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Operator

Welcome and thank you for standing by. At this time, all lines are in listen-only mode. [OPERATOR INSTRUCTIONS] This conference
is being recorded. If you have any objections, you may disconnect at this time.

Now, | would like to introduce your host for today's call, Ms. Barbara Doyle. Ma'am, you may begin.

Barbara Doyle - Lawson Software, Inc. - VP, IR

Thank you, Dianne, and good morning to everyone on the call. Welcome to Lawson Software's second quarter fiscal 2007
conference call.

Joining me on today's call is Harry Debes, Lawson's President and CEO, Rob Schriesheim, Lawson's CFO, and Stefan Schulz,
Lawson's Global Controller. We will provide our comments regarding our Q2 results and future guidance and then we'll open
up the call to your questions as the Operator described.

Let me make an important reminder that you can reference our press release on our investor Web site at
www.lawson.com/investor. I'd also remind you that we have several supplemental investor spreadsheets posted on our IR Web
site that can further aid your review of our results so | encourage you to review the Web site.
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Now please allow me to review our Safe Harbor statement. This call will include forward-looking statements that contain risks
and uncertainties. These forward-looking statements contain statements of intent, belief, or current expectations of Lawson
Software and its management.

Such forward-looking statements are not guarantees of future results and involve risks and uncertainties that may cause actual
results to differ materially from the potential results discussed in the forward-looking statements. The Company is not obligated
to update forward-looking statements based on circumstances or events that occur in the future.

Risks and uncertainties that may cause such differences include but are not limited to uncertainties in the Company's ability to
realize synergies and revenue opportunities from the Intentia acquisition, uncertainties in the software industry, uncertainties
as to when and whether the conditions for the recognition of the deferred revenues will be satisfied, global military conflicts,
terrorist attacks on the United States, or any future events in response to these developments, changes in conditions in the
Company's targeted industries, increased competition, and other factors listed in the Company's most recently filed 10-Q and
10-K filed with the Securities and Exchange Commission and available on our Web site.

With that, let me turn the call over to Harry Debes.

Harry Debes - Lawson Software, Inc. - President, CEO

Thanks, Barbara, and good morning to everyone.

We are holding the call today from our office in Stockholm, so we had to find a time that worked reasonably well in different
time zones, and | realize this is an early call for those of you in America so we appreciate you joining us.

Here's what we'll cover with you today. I'll begin with a review of our second quarter.

After that I'll hand it off to Robert Schriesheim, our CFO, who will discuss our financial performance, analysis of our business
results, give you some insights into our cash flow dynamics and provide guidance for Q3 and also for the full-year. I'll close with
some summary remarks and following that we will take your questions. So let's begin.

I'm going to focus on non-GAAP numbers because that's how most of you model us. As reported in our press release today,
total Q2 revenues adjusted for the impact of purchase accounting, were $188 million, an increase of 13% over the first quarter,
and non-GAAP earnings per share was $0.03, 50% higher than the first quarter.

I'm particularly pleased with the progress and results in our maintenance business in terms of both revenue and earnings.
Renewal rates remain healthy and our pricing discipline for renewals and new accounts is having a positive impact on short-term
revenues and also on our longer term outlook for maintenance. I'm also pleased with the process in our consulting services
business, which is the largest line item of revenue, and that is about $92.6 million and that, for this quarter, includes $3.1 million
of hardware sales.

Last quarter, we told you that Q1 was impacted by summer vacations and also by the new company orientation sessions that
we had to have and we predicted that results would be better in our second quarter. And, as promised in our second quarter,
both consulting revenues and gross margins improved significantly with revenues up 20% and gross margins improving to
15%.

We expect that our services story will continue to get better as we and our customers continue to benefit from the various
investments in [options] such as total care, packaged offering and our global sourcing initiatives. At this point, less than 5% of
our services work is delivered by offshore resources, but in the future we expect that to increase to 20 to 25% and that future
horizon is about 12 to 18 months.
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Now let's discuss license signings and sales performance. In the second quarter we signed 307 deals for a total of $30 million
of license contracts. And while contracting showed a 20% improvement over our first quarter, I'm not entirely happy with these
results. Our sales execution in the quarter was not crisp.

We mismanaged the tactics on a couple of large and important transactions that should have closed during the quarter.
Fortunately, these deals were not lost. They were won but not signed and we will sign them in Q3, but our execution was poor
and we should have performed better.

We're also behind in our AE staffing plan for the first half of this year. On November 30th, at the end of the quarter, we were at
171 sales headcount. Now that's ten below our original plan. It has impacted and will in the near-term impact our ability to
achieve our license contracting targets. I've renewed my personal focus on our hiring activity and we will accelerate the pace
of this important initiative.

Just as a reminder, we were at 152 salespeople at the end of Q4, 163 at the end of Q1, and now, 171 at the end of Q2. While
there is some short-term cost impact to this hiring program, it is in our best interest to continue to aggressively hire AEs to be
able to reach and achieve our sales potential for next year.

On the positive side, I'll reiterate that our contracting increased 20% sequentially and we had many key customer wins and here
are some important statistics and also some notable victories. Of the 307 deals in the quarter, 27 were new name accounts, and
average selling price for these new names was $420,000.

35% of our contracting dollars were with new accounts. This is slightly lower than our historic average, but | believe that over
the longer term we will continue to see approximately 50% of our license fees come from new business.

Three deals were larger than $1 million in license fees and 13 deals were in the $500,000 to $1 million range. We continue to
see cross-selling successes with robust sales of our own business intelligence application in particular.

I'm also pleased to report that we made progress in M3 sales this quarter, both in Europe and particularly in the Americas. | am
very pleased with the progress of our new M3 sales team in the U.S. where we won four new name accounts, Fulton Paper,
Brooks Sports, the running shoe company, King Footwear, and Antigua Group. We won all of these accounts over SAP and
Microsoft.

We also had a very good quarter in Europe where we signed some notable new accounts including: the Manitou Group, a leader
in rough-terrain forklift trucks and we beat SAP in that deal; the Haulotte Group, a worldwide manufacturer of lifting equipment
where we beat Microsoft: ETS Caillaud, a livestock company where we won against SAP and Oracle: and WesternGeco AS in
Norway, a division of Schlumberger, where we won against some specialized maritime ERP vendors.

Our largest deal in the quarter was an M3 deal in Europe at Zeppelin Baumaschinen, the largest Caterpillar machinery distributor
in Germany. This is a very important and satisfying win because we took this customer away from SAP, right in SAP's backyard.

S3 also had some important wins. First of all, Lawson continued to see good customer adoption of our System Foundation 9
with 111 additional Lawson customers purchasing our new technology version. As LSF 9 is moderately priced, increased sales
of this product has lowered our average selling price.

