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P R E S E N T A T I O N

Operator

Good day, ladies and gentlemen, and welcome to the third-quarter 2014 Actua earnings conference call. My name is Matthew and I will be your
operator for today.

At this time, all participants are in listen-only mode. We will conduct a question-and-answer session toward the end of this conference. In fact,
anytime during the call you require assistance, please press star, zero and operator will be happy to assist you.

As a reminder, this call is being recorded for replay purposes. And now, I would like to turn the call over to Karen Green, managing director of
investor relations.

Please proceed, ma'am.

Karen Greene - Actua Corporation - Managing Director - IR & Marketing Communications

Thank you and good morning. This is Karen Greene with Investor Relations and I want to welcome you to Actua's third-quarter conference call. I'd
like to remind everyone that we are going to use presentation slides to accompany our prepared remarks today. These slides can be found on our
website at actua.com. Go to the investor information tab and you'll see an icon for our third-quarter conference call. The slides can be accessed
through that icon.

For those of you without immediate access to our website, the presentation slides will remain on our website and be available for future reference.
On the call this morning, we will be discussing certain non-GAAP financial measures. For additional information on these non-GAAP financial
measures, including a reconciliation of these measures to the most comparable GAAP measures, please refer to the press release we put out this
morning, including the attachment to this press release.

The press release is also available on our website, which again is actua.com. To access the press release on our website, go to our home page and
select the November 6, 2014, press release. The attachments to the release can be accessed by clicking under PDF file contained within the release
itself.

Before we begin, I'd like to briefly review our Safe Harbor language. The statements contained in this press release that are not historical facts are
forward-looking statements that involve certain risks and uncertainties including, but not limited to, risks associated with the effect of economic
conditions generally, capital spending by our customers, our ability to retain existing customer relationships and secure new ones, our ability to
compete successfully against alternative solutions, our ability to timely and effectively respond to technological developments, our ability to retain

2

THOMSON REUTERS STREETEVENTS | www.streetevents.com | Contact Us

©2014 Thomson Reuters. All rights reserved. Republication or redistribution of Thomson Reuters content, including by framing or similar means, is prohibited
without the prior written consent of Thomson Reuters. 'Thomson Reuters' and the Thomson Reuters logo are registered trademarks of Thomson Reuters and its
affiliated companies.

NOVEMBER 06, 2014 / 3:00PM, ACTA - Q3 2014 Actua Corp Earnings Call

http://www.streetevents.com
http://www010.streetevents.com/contact.asp


key personnel, our ability to have continued access to capital and to deploy capital effectively and on acceptable terms, our ability to maximize
value in connection with divestitures, and other risks and uncertainties detailed in Actua's filings with the Securities and Exchange Commission.
These and other factors may cause actual results to differ materially from those projected.

With that, I'll turn the call over to Walter Buckley, Actua's chairman and CEO.

Walter Buckley - Actua Corporation - Chairman, CEO

Thank you, Karen. And welcome and thank you for joining us this morning. Today, I will provide an overview of Actua's performance for the
third-quarter 2014 and Kirk Morgan, our Chief Financial Officer, will follow with Actua's financial results for the quarter as well.

And following that, we are excited to have Joe Mrak, CEO of FolioDynamix our most recent addition to Actua, walk through the FolioDynamix
business and answer questions.

And now turning to slide five, the biggest in the third quarter was our acquisition of FolioDynamix, with us on November 3. We're exciting to official
add Folio to Actua's group of high growth, high gross margin, vertical to our businesses.

Adjusting a multi-billion dollar market opportunity Folio is helping transform the wealth management industry with its unique, fully-integrated
cloud-based platform and access (technical difficulty) services. As I mentioned earlier Joe who is here with us today, provide a deeper view into
the business.

Now overall, a great deal was accomplished during the quarter, which I will comment on later. And our financial results were solid and we remain
on track to achieve our goals for the year.

We're also enthusiastic about the continued (technical difficulty) we experienced this quarter across all our businesses. Our branch is adding a large
number of key prospects and for Bolt and GovDelivery, in particular, the size of the opportunities are larger, as we have previously seen.

We continue to see meaningful movement towards late-stage discussions, while new opportunities are being added. I will discuss each of the
business in more detail later in this presentation.

As you're seeing growing customer interest in our technology platforms, we are continuing to invest aggressively, while sales and [marketing] and
R&D spend, which has both increased over 40%, compared to Q3, 2013. These investments (technical difficulty) growing innovation and market
leadership, which will enable us to drive strong and long-term value creation.

