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发言人1   00:58
Good morning, and welcome to product and gambles quarter and conference call. Today's event is being recorded for replay. This discussion will include a number of forward looking statements. If you will refer to PNGS most recent ten K, T, Q and eight k reports, you will see a discussion of factors that could cause the company's results to difference materially from these projections as required by regulation g broke in gamble needs to make you aware that during the discussion, the company will make a number of references to non gap and other financial measures brokering. 

发言人1   01:35
Gamble believes these measures provide investors with useful perspective on underlying business trends and has posted on its investor relations website WWWTPG investor dot come a full ilian of non gap financial measures. Now I will turn the call over to p ng s. Chief financial officer, anda. 

发言人1   01:56
Ray shelton. The morning everyone joined me on the call today, a carrick on and john chavez, AI was seen of the presidents of investor relations. I'll start with an overview of results for the first quarter of six to twenty seven and discuss the progress we are making against the one year term priorities and longer term translation efforts. 

发言人1   02:16
I close this guidance for fiscal twenty seven, and then we will take your questions. We are pleased with a continued acceleration in top line results in our first photo of fiscal year to ninety seven waterline results, we've lect the strength of the top line progress and productivity to accept the higher costs from raw materials, energy and increasing trade costs, primarily in north america. We expect these headwinds to increase in the next few quarters. 

发言人1   02:44
Taken together, we remain on we remain on track to deliver within our guidance strangers for the fifth year. Before I share the detailed results you may have noticed in the press release, beginning this fiscal year, we will report sales growth to one at both the company and the sector level. And with that organic sales increase four point zero percent the the prior year, we see sequences progress from our targeted interventions at the category and country level. 

发言人1   03:14
By delivering superiority, we are winning with consumers and driving improved consumption semester over semester. Into this first quarter, volume increase two point four points, rising moves up zero point four points and mixed up over a point for the quarter, a solid baLance across top line drivers and with a majority of growth driven by volume. We delivered broadband growth across the business with each of our ten product categories growing organic sales, fabric care, home care, baby care, hair care, giving personal care and grooming ing room with single family care, feminine care, oral care and personal health care each grew low single digits. 

发言人1   04:01
Growth was also brought pace geographically, with each of our six regions growing organic sales. Fox markets were up four percent. Organic says the north amErica grew three percent, and the U. 

发言人1   04:14
S. Market also was up three percent. In north america, volume was up three points to have him by continued improvement and consumption across categories. We now have over seventy percent of our top U. S. 

发言人1   04:28
Customers holding or growing share up from less than ten percent in the first half of fiscal went to six and fifty percent in the second half of last fiscal year. Europe region was up four percent, with all key market growing that by rising a digit growth in the U. K. 

发言人1   04:48
Way, that china organic sales to eight percent, continued strong growth in what remains a chAllenging consumer environment. Tempers and SK, two let the growth, with S, K, two up twelve percent and tempers up close to fifty percent, benefiting from near term competitive dynamic enterprise markets in aggregate grew five percent for the quarter. Note, the makeup of enterprise markets have changed this year, year now made up of that amErica age of pacific enterprise and I were newly combined, I meta or india, middle east, turkey and africa region. 

发言人1   05:25
This change emphasizes the growth opportunity across emerging markets and creates a one europe region structure to simplify the europe Operating framework. Let american organic says go four percent LED by mexico of double digits and brazil up low single digit. Organic sales in the I meta region grew eight percent. 

发言人1   05:48
APEC enterprise was up two percent, still impacted by our portfolio restructuring index. Global aggregate market share is sled versus prior year across all time periods. Twenty nine of our top fifty category country combinations held of russia his career to date, up from twenty five in the second half of last his year year also a reflection of the progress being made across the portfolio. 

发言人1   06:16
On the bottom, core earnings per share were two dollars, up one point versus priya year. On a currency neutral basis, court EPS was in line just prior. Core gross margin was down hundred and fifty basis points and core Operating margin was down eighty basis points last prior. 

发言人1   06:34
Here, strong productivity improvements of two hundred and fifty basis of points was offset by commodity and straight costs. In addition to demand creation, investment currency neutral CoOperating margin was down ninety basis points. We cash productivity was ninety three percent. 

发言人1   06:53
We return three or nine billion dollars of cash to share owner in this quarter, two point six billion and evident and one point three billion dollars in share we purchase. In summary, this was a strong start to the year. Positive says and share trains across Marks consistent with a semester to semester progress we expected behind the interventions being executed across categories, countries and customers. 

发言人1   07:18
As we move forward, the fundamental elements of our strategy remain unchanged. We are in the right categories to deliver against our growth goals. These categories are our core competency. 

发言人1   07:32
We know how to grow these categories and win with superior novation, Better execution and clear communication. We know how to create value in these categories that we have a proven track record to fund growth. We are productivity. We have an organization focused on delighting consumers and winning with our retail partners. 

发言人1   07:53
What we are changing is nearly every part of our execution framework to identify the priority gives even faster and respond quickly to change is needed to product package communication, retail execution or value to ignite use the growth of our brands. The adjustments we have made are starting to take hold. Let me share a few examples. 

发言人1   08:16
U. S. And abundant and strong, started with a deep insight and consumer connection. More than fifty percent of women will experience noticeable hair loss in their lifetime. 

发言人1   08:27
In the united states alone, female pattern hair long expects approximately thirty million individuals. Conten abandoned and strong technology grew from research linking scale oxidative stress to poor scale conditions and hair quality. This LED to the development of contains abundant storm collection with a provide them in complex proprietary formulation. Consumers are delighted with improvement and health strength and left shutting with delightful fragrance and a think linking sorel experience in the shower santa delivering missing a digital growth in the us and is growing shares. M prestige has been a significant growth driver of our china baby care business with mid team growth consistency over the past eight quarters, but we took the same consumer inside and brought the very best diaper available to the us with a moral launch in the second half of last fiscal year and more. 

