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PRESENTATION
Operator
Ladies and gentlemen, thank you for standing by. Welcome to the Cirrus Logic First Fiscal Year 2019 Financial Results Q&A Session. (Operator
Instructions)
As a reminder, this conference call is being recorded for replay purposes. I'd now like to turn the conference over to Mr. Thurman Case, Chief
Financial Officer. Mr. Case, you may begin.

Thurman K. Case - Cirrus Logic, Inc. - CFO, CAO & VP
Thank you, and good afternoon. Joining me on the call is Jason Rhode, Cirrus Logic's President and Chief Executive Officer; and Chelsea Heffernan,
our Director of Investor Relations.
Today, we announced our financial results for the first quarter fiscal year 2019 at approximately 4:00 p.m. Eastern. The Shareholder Letter discussing
our financial results, the earnings press release, including a reconciliation of non-GAAP financial information to the most directly comparable GAAP
information, along with the webcast of this Q&A session are all available at the company's Investor Relations website at investor.cirrus.com.
This call will feature questions from the analysts covering our company as well as questions submitted to us via e-mail at investor.relations@cirrus.com.
Please note that during this session, we may make projections and other forward-looking statements that are subject to risks and uncertainties
that may cause actual results to differ materially from projections. By providing this information, the company undertakes no obligation to update
or revise any projections or forward-looking statements, whether as a result of new developments or otherwise.
Please refer to the press release issued today, which is available on Cirrus Logic website and the latest Form 10-K and 10-Q as well as other corporate
filings made with the Securities and Exchange Commission for additional discussion of risk factors that could cause actual results to differ materially
from current expectations.
Now I'd like to turn the call over to Jason.
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Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Thank you, Thurman. Before we begin taking questions, I'd like to make a few comments. For a detailed account of our financial results, please read
the Shareholder Letter posted on our Investor Relations website.
Cirrus Logic's Q1 FY '19 revenue was $254.5 million, above the high-end of guidance. GAAP loss per share was $0.07, and non-GAAP earnings per
share was $0.28.
During the quarter, the company continued to gain momentum in Android devices as several OEMs launched new smartphones and wireless
headset products to utilize our technology. Design-in activity across our portfolio was robust in Q1, and we continue to execute on the strategic
initiatives that we believe will position the company for future growth.
We expect more end products to come to market over the next 12 months, expanding our business with existing mobile customers as well as
adding new leading OEMs.
We are encouraged to see the accelerating demand for user experience-driven features across our target markets, including flagship and mid-tier
smartphones, advanced mobile accessories and connected devices in the home. As these devices have become an integral part of our daily lives,
consumers expect continuous improvement with regard to performance, security and battery life. This is pushing OEMs to continue to add new
features, more intelligence and make devices aware of the users' environment and intent, all of which play extremely well into Cirrus Logic's core
competencies of complex analog mixed-signal and low-power signal processing.
With the diversified product portfolio that addresses a wide range of performance and cost requirements, the company expects to capitalize on
increasing demand for innovative audio and voice solutions as well as adjacent opportunities, including haptics, all of which, we believe, will
contribute to the company's continued success, including our ability to return to growth in FY '20.
Before we begin the Q&A, I would also like to note that while we understand there is intense interest related to our largest customer, in accordance
with our policy, we do not discuss specifics about our business relationship.
Operator, we are now ready to take questions.

QUESTIONS AND ANSWERS
Operator
(Operator Instructions) Your first question comes from Matt Ramsay with Cowen.

Matthew D. Ramsay - Cowen and Company, LLC, Research Division - MD & Senior Technology Analyst
Jason, maybe you could talk a little bit about, I mean, there's obviously a lot of moving parts in the supply chain, et cetera, and you go to the sort
of transitional period with your largest customer around this time of year. But maybe you could talk a little bit about what drove the upside to the
guidance in (inaudible) quarter, if there were. Obviously, the percentage of revenue to Apple, you guys disclosed, but maybe you could just kind
of just walk us through what went a little bit differently in the quarter than you guys had expected 3 months ago with some of the moving parts.
And then I have a follow-up.

Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Well, I mean, at the end of the day, what drives in demand is kind of out of our control. I think at the beginning of any given quarter, what we're in
is in a long sense determined, and so it's just a question of how many our customers end up shipping or building ahead, and we get good forecast.
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But honestly, forecasting demand for the kind of products we're in is tricky and challenging and we do -- our customers do their best and give us
their best information, and then we do the best we can do to interpret it. And frankly, we put a pretty conservative slant on that in most cases. So
it's a challenge in a lot of quarters. You might think, well, okay, backlog. You could just ratio that, the end result. The reality is it's very often the
case that we come in to the quarter with in absolute dollars potentially even more than what we end up shipping or even at or near the end of -the upper end our guidance range, and we just have to kind of back into what we think it will really be based on historical trends. So there's a lot
of moving parts to it. We try to be really conservative. If you look at the past, I don't know, we charted up pretty recently. We charted up the last
40 quarters' worth of history and it supports (inaudible) try to be very conservative, we probably beat what we beat far often -- far more often than
we miss most of the time when somewhere within the range -- ideally within the mid- to upper end of the range. But we don't have perfect visibility
in any given quarter about what people are going to end up taking. It's also the case that a good 10% or so just due to natural dynamics of the way
the business flows. More than 10% of the quarter is usually in the last week of the quarter, and so any movement in orders or timing from a customer
can have a pretty significant swing as it relates to your models in particular doesn't have anything to do with the help of the company or business,
but it can move expectations from a financial perspective pretty significantly. So the net is, I guess, I hesitate to say this because (inaudible) but I
think at the end of the day, people sold a little more stuff than we had sort of expect to go on in. (inaudible) That's a helpful indication because I
think we've -- that indicates that we obviously had some challenges in terms of demand from some of our customers kind of around the end of
the last calendar year and then the first part of this year, and so that things picking back up seems to indicate that we've seen the trough of that
and (inaudible)

Matthew D. Ramsay - Cowen and Company, LLC, Research Division - MD & Senior Technology Analyst
Got it. Got it. That's helpful. Just as a sort of unrelated follow-up, I mean this -- I noted in the Shareholder Letter sort of momentum and the fact
that you guys are now shipping the 55-nanometer amp parts into Android world. I guess, an update on the progress there and what -- how broad
the attraction can be? And how quickly the ramp of that product can be? And I guess, related to that, the Qualcomm-NXP merger obviously didn't
happen now and it's been sort of going on for a long period of time. And question -- some of the questions that we got, I don't know, 12, 18 months
ago about a large codec customer or competitor merging with a large amp competitor and how that would affect your business. Obviously, that's
not going to happen now, so just any comments there in context to the amplifier business that seems to be taking off.

Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Sure. Yes, I mean, so the 55-nanometer amp product, that team -- we're pretty well accustomed to our engineering teams [just] knock kind of cover
off the ball, and they've done that to a pretty extraordinary level with this product both -- it's kind of 2 variants of the same product for audio and
haptic. The premise of that device, it's the first device where we really directly targeted it at the Android ecosystem and targeted it to be easy to
design in, in that particular category of customers. So it's much more easy to deploy broadly than the previous architecture we've had on our
amplifiers because of the integrated DSP. And as I said, both the product development team as well as the marketing and business folks just did
a great job of anticipating what the market was going to need. And then also, the flying circus that you referenced certainly has had customers in
an uncertain position relative to some of our (inaudible) open the doors right when we had the exact right part to slide in with. So we think we can
support that part very broadly. We've already -- there's already teardowns out there showing and shipping in very important mid-tier devices that
we care about. We are having great conversations with the who's who list in China as well, so very excited about the opportunities for that part.
As it relates to the competitive landscape, the M&A, on-again-off-again world, we need a good strategy that's going to be successful regardless it
always helps when our competitors hobble themselves by entertaining -- by tying themselves together in a three-legged race, but we think we've
got a good strategy that will survive the competition no matter how they manage to tie themselves to (inaudible)

Operator
Your next question comes from Charlie Anderson with Dougherty & Company.
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Charles Lowell Anderson - Dougherty & Company LLC, Research Division - VP and Senior Research Analyst
Jason, I know last quarter you guys had talked about a 10% decline for the year. I wonder if there's any update to that number, and I know you're
also talking about growth. In fiscal '20, I wonder if you want to add any more additional commentary beyond just growth, if there is any quantitative
commentary there. And then I got a follow-up.

Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Sure. I mean, not much of an update on either one. Our general practice is to guide the quarter, and we really like to stay away from providing
formal guidance for the year. But as they related to coming end of this fiscal year, looking at where everybody's models were and what our
expectations were, it was very possible that people would be off in both magnitude and polarity of things. So we don't want -- when we have a
pretty good sense that we are going to be that far off, we want to provide a better direction in that. So and then hopefully, people understand that
in circumstances like that where we do give something directional like, say, minus 10%, the fact that we're not giving a range implies there should
be some pretty large error bars around the expectations that we have for that time frame. So we don't really have an update given that. We don't
think there's any disconnect that is of that order. This is all dominated, of course, by the relative degree of success our customers see (inaudible) if
the largest ones that have an impact on us are still to come in the second half of our fiscal year and even at the very end of the fiscal year, which
can and frequently does change our outlook up or down. So given that this uncertainty is in front of us, we just encourage investors to be conservative
in their assumptions whenever they're making financial models around our outlook. And so as far as FY '20, on the other hand, that's a little -- it's
also difficult to pin down in terms of a number. Again, it hinges on customer success and all various trade wars and other geopolitical entertainment
that we can't control. But it is a year where we do expect content gains with existing customers and additional success with new customers. So on
a like-for-like basis, we have remained optimistic about our growth outlook in that time frame. So hopefully that helps.

Operator
Your next question comes from Tore Svanberg with Stifel.

Tore Egil Svanberg - Stifel, Nicolaus & Company, Incorporated, Research Division - MD
So, Jason, in this sort of a world with less buttons, you seem to be emphasizing haptics much more than ever before. Can you maybe talk a little
bit about what type of opportunity do you have there? I mean, are we talking about 1 or 2? Or will over time, will there be opportunities for multiple
haptics?

Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Sure. Yes, I mean, it is an exciting -- it's an exciting application for us, both financially as well as just philosophically. It's a great job by the team of
taking some technology that we are already really good at with respect to the audio amplifiers and finding new applications and new ways to reuse
that existing technology right in the same box we're already shipping in, which is a great way to grow your business. So it's a nice job by the team
of executing some textbook marketing. As it relates to -- I was being more bullish. We've not been in that space for very long, and this really marks
the first time we've had the right device to take to the Android community and enable them to achieve kind of a really crisp, low-latency synthetic
button press, where (inaudible) to your point, people are absolutely very focused on removing buttons for reasons of reliability and space on a
screen in any number of varieties of goodness that comes with removing physical buttons. We certainly see a market where -- I mean, everybody
that makes a handset seems to want to move in that direction. There is -- it does add cost versus having a traditional buzzy vibration motor, and I
know a lot of them. It's not that often that I play with Android handsets. And one I have recently, I was pretty surprised by the level of gimmicky
look and feel that the lack of mechanical buttons in those cases had, and that's due to their using 10-year-old technology with buzzy vibration
motors. So we think it's a massively more compelling experience to have a proper haptic engine in there. The -- it does add a little bit of expense,
but for the folks that are really trying to make a premium product are having one. And then to your other point, in the long run, having more than
one in there makes sense if you're really trying to create a compelling tactile experience.

5
THOMSON REUTERS STREETEVENTS | www.streetevents.com | Contact Us
©2018 Thomson Reuters. All rights reserved. Republication or redistribution of Thomson Reuters content, including by framing or similar means, is prohibited
without the prior written consent of Thomson Reuters. 'Thomson Reuters' and the Thomson Reuters logo are registered trademarks of Thomson Reuters and its
affiliated companies.

Client Id: 77

AUGUST 01, 2018 / 9:00PM, CRUS - Q1 2019 Cirrus Logic Inc Earnings Call

Tore Egil Svanberg - Stifel, Nicolaus & Company, Incorporated, Research Division - MD
Very good. And as my follow-up, I also noticed you chose the word advanced mobile accessories. Just want to try to understand more what you
mean by that. I mean, obviously, you have
(technical difficulty)
device with the battery pack, and that really kind of constrains the cost as well as the end applications and, ultimately, the volume that people are
going to ship. And when you remove that constraint by going to a full digital wired headset via USB-C or that other one, then you've got access to
power in the headset without including the battery and that will, for a relatively low amount of cost, allow people to try other things out, gesture
recognition or various different fitness options. And then as a lot of that is true in the wireless space as the level of power comes down that we can
enable with our DSP capability along with our amplifiers and other products that are relevant. For those applications, we just think it takes the
headset innovation, also in noise cancellation but in addition to it. So I think that's (inaudible) going further.

Operator
Your next question comes from Blayne Curtis with Barclays.

