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Item 8.01      Other Events.

During its quarterly conference call following the release of its fourth quarter earnings, members of Acxiom
Corporation’s management made remarks addressing a proxy contest by VA Partners, LLC for the election of
directors at Acxiom’s 2006 annual shareholders meeting. A copy of the transcript of the conference call is attached
as an exhibit hereto.   
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Disclaimer: THE TRANSCRIPT BELOW WAS PRODUCED BY THOMSON STREETEVENTS. THE INFORMATION
CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL 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 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.
ADDITIONAL IMPORTANT INFORMATION IS PROVIDED AT THE END OF THIS DOCUMENT.
Operator:
Good day and welcome, everyone, to this Acxiom fourth-quarter fiscal-year 2006 earnings conference call. Today's call is being
recorded. At this time, for opening remarks, I would like to turn the call over to the Chief Finance and Administration Leader, Mr.
Rodger Kline. Please go ahead, Mr. Kline.
Rodger Kline:
Thank you and good afternoon. We are pleased with the financial results for our fourth quarter that we released earlier today, and
we will be discussing those results on this conference call. Now, let's begin by referring to the slides for the conference call. These
slides are available on Acxiom's website, and can be accessed by clicking on quarterly earnings release and then clicking on
conference call slide presentation. You should be able to advance the slides yourself. These slides will remain on our website for
one year and can be downloaded. Before we continue further, I refer you to slide two. I would like to point out that this conference
call contains forward-looking statements that involve risks and uncertainties, including statements about future growth. Actual
results could differ, based upon market conditions and other risks detailed from time to time in the Company's SEC filings. We
have included a comprehensive statement concerning the forward-looking nature of this disclosure in our press release. Since you
each have access to that press release, we incorporate that statement in its entirety without reading it to you at this time. Also during
today's call, we anticipate a discussion of certain non-GAAP financial measures. We have included reconciliations of these
measures as attachments to the press release we issued earlier today. And now, let's move to slide three, which shows the highlights
for Q4 and fiscal 2006. For Q4, US revenue growth was 10%, US operating margin was 13.9% -- and that is up from 8.6% in fiscal
2005 -- and free cash flow remains strong at 52 million. For fiscal 2006, US revenue growth was 14%, which was the midpoint of
our financial roadmap target, and US operating margin was 12.4%, which was near the high end of the roadmap range and
compares to 11.3% in the prior year. Free cash flow set a company record of 202 million. We will talk more about the detailed
financial results in a few minutes, but first Charles will give his update.
Charles Morgan:
Thanks, Rodger. What Rodger has just highlighted is another solid performance in the fourth quarter of 2006. That gives us three
successful operational quarters in a row. We met all significant targets for our full-year financial roadmap except international
margin, which we will discuss in a few minutes. If you will remember, we told you in June, following a disappointing first quarter,
that we were confident we would achieve the full-year roadmap numbers we discussed during that call. And today, we have been
happy to report that we did so, with that one exception. Looking forward, we're also very confident of our team's ability to meet our
financial roadmap targets for fiscal 2007. Lee Hodges will give you detail on some of our key success strategies in a few minutes.
Also, we will continue to identify and develop strategic growth opportunities that should assure more future success behind fiscal
2007. And finally, we are certain of our team's ability to deliver more value to our clients. As we do that, we remain intently
focused on delivering business results. I believe that delivering business results is the best way to increase value for all
shareholders. But first, let me say that Acxiom is a leadership-driven company, and we know that strong leadership is a must for
growing our business and producing solid, consistent results. Today, I am very happy to introduce a new member of the Acxiom
senior leadership team, Frank Cotroneo, who began this week as our new Chief Financial Officer. I'm going to ask Frank to make
some brief comments in just a minute, but first let me give you just a bit of background. Frank has served as CFO of H&R Block
and MasterCard International. His experience and expertise managing the financial operations of large companies will certainly be
a great asset to Acxiom, and I know he will be a strong contributor to our company's leadership team. He will be working closely
with Rodger Kline. Frank has already been a big help getting ready for today's earning announcement. So Frank, welcome.
Frank Cotroneo:
Thank you, Charles, for that introduction. In short, I am very excited to be the new Chief Financial Officer of Acxiom, and I am
pleased to have the opportunity to work with you in this fine leadership team. I would like to take a short moment to share my
thinking on what led me to join Acxiom. First, the integrity of the leadership team -- I know firsthand what a positive force a
unified and focused leadership team can have on a business, and I was pleased to learn that this team has those qualities. This time-
tested and proven leadership team is very talented, highly accomplished and has a passion for the success of their clients. That
passion and a culture built on integrity starts at the top. Next, Acxiom has a unique and innovative set of product offerings. Our
products and services, led by the grid computing platform, deliver a competitive advantage to our clients that helps them serve their
end-user customers efficiently and cost-effectively. Third, Acxiom has strong client relationships and customer loyalty. These
relationships are a important building block to the Acxiom brand, and will serve the Company well as we expand our products and
service offerings and grow into new and emerging markets. And finally, Acxiom has successfully demonstrated that it has the
strategy and the execution plans to leverage its product and customer strengths to deliver superior, sustainable financial results to
our owner/shareholders. I'm very glad to be a part of the Acxiom team, and I am dedicated to work closely with you, Charles, Lee,
Rodger and everyone here at Acxiom to help achieve consistent improvement in our business. Thank you very much. I feel very
welcome. I'll turn the call back to you, Charles.
Charles Morgan:
Thank you very much, Frank. And we are sincerely pleased to have you with us. I know that you are going to make a huge
contribution here at Acxiom. Frank is just one of the many talented leaders we have added to our team in the last year or so. And
that, of course -- that team I am talking about includes our Board of Directors, as well as our company leadership team. In March,



we announce the appointment of Michael Durham as the newest member of Acxiom Board and audit committee. Mike brings to
our Board a wealth of senior executive business and financial management experiences. He was CEO of Sabre and earlier was CFO
at American Airlines. Mike also was a non-executive Chairman of the Board of the Asbury Automotive Group. He is a board
member and Chairman of the audit committee at AGL Resources, Inc., a public company in the natural gas industry, and is also a
member of the Board of Bombardier, Inc., a large Canadian manufacturing company. And he is also on the audit committee there.
