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发言人1   00:00
Well, there in all at this. Time, as in my night today called in court, I will all all over the had relation. 

发言人1   00:28
These are. 

发言人1   00:42
Today is the place, not not finances comparable gap financial measures are included in this quarter earnings materials as well as the prior period earning material discuss today. All of these are posted on our website and IR to american express点com。We will begin today with deep query chairman and C. 

发言人1   01:04
E. O. Follow by Christopher ac, chief financial officer, after their reMarks will move to key with a with that alternative receive. Thank kartik. Uh, good morning, and thanks for joining us. 

发言人1   01:15
We had another strong quarter with record revenues of twenty billion of nine percent and E, P, S, five hundred and forty two cents reported in four. 请关注公众号思维纪要社，更多纪要请加V西安202101301。Given a strong performance at a date, we are reaffirming our revenue growth guidance of ten percent and raising our P. 

发言人1   01:41
S. Guidance to between eighteen thirty and eighteen sixty on a reported basis or between seventy and sixty and seventy and ninety and justice bases. There are a number of the three items in this quarter's results, Christopher, through them in detail, our highlight a few of them. 

发言人1   01:56
First, with the closing of the global business travel transaction in the quarter, we're dropping two thirds of the gain to the bottom, excluding the impact of the game as well as a fortunately, we're using for restructuring, adjust the E, P, S for four hours and sixty eight cents. Second, adjusted PS includes expensive legal matters, which includes the unreserve portion of the recently announced civil money penalty lobby body occ. The fine does not impact our full year twenty twenty six guidance. 

发言人1   02:24
The orders do not impose an asset cap on the company and the cost associated with remediation are not anticipated to affect twenty twenty five guys. More importantly, the efficiency society consent order should not have occurred, and we are accountable for addressing them. This is critical to our future and to maintaining the trust that our customers, regulators, colleagues and investors place to us. 

发言人1   02:48
We've learned that trust over many years, and we can never take IT for granted. Also this quarter, as I mention, we're using a portion of the gain from the global business travel transaction to continue position in the company for a long term. Growth are strong. Business performance throughout the year has enabled us to step up our marketing and technology and business. So we decided to use some the game to investigate the organization more efficient and Better prepared for the future. 

发言人1   03:14
As a result, we took a three hundred and thirty six million dollar charge for restructuring and quarter, which is expected to result in the elimination were practically five and five percent of our positions globally because this quarter, ge charge is someone larger than what we typically do. I'll take a moment to provide a bit more context. We've got good moments, but to accelerate the vase and win over the next few years, we needed to become a more assured and efficient organization fad objective in mind. 

发言人1   03:41
Earlier this year, I ask to see the leadership team to identify ways to streamline organizations online, their teams on the most critical deliverables, and reduce layers to speed decision making when completed. We believe this exercise will help this Operate, execute more effectively and give us great capacity to invest in our business priorities. And also like to highlight the latest example of how are continuing to to invest our membership model to enhance its value to our card numbers. 

发言人1   04:08
Yesterday's announcement of our exclusive partnership with LBNB, which follows the recent announcements of new and expanded century launches and our next generation corp card expense manager program. We know that card members enjoy the exceptional variety and scope of LV of these network of unique locations, and we're excited to bring up one billion listing globally into our anh travel program as well as expanding travel benefits for the ological us. Card members. 

发言人1   04:34
Next, i'd like to talk about how we're thinking about AI and the rise of AI assistance. It's been a lot of talk about how companies are using AI to increase productivity or to make processes and generally make their organizations more efficient. We're using AI to do all of those things too. 

发言人1   04:50
But I want to talk about AI and agented commerce from the customers perspective, how their experience will evolve and what that means for america. Express is still early in the game. A gently transaction volumes are still small, but the direction is clear. 

发言人1   05:06
AI is a fundamentally changing how consumers and businesses discover, compare, besides pain, manage to finances in their lives. But while AI agents are able to act on customers behalf, that doesn't change who the customer is. Our customer remains the carbon and the job remains the same. 

发言人1   05:26
Deliver differentiated value and have their back. The way I think about AI is simple. AI gives the opportunity to make MX membership even more valuable. We are well physician to do just that, are differentiated assets closed the network, first party data and brand built on trust, security and service are even greater advantages in an AI world. 

发言人1   05:49
Our goal is to have membership travel with our card members throughout these new AI power experiences, shaping recommendations, securing payments, activating the right value and supporting the customers after. In other words, we want to become even more essential to our customers continuing to event max membership where decisions happen. That's the key idea between the five t areas using a ee and hands. 

发言人1   06:15
The customer experience, first value propositions, ane's membership is all encompassing. It's a combination of the united access benefits, experiences, rewards, convenience, world class partnerships and great service we offer our card members. AI used the opportunity to take our value propositions much further, combining the proprietary ary insights from our close loop, our partner relationships and access to membership experiences to create entirely new forms of value that are more personalized and deferential than ever before. 

