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1. New Business Models [ LTAs — Structure, Pricing
Mechanics & Margins

1R SSART [ RERY (LTA) — 584, ZEM
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‘ CFO: "In general, there are fixed price components within these new business
casclale subick laalicoa e o aubodt Tk~~~ ~-~~7rts of the agreement... with,

Q 10 ) ~ & A eason we did that is because
none or us wanted to be unhappy, right? It prices go up, we would be unhappy
because we would not be capturing the upside. If prices go down, our
customers would be uncompetitive... their peers would be paying lower
prices... Importantly, as we said in our earnings call, even in the low prices, we
like the margins. This is how we structure them. Margins will be consistent with
the margins that we guided in for the fourth quarter, for our fiscal fourth
quarter.”
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CEO: "We're not trading duration for price, right?... That's not the value
proposition. The value proposition is continuity of supply... Price is price. Price is
whatever's fair for both of us... You can assume we have somewhat unique insights
into price being in the market... As our customers go through that equation...
they're coming to the conclusion that having longer term relationships with
suppliers of NAND is a very good idea...
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It's changing the trajectory of our business, | think in a very positive way... It's a very
powerful relationship between us and our customers, and it's very much of a win-
win conversation.
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2.LTA | NVM Pipeline — Five Deals Signhed, More
Coming
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CFO: "When we closed the quarter, we said we had signed five deals... we're very
happy about that... It's a win-win relationship with our customers... They're coming
back, and we're in constant negotiations with them. As | also mentioned last
quarter, there are several conversations going on, and they're progressing well...

CFO: "SEXFELRMN, BIIREZXEETAHERS..... BT ILIFE i
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We're talking to customers across all segments, right? From data centers to edge
customers. Obviously, our consumer business is more transactional... it doesn't
really apply there. But we're talking to all other customers, and as long as we're
willing to operate in this new business model, we're open for business.

BAEESAAEHES GENEF#TAE, MWIE? MEEEFOEDENE
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3. Al | Data Center Demand — Inference Is the
NAND Unlock

3. Al | BUEHILGEKRK — HIEE NAND B9 =

= 1]

CEO: "We see a market with sustained mid to high teens growth... Clearly, there's a
lot of Al demand that's helping that equation. Data center has now become or is
quickly becoming the largest market in NAND. We've had many revisions of data
center CapEx going up... it's 14 revisions now... all going up. A lot of that is as Al
moves into inference... [Our customers] are working on what is the architecture




for inference? That's when NAND becomes a big part of that equation... We've
seen it with... KV cache or RAG. NAND has always been the most scalable
semiconductor technology. As you start to scale any architecture, | think it's
naturally going to come towards NAND... if you need storage... Figuring out
what's the right concentration of processing power, what's the right concentration
of DRAM, HBM, what's the right concentration of NAND. It's very use case
dependent... | think the big-picture answer to that question is you need a lot
more NAND. Because NAND is the most scalable semiconductor technology.
And if you're going to scale something economically, you're going to want to
use as much of the most scalable technology that you possibly can... NAND
has been something where it's been almost always focused on density... Now it's
focused more on high performance... It's a much more multidimensional equation...
There's been a lot said about Al, but [it's an] extremely fundamental technology
shift that we're clearly in the very early innings [of]...

HERITE: "BNEI— 1T RIFPENVUIHIEKTIS......BR, KE/ A
TRIEFEBNDX—I8K, BIEPROIESKHIERIENKT NAND sz AT
17. BNEKBRHREPOEARZL (CapEx) 2H 7T ZXRERA.... MES
ZEF14AREAET....E5MEEM. HPERX—BoEERZREE Al &m
WIEMER..... [N EF] EERRB BN IZ2 EHEN? BT NAND
BRAZAERNNWEEARED ... RIEZE.....KV E7F5 RAG (1F1E
sBAER) PEEITIX—m. NAND —BEE2¥  BRMREENESEAR, HIRF
18 RERIZRMAN, FIANEBASR NAND k... MR IREEF(E
i%... BEFSEAIERESN . DRAM, HBM AKX NAND & ERtE, XIEE
KMTFAETCNERZS... . BIAARXTOENENEREMEEESZN
NAND. [#J9 NAND 2 B &ENFSFEFRAR, NMIRMFEEFSNMMT R
MR, MEHERESHMER XY BRIERENFEA......NAND FEJ1LF
AEEITHEEE.. JacEMEFTEME..... X2— TEMZSH
HiEN.....xTF AIEZFERZE, B[ER—TIREEERINFZARATE,
1R AE N TIEE R HARIB EX ...

A lot has changed in the last year, but | really do think we're just getting started.
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4.Enterprise SSD Ramp — 7x YoY, ~25% of
Revenue, Second Leg Just Starting
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Host framing: enterprise SSD is “almost 25% of the revenues now... might be mid-

single digit last year. It's grown 7x year-over-year.”

