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I was recently reminded how much 
things can change.  

When I came on board with Stewart 
in August of 2003, my wife Sharon and 
I were brand new parents, and boy do 
I mean NEW. I will never forget the 
1:00 a.m. feedings, the boiling bottles, 
changing toxic diapers, and the 
general realization that we were in  
way over our heads. We were excited 
to be parents, but we never would 
have dreamed how much that little  
life would change our outlook and 
priorities forever. Those changes we 
encountered created opportunities  
to see things in ways we wouldn’t 
ordinarily see them and to do things in 
ways we wouldn’t have ordinarily done 
them. Over the past few years we have 
all had to change and adjust to a new 
outlook in our business.  

Recently, I was visiting with one of 
our agents to discuss their current 

business model and what challenges 
stand in the way of meeting their 
client’s needs. As we concluded our 
meeting, the owner of the agency sat 
back in his chair and commented that 
he never would have expected his 
underwriter to engage his company at 
such a deep level. He was surprised 
that the relationship with Stewart was 
more than a contractual necessity. In 
reality, he was beginning to see it for 
what it is – a partnership. Perhaps for 
the first time this individual agency 
owner did not feel as if he was alone in 
the fight. We spent over an hour 
talking about financial challenges, 
customer relationships, goals and, 
most importantly, a plan of action.  

As the market continues to change, 
we have put together several 
opportunities that will benefit our 
agents as they meet the demands 
within their individual market, both in 
the short and long terms.

STEWART UNIVERSITY®: In the 
coming weeks the inaugural class of 

2011 will graduate from an eight 
month course including subjects like 
Land Descriptions, Easements, 
Defects and Examination Difficulties. 
This exclusive course, developed and 
taught by Warren Laird, provides 
agencies with the tools needed to 
compete at a higher level. By 
equipping themselves with Title 101, 
these graduates will better understand 
the dynamics of underwriting and  
how to ultimately meet the needs of 
their clients.

AGENCYSECURE®: For many  
years Stewart has been a leader in 
technology innovation. We were the 
first to develop a fully integrated 
transaction management system with 
SureClose. We have provided 
production systems like AIM® and 
statewide search operations like Title 
Desk®. But now for the first time we 
are offering a bundle of technology 
specifically designed for the 
independent agency. With increasing 
pressure on agencies to “do more with 
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YOU CALL THE PLAY!
Alabama Agency  
Services Managers
1st down and 10;  
ball on the 50 yard line

Our proven agency consultative 
approach helps you, the quarterback, 
utilize all of our Alabama agency 
resources to gain the most out of every 
play. Your Alabama Agency Services 
manager is your Offensive Coordinator 
providing you with the knowledge, 
expertise, innovation and insight on 
every move you make. Whether you 
are running the ball or airing it out, your 
Agency Services Manager is the one  
to ask. It takes teamwork to win  
the game!

Visit stewart.com/alabama for  
more information on the Alabama 
agency staff.
20 YARD GAIN – WOW!

Alabama  
Underwriting Staff
1st down and 10;  
ball on the 30 yard line

There is a popular saying which goes 
like this: “The best defense is a good 
offense!” It is a well known fact that 
every winning football team has a 
strong offensive line which protects 
you so your team can score more 
touchdowns. Think of Stewart’s 
Alabama underwriting staff as your 
personal offensive line. They are here 
to provide you with protection! Avoid 
getting “sacked” with claims that can 
be prevented. Our underwriting staff 
has your back and can help you 
execute the trickiest title plays caused 
by foreclosure, bankruptcies, probates 
and more. Don’t be caught heading 
into the fourth quarter (end of the 
month) with no time outs and a flag on 

the play (title problems). Allow 
Stewart’s strong underwriting team  
to protect you, the quarterback, so 
you can score more touchdowns 
(closings) with fewer injuries (claims).

Visit stewart.com/alabama for  
more information on the Alabama 
underwriting staff.
8 YARD GAIN – WOW!

Title Desk
2nd down and 2; 
ball on the 22 yard line

Tittle Desk, Stewart’s exclusive 
statewide search system, gives  
you the home field advantage! Easily 
order and track title from any of the  
67 Alabama Counties online, 24/7.  
Get up-to-the minute updates and 
progress reports on large or small files. 
Take advantage of your ability to tackle 
new markets at volume prices. Avoid 
any delay of game penalties with 
streamlined electronic billing and 
integration with production systems 
like SoftPro®, LandTech, TitleExpress 
and AIM®. Title Desk increases 
production, reduces costs and 
provides added liability protection on 
STG files.

