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If the only securities being registered on this Form are being offered pursuant to dividend or interest reinvestment
plans, please check the following box.¨

If any of the securities being registered on this Form are to be offered on a delayed or continuous basis pursuant to
Rule 415 under the Securities Act of 1933, other than securities offered only in connection with dividend or interest
reinvestment plans, check the following box. x

If this Form is filed to register additional securities for an offering pursuant to Rule 462(b) under the Securities Act,
please check the following box and list the Securities Act registration statement number of the earlier effective
registration statement for the same offering.¨

If this Form is a post-effective amendment filed pursuant to Rule 462(c) under the Securities Act, check the following
box and list the Securities Act registration statement number of the earlier effective registration statement for the same
offering. ¨

If this Form is a registration statement pursuant to General Instruction I.D. or a post-effective amendment thereto that
shall become effective upon filing with the Commission pursuant to Rule 462(e) under the Securities Act, check the
following box. ¨

If this Form is a post-effective amendment to a registration statement filed pursuant to General Instruction I.D. filed to
register additional securities or additional classes of securities pursuant to Rule 413(b) under the Securities Act, check
the following box. ¨

CALCULATION OF REGISTRATION FEE

Title Of Each Class Of
Securities To Be Registered

Amount To Be
Registered

Proposed
Maximum

Offering Price
Per Share

Proposed
Maximum
Aggregate

Offering Price

Amount Of
Registration

Fee
Common Stock, par value $0.001 per
share

4,238,250
(1) $ 4.13 (2) $

17,503,972.50
(2) $ 1,872.93

(1)All of the shares of common stock offered hereby are for the account of selling stockholders. A portion of the
shares being registered are issuable upon the exercise of outstanding warrants held by certain of the selling
stockholders. In accordance with Rule 416 under the Securities Act, the registrant is also registering hereunder an
indeterminate number of shares that may be issued pursuant to the terms of the warrants to prevent dilution
resulting from stock splits, stock dividends and similar transactions.

(2)Estimated solely for purposes of the registration fee for this offering in accordance with Rule 457(c) of the
Securities Act on the basis of the average of the high and low prices of the Registrant’s common stock on the
Nasdaq Capital Market on August 1, 2006.

The Registrant hereby amends this registration statement on such date or dates as may be necessary to delay
its effective date until the Registrant shall file a further amendment which specifically states that this
registration statement shall thereafter become effective in accordance with Section 8(a) of the Securities Act of
1933 or until the registration statement shall become effective on such date as the Commission, acting pursuant
to said Section 8(a), may determine.
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The information in this preliminary prospectus is not complete and may be changed. The selling stockholders
may not sell these securities until the registration statement filed with the Securities and Exchange Commission
is effective. This preliminary prospectus is not an offer to sell these securities and it is not soliciting an offer to
buy these securities in any state where the offer or sale is not permitted.

SUBJECT TO COMPLETION, DATED August 2, 2006

PROSPECTUS

4,238,250 Shares

Common Stock

This prospectus relates to the resale of up to 4,238,250 shares of common stock of LivePerson, Inc. that may be
offered and sold from time to time by the selling stockholders named in this prospectus. Our registration of the resale
of the shares held by certain of the selling stockholders is required by the definitive Agreement and Plan of Merger,
dated as of June 22, 2006 (the “Merger Agreement”), between LivePerson, Proficient Systems, Inc. (“Proficient”), Soho
Acquisition Corp. (a wholly-owned subsidiary of LivePerson) and Gregg Freishtat (as the Proficient shareholders’
representative), pursuant to which LivePerson acquired Proficient in a merger transaction. Pursuant to the Merger
Agreement, we will issue up to 4,050,000 shares of common stock to the selling stockholders who are former
Proficient shareholders. The exact number of shares will be determined according to, among other things, an earn-out
formula contained in the Merger Agreement. The shares are expected to be issued at various times both before and
after the anticipated effective date of the registration statement of which this prospectus forms a part. Any shares
registered for resale on such registration statement, but not actually issued to these selling stockholders pursuant to the
earn-out formula, will be deregistered under the Securities Act of 1933, as amended. In addition, a portion of the
shares covered by this prospectus are issuable upon the exercise of outstanding warrants held by certain of the selling
stockholders. This prospectus also relates to the resale of shares that may be issued pursuant to the terms of the
warrants to prevent dilution resulting from stock splits, stock dividends and similar transactions.