We beat SAP and Oracle to win new customer, Bucks County in Pennsylvania, who purchased Lawson's Human Capital
Management solution. We also won new customer, Sweetwater Unified High School District of California, who also purchased
our Human Capital Management solution and there we beat Oracle and SunGard. We also beat Oracle at Nebraska Methodist
Hospital, Pulte Homes and ASA, a student assistance organization.
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I'm pleased to report that S3 is also gaining some ground in EMEA where we had some solid wins this quarter including Qatar
Medical Center, a healthcare account we won over Oracle and Microsoft.

And one more thing, we also want to congratulate Beacon Hospital for their very successful "go-live" in Ireland during the
quarter. This is a significant accomplishment because Beacon is our first implementation of a hospital system outside of the
United States.

Now, I'd like to highlight some important product announcements and industry recognition we received during the quarter.
In October, we were pleased to note that a recent study by a research firm, Aberdeen Group, found that Lawson is the number
one provider in software cost per user among leading manufacturing ERP vendors.

Theresearch reporttitled, "The Total Cost of ERP Ownership" examines how five of the top ERP vendors compare against specific
metrics designed to measure total cost of ownership, or TCO. Results were based on a global survey conducted by Aberdeen
last summer in which more than 1,100 customers participated.

This research validates Lawson's advantage in three key TCO areas: Price, price performance, and cost of business benefits
achieved. In price, Lawson was the lowest average software cost per user among the ERP vendors.

Another vendor application profiled, including SAP and Oracle, cost up to 48% more per user for software and services. So
obviously we're very pleased with these research results.

In our second quarter we also announced the successful implementation of Lawson Strategic Sourcing. That's an online
procurement application which allows our customers to post their requirements on a Web site and then lets vendors bid on
those procurement opportunities.

This project went live at Buncombe County in North Carolina allowing this customer to move to a fully electronic bidding process
with its suppliers. And what's significant about this project is that Lawson Strategic Sourcing is the first application developed
in Lawson Landmark.

As you may recall that Landmark is Lawson's new application development environment based on a service-oriented architecture,
and itis designed to dramatically reduce the time required for application development. Landmark reduces approximately 80%
of the programming required to develop comparable applications and moves Lawson and its customers to an entirely open
standard technology.

Buncombe County is a good example of how our Strategic Sourcing solution can help government agencies shorten and simplify
their overall bid award process and it is also an excellent proof statement about the viability of our Landmark tool. We currently
have many additional customers in various stages of implementing Strategic Sourcing and in the coming year we expect to
release many new products that are built in the Landmark environment.

Finally, in November of last year, we introduced Lawson 9 for the IBM i System platform. This launch included Lawson 9 upgrade
programs and services for existing System i Lawson customers and we look for similar Lawson 9 success with our i Series
customers as we have seen with our unit customer base.

So to summarize and before handing off to Rob, | believe we've made solid progress in our first two quarters as a combined
company including good, early success in M3 sales and in cross-over sales and notably, increased pipeline, and our results
improved significantly between Q1 and Q2, indicating that we are on the right track. We will continue to see synergies from
our expanded product sets and increased global presence and we are competing well in our highly competitive industry.

Now to provide you with some more analysis on our results and our guidance for Q3 and the full-year, I'll turn it over to our
Chief Financial Officer, Rob Schriesheim.
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Rob Schriesheim - Lawson Software, Inc. - CFO

Thanks, Harry. Welcome to everyone on the call.

Before | begin, let me first say that I'm delighted and excited to be working with Harry and the entire team here at Lawson. In
my first 90 days in the CFO role, we've covered a lot of ground and more importantly, are taking actions on a number of fronts.
The work today has validated my view of the strength of our team, the quality of our products and solutions, and the opportunity
in the markets we are targeting.

We are indeed in a transitional year following a significant merger as the Company has described on prior calls. We now have
two quarters of knowledge and data points from which to work.

As Harry mentioned, we are seeing traction in our M3 sales in the U.S. market, increased cross-sales of S3 products like Lawson
Business Intelligence to our M3 customers, an increase in our pipeline, strong renewal rates in maintenance, and margins that
are showing improvements in both consulting services and maintenance.

We have the strategic assets that we believe will enable us to deliver high value to our customers and our shareholders. | believe
our outlook is very bright.

We've learned a great deal two quarters through the merger integration and have recalibrated our expectations for the second
half of the fiscal year to reflect what we have learned.

The conditions behind our forecast revision relate to transition year issues associated with revenue recognition conversion
rates, volatile tax rates, and some sales execution issues. They are unrelated to product, customer, or market issues, and we
already have actions underway to address the execution issues that we factored into our revised outlook.

Before I move on to discuss our financials, let me remind you that my analysis will focus on non-GAAP measurements for the
purposes of this call. We have a complete reconciliation of GAAP and non-GAAP measurements in our press release and on our
Web site and you should review that. We will answer any questions you may have about the reconciliation in our Q&A session.

So now let's discuss our financial results beginning with the revenues. Total GAAP revenues were $184.5 million.

Non-GAAP revenues of $188.4 million includes $3.9 million of maintenance and consulting revenue impact resulting from the
purchase accounting write-down. Total revenues increased 13% from Q1, primarily driven by license and consulting revenue.

Revenues from the America region represented 53% of total revenue for the quarter. Europe, Middle East, and Africa regions
represented 43% of total revenue, and Asia Pacific revenue represented approximately 4% of total revenue for the quarter.

Revenues from EMEA increased in Q2 over Q1 by 31% while revenue in the Americas increased by 3%. In Q1, EMEA was about
38% of revenue while America was 58%. As Harry said, we had a renewed focus on M3 in Europe in Q2 and that region's
performance showed some good improvement.

While we saw sequential improvement in all lines of revenue, license revenue and services revenue increased significantly by
31% and 20% respectively. This impacted the overall mix of revenues.

License revenues were 12% in Q2 versus 10% in Q1. Consulting services revenues increased to about 49% in Q2 from 46% in
Q1. As a result of the increase in license and consulting revenues, our maintenance revenues, while steadily growing, declined
from 43% of total revenues in Q1 to 39% in Q2.
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Harry already discussed the consulting business so | won't repeat that analysis. We're pleased with the growth in this business.

Maintenance revenue continues to be steady and predictable, growing about 1 to 2% sequentially. Importantly, customer
renewals remained robust.

The combination of increased revenue with healthy renewal rates demonstrates the value that our customers place on our
support services. Also, we continue our initiative to align customer renewals to a single annual date, and I'll discuss the impact
to Q2 cash flow in a moment.

License revenues are an important aspect of Lawson's story, so let me spend a few minutes on this topic. First, as Harry indicated,
contracting was $30 million, an increase of 20% over Q1.

Total license revenues in Q2 increased more than 30% over Q1 to $22 million, driven by the increase in contracting. We recognized
49% of the license contracting value in M3 deals we signed and 74% on the S3 deals in Q2.

