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FRUCHTERMAN: So I got involved in thinking about disability because of uh learning about technology actually in college.  I was at Cal Tech and we were learning how to make smart missiles.  Basically guidance systems for smart missiles.  The idea is that you had a picture of a tank or a airfield that you were supposed to blow up and you represented that in the you know it’s between the nose and the missile.  It had a camera and it would zoom in and uh either you’d find the missile.  It would look around.  It would find the target by doing pattern recognition.  It would zoom in and blow it up.  And I went back to my dorm room and I thought wow, I wonder if there’s more socially beneficial application of this technology.  And then I got essentially my one good idea that I had in college which is that you could use that technology instead of recognizing tanks in the battlefield you could recognize words or letters on a page and read to a blind person.  So I ran to my professors and said I’ve got this great idea you know and have a spinning film disc and a single photo transistor.  This was a long time ago.  And you know we’d be able to recognize letters and then we could you know make it into voice synthesis or something like that and he said well technologies not quite there yet but it’s kind of a cool idea.  So… so I had this idea um went to grad school.  Dropped out to join a private rocket company.  The rocket blew up on the launch pad and I tried to start my own rocket company with my former boss.  We were partners.  And that didn’t get off the ground and so um he said well I have this friend who’s a chip designer at HP Labs and he wants to make a company through… to be built around a chip that would do something really cool.  And so we went out to dinner with uh… with his friend and I said well what… what do you want to do with this chip.  He says well I want to make a chip that can read anything.  I said that would be so cool.  You could make a reading machine for the blind with that.  So it was this you know like great idea from college sort of resurfaced and was the start of my first successful high tech company, Calera, that made OCR that could read anything.  And it’s unusual in the field of assistive technology to not have a direct personal tie to disability and I… I didn’t.  I was just kind of a frustrated inventor who wanted to see this idea come to fruition and uh of course I know tons of people with disabilities but I didn’t have that direct connection that so many people in our field have.

RUCKER: Mmhm.

FRUCHTERMAN: Have in you know as young people, as being a person with a disability themselves or… or having someone they really care about have a disability.

RUCKER: But very early on you decided that there’s a technology answer to all these kinds of problems and that you led into the Calera and uh on into can you tell me about uh Arkenstone.  Is that the next company?

FRUCHTERMAN: Yeah so… so while we were at Calera we were able to invent what was called Omnifont character recognition that didn’t need training.  That was sort of our key technical breakthrough.  And having Omnifont OCR really made a reading machine practical.  It actually made it work quite well.  And so while our scanner still cost I think $40,000 we built a prototype reading machine for the blind.  So it was our scanner/OCR reader which would scan a page and take a picture of it.  Then um our character recognition that was our secret sauce would actually figure out the words and letters on the page and then we would send it over to the PC and we had a first generation Votrax voice synthesizer you know that went you know these are the times that try men’s souls but not that natural sounding and uh so we built this prototype.  I gave a demonstration to our board of directors uh these… every one of our board had invested at least a million dollars in Calera and I gave this demonstration and they said oh, this is cool  Jim, you’re the VP of marketing.  What’s the market size for a reading machine for the blind?  I said well, we’ve done a lot of research.  We think that Xerox is selling about a million dollars a year of their Kurzweil reading machines.  There was this dead silence in the board room as they digested that and then finally one of my investors said and what’s the connection to the $25 million we’ve invested in your firm?  I said well it’s going to be great public relations.  The engineers all think it’s really cool.  Our customers will love us for it and I promise it’ll be a break even million dollar a year business so we won’t lose any money on it.  And they said no, no, no, no.  We’re investing in this company because you promised to make us a lot of money.  You’re aiming at this commercial market for scanning for you know reading tax forms and insurance forms and helping lawyers scan contracts.  Um you know we’re not making money yet.  You know get back to us later after… after you’ve made our investment successful and then we’ll talk.  But right now we don’t want you working on that.  So I went to my um… to my intellectual property lawyer uh Jerry Davis, and I said Jerry um you know the board just vetoed this.  I’d really like to do it.  Um but you know I don’t see how and he said well you know you could start a deliberately non-profit high tech company.  And I… I sort of chuckled because of course most high tech companies are accidentally non-profit.  Um I said oh that sounds… that sounds pretty cool.  Do you think we could do that?  I said yeah.  So uh about this time our venture capitalist brought in I don’t know the fourth CEO of… of Calera and within two months I quit because I wanted to go off and do something new.  And the new CEO was very worried that I would compete against Calera, that I would hire away all their engineers and I said well, I’ll tell you what.  I’ll… I’ll sign a non-compete agreement.  Just give me six months of salary and let me buy your products at a really deep discount so that I could actually make reading machines for the blind.  And so that was the start of Arkenstone.  We incorporated it as a 501(c)(3) non-profit.  The IRS approved it um and within three years we were a $5 million a year profitable social enterprise operating inside a… a 501(c)(3) non-profit.  And it was an unusual model.  We didn’t really know of anyone else who was doing that.  And um it… it seemed to work.  We… our goal was not actually to make money.  So I think we over ten years averaged about a one percent profit margin which meant we barely had enough money to operate the organization.  And we grew really quickly.  I mean we were 40% international.  People were buying reading machines all over the world.  We were big in Europe.  Uh we… whenever we made extra money we would figure out a way to use it for either more R&D or to do a version in Spanish or to do a uh a zero interest loan program for people on welfare on SSI or SSVI you know to… to uh… to help them afford their reading machines.  Um and the… and the great thing was because we attached the Arkenstone Reader to a personal computer personal computers just got better faster and cheaper and so our… our big breakthrough for the Arkenstone sort of reading system was that it cost under $5,000 to make a talking PC into a reading machine.  But as every year went by it went from five to four to three to two and a half to two to 1800 to 1500 to 1200 and as the prices fell the number of people who could afford went from oh maybe there was a hundred people a year getting the Kurzweil reading machine.