EFFAFLG: FMZR SSD “HEIE S E KA 25%...... EFRJREIX IR T
#H, EFLEERT7E, "

CEO: “It's been no secret, we've been investing heavily in enterprise SSD. It's a part
of the market where we've been under-penetrated, and it's about building the right
portfolio to increase our mix in that part of the market... There's really two major
categories of products there. There's a performance-based TLC NAND product...

CEO: "XELAZRMTAMET, BAl—HERWSE SSD MEFRAEFH., X
EBAVBER—HREN—THD ™5, REETHEERNT@mAS, U
REBNEZMIZINASLE... BEEZEMARTm, —MHEETIEEN
TLC NAND *=&......"

used a lot for KV cache and a number of things. That's been the driver of the
portfolio over the last year. The second part of the portfolio is the storage-based
[capacity] product... This is the first quarter we'll recognize revenue on that
product. You're right, we're just getting started on that leg of... the portfolio...

" RERT KV EEFFSMAR. XRTE—FHEITmASHEKNR
A, FmAENE_Ho2ETEMN [FEE] F ... . XEBNRIAZT
mIANBE—TZFE. RiREX, 17NN G~ mES PR KH
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Now we've got the second leg of that growth coming. Where's that going to lead to
over the next year? | think you're going to see the mix of data center go higher... I'm
not going to put a specific number on it...

MAEBNERTIBROEZME, RR—FXFERMETHL? BIARNRZEE
FIEPOWSHSEHRH—FSRA ... . BFSEH—TAEFNEZF......

We believe that a robust portfolio where we can cover as much of the market as
possible is the best for long-term profitability of our franchise... We have a global
consumer business that already gives us a great starting point. We have a great
client business, and now we're building out that great enterprise SSD business.
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5.HBF (High-Bandwidth Flash) — Roadmap,
System-Level Design, Latency Pushback

5. HBF (BHEN7T) — BAE. RAREIT,
EIR S

CEO: "If you were a NAND designer, for your whole life, you've been told, ‘Give me
more density.... The team started thinking about, how do | re-architect NAND for
higher bandwidth, higher write bandwidth?... How do | get to some of the
endurance questions, right? An enormous amount of intellectual property was
developed over those years...

CEO: "SIR{F2—% NAND &/, EfFRUEENSHIEE, (752
WIESHRERESNEE ... ANFHEE, RZNANTESHHE.
ERNS A\ RMENEHN NAND? ... R ARA— LR AMEE, 3
B? ERLEE, BIFRTKBOHIRR....."

| think there was a lot of skepticism when we first started talking about it... there's a
lot less now... People can see, hey, inference is a memory-bound problem as much
as it's... GPU bound... [But] it's not just a plug-compatible replacement for
something in the current Al inference architecture... It's a system play.

BIAASBNRNBILEN, IMRFERSEE... DEDTRS.....AMA
MEE, IF, HIEBRE—1"SRT GPUMLE, BFtHE—1ZRTAE
fEIRE......[(B2] ERMNUNZ HET Al HIBEZRMPENAGFERA BN
m.....Ee— T RARNEE,

You have to change other parts of the system to get... the whole thing to work...
You're not just going to plug it in for something else that was in the system.
Everybody needs to change a little bit... to get a much better answer... [On latency:]




You're in a deterministic read here, so it's... pipelined. You know what you're going
to [read].

RANNERANEMER D, 7eEL.... . BPNRRAGELKE.... fIAEREE
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The latency is only at the beginning... Once you get going, you're going... We
understand that issue, and that's part of the issue of why we work as a system
level...

ERRAFETHREME....—BFEE1T, MeFE#T..... . B EHEIBTIE
B, ZMEATLABINMNREERARIENSEZERA......

In the meantime, we're off building the die... which we expect to have later
this year. We're building the controller that actually controls the die and
actually... delivers a product, and we'll have that available sometime next
year... We're iterating on that process with our customers to get it to lock into a
specific use case, which then we can commercialize... We haven't really talked
about which customers, and we don’t want to talk about that just yet... We
think it plays across the device all the way to the cloud... As models get
bigger, as context lengths get bigger, as agentic comes, mixture of experts
models... all of these things are tailwinds for that kind of technology...
becoming more relevant.