In Q1, we recognized 50% of the M3 contract license amount. In both Q1 and Q2, the M3 recognition rates are lower than the
60% we assumed at the beginning of the year which is having a suppressive impact on our license fees, not in any way reflective
of the inherent health of the business.

This is an accounting treatment causing an exaggerated negative impact on ourincome statement in a transitional year following
the acquisition. The lower than anticipated revenue recognition rates account for more than 25% of the shortfall in license
revenues versus guidance for the first half of the fiscal year.

In turn, we are adjusting assumptions in our revised guidance to be consistent with what we've experienced in the first half of
the year. We estimate that the lower license revenue recognition rates will negatively impact non-GAAP EPS by $0.07 per share
on a full-year basis.

Although contracting to revenue conversion rates are lower than anticipated, we are seeing a benefit in increased deferred
license revenue balance, and it will turn around to be a benefit in FY '08.

Total deferred revenues at the end of November were $147 million, of which $28 million were deferred license revenue. This
balance is up $8 million from Q1. We anticipate that this year's license deferrals will add an average of approximately $8 to $10
million per quarter in recognized license revenue in FY '08.

Now let me move on to cost and gross margins. Total Q2 costs of revenues were $94.7 million, up from $82.9 million in Q1. This
was primarily driven by an increase in the cost of consulting which was related to the 20% sequential increase in consulting
revenue.

Non-GAAP gross margin remained flat quarter-to-quarter at 50%. License margins remained flat at 85%.

Maintenance margins increased by more than 100 basis points driven by both pricing and cost controls. Services gross margin
improved more than 200 basis points from 13% to 15% primarily driven by increased revenue and utilization.

Next on to operating expenses and operating margin. Operating expenses of $81 million increased 300 basis points from Q1.

As a percent of revenue, however, they declined from 47% in Q1 to 43% in Q2. We will continue to aggressively manage expenses
in the second half of the year.

As sales and marketing spending increased 9% sequentially driving increasing leads, it was flat at 21% of revenue in Q2. Likewise,
R&D spending increased 11% over Q1 but remained stable at 12% of revenue in Q2.
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G&A costs came down 15% and declined 400 basis points as a percent of revenue driven by reduced severance and severance
related employee costs and lower bad debt expense.

One of the future benefits we will see in expenses is from our ongoing investment in global sourcing capacity. As of November
30, we had 180 employees staffed at our operations in Manila.

Combined with our global partners, we had approximately 11% of our workforce offshore out of our total headcount of
approximately 4,000. We have developed our base global sourcing infrastructure and you can expect we will be accelerating
our onshore- offshore profile more consistent with industry practices.

Non-GAAP operating income was $13.2 million, a margin of 7%, which is more than double the $5.2 million, or 3.1% operating
margin we posted in Q1. We're pleased with that progress in two quarters.

Otherincome of $3.3 million was primarily interestincome on our $278 million cash and marketable securities balance. Non-GAAP
EPS of $0.03 was within our guidance range.

One important note is that a higher than anticipated effective tax rate in the quarter of 67% resulted in a negative $0.02 EPS
impact from the Company's guidance for Q2 which had assumed a 45% tax rate.

Taxes require some explanation so let's discuss our tax situation. We have revised our non-GAAP effective annual tax rate
assumption from 45% to 58% based on our revised annual profitability forecast by tax jurisdiction.

As we mentioned on our last two conference calls, the effective tax rate will be volatile this year, and we will review our annual
tax rate on a quarterly basis and make necessary adjustments quarterly. Our FY '07 effective tax rate of 58% is high due to a
number of international jurisdictions with tax losses that have no history of profitability on which to record the tax benefit.

Higher profitability and therefore tax burden in the U.S., combined with unprofitable positions in our international operations,
drive a very high calculated effective tax rate on a consolidated basis. Income tax provision in Q2 was $11.1 million non-GAAP
based on the revised 58% number.

The calculated effective tax rate in Q2 was 67% due to adjustments required on the year-to-date provision. As indicated earlier,
this impacted EPS by negative $0.02 in Q2. On a full-year basis, the revised annual effective tax rate of 58% impacts FY '07 EPS
by negative $0.04 from our original guidance.

As you can see, our volatile tax rates are having a significant impact on our EPS forecast. We do anticipate that our tax rate will
improve as we execute our global operating plans and as our profitability improves in our international operations. We will
keep you advised of the timing of anticipated reductions and our effective tax rate for your models.

Now let me take a few moments to discuss cash and cash flow. | will not be providing a cash flow forecast at this point but | can
provide you with some color on the changing dynamics of our cash flow.

We ended Q2 with $278 million of cash and equivalents compared with $289 million in Q1. As we discussed on our Q1 call, a
decline in cash was anticipated primarily based on our maintenance renewal initiative as well as our operating forecast.

We had a net $14 million use of cash from operations in Q2. This was primarily driven by our maintenance renewal initiative
which negatively impacted Q2 cash inflow by $11 million.

From a quarter-to-quarter perspective, we had a smaller net use of cash from operations, $14 million in Q2 compared with $17
million in Q1 driven by improvements in overall profitability and working capital. Further, we used $3 million of cash from
merger related requirements compared with $6 million in Q1.
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We have a maintenance renewal initiative underway that has a large impact on our operating cash flow dynamics so let me
discuss these dynamics.

For software companies under a perpetual license model, annual customer support and maintenance is a significant part of
the business. For Lawson, it's 40% of our annual revenues, therefore, any perturbation in the maintenance stream collection
cycle significantly impacts operating cash flows.

As the Company has discussed, we are moving our customers in the Americas to an annual renewal date of June 1st. In the past,
maintenance renewal dates with customers was spread throughout the year depending on the anniversary date of the initial
license agreement with the customer so we were effectively preparing, sending, and collecting on maintenance renewal invoices
each month of the year.

Under our new program we will invoice customers in the Americas for 12 months of annual support during the 90-day period
before each June 1st. This initiative is a more efficient process which brings more focused resources to bear but also changes
the timing of cash inflows throughout the year.

From our 10-Q, you can see that Americas represents a large portion of our maintenance, about 70% of the $290 million annual
total. We will now see significant cash inflows from maintenance renewals in the May and August quarters when annual invoices
for U.S. customers are due and then little maintenance renewal cash inflow in other quarters.

We will not likely collect 100% of these invoices in Q4, but we will be targeting a majority of the collections by May 31 and
certainly enough that will drive significantly positive cash from operations in Q4.

While international represents about 30% of our total maintenance stream, we are still in the process of migrating those contracts
to an annual renewal date of January 1st. We will see some increase in maintenance cash inflows in February, although our
current expectation is that cash flow from operations will remain modestly negative in Q3.

