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发言人1   01:30
Ladies and gentlemen, thank you for standing by. Welcome to the third quarter twenty twenty six earnings conference call. At this time, all participants are in a listen only mode after the speaker's presentation. 

发言人1   01:44
That will be a question in the intersection to ask a question during the session, you would need to press star one one on your total town. You will didn't hear on a media message back in your hand this race to withdraw your question, please press start one month again. Please be advised that today's conference is being recorded. 

发言人1   02:04
I would like now to turn the conference over the Chris keen indirect of investor or relations. Please go here. Thank you in good morning. Welcome to corn's third quarter twenty, twenty six earnings school with me today or when the weeks chairman, chief executive officer and president and ad flusher, executive vice president and chief financial officer. 

发言人1   02:29
I'd like to remind you that today's reMarks contain forward looking statements that fall within the meaning of the private security litigation reform act of one thousand and ninety five. These statements involve risks, uncertainties and other factors that could cause actual results to defer materially. These factors are detailed in the company's financial reports. 

发言人1   02:50
You should also note that we will be discussing our consolidated results using core performance measures unless we specifically indicate our comments related to gap data. Our core performance measures are non gap measures used by management to analyze the business for the third quarter. The difference between gap and core EPS principally reflects adjustments for hedge explosives along with discrete tax items. 

发言人1   03:16
On reconciliation of core results to the comparable gp value can be found in the invest relations section of our website. According com, you may also access core results on our website with downloadable financials in the interactive analyst center. Supporting slides are being shown live on our webcasts, and we encourage you to follow along. 

发言人1   03:38
They are also available on our website for them. And with that, i'll turn the call over two winter. Thank you, Chris, and good morning, everyone. 

发言人1   03:47
Today, we announced outstanding three quarter results. Year over year, we grew sales twenty percent to five point one billion dollars and grew E. P. 

发言人1   04:01
S. Significantly faster at thirty six percent to ninety one sense. Both scene guidance. We expand a gross margin one hundred and fifty basis points to forty point five percent. We increase Operating margin three hundred and ten basis points to twenty two twenty seven percent, and we improved RIC three hundred and thirty basis twins to sixteen point seven percent, all while delivering six hundred and sixty one million dollars a free cash flows after investing over a half billion dollars and capacity to support future growth. Overall, a great one, and we expect our strong performance to continue. 

发言人1   04:58
For the fourth quare, we expect to grow sales about nineteen percent year over year to arrange of five point two to five point three billion dollars and to grow E. P. S. 

发言人1   05:12
By about thirty six percent. You're over here to a range of ninety six cents to a dollar. So let's put our very strong results and outlook in the context of our spring more journey. In may this year, we upgraded and extended our springboard plan to grow our annualize sales run rate, twenty billion dollars by the end of twenty twenty six, thirty billion dollars by the end of twenty twenty eight eight and forty forty billion dollars by the end of twenty thirty. We shared we're rendering a new face of accelerating growth. 

发言人1   05:59
We planned for our compound annual growth rate to increase to nineteen percent beginning in twenty twenty seven through twenty thirty after already growing at a role bus fifteen percent tiger for the first three years of string board. That is a four hundred basis place acceleration in the third quarter, we already began to grow nineteen percent year over a year to five point one billion dollars. That is an annualized run rate of twenty twenty three billion dollars. 

发言人1   06:41
And looking ahead the quarter, for if you take the mid point about guides will grow nineteen percent again to five, twenty two, five billion dollars. That is an annualized run rate of twenty one billion dollars. So just one quarter after upgrading our plan, we are exceeding our spring boy target of a twenty billion dollar run rate by the end of twenty twenty six, and we are already demonstrating the exerted growth rate anticipated for the next phase of our plan. 

发言人1   07:24
Interestingly, today's earnings call actually Marks the three year anniversary of when we introduce springboard to all of you. So let's briefly look back on our journey and review what we ve accomplish together in the first three years of springboard. From our starting point through called her four twenty twenty six, we will grow sales sixty percent and grow EP. 

发言人1   07:56
S. Much faster at over one hundred and fifty percent. And along the way, we are significantly enhancing our financial proof, nearly doubling R, I, C and more than tripling full year free cash. Well, altogether, we've establish a strong lost place for the next phase of springboard. 

