
Hello, this is Cheri Beranek, President and CEO of Clearfield. Welcome to our fiscal first quarter 2017 FieldReport. Before we begin 
today, I’d like to provide some important cautions regarding forward-looking statements made during today’s presentation. 



Certain important factors could have a material impact on the Company's performance, including those set forth in the slide entitled 
“Important Cautions Regarding Forward-Looking Statements,” as well as the factors set forth in Clearfield's Annual Report on Form 
10-K for the fiscal year ending September 30, 2016 and other filings with the Securities and Exchange Commission.



It’s an exciting time for Clearfield. The momentum established in FY16 continues into this new fiscal year as we prove out how our 
fiber management and pathway products reduce the total cost of ownership of broadband networks for telco, cable, wireless and
municipal networks. Revenues for the quarter increased consistent with the outlook we have provided. Moreover, as announcements 
accelerate regarding the hundreds of planned fiber deployments throughout the country, our market development initiatives are in full 
force throughout the broadband service community, aimed at gaining incremental approvals and the potential of issuing accelerated 
growth outlook projections.

Revenue for the first quarter grew by 16% year-over-year to $18.3 million, reflecting strong growth in our wireline and wireless
markets, despite a seasonally-driven reduction in demand from our cable TV customers. Our sales to the Tier 1 group represented 
nearly 10% of our total revenue for the quarter, in comparison to representing 4% of all fiscal 2016’s revenue. Complementing our 
continued success in our wireline markets was yet another quarter of encouraging growth in our revenue from the wireless market,
which increased by 38% compared to the same period a year-ago. 

Partly because of the advances we made in penetrating the Tier 1 group, our gross margins for the quarter came in slightly below our 
40-42% target range. We believe this reflects our initial success in selling to the Tier 1 customers, which we are striving to build upon 
by achieving the necessary industry certifications to sell to them more aggressively. As we’ve stated before, these certifications do 
require a lot of time and investment, but we are confident that we are moving nicely along the individual testing phases, and that 
achieving these certifications will only enhance our supplier position within each of the major Tier 1 players. 

But before I discuss our operational results, growth strategies, and future outlook in greater detail, I would like to turn the presentation 
over to our CFO, Dan Herzog, who will walk us through the financial performance for the first quarter of fiscal 2017. 



Thank you, Cheri.

Now, looking at our financial results in more detail… 



Our revenue in the first quarter of fiscal 2017 increased 16% to $18.3 million from $15.7 million during the same year-ago period. The 
improvement for the quarter was driven primarily by an increase in sales to our wireline and wireless customers, which was partially 
offset by a decrease in our sales to cable TV customers. As Cheri had alluded to earlier, we experienced some winter seasonality in 
demand from our cable TV customers. This, along with some of the delays associated with the recent M&A activity in this market, 
contributed to us experiencing lower revenues from this customer group.

International revenue in fiscal Q1 more than doubled to $1.6 million, or 9% of total revenue, from $700,000, or 5% of total revenue, in 
fiscal Q1 2016. After a period of sluggish growth from our international business, we are starting to experience a healthy pick-up in 
demand, as favorable market conditions and increased sales efforts from both our direct sales teams and distribution partners
combine to increase our growth outside the U.S.   



Gross profit for the fiscal first quarter of 2017 increased 8% to $7.2 million, or 39.5% of total revenue. This compares to $6.7 million, 
or 42.6% of total revenue, in the same year-ago period. Gross margin for the quarter decreased due to increased sales to Tier 1 
customers, overall mix of products sold, and a higher percentage of sales driven by our distribution partners. 

Our sales to the Tier 1 customer group demonstrate the emerging opportunity to significantly expand our business, but it should be 
noted that products into this customer group have yet to be cost reduced. We are confident in the long-term execution of our gross 
profit goals as our sales to this group ramps up. 

We are committed to supporting our channel partners as they help us increase our exposure and sales to key customers. However, 
we recognize that this strategic focus in our go-to-market strategy can sometimes have a short-term impact on our gross margins,
which is why we emphasize evaluating our gross margins on a longer-term basis.

We are confident that our constantly improving manufacturing capabilities, both domestic and international, can put us in a position to 
remain competitive in the marketplace. 



Our operating expenses for fiscal Q1 were $6.0 million, which was up 28% from the same year-ago quarter while consistent with our 
spending over the last two quarters. The increase over the year ago quarter was mainly due to additional personnel to support our 
sales and operational expansion, as well as increased spending to achieve the industry certifications required for securing meaningful 
business at the Tier 1 level.

