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A = Jessica Williams
(INAUDIBLE) = Areas that could not be heard due to background noise, tape/phone line quality, muffled speaking, etc.
Q: Testing, one, two.  
A: This is Jessica.

Q: Hi, Jessica, it’s Skip Weeks(sp?), how are you?

A: Good, how are you?

Q: I’m doing well.  Are you still able to chat for a bit before you take off?

A: Sure, we can do that.

Q: Thank you so much for taking some time with me this morning.

A: Oh, sure.

Q: Ah, Sandra(sp?) indicated that you are ah, have a lot of background in SEO(sp?) and that sort of thing and Adwords(sp?) sort of marketing and are ah, working...

A: Some, some, yeah.

Q: Primarily with NTC or on both sides of the house?

A: I only work with NTC.

Q: Okay.  Well, great ah, I’d like to kinda just get a sense of the kinds of things that you would like to see if you had a white sheet of paper and you could build a website from scratch.

A: Okay.   Ah, my first request would be that it’s able to support direct response.
Q: Yep, okay, so are you talking in terms of providing feedback forms and signup forms and those kinds of things?

A: Ah, signup forms, the other, the biggest problem with the NTC product is that it’s very complicated depending on who the audience is that we’re talking to.  So ah, the website would ideally need to be able to segment the audiences very very cleanly so they can easily get to the information that is applicable to them.

Q: Okay and what are the ah, conting- constituencies that you need to address?

A: Uhm, there’s several layers of them.  Uhm, there’s the just high-level PK through 12 audience.  There’s ah, (inaudible)...
Q: Now that is PK through 12 ah, educators or students or parents or what?

A: Well, either one at a high level.  So you have the PK through 12 audience.  You have a college and university audience and there’s the co-academics.  Then there’s another layer of audiences within each of those.  So within PK through 12 you have stakeholders that are consumers, parents, there’s ah, parents of students, the guidance counselors, the registrars, superintendents, administrators.  Ah, same thing on the college and university level.  The information that a registrar is gonna care about is different than what the information that an admissions officer would care about.
Q: Got’cha.

A: And then on top of that, there’s yet another layer of complexity with seven states that we have statewide contracts with and because the contracts are with the state Department of Education, the Departments of Education have picked up the bill for certain functionality for their state and it’s different from each state to another.

Q: Okay.

A: Ah, it’s also going to be different for all of those states than it would be for an institution that just wants to b- do a standard membership (inaudible) not in one of those states.  The benefits are different, the costs are different.
Q: Sure.  And and is it your intention over the you know going forward to try and make that more consistent or do you expect that will al- always be varied quite a bit?

A: Ah, I think it’s always gonna be varied based on the n- the customer’s need.  I mean I I think our our sales approach is always to go in and and give them a best practice recommendation but every state has a different need and what they think they want to accomplish with their statewide vision.

Q: Um-hum.

A: For example Colorado’s statewide vision and Iowa’s were very comprehensive and they included higher ed in that vision.  Ah, West Virginia i- their vision includes private as well as public schools uhm, whereas California they limited their vision to high school and public only and even then they didn’t pick up many of the costs.

Q: I see.

A: So it it really depends on what sort of a budget position the state is in and how much...

Q: Yeah, it sounds like it.
A: Attention and money they want to, they want to give to this project.
Q: Are any of them addressing the workforce component yet?

A: Uhm, that’s becoming a concern on the higher ed end, uhm, where colleges and universities are wanting to be able to send into the workforce.  That didn’t use to be a demand but we’re starting to hear a lot of that.

Q: Okay.

A: Is that what you meant?

Q: Yes.

A: Okay.

Q: So we need to address that in terms of letting them know we can and are interested in responding to that need.

A: Yes.

Q: Okay.  

A: And we left the workforce under the co-academic ah, audience.

Q: Okay.  Perfect.  All right, ah, can I get you to comment on what you might like to see on the Edustructures side?  Or do you even have an opinion on that side of the house?
A: Uhm, (inaudible) really quick.  
Q: Because at the end of the day we’re gonna be integrating NTC and Edustructures into one very unified website...
A: Right.

Q: With a standardized consistent look and feel.

A: Right.  Uhm, yeah, and as far as the look and feel goes I think the direction that Sandra’s given you is fine 'cause I’ve I’ve been moving the NTC print stuff in that d- same direction anyway.

