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UNITED STATES

SECURITIESAND EXCHANGE COMMISSION
Washington, DC 20549

FORM 8-K

CURRENT REPORT
Pursuant to Section 13 or 15(d) of the Securities Exchange Act of 1934

Date of Report (Date of earliest event reportediiel26, 2007.

NIKE, INC.

(Exact Name of Registrant as Specified in Charter)

Oregon 1- 10635 93- 0584541
(State of (Commi ssi on (1. R S. Enpl oyer
I ncor poration) File Nunber) Identification No.)

One Bowerman Drive
Beaverton, Oregon 97005-6453

(Address of Principal Executive Offices)
(503) 671-6453
(Registrant's telephone number, including area)ode

NO CHANGE
(Former name or former address, if changed sirstadgport)

Check the appropriate box below if the Form 8-kflis intended to simultaneously satisfy the §liobligation of the registrant under any of
the following provisions:

[ ] Written communications pursuant to Rule 425 emithe Securities Act

(17 CFR 230.425)
[ ] Soliciting material pursuant to Rule 14a-12 an&xchange Act (17 CFR 240.14a-12)
[ ] Pre-commencement communications pursuant te Rat-2(b) under the Exchange Act (17CFR 240.149)-2(

[ ] Pre-commencement communications pursuant te R8e-4(c) under the Exchange Act (17 CFR 240.18p-4

Item 2.02 Results of Operations and Financial Condition

On June 26, 2007, NIKE, Inc. held a public teleghoall to discuss its financial results for thedisquarter ended May 31, 2007. The
transcript of the conference call is furnished hdtte as Exhibit 99.

(d) Exhibits.



Item 9.01 Financial Statementsand Exhibits

The following exhibit is furnished with this Formkg

99. Transcript of earnings release conferenceocallune 26, 2007.
SIGNATURES

Pursuant to the requirements of the Securities &xgé Act of 1934, the registrant has duly causisdréport to be signed on its behalf by the
undersigned hereunto duly authorized.

NIKE, Inc.
(Registrant)

Date: July 2, 2007
/s/ Donald W Blair

By: Donald W Blair
Chi ef Financial Oficer



EXHIBIT 99

NIKE, Inc.
Fourth Quarter FYO7 Earnings Conference Call JuheQ07
Operator:

Good afternoon, everyone. Welcome to NIKE's fi&@07 fourth quarter conference call. For thoseoof who need to reference today's press
release, you'll find it at, www.NIKEbiz.com. Leaditoday's call will be Pamela Catlett, Vice Prestdaf Investor Relations.

Before | turn it over to Ms. Catlett, let me remiyol that participants of this call will make fomgalooking statements based on current
expectations, and those statements are subjeettttircrisks and uncertainties that could causasheesults to differ materially. These risks
and uncertainties are detailed in the reports fi¥@tl the SEC, including Forms 8-K, 10-K and 10$pme forward- looking statements
concern futures orders that are not necessarilgatide of changes in total revenues for subseqpenbds due to the mix of futures and "at
once" orders, exchange rate fluctuations, ordeca&tions and discounts, which may vary signifibafrom quarter to quarter. In addition,
it's important to remember a significant portiorNdKE, Inc's business, including Equipment, mosNOKE Retail, NIKE Golf, Converse,
Cole Haan, NIKE Bauer Hockey, Hurley and ExeterrBisaGroup are not included in these futures numbers

Finally, participants may discuss non-GAAP finahameasures. A presentation of comparable GAAP nreasand quantitative
reconciliations can also be found at NIKE's webditas call might also include discussion of norslitifinancial and statistical information,
which is also publicly available on that site, wMMEbiz.com.

Now I'd like to turn over the call to Pam Catlétice President of Investor Relatiot
Pam Catlett:
Good afternoon everyone. Thank you for joiningadaty to discuss NIKE's fiscal 2007 fourth quare=suits.

We issued our results about an hour ago. If youl t@eeference our results you can find our preksase which includes reconciliations
between GAAP and non GAPP reported items at ousiteebt www.NIKEbiz.com.

Joining us on today's call will be NIKE, Inc. CECalk Parker. Followed by Charlie Denson, Presidéthe NIKE Brand. And finally, you'l
hear from our Chief Financial Officer Don Blair, akvill give you an in-depth review of our financraisults. Following their prepared
remarks, we'll take your questions.

As for questions, just a reminder, we would likeatiow as many of you to ask questions as possibdelr allotted time. So, we would
appreciate you limiting your initial questions e In the event you have additional questions #éinatnot covered by others, please feel free
to re-queue and we will do our best to come bagloto Thanks for your cooperation on this.

Now it's my pleasure to introduce NIKE, Inc. CEOCamd Parker

Mark Parker

Thanks, Pam and welcome, everybody, to our yearcatd

We just finished another strong year at NIKE.

Let's start with the big numbers . . .

- Net revenue for the quarter was up 9% - that's®@®ecutive quarters of year-over-year revenugtto
- For the year, we added nearly $1.4 billion ofé@mental revenue to total $16.3 B... up 9% year gear.
- Global Futures are up 11% on a constant dollaisba

- EPS grew 34% for the quarter and 11% for the,y@an as we absorbed over $140 million of increaiexpense under new stock option
accounting rules.

- All of this is in line with our commitment to deér consistent, profitable growt



The NIKE brand had a very good year . . . everyoregaw fiscal year revenue and futures increasgeMn this from Charlie in a moment.
The NIKE subsidiaries had a tremendous financial ygrowing revenue 16% on the year.

The big story here is Converse, which continuewitge-hot performance . . .

- Revenue increased 23%

- PTlincreased 133%

- The Chuck Taylor All-Star franchise continuestve terrific sell-through of every model, whether design it or consumers customize it
for themselves.

- In fact, Q4 was the biggest global sales quater for Converse.

- We just opened a branded space on Carnaby Streehidon to tremendous consumer response . . warekpect the continued internatic
expansion of Converse to be just as successful.