Although our operating expense ratio as a percentage of revenue might fluctuate from quarter to quarter, we maintain our model of 
30% for 2017, and will continue to make investments throughout the fiscal year to support the long-term growth and profitability of our 
business.



Our net income for the fiscal first quarter was $900,000, or $0.06 per diluted share. This compares to $1.5 million, or $0.11 per diluted 
share in the same year-ago quarter. 

Turning now to our balance sheet…



During the first quarter, our cash and investments decreased modestly to $43.3 million. Our current ratio, however, increased from 7.0 
to 10.6, and our tangible book value increased 3% from the prior quarter to $61.7 million. 

Our order backlog, which we define as purchase orders received but not yet fulfilled, was $3.6 million as of December 31, 2016, an 
increase of 8% year-over-year.

Finally, we did not repurchase any shares during the fiscal first quarter under our stock repurchase program, which was authorized in 
November 2014. As of December 31, 2016, we have repurchased an aggregate of 99,179 shares for approximately $1.2 million under 
the program. We are authorized to repurchase an additional $6.8 million should the opportunity arise to benefit our shareholders.

Now with that, I would like to turn the presentation back over to Cheri for her insights into our operations for the quarter, as well as our 
outlook and strategic initiatives for the remainder of fiscal 2017.

Cheri?



Thanks, Dan.

As a company, we’ve been seeing the industry focus increasingly more on optical connectivity in the access network, whether that
includes fiber to the home, business, antenna, or virtually any desired endpoint. This increasing focus, along with our best-in-class 
lead time, has allowed us to generate strong revenue growth across nearly every one of our key markets. 



To start with, our wireline business continued to demonstrate solid growth for the quarter, representing a total of 65% of our total revenue 
of $18.3 million. Of this amount, 9% came from the Tier 1 customer group, compared to 4% contribution to revenue for the entire fiscal 
2016. As I mentioned earlier, this reflects the progress we have already made penetrating these customers as our solutions pend 
certification approval. 

Our wireless and cable TV business, both in the U.S. and internationally, also contributed to the overall 16% year-over-year revenue 
growth for the quarter, despite making up a smaller percentage of our total revenues. Within this area of our business, sales to wireless 
customers increased by 38% over the same year-ago period. Although sales to cable TV customers were down for the quarter, due to the 
winter seasonality and deployment delays caused by industry consolidation, we believe that the entire customer group, including wireless, 
will be a strong driver for us throughout fiscal 2017, as these service providers continue to densify their networks, support their wireless 
backhaul, and invest to prevent customer churn. 

Overall, we believe we are steadily increasing our market share across our key markets, and are positioned to leverage our best-in-class 
lead times to meet supplier network demands and achieve our growth initiatives for fiscal 2017.



These initiatives are part of a multi-tiered strategy for fiscal 2017 to expand our sales and marketing capacity, continue to build 
solutions around our customers’ unique requirements, and leverage our established reputation and expertise within our core markets 
to successfully compete at some of our newer markets, especially at Tier 1 level.

Already, we have made substantial progress on executing these initiatives, and are beginning to see some of the early fruits of our 
labor. Today, we are a much stronger organization than we were a year ago, and are well-equipped to address both the challenges 
and opportunities constantly emerging in the fiber management and delivery landscape.  



We are maintaining our 15%+ revenue outlook for fiscal 2017. We expect revenues into our wireless and cable TV business to grow 
by a substantial amount, as we continue to prove out our value proposition to this customer group. Further, we anticipate our core Tier 
3 and municipality business to exhibit much of the consistent growth we’ve seen over the years, and we look to not only maintain but 
also increase our leading market share in this space. 

We are pleased with the quarter’s acceleration in sales to the Tier 1 group, while we emphasize that sales cycles to these customers 
are typically long and require an adequate level of investment. Fortunately, we have not only built the right manufacturing structure, 
but also have a strong balance sheet and an expanded salesforce, to help us scale and meet the growing demands of these 
customers. For this reason, we continue to keep the plus in our fiscal 2017 forecast to indicate that a further ramp up in sales to the 
Tier 1 customers could accelerate our growth projections. 

Overall, we are excited to close out the first quarter of the new fiscal year with strong traction on both the customer and financial 
fronts. Building on the momentum we have already made, we believe we are positioned to continue growing profitably while also
pursuing opportunities that can help us scale our organization. 



In closing, we encourage you to review today’s earnings release and filings, and we welcome any questions you may have about our
financial performance, operations, products or industry. Please send any inquiries you may have to CLFD@liolios.com. We will post 
the most relevant questions and answers in the ‘For Investors’ section of our website.

This wraps up today’s FieldReport. Thank you for your interest and support, and we look forward to speaking again with you soon.