发言人1   08:24
Looking ahead, we plan to double sales from twenty billion dollars to forty billion dollars, grow E, P, S, significantly faster than sales, expand all I see, all while delivering robust free cash for even as we continue to invest, capture growth. So if you d like the first space of spraying, boy, you're gonna love the next one. Importantly, we already have many of the critical customer relationships and long term agreements in place that underpin our growth outlook. 

发言人1   09:10
Now each relationship is unique, but they do have two common characteristic. The first is to focus on technology and coincidence. We share our technology and development plans with each other. 

发言人1   09:28
This allows us to help our customers achieve their vision. Secondly, we see to appropriately share risks and rewards. As we deliver that vision, our customers are counting on us to provide the right products at the right time. 

发言人1   09:48
So we take on the not trivial responsibility of meeting chAllenging performance standards in the production lands. They take on the responsibility for how much of our products that they need because, of course, they are blast position. To make that determination, we use multiple mechanisms to achieve the appropriate importance of mutual obligations depending on the unique circumstances of our customers and their requirements of us. 

发言人1   10:26
One example of a tool that we have used successfully in our glass and solar businesses and have now applied an optical communications is to have our customers provide up front cash to fund our capacity. We then simply return the cash to our customers as they purchase the committed volume. This helps to be the risk our capacity investments and give our customers applied change assurance. 

发言人1   11:04
You can see this dynamic already at work in our financial. In the first place of springboard, we more than tripled our full year free cash while investing strongly in your capacity. Looking ahead to the new springboard phase of accelerating growth, we are seeking to continue to increase the casual and improve our financial profile even as we invest to double the size of the company. 

发言人1   11:36
Ad will share more color around this in a few minutes. We feel blessed to have these types of foundational relationships with our customers. They extend from our long standing model of instance make. 

发言人1   11:56
And so this fundamental of problem has govern us for one hundred and seventy five years, and we will continue to guide as well into the future. We invest in innovation to invent products to enable transformative technologies. We create and build manufacturing platforms to deliver higher quality and lower cost that anyone else in the world all to serve our customers over decades long relationships. 

发言人1   12:28
When we get this right, our customers become endorsing partners, giving us the opportunity to solve the chAllenges and help with their own extraordinary products that delight their customers in turns. So after one hundred and seventy five years, we are once again in a moment where we had the opportunity to apply our long standing, principled approaches, the value creation for our customers, for our people, for our communities and importantly, for our shareholders. We are divided to have you with us on that journey. 

发言人1   13:15
And thank you, Wanda. Good morning, everyone. We delivered an outstanding third quarter, and our results demonstrate the acceleration of growth outline in our twenty thirty forty springboard plan year over year. In q three, sales grew nineteen percent to five point one billion dollars, and EPS increased thirty six percent to ninety one cents. Both above are guided ranges. 

发言人1   13:44
We expanded growth margin one hundred and fifty basis points to forty point five percent, Operating margin group three hundred and ten basis points to twenty two point seven percent, R, I, C group of three hundred and thirty basis points to sixteen point seven percent. And we delivered red strong free cash flow of six hundred and sixty one million even as we continue to invest to capture robust demand. Now moving to our segments. 

发言人1   14:14
Our results were made by optical communications. Sales were two point four billion dollars of forty four percent year over year. That income was five hundred and thirty two million dollars of eighty percent year over year, with the segment again delivering record profitability. 

发言人1   14:33
Enterprise crew sales eighty four percent year over year, with gena I product sales growing more than one hundred percent year over year. Significant b请关注公众号思维纪要社，更多纪要请加V西安20210130。Unique growth. 

发言人1   14:53
This was driven by the rapid and broader adoption of our innovations and enabled by our steady capacity additions at the launch of springboard. Our enterprise sales run rate was one point four billion dollars. Since that time, we've quite drupal enterprise sales to a six billion dollar running. 

发言人1   15:16
And keep in mind, our growth is driven by scale out as optical penetrates the scale up portion of the network, our revenue opportunity will increase dramatically. Interior sales grew four percent year over year, driven by growth in data center inter connect. During the quarter, we announced long term customer agreements with gale, verizon and at and t to deliver fiber and connect activity solutions in support of their network expansions across broadband data center inner connect. 