We will not receive any proceeds from the sale of the shares of common stock covered by this prospectus. The selling
stockholders may offer their shares through public or private transactions at prevailing market prices or at privately
negotiated prices. The selling stockholders may make sales directly to purchasers or through brokers, agents, dealers
or underwriters or through a combination of these methods. The selling stockholders will bear all commissions and
other compensation paid to brokers in connection with the sale of their shares.

Our common stock is quoted on the Nasdaq Capital Market under the symbol “LPSN”. On August 1, 2006, the closing
sale price of our common stock was $4.15 per share.

Investing in our common stock involves risks.
See “Risk Factors” beginning on page 2.
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Neither the Securities and Exchange Commission nor any state securities commission has approved or
disapproved of these securities or passed upon the adequacy or accuracy of this prospectus. Any representation
to the contrary is a criminal offense.

The date of this prospectus is ____ __, 2006.
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You should rely only on the information contained in this prospectus. We have not, and the selling stockholders have
not, authorized anyone to provide you with information different from that contained in this prospectus. The selling
stockholders are not making an offer to sell or seeking offers to buy these securities in any jurisdiction where the offer
or sale is not permitted. The information contained in this prospectus is complete and accurate as of the date of this
prospectus, but the information may have changed since that date.

Unless the context otherwise indicates, references in this prospectus to the terms “LivePerson,” “we,” “our” and “us” refer to
LivePerson, Inc. and LivePerson’s subsidiaries. This prospectus contains other product names, trade names, service
marks and trade marks of LivePerson and of other organizations.

i
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PROSPECTUS SUMMARY

This summary highlights selected information contained elsewhere in this prospectus or incorporated by reference in
this prospectus. This summary does not contain all of the information that you should consider before investing in our
common stock. You should read carefully the entire prospectus, including “Risk Factors” and the other information
contained or incorporated by reference in this prospectus, before making an investment decision.

LivePerson is a provider of online conversion solutions. Our hosted software enables companies to identify and
proactively engage online visitors—increasing sales, satisfaction and loyalty while reducing service costs.

LivePerson’s fully-integrated multi-channel communications platform, Timpani, facilitates real-time sales, marketing
and customer service. Our technology supports and manages key online interactions—via chat, email and
self-service/knowledgebase—in a cost-effective and secure environment. Blending leading technology, a deep
understanding of consumer behavior and industry best practices to create more relevant, compelling and personalized
online experiences, LivePerson maximizes the business impact of the online channel.

Our principal executive offices are located at 462 Seventh Avenue, New York, New York, 10018. Our telephone
number is (212) 609-4200.

The address of our principal website is www.liveperson.com. Our website address is provided solely for informational
purposes, and the information contained on our website does not constitute part of this prospectus.

1
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RISK FACTORS

An investment in our common stock involves a high degree of risk. You should consider carefully the risks described
below, together with the other information contained in this prospectus, before deciding to invest in our common
stock. These risks could have a material and adverse impact on our business, results of operations and financial
condition. If that were to happen, the trading price of our common stock could decline, and you could lose all or part
of your investment.

Risks Related to Our Business

We have a history of losses, we had an accumulated deficit of $101.4 million as of December 31, 2005 and we
may incur losses in the future.

Although we have achieved profitability in each three-month period from and including the period ended
September 30, 2003, we may, in the future, incur losses and experience negative cash flow, either or both of which
may be significant. We recorded net losses of $6.8 million for the year ended December 31, 2002 and $816,000 for
the year ended December 31, 2003. We recorded net income of $2.1 million for the year ended December 31, 2004
and $2.5 million for the year ended December 31, 2005. As of December 31, 2005, our accumulated deficit was
approximately $101.4 million. We cannot assure you that we can sustain or increase profitability on a quarterly or
annual basis in the future. Failure to maintain profitability may materially and adversely affect the market price of our
common stock.

Our quarterly revenue and operating results are subject to significant fluctuations, which may adversely affect
the trading price of our common stock.

Our quarterly revenue and operating results may fluctuate significantly in the future due to a variety of factors,
including the following factors which are in part within our control, and in part outside of our control:

·  market acceptance by companies doing business online of real-time sales, marketing and customer service solutions;

·  our clients’ business success;

·  our clients’ demand for our services;

·  our ability to attract and retain clients;

·  the amount and timing of capital expenditures and other costs relating to the expansion of our operations, including
those related to acquisitions;

·  the introduction of new services by us or our competitors; and

·  changes in our pricing policies or the pricing policies of our competitors.