SLtEER, BMEEFERE.... TS FREMNMRTEMA, HITEEFLE
FriZhl @EH ... (G mAviEHl SR, BATGERFETIMEEL..... . 2A]E
ESEF—RBEAXTIE, FEMNEERHRENERISETR, AERNIHMA
MGEBAL..... B RBREXEEIMEER, HatEAEKeXT......
BILIARNEERTMEIRmRE—HI oI EMIR.... BERETGE
AN, EFPXKERM. KE1E (agentic) LM, EEERERE
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6. Pricing Philosophy & Supply Discipline — The
Three-Goal Framework

6. EMBZXES MPLLE — = KBEIRESR




CEO: "There's three things we're trying to do... Number one, we want to get a fair
price for our technology... | think we've gotten to that point. You can argue, could
we get more?... If we can get more, we'll get more. That's our job... Number 2,
we want to get rid of the volatility... on the economics... There's been so much
volatility... up and down, cyclicality... I've said this many times, it's just
corrosive on the industry. It makes it difficult to invest in the industry... The third
thing we want to do is we want to grow... One of the most interesting things about
our technology franchise is we have a built-in growth lever of more volume every
year... mid to high teens bit growth... | think that's fairly unusual in a large
technology business...

HEHITE: "BINESHXIM=KE... 58—, BMNKEHENOZARRE
NEFHNE.... BARBENEZARE T RX—R, RAIMFIE, HINESRE
BZ? LLHIRERMERSES, BIMMSEFN, BEHMVIRE.....58
=, BNEHEEBREF LAEEY.... IERMKKT ... BRATE, FEHME
B BBZRiRd, INTWAEEREME, BT REATSHM...... 3]
EHNB=GEFELUEKR.... BMNHERETERENZRTENERZ—
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[But] all three of these variables are related. If you start growing faster, you
oversupply the market, and then pricing comes down and volatility goes up... It's
really about balancing all three of these... To your point, not leave anything on the
table.

MER] X=1"EE=EHE XK. WRIAFIRERIR, HeSBHHIHH
ROt fl, FEEMIETE, Bt LEH... . XEFEERXFFHX=%.....IEW
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7. Wafer Allocation & Portfolio Optionality
7. B D iSRG HTIERFEN

CFO: “"We like all our customers... At the end of the day, we produce a wafer and we
have to make a decision where we allocate it. We want to have a portfolio that's




balanced across segments, right? Because that's more sustainable over time. We
don’t want to maximize value just for this quarter, but over time.

CFO: "&AIEMABENEF ... AIRER, BNEFRE, DIREMES
fc. BMNEFEREF—TEADTIZFENRELES, HIE? BAMNKEE
&, IHEEAAFEE, BRIAERERETZENMERANL, MEREXR
KHAIME., "

We're constantly making choices on where we allocate BiCS, and the new business
models are a foundation for that.

"Bl l—EEA L BICS P Ec AR, MMM SENIERX—REBHE
hdi. "

n

CEO: "What we like to have is a lot of optionality in our portfolio... Every quarter is

different. It's changing a little bit now with the business models.”

8. CapEx & Capacity Roadmap — Node Transitions,
Cost Per Bit, Long-Term Planning

8. AAX LS HER&KE — T RI%RIR. B
RS EARL%!
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CFO: "We're adding capacity all the time. We're growing capacity in the mid to high
teens, right?... We've also said that we made the most cost-efficient transition of
the BICS transition so far...

CFO: "HA1—EEIEMFEE, FINIA™EEISKERTE 15% B 19% 28 (mid
to high teens) , IB? ... B xR, BIEAIALE, FEIITMT BICS &%
MR AR RS R

Next year, we're going to be continuing that transition to [the next BiCS node], and
then we're going to start building some capacity for [the following node]. It will be a
little bit more expensive per bit... same growth, but a little bit... higher cost.
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It would still be lower [as a] % of revenue, obviously, as our prices have continued
to go up... We take a long-term view of the market. Now we talk to our customers,
we understand where that growth is, and that's where we're planning to. We can’t
react to... one quarter of what['s] happening today, right? It takes 110 days to
produce a wafer...

SR, HEBNMBONEELR, ESWRANBSLENEE.... 1138 H
EFAERKENS, MERNSEFEE, TRERKIEME, HiFELLHTH
¥, BOAGEX.... . Sel— T EENZEAME RN, WIE? £F-—FHREE

We want to make sure that we're there to source profitable and sustainable bits.

B ERIREES AN B H el 5 4ERILES = 8E.
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(Transcript renders the node names as “Big Save” / “Big Stan” — likely transcription
artifacts for BiCS node names; host framed the question around “BICS... 300 layer

plus.”)

(J‘_ ICX A& TR B FiZ M "Big Save” / “Big Stan” —— X{1R A g BiCS
BE R RIRE,; TIFAELE "BICS.....300 EL_E" 154 T 687, )

O. Capital Allocation — Nanya/DRAM Investment,
JV Extension, Debt Paid, $6B Buyback

9. AAECH — Rl 'ﬂEZIDRAM G, BHEE
AVFEHR, Fis51Ed. 60 {23=7c/olly

CFO: “Number one, we need to invest in the business... We've made some strategic
investments to strengthen our supply chain... We invested in Nanya to get more
access to DRAM, which is very important to us, particularly as we expand into data




center, which consumes more DRAM.