Q: Good.  Okay.

A: Uhm, so everything you see currently as far as look and feel on the current NTC site, we can get rid of.  I mean all that clip art and...

Q: Sure.

A: You know the blue transparencies and and all of that, I’ve already gotten rid of all of that in print so.

Q: Great.

A: Uhm, let’s see.  I think the, the only request I would make about the Edustructure site and the integration is that we’re positioning National Transcript Center as a product correctly.  
Q: Right.

A: I think uhm, the way it currently is with the two sides it’s it’s too often mistaken as still being a company in in its own entity right now.  Uhm...

Q: Right.  Yeah, we’re, I’ve spoken a lot to Sandra about that and we’re, we’re definitely committed to that.

A: Okay.

Q: Any preferences about ah, style, look and feel, navigation, any of that sort of customer facing stuff?

A: Uhm, yes.  Uhm, if you, have you been, have you surfed around on the NTC site very much?

Q: Not too much.

A: Okay.  If, when you have a chance to do that, if you go into the Colorado page...

Q: Um-hum.

A: From the home page there’s those three main segmented audiences...
Q: Right.

A: And it does an okay job of kind of directing you into that info and then down below there’s a list of seven state contacts...

Q: Right.

A: So you get into Colorado that way.  Ah, the way that the Colorado pages are laid out and the navigation where you can navigate by user profile...

Q: Um-hum.

A: I’d like to kind of keep that for NTC.

Q: A- as a standard for all states and all contracts and all content?

A: Yes.  Yep.

Q: Okay, cool.  (Inaudible)...

A: I’d even love to keep that sort of format for the generic PK through 12 people that come in.  But it just makes it very easy that if I’m doing say a direct mail or an internet campaign and I’m only going to direct higher ed registrars uhm, and target them with that campaign, I can then get them right into the landing page that’s applicable to them and they don’t have to go through a bunch of clicks.

Q: Sure.  Yeah.  Good.  Much more likely to not lose them along the way.

A: Yep.  Uhm, I also made some changes to the Colorado pages uhm, as far as like the frequently asked questions, uhm, and there’s a section like about order a transcript where I I turned what used to be a downloadable PDF into actual content on a page.
Q: Okay, HTML.

A: Yeah.  Uhm, a lot of the audience that we’re dealing with with NTC is uhm, a little bit older, they’re,  a lot of the counselors are in their 50’s and don’t have formal computer training and I’ve heard a lot from that audience fear about viruses when they do downloads.

Q: Okay so they’re a little paranoid about that?

A: Uhm, what’s that?

Q: They’re a little paranoid about that?

A: Yeah, and I think they’re paranoid because they don’t know.

Q: Sure.

A: You know where they should be concerned and where they shouldn’t.  Uhm, so I I would like to get away from the dependency on downloads that the site currently has uhm, which is why I imported that information over to HTML and (inaudible).
Q: Yeah, I think that’s a good direction.  Ah, what about explaining the process of what the transcript program can do for people and the benefits th- that sort of thing?

A: Uhm, again it gets a little tough 'cause it’s dependent upon the audience.  Uhm...

Q: But at the highest level it’s it’s all the same, isn’t it?

A: Uhm, let me think about this one.  Yeah, we can do some very very high level benefits such as uhm, well just the benefits of electronic transcripts in a, in a, in and of themselves so that they minimize fraudulent transcripts uhm, they’re much faster, uhm, save institutions time and resources, that sort of stuff.

Q: Right.

A: Uhm, I think when we get down into the competitive advantages where we want to distinguish ourselves from our competitors though it it does get a little bit more geared towards each audience.

Q: Right.  Talk to me about who the ah, significant competitors are out there and what kind of job they’re doing on the web.

A: Uhm, one is National Transcript Center, uhm, or National State Transcript, they get (inaudible).  (Pause) oh, sorry, National Student Clearinghouse.
Q: National Student Clearinghouse?

A: Yeah, the web address is studentclearinghouse.org.  
Q: Okay, I’m there.

A: Okay, uhm, with this I I think they’re doing an okay job segmenting their different audiences like what we would like to do.

Q: Um-hum.

A: Uhm, actually I haven’t navigated their site too very much but once you get off their home page though, uhm, they’re still organized but it starts becoming a little harder to navigate I think.

Q: Yeah.  Are they your biggest competitor?