发言人1   15:53
Collectively, these agreements serve as an excEllent proof point for our long term opportunity in terrier and give us confidence that our opportunity in D, C, I is bigger then the one million hour target we've previously communicated. Looking into glass innovations, the successful execution of our more corning strategy helped us how perform are in markets which were significantly impacted by memory Prices. Looking at the market, in the third quarter, T, V units were down four percent, while no books and handheld were down about twenty percent. 

发言人1   16:37
Our third quarter cells were one point five billion dollars, down fifty four million or three percent year over year. The income was three hundred and twenty eight million dollars, down ten percent year over year. Looking ahead, we expect to continue executing our more corning strategy. 

发言人1   16:57
For example, we can continue are nearly twenty year partnership with apple. By the end of twenty twenty six, all the cover glass for iphone, including iphone dual and apple watch sold worldwide, will be produced at our harburg king top. Additionally, we recently announced a Price adjustment for our display glass substrates that will begin to take effect in the fourth quarter to address a weaker yen environment and rising costs such as critical materials and energy. 

发言人1   17:36
In automotive, our sales were up four percent year over year. Recovery in north american class eight truck market more than offset the impact from the light duty vehicle market, which was down three percent. That income of sixty seven million dollars was down one percent. 

发言人1   17:55
You're over here, but head, we remain focused on our more corning content strategy in solar. Q three cells were four hundred and thirty six million dollars of one hundred and seventeen million, or thirty seven percent year over year. The segment reported a net loss of seven million. 

发言人1   18:14
We continue to rum production at our wafer and module facilities all be IT at a slower pace than anticipated as our productivity improves. So we are output and profitability. Demand remains strong and the market preference for US, mean solar products continues to strengthen. 

发言人1   18:36
Recent U. S, trade action under section two thirty two of the trade expansion act of nineteen nineteen sixty two improves the overall pricing environment and demand for recording solar products. Overall, we are making solid progress building a more than three billion dollar revenue stream in solar with profitability above the average sales. And life sciences and emerging growth businesses were up one percent year over year as our life sciences business outperform the end market. That income was down thirteen million years of the year due to investments in emerging growth programs. 

发言人1   19:18
Shifting to our outlook in the fourth quarter, we expect sales to grow approximately nineteen percent year over year to a range five point two billion dollars to five point three billion dollars, and E, P, S, to grow approximately thirty six percent every year to a range of ninety six cents to adult. As we move to our next phase of springboard, we have a really compelling opportunity in front of us. We plan to double the size of the company from twenty billion to forty billion dollars by the end of twenty thirty. 

发言人1   19:55
We grow organically by inventing products that enable transformative technologies, and we create and build manufacturing platforms to deliver higher quality and lower costs than anyone else in the world historically. This meant we invest capital up front before the revenue and free cash will shows up, and then we have high returns and generate strong free cash walk down the road. We have been steadily improving that model by appropriately sharing the risk and responsibility of investments with our customers. 

发言人1   20:37
Many such long term customer agreements underpin our growth. We use multiple mechanisms in our agreements to achieve the appropriate baLance of mutual obligations depending upon unique circumstances of our customers and their requirements of us. One tool we use is for our customers to provide the cash up front, and then we return that cash as they purchase the committee volume. 

发言人1   21:07
We have successfully use this tool in our glass and solar businesses and are now planning IT in overall communications. This boat provides our customers with supply change certainty while securing our revenue recurrence and free cash. Well, you can see this dynamic already at work in our financials. 

发言人1   21:30
There is a line in our Operating cash well labeled customer deposit for the first nine months of the year. That amount was six hundred and thirty nine million dollars. This line includes up from a cash we receive from our customers during the period, net of the cash return to customers from previous deposits as they purchase their committee baLance at a macro one. This mechanism smooth the cash impact of our capacity additions, helping fund the upfront investment and then returning customer deposits from the Operating cash will generated by our profitable the three of the value. You can already see this in effect in our cash flows. 

发言人1   22:23
We generated two point three billion dollars of free cash well over the first nine months of this year, while we steadily invested one point three billion hours in capex s to act capacity, supporting the growth outline in springboard, as we've previously shared in twenty twenty six, were planning to invest approximately two billion dollars in capex s primarily to support the growth and off the old locations we plan to keep this fly wheel going. As we enter our new accelerating growth face of springboard, we seek to continue to increase free cash flow and further improve our financial profile even as we invest to double the size of the company. Given our increasing free cash flow, this takes us to capital allocation. 