RUCKER: Mmhm.

FRUCHTERMAN: And really quickly it was a thou… you know it was a thousand getting our reading system and then by the time it got down to 1200 bucks it was like you know 5,000 people a year getting reading systems.  And so suddenly we had put the reading machine that everyone wanted, because they’d all read about the Kurzweil and they all wanted it but they just couldn’t afford over ten grand, now we put it within their… their means.  Another breakthrough… should I just keep going?

RUCKER: Mmhm.  Yes.

FRUCHTERMAN: Okay.  Another breakthrough that we made is uh we weren’t sure about how to distribute Arkenstone reading machines and so I originally thought we would have a network of engineering volunteers – people like me who wanted to do something for people with disabilities and that they would sort of be our… our channel to people with disabilities.  But I spent the first couple of months just talking to a lot of people with disabilities about the reading machine trying to say you know would you like this?  Would it actually help… help you?  And uh how do you think you know you’d like to get it and the message I got loud and clear was that people with disabilities weren’t being hired in those days.

RUCKER: Mmhm.

FRUCHTERMAN: They still faced tremendous challenges.  Uh at the time uh people told me that Telesensory, the largest uh provider of assistive technology, wouldn’t hire blind people for field sales jobs.  I thought that was incredibly ironic.  Here you are you’re selling tools for independence but not that independent.  So we actually built the Arkenstone distribution channel on a network of independent dealers, the majority of whom were people who had vision impairment or a couple where one of the couple was… was visual impaired, and they sold the heck out of those products.  Um and you know I don’t think that people with disabilities are per se necessarily more reliable but somehow when you know a person with disabilities say hey you know I’ve used this reading machine and you know it really works        and it… it just gave us a set of credibility that we couldn’t have accomplished any other way and I think that’s one of the reasons we rocketed to $5 million a year you know.  It’s the only high tech company I’ve ever been associated with that beat its business plan.  And partly because we had low expectations but the need was there.

RUCKER: Uh are we going toward uh Benetech?

FRUCHTERMAN: Um let me tell you about our move to dyslexia.

RUCKER: Good.