发言人1   09:25
Is our most advanced and premium diver, combining proprietory skin health technologies and premium materials for superior protection and cash me like skin comfort build on an engaging social first brand building model and inspired by insights that fewer babies in each household means parents spent moca baby a mora has been one of the most successful launches across multiple retailers, contributing to panta shape grows and projected to exceed hundred million dollars in sales in year one in the gulf cluster UAE, oman, qatar, kuwait and brian. The percentage of save growing household penetration increased forehold from fifty percent and fifty cus seventy five to over sixty percent and fifty thousand seventy six despite the market volatility. Very dished of the double digit growth of fifteen twenty six into the first quarter of fish twenty seven. 

发言人1   10:22
After the team transformed how consumers engaged with ferry, they created the consumer that user generated content campaign that brought to life the tougher dish washing moments consumers faith, generating a record breaking engagement at twenty times our branded content benchmark. As a result, very, we claimed position as the markets leading equity brand and grew the category by four points and png share by two points. The other examples we discussed recently also continue to deliver a strong results, including U. 

发言人1   10:56
S. Tide boosted and evil mexico, ffc enhances brazil hair care and U. S. Personal care, while we continue to execute our plants in the near turn to return to sustainable growth. 

发言人1   11:07
Were also making progress on a long term reinvention of png capabilities to become what we call the cpg company of the future. We are adopting our capability, systems and organization structure to take advantage of significant growth opportunities we see across our market and overcome the external landscape change is impacting our industry. We are leveraging the deeply st and most extensive consumer understanding in the industry, driven by learning and data for millions of consumers. 

发言人1   11:38
This understanding leads to insist stigma that drives faster and Better innovations grounded in industrial research, development, modeling and testing capabilities. We have the strongest stability to authentically engage consumers. Building on our trusted and love brands, we have widespread access to consumer path to purchase. 

发言人1   11:58
We have strong retail partnerships, and I will supply chain of a differentiator where a resilient address supply chain is critical to respond to global volatility and cost pressures. We have the highest other productivity program in the industry. Winning with consumers is what matters. 

发言人1   12:16
And the companies that can best respond to the changing environment and leverage the fast evolving technologies and capabilities to follow the consumer closely are the ones that were truly be the industry we intend is to be png. Moving to guidance. As you saw in our press release this morning, we are maintaining our cisco twenty seven guidance ranges across organic sales, core EPS and free cash, low productivity. 

发言人1   12:44
We expect the environment around us to remain volatile and chAllenging from cost to currencies to consumer, competitor, retailer and geopolitical dynamics. I will all in gap outlook now includes the phone business, which closed in early of two. We continue to expect sales growth of one to three percent. 

发言人1   13:04
We started the year about this range, but we expect growth to be volatile. To quote you to base period dynamics also will be closely watching consumer demand as high fuel and energy costs persist into the fall and winter. As a reminder, our top line guide includes roughly thirty to fifty basis points headwinds from product and market exits that are part of how we structuring work. 

发言人1   13:28
Our bottom line guidance is for core EPS goals of zero zero to three percent births prior year, and this he creates to a range of six eighty nine to seven dollars and eleven cents per share. This outlook includes a cost headwind of approximate one point four billion dollars after text, driven by hiero material, energy and transportation costs and other premiums resulting primary from the conflict in middle east. This estimate assumes an effective brand crude oil Prices of one hundred dollars a barrel due to the duration of higher oil Prices. 

发言人1   14:03
We now expect materially higher cost, high winds in q two and the second half of fiscal twenty seven. We expect the forever exchange headwind of approximating million dollars after tax. We also expect approximately three hundred million dollars of high and that interest expense of the tech around two hundred and fifty million higher due to the debt issuance related to recent MA activity. 

发言人1   14:25
These impact start in the second quarter. Finally, we still forecast one hundred and fifty million dollar after tax of lower non Operating income. We now expect that our core effective tax rate will be the range of twenty to twenty one percent combined input costs. 

发言人1   14:42
Foreign exchange items below the Operating line will be a roughly nine one point nine billion dollar after tax headwind of earnings in fiscus, seventy seven or seventy nine cents per share, eleven percent of fiscal twenty six core eight was the fifty six, fifty six cent per share or eight percent impact shared in july earning call. We expect capital spending will be between four point five to five point five percent of sales. We are forecasting free cash productivity at eighty five percent to ninety percent for the year. 

发言人1   15:18
We expect to pay over ten billion dollars in dividends and to we purchase approximate five billion dollars of common stock, combined a plan to return fifteen billion dollars of cash to share owners in six to twenty seven. The guidance range reflects the continued acceleration told our long to america. Hythloday is a baLanced outlook. 

发言人1   15:37
请关注公众号思维纪要社，更多纪要请加V西安20210130 botton。And reflecting current market reality, consumer demand, we will maintain strong investment in the business baLances by a strong productivity program with an intent to improve resume semester by semester and year by year. This outlook is based on current market growth rate estimate, commodity Prices and foreign change rate. 

发言人1   16:07
Significant additional currency weakness, commodity cost increases, geopolitical disruptions, terrors, major supply change disruptions of the close are not anticipated within the gude range. In summary, chAllenging markets like the ones we compete in today are an opportunity for png to lead. We have the brands, the capability and most importantly, the people require to win. 

