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Operator: 
 
Good morning ladies and gentlemen, and thank you for waiting. At this time, we would 
like to welcome everyone to Kroton Educacional’s 2Q08 earnings conference call. 
Today we have with us Mrs. Alicia Pinheiro, Vice-Chairman Executive and Investor 
Relations Officer and Thiago Ribas, Investor Relations Manager.  
 
We would like to inform you that this event is being recorded and all participants will be 
in listen-only mode during the Company’s presentation. After the Company’s remarks 
are completed, there will be a question and answer session. At that time further 
instructions will be given. Should any participant need assistance during this call, 
please press *0 to reach the operator. 
 
Also, today’s live webcast, both audio and slide show, may be accessed through 
Kroton Educacional’s Investor Relations website at www.kroton.com.br/ir by clicking on 
the banner “Webcast 1Q08”. The following presentation is also available to download 
on the webcast’s platform. The following information is available in Brazilian Reais and 
in BR GAAP, except when otherwise indicated. 
 
Before proceeding, let me mention that forward-looking statements are based on the 
beliefs and assumptions of Kroton management, and on information currently available 
to the Company. They involve risks, uncertainties and assumptions because they relate 
to future events and therefore depend on circumstances that may or may not occur in 
the future.  
 
Investors should understand that general economic conditions, industry conditions and 
other operating factors could also affect the future results of Company and could cause 
results to differ materially from those expressed in such forward-looking statements. 
 
Now, I will turn the conference over to the Vice-Chairman Executive and Investor 
Relations Officer, Mrs. Alicia, who will begin the presentation. Mrs. Alicia, you may 
begin your conference. 
 
Alicia Pinheiro: 
 
Good morning and welcome to the conference call of Kroton Educacional to discuss its 

results for the 2Q08. In the first slide, Kroton posted significant results in the 2Q08, 

in line with its business plan. It continued its strong geographic expansion through a 
multibrand business platform and a sustainable growth strategy in order to offer 
business and academic solutions to diverse segments in the education sector. 
 

The Company already has more than 207,000 students enrolled in its primary and 

secondary education network, which is present in all the states of Brazil, and more than 

35,000 students in its post-secondary education network, with campuses in 6 states. 
 
Kroton's post-secondary operations grew 230.1% in number of students, in relation to 

the 2Q07, from 8 to 25 units, of which 15 were Pitágoras units and 10 were Ined units. 

 

In the next slide, Kroton Educacional is a multibrand educational company, whose 

business model is based on standardized, replicable and scalable systems. Our 

http://www.kroton.com.br/ir
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capacity to align the Company's business solutions allows us to capitalize on the 
diverse opportunities in Brazil's education sector, thus guaranteeing challenging 
business and academic results. 
 
The Company's essence is to identify, through its market intelligence area, the needs 
of the education sector and develop products and services that can be standardized 
and quickly replicated on a large scale. It was the case with our primary and secondary 
education network, which grew and consolidated the Pitágoras brand, and is today the 
benchmark for quality in Brazil. 

 
The same is also true of Kroton's post-secondary education, in which we align the 
teaching methodology to education, the selection and training of faculty, the teaching 
material prepared by the Company, the differentiated teaching cycles and the system 
for evaluating academic performance. 

 
This capacity to offer standardized products to serve the market opportunities is what 
sets Kroton's business model apart and which will sustain our growth when we 
consolidate more than 60 operating units throughout Brazil. The Company is prepared 
to face the challenges of its growth strategy in a sustainable manner and with a long-
term business vision.  
 
Now I go to the slide that we say about our recent track records. I would like to make a 
resume of a strong track record that we had in the last years. On July 23rd, Kroton 
completed one year as a publicly-held company. In this short period, it has made 
impressive achievements. The Company rose more than R$370 million in its IPO and 
accelerated its growth strategy.  
 
In the 3Q07, it started making selective acquisitions with the acquisition of FADOM in 
Divinópolis, Minas Gerais. In the quarter, we obtained authorization from the Ministry of 
Education for two new units. 
 
In the end of 2007, we acquired three more units. Net revenue grew 54%, and net 
income grew 63% in relation to 2006. By the end of the year, post-secondary 
operations accounted for half of Kroton's total revenue. 
 
We started the 1Q08 by consolidating the post-secondary operations, acquiring four 
more units. Approval was given to the share buyback program to serve the stock option 
plan, which is linked to the delivery of results by our main line managers. INADE also 
increased the sale of products and services related to academic performance 
assessments. 
 