FRUCHTERMAN: And then… and then that.  So after a couple of years you know we were… we were selling all over the world.  Selling you know thousands of reading you know systems a year and we decided to do a survey of our customers.  Find out what they really thought, how… how they liked the product.  One of the most unusual outcomes of that was finding out that 15% of our users were dyslexic.  Now we had known anecdotally we had a few dyslexic customers but we had no idea that… that it was that large a percentage and of course everything about our product with one exception was wrong for a dyslexic person.  The one exception was um we had thought it would technically be cool that as the voice synthesizer was speaking the word that we would actually spotlight it visually so that you would actually sort of follow the bouncing ball.  You would see it and hear it at the same time.  This turns out to be the killer feature for people with dyslexia.  Uh learning about it we found out that there are these teaching things like uh Orton-Gillingham or Slimulin that are all around multi modal learning.  So we got that one thing right but everything else about the product was wrong.  It was key word driven.  Everything about the interface talked because we were aiming for blind people.  So we quickly made a complete different version from uh by then we were on the open book reading software.  We made a product called WYNN and the idea um was based on the old word processors had gone from a… a text ___ interface to a what you see is what you get interface and we said well we’ll… we’ll build a what you see is what you need interface and then it got abbreviated as what you need now or WYNN.  But we built that product and it was more mouse driven all that.  And… and of course now um you know far more people with learning disabilities get reading systems than people with vision impairment because there’s a lot more people even with severe learning disabilities than there are with vision impairments.  

And so um and then we… we built a third version of our product aimed at senior citizens.  Uh they did not want computers but they wanted independent reading so we put our scanner and PC into a wooden veneer box that looked more like a piece of stereo equipment and said this… this isn’t a PC.  This is a reading appliance and so uh and that turned out you know that took off.  So anyway after we’d been running uh Arkenstone for ten years we were starting to think about what else could we do?  There was people… we had had an idea for a talking GPS for the blind.  We got a patent on that in the early ‘90s.  But we had… we didn’t have enough money to actually bring it to market.  Actually Mike May who is our VP of sales at Arkenstone ended up taking that product when we had to put it on ice and Sendero Systems now actually is actively distributing GPS for the blind and… and he actually managed to make that happen but it took him quite a number of years to get it off the ground.  Uh but I had that sort of experience where we had all these ideas, all these opportunities but we were running essentially a break even $5 million a year company.  We had no extra money to actually put into new projects.  So I was kind of thinking about that.  We had been thinking about the human rights field.  We saw needs there.  We saw this… this big need for good technology where the market was going to fail to go.  Where you know the technology existed but someone had to build the last social mile.  But because it didn’t make any money no one actually bothered.  So we were kind of wrestling with that and we actually wrote a… a business plan that… at Arkenstone in the late ‘90s.  We called it the Benetech plan that was how we were going to expand to other areas when we had to raise money.  And in late ’99 the Silicon Valley was the peak of the dot com bubble and I thought I’ll raise money from all these billionaires.  Well um it was very hard to get their attention and then within a few months they were all not billionaires or just about all of them you know lost a lot of money so that wouldn’t… wasn’t working but this guy came to talk to me and said uh I’d like to buy your reading machine for the blind business from you.  I’d like to buy Arkenstone.  I said well we’re non-profit.  Not interested.  Go away.  Um so he went away.  Two months later he comes back and he says ah, can you tell me your aspirations Jim?  I… this was apparently a negotiating ploy but I didn’t recognize it as such.  I said oh, sure.  I have all these ideas for other projects I’d like to do and I need to find some money for it and he said I’ll tell you what.  I’ll give you $5 million, mostly in cash, and you and your engineers can stay in the non-profit.  We’re going to buy your reading machine for the blind business.  We’re going to buy the Arkenstone name.  Uh you agree to lease back your engineers to us for a year um until we can actually find our own engineers because at the time… peak of the dot com bubble engineers were worth their weight in gold.  It was very hard to recruit them.  And then you can use this money to go off and do other things.  And I liked that idea.  So uh… so in second quarter 2000, which was the quarter where the dot com bubble popped, we sold the Arkenstone reading machine for the blind business and its name to Freedom Scientific which also bought um Henter-Joyce, the maker of JAWS and Blazie Engineering, the maker of a lot of Braille products.  They bought all three companies in 2000, put them together and created Freedom Scientific.  Uh we sold that and um… and I had $5 million to spend on new things.  And we renamed the non-profit  .  

So Benetech is… is going strong.  It’s you know including the Arkenstone years we’re now 21 years old uh and our mission was to go off and do new things with that money to actually see that society really fully benefited from technology.  So… so we had two big ideas that were running around at that time.  Um one was in disability.  I’ll get back to that one in a second and the other was in human rights.  Um we had been kicking around working in the human rights field for years and with a little bit of the… of the money we got from selling Arkenstone we created um open source software for human rights groups and we’re now the leading supplier of open source software of actually probably software that’s designed for the human rights movement in the world.  Uh we’re probably just about the only people who are doing it too so that helps get us to be the biggest.  Um and uh but if you’re a grassroots activist or a truth commission we’re the software people that work for you.  