- Next year is the 100th anniversary of Conversgjai can look forward to some special conceptsofup in celebration of the brand.
- Clearly, we see Converse continuing to delivesrgy growth.

NIKE Golf continues to perform well . .

- We extended our leadership as the world's #1amgfirel brand.

- We moved into the top 3 brands in drivers inltt&

- And finished the 2006 PGA Tour with the most wimglrivers, irons, fairway woods and wedges

- On the year revenue from NIKE Golf grew 12%, ane-tax income grew 33%.

In total our six subsidiaries delivered . . .

- a combined annual revenue of $2.3B

- and PTI essentially doubled to $304 million

- We saw record revenues and PTI for Converse amte¥. . . record revenue for Cole-Haan . . . sewbrd PTI for Bauer/NIKE Hockey.

- Every sub has the team and the tools they neaddelerate their performance and collectively dbate 25% of our portfolio growth over
the next four years.

I'm very bullish on the subs.
To convert our financial performance to value far shareholders, we continue to optimize the bssine .
- We delivered $1.6 billion in Free Cash Flow fr@perations last year, up almost $300M versus tioe pear.

- By deploying cash effectively in fiscal 07, weiaased dividends 20%, bought back $975 milliostatk, and increased ROIC 80 basis
points, excluding the expense of stock options.

- | said a year ago that inventory levels were gaptable . . . that they would improve over thedig/ear and take their rightful place relative
to revenue and futures growth . . . and we've fegitpromise.

- For Q4 inventory growth was 2%, a decrease flloen1t5% year- over-year growth we had last year fandelow our rate of revenue
growth.

Another big part of our growth strategy is our fe@n retail.



- We've talked for a while now about retail condation and the effects of sameness....in the maldnk any lingering resistance to change
in our industry is gone.

- We're jumping on that opportunity to lead change.
- We've had a very productive year with our whdlegertners, exploring new ways to more effectivedgvate and differentiate their stores.

- We're moving ahead with NIKE-owned concepts fadan entirely new experience to our consumersand you'll see some of those
concepts come to life in early spring.

- And we're expanding our digital footprint . . .
- We're building and tapping into online commurstiEased in the passion for sport.
- We're expanding the tools consumers use to custotimeir products online.

- We're going to use our digital brand tools tordwat we did with traditional advertising . . . irvate, entertain, and lead consumers to
products that only NIKE can create.

- Retail, both partner and direct, physical andtdigwill continue to . . .
- differentiate NIKE from our competitors

- deliver premium experiences to consumers

- challenge and energize the industry

Our performance and our goals are both based oexmaptional management agility. As we move intoribw year, we are . . . . ..
- reorganizing the brand into high-growth categorie

- intensifying our focus in high-growth cities, edries and regions

- implementing a new vision for energizing retaildugh our partners and through NIKE-owned concepts

- and strengthening our leadership position in cate responsibility

We are a company with a lot of confidence . . . #ad doesn't happen by accident or good luck. Bégre because we take a total-
performance approach to growth . . . by strivingpedbest in class in every part of the business.

We have a lot of competitive advantages, and bethiewh all is our relentless pursuit of performaand innovation in product. That's
something you either have or you don't.. . . yautdauy it . . . you can't fake it . . . all youncdo is live it, and strive to get better at it gve
day.

So, I'll end where | started . . . we had a resiilpgng year, and we are well on our way to reachinggoal of $23B in revenue by FY 11.

While our performance is outpacing that of the stdy we do not operate based on the gap betwel€k Bihd our competitors . . . we're
focused on the gap between NIKE and our potentiabecause that's where real growth and truestsaip happen.

Now, I'll turn it over to Charlie for a few commenin the power of the NIKE brar

Charlie Denson

ThanksMark.

| want to start by picking up on something Mark ti@med, and that's the retail environment we're in.
- | think the challenges of consolidation and latklistinction are clear to everybody.

- But, we've been talking about these issues fehie now.

- Our position has always been that of leadershipceating differentiation . . . athletic spegidiis become the generalist of the industry . . .
we think it's critical to put the "specialty" baitko athletic specialty . . . at the same time hgbeve that the NIKE Brand has an opportunity
to be better represented at point of sale, andenggmounced our intention to invest here.

A big part of that leadership will come out of mategory alignment. We have these teams and leadglace. The teams have relocated, and
now the leadership, product, marketing and oparatisupport are all sitting together, forming tlegimnings of a portfolio of world-class
teams, and | have to say...this is one of the ewstgizing things we've done around here in quiteestime. We have business plans being
reworked, new consumer concepts beginning to talipes and we've already started to create categstination formats



- An example is our House of Hoops concept withtleater . . . stores that combine NIKE Basketlthi Jordan Brand and Converse in a
way that will create a new level of excitementdonsumers here in the US. It's an important fiegp & rolling out a series of new ideas that
will impact specialty retail and influence the eatindustry.

Let's stay with basketball for a minute . . .

- The take outside the company is that the US lthakdousiness is under-performing compared tex{gonential growth of a few years ago.
That's true, but we think it's temporary.

- Basketball is a sports and cultural phenomertas.Hot going to go away anytime soon.

- Inside NIKE, we are very excited about the patdmf basketball. The game has gone global arfiasahe business.

- There is tremendous passion for basketball ingddike China, Taiwan, and across Europe. Norerican NBA players, like Dirk Nowitzk
Tony Parker and Manu Ginobili are bringing the gama new generation of players and fans.

- In China there are millions of kids playing basiedt today, and we're just beginning to establislationship with them . . . so, the poten
is huge.

- Here in the US, we hold home court advantage thighmost exciting players in the game - Lebronb&Amari Stoudamire, and Steve
Nash.

- There is nobody more entrenched in the powerth@duture of basketball than NIKE . . . and we&'eey excited about the direction of the
game, and the business of basketball around thiel wor

Let's go to soccer . . .