Mike joins what is already an outstanding team of directors. For a company our size, we have an extraordinarily well-qualified
board with proven, savvy executives from a wide array of professional backgrounds. The independent Board members, six of the
nine directors, recently elected Bill Dillard as Lead Independent Director and Vice Chair of the Board. Bill has many years'
experience as the CEO of Dillard's, one of the country's most successful department store chains. Our Board includes two non-
management Directors who were CEOs or Chairmen of public companies, and one of them also served as Chief of Staff to the
President of the United States. A Director who has been CEO and CFO of public companies, a former CEO of a successful private
company, a former Postmaster General of the United States and current Chief Operations Officer of a public company. A noted
scientist and former Undersecretary for Technology in the Department of Commerce and a former college President. Our Board
works well together, and is dedicated to creating the best possible future for Acxiom's shareholders, associates and clients. They
advise and counsel with great wisdom developed over many years in senior executive positions. We have a very committed Board
of Directors, and that same commitment is shared by our senior leadership team, which has also seen some significant additions
and changes in the last year or so. Lee Hodges has settled into his role as are chief operations better, and his work has been key to
delivering the solid operational results that we have seen the last three quarters. I'm not going to take time today to talk individually
about the very strong group of Acxiom leaders who have spent years of their careers at Acxiom, but I do want to highlight several
who have joined our team over the last couple of years from the outside. And if any of you want to give me a call, I can tell you I
will brag on the Acxiom leadership team all day. Marty Sunde leads our multi-industry client services organization. Marty has a
long history of senior leader and executive roles at such companies as IBM and Siebel. His business leadership has resulted in solid
double-digit revenue growth in most of the business segments he now leads. Marty is focused on deploying repeatable solutions for
his clients that deliver great value and solid profit margins to Acxiom. Rich Howe came to us from Fair Isaac, and has been a
driving force as our Marketing Leader and point person on the significant partnership we forged this year with EMC. His
understanding of the marketplace and ability to build strategies to address relevant opportunities has been a real plus for us. Rich
also spent time as a senior leader at HNC Software, and his innovative approaches to solving clients' problems and building new
products is going to deliver significant incremental revenue and profit for Acxiom. Bill Park joined our company through the
acquisition of Digital Impact, a company he cofounded and served as CEO. The digital marketing capabilities his organization
delivers include e-mail marketing and search engine marketing, and they are important strategic additions to act to the Acxiom
value proposition. And they are exactly what our clients are looking for today. There is no doubt that Bill is the right leader to help
us accelerate our growth in digital marketing. And recently, Bill's scope has grown; he has taken on the leadership of our data
products organization, one of the key foundational businesses within Acxiom. Our latest addition to the Company's leadership team
before we announced Frank was Ron Fournet, who came to us through our acquisition of InsightAmerica. Ron runs our Acxiom
Insight organization, which deliver fraud and risk management solutions. These also represent important new capabilities that are
right in line with current marketplace demand. Ron is a strong leader with a solid vision. He previously was Chief Information
Technology Officer at Equifax, and he was CEO at DBT Online, which eventually merged with ChoicePoint. Ron's leadership is
one reason we expect our Insight team to continue to be one of the fastest-growing areas at Acxiom. It seems that almost every
current client turns out to be a prospect for our new fraud and risk solutions. Let me reiterate that at Acxiom, leadership is the
foundation of success, and that starts at the top, with our Board of Directors and our company leadership team. Together, they are
ensuring we maintain the critical balance between short-term business execution and long-term focus, a balance that is critical for
continued success. Our Board and our leadership team are both very engaged and involved in helping us create businesses
strategies and the tactical plans to successfully execute on these strategies. We're staying focused on our business and will not be
distracted by the critics at ValueAct Capital, who have criticized our Board, our company and our ability to create long-term value
for our shareholders. In an obvious effort to distract attention from our earnings announcement, ValueAct filed a preliminary proxy
on Monday. It was preceded by an article in the Sunday New York Times that included much of the same old news and innuendo
that was in the proxy filing. We don't suspect the timing of these identical themes were coincidences. It was no surprise that
ValueAct would create this kind of distraction a few days before this very positive earnings announcement. But when you read
ValueAct's proxy materials, you'll come away with few, if any, ideas about how they think they can improve Acxiom, other than
firing me and two Board members. I do want to tell you that we are very open to constructive dialogue with our shareholders. In
fact, even after the Times article and the proxy filing, I sent an e-mail to Jeff Ubben at ValueAct, offering him the opportunity to be
on the agenda to present at our next Board meeting. I thought it would afford him an opportunity to meet and gain a better mutual
understanding with the entire Board. I also offered to personally review our fourth-quarter and fiscal year-end results with Mr.
Ubben, and offer him a chance to give me any additional relevant feedback that he might have. Just yesterday afternoon, he sent me
an e-mail refusing both offers. I was disappointed and surprised, given previous meetings we have had with ValueAct and my
pattern of reaching out and talking with Mr. Ubben on at least a quarterly basis. I suppose he has his reasons for not wanting to
have a dialogue with Acxiom. However, after Mr. Ubben just snubbed his nose at the Board, it's hard to understand how he thinks
he and the other two gentlemen they are proposing could effectively and constructively work with the other Directors. However, I
do want to say that, despite his refusal to meet with us and despite all the unflattering things he has said about me and our team, my
offer to Mr. Ubben and ValueAct still stands. We welcome the chance to have an honest, open dialogue with ValueAct. And as a
matter of fact, that same offer goes to all our primary shareholders about our business plan, operations and any constructive
comments to improve our business. Let me say that I look forward in the next few months to getting a chance to visit with many of
you personally and to discuss Acxiom's governance, business strategies and plans we have in place to successfully execute on the
above. In closing, let me say that it has become increasingly clear that the investments we have made to ensure Acxiom's long-term
success, from AbiliTec to grid computing to Personicx, are paying off. We recently deployed another fully grid-enabled prospect
database solution for one of our large financial services clients. This is one of the largest marketing databases ever built anywhere,
by anyone. I was visiting with that team today, its first direct-mail campaign. A whopping 18 million pieces was headed out the
door, and they were excited about what was accomplished. And I share their excitement. This database is a prototype of the



business information grid product we're building with EMC. That partnership is really gearing up. We had the first of our executive
council meetings recently, and the more we work together and examine the product that we are calling BIG, the more we realize it
is a truly transformational technology. Our clients have always trusted our Acxiom team to innovate, to build solutions and
capabilities that will help them be more successful. They also look to us for thought leadership and view us as a valued partner. A
senior executive from one of our large retail clients -- and, as a matter of fact, now one of our fastest-growing clients -- told me this
morning herself that very same thing in Little Rock at a meeting. They want Acxiom to continue to provide thought leadership to
their business, as they have plans both in the United States and abroad. The Acxiom team's ability to generate success for our
clients is a big reason we have survived and prospered over the long haul. Over the years, many of our competitors have fallen by
the wayside. That has usually been because they did not make the investments and do the things necessary to continue to effectively
serve their customers in the marketplace. There's no doubt there are a lot of encouraging things going on right now at Acxiom --
solid results, a strong pipeline, many reasons for optimism. I am pleased to report that our team has Acxiom on the right path to
deliver the products, solutions and offerings that our clients want and need. And that will generate the financial results that our
shareholders deserve. Have no doubt, we remain very focused on and confident in the future of Acxiom. We fully expect fiscal
2007 to represent the next important step along the path to delivering long-term shareholder value. Thanks for your time and
interest in Acxiom. And with that, I will turn it back to Rodger.
