
Real Matters – Second Quarter 2017 Conference Call
May 15, 2017

C O R P O R A T E   P A R T I C I P A N T S

Lyne Fisher, Vice President, Investor Relations and Corporate Communications

Jason Smith, President and Chief Executive Officer

William Herman, Executive Vice President and Chief Financial Officer

C O N F E R E N C E   C A L L P A R T I C I P A N T S

William Warmington, Wells Fargo

Daniel Chan, TD Securities

Robert Young, Canaccord Genuity

David Ridley-Lane, Bank of America Merrill Lynch

P R E S E N T A T I O N

Operator:

Good morning. My name is Tiffany and I will be your Conference Operator today.  At this time, I would like to
welcome everyone to the Real Matters Conference Call.  All lines have been placed on mute to prevent any
background noise.  After the speakers' remarks, there will be a question-and-answer session. If you would like to
ask a question during this time, simply press star, then the number one on your telephone keypad.  If you would
like to withdraw your question, press the pound key.

Thank you. Lyne Fisher, you may begin your conference.

Lyne Fisher:

Thank you, Operator, and good morning, everyone.  Welcome to the Real Matters Second Quarter 2017 Financial
Results Conference call.  With me today are Real Matters' Chief Executive Officer, Jason Smith, and Chief Financial
Officer, Bill Herman.

This morning before market open, we issued a news release announcing our second quarter results for the period
ending March 31, 2017.  The release and accompanying slide presentation, as well as financial statements and
MD&A, have been posted on the Investor Relations section of our website at realmatters.com.

Please note that due to a typographical error in the MD&A relating to our target Adjusted EBITDA margin, we filed
an amended MD&A this morning to correct that error, to align with the prospectus. The version posted on our
website is correct, now.
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During the call, we may make certain forward-looking statements that relate to our current expectations and views
of future events, including with respect to future market share and transaction volume.  We have based these
forward-looking statements on our current expectations and projections about future events and financial trends
that we believe might affect our financial conditions, results from operations, business strategy and financial
needs.  A comprehensive discussion of the risks that impact Real Matters can be found in the Company's final long
form perspective, dated May 5, 2017, and the most recently filed MD&A for the period ended March 31, 2017,
available on SEDAR at www.sedar.com.

Actual results may differ materially from those indicated or underlying forward-looking statements as a result of
various factors including those described under the heading Important Factors Affecting Results from Operations,
outlined in the Strategy and Outlook section of the Company's MD&A for the quarter ended March 31, 2017.

As a reminder, we refer to non-GAAP measures and key performance indicators in our slide presentation, including
market share, net revenue, net revenue margins, Adjusted EBITDA and Adjusted EBITDA margins, Adjusted net
income and Adjusted net income per share.  These terms are described within our MD&A, where you will also see
reconciliations to the nearest IFRS measures.

With that, I'll now turn the call over to Jason.

Jason Smith:

Thank you, Lyne, and good morning, everyone. Thank you for joining us at what marks our first Results Conference
Call as a public Company.

I want to start things off by providing you with a brief overview of how we performed relative to our expectations,
and highlight some of the key drivers behind the numbers. Before I hand it over to Bill to provide a deeper dive
into the financials, I'll also give you some insight into our long-term strategy and outlook.

Turning to Slide 4; overall, our second quarter results were modestly higher than what we anticipated and our
market share gains were in line with our expectations.  We grew market share during the quarter despite
headwinds in the mortgage origination market, and reported organic growth in consolidated revenues of 4.5%.

Including the acquisition of Linear and foreign exchange, second quarter revenues were up 39% from the second
quarter of 2016.  You'll recall that the mortgage origination market experienced a significant spike in activity during
our first fiscal quarter this year, which corresponds to the three months ended December 31, 2016, driven by
higher refi volume.

Since then, interest rates have increased, contributing to a decline in the mortgage origination market of 23% in
our fiscal second quarter sequentially, according to estimates by the Mortgage Bankers Association.  These market
declines impacted on our second quarter results, both on a sequential and quarter-over-quarter basis, as expected
and as we outlined in the Outlook section of our Q1 MD&A.

Historically, the second quarter is one of the weakest quarters for us on a seasonal basis, due to the traditionally
low level of purchase activity in January and February.  This has been amplified this year with a significantly
reduced overall activity.