Blayne Peter Curtis - Barclays Bank PLC, Research Division - Director & Senior Research Analyst
Just a couple here. Just going back to the fiscal year guidance. If you look at the first half, it's down about 22% Android revenue. I think it's the
lowest ever. And to get to minus 10%, you then have to have the second half flat to up. So I'm just trying to understand what I'm missing in that
math. And I think in the Shareholder Letter, you also mentioned, I think you called the older headset revenue as the headwind as well, which if
that's the largest customer would be 75% of revenue with a headwind. So can you just help me with this math? And why minus 10% is the right
number?

Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Well, okay. So previous commentary inclusive, we're not offering you 10% as the year. You can model that however you like or even in the current
quarter. 10% is a directional thing. We think it was reasonable when we gave that. It's certainly still in the realm of possibility. We do -- we've said
we expect content gains with existing customers, particularly towards the tail end of the fiscal year, so that's a part of where that guidance comes
from. But there are some decent error bars around we're saying. As it relates to the headset comment, I think that is largely speaking to something
that's already been pretty widely rumored. I think you're familiar with that one that we just want to acknowledge and incorporate in that in the
current quarter outlook that we just provided.

Blayne Peter Curtis - Barclays Bank PLC, Research Division - Director & Senior Research Analyst
And then just, actually, something else
(technical difficulty)
Sure, yes. I mean, the devices were shipped in the day. An increasing number of -- increasing amount of the things that we're in are Bluetooth
headsets and we see good opportunity to continue to grow there. I think I know the blog or whatever it was that was circulating a week or so ago
that I always wonder what the origin of those things are. So to put a fine point on it, our excitement around fiscal '20 is driven by content gains
with existing customers. We see great opportunity to ship in the form factors that we've not been in before. That is part of why we're excited about
FY '20. The details of that particular headset rumor seems to be made up. I have no idea what or where they came from. There was not a lot in that
report that seemed right. But hopefully that doesn't take away from the fact that there are things that we expect to make meaningful gains on in
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the FY '20 timeframe, where we are shipping the new form factors. But the details of that when both magnitude and type were pretty far off the
mark.

Operator
Your next question comes from Adam Gonzalez with Bank of America Merrill Lynch.

Adam Gonzalez - BofA Merrill Lynch, Research Division - Research Analyst
So it sounds like you're being a little conservative on OpEx in the near term. Just wanted to know what's a good way of think about that longer
term and if the near-term reduction perhaps signals reduced confidence and a meaningful pickup in top line growth in the fiscal '20.

Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
No, I mean, I think what we're trying to tell you, it's always difficult when we write these letters to be Reg G-complaint. But if you read that paragraph
very carefully, which was how it was written, we are telegraphing that GAAP OpEx would be down. That's driven largely by amortization of acquired
intangibles. The remainder of the actual spending on people and R&D and that sort of thing is flattish. Obviously, it's kind of lumpy as you move
through quarters, but it's intended to be flat. We are still hiring. We're just being very careful about that. Our variable compensation plan is well
designed, so that when we're having years like where we're not -- like this one, where we're not growing, it doesn't pay-off very well. And that has
a natural ability to kind of scale our OpEx and is helpful in that regard. So whenever things are tight, you look a lot more carefully at all expenses.
But first and foremost, we managed the company for a very long time, and we're heavily investing in the areas where we think will drive our growth
going forward. So yes, I would not interpret it that way.

Adam Gonzalez - BofA Merrill Lynch, Research Division - Research Analyst
Got it. And then just a follow up on voice biometrics initiative. Just any update there, time to the first design win and perhaps when we can start
to see some material revenues.

Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Yes, I mean, that's still one of the ones that's further out on our growth strategy, but it is incredibly compelling. We continue to make progress on
it, we definitely demonstrated that we can achieve fingerprint-grade security via a voiceprint, if you will. Working through the challenges of that
with customers. There's lots of things that are complex just about the evaluation and then about the process of which customer would like to do
what. So it's still moving. It's still out there little ways further. No real projections at this time. I wouldn't build up any real elaborate financial models
around it in the next 12 months or so, but it's something that we're -- it's one of the things that we're most excited about in the company, and we
think it's just absolutely pivotal to being able to turn all these voice interfaces. They're becoming so prevalent into a real tool instead of a toy. Until
you're comfortable that a financial institution or a company like ourselves, that you can give your voice assistant access to read your e-mail, then
in my opinion, it's kind of a novelty. And as soon as you're able to do that, it becomes a real powerful tool. So that's what we're trying to enable.
There's lots interest in it from our customers, both from a headset perspective and increasingly outside of handsets in the connected home-type
applications as well. It dovetails real nicely. There's a section in the strategy portion of the Shareholder Letter that talks about what we call the
intelligent edge, which is something that we think is actually driven and enabled and increased by the prevalence of cloud computing and the
amount of microphones that are out there beaming data off to the cloud. That creates an incredible set of opportunities for us to do local processing
in the device, whether it's something as complicated as voice biometric or just very low-power always-on to something in the middle like far field,
beamforming or some combination of all those things, the need for that type of application and that type of technology is increasingly driven by
a lot of these cloud applications for voice-type services. So anyway, still very excited about really all of our opportunities in voice. Key among them,
voice biometric.
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Operator
(Operator Instructions) The next question comes from Christopher Rolland with Susquehanna International.

Christopher Adam Jackson Rolland - Susquehanna Financial Group, LLLP, Research Division - Senior Analyst
Back to amps again and your optimism around haptics, do you expect haptics or stereo speakers to be a bigger driver for you guys for 55-nanometer
amps? And I think you said that haptic drivers could be a $450 million TAM. Is that right? And how do the speakers compare?

Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Let's see. So I don't know how to handicap the race between haptic versus stereo for the 55-nanometer amp. They're both big opportunities for
us. We see an increasing percentage of the opportunities that we're targeting that are stereo, audio in nature, that actually plays to the strengths
of our solution because if you're going to put 2 of them down, then obviously power as well as area and costs also matter even more. And then
also because of the way we created the part, the signal processing that's incorporated inside actually helps the 2 amplifiers play nice together in
terms of [drawing] out the battery and (inaudible) the speaker and so forth. So increasing percentage of our opportunities for stereo going forward.
And as far as haptics is concerned, I don't know what you get when you multiply the whole market by, say, $0.50. But that, as it relates to the part
of the market that's ever going to be willing to spend the money to add that, that's kind of the number you end up with. It's a large market. It's all
incremental opportunity for us in the Android space. And so whether it's (inaudible) or somewhere thereabouts, it's clearly large relative to the
(inaudible) and error (inaudible)

Christopher Adam Jackson Rolland - Susquehanna Financial Group, LLLP, Research Division - Senior Analyst
Okay. And then revenue from your nonbiggest customer is down 21%, if I'm doing the math right here, [every] year. So as we look year-over-year,
what's going well for you kind of in that camp? And then what accounts for the drop as well?

Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Well, yes, this -- the nonlargest customer. I think a large part of that is, frankly, our second largest customer. That's an account that has obviously
got some challenges going on. Outside of that, we're actually doing quite well in the Android space. And with the full road map of smart codecs,
with the increasingly relevant amplifier product line, that's where we're spending our time. We're turning up in more teardowns, we're now shipping
in all 3 of the top 3 handset manufacturers, which is no news, I think. So we're extremely excited about that. I think every marketing textbook would
agreed that it's probably a read good sign for where we're headed. So it is challenging given the way we break out our numbers to really kind of
understand the story behind that, but I think it'll be become more clear where we're having success in Android over the next 9 to 12 months as
some of the other stuff we're working on comes to the fold.

Operator
(Operator Instructions) There are no further questions from the phone call at this time. I turn the call now back to Chelsea Heffernan.

Chelsea Heffernan
Thank you, operator. There are no additional question, so I'll turn the call over to Jason.
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Jason P. Rhode - Cirrus Logic, Inc. - CEO, President & Director
Okay. Thank you, Chelsea. In summary, we are pleased with our momentum this past quarter, and we remain focused on the execution of our
product road map, expanding our customer base and capitalizing on increasing demand for compelling audio and voice components. In addition,
the company is dedicated to developing a broader portfolio of products that address new requirements, which we believe will add incremental
content opportunity over the coming years and contribute to our continued success. I would also note that we will be presenting at the Oppenheimer
Conference in Boston on August 7 and the Keybanc Conference in Vail on August 13. Live webcast of these events will be available at
investor.cirrus.com. If you have any questions that were not addressed today, you can submit them to us via the Ask the CEO section of our investor
website. I'd like to thank everyone for participating today. Goodbye.

Operator
This concludes today's conference. You may now disconnect.
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