发言人1   16:31
We are confident in the short term progress we are making behind deliberate plans to drive user growth of our brands, and execution excels across each category and country combination. IT won't be a straight line, especially quarter to quarter, and volatility will remain in near to mid term reality. But we are building momentum with consumers and customers, and we are excited about the long term opportunities ahead. 

发言人1   16:57
With that, we'll be happy to take your question. If you have a question, please press the follow by one on your, if your question has been answered or you would like to withdraw your question, first star, follow by two. Your first question comes from the line of law in labor men of barkless. 

发言人1   17:20
Please go ahead. Great things. So much. Good morning. And we had to go back away in our model to find the last time that PN, G posted volumes you up more than two percent in organic, four percent. But when we found that time back in twenty two optically, margins are up a lot more this time around. 

发言人1   17:41
And I was just curious if you could talk about, is that something PICC to the quarter, nick, dynamic comp dynamic or something? You change structure so that you're going to see much greater Operating leverages at this level of volume growth. thanks. 

发言人1   17:55
Good morning, Lawrence. Thanks for the question. I think it's the combination of quote specific and structures. Let me start with the structure. Maybe um when we see growth around four percent and volume growth um at or above two percent, we've always seen leverage. I think that leverage structurally is increasing. 

发言人1   18:20
A number one on the cost of good side, the level of productivity with generating is increasing um and the um amount of a auto automation and digitalization is helping us, as we talked for many time as the executive of I change three point all so they're Operating leveraged on on the cockpit. Um the restructuring program, including the fifty percent had count. Uh reduction in all manufacturing has come starting to impact the counter. 

发言人1   18:52
This his career uh we call we started the execution uh last his career first semester. So were starting to get impacts flowing through the piano. And that is helping our SGN. 

发言人1   19:05
A leverage, the third structural component as we transform our brand building efforts um to include, uh, the revised consumer path to purchase and drive engagement that every one of those touch points. We remain fully invested in the business, but we find ways to make that spending work harder for us. So that's driving top line growth at h flat spending um and that is giving the third structural element of the leverage. 

发言人1   19:36
Um I think what is um more specific to the quarter is the fact that we've only seen partial flow through of the commodity impact in the first quarter. Um again, the oil Price and petrol complex keeps increasing. So we're outlook at one hundred dollars a barrel, one point four billion dollars of after test impact that eight percent for the year of earnings headwind in quarter one, we only saw five percent headwind year over year. 

发言人1   20:09
So that's a little bit of a one time that will be um correcting itself as we get towards the ongoing oil Price impact through the pl. And for sure, if oil stays at the levels that we saw all this morning north of one ten, um that will continue to be an increasing headwind for the year. The last point i'll give you as we had the second part of the ie parterre we fund in quarter one uh of about ninety million dollars. 

发言人1   20:36
And so those are the two ones that are more a specific to the quarter. I think most encouraging for us. For the first three, we truly drive leverage because we're improving the structural leverage within the piano. 

发言人1   20:52
Your next question will come from the line of Steve powers of the witch bank. Please go ahead. Good morning. 

发言人1   21:00
Thank you very much. Under you obviously a very strong starts the year. I want to ask around the sustainability of the menu that is seem start emerge from two perspective. One is is very, very, very tactically in the short term. 

发言人1   21:14
If you think about the first semester um in the december quarter with any any shipment timing, competitive factors or other dynamics that may have materially flattered one key of the expensive of two q in in your mind. Just want to get in a new fat, if if I could, and then stepping back more generally, as you look at the underlying performance across your ten categories. So if you say growth across all ten, where do you feel um sustained momentum is is making that established versus uh, where what you feel is stone what what to do with this within this categories? Thank you. 

发言人1   21:52
morning. this. In some mary, what I tell you, you one was a great start um every region growing, every category growing and most encouraging if we look at the last few weeks, share is trending up consistently. 

发言人1   22:12
So that gives me confidence. Um i'd still tell you we expect half one to be at about three percent organic sales gross. That's what we want to deliver that sequential exploration semester by semester. You we call half one of last year, one half to two. And we think the right estimate and the right approach for uh cads here is three percent in the first half and then acceleration into the second half. 

发言人1   22:41
As you know, there's always a little bit of rober between merge events when they uh ship um that's been a little bit of earn effect that we saw in uh in europe, for example. Um and so there might be a point shifting for one quality to the other. But I think the overarching headline that I want you to take away is three percent four half one and slight acceleration in half two, which means consistent value and volume share growth throughout the next quarter. 

发言人1   23:12
I'm excited, quite Frankly, about the progress we are making across each of the category. You look at fabrica home care growing strongly um with north amErica um now growing at five percent in in in fabric a we're growing across laundry and were growing across fabrica hands ers and there's tons of runway baby care consistently growing at a global level even if you exclude the china acceleration. Uh we have very strong results and baby same here are doing great a thousand continents improving um beauty care at five percent very strong and across all three segments within beauty here. 

发言人1   23:53
So I could continue, but basically, you're getting the point. Every category is showing great momentum. I'll tell you we're about sixty percent down the path of sixteen each category country combination. 

发言人1   24:06
We're running at twenty nine out of fifty top category country combinations growing or holding share. We need to we need to conquer the rest and that's the that's the task ahead. Um i'll tell you um our beauty team isn't content to the five percent of growth. 

发言人1   24:24
Um there is way more opportunity in that space that we need to uh that we need to capture family care not yet back to share growth. Um the interventions we are making across brightpoint corrections in the club channel, the launch of hermon and bounty essentials, all of those pushing momentum in the right direction, but we haven't yet seen the share turn. Um our health care business um have been impacted by a slow a cold cup season over the last two years. 

