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PRESENTATION
Unidentified Participant
Hi, everybody. Next up, we have Thomson Reuters. A company needs no introduction, but obviously a leading provider of business information

services. Solutions include highly specialized information-enabling software and tools for legal, tax, accounting, and compliance.

Very pleased to have Steve Assie, General Manager of Global and Large Law Firms, and Gary Bisbee, Head of Investor Relations, here to
provide us with an update. Welcome, gentlemen.

Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

Thank you.

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

Thank you.

QUESTIONS AND ANSWERS
Unidentified Participant

Steve, why don't we jump right into it? What are you seeing from large law firms in terms of how they're adopting Al and the pace of that
innovation? And if you have any data on kind of wallet share within these organizations and how to think about that?

Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

Yeah, well, maybe I'll kick off and then Gary, if you want to provide any data around wallet share, I'll defer to you. | see demand accelerating
significantly. | was at an event just this past week with Chairs and managing partners from some of the world's largest law firms. And they
attended all of our optional sessions around roadmap, where the product's going.

Even two years ago, that didn't happen. We're seeing engagement from the top of the house and all the way down. Every member of the
firms now are interested in generative Al. They see it as a core part of their futures and they see us as a core part of where they're going.
So we have a lot of engagement right now.

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

Yeah, and | don't know that we have a number to quote on wallet share. | think a helpful framework to think about in terms of the Al solutions
in legal from my perspective is we have the traditional markets where we've been the market leader from a market share perspective in the
content-enabled areas, legal research, Westlaw, and we have a major competitor, and on the transactional side of law, practical law, and
there's a number two there.
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We've not seen real change in the dynamic, competitively, we're innovating. Our primary competitor is innovating as well. And the accelerating
growth we've seen serving law firms in our legal business, | think a key driver of that is the upgrade cycle within Westlaw. And so we're
certainly really pleased with how we're doing in that category.

There's also this new, really exciting market, which is Al workflow. And by the way, in those research areas, we are innovating with Al in a
big way, and that's a big driver, one of the big drivers of accelerating revenue. In the Al workflow space, which is largely new and incremental
for us, we did not have a big revenue contribution from workflow software prior to Al that's being disrupted.

The key question is how much of this new market are we winning, and certainly there are other competitors there, some newer Al start-ups,
some of the model providers are adding some capabilities. We're doing really well. The growth of co-counsel is a big driver of our acceleration.
| think we feel good about our positioning there today.

I'd say our strategy in that market is clear, which is to leverage two of what we believe are really important advantages Thomson Reuters
brings in the form of our authoritative content, both on the legal research and transactional side, and our deep base of subject matter experts
through our 2,500 attorney editors, which are important in creating, helping create these Al solutions, but also fine tuning the outputs so
that we can deliver the accuracy that our customers need.

And so | think we feel good about that. How we're doing in that market and are really excited about the next generation version of CoCounsel
that is in beta right now. We've talked a bit about in the last couple of earnings calls.

Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

Can | just piggyback for a moment off of the new category he mentioned, the Al workflow category. | think that one's a very dynamic and
rapidly evolving marketplace. And | think there's -- from my vantage point, there's kind of three tiers of competitors or players in that space.

One is the foundation model providers, like the Anthropics, the Google's Geminis. The other is kind of the wrappers, so just putting a wrapper
around those large language models. And then the third tier is the one that we're moving into with our new generation of CoCounsel, which
is the fiduciary grade Al layer.

And that's taking like Claude Agent SDK's agentic harness and applying that natively to our content. And with the agents that come forth
from that, we're going to be able to do things that we believe no one else in the market is going to be able to do because those agents are
going to be able to adapt in real time and provide output that is grounded in our content.

Unidentified Participant

A pushback | get pretty regularly from some investors is just around the content that you guys have versus content a Harvey or somebody
could go out and train on themselves. Can you give us a bit of an update on how you think about that competitive advantage for Thompson
Reuters?

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

Let me start and happy to have Steve supplement. So first of all, we discussed the Westlaw content advantages and why we believe we've
got durable advantage there on our third quarter conference call in early November last year. So | would urge anyone who really wants to
dig into that to look at the slides and the transcript from that section that we discussed. | think the key takeaway from that is we believe that
it would be incredibly difficult, costly and timely for anyone to replicate anything close to Westlaw and there's several reasons.

First of all, we have 150 to 200 years of this content depending on the market and a lot of that you just can't get. But there's also a lot of
content that we get that isn't available digitally. We add a significant layer of intelligence onto that content through the work that our editors
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do with a number of forms of editorial enhancement. And then we've got software tools and other capabilities we've built up over time that
allow you to make sure that you've considered everything, that it's comprehensive. 99% isn't good enough when you're thinking case law,
because if the other side has a case you've missed, that could be the determining factor in the output of your case.