- This is a category where footwear innovation esicompetitive success and we feel great aboutemmproduct launches, as well as our
innovation pipeline.

- We just launched the fourth generation of oural' 80 boot three weeks ago, and it's generatingt gesponse from both consumers and
retailers.

- We brought a carbon composite chassis and uppeepbto the Mercurial Vapor lll. Let me explain,Jayman's terms..... We made the s
lighter. That means, on average, over a distand® ofieters, the Vapor 11l was five hundredths eéeond faster than our competitor shoes.
To the player at this level, this difference meansdvantage of the length of one football shoat'$thuge in soccer, and we'll be advancing
that technology for the Euro Championships in 2008.

- As we look forward our futures numbers are uprggrdouble digits.

In Running . . .

- NIKE + continues to expand beyond even our owpeetations.

- The Bowerman Series continues to catch fire, Q% globally year over year.

- The Vomero 2 is one of the top-selling shoesiiming specialty shops this month.

- We received 9 Editor's Choice awards from Rurin®irld magazine over the last 18 months . . uditlg the International Shoe of the
Year - the Air Pegasus.

- Even with all that, the most exciting part of tikaning story doesn't come from the US but Eurspecifically Germany, home to half the
running business on the continent.

- NIKE is the fastest growing performance branGgrmany.

- We are now #2 after grabbing 4 points of marketrs in the last year.

- And, yes, we do plan to be #1.

I've been around this place for a while | have neeen our teams more excited and energized tlegratie today.
Around the world we continue to see tremendous dppiby in key geographies.

The US continues to deliver consistent growth:

- We hit $6B in revenue for the first time

- Footwear had its first-ever billion-dollar quarte Q4.

- And for the year apparel passed $1.7B for tist fime . . . led by strong sell-through of perfamue products, like our new Sport Essentials.

We are very pleased with the Asia Pacific businesgecially China . where revenue increased 2%édal 07.

- We are gearing up for the Olympics, but Beijingust the beginning. We believe that by 2009, @hiill be our second largest market.

- Our latest consumer data for China indicatesweate gained about 4 points of combined footwear apparel market share in the last year
to add to our already substantial lead.

- In Japan, we're seeing some improving trends.td&e has done a lot of work over the last 18 motdghmprove our business and brand
position . . . reduced discounting, a cleaner ntptiee, lower inventory levels, and increased fesuand sell- throughs are all signs of an
improving environment.

In our Americas region . . .
- The big news is that in FY 08 we will own our Bitean apparel business, rather than working thioadjicensee . . . and we're very
optimistic about the impact of that new distribatimodel.

In Europe, our EMEA region is bouncing back . . .
- Every country in the region saw growth in theitufes orders . . up an aggregate of 12.5% in m@é&rd, up over 3 percentage points fr



our last reporting.

- And we cracked $1B in pre-tax for the first time.

- It's taken some time, but our discipline andgrate are beginning to pay off . . . we're seeiniah cleaner retail environment across the
region.

In short, we've had a great year, and we're off good start in 08.

| believe that we are ideally positioned for growth

- Our category focus is amplifying our connectianith consumers and communities, and bringing apghrdiocus to how we prioritize the
business.

- Mark spoke to our inventory levels, which positias well to grab market share in the short temmd, ta leverage the power of our category
focus to lead marketplace expansion in the lorm ter

- And we have great agility in the way we balanae mortfolio of businesses to sustain global growth

Now, I'll turn it over to Don to give you some diétan the numbers
Don Blair
Thanks, Charlie.

As Mark told you earlier, we delivered another yegstrong, profitable growth in fiscal 2007. Fhetyear, revenues grew 9% to over $16B
and we delivered double digit EPS growth, everrdfte change in stock option accounting. Our baai®et is stronger than it's ever been.
And with futures orders up double digits and greatmentum in our affiliated brand businesses, théENbortfolio is well positioned to drive
continued growth in fiscal '08 and beyond.

Revenues for both the fourth quarter and fiscat geaw 9% with two points of growth from currendyamges. All three of our product
business units and all four of our geographic negidelivered revenue growth for the year. Revefurethe businesses reported as "Other"
grew 16% for the year and contributed 2 pointsuoaverall revenue growth.

Futures orders scheduled for delivery from Juneugh November 2007 grew 12% versus last year| asgibns reported strong growth.
Excluding currency changes, futures were up 11%.

Diluted EPS for the quarter were 86 cents, 34%édrighan last year. As expected, EPS growth fogtreter was boosted by comparisons to
prior year earnings reduced by World Cup demandticne and the Converse arbitration ruling. Forytear, diluted EPS were $2.93, up 11%
versus fiscal '06. Excluding the impacts of stopkian accounting and the Converse arbitration, BB&ld have grown 15% for the year,
within our target growth range.

Gross margins for the quarter were flat to therpyear as initiatives to improve gross marginsetffigher product costs in Asia and higher
close-outs. For fiscal '07 as a whole, gross margi@re slightly below last year.

For the full year, reported SG&A grew 12% and aseested, the timing of demand creation spendingta@ahange in stock option
accounting created significant swings in SG&A growter the course of the year. Excluding the chamgecounting for options, SG&A
grew 9%, in line with revenue growth.

In fiscal 2007 we delivered $1.6B of Free Cash Hawn Operations, and paid out $1.3B to our shddshe in the form of dividends and
share repurchases.

For the twelve months ended May 2007, our Returmaasted Capital or ROIC was 22%; excluding thenge in stock option accounting,
our ROIC increased about 80 basis points versupribeyear.

With that recap of our consolidated performanceme now give you some additional perspective arresults.

In our European Region, which includes the MiddéstEand Africa, fourth quarter revenues increag8d, with 9 points of growth from
currency changes. Currency neutral Footwear anépBoant revenues increased 4% and 10%, respectiviile Apparel revenues increased
only slightly versus a World Cup year in 2006. Bwe year, revenues for the region grew 9%, witloidits of growth from currency. On a
currency neutral basis, all countries in the regigoept the UK and France posted higher sales.gkeuwp, the emerging market countries
were up over 30%, driven by strong results in Gee®ussia and Turkey.