发言人1   23:16
Our philosophy is to prioritize investing in organic growth opportunities that drive significant returns. Our shareholders have validated that this creates the most value for them, and this remains a priority. We will continue to maintain a strong and efficient balancing, and we're in great shape. 

发言人1   23:39
We have one of the longest death tenners in the SN. P. Five hundred. Our current average debt maturity is more than twenty years, and we have no significant debt maturity coming to in any given here. 

发言人1   23:53
We also expect to continue our strong frag record of returning excess cast to shareholders. We already have a strong division, and therefore, as we go forward, our primary vehicle for coming cast to shareholders will be shared by that. Now before we move to QN, A, let me reiterate my key takeaway. 

发言人1   24:16
We've had great success to date with spring. We delivered significant growth and dramatically enhanced our financial profile. We also built a strong foundation with our capabilities, manufacturing platforms and our deep customer relationships. 

发言人1   24:33
From this foundation, our growth will accelerate. Third quarter results and fourth quarter outlook already demonstrate the momentum we expect in the next phase of springboard. We expect to double ourselves from twenty billion to forty billion dollars by the end of twenty thirty to grow EP. 

发言人1   24:55
S much faster than sales and to improve our financial profile even further. We expect our free cash water girl through the planning cycle. Even as we invest in total, we're focused on creating significant value for our shareholders, and we look forward to updating you on our journey. 

发言人1   25:17
And that I will turn things back over the Chris for community. Thank you at Operator, we are ready for the first question. Q as a reminder to ask a question, please press star one one on your telephone. 

发言人1   25:34
Wait for your name to be announce. To withdraw your question, please restart one one again. The first question comes from josh spector with U. 

发言人1   25:44
B. S. Your line is open. Yeah, good morning. Um i'm going to ask unjust the optical margin items or no, either when you when when you get so comfortable to kind of talk about margin on afford you at all, i'm clearly investments are picking up the commented text market in the kind of the forty percent higher range. 

发言人1   26:07
Is this something you have confidence yet today will talk about and give the target some point in the near future? Uh, so thanks for the question, josh. Um so I would agree, I think we've done a really nice job as we've been growing optical to improve our net income margin. 

发言人1   26:24
Use that as sort of a you know the vector to think about. We were in the mittens or now in the low twenties. I certainly think there is an opportunity for us to continue to improve from there. 

发言人1   26:37
And obviously, that has driven the company's Operating margin significantly. We grow that you know, into the low twenties as well. And you know, again, I think we feel good about our environment. 

发言人1   26:51
The thing I would say is we're going to be adding capacity and article to grow. As we've shared. We're also still building a solar business. And you know that is actually still negatively impacting or dragging our margins a little bit. 

发言人1   27:05
So I don't know that we're quite yet ready to put out a new target, but I think you should think of us as continuing to be where or at and. Making progress from there as we grow. thanks. 

发言人1   27:16
That's helpful. If I could just follow up just in terms of corporate cost, that seems to be a thing people like like picking on this morning of that. Now you're about fifteen million dollars as you lower year on year. 

发言人1   27:29
I was kind of a big part of kind of why three key was in line. Is there is something going on there between the allocations between corporate and the segments and and what's the assumption in the quarter basis? Yeah, there's nothing going on. 

发言人1   27:43
I mean, we mentioned on our second quarter call, and he continues here in our third quarter that are variable compensation expense. So we pay for performance, and we have a number of tools that we used to do that. And and the compensation expenses little above what I would consider to be Normalized levels. 

发言人1   28:03
We saw that in the second quarter. We see that here in the third quarter IT. Probably we levels off. I don't necessarily think IT accelerates in the fourth quarter and then you IT resets as we go into the uh, subsequent year. 

发言人1   28:16
So II view Operating expenses, which in general is what sits in that corporate expenses bucket, as being a leverage point for us as we grow. I think we will continue to be able to leverage our Operating expenses. They will grow slower than our sales OK. 

发言人1   28:35
Thank you. Just thank you. And our next question would would come from a CIA merchant with city. 

发言人1   28:46
Your line is open. great. Thank you for taking my call. Um just a couple week questions here. 