We also have key tools to prove out accuracy. Keysight, the citator not only helps you find citations, but also is how you determine if a case
was later overruled in part or in total. And so this is a lot more than just scraping some data that's publicly available. The last point I'd make,
in an Al world where you have outputs that are Al generated, it is crucial that you validate what those outputs are before you use them in
the high stakes work that we serve customers.

And Westlaw has the best tools to validate the outputs and make sure that they're not hallucinated. There have been a number of cases of
law firms that have used large language models and come up with outputs that included hallucinations and Westlaw is the best way to make
sure you're not doing that. And we just don't think that that combination of content, editorial enhancement and significant technology tooling
that we've built up is easily replicable.

Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

We also don't really see competitors in the market today, at least not that I'm aware of, trying to replicate that the same depth and breadth
of content that we have. The wrappers, and you mentioned one, are more kind of differentiating at the workflow level, trying to build out
proprietary workflows, and they're also trying to differentiate on Ul, and they hire experts, legal experts to go into firms, and partner with
the firm to drive adoption. But none of them are really trying to replicate that content advantage because they just really don't have the
ability to do that.

Unidentified Participant

| mean, you've obviously seen very strong growth in the legal group, 9% organic growth. How do you kind of think about it in terms of the
different segments? You mentioned the renewal cycle, upgrade cycles. How do you think about the sustainability of that kind of 9% growth?

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

Let me take a first cut at that. So, | get asked a lot, what's the composition of the 9%? And in my former longtime sell-side brain, there's three
ways you could drive revenue growth. You got pricing. You got volume, meaning more users, more people adopting your solution, or you
could have mix, which is selling a higher capability, higher priced version of a product category they already buy.

And | think our legal growth that we've been delivering is a pretty good mix of the three. So we've talked in the past of about 3% price.
Though with some of our newer Al solutions, it's worth noting we're asking for larger price increases than that in multi-year contracts due
to the accelerated pace of innovation we've delivered.

But if you think sort of 3% price, we have a lot of that concept of mix or upgrades. That's Westlaw. That is we launched last August Westlaw
Advantage with the agentic deep research capability. We've seen a tremendous start in terms of adoption or upgrades to Advantage. And
if you looked at we we said on the last call that for the law firm business taking out government, we grew 11% in Q1, up from 9% in Q4 and
8% to 9% through last year. The biggest driver of that 9 to 11 is the strong upgrade cycle at Westlaw Advantage that we've seen through
the first eight, nine months of the adoption of that product.

And then we have volume, meaning more customers adopting new solutions, and that's CoCounsel, the Al assistant, which is the other key
driver of the revenue acceleration we've seen in recent years and recent quarters, along with the Westlaw upgrade cycle. So it's a good
blend of price, volume and mix. And | think we believe that based on the innovation roadmaps we have, based on the runway we have to
continue to drive both upgrades and adoption, | think we feel good about the sustainability of the growth we're delivering in that segment.
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Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

Speaking specifically for my group, we typically have customers push us for long-term contracts. They want those three to five year contracts.
They want to lock in. And so for us, we get that first year uptick. Either it's an upgrade or we're bringing more products in, so we're moving
customers, say, from Westlaw Advantage to CoCounsel Legal, which includes Practical Law Dynamic Toolset and CoCounsel Essentials in
addition to Westlaw Advantage. So we get that first year uptick, but then we also get the benefit of the year-over-year increases because
we're layering more innovation. We're moving faster with our next steps and so we can capture a higher year-over-year increase than we
historically did.

Unidentified Participant

Are there any questions from the audience? Just sticking with pricing, definitely that's one where there's concerns in the market around
pricing as Al evolves? | know you've had some discussions around value or usage-based pricing. Where are you in the explorations at this
point? And how do you kind of think about pricing as the market evolves?

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

Yeah, so first of all, our philosophy as a company is to price for value. And | think there's a lot of products, particularly ones we've had for a
long time. We've got a very good sense of the value it's providing, and we have driven pricing, commensurate with the growth of that over
time.

| think that right now, as Steve said, when you upgrade to a higher tier, you step up to a higher price point. And then with the newer, more
innovative Al solutions, we are seeking higher out-year pricing. And so | think pricing is good. We've acknowledged, | think this may be
more where you're going, like | think a lot of other companies in the software and information data services space.