In the 2Q08, Kroton went past the mark of 35,000 students in the post-secondary 
operations, and generated net revenues more than primary and secondary education. 
We intensified the academic and managerial transition of the units acquired, and filed 
registration requests with the Ministry of Education for new programs to guarantee the 
growth of these operations in the coming years. Three more new acquisitions were 
made and the number of students tripled in relation to the 2Q07. We launched the post-
secondary educational collection, which will be used from August in our campuses, 
thus ensuring standardization of Kroton's academic model and offering an innovative 
and excusive differential. 
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As can be seen by the set of facts presented, the Company is strongly aligned to its 
strategy and is complying with and delivering the results ahead of schedule. 
 
Slide seven, management focused on the sustainability of Kroton's model. Kroton’s 
business is focused on management of results, which started from the students 
enrolment to guarantee their employability and includes the careful process of class 
preparation and delivery, and the loyalty of our students.  
 
In the next slide, Kroton’s management is very focused in a sustainability of our 
business model. We improved our system of managing processes and people to 
ensure Kroton’s sustainable growth by offering high-class products and services for its 
publics, strengthening the value of its brands and improving the business results. 
 
The management system is structured on four important dimensions: Development, 
focused on the Company's growth through new businesses, new operating units and 
market intelligence; business units, focused on guaranteeing academic 
standardization, student learning to improve their employability, and the return on their 
investment; shared services center, which ensures the smooth functioning of the back 
office, reducing expenses and improving the Company's internal controls; and tutorial 
area, which are responsible for the Company's strategies, guidelines and policies   

 
This differentiated architecture will support Kroton's growth and ensure the best 
management practices, which will add sustainability to our growth. 
 
In the next slide, we are going to talk about our growth strategy for primary and 
secondary education. Kroton has been growing in the primary and secondary 
education segment mainly through its expertise in creating and customizing products 
as well as developing brands that meet specific market needs. 
  
This experience gained from the Pitágoras brand has helped our primary and 
secondary education operations consolidate into one of Brazil's largest private 
networks with high satisfaction and loyalty levels in the associated schools. 
 
Moreover, the results of the academic assessments conducted by INADE, Institute for 
Academic Assessment and Development, show that the Pitágoras network adds value 
to students' learning, further strengthening our brand and that of our partners. Also, 
Pax Editora supplies products and services to Catholic schools and SESI's education 
network, contributing a significant number of students in the segment. 
 
For the public sector, Kroton invested in developing new educational technology to be 
marketed under a new brand in 2009. INADE has been growing in the private 
education segment through its academic assessment services, and has already 
appraised 68,000 students, besides serving schools associated to Kroton's primary, 
secondary and post-secondary network. 
   
In the next slide, about our growth strategy for post-secondary education, Kroton has 
been consolidating its growth in the post-secondary education segment by 
implementing a national-level platform with a great synergy with its primary and 
secondary education operations. Through the inauguration and maturing of its 
campuses and selective acquisitions, it will ensure systematic growth in the coming 
years, always in line with Kroton’s management and academic model. The option to 
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operate in the post-secondary education segment through a multibrand strategy gives 
the Company wide coverage of the segments in the same market. 
 
Youth from medium and lower-medium income segments that have recently completed 
high school are served by the Pitágoras units, which offer more than 30 bachelor's 
degree programs in humanities, management, health and engineering.  
 
Young workers and adults from the lower-medium and lower income segments are 
served by Ined through its short-term post-secondary associate degree on technology, 
specifically designed for the job market. Pitágoras and Ined are also offering post-
graduate degree programs and will offer differentiated distance learning education 
products. 
 
At the end of each academic cycle, we evaluate the performance of our students 
through the assessment system for post-secondary education, developed and applied 
by INADE. This way, we monitor the performance of our students, our academic 
program and share the best practices with all the units, thus guaranteeing quality in the 
learning process and the continuous improvement of the system.  
 
In our platform, we are focused on ensuring the success in enrollment, loyalty, learning 
and employability of our students. With growth leveraged on our business model in 
which the operational and academic aspects are aligned to business results, our post-
secondary operations will grow in a sustainable manner over the coming years, with 
gains in scale.  
 