发言人1   24:56
We've now seen in the the most recent couple of weeks and acceleration. If that holds, there's a more growth to be had there. Don't get too excited. 

发言人1   25:07
I come back to where I started, three percent in the front half, hopefully a bit of acceleration in the back half. Consistent share grows quarter over quarter. Your next question will come from the line of damascene an of Martin standing. 

发言人1   25:24
Please go ahead eight morning. So under a year expecting a pronounced level of commodity pressure this cycle year one point four billion um you know another another hundred four hundred million versus last quarter. Unfortunately, that's also looking more sustainable than we hope originally after the run up earlier this year. 

发言人1   25:45
In light of health severe, the commodity backdrop looks. How are you think about pricing as an offsetting lever to that cost pressure? And the context of the question is still simply difficult industry backdrop and theory. With a weak developed market, consumer promotional competitive environment, even some retailer push back. 

发言人1   26:07
So just how do you away all those competing forces as you think about pricing in the remainder of the year and also the internal progress that you're making from a top and perspective that you just mentioned in response to see this question? Thanks, morning there. Yeah, I think that's an important, important place to pause for a moment. 

发言人1   26:30
Obviously, one point four billion, eight percent had went in significance. And again, if we if we see the most recent development, this might increase for the year. Um we will deal with this the same way we always do. 

发言人1   26:46
And I do feel that the team is well equipped to handle even the higher level of cost pressure. But I will take three things. IT will take a record productivity levels, which we have identified. 

发言人1   27:02
The project list is complete and sufficient, and it's being executed across every one of our businesses. So I feel very good about a sustained record level of productive tivy output that will help us overcome a good portion of this cost pressure. Why we maintain investment in the business. 

发言人1   27:21
The second component is pricing with innovation. And and one of the I think the momentum we are starting to generate gives us confidence to Price with innovation um because we are getting the baLance between pricing and. Product improvement, packages improvement, claims communication and retail execution. 

发言人1   27:49
right? Not up, jeopardizing the top line momentum. The third component here, time, we will take the right amount of time to recover the dollar impact of the commodity. 

发言人1   28:11
A hurt and time will be largely driven by what we described in the second point, making sure we maintain the wide baLance of Price, product, package, communication and install execution. We have worked the team has worked so hard over the last nine months, category by category, customer by customer, country by country to improve this baLance. So I think we're probably closer to this dynamic then we've been in a long time. 

发言人1   28:41
I feel good about the plans that I see the last point I leave you with at this level of commodity pressure, not a projection, just the fact the industry generally is pricing up, but there is no way to recover this level of commodity pressure without pricing. That's a fact of the past. IT doesn't have to hold you for the future. 

发言人1   29:05
So I can just only give you my perspective on the three and a with我搞了我要搞。Your next question will come from the line of Robert inside of our core IS. side. 

发言人1   29:19
Please go ahead. great. And congratulations on the strong start. Um you know from everything we're seeing, you clearly a lot of the us categories are improving. Uh your regaining share. But as as you know, it's it's a very dynamic, uh, environment. 

发言人1   29:39
So wondering if you could talk a little bit about what you're seeing or expecting in terms of competitor reactions? And then also um how are you dealing with your ongoing affordability issues in terms of, you know dealing with competitors as well as maintaining the market share moments? Thank you. 

发言人1   30:05
Thanks for the question of what I think the competitive environment has been peers over the last a few k waters. Um and I think that has let us to make adjustments where we needed to make adjustments. We've talked about our baby care business where we needed to get value competitive with a new competitive reality. 

发言人1   30:33
And I think we've done that. And I feel very good about being baLanced. I think we have got to a point where we reacted to be competitive on those hyg e sectors, I would call them. 

发言人1   30:48
And then at superiority in terms of product performance, communication, Better retail execution to drive category growth and our growth within that. So I still see the same formula playing out. Growth going forward is not about taking share. 

发言人1   31:08
Growth going forward is about growing our categories, and i'm encouraged to see that in north america, the categories now approaching three percent value growth in in many places, innovation that were launching with pricing is driving true category growth. You heard our examples in the prepared reMarks on user growth, for example, in the middle east, that topic of consistent uses, a growth or penetration growth in our categories is irrelevant and being pushed around the world. So I view the competitive dynamic is unchanged and yes, intense. 

发言人1   31:50
I view our role within that as growing categories with innovation that offering for consumer affordability within that is that careful baLance that we were describing in every pricing decision. And I think also here, we are executing what we have designs for. We have a portfolio of brands that spends across different values, and we have a portfolio of text sizes and executions within each brand that go from very affordable value offering to high taxi ze premium offerings depending on the coward, depending on the channel. 

发言人1   32:32
And I think we're continually getting sharply in the execution. My favorite example was the sharma and volunteer essential execution. Um when we came out of coal IT, we d prioritize that part of the business simply because we didn't have the capacity. 

发言人1   32:49
And when we went into this period, we said we need to reignite user growth in that part of the value segment. Within family care, the team redesigned the proposition, adjust that the value, redesigned the packaging, and the proposition is working extremely well, growing significant users. At the same time, we're innovating at the higher end with the sherman in a strong innovation on wider sheet, which is very intuitive and very consumer relevant, will continue to do both. 

发言人1   33:20
And I think we've made the investment over the last nine month to get us into the right starting place. And now what's pushing forward from here with the baLance portfolio execution and again, carefully watching value equation at each part of our portfolio. Your next question will come from the line of body herself of goldman sacks. 

发言人1   33:46
Please go ahead. I thank you. Good morning, everyone. IA question on baby care. You know encouraging to see the special acceleration and growth this quarter. And then you know you highlighted north amErica and china is key drivers. 