发言人1   06:51
Take dining from reality and our restaurant partnerships. We are already giving eligible card members access to sort out the restaurant and exclusive experiences. We're now using AI to combine the echo system with our understanding of individual card members taste and preferences. Our dining companion, for example, uses insights from card members spending to make personalized restaurant recommendations. 

发言人1   07:17
In looking ahead, we can imagine using A, I Better understand that kinds of experiences different card members would enjoy, and then working with our restaurant partner to create the think of experiences, talent to those interest and a level of persons personalization scale we couldn't achieve before. That's the opportunity. Taking something american express already does exactly well and leveraging cutting edge technology to make IT even more personal release and differentiate second, customer acquisition as AI changes how customer research and choose financial products. 

发言人1   07:54
Our ambition is to help shape the discovery decision making process, ensuring that the full value of american express membership is clear and compelling. Whatever perspective customers were, expLoring, options we're involving, how we reach prospective customers in this new environment, rethinking traditional search and digital channels, optimizing how our products and benefits are discovered represented by AI platforms, and developing new ways to reach customers through L, L, S. And agents. 

发言人1   08:23
At the same time, we're transforming our marketing and acquisition engine. By combining AI in our property data, we can Better identify the right prospects masking with relevant process and offers and create more personalized shopping product application and on boarding experiences. Our goal is to make becoming an american express member increasingly seamless and tailor to the individual, helping us attract more high quality custom, improve conversion and make every marketing dollar more corner. 

发言人1   08:57
Third, engagement AI. This is the opportunity to fundamentally change how card members experience membership, making you more proactive, personalized and relevant throughout their lives. Well, we will do this within our own channels. 

发言人1   09:11
It's reporting with leading AI companies to make our membership assets available through their platforms, customer shows to discover, plan and make decisions. Let me give you a few examples. We're deeping our partnership with open eye to continue bringing MX card membership and a ChatGPT. 

发言人1   09:28
Earlier this year, we launch rescue restaurant discovering reservations in ChatGPT and are working with OpenAI to launch an MX pog that will enable card members to discover and enrolled namic s office. We continue to collaborate closely on the future payments, and I built propriety dining and hotel conversational experiences that use opening AI months in our own channels. Wifi wireless building in our travel lab uses AI to help customers discover hotels and plan trips. 

发言人1   09:59
And through our partnership with complexity, eligible business card members can now access and accurate AI tools for test, for test like cash, love forecasting and creating working campaigns. Our vision is, our vision is for MX membership to become an intelligent, personalized experience, proactively bringing the right experiences and benefits to card members at the right moment, where ever their journey begins for payments. As AI agents begin to transact on behalf of customers, trust and security become even more important. 

发言人1   10:34
Our ambition is to make american express the trusted way to pay across AI ecosystem, ensuring that card members remain in control and that the protections and differentiated value they expect for us extended into this new way attack. Right now, we're helping to shape the standards for trusted agents payments. The principal is straight vote. 

发言人1   10:56
We need to know who the agent is, what the customer has authorized to do and have a secure way to complete the payment. The transaction of the future will Carry more than a payment credential. IT will Carry context. We outline the capabilities were building in our agented commerce experiences or ACE developing IT we published in a second quarter, and we're working with several AI companies on integrating ACE into their platforms to enable agent power transactions. 

发言人1   11:25
Earlier this month, we also released our in intent intelligence framework that sets forth is standard to help ensure customer purchase intense is authenticated and preserved and with developing agent purchase protection to extend the backing of american express to eligible purchases when registered agents sharing tent data and then make mistakes, as both the network in an issue will uniquely position to connect the card member, the agent and the merchant throughout the transaction journ. Our near term focus is on building these capabilities and integrating with leading partners, but the longer term opportunity is much bigger, ensuring that whenever and however customers choose to transit, they can do so with confidence, control and the membership value and backing they expect from american express. And fifth, serving services always been at the finding part of american express membership. 

发言人1   12:28
We intend to combine AI speed, personalization and proactive capabilities with the empathy, expertise and judgment of our colleagues so customers get faster, more seamless service when their needs to straight forward an exceptional personal support when IT matters most. We made the playing of road sweet of AI tools that help our colleagues access the right information, understand customer needs, developed personalized recommendations and resolve issues more effectively. Were also expanding the use of AI to strengthen our capabilities in areas like complaints and disputes to identify issues earlier, understand what causes, improve decision making and result of problems faster. 

发言人1   13:14
And we recently launched our first few conversational AI boy sages. Looking ahead, we want to move beyond responding to request to anticipating and resulting customers needs end to end. That means delivering even more seamless service across channels, addressing issues before customers need to check out and using insights from every interaction to continually improve the customer experience. 