Uh the other idea um actually came to me via my teenage son Jimmy and you know in late ’99 Jimmy was 14 and uh one night I came home and found a new software program running on our home PC and I had been very direct with my kids.  Don’t download software off the internet.  And so I… I did my who’s been installing software on my PC thing and Jimmy said oh, I did Dad.  And I said well but you know you’re not supposed to download software from the internet.  And he said oh, I didn’t download it from the internet.  I got it from Chris’ mom.  I said oh, you mean uh um Eileen who lives on the corner?  Yeah, yeah.  Um you know Chris gave me this software.  It’s called Napster.  And I’m like oh well, why… well Eileen’s the acting CEO and um and it’s this cool music software.  I said oh great.  Show it to me.  So then Jimmy and I spent an entire hour downloading music over the internet and he was playing ‘90s punk and I was playing Pat Benatar you know when I was… when I was your age we had music like that too.  Um and at the end of the hour I thought hey, I’ve just spent an entire hour with my 14 year old son.  This is miraculous technology.  Huh, whatever it costs, I’m willing to pay.  And I asked Jimmy what it cost.  He said oh, it’s free.  And I went oh, this is so illegal but it’s so cool.  So I called my… my intellectual property lawyer, Jerry Davis and I said Jerry, I just… I just saw this Napster stuff.  We have 40,000 people using Arkenstone reading machines and when Harry Potter comes out you know I know 2,000 of them will all spend three or four hours scanning the same book.  That… that’s several person years of time for a single title.  How about we scan the book once, have someone else proofread it once and then all those thousands of people get the benefit of that without having to invest all that time.  So Jerry went off and came back to me the next day and said it’s legal under the U.S. copyright law and I’m like that is so cool.  When you think there’s something that should be illegal that isn’t but um it… it turned out that in the mid ‘90s um RFB and D, the Library of Congress, the American Association of Publishers had gotten together and passed the Chaffee Amendment uh and that said that a non-profit serving people with bona fide print disabilities in specialized formats could go ahead and make those formats without having to pay royalty, get permission or anything.  So uh and digital text was one of the formats listed in the actual copyright law in addition to audio tape and Braille.  

And so we went and said wow, this is great.  Um the original name of the project was actually Bookster but my lawyer and George Kerscher um uh who had you know a very famous guy in the field both said dumb idea.  Don’t call it that.  Uh but of course the name went like wildfire around… around the blindness community.  They’re like oh, Jim is going to make Bookster.  It’s going to be so cool.  So we came up with the name Bookshare and my lawyer, Jerry, got us in to address the copyright committee of the publishers and so sitting around the table are all the top you know lawyers for all the top publishers and I give them my song and dance on how cool Bookshare is going to be um and the first reaction uh I think it may have come from Allen Adler was uh no one has ever come and told us of their plans to steal our content in advance before.  Oh it’s not theft.  It’s the ____ copyright law.  You guys get to make money here in those social purposes.  So since we went to the publishers a year before launching Bookshare they had a whole year to get used to the idea.  Uh they asked us not to do textbooks.  They were very worried about piracy and they still are you know eight years on they’re still very worried about piracy of textbooks.  Uh and um but the fact that we worked with them, that we inte… you know implemented digital rights management, that we’re kind of I’d say more social DRM than hard DRM.  In other words not hard locks on the content but sort of soft locks.  Um by the time we launched it um the head of AAP sent out an email saying don’t… don’t worry.  We’ve been working with these guys.  They’re legit uh and Bookshare got off to a great start.  After a couple of years um we kept hearing from students and teachers and parents that… that educational material was really, really needed and we went back to the AAP and said hey, you know we laid off for a couple of years but it’s a huge social need and the world didn’t end when Bookshare got launched.  So we started doing um uh basically textbooks and educational material and uh a couple of years after that uh the Department of Ed decided to run a competition to basically see who could deliver books uh more cost effectively to students around the country and we offered to do five times more books for half the price uh that they had been paying so they liked that and that was our Bookshare for Education grant that’s made Bookshare free for all students in the United States.  In the last three years we’ve gone from serving two to three thousand students a year to now where we’re serving more than a hundred thousand students a year.  And the number of books we’ve had has exploded.  You know we went from 15 or 20,000 books to where we’re uh we’re over 90,000 books and… and growing at tens of thousands of books a year.  Uh this year I think because of getting comfortable with us the publishers are now the largest single source of books for Bookshare.