A: They’re one of the biggest.  Uhm, mostly because of the differences in benefits.  Uhm, National Student Clearinghouse is actually a non-profit and so they don’t charge for their services whereas we do.  But you can also only send within their network whereas NTC allows sending to everyone.  So depending upon the customer need...

Q: Sure.

A: Ah, the other big one is XAP.  And they’re just xap.com.

Q: Z-A-P?

A: Yeah, X-A-P, sorry.

Q: X-A-P.

A: I don’t like their website at all.

Q: Okay.

A: I think it’s a jumbled mess.  It doesn’t direct the eye anywhere, uhm, they do have this three step thing, plan, explore, apply but they don’t really tell you who they’re talking to either.  You know, I think they’re trying to talk to the consumer with their corporate site.
Q: Um-hum.

A: And I don’t want to make the mistake of doing that with our.

Q: Right.

A: Uhm, we try to keep, and I’d like to keep this separate where the corporate site is talking to our constituents either at the state, at the colleges, at the districts, and then we have a separate interface for students and parents.

Q: Right.  Yeah, i- it looks like they’re kind of mixing some things in there.  (Inaudible)...

A: Yeah.  Their messaging is is not clean at all I don’t think.

Q: Yeah.  Okay.  Ah, do you have somewhere ah, your core messaging that you’d like to use on a PDF or some other place that I can get to?

A: Uhm, I do have the content that we did for the Colorado pages in a word document.

Q: Could you email it over to me?

A: Sure.

Q: That’d be cool.

A: I can do that.  Uhm, I may also have the copy that’s underneath uhm, the three main audiences on the current website.  I might have that in PDF somewhere as well.  
Q: Well, send me what you’ve got.  That would be great.

A: Okay.

Q: Ah, so, I’m trying to, okay.  So our main, your main page right now is transcriptcenter.com and if I go down to the bottom and pick Colorado, you’re saying this is how you, where you’ve got K-12 colleges and universities etc, this is kind of the the navigation structure that you’d like to preserve?
A: Yes.

Q: Okay.  And ah...

A: Ah, I’d also like to preserve a nav-pane where ah, where we’re making easy links to the order a transcript site and easy links to signing off and logging in.
Q: Got’cha.  I’m not seeing in your list here ah, a way for people in Colorado, families and students to get to a transcript order.

A: Because they wouldn’t ever be directed to this site.  So students and parents are always directed to the Order A Transcript.com site which is actually a redirect to the sub-domain.

Q: Okay.  So it’s orderatranscript...

A: Dot com.

Q: Dot com.  Okay should we should we...

A: (Inaudible)...

Q: Not have a link if they happen to Google search and end up at NTC and need to get over to this?

A: Uhm, yeah.  I’d love to have a way to just easily get over to orderatranscript.com from the main page.  That would be great.

Q: Okay, well, I guess the bigger question uhm, that’s occurring to me now is ah, would we not want to incorporate orderatranscript.com into the same navigation picture that we’re building for the, the NTC message (inaudible).

A: Ah, yes, I do.

Q: Okay.  Well, I’m not saying that it wouldn’t be separate in terms of having its own URL but I’m, I’m talking about look and feel.  Do we want...
A: Oh, no, no, no.  The look and feel can migrate with everything else, that’s totally fine.

Q: All right, that’s what I’m getting at.

A: Yeah.  No, the only reason that uhm, well, a couple reasons to keep it separate uhm, besides the obvious that you know, when we direct them in it’s a lot of information that’s confusing.

Q: Sure.

A: Uhm, but the other is is that ah, we may negotiate differently with our states about what we, what fees we assess versus what fees the state decides to assess.  So I wouldn’t want a consumer to accidentally end up somewhere within Iowa’s pages where we’re talking to say a high school guidance counselor about sending an out of scope transaction for $5 but then when the student goes on orderatranscript and they place their order, Iowa decided to charge 25.  And so there could be some disconnect there.
Q: Well aren’t they gonna run into that disconnect anyway if they go to orderatranscript.com directly?

A: No because they should only go to orderatranscript.com. 

Q: But we don’t really have any control over how they’re gonna get there.  They could get, I mean are you, are you saying that y- Iowa is offering an orderatranscript.com just for Iowa’s people?

A: Well all of the states order their, all of the states offer their own parameters.
Q: To th- to the parents and students directly?

A: Right, right.