If you would like to take advantage 
of Title Desk, huddle up with Michael 
or Warren.
5 YARD GAIN! FIRST DOWN!!

AgencySecure®

1st down and 10;  
ball on the 17 yard line

So, is your front line (title technology) 
protecting you at a reasonable cost? 
Get the first line of defense and use 
AgencySecure. Don’t get sacked with 
title claims or suffer a late hit with 
escrow fraud. AgencySecure is an 
innovative suite of programs that 

enable you to better manage your 
processes to reduce potential claims 
and help protect against theft and 
mortgage fraud at a fraction of your 
current technology cost. Before you 
get penalized, bench your current 
software and call a play that includes 
AgencySecure star players like AIM+®, 
SureClose®, and On-Trac. Now that’s a 
great call!! Do you want to see an 
instant replay on the Jumbo Tron?

Make the right call to hear more 
about AgencySecure, or huddle up 
with Michael and Warren.
9 YARD GAIN! 

Public Relations and  
Marketing Resources
2nd down and 1;  
ball on the 8 yard line

As the quarterback, you need a 
good running back and wide receiver. 
With Stewart, you get seasoned 
marketing professionals, highly  
creative designers, writers, production 
specialists and web developers that 
are at your service and ready to help. 
Go deep with an eye-catching 
marketing campaign that might include 
ready-to-use and pre-designed flyers, 
emails, drop cards and PowerPoint 
templates. Plus, you can customize all 
of these materials with your agency’s 
logo and contact information.

Many of these pieces can be printed 
directly from your office laser printer, a 
local printer or copy store. And to take 
it a step further, you can also create 
brochures, postcards, Flash™ 
presentations and even websites.

Visit stewart.com/alabama for more 
information or huddle up with Michael 
or Warren.
TOUCHDOWN!! PASS PLAY 
DOWN THE MIDDLE! 

OFFICIAL 2011 PLAYBOOK

THE RIGHT PLAYS TO MAKE!

OFFICIAL 2011 PLAYBOOK

Stewart 
Preferred ServicesTM

1st down and 10;  
ball on the 40 yard line

Bad field conditions have been 
made tougher with the simultaneous 
push to reduce costs while keeping  
up with the technology needs of a title 
agency. Stewart is proud to provide 
agencies with a solution to this 
problem with Stewart Preferred 
Services (SPS).

With the double coverage of 
Stewart’s negotiation power and 
technical expertise, SPS tackles 
agencies’ expenses in four zones:

Evaluating and lowering  •	
each agency’s IT and  
business spending

Negotiating with vendors to •	
reduce monthly expenses

Providing and supplementing  •	
IT support to scale for  
business growth

Consulting on back-office  •	
applications as well as  
custom integrations and  
system upgrades

SPS functions as an extension  
of your agency throughout the 
process, working with the company to 
determine what is best for its needs of 
today and tomorrow. Now that’s some 
good yardage for the team!

To learn more about how SPS can 
decrease your operational costs, 
contact them today at requests@
stewartpreferredservices.com, or call 
(866) 880-2658, or huddle up with 
Michael or Warren.
8 YARD GAIN! 

Escrow Account 
Reconciliation Services
2nd down and 2 yards to go; 
ball on the 32 yard line 

Keep that safety out of your 
backfield! Get the best in assistance 
for your escrow accounting 
reconciliation needs with Stewart 
Financial Services (SFS). With 
Stewart’s proven expertise in the 
industry, you can feel confident you 
have a leader safeguarding your 
fiduciary accounts in a timely manner 
that also saves you money.

Visit stewartfinancialservices.net for 
more information or huddle up with 
Michael or Warren.
6 YARD GAIN! FIRST DOWN!!

StewartSitebuilder™

1st down and 10 to go; 
ball on the 26 yard line 

Nothing wrong with a new uniform 
that commands attention! With 
StewartSitebuilder, independent 
agencies can create an effective 
website with the click of a mouse. Give 
yourself a new look with easy-to-use 
templates and a large graphics library 
of professional images that help you 
create a unique web presence. 
StewartSitebuilder services cost a 
minimal one-time setup fee and an 
affordable monthly hosting fee.