After a period of challenging conditions in the @iKd France, we've begun to see tangible signsmbwement. Revenue growth accelerated
in the second half of fiscal '07 and futures ordgesup 12%, driven by growth in every major coyntr

Fourth quarter pretax income for the European Regiew 29%, reflecting leverage from lower demarghtion spending as well as stronger
European currencies. For all of fiscal 2007, ttggae delivered pretax income of over a billion @od, up 4% versus the prior ye



In the Asia Pacific Region, fourth quarter revenimeseased 7%, with 2 percentage points of growdmfcurrency. Currency neutral reven
for Footwear and Apparel both grew 5%, and EquipnaeRanced 6%. For the year, reported revenues 3t with one point of growth
from currency.

For the year, most countries in the region repaodtaable-digit sales growth on a currency neutraihaChina revenues increased over 25%
and continue to be the primary driver of the refigavenue growth. Excluding changes in the vafubeyen, revenues in Japan were up
slightly for both the quarter and full year, and egatinue to see encouraging signs of a turn inrttaket.

Pretax income for Asia Pacific grew 37% for thertbwguarter, reflecting the timing of demand creatspending and expanding gross
margins. For the fiscal year, pretax income forrgion grew 17% to $484M as revenue growth angtbgtoss margins more than offset
investments in China and Korea.

The Americas Region reported flat revenues forftlieth quarter as tough World Cup comparisons afithess in Brazil offset positive trer
elsewhere. For the year, revenues grew 5%, withpoi of growth coming from currency changes. Gitoim all other countries in the
region offset softer results in Brazil.

For fiscal 2008, we expect to return to growth na8l. We're seeing some positive signs for footvwaal have begun shipping Apparel for
the Fall season following the takeover of that bess from a licensee.

Fourth quarter pretax income for the Americas Regjew 20%, primarily as a result of lower demarghtion spending versus last year's
World Cup campaign. For the year, pretax incomevd@® to $187M, driven by higher revenues and groaggins, partially offset by
investments in demand creation and infrastructure.

That brings us to the USA. Fourth quarter revemuetfe region grew 10%, in part reflecting the breg shipment timing across quarters.
Sales at NIKE-owned Retail stores in the USA gré#oXor the quarter and comp store sales at NIKE §juality stores increased 8%.

For the full year, revenues for the region grewa®® of our top 10 wholesale accounts grew. Futn@srs also increased 7% versus a year
ago.

Revenue for US Footwear grew 9% in the fourth grareflecting double digit growth in units and &rsingle digit decline in average price
per pair. The reduction in average price per pais driven by a shift in mix to lower priced kidsdasandal styles, and a higher percentage of
close-out sales. For the year, US Footwear reveguess 6%, driven by high single digit growth in tenand a slight decline in average price
per pair.

Apparel revenues rose 11% for the quarter and 8%héyear on strong growth from Performance arahT&pparel, partially offset by sof
revenue from Sports Culture styles.

US Equipment posted fourth quarter revenue groWwi886, driven by strong growth from our pesitioned sock line and higher sales of ti
sports equipment. For the year, this business gééw

Pretax income for the US Region grew 20% in thetfoquarter, bringing full year pretax income ta3lillion, up 4% for the year.
Favorable timing of SG&A spending drove strong Pi&izerage in the fourth quarter. For the full ydagher supply chain costs and a larger
mix of close-out sales reduced pretax income growth

Fourth quarter revenues from our Other businessag §%, bringing full year reported revenues t@B%illion, up 16% versus fiscal 2006.

For the year, revenues at Converse grew 23% toM56Aven by strong consumer demand particularlsiole the US. NIKE Golf also
turned in a stellar year, as revenues grew 1296 168. Revenues at Cole Haan increased 8% to $4@fiMen by strong results at owned
retail stores, while NIKE Bauer Hockey, Hurley gfxieter each grew revenues at a double digit raéded by great product and brand
momentum.

For the year, reported pretax income for the Othisinesses nearly doubled. Excluding the impatii@fConverse arbitration ruling last year
and settlement this year, pretax income for theeOitlisinesses grew over 40%, driven by higher iee®and improved gross margins.

Fourth quarter SG&A spending for NIKE Inc. grew 3é%cluding the impact of stock option accounting aarrency, SG&A spending fell
2%. For the year, SG&A spending increased 12%;uebiey the impact of stock option accounting andengey changes, SG&A grew 7%, in
line with constant currency revenue growth.

For the year, Demand Creation grew 10%; currenaygls accounted for 3 points of that growth. Theaieder was driven by advertising
campaigns behind NIKE Air, NIKE+ and NIKE Pro. Ftuguarter demand creation spending fell 10%, ctfig lower demand creation
spending versus last year's World Cup campaign.

Operating overhead grew 14% for the year; five {mo@rf growth came from the change in stock opticecoanting, with an additional 2 poir



of growth due to currency changes. Key driverdefltalance of the increase were investments in dwetail and non-NIKE brands, as well
as normal wage inflation and performance based easgtion.

For the year we reported net interest income oMi@F30M more than the prior year. The improvemeaswue to both higher levels of
invested cash and higher interest rates.

For the fourth quarter, Other Expense was $12Mnarily due to losses on currency hedges. For the yee reported Other Income of about
$1M, as gains from the sale of our Oregon distidvucenter and the Converse arbitration settlemené mostly offset by currency hedge
losses. The combination of currency hedge lossgd$aaorable translation of foreign currency-denaaéd profits from our international
businesses decreased year-over-year pretax incp®elM for the quarter and $2M for the year.

Our effective tax rate for the year was 32.2%,maprovement of 2.8 points versus last year. Thedtxreflects benefits from operations
outside the United States; our tax rates for egafrom these operations are generally lower tharlkS statutory rate. These benefits include
a European tax agreement finalized in the secoadeuof fiscal '07.