发言人1   13:40
Ultimately, we CAI is a powerful accelerate of our long term grow strategy. IT gives us new opportunities to make membership more valuable, attract and engage more customers, drive more their spend and serve them more effectively. We're still the early stages and will continue to use with discipline, but we believe AI enables us to build on a competitive strength we developed over decades and drive sustainable, profitable growth. 

发言人1   14:08
For you is to come. To wrap up, the company continues to perform well. We are fortunate to have a premium customer base, which continues to show great strength and stability. 

发言人1   14:19
We have good moment, and our financial results continue to be strong. Progress were making across the business, together with our talented colleagues who are focused on delivering the best customer experience every day, gives me great confidence in the future. We are on track to deliver another year, ten percent revenue grow and meeting GPS grow. 

发言人1   14:39
And more importantly, we have moments to sustain strong results in the years. And and now turned open Christa, thankful. Good morning, everyone. Q three was another strong quarter, and we continue to see good momentum across the business. Customer behavior was very similar to what we've seen over the past year. 

发言人1   15:01
Strong and consistent spend growth, especially in the tiny categories, baLances growth in line with spend, higher attention rates and excEllent credit performance. The strength and stability in customer behavior for a revenue up nine percent year over year with net car fee growth accelerating to seventeen percent. Effects adjusted this quarter respected stable VCE engagement discipline, Operating expenses and continued investment in future able. 

发言人1   15:32
We were reported gap PS of five dollars and forty two cents this quarter, up thirty one percent. Before getting into the business trends, let me walk PS in more detail. They are so adjusted in notable items this quarter, and I want to be clear about their impact on our results. 

发言人1   15:52
First, the sale of our investments in the global business travel group resulted in a game of a dollar to share. Second, as we previously said, we expected to use a portion of the game to support the company is long term growth and consistent without objective. We have taken a restructuring charge of every seven cents per share. 

发言人1   16:16
AdJusting for the global business travel group gain and the restructure charge, E, P, S was four dollars and sixty eight cents of thirteen percent year a year. The justice EPS includes three other notable items this quarter. First, an increasing legal resource of fifty one sense, which includes the remaining portion of the OCC civil money penalty that was not previously reserved for, as well as a reserve for the anticipated settings of an unrelated ter. 

发言人1   16:49
The second item is a discrete tax benefit of twenty nine cents per share. And finally, a twenty four cents benefit from the most recent dates to the seal reserve models. Combine these three items had no meaningful impact on the adjust P. 

发言人1   17:07
S. This quarter. Turning to build business. Overall spent was eight percent this quarter, in line with the train of the past four this quarter, included about a sixty basis point euro. 

发言人1   17:22
Your impact from the code and exit that I previously with the amazon corn for for yourself happening midway through the quarter, specially when growth also saw a small impact from the last quarter, amazon prime day and other promotional retail days in the U. S. These impacts were mostly concentrated in gas services, which group seven percent discarded. 

发言人1   17:47
Directionally spending was wrong with thirty of ten percent year over year. Airline in spending accelerated to thirteen percent. Why restaurants I will lost tnc category. 

发言人1   17:59
So spend growth of nine percent. U. S. Consumer spending was at nine point four percent this quarter, reflecting the continue strength in our premium customer days, while growth moderated slightly. 

发言人1   18:14
Too cute to IT was in line with two one and continues to run about the levels we saw twenty twenty four and twenty twenty five. In fact, two three is the third highest quarter growth rate in three years, one year to the U. S. 

发言人1   18:29
consumer. Platon refresh spend retention remains at ninety nine percent for the portfolio. Turning to commercial, spent was up three percent discount, excluding the impact of the current portfolio exists, spend growth was five percent for the second construction quality. 

发言人1   18:48
We're seeing strong takeup on the graphite card that we launch earlier this year. And looking ahead, I will new corporate cash back card and interest integrated expense management capabilities will give us additional opportunities to drive engagement and spend growth. Spend growth and international was eleven percent. 

发言人1   19:08
Version coverage now reaches over one hundred and fifty million locations to we are from one sixty million a year ago. Outside U. S. 

发言人1   19:18
The number applications accepting nics are more than double over the last four years. We are key the accounts of our investments in customer acquisition, enjoying gray engagement from our existing commands. We require three point one million new cars in the quarter with seventy six percent of new accounts on fee paying products. 

发言人1   19:42
Turning to baLances and credit. On stage ten, total baLances increased eight percent year of a year, in line with business. Importantly, we continue to grow baLances from our pregnant customer days while maintaining best in class credit results. 