Other factors that can affect our business on an ongoing basis include how each of our lender customers perform
in the overall mortgage origination market, as they adjust their interest rates and marketing campaigns to their
unique circumstances.

Second quarter net revenue increased 87% to $18.9 million, with Linear accounting for $10 million of the increase.



Real Matters – Second Quarter 2017 Conference Call, May 15, 2017

2
ViaVid has made considerable efforts to provide an accurate transcription, there may be material errors, omissions, or inaccuracies in the reporting
of the substance of the conference call. This transcript is being made available for information purposes only.
1-888-562-0262    1-604-929-1352 www.viavid.com

Our net revenue margins increased to 29% in the second quarter, due to the inclusion of Linear in our results.
Linear's net revenue margins are higher than those in our appraisal business given the structural differences in this
line of business, but they are consistent with the cost structure and model for a traditional title agent.

Excluding the impact of the Linear acquisition, net revenue margins declined quarter-over-quarter due to higher
appraisal costs incurred in conjunction with on-boarding and deploying our platform with new clients, which
included Tier 1 mortgage lenders in the U.S.

As we build market share with these clients and increase volume on the platform, we expect to benefit from a
network effect with appraisers, which will in turn allow us to lower transaction costs as a percentage of revenues
over the long-term.

Last but not least, subsequent to the quarter-end, we closed our initial public offering of common equity, raising
$125 million from Treasury, $32 million of secondary, and listed our shares on the Toronto Stock Exchange.

As many of you know, our intention was always to take the Company public to continue to grow.  We waited until
now because we wanted to ensure that we had signed all the Tier 1 lenders as clients to provide more visibility on
our revenues going forward.

We did just that.  In the last two years, we signed all six Tier 1 lenders in the U.S., including two of the largest,
which we launched in November.  Having a strong balance sheet is also something that is important to our clients,
and so we viewed this as the right time to take the Company public.  Proceeds of the offering will be used to pay
down debt and to satisfy contingent liabilities payable to the sellers of Linear, leaving us with roughly $60 million
on the balance sheet.

Turning to Slide 5 for a look at our segment results; our U.S. segment accounted for 89% of our consolidated
revenues in Q2.  In the appraisal business, volumes were slightly higher, and we continue to increase market share
with our clients.  We grew market share with each of the four Tier 1 lenders we have live today.  Although it's early
days for three of them, we are very happy with our progress to-date.  We also added new Tier 2 lenders in the
quarter.

From an operations perspective, we rolled out our enhanced assignment methodology during the quarter, which
bundles assignments in close geographic proximity to help increase appraiser productivity, reduce turnaround
times and add scale to our business.  As I mentioned earlier, in the second quarter we focused on building capacity
for the upcoming spring market by on-boarding additional appraisers.

In the title and closing business, Linear's performance was slightly ahead of our expectations.  The business
continued to perform well, and we believe the smaller Tier 3 and Tier 4 lenders did not, when taken as a whole,
suffer the refi drop as much as the Tier 2 and Tier 1 lenders, as a whole.

We are executing on our strategy of selling title and closing services to our existing appraisal customers, and have
a strong sales pipeline in that respect.  At the same time, our core product and technology team is working toward
pilot transactions with select existing clients for next-generation closing in the second half of 2017.  We look
forward to keeping you updated on our progress with this initiative.

Our Canadian segment accounted for 11% of consolidated revenues in Q2.  The appraisal business performed well,
with higher volumes as a result of market share gains.

On the insurance side, contract wins and expansion in the Prairies with new clients has been very positive, but we
faced some headwinds as a result of market softness in the second quarter.  We are optimistic that recent client
wins, combined with improving seasonality, will see volume tick back up next quarter.
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Before I hand things over to Bill, I wanted to take a moment to go over our growth strategy, on Slide 6. Given that
we are new to public markets, for many of you on this call this may be the first time you've had a chance to hear us
speak to this directly.  Real Matters operates in one of the world's largest asset classes, the U.S. mortgage market,
which fluctuates based on interest rates, general economic conditions and other factors that are outside of our
control.  For that reason, we chose to focus on what we can control, which is winning market share with our clients
based on outperforming our competitors, and that's what you'll hear from us on a consistent basis going forward.

We have set out our five year objectives of increasing share in the appraisal market to 15% to 20% from 5%, and
increasing our share of the $13 billion market for title and closing services, to a 1% to 3% share from 0.4%.