发言人1   34:01
So I guess against the backdrop of increase, you know prolong tensity in the U. S. And then destruction at one of your key competence in china, you know what has been your strategy and baby care? And you know how sustainable you think the recent improvements are? thanks. 

发言人1   34:21
Thanks, bunny. Global baby care is up top lies, growing five percent shares, growing eighty bits a baby can. The us. 

发言人1   34:34
Is up three percent on sales, seven percent on volume and apples, and volume share and value share. We have not yet addressed many parts of the portfolio. We have just launched the meteor upgrade, which will not be the left to get to superiority. 

发言人1   34:54
We have not yet fixed our wife's business, and we have not yet launch the innovation that we want to launch on swallers and some other parts of the premium portfolio. We have six, what I would call the hygienic tors value versus cloth competition. Uh and we are building on the trend that we see as the future growth engine for this category, which is less babies mean more spending to a baby, and that holds true in every part of the world. 

发言人1   35:33
And IT holds true in the U. S. IT holds true in china. And when we launch truly superior propositions that feed into what the premiums consumer is looking for, superior during ness softness, premium materials safety on the highest level, ingredient safety, we win. 

发言人1   35:54
And that's why i'm more is going to one hundred million dollars and in a few quarters, and I think that would be the that would be the success model for the future. China has been doing this now for eight quarters. Um the mid tears is effectively not existent in china anymore. 

发言人1   36:11
And even when I take out the most recent competitive issue in china, the business would have consistently grown in high teens and low twenties. So I do believe that the mother is very sustainable, that the strategy of being superior and trading consumers up as we are doing on tape type is the same model we can apply on pants, the same model we can apply on wipes. And I do think that is a solid growth path for the business. 

发言人1   36:45
And i'm excited about the innovation that's coming, and I think that does exactly that. Your next question will come from the lippa for li of city. Please go ahead. 

发言人1   37:03
Hi, good morning, everyone. I wanted to ask about the U. S. B. hundred. You mention seventy percent of top s customers holding a growing share that a significant improvement you called the last year. 

发言人1   37:17
Where do you think it's coming mainly from like uh and how much more you have to realize in the baLance for the year um within your guidance where you are summer in terms of improving shared and then in terms of the gap relative to consumption, last year you had a lot of volte, a lot of quarters ers were street word below consumption. This quote seems to have close a quite more. How should we think about the gap for money than tory gross and sales level as you think about the baLance of the year? Thank you more, inviable. 

发言人1   37:52
Thanks for the question. I think the answer to the first question is more, uh, we are where we said we would be um we wanted to be uh, at the end of the year, we wanted be north of eighty percent uh end of the calendar that is. And I think um the north american team uh is working towards that objective. 

发言人1   38:17
The recipe doesn't change where we don't grow users with very quickly go into diagnosis mode. And we're very quickly in a combination of the customer, the customer team on the p ng side, the category team develop an action plan and we fund that action plan when IT cannot be funded within the category commitment. And that psychotic is only improving. 

发言人1   38:45
We're having these conversations in a structural way every quarter of, but we're having them at talk almost every week. Um so I feel good about the urgency I feel very good about the clarity of being consumer LED in those conversations because the secret here is not to try to buy more share. The secret here is to tailor the adjustments to superiority to the specific needs of that retailer shopper um be at Price points, be at claims, be at um part of the portfolio that we present at the retina that will continue. 

发言人1   39:27
Um again, our objective um that we stayed before is eighty percent by the end of the the calendar year inventory dynamics. Um you you said that the base period is going to be the source of volatility here. As you know, we had a significant inventory shift in quarter three in the U. 

发言人1   39:47
S. That will impact this quarter three as well. But we have to see how the flow of promotion events, how the flow of innovation and evolved. 

发言人1   40:00
Um I feel confident in the semester guidance that we just gave you, three percent organic sales in the front, a little bit more in the back half, quality by quality. This might shift a little bit because of those dynamics. But if you confident in three and three plus front half backup, your next question will come from the line. 

发言人1   40:24
Of course, Carry of wealth, father securities. Please go ahead. Hi, thanks so much for the question. And I just wanted to clarify that, that last statement and then but I will follow up. So just just regarding the fiscal cuti deceleration, despite the easier compare, um we need to think about a roughly one point shift in europe. And then IT sounds like you're just more broadly assessing strength of consumer as we get into the end of the calendar year given the higher inflation the drop. 

发言人1   41:03
Is that really the the premise of just in debating the deceleration for now into facebook key too? And then you know, just from a category perspective, I think this is the best fabric care pop line growth we've seen in a few years. He just give us a bit context on category growth rates globally and perhaps some of the the market share dynamic center underway, most specifically in the US. 

发言人1   41:31
In europe given um you know some of the invasion and h competitive activity you see in those reasons. Thank you. Thanks, Chris. Um I think you answered your first thought of the question. I think it's exactly that. 

发言人1   41:46
Um look, gas Prices are continuing to come up um in terms and related outcomes in the midst east are still a source of significant volatility uh going into quarter two um base period dynamics, inventory shifts. So you put IT all together. Um we don't want to get ahead of all. 

发言人1   42:10
So we think three percent is a healthy growth rate within this context. And and we know there's volatility quarter over quarter. So we do we want to be a real alisa in assessing, uh, the strength and straight line of the underlying momentum. 

发言人1   42:26
The strength is real, but IT won't be a straight line fabris specifically you're right in the US. Fabrica uh business is growing um at four percent. So strong results in europe were growing five percent and we're growing share in both regions. 