Q: And so, but they all of those families could also go to orderatranscript.com, could they not?

A: That’s the only place that the families should go to.

Q: Okay, well, I’m I’m confused then.  'Cause I just understood you to say that the states are offering their own deal and at the same time we’re offering orderatranscript.com.

A: No, no, sorry, I misunderstood you.  Not their own deal but there, there could be a difference between what we charge our customer versus what the customer decides that we’re going to charge the consumer for them.  (Inaudible)...
Q: So are you saying if an Iowa student comes in here we’re gonna charge him a different rate than a California student?

A: Possibly, yes.

Q: And orderatranscript.com handles all of that automatically?

A: Yes.

Q: Okay.  Then it’ll be transparent.  

A: Yes.

Q: Okay, that’s easy.  Ah, and we’ll know that how?  Because of their address?

A: Yes, we know that based on the institution that they order their transcript from.

Q: Okay.  All right, so all of that logic’s already been worked through and is already functional.

A: Yes.

Q: Cool.

A: Part of the reason why we need to keep the consumers on a separate page as well.

Q: Right.  Ah, well I guess I’m still confused then.  If if we know, it doesn’t matter where they come from based on what they’re going to be asking for, they’re gonna be charged a certain price.  It doesn’t matter how they get to us, right?

A: I think I’m just confusing you more. 

Q: Okay, so, if somebody goes...

A: They’ll order a transcript but the page just needs to stay a separate page to where I can do direct response directing all of my search marketing and Facebook ads, any direct mail that goes out directly to the student I can send them into a page where they don’t have to be segmented into audiences, they’re already segmented, and it gets them right into the orderatranscript interface.

Q: All right and and is there a place that they could find themselves if they Googled elsewhere to get a different result?

A: No.  I’m not doing any search marketing for National Transcript Center corporate site.

Q: Okay.  
A: So anything that comes up for just the NTC site would be purely organic.

Q: Right but...

A: At most it’s not very high because most of the traffic that we’re getting to the corporate site are redirects from Department of Education or direct response.

Q: Perfect, okay.

A: There’s like uhm, .6 percent is search traffic so I’m not really worried about it.

Q: Yeah, okay, great.  All right, ah, back on the question then of ah, the Edustructure’s look and feel of navigation aside from NTC issues, any recommendations or suggestions there?

A: Uhm, I don’t think so.  I haven’t spent a whole lot of time on the site to tell you the truth.
Q: Well, I don’t really want you to look at that site.  I want you to look at best practices industry wide and if there are other things that you’ve seen from other vendors or other competitors or other companies of any kind that you think is really compelling and ah, ought to be considered, those are the kinds of things I’d like to look at, not not at all what we’ve done before.

A: Ah...

Q: You know what can we do better to tell our story, what could we do to provide ah, more intuitive navigation to our different constituencies?
A: Ah, I think one of the things that we probably ought to focus on is ah, w- we’re supposed to be a tech company but we don’t really put, in the past we haven’t put a whole lot of cool technical knowledge behind how we present ourselves online.

Q: Okay.

A: Uhm, I I think that we could improve a great deal there.  Ah...

Q: Are there examples of sites or companies that do a good job in that area that you could recommend to me?

A: Yeah, I’m trying to think.  I, we found a webpage the other day.  I’m trying to remember what it was.  Are you on a Mac or on a PC?

Q: PC.  But I’m using a Mac monitor.  (Laughs).
A: (Laughs).  Ah...

Q: Are you on a Mac or PC?

A: I’m on a Mac.  I stumbled across a site and I can’t remember where I was now the other day and it reminded me a lot of uhm, are you very familiar with Mac’s navigation?

Q: Um-hum.

A: So you know when you open up one of your Finder windows...

Q: Yeah.

A: You can change your view to where you’re viewing ah, all of the folders and kind of that that leopard view...

Q: Right.

A: And then down below it shows you what the actual...

Q: Sure.

A: Web data is?
Q: Sure.

A: And then you can flip through them visually?

Q: Um-hum.

A: I found a website that was doing that.

Q: Oh, cool.

A: And that’s how they did their main segment, segmentation for their navigation.

Q: Interesting.  So it kind of gave you a zoom window down below?

A: Yeah.  Uhm, but even more so it was like each of their sub-pages would come up so there was like ah, a black background for the main portion of the window, the site.  And then each of the sub-pages or audience graphics would come up kind of like a folder would in Finder and as you flip through them you can kind of move from page to page.
Q: Right.