In title and closing, we expect to achieve this goal by growing market share with existing clients, selling title and
closing services to our existing Tier 3 and Tier 4 appraisal clients who are not currently customers are Linear today,
and also in the outer years, by leveraging our platform to disrupt the closing process and driving better
performance. We expect to leverage MSAs with our existing Tier 1 and Tier 2 clients to accelerate the sales cycle
with these lenders. In addition, we will continue to pursue acquisition opportunities that leverage out platform, or
that strategically complement our existing business.

We have a very disciplined planning process at Real Matters.  Part of that means saying ‘no’ to a lot of things so
that we can say ‘yes’ to the right opportunities.  We will continue to be selective about the opportunities that
present themselves going forward, and have not built any acquisitions into our five year targets for revenue, net
revenue and EBITDA.

In summary, we have a very large market opportunity in front of us in the $16 billion market for appraisal and title
and closing services, and we are very excited about the growth potential of our business.

With that, I'll hand it over to Bill.  Bill?

William Herman:

Thank you Jason, and good morning everyone.  I'll begin my remarks with an overview of our financial
performance for the second quarter ended March 31, 2017 relative to the same quarter last year, and I'll also
review other key items of note in the quarter.

Starting with revenues, and turning to Slide 8, we posted consolidated revenues for the second quarter of 2017
totaling $64.5 million, which were up $18.1 million or 39% compared to the same quarter last year.  Acquisitions
contributed 33.9% to this increase, while organic revenue growth and FX contributed 4.5% and 0.6%, respectively.
Transaction costs in the quarter increased $9.3 million, or 25.7% to $45.6 million due to a combination of
acquisition and organic growth.

Net revenue margins improved to 29.3% from 21.8% in Q2 2016.  Excluding the improvement to net revenue
margins from the Linear acquisition, net revenue margins declined to 18.1% from 21.8% in the same quarter last
year.  The organic decline in net revenue margins reflects higher appraiser costs incurred in our U.S. segment in
conjunction with on-boarding and deploying our platform with new clients, including Tier 1 mortgage lenders in
the U.S.

New client deployment is the first stage following a client launch and represents our opportunity to demonstrate
the power of our platform.  We have an established track record of progressively growing market share with
clients over time, and as we build market share with these new clients, we expect to leverage our platform to
lower transaction costs as a percentage of revenues over the long-term.
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Canadian segment net revenue margins declined 1.1% to 17.2% in Q2 2017.  Higher transaction costs as a
percentage of revenues increased quarter-over-quarter due to higher appraisal cost and the mix of customer
volumes.

Operating expenses increased $11.7 million to $20.8 million in the second quarter of 2017.  Higher operating
expenses in our U.S. segment accounted for the majority of the quarter-over-quarter increase, driven principally by
the Linear acquisition and organic growth.

In our U.S. segment, operating expenses increased $10.7 million to $16.9 million.  The Linear acquisition
contributed $8.7 million of additional operating expense in the quarter, with organic growth contributing the
balance of the increase.  The increase in operating expenses from organic growth was due to higher payroll and
related costs.

Higher payroll costs represent our investment in new client deployment to support the anticipated growth from
market share gains with these clients, and not unlike transaction costs, we expect to leverage our platform to
lower operating expenses as a percentage of net revenues over the long-term.

Operating expenses in our Canadian segment were virtually unchanged. Operating expenses in our corporate
segment grew $1 million due to higher payroll related costs for additional staff for public market readiness, and
new hires to support our platform and growth strategies.

The strong contribution to Adjusted EBITDA from our Linear acquisition was partially offset by investments in our
base business for significant market share growth, resulting in a quarter-over-quarter decline of $2.9 million.  As
already mentioned, but it bears repeating, we're making the right investments today in support of our long-term
strategies and goals.

Acquisition and IPO costs of approximately $0.9 million in the quarter are expected to be significant in Q3 2017 as
well, and will include professional and consultative fees.

Amortization expense increased $3.9 million to $5.4 million on a consolidated basis.  This increase was due to a
$4.1 million increase in our U.S. segment, of which $3.9 million was due to higher intangible asset amortization
resulting from the acquisition of Linear.  Amortization expense in our corporate segment declined due to fully
amortized capitalized investment in our platform.

Turning to Impairments of Assets, we recorded a $5.1 million charge in our U.S. segment this quarter due to the
impairment of investments in two equity-accounted investees.  Ending these joint venture arrangements aligns
with our long-term growth and integration strategy.