We are thinking through the potential to add a consumption-based component to pricing at some point in the future. And | think it's logical
in a couple of perspectives, but the obvious one we're asked a lot about is we have a variable cost with usage around the LLM costs and
that's in particular the case with the agentic solutions. And so | think there's some logic to do that.

Now there is no short-term margin imperative to do so, to be clear. The step up in price we get and the faster out-year pricing that we've
gotten historically, those price points were derived based on our understanding of and forecasts around usage and these kind of things.
And we are incredibly good at architecting our solutions to use models that are best suited on thinking about the combination of their
accuracy, their speed to deliver an output, and also cost. And so | think we manage this cost quite well. LLM costs also are not very big in
the grand scheme of our cost structure.

But in light of that and in light of different types of users likely using some of these capabilities with a different intensity based on a lawyer
versus a general counsel or other factors like that. We do think that moving to what will likely still be enterprise, subscription-based, fixed
pricing, but maybe with some usage bands or tiers or something like that is logical. And | think the whole software and information services
world is thinking about this. My guess is we won't do it in the next six months. I'd be surprised if we haven't begun to introduce that in the
next couple of years across many of these newer Al driven products.

Unidentified Participant

Yeah. Is that something customers are thinking about here or customers are still so early in the journey that they're not really focused on
it?
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Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

| mean, | don't know. Gary?

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

We have not introduced this yet to customers and said we're going to do this, but | think certainly we're in the process of socializing it as
are a lot of other companies. And | think we will do it in a thoughtful way, | think in partnership or at least with feedback from our customers
if and when we make the decision to do that. But | think our thought process at this point is the pricing will still largely be enterprise-based.

Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

Yeah, | guess | hesitated for a minute just because | wasn't sure what Gary had shared, but then two -- maybe I'll give another couple of
examples. For a number of customers who have CoCounsel Legal, they're actually contracting with us to actually configure workflows within
CoCounsel Legal. And we've done a number of those internally, but we actually just announced one externally, the Sterne Kessler partnership,
so Sterne Kessler partnered with us. We co-developed a patent claims evaluation analyzer and it runs patent claims through a Section 101
analysis and tells the user whether it's viable or not, bringing that forward.

So, customers might engage with us that way and incur additional cost. In some cases, we actually structure a revenue share for them. So,
there's additional opportunity there. But yeah, we're still in the early stages of conversation about the consumption pricing.

Unidentified Participant

Okay. That sounds good. You touched on token costs in your answer earlier. Maybe we can talk a little bit --

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

Just trying to front run your next question.

Unidentified Participant

Yeah. You knew | was thinking about it. TRI on their last call talked about creating their own kind of large language model specific for legal.
Maybe you can talk a little bit about that initiative and more broadly how you're thinking about working with the other Al model providers
here.

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

Yeah, so I'll have a couple of thoughts. So we talked about Thompson, which is our large language model that we are developing. And
we're doing that through a small acquisition we did in 2024 of a business called Safe Sign. And really, it was a talented team of legal and
computer science experts affiliated with Cambridge University and Harvard University primarily.

They were excited to join us to have access to our content sets. They had gone down the path before we acquired them of beginning to
build a legal-specific language model. We are really encouraged by what we're seeing from the model in terms of accuracy, which on certain
legal tasks has actually matched or surpassed some of the leading frontier models. It's also cheaper to run for us than using a third-party
model. And in many skills or capabilities you use it for, it comes back with an answer significantly more quickly, which is important in the
customer experience, reducing latency in these solutions.
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And so | think we'll triangulate around the concept of accuracy, speed and cost and | think we would hope by the end of this year or as we
move into next year for sure that we will begin to build Thompson into certain capabilities or tasks that our Al solutions deliver, and | think
that will be helpful. We have talked a lot about being relatively model agnostic, meaning that we will use the best models in our solutions,
and we've built our Al architecture in a way that we can swap out models. We've done that a couple of times already in the last few years.

Currently, for our use cases, we find anthropic agentic capabilities to be the best solution. That's what's powering Westlaw Advantage, and
that's also what will power the next-generation version of CoCounsel that's currently in beta. But within that, that really is the orchestration
layer that runs the agentic process. It then could determine, hey, here's the 10 steps we'll do to deliver this answer to this customer. We can
have other models actually actioning the various steps.

So I've gotten asked a lot lately, well, what if Anthropic raises the price? Well, | think, as | alluded to earlier, our engineering labs teams are
constantly testing all these models and really good at optimizing our solutions for the concepts that | said before of accuracy, speed, and
cost. And | think we will -- if someone surpasses what Anthropic is doing, | think we would consider changing, but we obviously have a
strong relationship with them and are really excited about what our products can do powered by their latest agentic models today.

Unidentified Participant

Any questions from the audience?