CFO: "$5—, BMNJEXNSZSHITIREA..... B(EE#HTT 7 —LixiRiRE
sRfURNBE..... B TIRE TR (Nanya) DASKEXE 2 DRAM iR, X
NBAAEEER, HrlEMERNOETEFR O 3K, ZFHIT DRAM 1Y
HIEEEK,

We extended the JV agreement for another few years, so that's great investments
in the business... We said we wanted to pay down our debt, so we started with $2
billion. That's all gone... The third thing to do, which is really the role of our
company, is to return cash to our shareholders.

BAEE R MU ERTJLE, AMAAXERZI W SHERRE..... B S
RTAHEEEMS, BTN 20 2ExHIR, MEXLERSELEEEE
= . B2HE, BERBENASRENIASE, MERRREENE,

We announced a $6 billion share buyback program with earnings. As you can
imagine, we should be executing on that, and we will give you an update at the end
of the quarter and then what's next.

BAER VR S 7 —10 60 {2 £ AR EEMHR, EARMIR,
BAMOZEERTZITY, BIOBEFSERAATEREIERURGE
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10. Cyclicality Debate & the Re-Rating Thesis —
“Putting Points on the Board"

CEO: "There's nothing | can do about other players in the market or anything else.
We only manage our company... What we can do is be transparent about what
we're doing and explain... why do we think that the way we're doing it is better than
the way it's been done in the past... We're not prisoners to the past...

Whenever you bring up the word LTA, the first thing the person across the table
starts saying is all the reasons they won't work... There's so much scar tissue, and
there's so much... history... How do | disprove something? It's very hard to disprove
something, except you just keep putting points on the board... That's what we do.
We keep putting the numbers up... We were here back in February of 2025... We
stood on a stage in this very room, and we made the case for our company... Did




people believe us? | don't know if they did or not. They gave us, like, a $6 or $7
billion valuation... Now they have a little more belief, right?...

For the people that believed a year and a half ago, it's turned out very, very well for
them... [On the SSD catch-up:] These are long design cycles... three or four years
at least. Building an ASIC is not easy. Then getting qualified at a major customer
can be a two-year process...

You had a new management team come in six years ago that had more of an
enterprise background... We've just run that play long enough now with an
unbelievable internal team that has all of the expertise in how to build NAND
controllers, applying all of that to the enterprise market... When you do that for long
enough...

you end up with great products.
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Speaker: Michael Hurlston (CEQO) | Host: Vijay Rakesh (Mizuho) | Audience Q: gross
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1. The Photonic Super Cycle — Record Revenue,
“None of the Drivers Hitting Yet"

CEO: “It's an Al super cycle. Within that Al super cycle... it's a photonic super cycle.
We've never seen anything like this in the optics industry. | think the highest
revenue quarter that Lumentum had in its history was about $500 million, and we're
poised to go over $1 billion this quarter, so double the highest quarter ever.

CEO: "XZ— Al B4R EHE, M1t Al BREAHD.... FEE—THKFER
BEA. BMEAZITUMKRAIZIFHNRR. B8 Lumentum [H £ EEIX
RENFERAIE 5(CEmT, MBENAZTERTERK 101257, EMEIR
FpEESEENME, "




| think there's so much runway ahead... The growth drivers for the company are vast
and varied, and really none of them are hitting yet. Really the best is yet to come in
terms of optical scale up, optical scale out, our optical circuit switches, none of
which really you see in the numbers yet...

BIARBTAREREKAEKRZE..... AFRIERKIESHDBEREAX 2, MA
LR BRI RE—TREFIBR . MAERRMLT R (scaleup) | ¢
FHIRMWINT (scale out) DARBAIMI &ML (OCS) ME, &IFH
ISR AR EIR, XEHMEMSEERHTIBEERINLE......

We've gone up, but | think we've got a lot of runway and a lot of gas in the tank from
here.

BAIMRMEL LT, BERIANMIRERE, EIMMNBERANIEKSE,
BRIt E.
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2.Scale-Out — 200G EML Transition (ASP 2x),
Transceivers, Nvidia CPO

2.Scale-Out (&M@Y &) 200G EML 8!
(FIIEMEE) . &R :E:. NvidiaCPO

CEO: "If you look at our scale-out business... there's actually probably three
components. There's the EMLs that we supply to everybody else, and right now the
majority of those EMLs are 100G per lane, meaning it's 800G transceivers that are
getting manufactured based on those EMLs. We see a transition now to 1.6T led by
Nvidia and Google...