Rodger Kline:
Thanks, Charles. And I would like to add my welcome to Frank. We're very glad to have Frank on the team, and I am certainly very
happy that you are on board. Now, let's move to slide four, which is the income statement for the quarter. Revenue for the quarter
increased 7% compared to Q4 of last year. Acquisitions net of divestitures accounted for 4 percentage points of this increase.
Income from operations increased by 94%, pre-tax by 77% and net income by 55%. Taxes increased, due to a lower-than-normal
tax rate in the fourth quarter a year ago. EPS of $0.26 compares to $0.16 for the fourth quarter a year ago, an increase of 63%. I
should point out that the amortization of intangibles relating to acquisitions was 2.3 million in the quarter, up from 1.4 million a
year ago. That reduced EPS by $0.016 and has now become a much larger number after the recent acquisitions. Also, diluted shares
are down 9% to 89.8 million shares, due to the Company's stock buyback program. And I will discuss more details about that
program later in my comments. Moving to slide five, we will look at the summary income statement for the full fiscal year.
Revenue grew 9%. Acquisitions accounted for 4 percentage points of this increase. Income from operations grew 7% while net
income and EPS reduced by 8% and 4%, respectively. Now, looking at slide six, let's look at results adjusted for the 15.8 million in
net pre-tax unusual charges taken in Q2, associated with our expense reduction program. These charges reduced EPS by $0.12 per
share. Excluding these charges, income from operations grew by 20%, pre-tax income by 13%, net income by 7% and EPS
increased from $0.74 to $0.83, an increase of 12%. I should also note that the amortization of intangibles associated with
acquisitions for the full fiscal year were 8.2 million compared to 3.1 million a year ago. This non-cash charge reduced EPS by
about $0.06 for the fiscal year. Moving on to slide seven, services revenue grew 9% and data revenue was flat for the quarter.
However, as noted in the footnote, data revenue was up 4% adjusting for changes in the exchange rate and the sale of the German
letter shop. Looking at segment revenues, US services and data grew 10% while international services and data was down 8%.
However, international services and data grew 8% adjusting for changes in exchange rates and the divestiture of the German letter
shop. Now, moving to slide eight, services revenue for the full year grew 14% while data revenue decreased 4%, primarily due to
reductions in data revenues in Europe. Adjusting for the sale of the German letter shop and exchange rate changes, data revenue
decreased 2%. Looking at full-year segment revenue, US services and data grew 14% while international services and data reduced
13%. Again, this reduction was 4% adjusted for changes in exchange rate and the sale of the German letter shop. Moving to slide
nine, we provide supplemental information breaking out IT management services revenue for the US. As you can see for the
quarter, core services excluding IT management services grew 15%, IT management services grew 7% and data grew 2%. Moving
to slide ten, we will look at the full fiscal year supplemental revenue information for the US. Core services excluding IT
management services grew 14%, data grew 2%, and IT management services grew 21%. Now, moving on to expenses, first for the
quarter on slide 11, compared to the fourth quarter a year ago, gross margins improved by 3 percentage points for both services and
data. SG&A expenses were 15% of revenue, compared to 17% a year ago and 16% last quarter. Gains, losses and nonrecurring
items netted to an income of 456,000, resulting from a true-up of prior restructuring items. Interest costs increased due to increased
borrowings, borrowings used to buy back stock and for acquisitions. Other net was an income of $100,000 compared to an income
of 2.4 million a year ago. A year ago, 2.4 million was -- income was primarily interest income due to a tax adjustment. The 100,000
net income this quarter was the net of several items including normal interest income from notes receivable. Now, let's look at slide
12 and the expenses for the full fiscal year. Cost of services reduced 1 percentage point to 77% of revenue, and cost of data was
about flat as a percent of revenue. SG&A, total operating expenses, interest and other net were about flat as a percent of revenue.
Now, let's move to the balance sheet and look at slide 13, which shows selected balance sheet data compared to last quarter. Our
balance sheet showed improvement in many areas again this quarter. In the asset section, AR increased by 0.5 million, which is
about flat with last quarter. DSOs were 68 days at the end of the quarter, which is at or near the record low for DSOs. Property and
equipment, net of depreciation or accumulated depreciation, decreased 5.6 million. Software net of amortization decreased 2.4
million. And purchased software licenses net decreased 1.7 million, all due to more amortization and depreciation than additions.
Looking at liabilities, the primary change was the 54.4 million reduction in long-term obligations due to paydown of the revolver
and paydown of capital leases. So overall, the balance sheet showed nice improvements again this quarter. Now, moving to slide
14, we'll take a look at the cash flow. Operating cash flow was 74.2 million for the fourth quarter, up from 67.8 million a year ago.
Investing activities were down sharply at the end of this quarter. Free cash flow of 52.5 million was strong, as well as EBITDA
growing 31% and 29%, respectively. For the full fiscal year, we set a new company record for operating and free cash flow, and
exceeded 200 million in annual free cash flow for the first time. Also, EBITDA grew 14% for the year. Now, let's move to slide 15.