In the market around Al, Steve, how do you think from your point of view in the business, what do you think the risks and opportunities are
around Al as you kind of look out in that legal business over the next few years?

Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

Well, | think that there are just exceptional risks, and | think that's reflected in the financial results that I'm pleased we keep on delivering
better and better results. | think -- if | think about the categories that my team plays in as an example, like traditional legal research, know
how, those are established categories, we continue to grow those categories.

| think @ major new opportunity for us is this emerging category of Al workflow solutions. And that's where | think the re-architecture of
CoCounsel Legal, taking that from being more of a wrapper around a large language model. And actually embedding Claude Agent SDK
natively in our content so that it can reason in real time and produce these neural autonomous agents is a game changer.

And so as we show customers that, in the early conversations where we show them vision, as we now engage customers in the alpha and
then the beta, the feedback is incredible because they haven't experienced something like that, grounded in the data, trained in the data
with an agent truly moving in real time. | think right now where the wrappers are at is they produce these workflow steps and a lot of other
vendors in the market have workflow builders and they allow innovation teams to go in and create their own workflows for the team.

The challenge with those workflow builders is that over time, as the law changes, they get stale and you need to go in and manually do
them. With our agents now coming out next generation at CoCounsel, they can change in real time. And as the law changes, you see those
agents change. the number of steps they perform, the exact steps they perform. So | think that's a tremendous opportunity for us.

That said, on the risk side, | think | have exceptional respect for the competitors, especially the startups that we have in the market. | think
they're moving very fast. | think they're putting a lot of money into their user applications, the experts that they have supporting them, their
sales teams. And | think they're going to continue to make a lot of noise in the market. And | do think in places they're going to add real
value and I'm hearing good things from customers.
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The thing that | feel good about is that our tools continue to play side by side with them. And my customers will buy CoCounsel Legal and
then they'll buy maybe one or two of those other products. They're signing long-term agreements with me. They're signing maybe a one-year
agreement with one or two of those others and they're kind of experimenting with both and seeing where the value is.

| also think there's an interesting movement in the market right now around the foundation models. You have Anthropic expanding their
Claude for legal sets of plugins. | was on stage last week with Mark Price (sic -Pike), who's the Associate General Counsel at Anthropic, and
he's doing lots of very interesting things. They are not moving into fiduciary grade Al, nor do they have plans to. He made that very clear.
So | think the risk comes from just competitors continually, new entrants every day doing interesting things. But there's always going to be
a place for us.

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

When you ask risks, where | go to is we need to execute. We need to execute from a product perspective. We need to execute from an
engineering perspective. We are moving and innovating faster than TR ever has. But the competition is doing that as well. And so | think if
we innovate and bring our key assets and our content and our deep bench of experts to bear, | think we should be able to create solutions
that are difficult for any of the competitors out there to compete with in this Al workflow space.

But we need to execute. And we also need to execute -- Steve, and our other go-to-market leaders need to execute well. Those of us in
the center need to allocate capital well. | feel like a lot of our performance in the next few years is in our control and we really believe that
and are focused on that and are not arrogant about that. We know we need to continue to accelerate the pace with which we are innovating
and delivering to win in these markets, but | think we feel really good about our ability to do so.

Unidentified Participant
| have more questions than the five minutes | have time for, but is there any questions in the audience one last time? No?
Let's move to the margin side. So | think folks were a little surprised at the 100 basis point margin improvement expectation. You guys

already have very strong margins. Maybe you can talk through how to think about the productivity gains you're seeing and how to think
about that 100 basis points?

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

In my mind, there's three categories. So there's underlying operating leverage the business has, and I'll comment on that. There is some
incremental productivity that we are delivering and excited about the potential to deliver more that we discussed on our fourth-quarter call
in the form of what we're calling reimagining how we work. It is focusing on more automation internally, a lot of that Al-driven. But then the
third category is how much we choose to reinvest in high-return, exciting growth projects.

And the bottom line, before | give you slightly more color. Across the three, we're very confident delivering to the healthy margin expansion
that we've guided for. So Mike Eastwood, our recently retired CFO, used to -- he said a few times on earnings calls, 60% to 65% of our costs
are relatively fixed in the short-term. So think people, wages, compensation, think technology, subscriptions, that kind of thing.

And those are growing, | think, in the 4% to 5% range over time. With inflation, they can move a little bit, but generally, I'd peg them in that
range. If you said 5%, we're growing revenue. This year, our guidance organically is 7.5% to 8%. So on those fixed costs, we are driving

leverage.