A: Ah, interactively.

Q: So you get kind of a thumbnail that would grow.

A: Right.  That would grow and come forward and then it would move to the side as you move to...

Q: Right.

A: To browse for one.

Q: Yeah, that’s elegant.

A: It was very elegant.  It was really cool.

Q: So is it ah, I assume it was done in Flash?

A: I’m guessing so, yeah.  Uhm, (inaudible) trying to remember where I was.

Q: There’s actually Pearson site that does that in a way, it’s kind of cool, that I ran into last week.

A: Do you remember which one it was?

Q: Uhm, I can find it, I think.  Ah, I’ll h- I’ll probably have to email it to you which I will.

A: Okay.

Q: Any other sites come to mind that ah, we could learn something from?

A: Uhm, I’m a huge fan of Apple’s site.  I don't know if that’s just because I’m a Mac person but.  

Q: Yeah, they’re, they’re clean and easy to navigate, aren’t they?

A: They are.  It’s very easy to find the information you need and it’s ah, visually appealing as well.

Q: Yeah, I have to agree.

A: Uhm, I also really like how Apple, I don't know how they have done this programming-wise but they’re very good at pushing the next piece of information that you need...

Q: Um-hum.

A: Along the bottom or their sidebars and whatnot.

Q: Um-hum.

A: So it’s almost like the website learns what your need is as you navigate through it and then they kind of push more information towards you.

Q: Yeah.

A: I don't know if that’s going too far with our scope but.

Q: Well it’s certainly an ah, a good goal if we can ah, have that level of intuition, that’d be awesome.

A: Um-hum.  Uhm, also if we get into Flash technology or anything where it’s ah, it’s scrolling and and actually doing videos and slideshows and stuff, I I like Apple’s execution.  I think that some of our competitors have tried to do that.  I think Docufide’s the one that made a mess of that.  Let me see if I can find...  No, it wasn’t Docufide.  
Q: Have you bought an iPad yet?

A: An iPad?

Q: iPad?

A: No.  Not yet.  (Laughs).

Q: (Laughs).

A: But my brother’s ah, doing an internship for Apple so I’m kinda holding off to see if I get one out of him (inaudible).

Q: There you go.  It’s not what you know, it’s who you know.

A: Exactly.

Q: (Laughs).  Have you played with one?

A: Yeah.  

Q: They’re cool, aren’t they?

A: They are very cool.  He’s actually writing some uhm, apps for the iPhone using the iPad so when he needs uhm, a designer’s input he comes and brings me the iPad so I get to play with it a little bit.

Q: That’s neat.  

A: Ah, we listed one in that document that we sent over to you that had our competitors.  I thought they did an absolute mess of their Flash technology.  
Q: Did you work with Sandra to put together a competitor matrix for me?

A: Ah, yeah.  She and I and the Product Manager for NTC we all looked at it.
Q: Okay.  So what’s your background, Jessica?

A: Uhm, before here I was over at a company called Datamark, they’re an agency for the education industry, mostly proprietary higher ed.

Q: Okay are they, where are they located?

A: They’re here in Salt Lake.

Q: Oh, okay, interesting.  What did you do for those guys?

A: Oh, I did all sorts of stuff.  I started off ah, managing production and working a lot with creative and ah, direct mail planning and then just kind of moved on from there to the client side.

Q: Okay.

A: Ah, p- a lot of project management, a lot of analytics.
Q: Yeah.  So what analytics are you using for the NTC site right now?

A: Uhm, right now I’m using Google analytics.  
Q: Okay.  They did a nice job with that, haven’t they?

A: Okay, I’m not finding where they put that.

Q: So how long are you on vacation?

A: I will be back on the 13th.

Q: Okay, well...

A: Uhm, what’s your timeline look like?

Q: Uhm, well we’re just kind of moving this down the field as fast as we can.  Ah, I’d just love to you know, maintain kind of an open dialogue with you as we go forward.  I think by oh by the maybe the 1st of June we should be to the point where we’re starting to prototype some things.

A: Okay, cool.

Q: And I’d love your input on you know look and feel and navigation and whatever else you’d like to help with.
A: Sure, yeah, whatever I can help with is great.

Q: Nice.

A: Ah...