In the next slide, we explain about growth and maturation of the post-secondary 
education units. Kroton's growth strategy for post-secondary education is being 
implemented mainly through obtaining authorization from the Ministry of Education for 
new units or through selective acquisitions that have the potential to growth with the 
approval of new programs and maturation of existing programs. 
 
With the accreditation of new units from the Ministry of Education, we go through a pre-
operational period that varies between 12 and 15 months. After operations begin, the 
maturation of the unit in number of students and margins happens in four to five years. 
 
By intensifying acquisitions, we reduce the pre-operational phase, and by speeding up 
the authorization request for new programs, we ensure faster growth, reducing the 
margin and student maturation period to three years in the units. 
 
On the other hand, operating costs and margins are impacted in the first year after the 
acquisitions; till the transition to Kroton's model is concluded and new programs are 
started. 
 
Our business model is focused on a strategic platform that enables us to enter cities 
with strong growth potential and which we know well, thanks to our primary and 
secondary education operations, which helps in consolidating our brands. It must be 
highlighted that at the end of the maturation process at the units, both the green fields 
and those acquired units will generate similar returns on investment.  
 
In the next slide, our expansion in the post-secondary education segment. After the 
acquisitions in April 2008, we have 25 post-secondary education units, which was 
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initially the guidance for the end of 2008. We recently obtained authorization from the 
Ministry of Education for a new Ined unit in the city of Contagem in Minas Gerais, 
whose common entrance exam will be conducted in the second half of 2008. This unit 
will bring the total to 26 units. 
 
In the 2Q08, we acquired units in Linhares, Espírito Santo, in Rio de Janeiro, and in 
Rio Claro, in the São Paulo state. The Linhares acquisition will expand our presence in 
Espírito Santo state, which is currently witnessing accelerated economic development. 
Linhares will also share synergies with other Kroton units in the state, in Guarapari and 
Vitória. 
 
The acquisition of Suesc in Rio de Janeiro enabled the Company enter one of Brazil's 
most important economic centers. The Rio unit will be our platform for growth and 
expansion to other cities in the state. 
 
CBTA in Rio Claro, São Paulo, was also an important acquisition because, in addition 
to onsite programs, it had 5,000 vacancies approved by the Ministry of Education for 
associate degree programs through distance learning, and 4,000 vacancies for 
certificate programs through distance learning. 
 
In the next slide, about Kroton’s distance learning products. Kroton will start offering 
post-secondary programs in the distance learning education in the 2H08. There will be 
three business models 
 
The first one will be  Ined brand, post-secondary associate degree programs offered 
100% online, with assessments made once every six months at any  Ined unit in the 
Country. Student enrollment will be mainly from the cities adjacent to Ined campuses. 
 
At Pitágoras, certificate courses in mathematics and history, which will be offered to 
the associated schools in primary and secondary network for teacher training, 
assessments can be made at any Pitágoras unit and it will be100% online. 
 
The other project at Pitágoras will be teacher training courses, Pedagogia that we call 
in Brazil, which classes are transmitted by satellite and personal tutoring at the 
Pitágoras units. Initially, this product will be offered at the Pitágoras units in Minas 
Gerais and, later, in other units in Brazil. 
 
We reiterate that we will start distance learning operations, following the Company's 
strategy of differentiated products and brands, to meet the diverse market demands 
and publics and also in line with our business model. 
 
Now I would like to thank you very much and invite our IR manager, Thiago Ribas to 
present the key financial indicators 
 
Thiago Ribas: 
 
Thank you, Alicia, good morning everyone. The numbers for the 2Q08, reported by 
Kroton yesterday, translate the success of the Company's integrated growth strategy of 
offering educational solutions to diverse segments in the education sector, ensuring 
consistent academic and business results. 



Conference Call Transcript 
2Q08 Results 

Kroton Educacional (KROT11 BZ) 
August 6th, 2008 

 6 

The numbers shown in the following slides are aligned with the proposition of 
sustainable growth and the commitment to deliver to shareholders and investors the 
challenging results expected by them. This quarter, our net revenue grew by 112.2%, 
our EBITDA by 40.4% and adjusted net income by 74.7% in comparison with the same 
period in 2007.  
 
Next slide, one of the key indicators to evaluate the Company's growth is the current 
student enrollment in primary and secondary education as well as post-secondary 
education. In this aspect, Kroton has been proving every quarter, its capacity to meet 
aggressive targets, reducing the operating risk associated with its growth plan. 
 