Clearly, the largest cash inflow from maintenance will be in the May quarter when invoices for customers in the Americas are
due. In fiscal 2007 to align current customers with the new renewal date, we are prorating all currently due maintenance renewal
invoices to the June 1st date.

That means a shorter renewal and smaller invoices and thus cash inflow for renewals that came due in Q1, Q2, and also Q3 with
a full 12 months then due for each customer in Q4. The year-to-date cash flow impact due to our maintenance initiative was
approximately $20 million.

In addition, we used $9 million of cash year-to-date on merger related expenses. Adjusting for these unique items, our November
30th cash balance would have been approximately $307 million as compared to the $278 million reported.

I'll summarize the impact of our maintenance renewal initiative in this way. Our expectations are that we will again see a negative
impact on cash inflows and a negative net use of cash from operations in Q3.

Based on current assumptions, we anticipate significant positive cash flow in the fourth quarter. Note that this initiative will
drive a similar pattern in deferred maintenance revenue, a build up in Q4 and a net decline in the remaining quarters, but it has
no impact on revenue as revenue is recognized as the services are provided.

Now let's turn to our financial guidance. As we have discussed, we are operating in very much of a transition year. We are
integrating a large, decentralized international business under accounting rules that are new to the acquired operations.

While we're within our guidance ranges for the first six months for total revenue and non-GAAP EPS, we are recalibrating our
guidance to include data gleaned from two quarters of operations as a combined company. Our updated guidance reflects
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expectations that the benefits of our combination with the former Intentia that we have begun to see will continue to accrue
in terms of both new sales opportunities as well as global efficiencies of scale.

Our recalibration also includes factoring in our learning regarding M3 revenue recognition rates, the impact of lower than
anticipated AE hiring and productivity and higher tax rates. It's important to note that more than 40% of the change in our
full-year license revenue expectations is driven by lower than anticipated revenue recognition rates.

Also, on a full-year basis, the combined impact of the transition issues of revenue conversion rates and volatile tax rates impacts
our anticipated EPS by about a negative $0.11 per share versus original guidance.

So now let's cover Q3 guidance. We anticipate total non-GAAP revenue of between $183 million and $191 million as follows:
Contracting between $32 million and $38 million, a quarterly sequential growth over the current quarter of 5 to 25%, license
revenues between $20 million and $25 million, maintenance between $72 million and $74 million, and consulting between
$91 million and $92 million.

Regarding total expenses, we have and continue to invest in key global infrastructure items and customer facing resources
which is adding to our total expenses. While we will continue key investments, we will manage expenses with the objective of
keeping quarterly expenses at or below $180 million on average excluding any restructuring expenses or actions.

Total GAAP revenues include the impact of purchase accounting on our consulting and maintenance revenues which should
be between $181 million and $189 million. GAAP EPS is anticipated to be between breakeven and a loss of one penny. Excluding
$9.8 million of pre-tax non-recurring non-cash items, non-GAAP EPS is expected to be $0.02 to $0.03 per share.

Now to comment on full-year guidance. Given our year-to-date results and current expectations for our fiscal third quarter, we
now believe our fiscal year 2007 revenues will be between $725 million and $745 million, which is 3 to 5% below our original
guidance.

We have already discussed that full-year non-GAAP EPS will be negatively impacted by $0.11 per share from our original guidance
due to the transitional year issues around revenue recognition rates and taxes.

We now expect to exit Q4 at an operating margin of mid to high single digits. Importantly, we continue to target 15% operating
margins as our next step and believe we are approximately a year away from that threshold.

So now let me move on to discuss the next step to Lawson's transformational plan. In regard to our global sourcing initiative,
we have arrangements with offshore partners as well as a captive offshore facility in Manila.

We will continue the process of moving certain technical, service, support and G&A resources to our captive facility while
continuing to invest in customer facing resources onshore. We are targeting to increase from our current range of 11% of our
workforce offshore to a significantly higher percentage over the next four to six quarters.

We also currently contemplate establishing a shared services center in the EMEA region to centralize and standardize processes
to reduce business complexity and consolidate international support operations. This effort is in the early planning stages and
we anticipate will continue through the end of FY '08.

We currently anticipate these changes will result in a restructuring charge in Q3 or Q4 which we are unable to estimate at this
time. The actions we take will assure future savings and enable us to maintain the lowest total cost of ownership in the industry.
We expect to finalize the scope and cost of our restructuring as well as an estimate of future savings by our Q3 conference call.

To quickly wrap up before turning the call back over to Harry, we've covered a lot today. | believe | provided the analytical insight
to help you understand the transitional issues that are clouding our results this year in order for you to have better visibility to
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the true operating performance and potential of the business, and | remain sanguine about our business prospects and the
strategic value in our Company's assets. It's a very bright outlook.

Now, let me turn the call back over to Harry.

Harry Debes - Lawson Software, Inc. - President, CEO

Thanks, Rob.

As Rob discussed, license contracting to revenue conversion rates have been an issue for us all year. Our analysis leads us to
conclude that this issue will result in a $14 million shortfall in our annual revenue guidance.

This revenue impact is compounded by the fact that we actually incur about 90% of the expenses associated with the deferred
revenues in this year, so we're incurring the majority of the expenses of these transactions but only getting 40 to 50% of the
revenue.

But there is a silver lining. We have now built and are continuing to build a very healthy deferred license revenue balance and
this will benefit us in FY'08 as we deliver the projects.

I know this can be difficult for many people to understand so let me try explaining this another way. If Lawson had a realistic
opening deferred license revenue balance, say at June 1, 2006, then our total license revenue in each quarter would have been
$8 to $10 million higher this year and therefore, our annual revenue would have been $32 to $40 million higher, all in the key
area of license revenue, and as we have already taken the expenses, our operating income would likewise have been higher at
about 12% for the year.

And this is exactly what we expect will happen in FY'08 and that's why | remain bullish about our forecast. Not because we'll be
alot smarter or necessarily execute better, although we do plan to execute better, but because instead of making mostly deposits
into our deferred license bank accounts, as we are doing all this year, we will be able to make some meaningful and regular
withdrawals as well.

Now, before we close, I'd like to make some final comments regarding sales performance. First of all, we see nothing in the
market that leads us to believe that our conditions have changed or that we are in any way less competitive.

Our marketing people are doing their job in getting our message out and our lead generation machine is doing an excellent
job as well and our pipeline is growing and it's at the highest level it's been since 2001. We continue to win new deals against
our larger competitors every quarter and | have given you plenty of examples of this.

So what are the issues? Well, first as | mentioned before, we haven't hired enough salespeople. We had some turnover, both
voluntary and involuntary, but the fact remains we did not do what we said we would do and when it comes to adding sales
personnel.

On November 30th, we were at 171 AEs and that's ten below our plan and that's disappointing. Since then, we've made up
some ground and as of today, we have 185 AEs. | want to end Q3 with approximately 200 AEs.