Visit stewartsitebuilder.com for more 
information or huddle up with Michael 
or Warren.
7 YARD GAIN!

GFExpressQuote™
2nd down and 3 yards to go; 
ball on the 19 yard line 

So do you have a good sports 
agent? Drive your lender customers to 
your website to create their Good Faith 
Estimates (GFE), complete with title 
premiums and your agency’s fees, with 
GFExpressQuote. The system’s 
reports will allow you to warm up in 
preparation for the handoff of the 
closing to your agency.

Visit gfexpressquote.com for more 
information or huddle up with Michael 
or Warren.
5 YARD GAIN – 1st DOWN! 

Stewart University®

1st down and 10 to go; 
ball on the 14 yard line 

30 seconds left and the game’s on 
the line. You have one play to make 
and you have to move the ball into the 
end zone. Stewart University will give 
your team the strength training you 
need to push the ball across the goal 
line. This intensive training camp 
experience will provide some of the 
tools needed to make good decisions 
on the field. Hosted at the Alabama 
State Office in Birmingham, Stewart 
University will challenge the rookie 
while also testing the skills of an 
all-American.

For ways to add depth to your 
roster, huddle up with Michael  
or Warren.
SCORE!!! 14 YARD RUN 
STRAIGHT UP THE MIDDLE! 
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UCC FIXTURE FILINGS
By WarreN lairD 
State Manager and Council

I. INTRODUCTION
The Uniform Commercial Code (UCC) is a body of law 

which attempts to codify and make uniform throughout the 
country all law relating to commercial transactions, such as 
conditional sales, contracts, pledges, secured transactions 
and chattel mortgages. In Alabama, the UCC is codified in 
Title 7 of the Code of Alabama (1975).

The UCC covers personal property transactions, including 
stocks and commercial paper. The main relevance of the 
UCC to real property is in the area of fixtures, as covered in 
Article 9A of Title 7 of the Code. 

“Fixtures” are generally defined in Alabama’s commercial 
code as “goods that have become so related to particular 
real property that an interest in them arises under real 
property law” Code of Alabama (1975) Section 7-9A-102. 
This is not a very explicit definition. Therefore, in determining 
whether or not an article is a fixture, the courts apply the 
following tests:

The manner in which the article is attached to the  •	
real estate. 

The character of the article and its adaption to the  •	
real estate. 

The intention of the parties. •	

Section 7-9A-501 of the revised Uniform Commercial Code 
provides that when a financing statement is filed as a fixture 
filing and the collateral is or is to become fixtures, the proper 
place to file in order to perfect the security interest in the 
goods is in the office where a mortgage on the real estate 
would be filed or recorded. In other words, UCC Financing 
Statements filed as fixture filings are filed in the Office of  
the Judge of Probate in the county where the property  
is situated.

Recording officials index the UCC Financing Statement 
under the name of the debtor and any owner of record 
shown in the financing statement in the same fashion as if the 
latter were the mortgagor in a mortgage of the real estate 
described, and under the name of the secured party as if it 
were the mortgagee. Therefore, a financing statement is to 
be filed in the real estate records of the county in which the 
real property and fixtures are situated and indexed in the 
grantor-grantee/direct-reverse index under the name of the 
party having an interest of record in the described real 
property, thus assuring its appearance in the chain of title. 
However, counties vary in the manner in which they record 
and index UCC Financing Statements. The examiner should 

always be familiar with how fixture filings are recorded and 
indexed in the county in which the land being examined is 
situated. UCC Financing Statements indices should always 
be checked for any filing affecting the land.

Generally, a UCC Financing Statement is effective for a 
period of five years from the date of filing. Code of Alabama 
(1975) Section 7-9A-515(a). There are three (3) exceptions to 
this rule:

If the debtor is a transmitting utility and a financing 1. 
statement so indicates, the financing statement is 
effective until a termination statement is filed;
A real estate mortgage that operates as a fixture filing 2. 
remains effective as a fixture filing until the mortgage is 
released or its effectiveness otherwise terminates as to 
the real estate;
A financing statement covering a manufactured home 3. 
is effective until a termination statement is filed.

A Continuation Statement can be filed or recorded that will 
extend the effective date of a UCC Financing Statement for 
another five years.