We recognized a significant decline and losses recorded on the fair value of warrants, quarter-over-quarter.  The
fair value ascribed to our common shares at December 31, 2016 remained consistent with the fair value ascribed
at March 31, 2017.  The fair value of our common shares has the largest impact on the valuation of warrants.
Therefore, the remaining valuation inputs only resulted in a nominal change to fair value of warrants in the current
year quarter.  We expect to record a Canadian $6 million charge in the third quarter of 2017 due to the increase in
our share price since March 31, 2017.

Income tax recoveries increased $4.9 million to $5.3 million and represented an effective tax rate of 37.1% in Q2
2017.  Losses before income tax recoveries were $14.2 million, which, at an effective tax rate of 26.5%, resulted in
an income tax recovery of $3.8 million.  The remainder of the Q2 2017 tax recovery was due to income tax
recoveries of $1.7 million attributable to losses in our U.S. segment, which are subject to tax at a different
statutory tax rate.  These income tax recoveries were partially offset by non-deductible expenses, and state and
other income tax expense totaling $0.2 million.
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Turning to Slide 9; reported revenues in our U.S. segment increased 42.8% to $57.6 million.  Acquisitions and
higher appraisal volumes from new clients, and market share gains with existing appraisal clients, despite a
relatively flat U.S. residential mortgage originations market, as estimated by the Mortgage Bankers Associated,
contributed for the increase.

Canadian segment revenues increased 13.8% to $6.9 million, on higher appraisal volumes as a result of market
share gains with existing clients.

Turning to Slide 10 for other financial highlights; our working capital position at March 31, 2017 was largely
unchanged from the year ended September 30, 2016.  As you would expect, our working capital position will
strengthen significantly in Q3 2017, with over CAD$60 million left after paying all expenses attributable to the IPO.

Jason Smith:

Thanks, Bill.  It's been a very busy but very exciting last few months for us at Real Matters, which culminated with
ringing the opening bell at the Toronto Stock Exchange last Thursday.

We are energized by the support we have received from our Investor base throughout this process, and excited
about the road ahead.

With that, Operator, we understand that many of the analysts may be prevented from asking questions for
compliance reasons, as they have not yet initiated coverage, but we'll open the floor for questions if there are any.

Operator:

As a reminder, to ask a question, please press star, followed by the number one on your telephone keypad.

Your first question comes from the line of Bill Warmington with Wells Fargo.  Your line is open.

William Warmington:

Good morning everyone.

Jason Smith:

Morning, Bill.

William Herman:

Morning.

William Warmington:

So, no problem with me asking questions so I'm going to go right ahead.

Jason Smith:

That is great.

William Warmington:
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Well, the first was, I wanted to ask whether any of the market share shifts among some of the top clients are
impacting the results at all, either positively or negatively.  You highlighted Tier 3 and Tier 4 as well, so I just
wanted to ask that general question.

Jason Smith:

Sure.  In Q2, we grew market share with four of our live Tier 1 clients.  Three of them are relatively newer, and so
they were ramping as we would have expected.  But, being a low quarter in terms of January and February,
seasonally, they did not have a material impact to financial results, but we continued to perform well.

On the Tier 3 and Tier 4 side, it largely relates to Linear and their customer base, and we continued to grow share
within those customers, both new clients and share within clients for that segment.

William Warmington:

Got it.  Then, if we look at the MBA forecast currently, you're looking at basically increasing headwinds on a year-
over-year basis going into the second half of the year, the calendar second half of the year.  How do you feel about
your current forecast in that light, and how do you help offset some of those market headwinds?

Jason Smith:

Got it.  Well, I—so I'd make a couple of comments.  The first, I think, the quarter, this Q2 that we just completed
was a significant drop in originations, and it's typically the low point of the year.  I think that the interest rate
effects on the origination market really started after Trump was elected, and so it impacted right at the beginning
of the quarter.

As per the MBAs forecast, including—they just came out with a forecast over the weekend—they show strength
from here on in. We'll keep focused on the market share expansion; we're very long-focused still and we're laser-
focused on that five year goal of 15% to 20% market share on the appraisal side, and 1% to 3% long-term share on
the title and closings side.

William Warmington:

Okay.  The other question I had for you was on labor costs.  A number of other companies that I cover in other
industries are talking about higher labor costs flowing through now.  I wanted to ask first whether you're seeing
that among appraisers, and then second, are you able to pass that higher cost on to banks or be able to offset it
with some other cost savings?