RUCKER: Mmhm.

FRUCHTERMAN: So all the… well almost all of major trade publishers have signed on board to just give us their books and thanks to the genius of George Kerscher where the commercial e-book standard and the daisy standard are really close cousins, a… a publisher like Simon & Schuster comes on board gives us three or four thousand books in e-pub format.  We push a button and now it’s in the daisy format and now people can push a button and it could be in large print or Braille or digital audio and that makes… I think we’ve really managed to revolutionize the revision of accessible books first by harnessing the community or it’s books for the first five or six years of Bookshare were mainly from people with disabilities themselves scanning.  Huge power shift.  Instead of librarians deciding what you should read you decide what you should read and we’ll share it with the entire community.  And now the publishers because they realize that this is an audience that doesn’t read a print book and they keep putting digital rights management on their commercial books that make it impossible for blind and print disabled people to effectively use books they’ll go ahead and let us have those books because they can count on us to actually deliver the books to the people who really need them most and can’t really use the standard print product.  And the other cool thing?  They’re giving us the rights to distribute them outside the United States.  So now Bookshare’s going global.  And so we’re starting to do other languages.  We’ve launched in India.  Uh doing partnerships in other countries.  Trying to spread the same innovation that American copyright law made possible here, make it possible globally and right now they’re negotiating a global treaty to extend those same kind of rights worldwide and allow for free import and export.  And we’re really hopeful about that.  We’re working the world blind union to see that happen.  

But our dream is that every print disabled person on the planet has access to the content they need for education, employment and social inclusion for either free or a locally affordable price.  We’ve got the technology now we actually just have to make sure to make that happen.

RUCKER: Sp do you have any relationship with um Kurzweil?

FRUCHTERMAN: We… we’ve obviously had a really interesting relationship with Ray Kurzweil.  I mean uh our first company, Calera, competed head to head with old… his first company, the Kurzweil reading products at Xerox.  That kind of faded out of the field.  Then his second company started up you know um and… and made the Kurzweil one thousand and three thousand and we competed with them with Open Book and WYNN uh you know he’s on to yet another company with the KNFB but the cool thing is once we got out of the reading machine for the blind business in 2000 um we’ve now started to cooperate with our former top competitor.  And the cool thing is is you get a Kurzweil software product it has a Bookshare interface built right into the software so you can search for a book, download it and read it in your Kurzweil software product without ever leaving it directly from Bookshare.  And I think that’s just the height of irony.  But it’s so cool because now instead of competing we’re working together to see the social mission which of course we always were but now we’re working more closely together.

To realize our vision of everyone in the world getting access to the content they need we have to kind of blow up our old models of assistive technology.  And a lot of people have said well you can write a you know open source version of JAWS and I said well there is an open source version you know… a screen reader for Windows.  You know it’s been written by these Australian guys.  And so I don’t see… at Benetech we don’t see the need to do sort of something similar to what someone else is doing unless we can do it in a dramatically different way.  Uh so Bookshare was a dramatically different way of making books accessible.  Taking a page of Silicon Valley and doing software as a service.  So I’m always looking at sort of Silicon Valley going how can I adapt that cool thing over here to help the people I care about.  So the way I’m thinking is we… we’ve got to work on several things.  One is we have to make software essentially free or nearly free and I think you’re starting to see this with the iPhone having built in accessibility, the iPad having built in accessibility, Android phones and… and pads having built in accessibility.  Um that’s really going to make accessibility globally accessible to the majority of people in the United States who have a kid with a disability who don’t have a PC at home.  I mean that’s still the… that’s still the demographic and you go outside the U.S., go to the developing world.  But people have cellphones and so we have to make the cellphone the vehicle for delivering accessible content.  And so um we have to support the open content movement.  People who choose to make their books and educational materials free.  We have to make sure that they’re accessible.  So I’m working a lot on open content and making it accessible.