HEWRITE: "NRMFAERNOMELINT (scale-out) S5.....SEfREK
BB =1"3oHMKk. BREBHMNENMEREEM @Y EML (8 IR EGRE S
H23) , BENXL EML KAZ2HEE 100G 1, XEKREE TXL EML Fi
1ERYE 800G YRR, B EIEEZIH Nvidia 1 Google 5| %Y@ 1.6T

Now we're supplying 200G EMLs to that market. That ASP is roughly double, so it's
a huge tailwind for us as we start working through that transition... The second




thing is... we supply transceivers... probably not our best business, but all of a
sudden, it's a business that's growing really well.

MEFATER@IZTHIHME 200G EML, HIJEM (ASP) KA T —&,
FLEEERHNFRERX—EEY, XNENKRE—TERBNFLE.... 8-
R BANHRRFCRIR.... XA GEA B BANFAREEHLSS, BRAZ
8], XIS RBATFIEEE. "

We have one main customer that's done very well in the market. They're picking up
a ton of share, and they're deploying 1.6T right now... We have a second customer
that's been really a positive surprise for us... The third thing is the scale out as it
relates to the CPO switches.

BNE—TETZLRDEFLEHNEREER . MEELHKENIZR
&, FAEHBRIEESREB 1.6T HKR.EAMNEEEZANEF, HHATRIRFHE
E—TEIMIRE... . E=RE5 CPO MEXMMIELY R,

We have a business there that's very unique, a high-powered laser that we supply
to Nvidia. That partnership has been announced... They obviously invested some
money in the company. That scale-out business has been surprisingly strong.

BAEREE—IEE M55 SS, BIFef)m Nvidia AN EISINZRED LS.
ZEFRFRZEZ ... MMONEARACD AT RAT —ERE, RBMRML
T R SSHEMIEE L AR,

We've talked about in the fourth quarter of this year, seeing somewhere between
$50 million and $100 million incremental revenue coming from our scale-out CPO...
You don't see anything from us yet in scale-out CPO. You don't see a lot from us yet
in the 1.6T transceiver.

BINEREESFEUFE, BEIREMRMLYT R CPO FEEINAL
5000 /%2l 1{2=T 2 IH]...... BaHRE R B BRI ENEMERELT B’ CPO
AENERRB, £1.6T XK ARAE, REELKBEERBNNKSE
k.

Those two things are going to layer on to a base business that's already pretty
strong... Our view in the transceivers now... the majority of 1.6 T shipments today
are all EML... We do anticipate a shift to silicon photonics, right? Even in that shift,
we believe the number of EMLs is going to go up cycle over cycle.

XA S EMESLE SNBSS Z E.... . BATB R IR 23
HWEER...SRKKEBDH 1.6T hEZ=#=E EML..... B iR 2= miE
RFHRARKEE, WIE? EMEEXMEEZR, BHABE EML NAEIEHER
HRZRFIBIK,



n

3.Scale-Up & NPO — The Next Leg, “Bigger Than
Even the CPO Opportunity”

3.Scale-Up 5 NPO — T—1"BE%, “FItE
Z#83iZ CPO By :8"

A\
L4

CEO: "Scale-up is where we see an opportunity for the optical industry, and
arguably we're the leader in the optical industry, to take our technology and put it in
racks and in clusters...

CEO: “Scale-up (@L¥ &) RENBRNENTHEETIMNG, A
MBI TSNS E, BAPFERNINRARNARNERMNEEEH....."

We're going inside the cluster, and we have connections that run either cross-rack
between racks, or now in many cases, we're seeing inside the rack itself with an
emerging NPO opportunity, near packaged optics...

"BAEERASERER, RN EREABIRIET, EAETFSIENR
T, BAIERRNZRASLINE NPO (GEHENFE) ...

The sum total of that, the magnitude is far greater than scale-out, even in the first
instantiation, which we would expect for us to start shipping in the second half of
2027... For you to see scale-up optical products on the market in the first part of
2028. It's very soon...

"HEMMRIZ AT scale-out (@IMR) , BMEREE—RKTmPthE
QNE, FATFOTFE 2027 FTFHFEFIGHRE..... RM1E7E 2028 F EF F
EEl scale-up XF~=mLH., XELZFEEET...."

What we've seen probably in the last two months, really since our last earnings, is a
market shift in interest from others, non-Nvidia class customers, around NPO.
They're trying to solve the same problem. At 1.6T... 200G per lane, you have some
difficulty with copper...




EZENRTBE, RINIRER ERIRERLAR, BAIMBRTHIHHE
AETEEET, XBHIENVIDIA FZFNEMEF NPO GEFENEF) B
%K}E&iﬁﬂ {1 e B RE RO, £ 1.6T......E281E 200G HYIEE
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It simply can't go over any sort of reasonable distance, even with retimed copper...
You saw yesterday, one major hyperscaler made an announcement with Corning...
That is really indicative of how that guy is thinking about near-packaged optics...
The number of lasers that they would want to deploy, because they're going much
more aggressively...