发言人1   19:59
This is very much high design, reflecting our focus on attracting highly created worthy customers who both spend borough with us. And the quality of those customers is reflected not only in our credit performance but also in the economics of our lending business. In fact, this quarter is a good illustration of this dynamic. 

发言人1   20:21
BaLances grew eight percent, N. I, I through at a faster rate at ten percent, and ride on dollars only grew at three percent. Delicacy rate remain fairly low and stable. 

发言人1   20:34
For the last fifteen quarters, the rate has been either one point two or one point three percent. Overall revision expense was one hundred and eighty five million dollars, including a reserve release of twice ten and eleven million. The reserve release was treatment by enhances to our social models. 

发言人1   20:52
We feel very good at that, the quality of our credit performance and the stability we see into portfolio. Turning out to revenue. Revenue was twp on one billion at nine percent over you. Revenue growth would have been about a one point higher, excluding the impact of the small business program portfolio. 

发言人1   21:14
No interest income was up ten percent this quarter, continuing to grow faster and baLances and I like growth in the quarter at about a two percentage point impact every year from the corner before you exit. Net cafes continue to be at our pastors growing revenue line. As expected, we've seen an acceleration in growth, seventeen percent F, X, adjusted this quarter, supported by the very strong results we've seen on the platter on the U. 

发言人1   21:43
S. Platform refresh. Turning out to expensive, the V, C, E to revenue ratio was forty four and three percent this quarter. We are beginning to seek growth in car member services moderate following the step out from the plant and refresh last year. 

发言人1   22:00
Looking ahead, we expect DC growth to moderate significantly in q four as we fully locked to platten refresh, returning to growth rates more consistent with what we sell the further refresh. We are also continuing to evolve on our value decision in ways to IT that enhance the customer experience and support attractive product economics. For example, we recently introduced membership rewards reduction for statement baLances, which has been strong, which has seen stronger option. 

发言人1   22:31
This feature provides card numbers with greater flexibility in how they use their rewards while also supporting the overall economics of the program. Marketing expense was up eleven percent, reflecting the additional investments we made in customer position following our strong performance in the first half of the year. On page eighteen, we can see Operating expenses were down three percent year of the year, reflecting the notable items. 

发言人1   22:58
As I mention earlier, excluding the global business travel group game researching illegal items, underlying oex growth was three percent a Steve said earlier, we have invested significantly in strength ing risk and controls in the past few years and and we will do was needed to establish curable and effective for now that meets our own and our regulators expectations. The ongoing investment are in our run rate, and we do not expect the additional cost to impact of our twenty, twenty seven guidance before closing. Then we address one of the most recurring questions we get about our margins and how they had evolved over the past year. 

发言人1   23:39
S especially as we rent out marketing and technology spend and invested in richer value propositions, yet the VC expenses, the decisions we make, our profitability base and aim at maximum risk adJusting returns and capital generation. This nineteen shows our RV over the last sixteen years. As you can see, we have increased the RV from an average of twenty five to twenty eight percent ten years ago to around thirty five percent more recently. 

发言人1   24:10
And over the spirit d of time, we all track more than double the size of our revenue and triple EPS. At the same time, we have also reduced the share account by over a quarter. This performance can be tracked back to our spent and fee base model characterized by high loyalty and engagement, greater differentiation verse competitors, lower creditors including a distress, lower capital intensity and higher offering leverage from scale. 

发言人1   24:40
These results in these results in their small capital generation that we return to shareholder two three. Specifically, we return two point two billion dollars of capital to sholders, including one point six billion of share we purchase and point six billion of dividends. And we ended the quarter with the seat one ratio o of ten point nine percent, reflecting the game from the sale of GBT, G. 

发言人1   25:05
That happened at the end of the quarter. That brings me to guidance. Given our performance year to date, we are reaffirming and we're full your revenue grow guidance of ten percent and raising E, P, S. 

发言人1   25:17
Guidance to a range of eighteen thirty to eighteen sixty and seventy sixty to seven hundred and ninety on an adjusted basis with that output to call back over the party and will take your questions. Thank you, Christoph. We will now start to q one, a session we asked that you please limit yourself to just one question. 

发言人1   25:36
Thank you for your CoOperation. Operator, ladies and gentlemen, if you wish to ask a question, please press start. Then one, on your touch tone phone, you'll hear a one indicating that you've been placed in q. 

发言人1   25:49
You may remove yourself from the q at any time by pressing star. Then two, if you're using a speakerphone, please pick up the handset before pressing the numbers. Our first question is coming from some crony of kpw. 

发言人1   26:00
Please go ahead. Thank you. Good morning, Steve. Definitely appreciated all your comments on the agented commerce and and all the initiative you guys have. 

发言人1   26:11
I guess one of the concerns that i've been hearing quite a bit about from investors is just how people might game if I rewards and allocate their spending to the the highest reward benefits. So to the extent that, that would happen, right. How would you guys adjust your mother? Or is there something that you guys can do offensively to you? Stay on the offensive. 