II. PRIORITY OF UCC FIxTURE FILINGS OVER PRIOR  
    REAL ESTATE LIENS

A perfected purchase-money security interest in goods that 
become fixtures has priority over a conflicting security interest 
(mortgage) in the same goods if the purchase-money security 
interest is perfected when the debtor receives possession of 
the collateral or within 20 days thereafter. (Ala. Code Section 
7-9A-324). This is where the pitfall occurs as it relates to 
insuring an interest in real estate that is the subject of a UCC 
fixture filing.

III. HOW THE PROBLEM OCCURS
The problem can occur in many different ways. Recently,  

the problem has been most noticeable in foreclosure and  
REO settings. 

For example, O conveys Greenacre to A, who executes a 
mortgage in favor of Local Bank. A decides to replace the 
HVA system. He contracts with a local air and heating 
company to install the new system. The local heating and 
cooling company also helps A secure financing with a finance 
company. A executes a note and security agreement in favor 
of Acme Finance, who also files a UCC Financing Statement 
as a fixture filing in the UCC records of the county’s Probate 
Office in order to perfect its security interest and encumber 
A’s interest in the land and fixtures. A defaults on the 
mortgage to Local Bank. The bank prepares to foreclose and 
requests a foreclosure binder. Either because the UCC 
records are not examined by the abstractor or because 
someone makes an incorrect assumption that the debt 
evidenced by the UCC fixture filing is subordinate to the 

mortgage, the UCC Financing Statement is nowhere to be 
found within the foreclosure binder. The bank forecloses. No 
one is aware of the UCC fixture filing until either: 1) Acme 
Finance calls the bank to collect; 2) Acme Financer shows up 
on the property to repossess the equipment that can be 
removed without causing damage to the property; or 3) the 
property is being sold by the bank that foreclosed.

In this example, the UCC fixture filing represents a 
perfected purchase-money security interest in fixtures. As 
such, and to the limited extent of the fixtures it encumbers, 
the fixture filing has priority over the mortgage. Therefore, 
Acme Finance is entitled to be paid by the Local Bank, who 
is the foreclosing lender, if Local Bank wants to keep the 
heating and air systems in place. Alternatively, Acme Finance 
is entitled to repossess the equipment for nonpayment if 
Local Bank chooses to ignore the lien.

If the property is being sold and the UCC continues to be 
ignored, consequences creating a loss will occur.

IV. HOW TO PREVENT A LOSS
There are several things you should do to prevent a loss  

of this nature:

Be sure that your examiners and abstractors are  1. 
familiar with the manner in which UCC fixture filings  
are recorded and indexed in the county in which the 
property being examined is situated;
Be sure that your examiners and abstractors are 2. 
running the UCC indexes and the grantor-grantee/
direct-reverse indexes for UCC fixture filings;

Be sure that your examiners, abstractors and agency 3. 
staff understand that a foreclosure will not cut off the 
rights of a creditor under a UCC fixture filing that is 
recorded subsequent to the mortgage being 
foreclosed if the debt secured by the property 
described in the fixture filing was incurred to purchase 
the personal property that subsequently became a 
fixture on or to the property; 
Refrain from removing a financing statement from 4. 
either Schedule B-1 or B-2 of the Commitment 
because of a foreclosure of a prior mortgage; 
When a UCC Financing Statement is given or assigned 5. 
to a creditor or assignee as collateral is discovered 
from the search, and it is determined that the UCC was 
recorded or filed as a fixture filing, the following 
requirement must be made: 
“Payment and cancellation of that certain UCC 
Financing Statement with ____________ as secured 
party and _______________ as debtor, filed in the 
office of the Judge of Probate of ___________ 
County, Alabama on_____________, and recorded as 
UCC # __________________________/ in Volume 
______, Page ______.”

If you need assistance determining whether a UCC 
Financing Statement is filed as a fixture filing or a personal 
property filing, or if you have any questions at all concerning 
this or any other topic of concern, please do not hesitate to 
call the State Office.

Southeastern District Gets a New Manager
Beginning on October 1, we will have a new District Manager in the Southeastern District, which 
is comprised of Alabama, Georgia and the Carolinas. Peggy Powell announced in September that 
she is returning full time to her position as South Carolina State Manager. We wish Peggy well 
and thank her for all of the support she has given to the Alabama agency management staff.  
We will miss her.  