To that end, turning to slide six, in GovDelivery revenues were up 21% in Q3, 2014 compared to the prior year. As a reminder, GovDelivery signed
their largest customer in 2013, generating significant [sales] revenues in Q3 and Q4 of 2013, which makes a tough comparison year over year.

We have hired over 50 people this year at GovDelivery, doubling both the engineering teams, as well as sales and marketing teams to pursue
growth initiatives across all of our markets. We added 34 new customers this quarter, 14 coming from state and local, nine from UK and 11 from
the federal market. And it should be noted that we are seeing our best growth ever in the state and local markets.

We are bringing new platform capabilities to market as well. And we believe each capability will stand GovDelivery's addressable market and allow
us to more efficiently pursue the larger opportunities in the federal space we have discussed before. While these are often seven-figure-a-year-plus
deals, they are complex sales that take longer to close. And to that end, we are encouraged by the growth we saw in the federal pipeline this quarter
with five, large federal deals in mid to late stages. And we expect to close at least one by year end.

Now turning to slide seven, at MSDSonline, we added over 500 customers in the quarter, a total customer to over 10,000. We experienced 44%
year-over-year revenue growth, along with a 40% increase in our pipeline.
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As we reported last years, MSDSonline acquired KMI, adding extensive incident management capabilities to their cloud-based environmental
health and safety platform. This has effectively doubled the size of the addressable market that MSDSonline can now sell into, particularly, the large
enterprise customers.

And in less than two months, as part of the MSDS Actua family, KMI got off to a strong start by adding seven new customers, a record number
within a single quarter.

Turning to slide eight, Bolt reported 25% organic revenue growth during the quarter. One of the highlights of the quarter was the signing of a
multiyear seven-figure per year platform deal with IFS.

And IFS will provide, as part of its lease program, an option for auto insurance be sold at the point of sale for two major auto OEMs in the United
States. We expect this to launch in phases, beginning January 1, 2015.

We also signed a smaller deal with a significant long term potential with Augeo to provide small business insurance products through their
established loyalty programs with the leading retailers nationwide, such as AutoZone.

These deals are especially exciting to us because they were outside, far proceed addressable market of this more traditional carriers and distributors.
And they are proof points of an industry being transformed of a mounting recognition by industry players that the Bolt platform is helping drive
this transformation. To that end, as a result of the major new platform released at the end of July, we have seen larger volumes and increase adoption
across our significant customers, Citizens, Progressive and one of our largest customers, our top five insurer carrier.

Additionally, Citizens launched their second major initiative on the Bolt platform in September, with their launch of renewals of existing Citizens
customers, while the program has been a resounding success.

In addition to delivering value to our existing customers, our major strategic objective this year was to expand our sales capability. As you mentioned
before, we now have four sales teams up and running and this has translated to a pipeline that is several times larger than we had one year ago
and has grown from last quarter, even with a new platform win this quarter in Q3.

This both the result of a highly visible success we are having with our existing clients, as well as our expanded sales teams. With five large, late-stage
deals in the pipeline -- and as a reminder, we define large deals as a million dollars a year plus of revenues per year -- we would expect to close at
least one more before year end. All this set Bolt on a path for accelerating growth in Q4 and in 2015.

As our sales and marketing investments are yielding pipelines across our businesses, our increased spending in R&D is resulting in compelling
product development initiatives as well.

Turning to slide nine, in GovDelivery, our expanded engineering team is working on geo targeting capabilities amongst other new functionalities
which will allow our clients, government agencies, to better understand audiences and target messages to their stakeholders.

With our advance product functionality, we now understand the geography of new people signing up for updates with GovDelivery. And with our
goal of connecting our clients with more people and getting those people to take action, this data is a major asset. It gives the government better
geo targeting capabilities when seeking to grow our audience and are matching messages to individual interests. It also allows us to create relevant
ties between our federal and federal government clients and local government agencies, which is having a positive impact [to] increased digital
audiences to clients in both the U.S. and Europe.

At MSDSonline, we launched a new chemical information sharing service (technical difficulty). The new service enables MSDSonline customers to
give firefighters, paramedics, doctors, police officers and other first responders [access] about the hazardous chemicals that may -- they may
encounter when responding to fires and other emergencies.
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And finally at Bolt, as we mentioned above (technical difficulty), we released the platform in July, which included a redesigned user interface and
enhanced third-party data integration [par] agency community (technical difficulty) of new carrier to the network.

Our investment in continuous innovation is driving higher customer engagement further differentiating us and reinforcing our competitive
(technical difficulty) and finally expanding the size of the markets we can sell into.