发言人1   28:54
When do you talked about um you know CNBC earlier this morning about jane related to me? And there's just been a lot of your concerns in the market about the the durability of this demand, whether it's financing or any other kind of various constraints that are out there. Just you're standing firm with your spring board. 

发言人1   29:13
There was a large growth factor associated with optical. Just if you can talk about you know how you're thinking about these various constrains and how you factor that into your springboard. Best to the question a year, but what he is referred tive that those you didn't have a chance to CCNBC this morning is one of the things that I talked about. 

发言人1   29:40
This sort of an important um a documents been filed in this last week, which is an topics as one and and you see a number of interesting things in that the three my three may take away are the tremendous growth is there that that is the applied problem ability, their inference focus, which is the primary driver for what is their customers use as friends. And that looks very profitable. And they are common that the number one constraint is now and will continue to be compute, and we provide the networking for that computer. 

发言人1   30:22
What we see in our demand, CA, is a continue press from our customers to do war and more. And as a result, where you see us doing when where during this more time your agreements is asking those customers, our customers are finery. The major hyper scales, given our long那个relationships，help us funding, secure that capacity so that we can be assured of that demand and we reduce any now the risk to our shareholders. 

发言人1   31:03
So I don't think I have got ten one. And for anything else other than more of our new products faster. And brother, does that answer your question? Did you have something deeper IT behind that is here? No, no, that's great. 

发言人1   31:24
And just on the scale up, uh, I know you talked about the scale up opportunity being significant in the greater. You guys talked about IT at your investor day as well. Just any updates. You know there's been just a lot of chatter around all the various events that have happened around optical and scale up. 

发言人1   31:42
Just any more color on how you thinking about for tonics is a map uh to twenty thirty and any other color for next year as well on the photonics map? Thank you as a great question here. Um a surplus y who don't follow this closely, I see is asking about scale is. 

发言人1   32:06
Ted are damaged, primarily leader by what's called scale out, uh, connecting those GP. Use out down the rose that every other GPU that sits in the cuter. That's about sixteen fibs ur GPU, uh, in today's architectures, one hundred percent of the current scale of architectures are in copper. If that was one hundred percent and optical scale love, you increase two hundred and sixty vivers for GP, so that a infold increase. 

发言人1   32:55
And so the question then becomes, how fast is that gonna en of what percent of the G, P, U will be connected by article scale up? And given its strong leverage on our financial because obviously a ten times increase in demand to GPU would have a significant impact on our financial given our position. This is what drives to the uh, quite appropriate fascination with so we said in the may I are event was we expected a optical scale up to begin to accelerate in twenty twenty eight. 

发言人1   33:39
We continue to believe that strongly from the inside of that ecosystem. I know people hear different things that different particular components. Uh and will this be delayed? Will that be delayed? Uh, this is just classic technology development. 

发言人1   33:59
We continue to be quite convicted that this accelerate in twenty twenty eight. great. Thank you, please. 

发言人1   34:10
Yes, next question yeah the next question comes from maniatis with Morgan saying and late your line is open. great. thanks. Um maybe when though maybe expanding on that. If you could just speak to kind of the um battle the US. 

发言人1   34:27
Are having in terms of being able to fulfill Carrier versus enterprise and maybe just how if there is AA battle there to figure out how to make those allocations. Um and then maybe second for ed, just uh I believe in previous quarters, you would kind of contextualized what the soler overhang was uh, just if you were willing to to leave that out. thanks. 

发言人1   34:52
The reason, uh, we started so early that we is why you've able to see our revenues, they seem to increase so smoothly because we started on the capacity early. You are correct that especially our new as high density products are surprising us with the speed and breath of their adoption. And that are traditional Carrier customers now really want this product in their DC, I architectures because they can fit two to four more times, fibre the same conduit. 

发言人1   35:32
And at the same time, genii is why we develop the dance products as we try to increase amount of fibers for GPU. That also has a strong demand for those products. And so what's really causing the tension is people want that newest product, and we're still rapping that to be the product to cross all our platform s the way we sort of sort that out is started around the long standing nature of the relationships, those ones calling upward decades, we enterprise or tize those customers. 

发言人1   36:12
And then as well, when we have to add capacity, we have a natural sort to its quality because we ask them to contribute to those capacity as this will tend to shift our locations, shift uh, the percent of our revenue that goes to those folks who have the resources to help us fund. Does that makes so yes, that does yes. So i'll take the second question, meta. 