Tracey Webb, Georgia State Manager, will succeed Peggy as District Manager. Tracey is a  
graduate of Texas A&M University with a degree in accounting. She began her career with 
Stewart in 1988 in the Audit Services Department and is a Certified Public Accountant. For the 

past fifteen years, Tracey has focused on independent agency operations for Stewart in Georgia. Tracey is a past 
Director and past Treasurer for the local Land Title Association and is active in various industry organizations. 

Congratulations Tracey! We are looking forward to working with you! 

TRACEY WEBB
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A MERS PRIMER
By MastoN e. MartiN, Jr. 
STGC Claims Counsel

Doubtless, you are familiar with the following language 
appearing in an increasing number of mortgages: “MERS” is 
Mortgage Electronic Registration Systems, Inc. MERS is a 
separate corporation that is acting solely as a nominee for 
Lender and Lender’s successors and assigns. MERS is the 
mortgagee under this Security Instrument. . . .”

What does that mean, and why does it matter? The 
information below is intended to assist you in answering 
those questions.

What is the function of MERS?
MERS was created by the mortgage banking industry to 

streamline the mortgage process by using an electronic 
database to register mortgage loans in the MERS System. 
The ultimate aim is to eventually register every mortgage 
loan originated in the United States. The mortgage is first 
recorded in the land records to perfect the mortgage lien. It 
is then registered in the MERS System.

What is the benefit of the MERS System?
MERS is the nominee in the land records for the lender 

and servicer. Registering the loan on the MERS System 
eliminates the need for future assignments in the land 
records due to the fact that MERS remains the mortgagee 
each time servicing is traded or the beneficial owner of the 
mortgage loan changes by endorsement and delivery of the 
promissory note.

What status, if any, does Stewart Title Guaranty Company 
have in MERS?

Stewart is a shareholder of MERS, including, among 
others, ALTA, Fannie Mae, Freddie Mac, Mortgage Bankers 
Association and prominent national mortgage lenders.

Does MERS foreclose the mortgage as nominee  
in the event of default? 

No, the foreclosure is done in the name of the lender. 
MERSCorp, Inc. Membership Rule 8 requires a recorded 
assignment of the mortgage from MERS to the lender in the 
event of foreclosure and when filing a bankruptcy motion for 
relief from stay. 

Have there been legal challenges to the validity of MERS 
mortgages in Alabama foreclosures?

Alabama appellate courts and a Federal court in Alabama 
have held that the mortgage is enforceable and secures the 
repayment of the debt in cases in which MERS is the 
mortgagee as nominee for the lender. See, e.g., Freddie 
MAC v. Brooks, Civil Action No. #:11cv313-WHA (WO) 2011 
U.S. Dist. LEXIS 95152 (M.D. Ala., August 25, 2011) 
(Applying Alabama law and finding foreclosure of MERS 
mortgage valid).

How do I learn more about MERS?
A wealth of information is available at mersinc.org.

Continued from page 1: CHANGE OUT OF THE ORDINARY  

less” we have decided to pull all of these systems together 
into one low cost bundle. Our goal is to increase your 
productivity while reducing your cost and exposure to 
potential claims.

AGENCY DEVELOPMENT: Regardless of the size of an 
agency, there has never been a better time to re-evaluate the 
business systems. We are working with agencies all over 
Alabama to discover new strategies by moving toward a way 
of doing business that promotes order, excitement, 
profitability and growth. Throughout the process, we assist 
the agency in looking at existing systems, budgets, client 
behavior and goals. We work to develop a balanced model 
that produces predictable results with a focus on exceeding 
client expectations. Finally, we walk alongside the agency to 
execute the plan. As your underwriter, we want to leverage 
our collective resources and experience to truly operate as a 
partner with each agency, large and small.

Over the years I have been asked by prospective agents 
“what do you offer?” In 2003, I might have pointed to our 
technology or perhaps some other feature that slightly 
differentiated Stewart from another company. Today however, 
the value we bring to our agents is measured only by the size 
of the problems we solve. In other words, we understand our 
agents’ individual needs and challenges. As a result, we can 
help agents in the development of solutions to fill the needs 
and overcome the challenges.  