Our revenue and results may also fluctuate significantly in the future due to the following factors that are entirely
outside of our control:

·  economic conditions specific to the Internet, electronic commerce and online media; and

·  general economic and political conditions.
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Period-to-period comparisons of our operating results may not be meaningful because of these factors. You should not
rely upon these comparisons as indicators of our future performance.

Due to the foregoing factors, it is possible that our results of operations in one or more future quarters may fall below
the expectations of securities analysts and investors. If this occurs, the trading price of our common stock could
decline.

We may be unable to respond to the rapid technological change and changing client preferences in the online
sales, marketing and customer service industry and this may harm our business.

If we are unable, for technological, legal, financial or other reasons, to adapt in a timely manner to changing market
conditions in the online sales, marketing and customer service industry or our clients’ or Internet users’ requirements,
our business, results of operations and financial condition would be materially and adversely affected. Business on the
Internet is characterized by rapid technological change. In addition, the market for online sales, marketing and
customer service solutions is relatively new. Sudden changes in client and Internet user requirements and preferences,
frequent new product and service introductions embodying new technologies, such as broadband communications, and
the emergence of new industry standards and practices could render the LivePerson services and our proprietary
technology and systems obsolete. The rapid evolution of these products and services will require that we continually
improve the performance, features and reliability of our services. Our success will depend, in part, on our ability to:

·  enhance the features and performance of the LivePerson services;

·  develop and offer new services that are valuable to companies doing business online and Internet users; and

·  respond to technological advances and emerging industry standards and practices in a cost-effective and timely
manner.

If any of our new services, including upgrades to our current services, do not meet our clients’ or Internet users’
expectations, our business may be harmed. Updating our technology may require significant additional capital
expenditures and could materially and adversely affect our business, results of operations and financial condition.

If new services require us to grow rapidly, this could place a significant strain on our managerial, operational,
technical and financial resources. In order to manage our growth, we could be required to implement new or upgraded
operating and financial systems, procedures and controls. Our failure to expand our operations in an efficient manner
could cause our expenses to grow, our revenue to decline or grow more slowly than expected and could otherwise
have a material adverse effect on our business, results of operations and financial condition.

If we are not competitive in the market for real-time sales, marketing and customer service solutions, our
business could be harmed.

The market for online sales, marketing and customer service technology is intensely competitive and characterized by
aggressive marketing, evolving industry standards, rapid technology developments and frequent new product
introductions. Relatively few substantial barriers to entry in this market exist, but include the ability to design and
build scalable software, develop and maintain strong ongoing client relationships with clients of all sizes and, with
respect to outsourced solution providers, the ability to design, build and manage a scalable network infrastructure.
Established or new entities may enter this market in the near future, including those that provide real-time interaction
online, with or without the user’s request.
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We compete directly with companies focused on technology that facilitates real-time sales, email management,
searchable knowledgebase applications and customer service interaction. These markets remain fairly saturated with
small companies that compete on price and features. We face significant competition from online interaction solution
providers, including RightNow Technologies and Instant Service, each of which offers hosted applications. While the
online conversion market that Timpani Sales and Marketing addresses is fragmented, we face potential competition
from Web analytics and online marketing service providers. The most significant barriers to entry in this market are
knowledge of:

3
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·  Online consumer purchasing habits

·  Methodologies to correctly engage customers

·  Metrics proving return on investment

·  Technology innovation opportunities

Furthermore, many of our competitors offer a broader range of customer relationship management products and
services than we currently offer. We may be disadvantaged and our business may be harmed if companies doing
business online choose real-time sales, marketing and customer service solutions from such providers.

We also face potential competition from larger enterprise software companies such as Oracle. In addition, more
established technology companies such as Microsoft, Yahoo and Google may leverage their existing relationships and
capabilities to offer real-time sales, marketing and customer service applications.

Finally, we face competition from clients and potential clients that choose to provide a real-time sales, marketing and
customer service solution in-house as well as, to a lesser extent, traditional offline customer service solutions, such as
telephone call centers.

We believe that competition will increase as our current competitors increase the sophistication of their offerings and
as new participants enter the market. Many of our larger current and potential competitors have:

·  longer operating histories;

·  greater brand recognition;

·  more diversified lines of products and services; and

·  significantly greater financial, marketing and research and development resources.