We provide detailed supplemental cash flow information on the cash flow statement attached to the press release. And I am
highlighting a couple of selected items on this slide. Note that capital lease new additions decreased 9.4 million compared to Q4 a
year ago. Looking at slide 16, which reflects the supplemental cash flow information for the full fiscal year, capital leases were
down 5.3 million in fiscal 2006. And now, looking at slide 17, we have reduced computer-related expenses as a percent of revenue
consistently over the past three years from a peak of 31% of revenue in fiscal 2003 to 22% of revenue for fiscal 2006. It is clear that



we are improving our metrics regarding the cost of computer hardware and software as a percent of revenue. We expect this trend
to continue. Slide 18 shows the sources and uses of cash for the quarter. The primary sources were free cash flow of 52.5 million
and the sale of common stock, which was through stock option exercises of 27.0 million plus 900,000 in payments from
investments that totaled 80.4 million in funds generated. We used the money primarily to pay down the revolver, make other debt
payments and to pay dividends, as shown on the slide. Slide 19 shows the prior 12 months sources and uses of cash. The primary
sources were approximately 241 million from the revolver, 202 million from free cash flow and 59 million from the sale of
common stock. Including the other miscellaneous items, the total funds generated were 510.3 million, and we used the money
primarily to buy back stock, 234 million; for acquisitions, 145 million; and to make debt payments, 111 million; and for dividends,
about 17 million. Now, let's move to slide 20, which shows selected financial roadmap performance for the quarter and fiscal year.
We met our expectations for the quarter. Looking at the full fiscal 2006 actual roadmap performance, as Charles explained, after
disappointing results for Q1, we adjusted our financial roadmap target for international revenue down, but left all of the other
roadmap targets, margins, et cetera, unchanged. In the final analysis, we were able to make up for lost ground after Q1, and we did
achieve all those roadmap targets, except for one, as Charles mentioned, international margin. Also, the final results show that for
all the roadmap targets we met, we came in somewhere between the midpoint or near the midpoint in the high end of the range.
And actually, for operating and free cash flow, we exceeded the high end of the range and set new company records. And we also
achieved our target for return on invested capital. Finally, I will point you to slide 21, which shows selected forward-looking
roadmap targets. These targets for fiscal 2007 and for the long term are the same as previously released, and we have not changed
them. That completes the financial review. We had another very good quarter of financial results on top of the Q2 and Q3 results.
And I will now turn it over to Lee to discuss operations and how we are executing in the marketplace.
Lee Hodges:
Thanks, Rodger. And hi, everyone. And let me add my welcome to you, Frank. Welcome aboard. I would like to spend a few
minutes reviewing our fourth-quarter and overall fiscal 2006 performance in company operations. Clearly, as you have heard, the
upward trend for our business continued in Q4, and we have a strong business plan for the new fiscal year, which I will comment
on in a minute. For today's update -- and you should be on chart 22 -- I will use a format similar to the one I have used before,
covering three areas -- US revenue performance, European results and our expense and margin improvement efforts. And I'll also
add a fourth topic today, a short discussion about what I will call the state of Acxiom's business plan execution. Let's start with our
US business, on chart 23. We posted 14% year-over-year growth in our US business for fiscal 2006 and 10% year-over-year growth
in Q4. Let me give you some of the highlights of that performance. For the fiscal year, financial services, led by Jeff Stalnaker, was
essentially flat. But there was plenty of good news and a couple of encouraging trends in Q4. We closed several important new
deals in the retail banking sector, which is outside our top 10 financial institutions. As you know, retail banking is a strategic focus
area for us in financial services. Some of our new deals in the quarter included risk mitigation solutions, which became part of our
arsenal when we acquired InsightAmerica last year. We have put in place structure and processed to enable aggressive cross-selling
of our new acquisitions' solutions into our traditional client base. We renewed major contracts with several of our largest financial
services clients. And, as Charles mentioned, we built and delivered a new end-to-end grid-based marketing solution for one of our
largest clients. But there were a couple of events that slowed growth in financial services this past year. First, as we told you in Q3,
one of our large clients cut their mailing volumes fairly dramatically. However, I'm happy to report that in Q1, those volumes are on
the increase again. And second, two of our major financial services clients merged. And when we renewed that contract, it was for
a smaller aggregate amount. Mergers in financial services will always be a challenge for us. But on the flip side of the merger
scenario, they can represent new opportunity. One of the other recent mergers of financial institutions involved only one Acxiom
client, and now we have a great opportunity to expand our relationship with the merged institution. In financial services, new
contracts and key contract renewals in the fourth quarter resulted in over $41 million in annual contract value, a strong performance
that gives us confidence we will grow in this key Acxiom industry in fiscal 2007 and beyond. In our other target industries, led by
Marty Sunde, we closed ten significant new deals in the quarter, all at least 500,000 in annual contract value and several much
larger than that, and had contract renewals at another nine clients for a combined annual contract value of, coincidentally, also 41
million -- really, a very solid quarter. And in several of our key industries, we saw double-digit year-over-year growth in Q4. In
automotive, we were up 33%. Our background screening business grew 25%. We grew 11% in media and publishing. And retail, a
large focus industry for Acxiom, was up 10%. From a revenue components standpoint, core US services revenue not including IT
services was up 15% quarter over quarter and 14% for the fiscal year, a very positive and very encouraging performance, thanks in
part to our new digital marketing and fraud and risk mitigation solutions. Our US data business was up 2% year over year in Q4
and 2% for the fiscal year. We have put incentives in place, and we are developing several new and exciting data and analytical
solutions to accelerate data sales in Q1 and throughout fiscal 2007 and beyond. IT services was up 7% in the fourth quarter and
21% for fiscal 2006, another very strong year for IT services. As I told you last quarter, much of this growth ties to our new grid-
based data factory solution. CIOs understand how this unique solution helps better manage costs while improving overall business
performance. And we expect to see continued growth for this niche and proprietary outsourcing solution. Across the board, our US
business remains very solid, and there is a tremendous potential for growth of new and existing client relationships fueled by
traditional and new products, services and packaged industry solutions. Now, turning to topic two, Europe. As you will see on chart
24, we're making progress in Europe. We grew our European revenue by 8% in Q4 year over year, adjusting for exchange rate