发言人1   26:31
Thank you. Ah thanks for the question on jay. I think look, um customers have always had the ability to optimize across cards um and our strategy really has has been to really compete simply on points or rational rewards. 

发言人1   26:46
And you know I think the other thing that's important to understand is we really don't have a break to model. So we don't benefit when when people don't use our use our rewards. I think that when you when you think about the close loop and the ability to even match our court members desires and our merchants desires, I think that gives us a huge a huge advantage. 

发言人1   27:14
And I think our overall model is so much more about uh than just about points. It's access is um it's service um IT is security, which I think service and security in this in in AI is going to be even more important. And it's one of the reasons that when I when I decided what we're going to talk about today, everybody you know talks about AI from inefficiency perspective and expensive redouble tivy, which is very, very important. 

发言人1   27:44
But what I wanted to do was to sort of demonstrate across the five key dimensions how to actually be an accelerated for us. And the last thing i'll say is when we have game of fiction or when we have people that do certain things, we have levers, our model and we so listen the planning card where we can get to spend real that require those benefits to be made, which in sort of eliminate that ability to get to to game, uh, the system. So I think we have a lot of tools that are disposal. 

发言人1   28:15
But I think the most important, we have our disposal, these our card members in love our product and in love what our product does with them. So um again, like anything will see, I also说一下。They you the next question is coming coming in national of all in facts. 

发言人1   28:34
These go head. Good morning morning. Good morning. see. So here. So I do think about sending the company crease out. This spoke about the strain for the history. 

发言人1   28:50
You maybe just talk about what you think and you you maintain this kind of of level and then give in Christ comments regarding the moderating of B, C. Can you just stop the picture about the potential for meeting E, D, S into next year in your component? And thank you. 

发言人1   29:08
So uh they start with that. Um so on the DCE. Um so the DC is corning as we expected. 

发言人1   29:18
And as you know, this quarter is a quarter we can adapt the platinum refresh, which is you know event that created the the step up in the DCE ratio. So you think about going forward and q force, good example for that. You should explain that ZCE racial kind of like civilized in this in this kind of rate. 

发言人1   29:40
Uh, but the growth range ms of the VC dollars to moderate significantly. And here to be more consistent with what we saw free refresh and and you know we getting to guidance for twenty, twenty seven. Uh, they say why has away for but you you're like that going to help those sitters like you maintain that meeting CP, S edition that we have been using for years. 

发言人1   30:10
You do to think about a form something. So so I feel good about that. And I will say I let one more point of either either all the DC. 

发言人1   30:20
You see if comment here, we introduced this quarter now based reduction, which is like a very convenient way for our members to regain their posts. And we saw a very small takeup for this. So convenience uh is also very important feature here in terms of those VCE. 

发言人1   30:40
And our ability to control that. They say, in turns of the span, we see we know there is a big of noise this quarter because they of the impact coming from the sale, this core brand portfolio so that trees on this activity in the trends. Um obviously, we have a lot more information that, that you have. 

发言人1   31:02
But when we control to that, we case to that you real strength this US and super uh segment. Uh we were reporting this discussing this um this quarter nine point four percent uh, some growth is the third higher we've seen or the last three years and that is despite the timing of the anal and is the anal metal factors you know last tailors, you know kind of follow this in or schedule. So so despite that high way, that kind of like IT pretty a left in q two and a bit you know uh downward trying in we say nine or four hundred and very strong grows in discretionary categories such as T, A, E and airline. 

发言人1   31:48
So a lot of the man of the stands in our buildings, yeah, the only thing I say is that airline spending is was really high. Restaurant spending continues, uh, you know to be high was up nine percent of large t cagr. Book just a highlight restaurant restaurant or of eighteen. 

发言人1   32:15
And when you go and look at the final hotel resource in the hotel collection, that's a fifty percent. So that's another example of when you marry our card members with our emergence through our programs, how you know you get you just get more than one plus months to. And so those are kinds things. 

发言人1   32:35
I think you will continue how drag growth for us as well. Thank you. The next question is coming from dance and any of all fargo, please go ahead like good morning. See you you look at uh thank you. Uh you look the banks um this continue in the craft and meeting you don't adding billions in the marketing budget. 

发言人1   33:00
What do you get your sense on how you're thinking IT about market here and U. S. consumer? And then can you comment on the moderation and the international bill business? yes. 

发言人1   33:10
So let me go with the second one. First, you is twenty two, three quarters of double digit growth rate in international. Um you know we went from thirteen to eleven, will see will see how that plays you know growth. So very strong road and you know the demographic from the court opposition perspective, uh we still to be strong is probably um you know uh mobils um and uh engine engine c as far, is that a competitive frame? You know the competitive frame IT IT really has change all. 