Some competitors may enter into strategic or commercial relationships with larger, more established and
better-financed companies. These competitors may be able to:

·  undertake more extensive marketing campaigns;

·  adopt more aggressive pricing policies; and

·  make more attractive offers to businesses to induce them to use their products or services.

Any delay in the general market acceptance of the real-time sales, marketing and customer service solution business
model would likely harm our competitive position. Delays would allow our competitors additional time to improve
their service or product offerings, and would also provide time for new competitors to develop real-time sales,
marketing, customer service and Web analytics applications and solicit prospective clients within our target markets.
Increased competition could result in pricing pressures, reduced operating margins and loss of market share.

4
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The success of our business is dependent on the retention of existing clients and their purchase of additional
LivePerson services.

Our LivePerson services agreements typically have twelve month terms and are terminable upon 30 to 90 days’ notice
without penalty. If a significant number of our clients, or any one client to whom we provide a significant amount of
services, were to terminate these services agreements, or reduce the amount of services purchased or fail to purchase
additional services, our results of operations may be negatively and materially affected. Dissatisfaction with the nature
or quality of our services could also lead clients to terminate our service. We depend on monthly fees from the
LivePerson services for substantially all of our revenue. If our retention rate declines, our revenue could decline unless
we are able to obtain additional clients or alternate revenue sources. Further, because of the historically small amount
of services sold in initial orders, we depend on sales to new clients and sales of additional services to our existing
clients.

We are dependent on technology systems that are beyond our control.

The success of the LivePerson services depends in part on our clients’ online services as well as the Internet
connections of visitors to their Web sites, both of which are outside of our control. As a result, it may be difficult to
identify the source of problems if they occur. In the past, we have experienced problems related to connectivity which
have resulted in slower than normal response times to Internet user chat requests and messages and interruptions in
service. The LivePerson services rely both on the Internet and on our connectivity vendors for data transmission.
Therefore, even when connectivity problems are not caused by the LivePerson services, our clients or Internet users
may attribute the problem to us. This could diminish our brand and harm our business, divert the attention of our
technical personnel from our product development efforts or cause significant client relations problems.

In addition, we rely on two third-party Web hosting service providers for Internet connectivity and network
infrastructure hosting, security and maintenance. These providers have, in the past, experienced problems that have
resulted in slower than normal response times and interruptions in service. If we are unable to continue utilizing the
services of our existing Web hosting providers or if our Web hosting services experience interruptions or delays, it is
possible that our business could be harmed.

Our service also depends on third parties for hardware and software, which products could contain defects. Problems
arising from our use of such hardware or software could require us to incur significant costs or divert the attention of
our technical personnel from our product development efforts. To the extent any such problems require us to replace
such hardware or software, we may not be able to do so on acceptable terms, if at all.

Technological defects could disrupt our services, which could harm our business and reputation.

We face risks related to the technological capabilities of the LivePerson services. We expect the number of
interactions between our clients’ operators and Internet users over our system to increase significantly as we expand
our client base. Our network hardware and software may not be able to accommodate this additional volume.
Additionally, we must continually upgrade our software to improve the features and functionality of the LivePerson
services in order to be competitive in our market. If future versions of our software contain undetected errors, our
business could be harmed. As a result of major software upgrades at LivePerson, our client sites have, from time to
time, experienced slower than normal response times and interruptions in service. If we experience system failures or
degraded response times, our reputation and brand could be harmed. We may also experience technical problems in
the process of installing and initiating the LivePerson services on new Web hosting services. These problems, if
unremedied, could harm our business.

The LivePerson services also depend on complex software which may contain defects, particularly when we introduce
new versions onto our servers. We may not discover software defects that affect our new or current services or
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enhancements until after they are deployed. It is possible that, despite testing by us, defects may occur in the software.
These defects could result in:

5
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·  damage to our reputation;

·  lost sales;

·  delays in or loss of market acceptance of our products; and

·  unexpected expenses and diversion of resources to remedy errors.

Our clients may experience adverse business conditions that could adversely affect our business.