On the variable costs, | think it's a reasonable assumption to assume they grow roughly in line with revenue. There's a few like LLM costs
or cloud costs that might be growing faster. There's a number of them that are growing more slowly as well. And so | think if you do the
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back of the envelope arithmetic that suggests, there is very healthy underlying operating leverage in the business. And that hasn't changed
meaningfully in the last 12 months or anything.

We did not provide specific targets for the Reimagine Our Work initiatives, but we have a very structured process internally where we've
invested a lot in the Al tools, in training, and we think fostered a culture of experimentation throughout the company where our employees
are focused on this. And then last year, we layered in a top-down structure to manage and sort of drive this transformation or productivity
initiatives. And there's meaningful savings there.

And the upside to those two to us is it leaves us room to reinvest pretty meaningfully and we're doing so in a lot of categories and we'll
continue to while having the ability to deliver bottom line margin expansion as well.

Unidentified Participant

Let's end on capital allocation.

So TRI recently announced an additional $600 million in share repurchases, a $600 million in return of capital. How are you thinking about
capital allocation at this point in terms of the various buckets?

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

Yeah, so we've talked over the years about having a balanced capital allocation approach and the first non-negotiable is reinvesting in our
business, right? But we're blessed with a strong balance sheet, strong cash flow and so that will always happen. We are committed to
growing the dividend, as you've seen, each of the last five years, we've grown the dividend by 10% a year, and | think this year was our 33rd
or 34th consecutive year of dividend growth.

Strategic M&A remains a real priority, and | think over time will continue to be a big focus. The hurdle rates there are high, not just sort of
strategically and financially, but we also focus a lot on cultural fit. And we don't want to bring in a lot of tech debt, so we're typically looking
for modern technology. And I'd say there's a fifth sort of hurdle as we think about M&A today, which is Al disruption risk.

| have a hard enough time with all of you and all of you dealing with the narratives that we're facing. We don't want to open a new front in
that battle by acquiring something that we weren't really confident had a strong ability to win from Al. But M&A remains a real focus, and |
think we'd like to do M&A.

We also have a history of repurchasing our shares. And today, that is particularly attractive, given where the share price are and where
interest rates is. And so, when we run the returns analysis we do for M&A, for buybacks and for large internal investments, buybacks look
attractive. And | think that was the primary reason we did the billion to return of capital buyback early this year. And while ultimately, these
are board-level decisions. I'm confident our leadership team will continue to discuss capital allocation with the Board and that we will continue
to have this balanced approach of delivering against all of those priorities.

Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

Can | just say one thing in closing? The reason | came here and the message | want to leave is I've never seen -- I've been with the company
for 15 years this week. I've never seen this level of excitement in the customer base, in our sales teams, in all of our back office professionals
as | do right now.

My group has never grown faster in its entire history. | can't remember exactly what we disclosed on the last earnings. | think we said

double-digit growth, which we are seeing. And | think that's a reflection of just the excitement, the partnership with our customers, how
excited they are about what we're seeing in the market right now and the opportunity they had.
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Unidentified Participant

Perfect. All right, great place to end. Thank you very much, gentleman.

Gary Bisbee - Thomson Reuters Corp - Head of Investor Relations

Thank you.

Steve Assie - Thomson Reuters Corp - General Manager, Global Large Law Firms

Thank you.

DISCLAIMER

LSEG 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 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 LSEG 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.

©2026, LSEG. All Rights Reserved.

LSEG ANiivrics



https://www.lseg.com/
https://www.lseg.com/en/contact-us

	Cover Page
	Corporate Participants
	Steve Assie (10 Turns)
	Gary Bisbee (12 Turns)

	PRESENTATION
	1. Unidentified Participant
	2. Steve Assie
	3. Gary Bisbee

	QUESTIONS AND ANSWERS
	1. Unidentified Participant
	2. Steve Assie
	3. Gary Bisbee
	4. Steve Assie
	5. Unidentified Participant
	6. Gary Bisbee
	7. Steve Assie
	8. Unidentified Participant
	9. Gary Bisbee
	10. Steve Assie
	11. Unidentified Participant
	12. Gary Bisbee
	13. Unidentified Participant
	14. Steve Assie
	15. Gary Bisbee
	16. Steve Assie
	17. Unidentified Participant
	18. Gary Bisbee
	19. Unidentified Participant
	20. Gary Bisbee
	21. Unidentified Participant
	22. Steve Assie
	23. Gary Bisbee
	24. Unidentified Participant
	25. Gary Bisbee
	26. Unidentified Participant
	27. Gary Bisbee
	28. Steve Assie
	29. Unidentified Participant
	30. Gary Bisbee
	31. Steve Assie

	Disclaimer