Each of these three new initiatives, Stewart University, 
AgencySecure, and Agency Development, are designed to 
grow our agents’ business. Our philosophy is to have the 
best players on the field, not always the most players, but the 
very best. We are proud to be your partner!

2011 TIPS SEMINAR ANNOUNCED
It’s that time of year again – fall is in the air, and the NCAA gridiron is steaming hot with all the football action, 

especially here in Alabama. That means it’s also time for our annual agency seminar!
We will huddle this year at the Wynfrey Hotel located at the Riverchase Galleria in Hoover on Thursday,  

October 13, 2011. Registration will begin at 8:00 a.m. A continental breakfast will be served. The seminar will kick 
off at 8:30 a.m. There are some surprises in store, so we hope you are making plans to attend. 

While the seminar has been approved for 6 hours of CLE credit, including 1 hour of ethics, this year’s seminar is 
also designed for all agents and employees of agents.

If you plan to stay overnight, contact the Wynfrey at  (877) 358-3095 to make your reservations. A block of 
discounted rooms have been set aside for those attending the seminar, but act fast because they won’t last long. 
Mention that you are attending the Stewart seminar to take advantage of the room discount.

Kickoff will begin with economic prognostications for Alabama in the months to come from Ted C. Jones, PhD, 
Senior Vice President-Chief Economist for Stewart Title Guaranty Company and Director of Investor Relations for 
Stewart Information Services Corporation (NYSE-STC). We’ll have some press box commentary from Scott Dickey, 
Vice President of the Alabama Mortgage Bankers Association. Bob McCurley returns this year to discuss some 
new rules of the game. After lunch, we will enjoy the play by play with commercial and residential breakout 
sessions composed of expert panelists from around the state. Afterwards, we’ll look at the preceding year and 
flags on some of the game-day plays in a panel discussion with Mickey and Ann, and moderated by Eddie 
Leitman. We’ll wind everything up with a review of game day statistics as we discuss trust and escrow  
accounting issues.

We’ll also be inducting the inaugural class of Tartan Club members this year and the AgencySecure Users 
Association will have a breakout luncheon.

These are just a few of the big plays in store for this year’s seminar. Use the registration form accompanying this 
issue of the Alabama Quarterly and make your plans to attend today. See you on October 13!

Employee Spotlight

Michael Webber speaks in Houston
At Stewart’s Third Quarter Associates’ Meeting in Houston last month, a diverse and 
distinguished group of leaders assembled for a panel discussion that was broadcast 
company-wide. Alabama’s own Michael Webber was chosen to join four other panelists from 
around the country. Michael’s emphasis was to focus attention on the many challenges our 
agents face in the current real estate market and the development of strategies to overcome 
obstacles. “Our job at Stewart,” Michael said, “is to unlock and remove obstacles that impede 

our agents’ success. Stewart Title is an industry leader in developing solutions.”

Other members of the panel were Mick Goodenough from Western Operations, Tom Konkel from National Title 
Services, Buzz McCray from Eastern Operations and Jason Nadeau from Stewart Lender Services®.

Way to go Michael! We are proud of you!
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2011 AGENCY UNDERWRITING SEMINAR REGISTRATION
PLEASE COMPLETE AND RETURN BY October 7, 2011.
Return to Judy Williams via email at judy.williams@stewart.com or fax at (205) 879-5739.

AGENCY NAME: _________________________________________________________________________________________

____________  Yes, we plan to attend this year’s Agency Underwriting Seminar

____________  No, we will not be able to attend this year’s Agency Underwriting Seminar

NAMES OF THOSE FROM THIS AGENCY WHO WILL BE ATTENDING:

________________________________________________           ________________________________________________ 

________________________________________________           ________________________________________________ 

________________________________________________           ________________________________________________ 

Please take a moment and update your contact information for our records:

ADDRESS: _____________________________________________________________________________________________ 

 _____________________________________________________________________________________________

PHONE: __________________________________________             FAX: __________________________________________ 

WEBSITE ADDRESS: ____________________________________________________________________________________

Please include the following individuals from this agency on all email distributions of  
underwriting bulletins, alerts and other information distributed electronically from the state office:

NAMES                  EMAIL ADDRESS

________________________________________________           ________________________________________________ 

________________________________________________           ________________________________________________ 

________________________________________________           ________________________________________________ 

________________________________________________           ________________________________________________ 

________________________________________________           ________________________________________________ 
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