 

发言人1   53:03
We're also expanding into new areas to create additional transactional based revenue streams that are beneficial to our clients. Things like rupo, things like diction markets. So so I expect us to be able to monetize our clients trading behavior that they want to do that helpful to their financial lives. I think there's multiple ways for us to monetize that. We can monitise our product platforms Better till there's lots of things are doing we ue to grow wealth. 

发言人1   53:31
We continue to grow our lending and make sure we fully monetize our our baLance sheet capabilities, integrated clients of financial life, make those asset sticker that there's numerous ways that we are pushing on this and the underlying concept to IT is that we are at the center of our clients financial life, providing them with an incredible value proposition that we don't think they can find elsewhere in terms of the service, the dedication to them, the combination of people and technology, the breadth of our product capabilities, the fact that we see through their required size and always put their interest in their financial well being first. And you can see if you attract the returns of our clients forces other firms. So I feel good about what we're doing, and we have lots of ways to monetize that. 

发言人1   54:25
As IT relates to cash, uh, doesn't impact how our thinking about cash. I like our cash strategy very simple. When a client comes in until they tell us what they want to do with their cash, we keep IT liquid and we keep IT in the most secure spot available and and that the lines with the interests of our creator traders and we make IT very easy and transparent, uh, how much cash were sitting on and what other ways they could, uh, what other ways they could invest that cash. 

发言人1   54:59
And that strategy has work. I think we'll continue to work. And at the same time, we'll innovate around how we help clients make those decisions. And i'm sure AI will be a helpful part of that. 

发言人1   55:09
But on all, I see multiple ways for us to monetized our platforms, some of which you've already implemented, some of which will implement in the future. And and as a result, I feel great about the growth of the economics of our business. Thank you. 

发言人1   55:25
Our next question comes from brian bedell, with which bank airline is open. great. thanks. Good morning folks. Thanks trick in my question, maybe just back on trading um and just just one on company KPI, you mentioned its well to eighteen months time line of rolling things out as or would would come be KPI be on the future side of that, especially if you saw attraction at other e brokers. 

发言人1   55:49
And then just more broadly in terms of your initials and trading, how are you envisioning take up of of twenty three by five and eventually potentially twenty four by seven trading? And then also um on the usage of the AI within you really connected with the mcp, um you're just your view on to what extent you might develop internal AI um you trading solutions for for clients at some point and and your view on the take of a that. Thanks question. 

发言人1   56:26
I touch on each of those is related KP eyes. We're gona move, please. We can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   56:38
In these artists, as they rule those out, we will roll out our experience we're playing within, think or swim. We've already done the first elements of the design of all that. Ah and so it's on to play. 

发言人1   56:51
And again, in the coming year, we expect to have more functionality there and and are excited about that offering to clients. And I think that, that cape of people will help hedge or essential their positions and can play in an important role in their in their portfolio. In terms of the extension of the trading day, we see in a summer between one and two percent of trading activity outside of market hours. 

发言人1   57:18
And we try to sort of control or or look out for the clients and how things how they trade outside of those hours because there's not as much liquidity. We are both benefits and draw acted to you around the clock trading, one of the great things about market hours is that attracts a lot of participants all at the same time. And so you get tight spreads and good execution. 

发言人1   57:40
And so we want to make sure that we do this and a thought away for clients. We and we think they've done that to protect clients in their execution quality, but we're seeing limited interest in trading outside of market hours. That said, we're going to make him available. We have any of overseas clients or h folks that are working over a day that the two value participating outside those hours and and we're going to we're going to be act to market in terms of providing a access when in when our when our clients, uh, I want IT. So we will if they go to twenty by seven, we certainly will. 

发言人1   58:14
We ready black capable when when our clients want IT at the moment were not seeing tremendous uptake in and outside of market hours in terms of usage a vi and um and I think we are getting that is, are we are we sort of going to build an automated trading capable for our clients through an agent's experience? I think clients may be able to do that through real EMS at some point, be able to research a certain factor that they have interest, create treating strategies where they have clients doing that through aps, through thinker swim today. So clients are doing that in terms of us providing the content or the algorithms. 

发言人1   58:54
I think that is highly unlikely for a bunch of reasons. Number one, if there was some magic recipe doubt warming markets through quantitative analysis, they be a lot more money and quantitative strategies today than than they are. And so I don't think we want to be in the game of trying to produce quantitative alf before our clients. 

发言人1   59:15
We want to be in the game of providing their education, the best research, the best support. We've got thousands of people every day x traitors who wake up ready to answer the phone for brand new traders, for experiences traders to help them think through positions, to help them think through risk, to help them think through their trading strategies. We are rolling out uh and AIH managed capability to help clients sink through their trading strategies so they can to clearly articulate and have a plan for how they're going to trade. 

发言人1   59:47
So we want to win power clients and help them. But I don't see is getting into the business of trying to create creating strategies on behalf of clients, I think could say fools, iron and and could lead a lot of trouble. But we're going to do everything we can to support traitors in our ability to help perform the market. 

发言人1   01:00:05
And we know that done really well on our platform because of the accommodation of what we bring to the table. Operator, we have a time for just one more question. Thank you. 

发言人1   01:00:18
Thank you. Our last question come from mike Brown with U. B. 

发言人1   01:00:21
S. Your line is open. great. Thank you for taking my question. Uh maybe just one more on the long short products, um obviously attractive than a long short products have banned a meaningful driver of client demand and an asset gathers across as the industry. There's an increasing number of funds coming to market. 

发言人1   01:00:40
And so given jobs positioning and client interest in the category, do see an opportunity to launch a proprietary solution. And if so, you know what would you ah you know occur in terms of investments into entering that market and maybe how much job have kind of differentiated uh product that were to be the case? Thank you. 

发言人1   01:01:01
Thank you. The question, I do expect us to have an offering. We already have a great direct index and capability today that he has been had wonderful performance in terms of tax alpha and delivering for clients. And I expect us to able to delivering an extended version of that on long short. 

发言人1   01:01:18
The reason that is so appealing is because we will be able to run that broke in a very efficient way from a baLanced and Operational stamp point that will help us sustain the ability to deliver long, short capabilities to our clients. So we were filled to have something on our platform that is a repeatable, long, short certainly another way we can deliver motivation, but more importantly, it's a way we can deliver sustainable, long short strategies to our clients in a way that is Operationally and financially manageable ah over the longer term. So worried about that working on IT and and we will give more updates and future causes us when that may launch. 

发言人1   01:02:03
And with that, I will wrap up thank you for your time and questions today, and i'll leave you where I started. One on our three client size strategy, enders, the test of time and this feeling our incredible momentum by putting clients at the forefront of every decision. We continue to deliver record armance and growth too. 

发言人1   01:02:24
We have an unmatched no trade off value proposition that positions us at the center of our clients financial lives and the investing ecosystem. Three, we have a clear strategy, and we are delivering client focus capabilities at a case as the powerful combination of people and AI amplifies our perform advantage. Finally, we have a diversified financial model that drives doubled earnings growth across market cycles. Taken together, we are in a position of strength, hard for any competitor to match, and we have compelling growth opportunities ahead. Thanks again. 