发言人1   33:50
所以第一步um you know uh this is a lot more uh I think it's a lot talk about now，but um is ten years um and you know people continue to step up your game, but we continue to step up of our game as well. And so you know obviously, we will increase our market, but you over time with as a result of that, we also increase our our red me. And let me also be clear when we look at the premium statement, we are looking from a revenue perspective and we're looking for or that reality, right? We we obviously we just spend we try tremendous um you know a party income water, a seventeen percent year over year and we continue down that path. And so and obviously you can mean all and they they revolving were taking of that and we but we take to manage that would best in class uh you know uh great performs. And so you know I think. 

发言人1   35:02
Angle um the thing that we can change the faces can continue anyway. I think we've been doing that uh we've been doing that as you see across uh multiple signals, whether is how we evening AI within some of value propositions. Uh LVDNS for yesterday, very excited about um and and you know you just look from a uh uh corporate small business prospect and um yes. 

发言人1   35:44
Think the question is from enjoying and BS. So head. 嗨，嗨，嗨，hello, hello, hello. 

发言人1   36:14
You know you. want. to. 

发言人1   36:28
My and is this my? About about. Whether no much? 

发言人1   36:51
Yeah that benefit that is. I. 

发言人1   37:05
I. 

发言人1   37:14
是you when II think when you take that，you have had great and and you have great and you have do what you want to do. You II think IM about banks. They're blocking and we take space approach with citizens run road for something that have we need, protect our customers organs and really only allow agents access citizenry approved ABI or MMCP channel. 

发言人1   37:54
We're also focused on providing very consistent managership experience, meaning um we don't want AI agents to be paying reading every four seconds um and this is aging old and OK anyway so we are going to be accepted vely um accent vely looking at agent to heart ai, I said IT that I said IT within us earlier. I think this is going to be after aries um for us to in bed or AI or our own ages within uh AI back for doing today and what we wanted to do, sure that say access much like we do with open day with you know really and I will do our own our own things like watch filter. I did the terms of reword mass in ization. 

发言人1   38:55
We wanted gaming today. Oh, that goes on. And you know part the is part of the overall mix. But I think with that, I adit might want people to get more, more IT also to by using you what people we wanted fire any proposition you seen to do this, you've been to do this with. Um we would say five thousand. 

发言人1   39:21
知道我认为uh in terms of business for five point you to see you see other roles that put them。I think it's a little early the game to determine what the act will be on BC. Um but what I also would say is you know you look the entire model corner engaged is for and as people um can continue to engage with our benefits, we tend to get up high show while IT um we get Better create benefits as and and possibly engaged to Better. 

发言人1   39:54
I come from interest. Thank you fashioned for a piper cor. See days ahead. Hey, good morning. Um so you can have this many with a competition for three of the past. But I like any change, particularly with players to have the one now Operating the whole of your generating high having is already constructed wildness to set up the investment to the time. 

发言人1   40:48
The watch case everybodies you know, sort of a plane in the space. 

发言人1   41:02
请关注公众号，思维纪要社，更多纪要请加V西安20210130。还有一个。

发言人1   41:23
A lot of people, people to services of there is a there is a subject of quiet members that had three characteristic, but don't look at themselves, that is pretty cardinals and necessarily. And so we introduce more people in to that part of the time, which may before they but they were take you, they paying and you know with those services. And and I think that, that was over. 

发言人1   41:58
Thank you. A question that is coming from robot test about on the research. Please go head, I guess. 

发言人1   42:07
You know you know all about the allowance in the contest. just. The ibers. 

发言人1   42:33
I. know. Um so i'll take that question. So so yes, in the in the the panics for showing you know in a simplified way the uh you know this scenario, the economic scenario we're using and I guess you focusing on you know the downside scenario, I don't have the numbers in front of me, but I think we assuming that some kind of like peak rider, a peak uh, unemployment in the like eight percent of him, right? And so it's a pretty it's a pretty aggressive scenario. Listen, you know the fundamental dynamic here and why the reserve is at two point six and it's below. Where we were when we uh introduce uh he saw the thing is in twenty twenty. 

发言人1   43:33
Attracting you know card members and you know that have a great credit profile and that you you are slowly improving the credit metrics across across the portal. You see that as well in the in the right off rate that we reporting this quarter and the delicate rate, the delicacy rate, or not only best in class, have been stable at one point to one point three percent for teen quarters, right? And you know when you look at by vintage, you know the new vintages are performing Better from the critical point that the a past vintages um and you can track that game to you know the the positive selection that happens in our acquisition marketing engine. 