Looking back for a minute, last quarter, I stated that our goal (technical difficulty) a new in 2014. And as you all know, we have successfully met
that goal through acquisition of FolioDynamix. Much more on Folio at this time, as we'll be turning the call over to Joe in a just a few minutes.

I will just say that our focus for the next year will be on driving growth at our businesses, continuous innovation, aggressive sales and marketing
efforts and tracking acquisitions.

In closing, our results for nine months of 2014 had us set for strong, longterm growth. We're enthusiastic about the growth we saw at our business
pipelines and the expanding market opportunities ahead of us. Fortified by the strength of our balance sheet and the growth of our businesses,
we are eager to capitalize on the continuing migration of business processes to the cloud in industry specific markets, which we believe will even
drive revenue and earnings growth in 2014 and beyond.

With that, I'll turn the call over to Kirk.

Kirk Morgan - Actua Corporation - CFO

Thank you, Buck. Let me walk through our quarter and year-to-date results, discuss our balance sheet and cashflow and then I will review our 2014
forward-looking guidance.

Turning to slides 11 and 12, revenue was $20.8 million for the third quarter 2014, up from $16.1 million for the third quarter of 2013. Net loss for
the third quarter of 2014 was $10.7 million, compared to a net loss of $3.3 million for the third quarter of 2013. Adjusted net loss was $4.3 million
or $0.12 per share for the third quarter of 2014, compared to $3.1 million or $0.08 per share in the comparable (technical difficulty), with the increase
being reflective of the investments we are making in sales and marketing and product development.

Revenue was $58.2 million for the first nine months of 2014, up from $41.5 million for the comparable period of 2013. Net loss of the first nine
months of 2013 was $33.7 million, compared to net income of $8.9 million for the comparable period 2013, which was driven by gains from the
channel intelligence and investor force sales.

Adjusted net loss was $12.2 million or $0.34 per share for the first nine months of 2014, compared to $11.8 million or $0.32 per share in the
comparable 2013 period.

Importantly, year-to-date bookings meaning revenue, plus the change in deferred revenue, are up 35% over the 2013 year-to-date period.

Moving down our income statement on slide 13, gross margin for the quarter was 72%, bringing our year-to-date performance to 72%, compared
to 69% for the comparable 2013 year-to-date period. The gross margin will be a bit lumpy from quarter to quarter, depending on mix and we
continue to expect an annual improvement for 2014 over our 2013 gross margin of 70%.

We continue to see leverage in the G&A line, with G&A, excluding stock-based compensation, improving 25% as a percentage of revenue year-to-date
2014 over 2013. I am very encouraged about the leverage we are seeing in G&A, as it relates to future profitability.

Sales and marketing expense increased over 40 compared to the 2013 quarter, as well as year to date. The significant pipeline growth as Buck
discussed earlier, demonstrates the return we expect to see on this investment. Product development expenses increased over (technical difficulty),
compared to the 2013 quarter and year-to-date.

5

THOMSON REUTERS STREETEVENTS | www.streetevents.com | Contact Us

©2014 Thomson Reuters. All rights reserved. Republication or redistribution of Thomson Reuters content, including by framing or similar means, is prohibited
without the prior written consent of Thomson Reuters. 'Thomson Reuters' and the Thomson Reuters logo are registered trademarks of Thomson Reuters and its
affiliated companies.

NOVEMBER 06, 2014 / 3:00PM, ACTA - Q3 2014 Actua Corp Earnings Call

http://www.streetevents.com
http://www010.streetevents.com/contact.asp


GovDelivery's geo targeting capabilities and MSDSonline's Plan 1 offering, as Buck discussed earlier, also demonstrates the return we expect to
see on this investment.

From a balance sheet perspective, as noted on slide 14, we ended the quarter with $292 million in cash and essentially no debt. During the quarter,
we received $6 million in proceeds, mostly from escrows, and deployed approximately $10 million with the KMI acquisition.

Also during the quarter, we deployed $2 million for share repurchases. And subsequent to quarter end, we deployed an additional $7.9 million to
buyback shares. So as you can see on slide 15, we deployed a total of $10 million in Q3 and Q4 of 2014 to repurchase 600,000 shares, bringing on
our total share of repurchase under the program to over $5.7 million shares, demonstrating a disciplined use of capital.

With the closing of FolioDynamix acquisition earlier this week, I thought it would be helpful to provide an update on capital.

Slide 16 details that with the $200 million acquisition and expected procurian escrow receipts in Q4, we have approximately $100 million in pro
forma cash on the balance sheet and we continue to expect to generate positive adjusted cashflow from operations in the fourth quarter 2014.