differences and the divestiture of our German letter shop. While this is a positive sign, we still have much work to do in Europe,
growing revenues from current products, building a commensurate expense structure and aggressively expanding our product base
to include a services business that leverages our wonderful data capabilities. To accelerate our efforts to build a broader services-
based model, we have asked Dave Allen to return to his native London and run our European businesses. Kevin Zaffaroni has
returned to Little Rock from his two-year European assignment, and will be providing important senior leadership for several
strategic business initiatives. Dave has a broad experience base, having successfully led our multi-industry -- i.e., non-financial
services business -- in the US for the past five years, and is very familiar with the European market from his years in the '90s
running our UK business. Prior to that, Dave has also work at IBM and EDS in the UK. We have a lot of confidence in Dave's
ability to lead us into the next phase of our European business, moving from a business consolidation and integration phase to one
of sustained revenue growth in margin improvement. And under Dave's leadership, we will evolve from a data-dominant business



to an integrated services and solutions-oriented business. With our grid-based CII technology platform now established, we expect
to make steady progress toward that goal over the months and years ahead. We remain very optimistic about Europe. Now, I will
shift to topic three, our ongoing focus on expense management and margin improvement. And this is chart 25. I would like to
revisit the key areas I cited for you last quarter. The first is computer expense as a percentage of total revenue. In Q4, we continued
to see progress, with the ratio falling to 20.8% from 23.2% in Q4 last year. For the full fiscal year, computer and other expense
equaled 22.4% of total revenue, compared with 23.3% the prior year. These savings are as a result of the many improvements we
have made and the implementation of our lower-cost grid infrastructure. To put those savings into perspective, if the full-year FY
2005 ratio had remained flat year to year, we would have incurred $11 million more expense in fiscal 2006. As we move into fiscal
2007, we're making further improvements in our data center operations by investing in ITIL, the IT infrastructure library, the most
widely accepted approach to IT service management in the world. There is a long-term approach to business growth and client
value. Like the approaches we're taking in so many areas of Acxiom, myopic short-term thinking is not what this business needs.
The second expense savings area I will cover is in our US delivery center, where we also focus on overall expense as a percentage
of revenue. We continue to see a positive trend are as well, with total expenses at 12.8% of revenue in Q4, compared to 14.5% in
Q4 last year. For the year, total delivery center expenses were 12.9% compared to 13.5% the prior year. These savings are due
primarily to our improvements in delivery methodologies, standardized work processes and very aggressive resource utilization.
Again, to put that improvement into perspective, had the percentage remained constant from year to year, we would have had $8
million more expense in fiscal 2006. As Rodger mentioned, we continue to see substantial benefits in our ongoing focus on all
expense categories throughout the enterprise. And as we have discussed before, this is an area where we will remain diligent. Now,
let me move briefly to my last topic, and I'm on chart 26. In fiscal 2006, we focused on developing a revised set of business
strategies and related business processes. We have organized our strategies into three broad areas -- preserving, protecting and
growing our current core businesses, expanding into new areas and improving our operational effectiveness. And I have mentioned
several of the strategies in my comments today -- for example, generating increased margin through incremental data sales,
deploying digital marketing solutions to current clients and doing the same with our fraud management and risk mitigation
solutions, growing our services business in Europe, pursuing additional large data factory relationships, building more industry-
specific solutions and improving efficiency in our large delivery center and IT services units. Each of these strategies and the others
we're pursuing have specific components owned by senior leaders. All our business strategies are built around revenue acceleration
and our ongoing efficiency improvement. I can tell you that in fiscal 2007, we are focusing our team on executing these business
strategies and operational plans. I believe we have the right players in the right place deploying the right processes to effectively
execute our business strategy. I am pleased with the strength and depth of the Acxiom leadership team. We have a stabilized
organizational structure, with no major organizational changes taking place. And we have a methodology for business planning that
balances top-down direction with field-driven market insight. So in closing, let me say that fiscal 2007 will be a year of execution
on a well-defined business plan. And with all this now in place, we fully expect to achieve our roadmap. And I am excited and
optimistic about the prospects for a super year. Thanks, everyone, and now I will turn it back over to Rodger.
Rodger Kline:
Thanks, Lee.
Charles Morgan:
Strong close, Lee.
Rodger Kline:
Very good. Now, for a few closing remarks, I would like to update you on the Acxiom stock buyback program. As of today, we
have used approximately 398 million to buy back 21.5 million shares since the program's inception. Since our last update on
January 25th, we have bought back an additional 419,000 shares. For modeling purposes for fiscal 2007, we are now estimating
that the net of interest and other for the full year will be approximately 29 to 31 million in expense, and the weighted average
shares outstanding will be about 90 million. Our cash flow is continuing to be outstanding, with setting the record this fiscal year.
And we plan to continue to use our cash flow primarily to pay down debt, to buy back stock and to pay dividends. I went to remind
you that Charles mentioned on the last conference call that we typically expect 17 to 18% of our annual earnings in the first quarter,
based on historical trends. Several sell-side analysts have not yet published their expectations by quarter for fiscal 2007, so I
wanted to reiterate that there is a definite seasonality to our business, with Q3 almost always our strongest quarter and Q1 our
weakest quarter seasonally. And that is due to the seasonal trends in direct marketing in general, primarily. That concludes our
prepared remarks, and we will now open the floor for a brief question-and-answer period.
Operator:
(OPERATOR INSTRUCTIONS). Brad Eichler, Stephens, Inc.
Brad Eichler:
First, looking at the P&L, your SG&A cost was down pretty dramatically third quarter to fourth quarter, 56 to 50 million. Can you
talk about that? Is 50 million going to be -- how should we think about that expense on a go-forward basis, I guess, is the question.
Rodger Kline:
The expense on a go-forward basis is probably somewhere between those two numbers you saw in Q3 and Q4.
Brad Eichler:
Is there any reason why Q4 was so low?
Rodger Kline:
There was a change in the bonus accrual that primarily affected that number, the difference between those two quarters.
Brad Eichler:
Okay. So something -- was that like a couple of million bucks, and so that will be running 52, 53 on a go-forward basis?
Rodger Kline:
In that ballpark, exactly.



Brad Eichler:
Second, Charles, could you give an update on the EMC deal? Is there a joint selling agreement in place? If there is, what are the
broad details of that?