发言人1   36:46
Um the first thing I want to point out is I think the most important thing on solar, the most important take away, I think, for folks is the section two thirty two ruling, which took place in the third quarter. That actually has a very nice impact on the pricing environment and also indexes to demand for US. me. 

发言人1   37:09
Solar products. So that's us think that is a really important thing that actually continues to strength in our view in the ability to build a more than three billion dollar business with with nice profitability. I think that's important. 

发言人1   37:25
You know, as we said on the call, we continue to make slow, steady progress on our ability to make and sell the products that we make. So we make polite silicon wafers and modules in the U. S. And we had sort of a lot bottom doubt in the second quarter, and we're around the same level here on in the third quarter的请关注公众号思维纪要社，更多纪要请加V西安20210130。

发言人1   37:57
The drag, if you will, or the the e taster margin impact in the third quarter is similar to what we saw in the second quarter, and we would expect IT to slowly improve from this level as we go through twenty, twenty seven. And then you know depending on our ability to you know and flex up on our product tivy, that'll really drive the profitable ability aspect of the business. great. 

发言人1   38:23
Thank you so much. Thank you. And the next questions gonna come from a josef cardoso with J. 

发言人1   38:31
P, more than your lines open. Good morning. This is mark tends and on for those of her do so thanks. You are taking my question. I guess the first question kind of take back on the supply question with regards to accelerating top. 

发言人1   38:46
I grow from seventeen percent to nineteen and and req and I teens exciting the year and going into next year, how much of that is driven by demand verses a do capacity coming online? How how should we just think about the broader demand supply DNA ics there? And I have to follow up. 

发言人1   39:06
Thank you. Things are tight. And so as you see, our revenue increasing certainly is bringing on our new capacity is part in person of that. And we have the capacity plans in place are already well underway to support that accelerating growth. 

发言人1   39:29
Did you see in the next days of springboard as we move from this for fifteen percent cagr during the first three years to nineteen, eight percent and twenty seven chief throughout the ends of us spend more planning period. And so it'll be both. The other thing that also helps us on the revenue is basically realized Price um overall Prices is going up. But more importantly, as we develop these new products, create a lot of value for our customers and we tend to slip t that value creation with our customers that allows us to get more revenue per element of. 

发言人1   40:20
Capacity to that. Answer your question more yeah that that super helpful. And then the follow would be on Carrier, where historically frame brought around my single digits this quarter, you signed raise in and eight and see on public women and sail. 

发言人1   40:38
How are you thinking about Carrier growth into one twenty seven? Ah would the exhortation primarily be driven by DCIM lonely l or is by home also a substantial contributor? Thank you. 

发言人1   40:54
If thanks, mark. Um for sure data center in your connect is the bigger opportunity in the for your space. I would expect that to drive nice growth as we go into next year. 

发言人1   41:05
And then beyond that, as we shared, um we had originally said we thought that DC, I could be a billion doll business by the end of the decade. Will clearly exceed both the timing and the magnet de of that target. We haven't yet set a new target because I think there's a lot of activity in that space. 

发言人1   41:24
So will take some time and sort of way that out and come back and talk about that later. I would also say that fiber to the home will continue to be a growth driver. II think you will see appointments certainly by the large Carriers in that space were very well position for that as well. 

发言人1   41:45
Thank you. Thank you. And the next question will come from mumsy mohan with bank of america. 

发言人1   41:52
Your line is open. Yes, think so much. Add to as well. Um maybe first on the customer deposit. 

发言人1   42:00
Um can you help us think through how much of the two billion of twenty twenty six cap acs was funded by customers? And how does such share change into into twenty twenty seven and beyond? And if you sort of look at the free cash flow dynamic, um if I understand IT, right you you're going to repay deposit as customer stake volume. 

发言人1   42:23
So how how much does that sort of create a headwind for free cash flows? You look into twenty seven and and twenty eight, and I will follow. Thank you. 

发言人1   42:33
He thinks warm. E and also congrats on the marathon. I saw some photos of you at the one glassed marathon. Um so on the customer funding, what I would say is not all of our capital is you for optical or towards our growth. Some of IT is main so business. 