Now let me turn to our 2014 revenue guidance on slide 17. Results for the first nine months of the year, the growing pipelines at our business and
the traditionally stronger second half of the year, put us in a good position to tighten our adjusted annual guidance range of $79 million to $81
million to $80 million to $81 million.

The FolioDynamix acquisition will add [GAAP] revenue of approximately $3 million to $3.5 million for the rest of 2014, after reducing for an estimate
impact of the third revenue purchase counting in the range of between $1.5 million and $2 million.

Adjusting for this acquisition, we now expect annual revenue in 2014 to increase from [$59.2 million] in 2013 to annual revenue in the range of
between $83 million and $84.5 million in 2014. And we are focusing on delivering on that.

On slide 18, we expect annual adjusted EPS in it's heightened range of between $0.39 per share and $0.41 per share, reflecting the significant
investments in sales and marketing, as well as product development that we were making in 2014.

The FolioDynamix acquisition is expected to be mutual to our 2014 EPS guidance.

Slide 19 updates some of the cloud metrics we are tracking. Recurring revenue represented (inaudible) of year-to-date revenue and our dollar base
recurring revenue retention rate was approximately 95%.

In conclusion, as we look ahead to 2016 and beyond, our strong balance sheet position will allow us to execute on the following initiatives, expanding
our market share through sales and marketing investments, innovating and scaling our solutions through product development and R&D, owning
more of our markets, expanding our foothold in our existing markets through tuck-in acquisitions, opportunistically executing on our share-repurchase
authorization program, and pursuing new vertical markets over the long term.

With that, let me turn the call back over to Buck.

Walter Buckley - Actua Corporation - Chairman, CEO

Thanks, Kirk. And turning now to (technical difficulty) a few words before I hand the call over to Joe.

We've known this company since 2010. And we had the luxury of watching Joe and his talented team (technical difficulty) growth goals while
improving and expanding its platform capabilities and building a very impressive customer base. We are excited about what we can do (technical
difficulty) FolioDynamix is now an Actua business.

With that, I'd like to turn the call over to Joe Mrak, CEO of FolioDynamix.
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Joe Mrak - Actua Corporation - CEO - FolioDynamix

Thanks, Buck. Exciting to be here today, excited to give our (inaudible) earlier this week with Actua and be part of Actua.

I'll give you a little background here on FolioDynamix, formed back in 2007 with one simple mission. And our mission was to build the (technical
difficulty) experience possible and (inaudible) from the time they sit down with a client, to doing a performance.

We look at that (technical difficulty) servicing brokerage firms. Banks have been a big part of our business. The RAA networks that's the custodians,
and any other basis on a fee-based managed account providers are, you know, our target clients.

(Technical difficulty) based. You know, we've got -- we've generated a nice business in 2007, we've got net revenues over $30 million, growing at
40% [annual] cashflow adjusted net income positive. You know (technical difficulty) as of the other dray, $2.7 billion (technical difficulty) through
the platform and AUM is what we provided [based upon]

So we cover about 208 clients across the United States, some big names that you may be familiar with (inaudible), [BB&] and we also cover some
of those smaller firms that are out there. So we're a great option for many of the firms in that space.

Again, FolioDynamix is a business, it's an exciting place to be. We're in a great position to capture a large chunk of the market share. It's a very large
market, a billion-dollar market, multi-billion dollar market opportunity with a lot of fragmentation in our market as well, a lot of siloed or what we
call point solutions that are out in this space and not many have gone after the market the way that Folio that has in that, you know, we offer
everything as one cohesive solution. It's a big differentiator for us. And it's one of the many reasons a lot of our clients have used Folio in the end.

There's a lot of -- because it's a very complex industry, and we'll talk a little bit about the trends here in a second. But the pain points for our customers
can be severe. It's a market where you're trying to attract the best of the best advisers and you need to have the best technology to do so.

Our clients are often the drivers of a lot of our innovations. They come to us with very complex needs. We service those needs very well. We do it
very quickly. And quite frankly, you know, this is an industry where the cloud is still something new. You look back into many of the systems that
run the fee-based managed account industry, they're antiquated in their mainframe file applications.

And you know, we really brought the cloud to financial services. It's a very sticky business. We've had over 100% revenue retention in our space
and it's a -- you know, it's a tough business to get into. What we do and what we -- you know, the volumes that we service every day is very difficult
to do and it's not something that someone takes lightly to get into this space.