In the primary and secondary education operations, present in all the states in Brazil, 
the Company offers quality education to more than 207,000 students. The strategy of 
brand segmentation, with solutions tailored to different publics, enabled a 12.9% 
growth in the number of students in the education network in 2008. 
  
This growth was responsible for the 47.5% increase in the net revenue from this 
segment between the 1Q07 and 2Q08, and this, considering that the Company has not 
started primary and secondary education operations in the public sector. 
 
In the post-secondary education segment, Kroton has been expanding its operations 
throughout the country in a sustainable manner, and has 25 units in 6 states. Between 
the 1Q07 and the 2Q08, the average number of students rose 228.1%.  
 
Of the total 35,400 average students in post-secondary education, 31,800 are enrolled 
in bachelor's degree programs offered by Pitágoras, a 252.5% growth, and 3,600 are 
enrolled in the associate degree programs offered by Ined, a 103.7% growth. This mix 
of 89.8% for Pitágoras against 10.2% for Ined should continue till the end of the year. 
  
Next slide, it is always worth remembering the track record of strong growth posted by 
Kroton's post-secondary operations. The 228.1% increase in the average number of 
students and 212.1% increase in the number of units in operation were achieved in a 
quick but sustainable manner through the process of maturation of existing units and 
small selective acquisitions after filing authorization requests for new programs and the 
academic and managerial transition to Kroton's business model. 
 
At the time of the IPO in July 2007, the Company had a little more than 10,000 
students in 8 units.  By the end of 2007, it had 18,000 final students in 17 units. The 
1Q08 recorded an average of 23,500 students and at the end of the 2Q08, the number 
had risen to 35,000, a 50.4% growth in just three months.  
 
By the end of the 2Q, the Company already operated more than 25 units, in 
accordance with its guidance for the end of 2008. It now reiterates its guidance of 
55,000 students by the end of this year, equivalent to an average of 40,000 students. 
 
Next slide, net revenue. In the 2Q08, Kroton's net revenue totaled R$70.2 million, 
112.2% higher than in the same period in 2007. In the 1H08, revenue totaled R$141.2 
million, which is almost the same for the whole of last year, when the Company 
recorded revenues of R$148.5 million. 
 



Conference Call Transcript 
2Q08 Results 

Kroton Educacional (KROT11 BZ) 
August 6th, 2008 

 7 

The growth in net revenue is the direct result of the growth in the Company’s post-
secondary education operations on account of the increase in average number of 
students through the maturation of existing campuses and the Company's acquisitions. 
Another factor was the increase in the number of students enrolled in the primary and 
secondary education network. For the first time, in the 2Q08, post-secondary revenue 
represented the major portion of Kroton's total revenues. 
 
Next slide, the growth of the net revenue. With the funds raised through the IPO in July 
2007, the Company was able to accelerate its expansion plan, which is reflected in the 
growth of Kroton's net revenue. 
 
In the three years preceding the IPO, the Company recorded annual growth of 21% in 
its revenues. From 2006 to 2007, growth was 54%, from R$96.2 million to R$148.5 
million. In 2008, the Company should double its net revenue. 
 
Note also that the seasonality in the quarterly figures related to primary and secondary 
education, wherein revenues are concentrated in the 1Q and then taper off in the 
following months. On the other hand, revenues from post-secondary education, by their 
very nature, grow quickly every quarter. 
 
In the next slide, with the Company's IPO in July 2007, which enabled the acceleration 
of the organic growth of existing campuses and the beginning of small acquisitions, the 
post-secondary education segment quickly gained strategic importance.  
 
At the end of 2007, half of the Company's total revenue was from monthly tuition fees 
from post-secondary students. In the 2Q08, post-secondary education represented 
65.6% of total revenues, whereas in the 2Q07, it represented only 49% of the total. At 
the end of this year, we expect post-secondary education to contribute at least 70% of 
Kroton's revenues and grow further. 
 
Next slide. Kroton's integrated growth strategy will significantly reduce the selling, 
general and administrative expenses in comparison with net revenue in the coming 
years. This reduction is possible due to the gains in scale, the dilution of expenses, the 
change in the revenue mix and operating synergies. Kroton's operating expenses 
benefited from these synergies, as is evident from the results of the last quarter. 
 