We're particularly proud of our cash flow resutis fiscal '07. Working capital management is onéhefkey drivers of our cash flow and
return on invested capital. In fiscal '07, we im@d our cash conversion cycle by over 8 days, driwestrong management of inventory and
accounts receivable. As Mark noted, year-end irorgzg were only 2% higher than a year ago, siggnifity below our forecasted revenue
growth rate for the first quarter of fiscal 2008ay31st accounts receivable increased 5%, wellbthe rate of revenue growth in the fourth
quarter.

Now that we have fiscal 2007 in the books, it'sttitm talk about our expectations for the new y

As many of you recall, we introduced our long-tdmancial model in 2001. We aimed to create shddstosalue by delivering high-single-
digit revenue growth, mid-teens earnings per sgewaith, and improving returns on invested capifé're very pleased with our track record
over the past six fiscal years: we've compoundeedmee at 9%, EPS at 18% and increased our retuimvested capital from 14 to 22%.

We remain focused on delivering sustainable growtievenue and earnings while continuing to usecapital efficiently. For fiscal 2008, \
expect revenue growth toward the top end of oun-siggle digit target range and modest growth megmargins as the benefits of clean
inventories and continued progress on our grosgimaritiatives offset cost pressures from Asia.

For the year, we expect SG&A to grow about in livith revenue. We expect to invest in demand craatadrive growth and product sell
through, and in infrastructure for direct retaitlatigital commerce. We do plan to continue to lageroperating overhead spending against
core functions.

We're also targeting ongoing improvement in ourkiray capital efficiency. We're planning for anotlyesar of strong cash flows and expect
to make significant purchases of NIKE stock. Wad$lo continue to focus on achieving tax efficiee@eross our global operations. As a
result, we estimate that our fiscal '08 effectiae tate will be 50 to 100 basis points below tisedl 2007 rate.

At this time, we expect the growth model for thstfiquarter to be fairly consistent with the oukdor the full year.

In summary, we're very pleased that we deliverediaar year of profitable growth in fiscal 2007 aaré committed to continuing to do so in
fiscal 2008 and beyond.

Now we'd be happy to take your questic

Operator

Thank you. (OPERATOR INSTRUCTIONS) We will go fitst Robby Ohmes with Banc of America SecuritiegaBé go ahead.
Robby Ohmes - Banc of America Securities - Analyst

Thank you. Two quick questions. The first quesigrcan you tell us in the futures orders, can giwe us the ASP breakout for the U.S. and
for Europe?

Then my second question is, can you give us fotltlse futures, any sort of sense on the relatirengths by channel? Thanks.
Don Blair - NIKE - CFO

Well, on the futures, Robby, we are seeing stithsslightly lower ASPs on the futures order book.we said earlier, most of that is really a
mix-driven impact



We are seeing pretty much consistent performantefdhe very top end of our price range, but we seeing very strong growth out of
products like kids, and as | said, our sandal lessirhas been really strong. So a combination skthaix impacts, we are seeing a little bit of
lower ASPs worldwide.

Pam Catlett - NIKE - VP, IR

And then futures?

Don Blair - NIKE - CFO

Well, then the other question was channel perspexti
Charlie Denson - NIKE - President

Yes, Robby, this is Charlie. | don't have the clefmmeakdowns in front of me. | would say thasipretty relatively strong across the board.
In the U.S., we have strong performers in evennok

So we have people that are continuing to growgakat clip and then obviously there are a few wit#mch of the channels that are, | wouldn't
say they are down, but they are not growing as &st | don't - Pam might be able to get you sofrtee exact channel breakdowns after the
call, but I don't have anything in front of me rigtow.

Robby Ohmes - Banc of America Securities - Analyst

Just one last quick follow-up. The category alignitbat you guys are going through, when should®éhinking about when that would
start to benefit your numbers?

Charlie Denson - NIKE - President

Well, that is a great question. We think it is stay to benefit them as we speak, in the way weapproaching the business and some of the
decisions that we are making. The first full-blogategory led seasonal initiative will probably cotnenarket somewhere around Spring '09
or Fall '08, but they are, the alignment is stgrtiminform our decision makings literally rightf dfie bat.

Robby Ohmes - Banc of America Securities- Analyst
Great. Thanksalot.
Operator
We will go next to Jeffrey Edelman from UBS. Plegseahead.
Jeffrey Edelman - UBS - Analyst
Thank you. First of all, Pam, could | get the chalrbreakdown also?
Charlie Denson - NIKE - President
(laughter)
Jeffrey Edelman - UBS - Analyst

Charlie, first for you, as we think about the osland as Robby asked you about the channels, attinkeabout what you are talking about,
the efforts to create excitement with some of tladi+iased retailers, is that embedded in someeofittures growth?

Charlie Denson - NIKE - President

Not really, not yet, because there is really najtont there yet, other than some announcementsand directional arrows, so nothing
being reflected in the futures numbers as of yat.ahé still working on plans as to what it représever the next 12 to 18 months.

Jeffrey Edelman - UBS - Analyst

Okay. Don, could you sort of give us a sense whyetlis such a spread in the currency differertigtiveen your fourth quarter sales and-



half futures? That is difference in the FX impaa¢®sis to be a lot greater than we typically see.

Don Blair - NIKE - CFO

You mean on which one are you talking about? Weslzdout a --

Jeffrey Edelman - UBS - Analyst

| am sorry, European fourth quarter sales repartettant dollars, and then European futures regpadastant dollars.
Don Blair - NIKE - CFO

| am sorry. | hate to ask you to do this. Can yepeat the question for me? Which two numbers anetrying to reconcile here?
Jeffrey Edelman - UBS - Analyst

The European orders were up 12% --

Don Blair - NIKE - CFO

Going into the fourth quarter, is that what you saging?