BMEERFEEN S, EWRRATAEREMRSENES..... X
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to an optical back plane... is actually larger. We're looking in the face suddenly of an
opportunity that's really started to snowball... From a number of racks, you're
probably talking smaller, but from a number of optical lanes, it's actually bigger
because they're going all in...

BEAFER..... LR EMBEXR, BMNRABIGE —THRFERTHRN
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They're saying, 'Look, in order for us to leapfrog, let's say NVIDIA, we're going to
have to move quickly and have more 1.6T lanes going down the back plane of the
rack.... The size of it looks like it's frankly bigger than even the CPO opportunity that
you and | have talked about...

ff1ER: “"&, F 7L NVIDIA **sdﬂﬁﬁfﬂi AT IR EITEY, FH
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[On other ASICs:] What we see as other ASICs are running at 200 gig SERDES and
200 gig per lane, they are going to have to deploy optics... It's a little easier to
deploy. Some performance hit, but the laws of physics still apply... We see other
ASIC guys that might be competing with NVIDIA... really considering how do |
leapfrog.
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Part of that leapfrog strategy is a heavy degree of optics in the back plane... [On
DWDM:] What we see now is, as these NPO opportunities come online, more of
them are considering a DWDM... to try to leapfrog more data per fiber.

XMEEH RN — o EERIRPREEANEH......[XTFT DWDM: |3
NIMEER, BEEXLNPO (EFHEILE) NSHHM, HBRESHN] EIE
£ EE(EH DWDM...... 18 i@ SRR LT 41 41 B S &N IR R SC ISl

If they're able to do that, they think they can offer differentiation against some of

these initial CPO types of products.
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4. Capacity & Supply — Undershipping Demand by
30%+, Greensboro = $5B Incremental

4. FFEES N — HERHROA 30% A L, M
Hi{B#1 (Greensboro) TI| 1§ 3k 50 {ZETHY

IRs

CEO: "The optical industry... used to think in scales of thousands... when we were
serving AT&T and Verizon... Now we're getting into units of hundreds of millions. It's
multiple orders of magnitude in terms of how the industry, not just Lumentum, but
the industry has thought about producing these things. Our fabs are definitely

straining.
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We've gone from... very small number of shipments to massive numbers, and it's
still not enough. We're under shipping demand by more than 30%, our estimate on
EMLs and sort of this very early phase of co-packaged optics... We're bringing a
ton of supply online. We've just bought this fab in Greensboro...
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and we think that can generate $5 billion of incremental revenue... With all of that
said, at the end of that journey, we actually feel like we're going to be further
behind. As fast as we're adding supply... as fast as our competitors are adding
supply, the demand is going up...

BANARX A AT R 50 (2= TS WA..... BIMEINILE, EX—HIZLER
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The number of optical lanes is going from zero to some massive number in a short
period of time to try to intersect this 1.6T transition... If you look at the demand on
our CPO products, you would argue that 100% of the capacity, including the six-
inch line in Greensboro, is spoken for... We're unique in operating five fabs, and...
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we're probably far and away the leader in this laser market, both in terms of product
quality, product performance, but also sheer output... When we talk about adding
10%, that's a big number... We're still going to be significantly behind, the industry’s
going to have to find a path.

BATAREEBUESRMIEEN L, TERETmRE. mmiteE, T2EL
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There's just a lot of optical demand and simply not enough supply.

FOBEFRIEEE, MENRETERE.
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5. Gross Margins & Pricing Durability — 33% -
~47-48%, "Not Worried About a Pricing Reset”

5. EFRSMBREYE — 33% > ~47-48%,
"AHEOMMEER"

CEO: "l come from the semiconductor business... and we had one of the best gross
margin stories of my previous company... We went from mid-30s to over 60% gross
margin... We're on that trajectory now with Lumentum. We've grown gross margins
by about 14%, from about 33 now to 47, 48, depending on whose number you
believe, in a little over a year.
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That's definitely been driven by price. It's been driven by mix. It's been driven only a
very small amount by cost. We haven't taken a lot of the variable cost out of the
product... Going back to the Synaptics story, there was a massive run-up on price
during COVID... in the semiconductor business. That never reset.

X EHMSEEN, EHRASIENN, RAIENFIEEEIEHER )y, K
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Once the demand fell off, and we saw it fall off very significantly, pricing didn't go
down. We would say the same thing here.

—BEKRTRE—ENBEXER T EREZ TE—NBHIBEZT
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I'm not worried about a pricing reset because | think it's a lot more durable than is
given credit for, and | think the evidence point is what we saw in semis during the
COVID crisis, the massive run-up from TSMC that people passed on, and that
proved to be sustainable.