Selling expenses declined from 15.6% to 11.3% in relation to net revenue, a decline of 
4.3 p.p. compared to the 2Q07. General and administrative expenses fell significantly 
by 9.3 p.p., from 17.1% of net revenue in 2Q07 to 7.8% in 2Q08. Personnel expenses 
rose slightly due to the strengthening of the organizational structure to meet the 
Company’s expansion plans. They rose from 4.1% of net revenue in 2Q07 to 4.8% in 
2Q08. 
 
The gains obtained by the Company enabled a significant reduction in total operating 
expenses. The reduction was 10.2 p.p. between the quarters, from 36.1% of net 
revenue in 2Q07 to 25.9% in 2Q08. In the comparison between the six-month periods, 
the reduction was 4.5 p.p., from 29.3% in the first six months of 2007 to 24.8 in the first 
six months of 2008.  
 
Next slide. It is important to remember a few premises while analyzing Kroton's costs 
and expenses in relation to net revenue. The change in the Company's mix, the 
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maturation of existing campuses, and the acquisitions of post-secondary education 
units have an impact on total costs in the short term, especially in the cost of services. 
 
However, the synergies from the operations, the gains in scale and the dilution of 
expenses ensure significant reduction in the Company's expenses. While in the short 
term, the gains in SG&A expenses are offset by the relative increase in the cost of 
services, in the medium term, with the maturation of the post-secondary units and the 
conversion of the cost structure in the units acquired to the Kroton model, total costs 
will stabilize, whereas expenses will continue to decline in relation to net revenue. This 
effect will guarantee the expected gains in the Company's EBITDA margin.  
 
These premises are valid for the numbers of this quarter as they were for the results of 
earlier quarters. The comparison of the first six months of 2008 with the same period in 
2007 confirms this trend. Operating expenses declined from 29.3% in relation to net 
revenue to 24.8%. As expected, other costs rose from 41.8% to 56.3%, due to the 
acquisitions. 
 
Next slide. 40.5% was the growth in Kroton's EBITDA, which rose from R$ 5.7 million in 
the 2Q07 to R$8 million in the 2Q08. EBITDA in the first six months of 2008 was R$34 
million, a 29.2% growth in relation to the 1H07. It must be noted that EBITDA margin 
has been spread out during the course of the year. The results are more balanced and 
the breakdown is more homogenous every quarter. 
   
The strong seasonality in the primary and secondary education operations, by which 
revenues are concentrated in the 1Q of the year, is becoming less influential in the 
composition of the margins as the Company's business mix changes, with greater 
share of post-secondary education at present. 
 
Gradually, this dispersal of margins will enable greater predictability of results and 
dilution of the seasonal effects on revenues from primary and secondary education. At 
the end of 2008, Kroton's EBITDA margin should remain at the same level as in 2007, 
due to the acceleration of the Company's growth based on the selective acquisitions 
and maturation of its campuses. EBITDA margin will remain stable, the only change 
being that results will be distributed throughout the year. EBITDA margin in the quarter 
was 11.4%. 
 
In the next slide, the graph shows the evolution of EBITDA during 2007, strongly 
impacted by the primary and secondary operations. Traditionally this was the trajectory 
of our margins every year. With the change in the revenue mix, this line will be more 
spread out in the coming years and will become more balanced. This year, we will not 
post negative quarters unlike in the previous years, and the third quarter will not 
witness declines in relation to the previous quarter. 
 
Next slide. This quarter, Kroton's adjusted net income grew 74.7%. The results for the 
second quarter of 2007 were R$3.3 million, whereas in 2Q08, we recorded R$5.8 
million. Adjusted net income for the six-month period was R$31.4 million, a growth of 
72.7%. The quarterly and half-yearly margins were 8.3% and 22.3% respectively. The 
impact on margins, when compared to the same periods in 2007 is related to the same 
reasons mentioned in the slide on EBITDA margin. 
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Next slide, in the 2Q08, a sum of R$89.8 million was allocated for investments relating 
to the Company's growth program. Of this, R$50.5 million were spent on our recent 
acquisitions; R$10.2 million went towards development of educational technology and 
new products; R$25.5 million were spent on maturation of the existing post-secondary 
education units; finally, R$3.6 million were spent on buying back the Company's 
shares, which will be used exclusively in our stock option plan, approved at the 
Extraordinary General Meeting held on April 28th, 2008. 
 
Next slide. We ended the quarter with a cash balance of R$234 million. We generated 
R$7.2 million in net cash from operating activities and financial revenues. In the six-
month period, cash generation was R$28.5 million. The available funds and our 
increasing cash generation capability will ensure that we deliver the results we 
promised at the time of our IPO. 
 