Jeffrey Edelman - UBS - Analyst

| am saying at the end of the fourth quarter --

Don Blair - NIKE - CFO

Yes, okay, 12.5% on a reported basis, right?

Jeffrey Edelman - UBS - Analyst

And on a constant dollar basis, 11%. Your fourthrtgr revenues in Europe were up 12, and constdlatrsl were up 3.
Don Blair - NIKE - CFO

You know what, Jeff, | think | am going to haveask you to see if we can take this one to a diffecenversation, because | don't think there
is a fundamental principal involved here, but | mot sure | can give you a good answer. | am na kentirely understand your question.

Jeffrey Edelman - UBS - Analyst
Okay. We will follow-up.
Don Blair - NIKE - CFO

Yes. Just to make sure that we are all clear onwewlo this, obviously the way we do report futunasbers on a go-forward basis, is we
use our estimate of what we think exchange rategaing to be. That is obviously subject to a dfluctuation based on where the exchange
rates actually land.

Jeffrey Edelman - UBS - Analyst

Okay. Thanks.

Operator

Wewill go next to John Shanley from Susquehanna Financial Group.
John Shanley - Susquehanna Financial Group - Analyst

Thank you and good evening, guys. Charlie, you gesva good insight in terms of the China businasssaup in the quarter 29%. | wonde



you could give us the same level detail in somgooifr other major international markets, specificathe U.K., France, Germany, and Jap
Charlie Denson - NIKE - President

| don't have all the revenues in front of me, biltihk the most important part that you are tryioget at is we have consistently talked about
those markets as being challenges. Let me takid.theand France to start with. Futures for bothritdes are up, so that is a first for us for a
while, an encouraging sign. | think in France weehgot two successive quarters of revenue gaingegear, and we are starting to see a
little bit of movement there. Our inventory situats both at retail and obviously in Europe has ovpd over the last reporting period, and
feel very good about that. So these things, we baea talking about the U.K. and France for a waild they take time.

| feel like the French marketplace is probably iittke bit better shape with a little less voldti| but the U.K. market is obviously a bigger
market, and probably has a little bit more volgtitight now than France, based on where we agutboth markets are improving, and | 1
very confident in talking about that, as well agdapan.

I think in Japan, the marketplace again, inventewgls are in very good shape, our sell-througksstarting to improve, the promotional
activity in the marketplace, certainly around th&HR brand is really becoming very minimal, and vealty like our brand position, and our
business position right now going forward. So tkiimgJapan have never really been that bad. Tretyhaven't been as good as we would like
them to be. | think Japan now is starting to comekhinto focus with respect to with the potentifattat marketplace really is reflected.

John Shanley - Susquehanna Financial Group - Analyst
That is great to hear.
Don Blair - NIKE - CFO

John, just to give you the clarification, the Uwas down, France and Japan were both up slightlyariourth quarter, and as Charlie said,
futures for all three of those markets are up géamgard.

John Shanley - Susquehanna Financial Group - Analyst

Super. Also, on the forward order questions thael@me up already, can you break down the forweddr position between footwear,
apparel, and accessories for us at the end obtiréhfquarter?

Don Blair - NIKE - CFO
We don't usually do that, John, and we are notgyezbto make an exception at this point.
John Shanley - Susquehanna Financial Group - Analyst

Sometimes you do, sometimes you don't, but okag.ld$t question | had, Don, wondering if you caarity, you mentioned fourth quarter
comps for the first quality retail stores were 8p.8s that just NIKEtown, and maybe you can justgis the comps for the outlet stores if it
doesn't include those retail outlets?

Don Blair - NIKE - CFO

Okay, well, the first quality stores for NIKE incla other concepts. For example, we have some werstmes concepts out there in the U.S.,
so that will be all of our first quality, but the@rwhelming majority of that is NIKEtown, and thensp store results for the outlet stores we
little more challenging, consistent with what maniythe other outlet retailers have seen. But oVeral retail business, particularly on the f
quality side has been very strong. We think thag¢ilective of the strength in the brand.

John Shanley - Susquehanna Financial Group - Analyst

Were the comps in the outlet stores negative?

Don Blair - NIKE - CFO

It was a challenging set of comp numbers, so ey, were negative.
John Shanley - Susquehanna Financial Group - Analyst

Okay, great. Thanks a lot. | appreciat¢



Operator

We will go next to Margaret Mager from Goldman SadPlease go ahead.

Margaret Mager - Goldman Sachs - Analyst

Hi, good morning, or good afternoon. It's Margavietger, congratulations on a great fiscal year, Mgdkir first one as CEQO!
Mark Parker - NIKE - CEO

Thank you, Margar et.

Margaret Mager - Goldman Sachs - Analyst

| have a few questions. First, if | could just fsan the U.S. market a little bit. Is there anyeimory in the channel that needs to be dealt with
at all? And how do you keep that balanced whenhaue got clearly disappointing results at two int@ot customers? If you could speak to
that.

Secondly, could you talk about your apparel busipnasd | know you said sports essentials is driitingut what else is going on in Apparel?
How is the women's business doing, and | know {h&tS Essential is 40/60 cotton/noatton. What is your view of performance apparat
has cotton in it? If you could talk about that. Aadtly, if you would please, when will Olympic nkating start to kick- in in a significant
way? Thanks.

Charlie Denson - NIKE - President

Okay. ThisisCharlie.

Mar garet Mager - Col dnman Sachs - Anal yst
H, Charlie.

Charlie Denson - N KE - President

Hi, Margaret. | am going to try to go to the topSUinventory, probably the U.S. marketplace, | ldcave to say, is probably our best-
managed marketplace around the world. We havehgahbst resources; we have a full-blown outletespoece of the puzzle in place. So that
team has gotten pretty good at managing the prdthvetand the inventory levels through the U.S. kear

| think the key thing for us now is as we continiaalo well here in the marketplace, and maybe sofitiee other competition starts to strug
a little bit, we have got to be disciplined enotgimake sure that we keep an eye on the appropeiseof product in the marketplace.