Secondly, we need to do a better job of getting deals that we've actually won closed in an appropriate time frame. In both Q1
and Q2, we were selected by a number of customers over our competition but were then sloppy in not getting them signed by
quarter end, and this has impacted our results in both quarters. So | believe we have considerable opportunity to improve on
this.
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Now as CEOQ, | have to take full responsibility for this poor execution on both counts, but I've already taken some immediate
measures to address these shortcomings.

In addition, I'll be enlisting some help for the future. We've already hired a new head of sales operations who joined us on
January 5th. His job will be to improve our sales training, tools, and methodologies and thereby, make our sales force more
effective.

Importantly, we've also initiated a search for Executive Vice President of Global Sales and we hope to fill this role within the
next 90 days. So by having two senior and experienced salespeople focus 100% of their efforts on sales hiring, training, and
transaction execution, | believe that our sales performance will be such that we can once again be proud of our license contracting
results as we were all of last year.

Now, before we wrap up, let me summarize what we shared with you today. First, our second quarter results showed improvement
for our newly combined company in all revenue lines and also in operating income.

Second, we were not crisp in our sales execution, not as crisp as we should have been. This will change and is already being
addressed by adding some senior sales management to the team.

Third, we now have more data points to confirm that the strategic business value of our merger with Intentia remains intact.
We are seeing healthy cross-selling transactions and sales of M3 in the U.S. in particular and our pipeline is increasing with new

sales opportunities.

Fourth, we will be continuing various transformation activities to drive efficiencies in our global operations. We will provide
you with more insight on the financial impact of these activities by our third quarter conference call.

And finally, while FY'07 remains a transition year, it is also a year of building a substantial revenue reserve for the coming year.

That concludes today's comments. Operator, let's take some questions now.

QUESTIONS AND ANSWERS

Operator

Thankyou. [OPERATORINSTRUCTIONS] One moment. Our first question comes from Peter Goldmacher of Cowen and Company.
You may ask your question.

Peter Goldmacher - Cowen and Company - Analyst

Thank you. Good morning, guys.

Harry, can you help us understand a little bit how you reconcile your bullishness with the recent results? And | understand all
of the deferred revenue for the license deals and your conservative revenue recognition, but bookings have been below
expectations and even if you do the math on how many sales guys you had two quarters ago, over 150, numbers still should
have been, the bookings numbers still should have been higher and your new guidance effectively takes that number down
by maybe another $30 million or maybe even more.
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So last quarter, a couple deals slipped. Did those deals close? Have any of the deals that have slipped since closed, you're halfway
into the quarter, hopefully, you can give us an update on that, and what specifically is going on in sales where you guys are
having such a hard time getting the license machine back on the rails?

Harry Debes - Lawson Software, Inc. - President, CEO

Hi, Peter.

So yes, we did sign the deals that slipped out of Q1, and in terms of the deals that, let's say, that, actually, you know what
happened? We actually signed a couple of those deals in Q2 that were actually significant transactions but then it turns out
when we analyzed the details of the transactions, we found that there were some pieces missing on the contracts and we had
to reverse them out of our bookings numbers.

So that's what I'm talking about and | acknowledge that it's sloppy execution and | hold myself as a little bit responsible for this
because I've been trying to act as CEO and head of sales for the past six months and that's probably not a good thing to do. So
that's one of the reasons we are hiring more senior sales management.

In terms of the results that we've achieved for the sales organization, | acknowledge, | mean, | think we've gone to great pains
through this earnings call to acknowledge that this is our area of weakness right now but | don't believe its lack of opportunity
out there. | think it's been execution rather than lack of opportunity.

Peter Goldmacher - Cowen and Company - Analyst

So have any of the Q2 deals that you missed closed?

Harry Debes - Lawson Software, Inc. - President, CEO

No, they are not closed yet, but they're imminent.

Peter Goldmacher - Cowen and Company - Analyst

And on the tax rate going into '08, how should we think about that? You guys have, have you guys figured it out yet?

Rob Schriesheim - Lawson Software, Inc. - CFO

Hi, Peter.

Listen, the taxes, as we described, are complicated and volatile, and there's two things that will allow us to drive improvements
in the tax rates. The first one is to improve the profitability of our international operations and by the way, we made significant
progress on thatin Q1 to Q2, I should point out. Obviously, as we make the international operations more profitable, there are
offsets that we can utilize.

The second thing that we are evaluating and looking to do is implement a corporate reorganization that will better align the
economics with the financial operations in the international operations which will also have a beneficial, as a by-product, have
a beneficial impact on the tax rate.

So | can't really give you a lot of insight into what the tax rate is likely to be in '08 as I sit here today. It will certainly be better
than our estimated annual tax rate of 58%.
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Peter Goldmacher - Cowen and Company - Analyst
Okay. And just one last question.

Rob, on --1understand the whole maintenance deferral and free cash flow deferral as you annualize your maintenance contracts,
but can you give us a little more clarity on the deferred revenue drawdown in the quarter?

You told us how much license you put back but for the stub maintenance renewals, how much do you think that, how much
do you think will, you didn't book in the quarter that you think will start to come in in the June quarter? So what was the net
drawdown that you think was services, I'm sorry, maintenance that didn't get renewed?

Rob Schriesheim - Lawson Software, Inc. - CFO

It would have been $11 million in the quarter.

Peter Goldmacher - Cowen and Company - Analyst

That you didn't renew? You deferred, | think you said you deferred $11 million in license revenue, right?

Rob Schriesheim - Lawson Software, Inc. - CFO
Everything was renewed. What | was trying to explain was that | think what | was trying to explain was that on a year-to-date

basis, now | understand your question.

On a year-to-date basis, what | was trying to help you understand is what the impact of the timing was as a result of moving to
the single renewal date.

Peter Goldmacher - Cowen and Company - Analyst
Right, no, I understand that. What I'm trying to understand is instead of, let's say, instead of renewing a year long contract for
100K, you did the stub period for 50K.

So that's 50K that you didn't get to book, so add all of that stuff up that's the other half of that stub, how much did you draw
down deferred revenue? Or how much didn't go back into deferred revenue?

Rob Schriesheim - Lawson Software, Inc. - CFO

Yes, | think the right answer is $11 million in Q2.

Peter Goldmacher - Cowen and Company - Analyst

All right. I'll follow-up with you off line. Thank you.

Rob Schriesheim - Lawson Software, Inc. - CFO

All right

© 2007 Thomson Financial. Republished with permission. No part of this publication may be reproduced or transmitted in any form or by any means without the
prior written consent of Thomson Financial.



http://www.streetevents.com
http://www010.streetevents.com/contact.asp

FINAL TRANSCRIPT

Jan. 09.2007 / 8:00AM, LWSN - Q2 2007 Lawson Software, Inc. Earnings Conference Call

Operator

Our next question comes from Tom Ernst of Deutsche Bank. You may ask your question.