Charles Morgan:
Well, right now, we have a broad range of activities going on with EMC, not the least of which we are actually having selling
activity going on right now. And if you remember, the essence of the way we're working together is that Acxiom is going to sell
and get revenue for our stuff, and EMC is going to sell and get revenue for their stuff. Even though it is packaged and integrated
together, it makes it a lot simpler, when you think about the fact that we are just coupling two companies' products, and both of us
get our fair share of generated revenue. But I think the more important thing to understand right now is that, as -- I made a
comment about this earlier. As we look at the potential of this product, the business information grid and the more we look at it and
the more opportunities that we see for it, and I can tell you that EMC has now assigned another senior executive to be engaged in
this. And so they are -- at our last Council meeting, we had planned to have our senior oversight meetings twice a year. They now
want to move that to four times a year and double the length of the meetings. So both companies are ramping up focus, and we are
having substantial -- as a matter of fact, I have a partner discussion going on. My day tomorrow is going to be engaged in a partner
discussion with another potential partner that we bring into this thing. So the excitement is ramping up. The thing, actually, we're
trying to do right now, what EMC says is we don't have something to go deliver behind a firewall today. And there's so much
excitement being generated that EMC teams are saying their biggest problem is beating off their sales guys and telling them, no, we
don't have anything to sell yet. But we will soon, and it is a very, very exciting product.
Brad Eichler:
US data -- and Lee touched on this a little bit -- was up 2% year over year. Anything going on in the industry? Or is it just a soft
quarter overall?
Lee Hodges:
There is nothing that we're aware of going on in the industry. It was a little softer quarter than we had hoped for, frankly. InfoBase
was actually up a little bit more than the total data average. So we were not totally pleased with it, but we're going to recover from
it. And that is, in some part, what is behind the additional incentives we're putting in place for dealers and resellers in this quarter
and our emphasis on rapid development of some additional products and analytics products as well.
Charles Morgan:
And that's the other thing we are doing there, is we mentioned -- we put Bill Park in charge of not only the e- products but the data
products. And he is well in process of ramping up focus in that area, both on the selling and development team. I'm saying the same
thing Lee is saying.
Operator:
Todd Van Fleet, First Analysis.
Todd Van Fleet:
I just want to dig in a little bit further here on the sequential results from Q3 to Q4. The top line was $3 million weaker, but yet the
operating income line was about $8 million weaker. And I think you just said that there were bonus accrual expenses in Q3 that
didn't necessarily recur in Q4. So, assuming that you got the full benefit in Q4 of the expense reduction, the [7] million and some-
odd annualized expense reductions that you are working toward, assuming that you got the full benefit in both Q3 in Q4, I guess
I'm wondering why the Q4 expense picture would not have looked better than what we saw here.
Rodger Kline:
There was also an increase in payroll expenses. We had a salary increase that actually had been delayed, the schedule for it had, and
it was effective January 1st. And we also see the increased payroll taxes in Q1, due to the FICA max being reached for a number of
individuals in the fourth quarter. So we have more taxes there. So those are the main things. And the bonus accrual did also impact
it.
Charles Morgan:
We had a slight increase in pass-through data revenue as well, in the quarter, that, while it's good for us and good for our client, it
dampens margins just a touch.
Todd Van Fleet:
So you did get the full benefit of the expense reductions, though, in Q4, that you --?
Rodger Kline:
Yes, we did.
Charles Morgan:
Yes.
Todd Van Fleet:
And then, I guess the bonus accrual that occurred in Q3 did not recur in Q4, but the fact that that expense went away was not
enough to offset the increase in costs resulting from the payroll and salary increases and so forth?
Charles Morgan:
Right, but I just think the other thing you have got to remember is, with an engine with as many moving parts as this company has,
there are always little quarter-to-quarter variations in revenue we know about, but also in expense. So there's nothing that you can
look at and say there's any negative trend going on here. It's just you'll see quarter-to-quarter variations that happen all the time.
Todd Van Fleet:
That's fine. If I could follow up, then, with just a question on the top line, then, with respect to the new business activity that was
reported for the full fiscal year as well as the committed pipeline activity, if you look at both of those figures for both fiscal 2005



and fiscal 2006, both of them are down a little bit year over year. And we saw, of course, that you did have some organic growth on
the top line from 2005 to 2006. I'm just wondering, why wouldn't we expect to see, if this company is going to grow looking ahead,
as you indicated it will on the financial roadmap, why shouldn't we expect to see the new business activity and the committed
pipeline activity increase kind of on a rolling four-quarter basis?
Lee Hodges:
Let me see if I can answer your question. I'll just start out by saying we're never satisfied with the level of our pipeline, but I will
offer you a couple of points on this. We had an inordinately strong contract renewals quarter. A lot of our sales and client
relationship [came time] during the quarter was focused on a number of very important, very significant contract renewals. We
renewed $64 million of annual contract value, which is about $160 million of total contract value during the quarter. And we
focused a lot of our sales time on those efforts. That will hold us in great stead, obviously, going forward. The other thing I would
mention is that the pipeline numbers that we quote, such as in the price release, is not the sum of all the deals that we are working
on. We have a 14-step sales process, the tenth step of which is when Acxiom gets the commitment from the client. But steps 10
through 14 have to do with negotiating the final parts of the deal. So we have many, many deals -- more than we normally would,
proportionately -- below step 10, if you will, deals that we are pursuing but that we are not ready to report to you yet. So, while I
can understand the question -- in fact, we anticipated it -- I think our pipeline is healthy and we had a really good, strong sales
quarter overall.
Charles Morgan:
And also, we might mention that we have had -- recently had a sales rally. We are going through a lot of training, sales training. We
have got a lot of sales incentives going on, and if there's ever been a time when there's more sales activity and excitement going, I
don't know when it is.
Lee Hodges:
I agree. I agree 100% with you.
Charles Morgan:
Absolutely, it's incredible. I mentioned I met with a very large account this morning, and they made me feel good all over, just all
the stuff they are talking about that they want to do and the leadership they are expecting from Acxiom.
Operator:
Brandon Dobell, Credit Suisse.