Q: I hope you’re going someplace warm.

A: Tobago.

Q: Really?

A: Yeah.

Q: Cool.

A: Yeah, so it’s warm down there and maybe raining still but that’s all right.

Q: Are you gonna scuba dive?

A: Yes.  That’s why we’re going.

Q: Oh my gosh, I’m jealous.  (Laughs).  

A: (Laughs).

Q: That’s not fair.

A: Are you a diver?

Q: Oh, yeah, I’ve been diving since the mid-70’s.  
A: Oh, cool.

Q: Yeah, I love to dive.  That will be fun.  You’ll have to bring some pictures back.

A: Okay, you bet.

Q: Have you seen that ah, Hero Pro?

A: Hero?

Q: It’s a underwater camera.
A: No, who makes that?

Q: You’ve gotta check it out.  Well, it’s it’s Hero, it’s a company called I think it’s called Hero.  But ah, I think they call it the Hero HD Pro.  And they...
A: Oh the one that sits on the helmet.

Q: It can either go on a helmet or you can screw it on to a surfboard or you can hook it to your chest.  Ah, it’s ah, it’s watertight down to I think over 100 feet.  And ah, i- it even records HD, you know 1080p.  So...
A: Huh, yeah, I’m looking at the website now.

Q: And they’re pretty affordable.  I think y- I mean and the reviews have been amazing.  I’ve been really tempted to get one.
A: I’ll have to show that to my fiancé.  He’s the one that’s into video.  I, I’m addicted to the still photography.

Q: Well, they’re both, there’s a place for both and this this camera does still and and video.  So it’s a pretty cool rig.  You can do some, you can go on YouTube and see some videos and (inaudible) has some videos that have been taken with this thing and pretty amazing.
A: Interesting.
Q: It’s also got ah, ah, image stabilization built into it.  Looks like it’s pretty good.

A: Huh.  Great.

Q: If you’re gonna go on a fun trip like that you ought to get some video.

A: Oh yeah, we do.  We both dive with underwater cameras so.

Q: That’s neat.

A: Absolutely.  (Inaudible).  

Q: Okay, anything else I should know?

A: Uhm, I don’t think so.

Q: It’s sure gonna be nice to get all this stuff in one unified look and feel finally.

A: Oh definitely. 

Q: It looks like way too many jumps from different places.

A: Yeah.  Uhm, oh, the only other thing I was gonna suggest is we do end up, I imagine we’re gonna end up keeping quite a few of the downloads even though many can be minimized just because of the number of press releases and white papers and etcetera that are out there.

Q: Right.

A: Uhm, where we need to keep those I I don’t know if it’s gonna make sense for any or all of them but I’d kinda like to look at it as ah, maybe looking at the option of doing what digital magazines have done...

Q: Um-hum.

A: Online rather than in an actual downloadable PDF type thing.

Q: Right.  So you could view them on screen and have page curls when you turn the pages and stuff like that, is that what you’re talking about?

A: Yep.

Q: Yeah.  I’ll ah, I’ll see what I can do to integrate that.

A: Okay.

Q: There shouldn’t be any reason why we have to make anything a download, that we could easily convert all your content.

A: Yeah, and I can, I can see keeping the downloads just where it’s like we need you to download this form, do something with it, and send it back to us.  But if it’s not that and not that circumstance, I just don’t see a need for having all the downloads that we have up there.  It’s just (inaudible).
Q: Well, even in that scenario I would strongly encourage you you know, discourage you from asking anybody to download a form and send it back.  Because we can capture all of that in on- onscreen form and put it in the database and then we can really do something meaningful with it.

A: That would be even better.

Q: That’s way better.

A: Yeah.

Q: You do not want to deal with paper forms ever again if you don’t have to.

A: That would be great.

Q: Yeah.  All right well, it’s been a delight talking to you on the phone and I look forward to meeting you in person and kind of rolling up our sleeves together on this.

A: Absolutely.

Q: Have a super trip and I’ll talk to you when you get back.

A: Okay.

Q: And if you come up with any new brainstorms ah, if you have any spare cycles while you’re gone, drop me an email.

A: Okay, I will.  If I remember where I was when I saw that other website too I’ll shoot you over the link.

Q: Cool.  All right, well have fun and I’ll talk to you soon.

A: Okay, thanks again.

Q: Thanks again, bye bye.

A: Bye.
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