Some of our clients may experience difficulty in supporting their current operations and implementing their business
plans. These clients may reduce their spending on our services, or may not be able to discharge their payment and
other obligations to us. These circumstances are influenced by general economic and industry-specific conditions, and
could have a material adverse impact on our business, financial condition and results of operations. In addition, as a
result of these conditions, our clients, in particular our Internet-related clients that may experience (or that anticipate
experiencing) difficulty raising capital, may elect to scale back the resources they devote to customer service
technology, including services such as ours. If the current environment for our clients, including, in particular, our
Internet-related clients, does not improve, our business, results of operations and financial condition could be
materially adversely affected. In addition, the non-payment or late payment of amounts due to us from a significant
number of clients would negatively impact our financial condition. During 2005, we increased our allowance for
doubtful accounts by $30,000 to approximately $84,000, principally due to an increase in accounts receivable as a
result of increased sales, and we wrote off approximately $17,000 of previously reserved accounts, leaving a net
allowance of $67,000 at December 31, 2005. During 2004, we increased our allowance for doubtful accounts by
$30,000 to approximately $94,000, principally due to an increase in accounts receivable as a result of increased sales,
and we wrote off approximately $40,000 of previously reserved accounts, leaving a net allowance of $54,000 at
December 31, 2004.

Our business is significantly dependent on our ability to retain our current key personnel, to attract new
personnel, and to manage staff attrition.

Our future success depends to a significant extent on the continued services of our senior management team, including
Robert P. LoCascio, our founder and Chief Executive Officer. The loss of the services of any member of our senior
management team, in particular Mr. LoCascio, could have a material and adverse effect on our business, results of
operations and financial condition. We cannot assure you that we would be able to successfully integrate newly-hired
senior managers who would work together successfully with our existing management team.

We may be unable to attract, integrate or retain other highly qualified employees in the future. If our retention efforts
are ineffective, employee turnover could increase and our ability to provide services to our clients would be materially
and adversely affected. Furthermore, the new requirement to expense stock options may discourage us from granting
the size or type of stock option awards that job candidates may require to join our company.

Any staff attrition we experience, whether initiated by the departing employees or by us, could place a significant
strain on our managerial, operational, financial and other resources. To the extent that we do not initiate or seek any
staff attrition that occurs, there can be no assurance that we will be able to identify and hire adequate replacement staff
promptly, if at all, and even that if such staff is replaced, we will be successful in integrating these employees. In
addition, we may not be able to outsource certain functions. We expect to evaluate our needs and the performance of
our staff on a periodic basis, and may choose to make adjustments in the future. If the size of our staff is significantly
reduced, either by our choice or otherwise, it may become more difficult for us to manage existing, or establish new,
relationships with clients and other counter-parties, or to expand and improve our service offerings. It may also
become more difficult for us to implement changes to our business plan or to respond promptly to opportunities in the
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marketplace. Further, it may become more difficult for us to devote personnel resources necessary to maintain or
improve existing systems, including our financial and managerial controls, billing systems, reporting systems and
procedures. Thus, any significant amount of staff attrition could cause our business and financial results to suffer.
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We believe our reported financial results may be adversely affected by changes in accounting principles
generally accepted in the United States.

Generally accepted accounting principles in the United States are subject to interpretation by the FASB, the American
Institute of Certified Public Accountants, the SEC, and various bodies formed to promulgate and interpret appropriate
accounting principles. A change in these principles or interpretations could have a significant effect on our reported
financial results, and could affect the reporting of transactions completed before the announcement of a change.

For example, in December 2004, the FASB announced its decision to require companies to expense employee stock
options by issuing SFAS No. 123 (revised 2004), “Share-Based Payment.” In April 2005, the SEC announced a new rule
that delays the implementation of SFAS No. 123(R) until the fiscal year that begins after June 15, 2005. We adopted
the provisions of SFAS No. 123(R) as of January 1, 2006. We believe this change in accounting will have a material
adverse effect on our reported results of operations. Based upon the current number of outstanding stock options, we
expect that the impact of this accounting change will decrease net income per common share by approximately $0.05
for the fiscal year ended 2006. This figure may change based upon additional stock options grants, methodology
refinement or other factors. Through the six months ended June 30, 2006, we have recorded approximately $1.0
million in stock-based compensation expense related to the adoption of SFAS No. 123(R).

We cannot predict our future capital needs to execute our business strategy and we may not be able to secure
additional financing.