Brandon Dobell:
Maybe a question for both Charles and Lee. With the focus on keeping the costs down and getting more efficiency, maybe some
perspective on how you guys view the opportunity to offshore some of the apps development, some of the processing, some of the
things that go into building your technology applications, or just the solutions that you guys go out and sell, especially as you think
about rolling more products out on the direct marketing side. And also, I'm not sure if you can give us some color. It's kind of a
broad question. But as you look at the base of customers in some of the major verticals, trying to find a way to think about how
many of your products these guys are buying. So, as you rolled risk mitigation and fraud and the direct marketing and the e-mail
marketing, some sort of a cross-sell ratio, penetration by product, that kind of thing would be helpful to gauge how much runway
you guys have in selling those services.
Charles Morgan:
I know Lee would be delighted to talk about the second one, because he's all excited. That's one of the areas of great activity. We
talk about all the selling going on. Our sales events we have had recently is to introduce our sales guys that have not particularly
sold any marketing products and risk products to these products. But I will let Lee talk about that, and I will talk a little bit about
offshore. We have had some what I would almost call experiments going on offshore on certain areas of our business where there
are more factory-like kind of activities. We have demonstrated successfully to ourselves that we can offshore a number of those
data quality and data management functions. And, while it is inappropriate to announce the details of that here, we will be
continuing to offshore more and more of our work. From a production standpoint, at the same time, we are and have been
offshoring some of our technical work, our software development. We have a couple of business partners in this area. We are
offshoring, for example, a number of the people to be working on the new BIG product with EMC. A number of the software
developers will be offshore. And we continue to look for other opportunities to offshore. Fortunately, our business is growing
rapidly enough that we do not have to think about reducing workforce in the US, that our plan is to gradually offshore a number of
jobs and do it without any workforce reductions in the US.
Lee Hodges:
I will just add just a thought on your second question. We actually have built our sales management system this year and, if you
will, quota plan management system around your very thought, which is that for all of our primary lines of business, our account
executives and industry executives, of which there are 20 in the US that carry the P&L in the US, their business plan actually has
an entry for each of those primary lines of business. So we want our account executives and industry executives to make their total
revenue and profit plan, but we also want them to make it by line of business as well, so that we ensure that we are getting the
penetration in all of our investment areas that we want -- a very important part of our management system now at Acxiom.
Brandon Dobell:
Will that change how we should think about the quota distribution of bonus accruals, or is that just going to be part of the regular
incentive program? It just is kind of scaled up or just kind of driven a little bit differently?
Lee Hodges:
No, it doesn't change the number (multiple speakers). It just changes how you achieve it now.
Brandon Dobell:
And then one final one, if I could, kind on leveraging Todd's question. As you look sequentially from Q3 to Q4, IT management
revenue is pretty much kind of flat quarter on quarter, and obviously a nice big step-up from last year in kind of aggregate revenues



for the fiscal year. But how should we think about that line going forward? Is the current run rate about right? Is there stuff that's
going to roll on, in terms of different phases of contracts that you signed in the past 12 or 18 months that should kind of change that
sequential pattern that we have seen in the last couple or three quarters?
Lee Hodges:
The pipeline -- we have got a number of very significant opportunities in the IT services pipeline right now. I wish I could tell you
all about them, but I will pass on that until we have the opportunity to announce them publicly. I'm very confident we are going to
land a number of these, and you'll see at that time kind of a reacceleration of that growth curve.
Charles Morgan:
You have actually landed some that didn't get in this quarter's revenue.
Lee Hodges:
That's right.
Charles Morgan:
So we will see guaranteed step-up next quarter.
Operator:
Fred Searby, JPMorgan.
Fred Searby:
Charles, you kind of talked about it, and I think you all generally touched upon seasonality. But in looking at how things are
trending, given that we are more than halfway through your first quarter of fiscal 2007, in Europe, are you starting to see an
acceleration, an improving trend, a pickup? And I'm in Canada, so I have not been able to see the press release. But in terms of
European business, are you starting to see some contract growth now in actual -- after you have gotten past the collapsing of some
of the revenues that were lost in the integration? If you could give us some sense of whether there is a pickup there that is
improving throughout the quarter -- this quarter, of course, that we're in right now?
Charles Morgan:
Let me say that what Lee reported on is the fact that if you look at it in euros, like we do our accounting in Europe, and do a
comparison, taking out divestitures, then this is the first time we have reported an up revenue quarter in the history of that business.
So we kept telling you guys we thought we were getting near the bottom. Well, I can say now that we have actually had an up
quarter from a revenue standpoint. We have just put Dave Allen in place back in the UK. Dave Allen was one of the most
successful executives in the history of this business at growing our multi-industry business in the US. He did it by being very
focused on revenue and very focused on building a very talented team of executives around him. And I know this is something that
Lee fought hard to see happen, to get Dave over there, because he believed, as I do, that Dave is going to leverage that asset and do
a great job. So I'd say he is going in at a great time. He has got a business that has clearly bottomed out and showing signs of life
now. And he is, of course, going into it in a time when -- and the summer in Europe is absolutely solidly dead. In August, nobody
works in France. You hate to say everything is wonderful going into the summer in Europe. But I think, if you look at it on an
annualized basis, we will all be celebrating Europe this time next year. Because there are enough great things going on, US clients
going over there, the trends --
Lee Hodges:
Services deals.
Charles Morgan:
-- services deals. We've got our grid stuff going over there. We are now selling and delivering grid-based services. So I shouldn't do
all the talking, Lee. Do you want to --?
Lee Hodges:
No, I agree with everything you said.
Fred Searby:
Let me ask one follow-up question. Obviously, to some degree, this is captured in the contract, the committed contract and the
renewals. But your existing client base, where there's a fair amount of discretionary -- in the past, we have seen that is critical to
your profitability, the discretionary spend on some of the services when you build these data warehouses. What is your sense in
terms of the growth there? I guess broadly US, but your existing clients, how much they intend to increase overall spend with you?
And would it track faster than direct mail and direct marketing? What do you think a good number is there for that organic growth?
Charles Morgan:
Well, I think we have given you part of the answer. A lot of our growth strategy in all these industries is to take all these
investments we have made in digital marketing services and fraud and risk management services, along with our investments in
grid computing, and leverage those into new areas of existing businesses. And early returns are very, very promising in that area.