And | think it is something that we demonstratedhage the ability to do, and we will certainly dowse go forward in the future. So that
would be the easiest and most succinct way to anthaefirst part of the question.

Margaret Mager - Goldman Sachs - Analyst
How do you make sure you don't oversell the custefhis there a component on that front?
Charlie Denson - NIKE - President

| think that is pretty much something, that istddibit of what we call the art and the sciendeafTis the art piece; in making sure that we are
gauging the appropriate level of demand in the eiadnd putting the right amount of product in therketplace to liquidate. | think we have
over the last six or seven years, | think we hassetbped a pretty good discipline around that.

Margaret Mager - Goldman Sachs - Analyst
Seems to work.
Charlie Denson - NIKE - President

That we continue to stay focused on, and keep aropyThat's something we'll continue to stay fedusn and keep an eye on. At the same
time, we still believe the U.S. marketplace is awgh engine for us, and for the most part it igtyreealthy right now. We have got a little bit
of challenge going on in the mall, but overall,ta# channels of distribution are still pretty hippl



| think that sometimes everybody kind of gets @elibbsessed with some of the tougher informathan is coming out, but overall the entire
marketplace is still pretty healthy for us. We fgebd about the U.S. market.

Margaret Mager - CGoldman Sachs - Anal yst
Ckay.

Charlie Denson - NKE - President

| think the Apparel business, let's go back to #fmscaround what is performing. | think that théng we feel great about right now in apparel
is the move forward that we have made around padoce apparel, in NIKE Pro and the compressiongddhte business, as well as NIKE
Sport Essentials.

| think one of the things that we have really sdrio understand is this idea of franchise-typmstéhat have always been a very successful
part of the footwear merchandising line plan, isvim@ecoming a bigger and more important part ofapgarel line planning as well. And
NIKE Pro and NIKE Sport Essentials are two greaneples of that type of executic

Margaret Mager - Goldman Sachs - Analyst
Okay. Is women's doing well?

Charlie Denson - NIKE - President

Yes. Yes. Pam says women's is doing well.
Margaret Mager - Goldman Sachs - Analyst
Excellent. Thank you, Pam.

Charlie Denson - NIKE - President

And then Olympic advertising, we will start to gegr in the back half a little bit, but with the gesyit will be pretty much the summer
timeframe when things will really heat up around world. And we don't have all of our Olympic planglace or confirmed just yet. So | ¢
not prepared to really start to get any more spetifin that.

Margaret Mager - Goldman Sachs - Analyst
Okay. Well, thanks and keep up the good work! Enf@ysummer.
Pam Catlett - NIKE - VP, IR
Thanks.
Margaret Mager - Goldman Sachs - Analyst
Thanks, bye.
Operator
We will go next to Virginia Genereux from Merrillyinch. Please go ahead.

Pam Catlett - NIKE - VP, IR
Virginia?

Don Blair - NKE - CFO

We lost Virginia.
Pam Catlett - NIKE - VP, IR

Hello? Okay. Can we go to the next person, ope?:



Operator
Okay, just one moment. Give me just one moment.
Margaret Mager - Goldman Sachs - Analyst
Pam?
Pam Catlett - NIKE - VP, IR
Yes.
Margaret Mager - Goldman Sachs - Analyst
| am still on.
Pam Catlett - NIKE - VP, IR
Hi, Margaret.
Margaret Mager - Goldman Sachs - Analyst
Hi. You could talk about gross margin, and how woe going to achieve higher gross margins ovenéxé two to three years, if you care to?
Don Blair - NIKE - CFO
You know we have talked about that one on manyipusvoccasions.
Margaret Mager - Goldman Sachs - Analyst
Okay.
Don Blair - NIKE - CFO
Lean manufacturing, SKU productivity, raw matedahsolidation.
Charlie Denson - NIKE - President
Sales SKU reduction between footwear and apparel.
Margaret Mager - Goldman Sachs - Analyst
Yes.
Don Blair - NIKE - CFO

Actually, we are seeing benefits in all those arkaan is a big story, | don't know if you remembart about a year ago, Lean was about
of our footwear. This past year we jumped up touald@%, and we see that continuing to grow in &8} then also being leveraged into
apparel. That is a big one.

Margaret Mager - Goldman Sachs - Analyst
Okay, excellent. Well, I will hang up. Maybe | amusing the problem.
Don Blair - NIKE - CFO

Actually, what | am going to do is take the oppaityto answer Jeff Edelman's question. | hadti Iitit of remedial instruction here from
Pam. As | understand the question, there was abo8tpoint spread between constant currency ando#ars in Europe for the fourth
quarter revenue, but there is only a 1 point spfeathe futures between constant dollars anddebérs.



And the key issue is actually in the base yeargh8dourth quarter of '06, our average euro/daltarversion rate was about $1.20. So when
we were comparing the fourth quarter of '07, weensdrabout $1.33 against $1.20. The first quaft®orate is about $1.27. So we are
comparing against a stronger first quarter eutbénbeginning of '07 versus the beginning of 'B&8ntwe were in the fourth quarter of '07
versus the fourth quarter of '06. So hopefullyf,ibht answers your question.

Operator

Pardon the interruption, we are experiencing agriaption in today's conference. Please standblewe resolve the situation. Once again,
please stand by, and we will resume the confershogly. Once again, ladies and gentlemen, wexgergencing an interruption in today's
conference. Please stand by while we resolve ithigton. Once again, please stand by, and wergsiime the conference shortly.

At this time the telephone conference was integdglue to technical difficulties. At the time oferruption, the following individuals were
the queue to ask questions. Following the ternomatif the call, the questions were collected frbose individuals and the Company
answered those questions in the transcript of dligposted at www.nikebiz.com/investors later thay. The questions and the Company's
answers are reprinted below.