Tom Ernst - Deutsche Bank Securities - Analyst
Good morning or | guess good afternoon in your case.
Focus in on the conversion rate was lower than we were looking for and you highlighted this in the call. I'm wondering what

drove that and as we look forward, do you still expect to get to much higher conversion levels or what kind of conversion levels
should we think about looking forward?

Harry Debes - Lawson Software, Inc. - President, CEO

Tom, the conversion, you're right. The conversion rates for the entire year have been below what we originally thought they
would be, and right now in our guidance, we've adjusted to the history that we have for the first six months. | think it's only
prudent to do that.

There are some things that | think over time will improve that but I'm not going to suggest that that's going to happen in the
immediate future. There's training of salespeople about how to use appropriate contract language, because don't forget that
the former Intentia wasn't accustomed to this, and we've been putting them through training but in some cases, some of these
transactions were proposed and negotiated to some degree before the merger was concluded and some of the transactions
are concluding, finally, getting signed now, so | think this is one of those transition things.

We were, we thought appropriately conservative in estimating 50 to 60% conversion rates. Well, we were wrong. Who knew?
It turns out to be 40 to 50%.

We thought that we would be appropriately conservative on tax rates but who knew? Who in their wildest dreams would be
predicting a 67% effective tax rate?

These are things, as Rob pointed out, we're learning and now that we have better data points we're making adjustments. We
do believe that these are temporary, probably for the majority of this year, but they are what they are.

Tom Ernst - Deutsche Bank Securities - Analyst
Okay.
| also wanted to focus on the sales force. You mentioned, | think, that you intend to re-ramp the hiring and | guess if we look at

what happened this quarter, you were actually higher on the last earnings call, | think you had said 177 and so it looks like it's
retrenched a little bit since there.

What happened? Did you go through and pare some people away? Did you freeze hiring and what, if so, when did you start
hiring again?

Harry Debes - Lawson Software, Inc. - President, CEO

We didn't freeze hiring, Tom, but we did have some turnover, some voluntary turnover and some involuntary turnover, so we
began hiring seriously in December. | would also point out that with a lot of this change in personnel on the sales side, there's
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a significant portion of our salespeople out there right now that are on board for less than one year and that will probably be
the case for the balance of this year as we continue to hire and as we continue to have some turnover, which we will do.

We are paring back some of the non-performers that's the involuntary bit and then, frankly, some of our competitors are also
taking a run at some of our better performers and that's going to happen to everybody. We hire some of their performers; they
hire some of our performers.

Tom Ernst - Deutsche Bank Securities - Analyst

What has happened? What's been the trend in terms of rate of turnover? Has that picked up this year or has that been consistent
with previous years?

Harry Debes - Lawson Software, Inc. - President, CEO

In Q2 it was slightly higher than it had been for a while. | don't know that that's a predictor of Q3. So far in Q3 we're not seeing
that but in Q2 it was a little higher than normal.

Tom Ernst - Deutsche Bank Securities - Analyst

And the cause of the higher than normal, is that mostly voluntary or involuntary?

Harry Debes - Lawson Software, Inc. - President, CEO

We had some of both. | mean, we're not talking 30% or anything, but it was in the teens as a percentage point on an annualized
basis.

Tom Ernst - Deutsche Bank Securities - Analyst

And one final question.

Rob, on the tax rate, are you taking action as well to try to optimize transfer pricing in the event that you aren't able to get better
international performance?

Rob Schriesheim - Lawson Software, Inc. - CFO

Yes. The second part of my, that original, the answer | gave before, the second part is one | was alluding to our corporate
reorganization, or restructuring, to better align the economics and financial operations in the international arena as that would
include exactly that.

Tom Ernst - Deutsche Bank Securities - Analyst

Great. Thanks again.

Harry Debes - Lawson Software, Inc. - President, CEO

Yes.
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Operator

Adam Holt of JPMorgan, you may ask your question.

Adam Holt - JPMorgan Chase & Company - Analyst
Good morning.

Just to follow-up on some commentary that you made about contract language and some of the challenges that you actually
had from a bookings to a revenue recognition perspective. There are a lot of obviously different things that can happen there.

Can you drill down a little bit on what some of the specific issues you've had are around actually converting from signings to
revenue recognition?

And then secondly, you mentioned that you think you're going to have anywhere from $8 to $10 million of revenue a quarter
next year that comes back into the model. What gives you the confidence and visibility on the timing surrounding that from
these contracts?

Harry Debes - Lawson Software, Inc. - President, CEO

Okay.

So let me deal with the second question first. Okay? It takes us approximately nine to, hello? Okay --

Adam Holt - JPMorgan Chase & Company - Analyst

Yes, I'm here.

Harry Debes - Lawson Software, Inc. - President, CEO
It takes us between 9 and 15 months typically to implement a project. And so let's say for the sake of argument that you sign a

$1 million deal, nice round number, this quarter and then it's deferred, 100% deferred.

That means that as you start delivering that project, you'll get one quarter or one fifth of that project every quarter for the next,
say, five quarters, and so we now are building a significant deferred license backlog. | believe at the end of Q2 it was --

Rob Schriesheim - Lawson Software, Inc. - CFO

$28 million.

Harry Debes - Lawson Software, Inc. - President, CEO
$28 million. So if you look at what's been going on, we had $8 million at the beginning of this year, we've been adding significantly

and making miniscule withdrawals because it's early in the piece.

It's not four quarter out, it's only two quarters out. So what was the deposit we made this quarter it was something like $8
million. In the previous quarter it was something like $10 million.
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So chances are next quarter it will be in a similar range, so that means that a couple of quarters from now, we will, in fact, start
being the beneficiary of pulling that out as we deliver those engagements and that's exactly what our analysis shows. So,
hopefully I've answered that question.

The issue about what are the major things that drive revenue to be deferred, | would love to give you like the 15-day course on
this one, Adam, but in a nutshell, it's deal specific, it's typically contract language, it's if there is a fixed fee of services associated
with the contract, if there are payment terms that stretch out, if there are any future issues that the customer wants, you know,
for example, he's seen the road map and now says look, I'm buying the software but | want to make sure that you also deliver
on this next version, and then there's a bunch of other contract language which are many issues.

Different types of agreements are going to historically prove more difficult, for example, government agreements where
government has had a long history and how it now toughened up on contract terms and if you want to participate in government
business, you just have to accept the fact that they're going to insist on certain government contract language which means
your deals will be deferred.

Also, on the M3 side, don't forget M3 is typically bundled with a bunch of services. Intentia business had a significant services
business attached to it.

In some cases, increasingly, customers are asking for fixed bids with those license agreements. In fact, they won't sign a license
until they know the total value of the services and ask you to fix it. As soon as that happens, it's also deferred.