So we are trying to build a much more diverse business base with all our large clients. You would a lot rather have a dozen products
in a dozen areas of a large client that you're serving, rather than one or two or three. And that is building diversity and a broader
value platform is what we're working on, and that is what we have been alluding to with our sales efforts and our sales plan, our
training and our investment plans. That is what we have been doing, is to build a broader investment base. And we are having --
and I don't know how you would comment on it, Lee, but we are having extraordinary success with that. Now, remember, the sales
typically are not as big on the front end. We sell a data warehouse solution, and we might have a $5 million annual deal. We go in
and sell a fraud/risk solution, which we did to one of our large financial services clients, and it starts off at an annual basis of 2
million -- or I don't know what the number is (multiple speakers) but in this case I think that's about right. You don't get as fast a
ramp as you do, but you're building a real annuity when you go in and sell these things.
Fred Searby:



Are you finding, though, when you sell like the integrated deals -- I had heard you had done well in a couple integrated deals.
When you get Digital Impact, your digital solution, are they just cutting back on the existing budget with you in another area? Or is
it totally added?
Charles Morgan:
Oh, it's totally different areas. No, they are not -- it is not in any way cannibalistic at all.
Lee Hodges:
We had sequential quarterly growth in both our digital business and our risk mitigation services business of 10%. And we expect
that to even accelerate.
Charles Morgan:
That's a quarterly growth.
Lee Hodges:
That's a quarterly --
Charles Morgan:
That's sequential growth.
Lee Hodges:
That's very encouraging, and we are in high gear. I will say this -- we are in high gear on cross-selling those services into existing
clients. But we also are in high gear in selling traditional marketing databases, both for prospects and existing customers, into our
financial services clients as well as to what we call our multi-industry client set as well. So no laying off the throttle on anything
traditional, but we are also adding this focus that Charles described.
Operator:
[Craig Rosenblum], Millbrook Capital.
Craig Rosenblum:
I was wondering if Frank could give us a little more detail on his background, specifically what he has been doing since he left
H&R Block in 2003 and how he came to Acxiom. Was there a formal search process? Was he actively looking? That kind of thing.
Frank Cotroneo:
Sure. I started a consulting company called Core Business Consulting, and I've had various different clients of various sizes,
ranging from Fortune 1000 companies down to private equity-sized companies. I've done not for the last two years and was pretty
successful. And yes, there was a formal search process that started back in December of 2005. And Charles and Lee and Rodger
and I have been talking about what would be the best way to make this happen, and I am very happy it's taken place.
Charles Morgan:
We had a very formal and very extensive search process going on, and we felt it very important to get the absolute right person in
this job. And we are confident we have done that.
Operator:
Rory Connor, Verity Capital Partners.
Rory Connor:
You guys did great beating your roadmap guidance that you put out, even after your disappointing first quarter. You should be
pleased with that. When you talk about entering into constructive dialogue, could that possibly include entertaining offers to sell the
Company? I know you're probably frustrated that Mr. Ubben has not e-mailed you back, as well as anybody should, especially in
light of what has come out recently. But could you just give us a little bit more insight into what you mean by those statements?
Because they are pretty strong statements.
Charles Morgan:
Well, I had been making a regular effort to try to have a constructive dialogue with Jeff. We have one view of our future and our
strategy that obviously doesn't coincide exactly with his. However, as I have also said, and we have said on a number of occasions,
we have listened to Jeff and we have implemented a number of ValueAct's ideas. I have implored -- and I did so in another e-mail I
sent to him today -- I implored him to dialogue with us. I said, how in the world, if you're looking out for the long-term interests of
the shareholders of this enterprise, can you possibly think that not talking to the Directors and not talking to the CEO is going to
help that process? And so we are not looking for offers. We're looking for constructive dialogue that, whether it resolves our
differences or not, at least will gain mutual understanding.
Rory Connor:
Sure, that makes sense. I appreciate it. I'm just wondering -- I think to a certain extent, there's a bit of a backstop on the price of
your stock here, because his offer is out there. And it could probably be argued rather vehemently that your price might not be up
there, had he not made the $23 offer and then increased it, basically bid against himself to increase it to 25. Your results are good
and everything, but there's a bit of a backstop because his offer is out there. So, I mean (multiple speakers).
Charles Morgan:
Well, his offer -- I don't know that his offer -- I don't think anybody considers his offer valid today. But they might, I don't know.
Rory Connor:
I appreciate it. Thanks a bunch.
Operator:
(OPERATOR INSTRUCTIONS). [Robert Rosen], [RLR Focus Fund].
Robert Rosen:



Could you tell me if Stephens is still engaged to examine alternatives to the ValueAct proposal? And the second part to that
question -- with such a strong Board, in your estimation, why wouldn't we as shareholders be better served by Stephens reporting
their findings to either a committee of the Board or just the independent Directors of the Board?
Charles Morgan:
Well, the Board is independent. And they have made their recommendations to the entire Board, and a main player, and our
position is the Board is independent. We only have three non-independent Directors and six independent Directors. So we see no
reason that that independent Board can't look at alternatives as a group.
Robert Rosen:
And is Stephens still engaged?
Charles Morgan:
Yes.
Rodger Kline:
Okay, we've got time for one more question, please.
Operator:
Todd Van Fleet.
Todd Van Fleet:
one, I just want to know when you think you're going to be a full taxpayer on a cash basis?
Rodger Kline:
As of this quarter, we became a tax payer. I don't know if it's at a full rate or not, but it will be next fiscal year.
Todd Van Fleet:
And then I just wanted to figure out again -- I'm having a little bit of trouble understanding the organic revenue growth during the
quarter. If I look at slide four on the presentation, revenue growth overall is 7%, but included in that is 4 percentage points of the
net effect of the acquisitions and divestitures. Is the exchange rate impact in that 7%?
Rodger Kline:
Yes. The negative impact of exchange rate is in that 7%. If you back that out, on that footnote --
Todd Van Fleet:
So should we look at this, really, as 3% organic?
Lee Hodges:
Yes, that's fair. 4 percentage points due to the effect of acquisitions in the quarter, on the quarterly growth rate.
Rodger Kline:
All right, thank you. And with that -- Todd, did we answer your question? I guess he's off. We can talk to you later, if you need
more information. Thank you, and with that will close the question-and-answer period and the conference call. Thank you for your
interest in Acxiom, and we will be available to answer individual questions for a while this evening and tomorrow. Thank you.
Operator:
And this does conclude today's conference call. We thank you for your participation, and you may disconnect at this time.
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