Jason Smith:

Sure, well, I'll address that with respect to the appraiser market.  Our strategy and success to-date has been
building loyalty with existing appraisers that become tried and true.  We logistically send orders to them in a tight
area and we get market expansion and increase their productivity through that at the same time.

We have been successful passing costs on to our customers, as they want to ensure that they are competitive in
the market with respect to other lenders.  So, no particular concern there.

William Warmington:

Okay, excellent.  Well, thank you very much.
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Jason Smith:

Thank you for your questions.

William Herman:

Thank you.

Operator:

Your next question comes from the line of Daniel Chan with TD Securities.  Your line is open.

Daniel Chan:

Oh, hi guys, congratulations on the IPO.

Jason Smith:

Thank you, Daniel.

Daniel Chan:

You mentioned that transaction costs are higher as you onboard new clients, and then you also mentioned in your
filing that you'd get about 35% to 40% of the client's transactions within three years.

So, can you give us an idea of the linearity of that transaction cost, how it trends over time as you grow market
share within that client, and you think that steady state would be?

Jason Smith:

Yes, we don't have a specific metric for you there, Daniel, but what I can tell you is that as our base of active
appraisers grows then percentage effect on that in terms of adding new revenues slows down.  It also depends on
where the volume is coming from.  In highly competitive markets, and I think on the road I used the example of
Boston a lot, where we might be working with the top 10% of appraisers in that community, we're pushing down
to the 11% or 12%.  That's very different than volume expansion in a non-competitive market.

We work very closely with our lenders to ensure that we've got a balanced approach to that market share growth,
and I think our position in terms of transaction cost has been focused on—these are very large, Tier 1 lenders.  We
do very well when there's big swings, in terms of against our competitors.  So we've maintained ample capacity at
all levels in the business to be able to drive success.

Daniel Chan:

Okay, great.  What would you say your average market share or penetration rate is within your current client base?

Jason Smith:

Well, we don't have that specific number.  I think I would point you to the data that we outlined in the prospectus
which was, we used some sample tier in clients where we used a Tier 1 client that, over 18 months, we had driven
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to 29% market share.  Then we showed another Tier 1 that was recently launched, that was sort of up in the fours
and was progressing, much the same way we would expect one of those clients to do.

We also laid out two Tier 2 clients where we could—you could illustrate clients where we had 85% market share
over time, and another where we were in the 40s.  We continue—we've put a lot of focus on the Tier 1s here, but
we had success also in the quarter launching new Tier 2 clients.

So, although we're working with 60 of the top 100 lenders, there's much more volume there.

Daniel Chan:

Okay.  Then, the second half of your fiscal year tends to be seasonally stronger quarters, so how should we think
about margins over the second half?

Jason Smith:

I think that we're going to be focused on—that market share growth is our primary driver.  If we have an
opportunity to grab more share or be strategic, then that would depress margins during that period of time.  But I
think we have—it has been demonstrated in the past if you look back on our last three year financials, have
demonstrated a disciplined approach to margin and profitability.  We're definitely in one of our lowest quarters of
the year traditionally, and we're highly optimized in terms of capacity right now to take advantage of future
growth.

Daniel Chan:

Okay, and then just one final one from me on the title business.  What's your traction been with cross-selling title
services to your existing customer base, and maybe give us an update on the status of Title 2.0; you mentioned
beta-testing it in the second half.  Can you give us some additional color on some of the beta trials you have lined
up?  Thanks.

Jason Smith:

Sure, no problem.  On the first item, we've already had launches in this quarter that we've just past, so Q2, with
our appraisal clients, over on the Linear side, so that's the Title 1.0 strategy, and we have a robust pipeline going
forward, to that end.

In terms of the Title 2.0 strategy, we remain on track and look forward to updating our Investors on the first pilot
transactions here in the coming months.

Daniel Chan:

Thank you.

Jason Smith:

Thank you for your questions, Dan.

Operator:

Your next question comes from the line of Robert Young with Canaccord Genuity.  Your line is open.
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Robert Young:

Hi, good morning.  Just wanted to clarify something you just said, the cross-selling of title.  Is that limited right now
to the Tier 3, Tier 4; are you seeing anything amongst any large clients, or is that cross-selling still limited into the
smaller?