发言人1   42:52
So if I sort of exclude that part, you know the main in so business part, the majority of our capital is funded by the long term agreements that we've signed and that all kind of you know over the long term that all kinds now IT may not match exactly in any given corner. We we generally would get cash before we're spending the capital. Um you know the cash low question, which I try to explain today a little bit, but maybe a let me elaborate a little bit more, I think is really the important one. 

发言人1   43:25
So for us, what we are seeking to do is as we grow and invest to continue to increase our free cash well, through the planning cycle, you saw that. You know you you are you been seeing that in a twenty twenty six. Clearly, year to date, we're in a great decision. 

发言人1   43:43
And even as we return that cash, we we expect to be able to continue to grow our free cash from nicely because we're we will be generating a nice return, a nice level of profit and cash on the volume were selling. And then therefore, we're returning a portion of that be that incremental Operating cash well. So that sort of smooth out our cash flow reduces the volatility over time and allows us to grow free cash flow as we continue to grow sales. 

发言人1   44:16
So that's how you should think about IT. Okay, thanks. Thanks so much. thanks. Appreciate the cover的on on the display Price increases um how how largest the increase and how much shows up in q for as as is fully offset sort of the week？Er yeah because you did have a little step down and display profitability in the quarter. 

发言人1   44:35
Are we back to Normal by q forward as to take a little longer for IT to flow through? yeah. So um so first of all, on the timing where you we're implementing those increases now, they should begin to take place in the fourth quarter, but I don't think you should expect that to be a significant um impact in the quarter. 

发言人1   44:54
They're really geared around uh, twenty twenty seven and beyond, as you know, um began has been weak and there are other input costs where we're seeing some level of inflation. We shared uh, back in may that we had sort of the risk are a long current plan and taken the end to one thirty. We continue to hedge and we hope to do Better than that in our hedging. 

发言人1   45:18
But that sort of why we're making these Price increases, we're not disclosing the specific amount of the increase. But you know you can think of IT is similar to what we've done the last few times. We've done IT. 

发言人1   45:31
Thanks much. Thank you. And their next question comes from George janata with will free circular as I opened. I guys think a lot um window. I wanted to ask about your perspective on the chinese fiber in your business. 

发言人1   45:49
I think you're going to talk to um you know troops and um you shipping costs, keeping chinese fiber out of the markets you play and certainly the geopolitical concern, certainly there's your LTA and and coincidence with customers. But at the same time, I mean, the market is just so asem tric in terms of supplying demand. And I guess what i'm asking is, are you seeing fiber from china? And you know what's you're a perspective on on that potential. 

发言人1   46:16
In fact, in your business, I think actually a great passenger. But the in terms of the percent of the get of that, we see an exposure to chinese fiber that has been dropping actually now um absolutely want a different things um not the least of is more and more of the fiber is being consumed in could he complicated and our connectivity our process with the degree of the Operation is high. And once becomes integrated, its shipping costs become a lot higher right in the care hospital but higher. 

发言人1   47:09
So it's not quite as easy as shipping rules of five years around because you have so much of the value sitting in the nativity. Now that being said, uh, we always uh we compete in china against the chinese uh players and what we always count on for the long term is with a high, high quality in lowest cost, biggest producer in the world and we continue to expand those in the passages. So for now, we're not seeing this as a significant competitive pressure, but we're always preparing for the moment when I could happen. 

发言人1   47:53
Thank you. Thank you and learn. Next question is going come from matt netcomm with true with your lying open. Hey, congress on the quarter. Thanks so much. Taking the questions um of continuing images ask too quickly if I could first on the fourth quarter outlook, maybe if you can help us on pack the outlook for the five point two to five point three billion for sale just across the different segments. And then did the following for that as well. 

发言人1   48:24
You filed for two billion eighty and equity program if you once ago, um you you got to and have building a cash on the baLance of the business is obvious generating edition incremental h so if you can seek to the rational for setting up the ATM and what would make you effectively use that relatives to get a rather sort of customer prepay? Thank you. yeah. 

发言人1   48:45
And then just want to make sure I caught your first question specifically. Are you asking about the content of the sales growth like where it's coming from in the fourth quarter? That's right across the different segments? Any relative changes relatives to three, two that yeah I think for sure you know we expect to have a really robust quarter in optical communication. 

发言人1   49:09
Sato drive the line share of our growth ear over years. We shared you, but but the the AI data center component of our enterprise business, three hundred percent. I think we really are seeing very strong demand, and that's going to do grab a lot of the growth. 