We have to work on making images accessible.  As you know more and more people go to the internet for you know exciting, educational content most of that today is inaccessible to blind and visually impaired people and other parts of it is inaccessible to other people with disabilities.  So right now we uh… we and uh the National Center on Accessible Media at WGBH and Daisy Consortium George Kerscher, we’ve just created something called the diagram center.  We’re going to develop open source technology to make it much cheaper and faster to deliver accessible images.  We want to be able to make it possible that anyone with a web browser, a PC, a Mac, a cellphone, a smartphone, whatever, can just go ahead and describe an image and someone get the benefit of that.  And so we’re actually systematically working on all these different pieces. 

Gregg Vanderheiden at the University of Wisconsin Trace Center uh coined the term raising the floor.  He wants you know it’s another aspect of this whole idea of getting everyone the basic accessibility they need to be successful so that barriers to access to information are no longer something that’s holding people with disabilities back from education, employment and being part of society.  So we’re busy cooking on all these different ideas trying to make them as open as possible – open source, open content, open standards, getting the friction out of the system so that hopefully with the same amount of money that we’re using on accessibility work today globally we can actually ten or a hundred times more accessibility.  And I think that’s the power the technology offers and it’s one of the reasons why I love being a technologist.  You know why not solve the really big and exciting problems and I know the people in Silicon Valley love to see their technology actually benefiting everybody.  That’s what they really want but they keep kind of running into the problem I ran into with my venture capitalists.  It doesn’t make a lot of money it doesn’t get done.  So on that margin you know when the technology’s like 90 or 95 or 99 percent of the way there we want to bridge that gap and make sure that the software actually benefits all of humanity, not just the top five or ten percent.

Not… not that we’re ambitious about change or anything.

RUCKER: Do you have a relationship with CAST?

FRUCHTERMAN: Uh in… we.

RUCKER: And the AIM project.

FRUCHTERMAN: Well we’re the biggest folks.

RUCKER: Mmhm.

FRUCHTERMAN: That actually operate that so.

RUCKER: Mmhm.

FRUCHTERMAN: So our… so in um IDEA 2004.

RUCKER: Mmhm.

FRUCHTERMAN: Um there were some big reforms aimed at accessible instructional material or AIM and CAST had convened the national file format effort which turned into the NIMAS standard in um… in IDEA 2004.  So what they did is they created a NIMAS standard which is based on Daisy.  So again it’s this convergence of the standards.  Um it could be audio or it could be text but… but the NIMAS standard was really focused on text which is what Bookshare does.  So um and then you put that together with the NIMAC, the National Instructional Materials Accessibility Center, which is a place.  It’s operated by the American Printing House for the blind which is where K12 publishers put all of their textbooks.  And so these two reforms has made really Bookshare really take off.

RUCKER: Mmhm.

FRUCHTERMAN: Because we’re now the largest user by a factor of I don’t know three or four of the NIMAC.  I think we’ve done close to 2,000 text books out of the NIMAC.  We can turn around a text book when we get a request if it’s in the NIMAC we can turn it around in under a week.  Often in one or two days.  

RUCKER: Mmhm.

FRUCHTERMAN: And that’s a miracle compared to the old days where sometimes you might have to spend three, six, nine months working on doing a text book.  But because the publishers are doing all the work upfront it’s very easy for us to turn it into an accessible format.  And so… so there’s some major players in that area.  One is APH that operates the NIMAC.  We’re working closely with them.  CAST is the number one technical assistance and standards operator.  So they’re operating the TA Center.  They’re operating the standards body and so we’re on their you know expert advisory panels.  And of course RFBD is also a major player in this, Recording for the Blind and Dyslexic.  So together I think we’ve made those reforms actually matter to students in school districts around the country so that they actually get their text books because text books are the toughest thing to make accessible.

RUCKER: Mmhm.

FRUCHTERMAN: I mean uh it costs a… under a $100 to add a book to Bookshare if it’s a regular sort of novel or literature book but a text book if we had to start from scratch costs thousands of dollars.  So now because of the NIMACC and NIMAS it makes this go as smoothly as you can imagine. 

RUCKER: Fantastic.  What a great career you’ve had.

FRUCHTERMAN: Well it’s been a lot of fun.  I… I know I kind of waxed eloquent there.  I don’t know how this is working against your time limitations but.

RUCKER: It doesn’t matter.

FRUCHTERMAN: Okay.  [laughter].
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