发言人1   42:46
In north america, share value shares up seventy bps. Europe value shares up sixty bps over the last three months and over two largest markets in fabrica. Um fabri enhances are growing and the laundry part of the business is growing. So it's consistent across the portfolio. 

发言人1   43:06
And if you look at you know what is driving IT um the innovation I think the improvements were making in in delivering priority evil of the tide liquid boost innovation, we innovated on gain both on liquid and on unitas and that driving growth. We have innovation on fabric hangers, uh the lux citizen that's driving groth. So I think again, the the return to a consumer centric um assessment of superiority are we grow users. 

发言人1   43:43
If we not grow users, what are the right interventions? Have let the fabrica teams both in europe and in north amErica to make the right calls. And I think those calls are playing out in, in, in growth, and I feel good about the type of growth for generating slightly ahead of market at every one of these initiatives is growing the market given the premium of gain, the premium of tight, the premium of evil. 

发言人1   44:07
It's actually expanding the category by delighting the consumer each value util more than anybody else. Your next question will come from the line of nick mode of RBC capital markets. Please go ahead. 

发言人1   44:24
Yeah thank you. Good morning, everyone. Um under maybe you can just peel back the onion on china. 

发言人1   44:30
You know there are a lot mro um volunteer ity in a lot of commentary that the microbes ground remains poor. I think you need the same comments. Uh but the business doing really well. 

发言人1   44:42
So I just wanted to kind of understand exactly you know like what's going on. This is a beauty specific thing. Um you know any any contact would be help for thank you. 

发言人1   44:52
sure. A thanks for the questionnaire. We start by static c back for a second. The china business has been strong for a six consecutive quarters now. why? Because the china team coming out of coal vit, I think for the first month to realize that the structures in the market have changed uh, from strong consumer demand to market decline. 

发言人1   45:18
Uh, all parts of the business were shifting toward the digital and social and retail interactions were very different and the traditional distributor system didn't really work. So they adjust that every part of that equation completely reinvented the distributor network, built a social first marketing machine, uh, build an execution machine that could deal with the social selling channels, uh, and online retailers and at the same time strengthen brick at motor execution and strengthen india. Bastion machine. 

发言人1   45:55
All of that together, I think, is that to a well equipped team that is executed brilliantly and that's been driving six consecutive quarters of sales growth and now delivering eight percent in quarter one with five percent volume goal. Um in terms of categories, let me get the obviously of the way baby care has been consistency growing at around twenty percent in quarter one. Now it's going almost fifty percent. 

发言人1   46:23
That's obviously driving by the competitive issue ah that existed in the market, which is driving a ton of trial for pampers. Um and I think the team is doing brilliantly and keeping up with a trial machine and then ensuring that we can retain those users um over time. But yes, we've benefited a somewhat about three points. 

发言人1   46:42
So if you take that out, that china would still be growing at the five percent that IT has been growing, submit single digits. The rest of the portfolio um is is also doing well. Um SK two um growing thirty percent fabrica up five seven care up, nine hair care is up. 

发言人1   47:02
But we also still have uh significant opportunities. So our OLAY business in china, for example, is in the middle of reinvention. It's not growing. We need to get IT back to growth similar to north amErica those interventions underway. So we're not firing on all things as yet, but we're very happy with the china's structural progress. 

发言人1   47:26
And and I have very uh high levels of confidence that we were fixed um the remainder of the portfolio and say even more, the state growth in china in a difficult market because market growth is still be lower hundred in our channels and categories and quite frantic consumer sentiment is not improving. Um so big congratulations to the china team for winning in a tough environment. Your next question will come from Peter galbo of bank of america. 

发言人1   47:59
Please go ahead. Hey uh, good morning. Thanks for the question. Um under ano, we've covered a lot on the call, but maybe just wanted to follow up back on on there is earlier question um particularly around the cost environment. 

发言人1   48:13
Just given that you did raise the input cost outlook, I just wanted to to access. I mean, based on your commentary, clearly we're tracking fords. I think that the higher end of organic sales range um basically also be provided. 

发言人1   48:25
But just but what's your confidence levels still in at least achieving the the midpoint range on on EPS, just given elevated cost environment? Seems like you were still relatively confident. But I just wanted to to clarify that. 

发言人1   48:38
Thanks very much. Thanks, Peter. Um so I don't vade your question, but the confidence I have that will be in the range where in the range hey, it's one quarter. Um so gave us a bit of time to solidify the top line momentum, give us a bit of time to get our hands around the commodity impact, pricing plan productivity um and and that's why we're reiterating the range. Um so i'm confident in the range um but will lead time to figure out where that way will end up. 

发言人1   49:16
Your next question will come from the line of Peter gram of U. D. S. 

发言人1   49:20
Please go ahead. great. Thank you. Good morning, everyone. So I wanted to just ask to follow on the inflation. So under his tech, on the fact that I was five percent that in one two, but expected to be in eight percent, had wins for the year. 

发言人1   49:35
Can you unpack how you see that facing based on where things stand today? And then you mention the team is well equip to handle this tire inflation. But as you think about productivity and pricing, are there any importers where you would expect to see a greater gap between those asset relatives to the inflation that can result in, in more outsides of pressure? thanks. 

发言人1   50:00
Yeah, thanks for the question, Peter. Let me carefully sort of this one. So the yes, uh water von h obviously uh cox reflect a lower input cost, right, with inventory holding and and those effects. 

发言人1   50:17
So that's why you see five percent a quarter. Two had been produced, one hundred dollars a barrel. So when I look at eight, reflecting hundred of the barrel, my assumption, if I were you, would be that slow to, with water too. 