We believe that our current cash and cash equivalents and cash generated from operations, if any, will be sufficient to
fund our working capital and capital expenditure requirements for at least the next twelve months. To the extent that
we require additional funds to support our operations or the expansion of our business, or to pay for acquisitions, we
may need to sell additional equity, issue debt or convertible securities or obtain credit facilities through financial
institutions. In the past, we have obtained financing principally through the sale of preferred stock, common stock and
warrants. If additional funds are raised through the issuance of debt or preferred equity securities, these securities
could have rights, preferences and privileges senior to holders of common stock, and could have terms that impose
restrictions on our operations. If additional funds are raised through the issuance of additional equity or convertible
securities, our stockholders could suffer dilution. We cannot assure you that additional funding, if required, will be
available to us in amounts or on terms acceptable to us. If sufficient funds are not available or are not available on
acceptable terms, our ability to fund any potential expansion, take advantage of acquisition opportunities, develop or
enhance our services or products, or otherwise respond to competitive pressures would be significantly limited. Those
limitations would materially and adversely affect our business, results of operations and financial condition.

If we do not successfully integrate recent or potential future acquisitions, our business could be harmed.

On July 18, 2006, we completed our acquisition of Proficient Systems, Inc. (“Proficient”). In the future, we may acquire
or invest in complementary companies, products or technologies. Acquisitions and investments involve numerous
risks to us, including:

·  difficulties in integrating operations, technologies, products and personnel with LivePerson;

·  diversion of financial and management resources from efforts related to the LivePerson services or other
then-existing operations; risks of entering new markets beyond providing real-time sales, marketing and customer
service solutions for companies doing business online;

7
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·  potential loss of either our existing key employees or key employees of any companies we acquire; and

·  our inability to generate sufficient revenue to offset acquisition or investment costs.

These difficulties could disrupt our ongoing business, distract our management and employees, increase our expenses
and adversely affect our results of operations. Our agreement to acquire Proficient requires us to issue equity
securities. The issuance of equity securities could be dilutive to our existing stockholders. Furthermore, we may incur
debt or issue equity securities to pay for any future acquisitions.

We could face additional regulatory requirements, tax liabilities and other risks as we expand internationally.

In October 2000, we acquired HumanClick, an Israeli-based provider of real-time online customer service
applications. In addition, we have recently established a sales, marketing and client support presence in the United
Kingdom in support of expansion efforts into Western Europe. There are risks related to doing business in
international markets, such as changes in regulatory requirements, tariffs and other trade barriers, fluctuations in
currency exchange rates, more stringent rules relating to the privacy of Internet users and adverse tax consequences. In
addition, there are likely to be different consumer preferences and requirements in specific international markets.
Furthermore, we may face difficulties in staffing and managing any foreign operations. One or more of these factors
could harm any future international operations.

Political, economic and military conditions in Israel could negatively impact our Israeli operations.

Our product development staff, help desk and online sales personnel are located in Israel. As of June 30, 2006, we had
61 full-time employees in Israel and as of December 31, 2005, we had 51 full-time employees in Israel. Although
substantially all of our sales to date have been made to customers outside Israel, we are directly influenced by the
political, economic and military conditions affecting Israel. Since the establishment of the State of Israel in 1948, a
number of armed conflicts have taken place between Israel and its Arab neighbors. A state of hostility, varying in
degree and intensity, has caused security and economic problems in Israel. Since September 2000, there has been a
marked increase in violence, civil unrest and hostility, including armed clashes, between the State of Israel and the
Palestinians, primarily but not exclusively in the West Bank and Gaza Strip. The election of representatives of the
Hamas movement to a majority of seats in the Palestinian Legislative Council in January 2006 has created additional
unrest and uncertainty. Recently, there has been a sharp increase in hostilities along Israel’s northern border with
Lebanon. Efforts to resolve the conflict have failed to result in an agreeable solution. Continued hostilities between
Israel and its neighbors and any failure to settle the conflict could adversely affect our operations in Israel and our
business. Further deterioration of the situation into a full-scale armed conflict might require more widespread military
reserve service by some of our Israeli employees and might result in a significant downturn in the economic or
financial condition of Israel, either of which could have a material adverse effect on our operations in Israel and our
business. In addition, several Arab countries still restrict business with Israeli companies. Our operations in Israel
could be adversely affected by restrictive laws or policies directed towards Israel and Israeli businesses.

Our reputation depends, in part, on factors which are entirely outside of our control.

Our services typically appear as a Live
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