发言人1   44:18
Another metric that we report a recorders, the percentage of those new accounts joining the franchise on a fee bank product, which is good indicator, is one of the premiums of that of that vintage. And it's the higher, I think, we've seen since we report that metric of seventy ty six percent, right? And so fundamentally, rob, what's happening here is that, of course, we are, you know very discipline in our riding decisions, but safely but surely the portfolio is getting more and more premium by the day and we keep you do we even change um the kind of like economic scenario that we use in terms of you do the the several senior o over the past years um and you know and you know that's that's what's driving you know the performance of season. 

发言人1   45:10
Thank you. The next question is coming from john pen, Carry of ever core. II please go ahead morning morning. I'm just only a car seat front. I know you know the last quarter that card um should grow and high team ths in the fourth quarter. You didn't seem to put that in your side back this quarter, but I believe t we just mention that we you should continue down that path in the in that you mention seventeen percent third quarter. 

发言人1   45:41
So is is there any change there and how to talk about the fourth quarter or how you talk about maybe if you can also celebrate on and you not giving twenty seven year, but how you are think king about that page as you progress through twenty seven, just given the the dynamics that you're seeing in the space? Thanks, yes. So i'll take the question, john. 

发言人1   45:59
Ah good morning. So on the court tee, uh, you might remember we entered the year saying you should expect their downward trend a moderation in terms of the growth rate. And then in the end of the year, you know the second half of the year, you should expect inflection point in and exit in the in the high teens. 

发言人1   46:19
Um we saw that inflection point this quarter, right? And you know you saw IT like we were fifteen percent q two and this quarter, we are seventeen percent effects adjusted. So that's the infection point that we were expecting in that we saw and not going to give you guidance about how to think about this twenty, twenty seven, uh, car. 

发言人1   46:39
See you know again, you going to have to wait until january for that. And we also don't give you know a quarter guide dance on on on car fee. But uh, you if you take a step back, uh, for mance of this line has been amazing since since twenty nineteen, since we started focusing more of our energy investments, innovation towards uh praying products and feeding ing experiences and customers. 

发言人1   47:07
And that seventeen percent is amazing. The fact that we are able to accelerate in the game is is remarkable and it's the fastest growing line we have in the p nl. And it's definitely a key contributor as well um to the very strong or we performance. 

发言人1   47:25
So uh, we going to keep focusing on this and we look the actual in terms of how to think about that growth rate. Uh, when we get to you know twenty, twenty seven and that beginning of the year. Thank you. 

发言人1   47:39
The next question is coming from Carry mall of barclays. Please go ahead. Matter morning here. A good morning. Thank you. Um so if you've talked in the past about the opportunity to capture more borrowing share from your existing premium customers, are you seeing any meaningful change. Revolve behavior and just how much more runway you see to grow lending faster without changing the credit profile at a franchise. So um you know in terms of the boring you know our I don't think we report regularly our pending strain rate here, but that has been stable that would say over the the past years. 

发言人1   48:22
Um you know what matters to us is that we need the needs of our were called members, right? If they want to borrow with there for them, if they don't want to borrows and so be IT, we don't need them to borrow for us to have a profitable relationship. Uh, that has been our mantra for years and remains our mantra. 

发言人1   48:40
Um and of course, NII plays an important world in our economics, but we're not changing our underwriting approach here. Um and what we've seen as well in terms of penetrating the wallet of our core members is that the Better Better like the the more when we capture and the more paneum the product is, the more a likely we are to capture the revolve and to meet the revolving needs of our call members to our strategy remains the same. Right serve our customers the best way we can, uh focus on premium customers, me the boring needs, uh, when they have some. 

发言人1   49:19
And as I will approve, we are not kind of like targeting a specific number in terms of and ii or in terms of AR baLances. Thank you. The next question is coming from darn teller of all research. 

发言人1   49:36
Please go ahead. morning. A good morning. Nice thanks. 

发言人1   49:41
Can you can you just retouch IT again on the competitive landscape around commercial for a moment? II know you have mentioned a bit more about premium, but just revisiting um your initiatives, what kind of progress and milestones you'd like to see in terms of some element of an acceleration potential in the overall second volume? And then maybe just is this smiles times as well as you agree more of the the platform you ground? thanks. 

发言人1   50:08
yeah. So I think that when you look, the commercial space is really three segments when we call us to me, but it's really small and it's also middle and any that corporate and small continues to perform very, very strong. Um and um we're where we're doing quite well there. 

发言人1   50:25
I think our cash back product that we launched, you know a couple of quarters ago, the last quarter was um IT has has performed the graph product has performed a lot Better than we then we even anticipated performing. I think then you have the large you you have the large in the multinational that continues to be AA real sweet spy for us. And you know when it's growing exactly as we would expect IT to grow. 

发言人1   50:48
I mean, that's traditionally AT peace. I think with the competitive pieces is really within the middle uh the middle market piece there. And that's where I think um you know from our perspective, we have not grown uh the way we've want to grow. 