Next slide. We are continuing our policies on scholarships and financing plans. Today, 
all the Pitágoras and Ined units have students sponsored by the PROUNI and FIES 
programs of the Federal Government. Prouni has allowed us total exemption from 
federal taxes in our post-secondary operations. 
 
We have also entered into partnerships with investment funds and financial institutions 
to expand our portfolio. The Prá Valer program, started in the 4Q07 and which bears 
half of the tuition fees for post-secondary programs, today benefits more than 1,000 
students. The objective of the financing programs is to reduce student dropouts, curb 
defaults and give a greater share of the population, access to post-secondary 
education. 
 
Now I pass the word back to Alicia to end our presentation. Thank you very much. 
 
Alicia Pinheiro: 
 
Thank you, Thiago. We reiterate that our Company is prepared to meet its targets in a 
trajectory of significant growth, creating jobs and continuously creating value for our 
investors, students, employees and the communities where we operate. I will invite you 
all to the Kroton Day to be held in Belo Horizonte on August 26th between 10 am and 
5pm. 
 
Thank you very much and we are ready to answer your questions. 
 
Alexander Falcao, Morgan Stanley: 
 
Good morning, Alicia, good morning Thiago. My question is regarding the financial 
discount this quarter, I was actually comparing the figures, the 2Q07 figures and with 
1Q08 figures. For this quarter it is around R$4 million, 1Q08 is around R$1 million and 
2Q07 is around R$1.4 million.  
 
I would like to know from you guys, what is the recurring size of the discount, what is 
the best way to calculate it, is it a discount relative to your, you know, revenues on 
post-secondary, is it percentage of EBITDA, what is the best way for us, in the future, 
to calculate that? Thank you. 
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Alicia Pinheiro: 
 
Good morning, Falcao. I would like to explain that this financial discount increase in the 
2Q08, specifically due the impact of the two acquisitions that we made in the end of the 
1Q08, in the first month of the 2Q08. Those acquisitions have a strong discount policy. 
That is why this number is high so much.  
 
Now we are making our transition plan to make a transition from these discounts to 
Kroton’s policy. So for sure, this number will be in the same average in the next quarter 
from the previous quarter. So you can calculate the same percentage that you have in 
the year of 2007. This is a non-recurrent impact. We have to consider that in our 
transition plan in the acquisition that we make. 
 
Alexander Falcao: 
 
OK. Because actually when I look at it, in the 2Q07, the interest expense related to 
discounts was of R$1.4 million. If you compare that to the post-secondary revenues it 
was around 8.8% of your post-secondary revenues. If you compare it right now of 
2Q08, against the R$46 million, we are talking about here R$4.1 million interest 
expenses related discount. So it is around 9%. What is the best period? Because 2Q07 
relative to 2Q08 is in the same area here, so should we take a look at whole year 2007 
and then make it and assume it going forward, or maybe, around 1Q08 which was 
around 3.2%? Thank you. 
 
Alicia Pinheiro: 
 
Falcao, you can use as an average, the same percentage of the year 2007. OK? 
Because the year of 2007, most of the students that we had were all in the Pitágoras 
policy. The impact of these acquisitions comes more in 2008. 
 
Alexander Falcao: 
 
OK. Thank you. 
 
Alexandre Pizano, Merrill Lynch: 
 
Hello Alicia, just on the same subject here, could you tell us how much was the total 
discount inside your financial expenses in 2007? You did not have it broken down in 
the press release. How much was it more or less? Thank you. 
 
Alicia Pinheiro: 
 
Pizano, I will send you this number and we will respond in our website because I do not 
have this number specifically in our finance expenses open here now. OK? We will put 
this information on our website. 
 
Alexander Pizano: 
 
Thank you. 
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Operator: 
 
Thank you, this thus concludes the Q&A session. At this time, I would like to turn the 
floor back to Ms. Alicia for any closing remarks. 
 
Alicia Pinheiro: 
 
I would like to thank you for participating in our call and we assure that Kroton is 
committed to the growth and the results that we are going to deliver this result for the 
market. I would like to invite you to participate in our Kroton Day August 26th, 2008 or to 
visit us, whatever is your agenda. Thank you very much. 
 
Operator: 
 
Thank you. This thus concludes today’s presentation. You may disconnect your lines at 
this time and have a nice day. 
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