BAEOMMBER, BARIAAMBOFAELEANENESFSS, KA
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6.0CS — TAM Re-Sized to ~$10B, Google
Merchant Opportunity, In-Rack Failover “Biggest
Yet"

~$108B, "E':Tk‘.F"l‘fLJE MR Wﬁﬁl EE?*%“%*

T Al

CEO: "In a backward look, the majority of our shipments actually have been to a
spine switch replacement type application. We are shipping to multiple customers.
We're shipping in reasonable volume to two...

CEO: "[EpdZE, BfMAE D thEIsLhn LA T EERMAL (spine
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Kathy was talking to me in the car, | think we've actually sized the TAM more like
$10 billion, and we see that opportunity actually growing, not decreasing... [Google
is] deploying the OCS... in a scale-up topology. The way they're able to deploy OCS
sort of negates all this conversation we've just been having about CPO and NPO.
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21t 100 {2=t, MABINBRZXMNEEMRLEEE K, MARTED......
[Google] IETEA—Fh @I B (scale-up) BIFRIMNEHIERE OCS......{tH111ER
Z OCSHARNTEEMEZEE LT E T HNNIZ x<F CPO Fl NPO KIERF T

1bo




Their architecture is very elegant... They really don't need to deploy CPO and
NPO... [Google is] manufacturing their own MEMS-based switch today. They
designed it... They're deploying it in tremendous numbers. Certainly, there's an
opportunity, we think, for us to be a third-party merchant supplier and eventually
take all of that.
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Does it make sense for Google to manufacture OCSs? I'm not sure that's a business
they want to be in... What we're seeing on the OCS side is an emerging opportunity
we think is the biggest yet. That is to deploy an OCS in the rack itself, one per rack,
a smaller, narrower circuit switch... If you're running these big inferencing models...

Google BT 4ii% OCS £TAE? FRAMERSMITEE SRS, ... B
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if you direct traffic to a GPU that's failing, you're going to lose millions of dollars in a
compute run... What people are considering is, look, how do we create resiliency in
our racks, in our clusters, and be able to route traffic to the least loaded GPUs? An
easy and elegant way to do that is with one of these OCSs...

MRIFERES IS E— T RKERFER GPU, BBATE—RITEIBITHIRIEHR
#HahERT... AMEESENZE, &, BMTANEIERNERNKEFNE,
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[On why MEMS wins:] MEMS is sort of the de facto standard in switching. Why?
Well, it's a mirror... What you want to have first and foremost in switching is no loss.
If I'm just shining light from a mirror and directing it from one port to another,
there's no loss.

[XF A2 MEMS L : ] MEMS EiEE 2R AR,
AT A? ARER—HEF... ARRHP, (FEEERNELH. IRER
ERIRFRINE, BEMN—TIROSISES— im0, BRIZEHRE
HY,
If you have piezoelectric, you have LCOS or some of these other things, there's loss

in the system... The knock on MEMS-based solutions has been the reliability
because you have a moving mirror... Our WSS solution... has been in the ground for



20 years... forming the backbone of the United States internet, that's also MEMS-
based...

MRIMMEREERAR, LCOS EEMEMRA, RAFMFERE. ...
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We think we figured out the reliability a long time ago... It's 100% about the loss...
MEMS is the right answer... [Roadmap:] Our standard product today is 300 by
300... What we see are opportunities to run the ports up, which is going to make it
very difficult for a competing technology to come in. MEMS almost has to be used.

MEMS ZiEHIER......[RR&EE: 1 E(IBmavinES™ m2E 300x300...... 5
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The higher the port count, the more this loss principle... works in our favor. We see
port counts going up in our roadmap, and then we actually see ports going down.
There, it's going to be a little more competitive, and we're going to have to think
about cost... perhaps reimagining it so we can get the cost down...

im O EHS, XMREREMBENRNENEF ., EEMNNBSETR, ]
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drop the ASP a bit, and compete in these very high volume emerging applications.
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7. Substrate Supply & China Geopolitics — “"Not
Well Covered Anymore”
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CEO: "We're uncomfortably comfortable right now with our substrate position...
With our numbers escalating like this, we are going to have tension in the system.
It's just unavoidable. When we talked after the last earnings call, we felt like we
were well covered with our primary supplier. We'd done a long-term agreement with
them...
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Numbers have gone up considerably since then. I'd say, no, we're not well covered
anymore. We're going to have to find alternate sources of supply. One of the issues
right now is the substrates are controlled by the Chinese government. Outside of a
couple of Japanese suppliers, the preponderance of supply is coming from China.