Jason Smith:

It's not specifically limited.  It's more of a function of the regulator of the lenders.  So, if there's a large Tier 2 who's
a non-bank and regionally distributed, then we can absolutely have success there.  It's more of a function of the
stronger controls, associated audits, etc., associated with a regulated bank.  We work very hard and invested to
build a reputation in the marketplace on the appraisal side.  You get one chance at these, and so we will be more
focused on launching those regulated Tier 2—Tier 1 banks when we feel very comfortable that we've measured
twice and cut once.

Robert Young:

Great.  Then, another question; in the deck, the appraisal and ancillary business in the U.S., the growth is 4% and I
think the MBA number is 3%.  So, if you could talk about the sources of that—is it share gain?  I think—earlier in
the call you talked about mix of refi versus origination, but is there anything relative to—are you seeing the market
a little better than the MBA number would have been, is it a mix of your revenue and origination refi, or is there
any other factor there?

Jason Smith:

Yes, the big drivers, in terms of what can affect the results, are for sure a purchase versus refi split.  But also, the
size and tier of the lender.  Tier 3 and Tier 4 lenders have, in our estimate, been stronger on the refi side, so there's
been less of a drop there than for some of the Tier 2 and Tier 1 lenders.  It really does drive to the individual bank's
strategy, so interest rate, marketing campaigns, etc.  So, the shift of the clients within the market can have an
impact as well.

We stay laser-focused on growing share, focused on this really large market, the $16 billion market, and a long
game.  Really, if a Tier 1 lender is not as aggressive in this current period than another Tier 1, that doesn't affect
whether or not we're focused on them.  We're nailing that franchise value for the long run.

Robert Young:

Okay, great, and then last question from me would just be on the Tier 1s or a few numbers you shared in the
monologue.  Could you just maybe summarize how many Tier 1s that you have?  I know you launched two in Q1;
how many recent launches, and I think you said you experienced market share growth with some of them, how
many of that if you could revisit that?  Then, I'll pass it on.  Thanks very much.

Jason Smith:

Sure.  We have Master Services Agreements with six of the—so, all of the Tier 1 lenders.  We did launch two new
Tier 1 lenders within the previous quarter.  There was another Tier 1 lender that was launched about 18 months
ago, and another one about a year ago.  So, that's where we're at.

Robert Young:

Thanks a lot.
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William Herman:

Thanks, Robert.

Operator:

Your next question comes from the line of David Ridley-Lane with Bank of America Merrill Lynch.  Your line is open.

David Ridley-Lane:

Sure, I had a question on the change in the strategy on the Linear JV that happened in April.  Will that
consolidation have—will you be picking up those revenues; will that have a material impact on your title and
settlement net revenue or gross revenue?

Jason Smith:

No, the JVs were inherited through the Linear title acquisition.  JVs are not a focus for us going forward, but I think
Bill can provide some feedback in terms of the impact that they had, or the lack of the impact that they had on our
financial results.

William Herman:

Absolutely.  So David, when we think about these two joint ventures in particular, they are equity accounted for
joint ventures, and as a consequence they are neither in our revenues or our Adjusted EBITDA but find themselves
in our income statement much lower down the page.

What you're going to see there is no impact to revenues, no impact to our EBITDA forecast when we think long-
term, or our net revenue margins for that matter.

David Ridley-Lane:

Got it.  Then on the—just to level set on the charges that you expect here in the upcoming quarter.  I think I heard
$6 million for the warrant liabilities, $3.5 million on one-time stock comp.  What were the—what would you expect
the IPO costs to be in the third quarter?

William Herman:

Yes, we took a charge of about $900,000 in Q2 2017.  We expect that amount to be slightly higher in Q3 2017.
Obviously, a good chunk of those costs representing the underwriter's fees find their way to equity, but there'll be
a significant charge.  I'd rather not tell you a number because I haven't done all the backwards math and all the
bills haven't come in yet to ensure that I've got a solid number for you.

David Ridley-Lane:

Got it; and any other one-time costs that we should be aware of in the third quarter?

William Herman:

Not that I'm aware of at this time.
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David Ridley-Lane:

Okay.  Thank you very much.

Jason Smith:

Thank you, David.

Operator:

There are no further questions in queue at this time.  I will now turn the conference back over to CEO, Jason Smith.

Jason Smith:

Thank you, Tiffany.  That wraps things up for today.  Thank you all for joining our first quarterly conference call.
Have a good day.

Operator:

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