发言人1   51:03
And that's why we did the center acquisition um and with central acquisition and the the platform that is on the launch of our um business savings account, uh the launch of our corporate cash back program, corporate liability within that segment. These are things that we needed to more effectively compete with ramp and with with backs. And I think those are you know two to the big competitors that out there and what they unlocked in the segment was sort of the ordination in the expense management piece of this. 

发言人1   51:39
And then obviously, the introduction of, of agents within. And so what you'll see from us as we move forward, you will see the introduction into this platform of more um agents, uh, that will help middle and larger businesses do their work. And you will see us and sort of make all of these products and services available to the book book. 

发言人1   52:03
And so and they will take take a little bit will continue to take a little bit of time. But um we feel we are not only uh, Better position than we were at this time a year ago. Um but we're also got the road map as we move forward here to continue to make these capabilities available to a wider base of our of our midden market and large customers. 

发言人1   52:31
Thank you. The next question is coming from near herodian of thank to america. Please go ahead. 

发言人1   52:36
Good morning, right? A good morning. Thank you for take my questions. I told that may be asked touch on the VISA that in the music this week, you know it's expectations that I might get approved. So so are specifically for your uh in terms uh, I guess the two part question one is just in terms of the supplement and the relaxed as a relaxed on all gods expense. 

发言人1   53:02
So charging, do you expect that to be a change and emotional behavior from that? And how are you thinking about the competitive implications proposed from that government and not of going to have to IT feels like this been momentum and ion network business this year with more P, O network types. There was being announced. 

发言人1   53:24
There was NF, L or lows, I think was another one last week. Just wondering if you you are rethinking your network business, the settled and the implication of the settled. Thank you. 

发言人1   53:35
okay. Um so I think look, I think the from a network perspective, um you know I think we've really pivoted from a strategy and that we're looking at. Um i'll try and say this the best way possible, but we're not looking to partner with the bigger banks. 

发言人1   53:54
Um I think we we made a lot of efforts to attempt to partner with some of the bigger banks that didn't really pay off for us. And I think you know whether we're now partners with synchro or we're partner with bread financial or we're partnering with with others, I think it's allowing us to reach more segments of the population that we traditionally wouldn't reach. And so we continue to we will continue to see, I believe, more and more of those uh deals be done. 

发言人1   54:26
Not bigger deals with big banks, but probably some smaller limit size banks with specific um you know specific entities. And so um you know people like the brand and um uh we offer a lot of value. And I think you know with the financial uh the energy there between our NFL deal um and their NFL partnership, but just made all the sense of the world for us to to do to do business with them and we we respect them a lot. 

发言人1   54:56
Um as far as a these a master card settlement, and we're going to have to see how that all plays out. Um but look, sech charging is pretty much of fact. The life at small businesses right now doesn't really appear to have affected anybodies anybody's business um if anything, is not a great experience for consumers. 

发言人1   55:18
Um and IT aggravates consumers when they when they see IT. And so that's that's number one. I don't think that really has affected affected anybody's uh, momentum at this point as far as on honorable cards. Uh, good luck. Uh it's going to be really hard, I think, for for people to deferential. 

发言人1   55:38
And if you want to see a consumer backlash, um you know if you think about one VISA card over another vic to put someone II think um you know you'll have a lot of consumer outrage, uh, with that. But again, we'll see how how that all plays out, how that all plays out in the market place. But, you know more more to see here。Thank you. 

发言人1   56:07
Our final question today is coming from Chris Kennedy of volume. Blair, please go ahead. Good morning. 

发言人1   56:13
thanks. We're taking the question. I think maybe ten percent of your U. S. Customers have a deposit account with american express. And I recall digital banking was a key area of an investment for you guys. 

发言人1   56:25
Can you talk about that journey and kind of a role of banking products going forward yet? Well, you have the statistics exactly correct. I think um you know one of things that we really try to do what our customers is uh, expanding organic core and banking services are are part of that core. 

发言人1   56:44
And if you think about understanding someone is credit worthiness understanding and building a big of relationship with them, I think banking services, this is more important. We're on a journey as related to banking services. You you want to make sure you get this right. 

发言人1   57:00
You want to make sure you have the right controls in place and and and everything else. And so I think you'll see this continue to play a bigger part um in our overall strategy and not only engaging what our card members but acquiring part members. And I think um there is more to come here. 

发言人1   57:18
But even with this to launch, you know this quarter of a the business savings account for small business customers is another step in, in that direction. great. Thanks, Steve. 

发言人1   57:28
With that, we will bring the call to an end. Thank you for joining us and for your interest in american express. Ladies and gentlemen, that concludes today's conference call. Thank you for participating. You may now disconnect. 