发言人1   49:26
I think solar will continue to also drive route as we bring capacity on, and then that should start to impact our earnings as we improve our productivity. Again, I think of that is slow and steady, but it'll certainly be a growth driver. Um so probably pretty similar dynamics to what you saw in the a in the third quarter, you know and um on the ATM, I think of IT as housekeeping for us. 

发言人1   49:52
We have a shelf registration for debt. This is very much like a shelf registration for equity. Um so when we have no intention of doing anything at this time, uh but IT just IT allows us to use this as a tool um if we ever need to do that in the future as you know, the what's important to us is having a very strong, baLanced we invest over uh, long cycles in innovation, and we are growing a lot now and obviously were adding capacity. 

发言人1   50:23
But there are a lot of technology opportunities for and we want to make sure that no matter what happens in the external environment, we can continue to invest through any kind of cycle. So we always do things that help improve our baLance sheet, and this is just a housekeeping things for us to have on the shelf. Thank you. 

发言人1   50:47
Thank you. And the next questions gonna come from Martin Young with open hanger. Your lines open identic for taking a question a question of stolars profitability in the medium to perhaps you are Operating corporate Operating margin improving and you have to go of um solar getting to corporate average towards the twenty seven. 

发言人1   51:15
Ah just want make sure that goal still impact and you're referring to this continue improve instructor of corporate average, the solar is leading that will be target or is IT solis margin profiles get into the previous corporate average comparing to uh, the most recent one? Yeah I think on in general, um currently solar is below our corporate Operating margin. So it's creating a drag as we improve productivity that profitability will improve. 

发言人1   51:50
And I think it'll be slow and steady. And you know we feel great about the business overall. And the section two thirty two ruling is also very favorable to the pricing environment, which is a nice impact in general to margins. 

发言人1   52:06
Um I don't know. You know II think you should just think about IT as continuing to help our overall corporate average as IT improves. Um you know if we continue to move that number up, uh certainly possible that solar you know gets there. 

发言人1   52:21
But but I think of uh you know we get above twenty percent solar IT will significantly improve our overall corporate average. It's it's a positive sort of question in that, uh, we are corporate average improve faster than we can, the ultimate vel of properly we can deliver. And so that would be a really good problem to have bolts and racing for incase profitable ability. 

发言人1   52:56
Thanks for thanks for me. Thank you. As a reminder to ask a question, please first start one one on your total phone and next question we will come from john Robert swimmers how your line is open um thank you. 

发言人1   53:10
We usually think of starting as a competitive threat, but with their new move towards to restore al, do they become a french and and maybe with their data centers, they become more than a friend of me. Could you maybe give us some thoughts on that? Well and not exactly see. Uh, so we're fair of real floweth or IT IA because we have some content on those. 

发言人1   53:43
But being you are right on the bright area, which is now we'll be able to connect people, especially in more sparsely created areas or sparsely populated areas as well as any sort of spots in the network that you can easily reach with a shared architecture as going to increase the band with as they go more and more in the data centers, that becomes a big driver for product as well. And as you quite right, the point out, they take the hospital and uh internetworking and that uh, data as of this is certainly fibronics. So in general, we are very positive. 

发言人1   54:31
And o and we think you're looking at and right, and I think about the friend of your party, I think I think there an important part of music. And we like costers. Then at the yen hedge went from ninety eight percent and and ninety four percent zero plan to lower that over time by about four percent per quarter. 

发言人1   54:54
No, no plans, john. We we do our best to hedge the majority of our exposure. And any quarter that moves around the little bit depending on what happens in the quarter. 

发言人1   55:04
But you know, the goal is, you know, be as hedged up, if you will, as we as we can be practically. Thank you. Thank you. 

发言人1   55:12
I am showing no further questions at this time. I will now turn the call back over the crisis for closing reMarks. Thank you for joining us. 

发言人1   55:24
Before we close, I want to let everyone know that we will be attending the ubs global technology and AI conference on december first. Additionally, will be scheduling management visits to investor offices in select cities. Finally, a web replay of today's call will be available on our site starting later morning. 

发言人1   55:45
Once again, thank you all for joining us. Operator, that concludes our call. Please disconnect all lines. Thank you for participating, and you may now disconnect. 