发言人1   50:35
Oil at hundred and thirteen means more of coming in two, three and q four. Or two, three and q four. We have more time to react. For you two, we have little to live rather. 

发言人1   50:58
Your next question will come from the line, a bunda to share up. J. P. Morgan. Please stop ahead. Ah thank you with everyone and and you um you spoke about like the the pricing phasing in the cause. So should we assume with the common futures may now um that you be negotiating with retailers at some point given this outlook and given that you've been helping in a way with just forty basic points of pricing, uh realization. 

发言人1   51:35
Uh, is that something that we should be thinking as you progress the the quarter and then thinking about how you um gave this guidance and reiterated this guidance and a swimming in the guidance, you did not include the pricing uh, that you alluded to the potentially be negotiated. So we just want double check on that. And then in terms of the facing of productivity, um you had this two hundred fifty basis points proveth into pretty margin. 

发言人1   52:06
How we should be thinking of the phasing as we go through uh，the baLance the year. Andrea, um look, I really won't be able to tell you more about future pricing. Obviously, um I can't enough pricing and I vote enough pricing in any way, shape, form. 

发言人1   52:26
Um the only thing I leave you with this, we Price with innovation. Um innovation is generally time with modular reset. Um so you you kind of get the get the drift here on productivity. 

发言人1   52:40
Um we've delivered about five hundred a million, five hundred fifty million BT productivity in q one. Um and we delivered two point eight billion last year. Um so again, I think I would expect a similar run up in terms of productivity. Generally, we get heavy productivity in the back, and I think you should expect the same. I don't see that part of changing. 

发言人1   53:10
Your next question will come from the line of Kevin gRandy of BM. P. para. Please go ahead. great. Uh morning everyone and uh congress on the strong results um as you can we to zoom out uh I guess a bit and maybe just uh talk about industrial growth, which is despite all the all the discussion about pressure on the consumer IT seems like. 

发言人1   53:37
And take this around sort of key geography and come and for all the on industry growth and just reaffirm my understanding that really in in in k geography were relatively little change. Relatives to your fiscal for q out uh, fiscal four a result. Accuse me just a few months ago. 

发言人1   53:53
So thank you to that. Thanks, Kevin. You're right. In aggregate, the consumer is resilient. Uh, we see two to three percent to and half to three percent value growth across all categories globally and that is unchanged, uh, maybe a little bit Better than what we saw and report. 

发言人1   54:20
请关注公众号思维纪要社，更多纪要请加V西安20210130。Export, we see improvements in the U. S. Um so we we talked about two percent last quarter. 

发言人1   54:33
We're running up to three percent now in terms of value growth, we'd like to think that we are part of that acceleration as we launched innovation and we drive growth in our more premium lineup. We see enterprise market continuing to grow uh, strongly in the four to six percent range, may be accelerating to six to seven in the most recent reading. So those consumers are holding up well and europe continues to be stable but muted at about one percent. 

发言人1   55:11
So you put IT all together. There's a little bit of positivity here, one in the us, upwards to three percent. And I think enterprise markets represent a huge opportunity for us, and that's why we are talking about user growth and the progress of making on user growth in in in the middle east, we use a growth and india actually fantastic. 

发言人1   55:34
Um so we're really encouraged about um both the market conditions but also our ability to drive further market extension and consumer development and nutrition here in those regions. Your next question will come from the line of k milk to wana object is please go ahead uh under everybody um i'm still struggling against you uh reconcile your commentary verses you versus your guide and that sounds like interventions are working IT sounds like shares are moving in the right direction. That sounds like acceleration across a bunch of these. 

发言人1   56:18
And you're comparison, I think, in every division, with the exception, health care gets easier, not harder. And so other than I know you had mentioned macro and that sort of thing, are there in real business reasons to expect such a declaration into the second quarter, the first quarter, given everything that you've said about, uh, how the initiatives are working across the different divisions? The consumer is the key variable here. 

发言人1   56:46
Um we're looking at few Prices, gas prizes around the world uh that are creating turmoil. You look at friends um you look at the conversation in the U. S. 

发言人1   56:57
So there's clearly pressure on the consumer in the short term. Um and so far, the consumer has held up. We don't know that's going to continue. 

发言人1   57:06
Um there's a blue case to be made. There's a they are case to be made here. So we want to be straight in the middle. That's what we come back to three percent. There are some preciptation to merge event specific to europe that I mentioned. 

发言人1   57:20
That is part of the baLance between cuba and q two um and all we want to avoid if you're getting ahead of yourselves in terms of straight line projection. Um yes, I think we feel very good about the elements we controlled LED. We feel very good about the progress of making an own brand. 

发言人1   57:38
And if the consumer holds up and that no other disruptions, could we see improvement on the top line? Yes, we could. But there's too many moving pieces right now to confidently to tell you that that's gonna en in court to. 

发言人1   57:55
Your next question will come from the line of ability a tongue rain change. Please go ahead and thank you morning. Under clearly, and I started to the year. 

发言人1   58:05
So to building on some of your earlier comments, can you talk about how we expect demand to evolve on a category level from here? And how much does that second have accelerate potential acceleration? You're planning for space and category improvement first is your initiatives and realized that those are obviously very much related. 

发言人1   58:24
But um we have to get some the interventions and to you tell all earlier what about other categories and and your thoughts on what you've learned, the interventions you've already done and the competitor response to that and how that might influence the next execution. And thanks for the extra moana with the growth. Thanks libya. 

发言人1   58:43
Um look, i'll say high level here, category wise, we continue to expect uh two and half three percent value growth in our categories. Um we will make progress on those categories where were not yet fully recovered. And clearly, our objectives is to get to share growth and every one of our global categories. 