The question we have to answer to ourselves is: What's the right thing to do for Lawson? Is the right thing to deliver, to take
that deal and win that deal, license and services, and to deliver the customer a project from Lawson?

We believe the answer is yes. And so even though that has short-term pain for us in to having to explain this every quarter this
year, I'm looking forward to next year when | don't have to make excuses about this anymore.

Adam Holt - JPMorgan Chase & Company - Analyst

So if you were to look, | guess, just two follow-up questions there.

So if you were to look at which really changed here because you mentioned selling the government, you all have been selling
to the government for decades, | mean, what's really changed here in the last couple of quarters when this has arisen? Is that
you have a series of sort of M3 contracts where there's bundling with services that those contracts have had to change and
maybe payment terms are a little bit more of a part of the contract conversation than they were, say, six, nine months ago.

That's what I'm trying to get at is, this hasn't been an issue for you all and you've been doing a lot of these contracts for many,
many years up until quite recently, so I'm really looking for what's changed in the last several quarters.

And then the other sort of derivative question is, if you look at that license backlog, we should be thinking about these contracts
typically being recognized ratably on a percentage of completion basis over a 9 to15-month period is how to think about that
$28 million in license backlog?

Harry Debes - Lawson Software, Inc. - President, CEO

Yes to your last point and to your first point, we've actually had a greater percentage of our S3 business be government over
the last six or nine months than we've had in the past.
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Adam Holt - JPMorgan Chase & Company - Analyst
Okay. Thanks.

Harry Debes - Lawson Software, Inc. - President, CEO

Okay.

Operator

Alan Cooke from Merrill Lynch, you may ask your question.

Alan Cooke - Merrill Lynch - Analyst
Hi, Harry and Rob, thank you.
The Q3 license revenue guidance is $20 to $25 million which really doesn't show much of a quarter-over-quarter increase, and

especially if you take into account the tailwind that one could have expected from slipped deals from Q2 or even Q1, so it sort
of implies that you don't have expectations for any quick improvement. Can you comment on that?

Harry Debes - Lawson Software, Inc. - President, CEO

I'll let Rob answer that question.

Rob Schriesheim - Lawson Software, Inc. - CFO

Yes. The guidance, obviously, for contracting 32 to $38 million in Q3 which is the 5% to 25% growth over the contracting in Q2.

Now, we've expressed, | think, quite a number of times the fact that our revenue recognition and conversion rates have been
lower than anticipated and it's actually a little bit more complicated than that. If you could imagine a matrix, we've got conversion
rates that vary by product, that vary by region, and so when we give you an average, a weighted average conversion rate of
60%, there's actually quite a bit of variance in that depending upon, again, on product and region, et cetera.

So while the range is wider than | would like to give you and might seem a bit low on the low end, the cost of the uncertainty
of exactly how the conversion rate will work, | felt it was a prudent range to give so that while on the one hand it might look
like it's not growth in terms of 20 to 25% range, | think if you look at the contracting, there actually is some nice sequential
growth there.

Alan Cooke - Merrill Lynch - Analyst
Okay. Thank you.

And with respect to your sales headcountissues in terms of getting people on board, is this in the M3 business or the S3 business
or both of the businesses?
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Harry Debes - Lawson Software, Inc. - President, CEO

Both. | can tell you that, for example, we made a big deal on hiring a lot more M3 people in the Americas because when we
acquired Intentia, there were only six people there. | believe as of right now, we have approximately 20, but we'd like to have
a lot more than that.

So we've actually, in that case, we've actually added headcount reasonably close to our plan, but we also want to hire S3 people
in Asia, S3 people in Europe, and we're not, we're behind plan on that. And then frankly, we want to just add to the S3 population
base in the Americas as well and we're behind on that.

Alan Cooke - Merrill Lynch - Analyst
Okay. Thanks, Harry. Thanks, Rob.

Harry Debes - Lawson Software, Inc. - President, CEO

Sure.

Operator

Neil Herman from Stanford Group, you may ask your question.

Neil Herman - Stanford Financial Group - Analyst

Yes. In terms of fiscal 2008, it sounds like given kind of your contracting activity as opposed to the recognized license revenue
activity that assuming you guys did something in the mid 30s on average per quarter in fiscal '08 and license revenue would
be a pretty conservative assumption on our part?

Harry Debes - Lawson Software, Inc. - President, CEO

You know, you can assume anything you want.

Rob Schriesheim - Lawson Software, Inc. - CFO
You know, | appreciate the question. We both appreciate the question, but and | hope you appreciate the answer, it's meant in
good spirits, but we don't want to get into the slippery slope today of providing fiscal year '08 guidance.

It just wouldn't be prudent. It wouldn't be appropriate. It wouldn't serve us and it wouldn't serve you.

We have clearly indicated that given the deferred revenue build up this year that we'd anticipate $8 to $10 million a quarter
next year benefiting us rolling into our revenue on our P&L, but beyond that, we're not going to get into giving fiscal year '08
guidance on this call.
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Neil Herman - Stanford Financial Group - Analyst

Your sales and marketing as a percentage of your contracting activity, obviously, right now, is very high. At what stage of the
game would you guys make some hard decisions and how much time do you give yourselves in terms of seeing an improvement
there before making some hard decisions about what you do from a sales and marketing perspective?

Harry Debes - Lawson Software, Inc. - President, CEO

Okay. So let me tell you one of the reasons that I'm bullish about and I'm keen to hire additional salespeople. | spend a lot of
my time on the road. Last year, | flew 266,000 miles.

| spend most of that time visiting with customers and prospects in their offices, and | asked them, so, how are we doing? What
do you think? And the answer | get back is, we love your product.

The product does exactly what we thought it would do and, you know, | mean, they may have some other issues with Lawson,
but it's not about the product or its competitiveness or does it meet the needs of our clients or is it robust. All those things are
great to hear as a CEO.

If they told me that, you know, your product isn't working or it's causing me pain or it's not doing the job that | purchased it to
do, | would have issues and | tell you what, | would be the last person to be hiring additional salespeople because we would
have a three year, rework the product cycle that we'd have to go through, but that's not what we're hearing.

In fact, too many times there are situations where there's a deal going down and we didn't even know about it. It's in our space,
it'sin our sector, but we don't have adequate coverage. So, at this point, I'm not the least bit concerned about hiring salespeople.

Oracle has more than 1,200 salespeople | think in the applications business and SAP has more than that, and even though we
don't compete with them in all their verticals, we still have lots of room to grow.

| don't also think we're doing a great job in tapping into the existing opportunity in our existing base right now. We're not
covering all our customers adequately either. There's an opportunity there, because | hear that from customers, you know, that

they want to buy stuff, we don't have enough coverage there either.

So both new business and coverage of existing business, we have some ways to go.