BIELK, MESEAELK, BEH, T, RONRERBEETER
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The Chinese seem to be adding supply faster than the Japanese. You have to now
find a workaround. We're a little bit uniquely situated... in that we can have
substrates go from China to the U.K., and in so doing work around some of the
licensing and restrictions... We're uniquely positioned in that way.
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Make no mistake, it's something we're working on... It's definitely become a little bit
tighter than since the last time we chatted... [On market access:] | think the sum
total of products that we ship to... Chinese hyperscalers is zero... We've been very
specifically blocked out of the Chinese hyperscaler market.
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Meanwhile, there's a lot of sourcing of Chinese components that are going into U.S.
hyperscalers... Even if you said tomorrow, ‘Look, let's wave a wand and kick the
Chinese out of the U.S. supply chain,’ it would actually bring the U.S. hyperscalers



to their knees because they are sourcing a ton of components...

S5tEEN, EEEAMES] BEEREXRMPEAE......BMERAXI,
"B, IERAESIEN, EPEBLEEENE, "X LEFIEEEEAM
Bl daAER, RAMTMEERBASNAA......

It's not like | can run out and fill that void immediately... The U.S. government and
our side of the industry would have to work together in a much more concerted
fashion... to make that a reality in reverse.
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8. Competitive Moat — Laser Design/Process
Integration; China Threat Confined to CW

8. R — BRIt/ L 25 PE
R ERTESR (CW) #tas

CEO: "It starts with our laser business... It's not as a Broadcom or an Nvidia would
talk about where you have a process coming from TSMC... and then you have a
design, and the two things are actually somewhat divorced from each other. With
lasers, that's not the case. The two things are totally intermingled.
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You have a process and you have a design, and the two things sort of work hand in
hand, and there's a lot of iteration that goes into that. Our laser design really
separates us out.

fE—TIZ, MBE—Tiit, IMEFRWEMR, HPRSRAENER.
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We have lasers, particularly at higher power levels that other people simply can’t



get to with the reliability and with the performance, and that makes us very difficult
to compete with. EMLs are also very difficult to make...
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The EMLs we deliver [are] very high quality, and our customers report the
transceivers that they're able to build using our EML lasers yield much higher. We
really have a big differentiator, | think a moat with that laser business... [On Chinese
competition:] Chinese supply is definitely there, even with lasers.
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Where, for the most part, it's pigeonholed is the CW laser... The most difficult thing
to do are these ultra-high-powered lasers that go into co-packaged optics. You
have the near-packaged optics lasers. You have EMLs. At the bottom of the stack
are CW lasers... We don't make many CW lasers.
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We've sort of skated outside of that zone because it is a bit more of a competitive
environment... We still think we have advantage... the performance advantage we
offer, the reliability we offer, the yield that we offer... It's difficult for some of these
Chinese guys who have been supplying themselves now to go into the open
market.
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We don't think it's a fait accompli, but again, for our position, probably not as much
a threat as it might be for somebody else.
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O. Strategic Pivot — Systems - Components,
Expanding the Portfolio

0. i EE5e 8l — MARRINAGEF, ¥ KrméAs

CEO: "There's been a marked strategic shift in the company, and that strategic shift
has been toward our components. | think the previous administration and frankly,
optics in general sort of value[d] systems. If you look at some of our competitors,
they're systems first... They're really going after high-dollar content and generating
boxes...

HRRTE: "ARRETRENSRRET, SHSRET-ERERIY
LS AERR. RARMEEER, BRibH, BIRPTLELEE
ERS. NRGEERNN—LESSVE, MNRRAMEN.... RS
HERENENEHEBNRE. ...

We were very much in that space. We weren't particularly good at making
systems... What we've done over the last year is pivoted the company a lot more to
components. I'm much more content feeding into these system suppliers and being
a strategic partner for them rather than, in some instances, competing.
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We just don’t see ourselves as being a differentiated systems guy... If you fast-
forward... five years, we want to add more components to our portfolio. We think we
can compete in more than just lasers. We think there's a lot of things that go around
the laser that are interesting.
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Photonic ICs, photodiodes, maybe laser drivers, maybe even getting in more to the
semiconductor world with TIAs... We're now looking aggressively as to how we can
increase our shoreline on the components end of the business.
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10.DCI [ Scale-Across — $1.5B Component TAM
Today = ~$4B by 2029
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CEO: "This is a smaller TAM... a very interesting one because we have very high
market share... | think the current component piece of the DCI market or scale-
across is about $1.5 billion. We see that growing to about $4 billion by 2029.
There's good growth in that market driven by two things. One is, frankly, the politics
of data centers...
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where people are not looking to have these massive data centers in their backyard.
The second is the power... If you make a more modular data center, you don’'t have
the power draw, at least localized on that particular grid... We see a lot more of
these smaller data centers getting built out, and you have the emergence of
inferencing.
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This agentic Al is creating a lot of need for compute, and that compute really can't
be contained... to one specific area. You're going to have a lot more of these data