发言人1   59:07
Uh, we clearly expect family care to return to share world in the second half. Um we're working hard to accelerate beauty even further um and we hope for a um. Great cold cup seasoned, if I can say, is that way. 

发言人1   59:27
Um so those are the three most um acceleration prone categories in the in the back half on the rest of them. I think steady as he goes, baby care has to retain the trial of generating in china and making progress with innovation in the second half. A few good about that. 

发言人1   59:49
Same for them MPA. Um and we have a very robust plan on fabric air to maintain um and I can only repeat one more time IT won't be a straight line competitive IT was mentioned at very valid consumer volatility, very valid supply chain disruption, cost pricing, very valid. So the things we control are all in control. 

发言人1   01:00:11
There are many things that impact our short term results that we don't fully control. That's why we maintain the range. Your next question will come from the line of Robert moscow of TD. 

发言人1   01:00:27
securities. Please go ahead. I um Andrew, you've talked about um you know the strategy and the rationale for buying storm, uh, a couple months ago, but II wanted to clarify a little bit more. 

发言人1   01:00:44
Um thorn has some aggressive growth objectives over the next couple of years. To what extent does proper help enable that? II think the plan is to have to run separate from product Operations. 

发言人1   01:01:00
And then in addition to that, what are you doing to make sure you retain the people who made storm so successful over the last couple years? thanks. Thank you, Robert. 

发言人1   01:01:15
I will only give you the headlines. I think this would be a perfect conversation to have with paul, uh, at our invest day and he he certainly more equipped to talk about IT than I am. But at the core job number one is to retain what made thorn a successful brand uh within the BM. 

发言人1   01:01:36
S. space. And paul is one hundred percent focus on that. Um the people who build this business are fantastic and fantastically approached to continue to do so. And and and and we certainly every intend to uh retain their knowledge uh and their capabilities. 

发言人1   01:01:55
Where where do we add I think we can add in international expansion because this brand and the benefits space is relevant not only in the us, but way beyond the us. And ford have proven that by uh shipping and launching in pops of the world, uh, we can help by scaling thone one once ready across different categories at the time is not now, the time is is later. And I think we can help where needed by the team in terms of capabilities, a supply chain capabilities, ingredient qualification uh and and marketing scale and and marketing support. 

发言人1   01:02:39
I think the principal of paul will bring you towards s is we let the phone team lead us. So this is not png integrating sn. This is thorn leveraging png to maintain what is that its core at leverages where we can compliment. 

发言人1   01:03:07
Your next question will come from the line that word, Lewis of the child and cored burn. Please go ahead and thanks very much. Yes, just um one for me only just wondering you you make quite a few changes in terms of the international or I think more developing market cancer y country combinations over the past five months. 

发言人1   01:03:27
You clearly sending more positive about the outlook in those markets. Routes in your commentary just now just waning. How much if they helps the changes you made, how they help that international performance? And your international look, thanks. 

发言人1   01:03:48
I think it's still early ah I wouldn't attribute the um I wouldn't try an enterprise markets to the structure changed the only way to affect life worth, but I do attribute a lot to the intentionality that gash and others in our sector seals put on growth in those enterprise market. Um putting india into a separate cluster from the rest of the uh asia on middle africa region, uh increases internally to grow. Um combining turkey to that cluster helps. 

发言人1   01:04:33
I think we will see if even more potential as we focus the second component clearly as europe h today, the retail structure of similar be what what gives me confidence is the leaders we have in each of those businesses, the commitment of the sector, eos and quite Frankly, the fact that even with the restructuring impact that was seeing in the current court, um we're seeing midst of digital growth, which if you take a restructuring out would be even, even higher. So I think you on the right, the right project rea. Your final question will come from the line of Michael library of paper samlet. 

发言人1   01:05:18
Please go ahead. Thank you. Good morning. Uh but just one follow up tear intertoto c was Peter's question about how um just the second half you have more time to react to higher oil Prices here is pushing restructuring and savings or no productivity and savings um already quite agressively. 

发言人1   01:05:41
You didn't clear how you you Price with innovation. And I guess I could you just elaborate a little bit on我不是what folk levers you would focus on and and push harder to two offers to mitigation and maybe what expectations for medication might be taken to to your outlook as well？Everything we know is baked into the outlook. 

发言人1   01:06:05
Again, there's always a baLance between commodity input costs and how hard you wanna drive productivity within the year. There always a way to pull forward things to push out depending on whether it's needed or not needed. They've always time to adjust pricing, uh, with innovation, the ability to pull forward innovation or pushed out. So no. 

发言人1   01:06:39
Shift productivity, shift pricing and innovation and that we do the flexibility that we have in the second half. And if you can imagine within a current quarter that, that, that flexibility is limited on those levers. okay. 

发言人1   01:06:54
Um I want to thank you for your time. Again, we had a reasonably good to the year. We are excited about the progress the teams are making around the world, which is consistent and grounded in the intervention that we wanted to make. 

发言人1   01:07:09
They are showing signs of holding, sticking and delivering results. It's gonna be a volatile, right? So I just want to bring us all back to reality. One quarter makes no upper end of the guidance range for the year. We still have a lot of work to do um but we're excited about where we are. 

发言人1   01:07:29
We uh want to remind you quickly that investigations on november nineteen, china and the broad executive team will be there, and we can go much deeper into the long term transformation, uh, that is happening at P, N, G. To build what we call the C. P. 

发言人1   01:07:44
G company of the future. We hope to see you there and welcome you at our global headquarters next month. Thank you for your time. 

发言人1   01:07:59
That concludes today's conference. Thank you for your participation. You may now just connect. Have a great day. 