Neil Herman - Stanford Financial Group - Analyst

You talked about a 15% operating margin next year. Was that exiting next year or for the entire year, just a point of clarification?

Rob Schriesheim - Lawson Software, Inc. - CFO

What we said was that we would exit this year at mid to high single digits and that our next step that we would target would
be a 15% operating margin. We didn't specify by design exactly what point we said about we would target being there about
one year from now.

Neil Herman - Stanford Financial Group - Analyst

Got you. Thank you.
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Rob Schriesheim - Lawson Software, Inc. - CFO

Sure thing.

Operator

Casey Alexander from Gilford Securities, you may ask your question.

Casey Alexander - Gilford Securities - Analyst

Yes, hi.

On November 13th you announced 100 million share repurchase program but it doesn't look like you exercised any of it in the
quarter.

Can you give us some color as to how you might go about managing the share repurchase program and is it kind of dependent
upon the inflows and outflows of your cash cycle given the change in the way that you're billing the maintenance?

Rob Schriesheim - Lawson Software, Inc. - CFO

Well, I guess, this is Rob.

First of all, the stock buyback, as you know, was a, is a discretionary program and we will execute on that program from time
to time as we believe market conditions make sense to do so. We feel very good about our balance sheet and about our cash
balance and our cash flow. We're obviously expecting to be cash flow positive for this fiscal year.

So I think it's more a matter of the standard corporate finance theory of where do you want to invest your cash and do you get
the highest return by buying in shares or do you have a better alternative use for your cash than buying in shares, namely being
some type of strategic opportunities or elsewhere in the business.

So I'm not going to get into when or if we might buy, but if you're asking is it dependent upon, or how do we feel about our
cash balance, we feel good about our cash balance and | don't think that will be the driving decision as to when or if we might
buy shares.

Casey Alexander - Gilford Securities - Analyst

Okay. Thank you.

Rob Schriesheim - Lawson Software, Inc. - CFO

Yes.

Operator

At this time, we're prepared for closing, sir.
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Harry Debes - Lawson Software, Inc. - President, CEO

Thank you, Operator. It's Harry here.

Thank you for joining us today. It's been a long call. We've taken you through a lot of detail.

We have a lot of complexity in our business right now. We believe it's temporary. We believe if you look at strictly at the surface,
it disguises what the true underlying value is, it doesn't properly reflect the performance of our business or the inherent value

in that business.

We believe this is a temporary and transition period that we're going through. It will work its way out, but Rob and | remain
very positive and optimistic about where we are today and even more so where we're going to be in a few quarters from now.

So that concludes our call. Thank you for joining us. Look forward to speaking to you next quarter.

Operator

You may disconnect at this time. Your call has concluded.

DISCLAIMER

Thomson Financial reserves the right to make changes to documents, content, or other information on this web site without obligation to notify any person of such changes.

In the conference calls upon which Event Transcripts are based, companies may make projections or other forward-looking statements regarding a variety of items. Such forward-looking
statements are based upon current expectations and involve risks and uncertainties. Actual results may differ materially from those stated in any forward-looking statement based on a
number of important factors and risks, which are more specifically identified in the companies' most recent SEC filings. Although the companies may indicate and believe that the
assumptions underlying the forward-looking statements are reasonable, any of the assumptions could prove inaccurate or incorrect and, therefore, there can be no assurance that the
results contemplated in the forward-looking statements will be realized.

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS ATEXTUAL REPRESENTATION OF THE APPLICABLE COMPANY'S CONFERENCE CALL AND WHILE EFFORTS ARE MADE TO PROVIDE
AN ACCURATE TRANSCRIPTION, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE REPORTING OF THE SUBSTANCE OF THE CONFERENCE CALLS. IN NO WAY DOES
THOMSON FINANCIAL OR THE APPLICABLE COMPANY ASSUME ANY RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BASED UPON THE INFORMATION PROVIDED ON
THIS WEB SITE OR IN ANY EVENT TRANSCRIPT. USERS ARE ADVISED TO REVIEW THE APPLICABLE COMPANY'S CONFERENCE CALL ITSELF AND THE APPLICABLE COMPANY'S SEC FILINGS
BEFORE MAKING ANY INVESTMENT OR OTHER DECISIONS.

©2007, Thomson Financial. All Rights Reserved.

© 2007 Thomson Financial. Republished with permission. No part of this publication may be reproduced or transmitted in any form or by any means without the
prior written consent of Thomson Financial.



http://www.streetevents.com
http://www010.streetevents.com/contact.asp

	Cover Page
	Corporate Participants
	Harry Debes (20 Turns)
	Rob Schriesheim (14 Turns)
	Barbara Doyle (1 Turn)

	Conference Call Participants
	Peter Goldmacher (7 Turns)
	Adam Holt (4 Turns)
	Tom Ernst (6 Turns)
	Alan Cooke (3 Turns)
	Neil Herman (4 Turns)
	Casey Alexander (2 Turns)

	PRESENTATION
	1. Operator
	2. Barbara Doyle
	3. Harry Debes
	4. Rob Schriesheim
	5. Harry Debes

	QUESTIONS AND ANSWERS
	1. Operator
	2. Peter Goldmacher
	3. Harry Debes
	4. Peter Goldmacher
	5. Harry Debes
	6. Peter Goldmacher
	7. Rob Schriesheim
	8. Peter Goldmacher
	9. Rob Schriesheim
	10. Peter Goldmacher
	11. Rob Schriesheim
	12. Peter Goldmacher
	13. Rob Schriesheim
	14. Peter Goldmacher
	15. Rob Schriesheim
	16. Operator
	17. Tom Ernst
	18. Harry Debes
	19. Tom Ernst
	20. Harry Debes
	21. Tom Ernst
	22. Harry Debes
	23. Tom Ernst
	24. Harry Debes
	25. Tom Ernst
	26. Rob Schriesheim
	27. Tom Ernst
	28. Harry Debes
	29. Operator
	30. Adam Holt
	31. Harry Debes
	32. Adam Holt
	33. Harry Debes
	34. Rob Schriesheim
	35. Harry Debes
	36. Adam Holt
	37. Harry Debes
	38. Adam Holt
	39. Harry Debes
	40. Operator
	41. Alan Cooke
	42. Harry Debes
	43. Rob Schriesheim
	44. Alan Cooke
	45. Harry Debes
	46. Alan Cooke
	47. Harry Debes
	48. Operator
	49. Neil Herman
	50. Harry Debes
	51. Rob Schriesheim
	52. Neil Herman
	53. Harry Debes
	54. Neil Herman
	55. Rob Schriesheim
	56. Neil Herman
	57. Rob Schriesheim
	58. Operator
	59. Casey Alexander
	60. Rob Schriesheim
	61. Casey Alexander
	62. Rob Schriesheim
	63. Operator
	64. Harry Debes
	65. Operator

	Disclaimer