Jim Duffy - Thomas Weisel - Analyst

Question: Very nice progress on the inventory mftgeographic standpoint, can you provide somsppetive on where you saw the
improvement and speak to the 4Q inventory leveksaich of the regions?

Answer: We experienced improving inventory trendoas all of our NIKE Brand regions, and inventsweere down in our international
regions.

Question: What are the expectations for stock basatpensation expense in FY08?
Answer: We do not expect stock based compensatipense to have a material impact on our overall 8@&owth for the full year.
Virginia Genereux -Merrill Lynch - Analyst

Question: | think you've mentioned that a higheelef closeouts exerted some margin pressuresitut® business during FO7 (according to
your contribution margin breakdown by geography).y@u have some closeout reserve on the balane¢ whereby you have expens
anticipated future closeouts and is that resergbdriy/y as a percent of sales coming out of FO7?

Answer: Accounting rules require that companieskbam inventory valuation reserve when they belignay will sell product below its
carrying cost. Since most of our close-outs ard sobugh our network of factory outlet stores,aaen a profit on the sale of most closeout
product. At the end of fiscal 2007, inventory iresed only 2 percent compared to last year, wethvibelur anticipated revenue growth for (
this had a correspondingly favorable impact on ysat inventory valuation reserves.

Question: Regarding futures in the US and Europerd has been some talk that NIKE took some prastetns from some of the mall
based retailers; do you anticipate any materiabichpn US futures going forward from this, from mensarying futures orders for product
that was later returned? And on Europe is therereagon this backlog improvement is not indicati’a relatively more sustainable trend?

Answer: On occasion, we do accept product retutmsiware typically sold through our factory outédres. We do not expect this to have a
negative impact on futures orders.

We are very pleased with the improvement in ouoBean region futures orders. We're very confidemiié long-term potential of this
market and believe we are taking the right steglitee profitable, sustainable growth. We think fesitive futures trend in Europe suggests
that these efforts are beginning to bear fruit.

Baob Drbul - Lehman Brothers - Analyst
Question: Were there any discernable differencéisarfirst half of the order period vs. the seconevhat is fairly consistent?
Answer: There was no discernible difference. Figdioe both Q1 and Q2 were up double digits.

Question: Can you please update us on the usag &8 Billion of cash? It seems like the marketat giving you much credit for it sitting
on your balance sheet?

Answer: In fiscal 2007, we returned over $1.3 billito shareholders via share repurchases and ddsd©ver the last several years, we've
consistently increased our dividend and the let'share repurchase



We're committed to deploying our capital to driteuseholder value over time. We do this by seekioditable investments in our business
and by increasing cash returns to shareholderaghretock repurchases and dividends.

Question: Does the FY08 guidance include the affe¢ax from 32.2% of FY07, so 50 to 100 basis pobrelow that number?

Answer: Yes. We anticipate the fiscal 2008 tax witebe 50 to 100 basis points below the fiscab20ate of 32.2%.

Robert Samuels- JP Morgan - Analyst

Question: You guys sound very optimistic abougalects of your business. Can you discuss sontie dlfiings that aren't currently working?

Answer: As we said in our prepared remarks, weeamduraged by the progress that we have made ilerhimg markets such as the UK,
France and Japan. Overall, we're very excited ythspects for our business and confident intifageglies we are executing to win in the
marketplace.

Question: Updates on what will drive the busines<dll/spring? Update on NIKE-plus?
Answer: Our currently reported futures include Fatl portions of Holiday 2007. The growth is bra@ded across categories and regions.

NIKE+ has now launched in a number of countriesluding the US, Western Europe, Japan, China arsiralia. Consumers love the
products. We've been adding new NIKE+ users ateaafal,000 a day, and NIKE+ users have now lognest 18 million miles.

Question:; Can you give your perspective on thesissurrounding both Foot Locker and Finish Line ¥/ \4lte the mall-based retailers so
much softer than some of your other distributioaratels?

Answer: While the mall has been a challenging emritent for some retailers, the NIKE Brand has leebright spot. Our fourth quarter
results speak to the strength of our brand achesanarket: USA revenue grew 10% and futures aré pgrcent. We feel very good about
retailers' response to our products for Fall ageer up for the important back-to-school season.

As we've talked about for some time, we believedhe a significant opportunity to elevate retaibur industry and we intend to lead that
effort. As we execute our wholesale and directirsteategies, we believe we can create uniquel iggatinations that generate excitement in
the marketplace. The House of Hoops concept welarusal with Foot Locker is just the beginning and'ystart to see a more elevated
consumer experience in early 2008.

Kate M cShane - Citigroup - Analyst

Question:; Can you talk about what kind of prodsatiiving futures growth in Europe - have you saeshift to technical product yet? Also in
Europe - can we expect the same level of spentisdall behind NIKE Pro as we did last year?

Answer: Our EMEA futures growth is broad-basedhvgtowth across multiple categories and sales afann

Question:; Can you walk us through some of the stegiswere taken to get your inventory under cdftwWiith the weaker mall environment
are you not seeing more returns from retailers?

Answer: Our improved inventory position is the desidi tighter supply chain management. This inckitightening our buys to match
demand, managing factory scheduling and delivesied,aggressively moving to redeploy slow-movingdoict and liquidate close-outs.

Sara Hasan - McAdams Wright Ragen - Analyst

Question: In relation to your guidance for SG&A wth in line with revenue growth in FY08-if you plam continue to leverage operating
overhead, the implication is that demand creatsogxpected to grow in excess of revenue growtlthi®rear. Is this in relation to the
Olympics or is that an ongoing expectation for dedhereation growth? Will demand creation growtthbek-end loaded due to the timing of
global sporting events?

Answer: In FY08, we expect to invest in a numbeindfatives covering both demand creation and atieg overhead. Overall, we expect
SG&A to grow at about the same rate as revenuénteans we'll need to drive productivity in coredtions to fund these investments. W
SG&A growth will vary across quarters, we expeaivgh to be somewhat more consistent across quahiznswe experienced in fiscal 20(