Looking now at one of the exciting trends in the industry, you know, it's a competitive market right now for financial advisers. If you read any of
the industry [rag], you'll see that the movement of financial advisers from one place to another is fierce competition. And technology is a key factor
in their decision into where they go. A lot of our firms use as a, you know, as a tool (technical difficulty) advisers. So there's a lot of competition out
there that's been driving in the need for better technology in this space.

Complexity is growing as well. We are compliance. Compliance is a big topic today. Being able to use surveillance on what advisers are doing day
to day is very important. Having on singular technology to do that is a big factor in (inaudible) FolioDynamix because of their ability to see, from
end to end, what an adviser does and controls what an adviser does is huge. So I kind of call that upstream compliance and one that you can stop
them from making the wrong choices or decisions is just as key and people (inaudible) done. So that's a big factor in the market today.

And efficiency is huge. The ability to take an adviser and [forget] this time, to spend more time with clients to build this business is a very strong
dynamic in the marketplace today. What we've done is we constantly evaluate workflow. We look at the different ways that advisers interact with
the platform and we drive efficiency. We've taken -- you know, for some of our clients, some of the results we've seen is something that took
somebody five days, now takes five minutes, and that's a huge benefit to a financial adviser and to the businesses that they are part of.
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(Inaudible) page 25 -- slide 25, give you a feel for how we bundle or solutions in the marketplace. You can really look at in two parts. From a
technology perspective, the platform that we offer in our ability to checking out the components there is really an advantage for the firm. We're
able to walk in basically just about any situation in the marketplace and provide an exact solution to the needs of that firm. So they may have
already made an investment in performance, but they need really good re-balancing technology. You know, we can squat right in there.

Also, we may clients that take the entire technology suite. So we're in a great position to offer leading-edge technology in just about any way,
shape or form that our clients needed. What's often unique is our ability to offer services around that technology. So specifically, advisory services.
So we've got everything from full portfolios ready to go, turnkey portfolios for our clients.

(Inaudible) if somebody just wants, you know, basic due diligence and research, we can sell that as a separate offering. We also have over 400
managers that are part of our network, so we can quickly overnight turn out programs for a firm that wants to get access to the best managers in
the industry. So it's a nice dynamic, because we not only have the technology components, but we also have the advisory services, content data,
that you need to run these platforms every day.

Moving to 26, you know, sometimes a picture is a thousand words. And taking a good look at the platform itself, if you look across the top there,
you can kind of see a lifestyle. Well, that's the lifecycle of an account for a financial adviser. There's day-to-day dashboard alerts, you know, there
are activities and point of focus when they walk in the door in the morning.

But then there's also everything that a client would -- a financial adviser would ever need to do with a client, everything from processing that client,
building a proposal for them, selecting product, understanding their risk profiles and their needs, to opening the account and managing that
account day to day, whether they're driving it themselves, with models that back financial advisers' preview, or they're using the firm that they
work for and models, it doesn't matter.

Either way, we've made that wildly efficient.

From a trade perspective, the ability to trade those accounts, be able to look for exceptions, whether it's wash sales, whether it's restrictions on the
account, we've provided all the technology and [trade] order management to do so.

And then, also the reporting, the performance, all those components that a client expects to see how their investments are doing on a quarterly
basis, we've got all of that information right at their fingertips, all of it done, daily processed.

So it's a very robust system that we offer. It does truly cover both the entire spectrum of what a financial adviser needs to do, day to day, in a very
efficient and effective manner.

Looking at 27, taking one of our clients, for example, Cetera Financial, been a long-time client of ours. They use the platform pretty much in its
entirety, minus performance, where they have an existing solution that we tie to.

But from the time that an adviser that's here at Cetera, a financial adviser, if you're building a proposal around an e-based business, whether they're
managing it fully themselves or Cetera offers the models and the portfolios, all that's run through the Folio system.

On top of that, from an advisory services perspective, we actually assist them in doing the overlay management on the ETF mutuals fund rap
portfolios that they have, as well as any of the full-on managed account, what they call [SME] which is basically a version of UMA, or unified managed
accounts, which is a more targeted, high-network or [giant] network type client. We provide the full servicing around that as well as systemic and
due diligence.

So they're a good client to look at, that has really taken advantage of our entire offering.
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So, 28, looking at Folio and why is Folio unique in this space, one of the nice things that we offer, again, is the ability to customize the system around
our client's needs. So that flexibility is huge. You can really look at how they're going to use different parts of the application to best meet their
need, whether it's just a module or taking the entire solution. We've made that easy for them.

We're also very nimble at doing so, so we're very quick to implement. We've got a great team of very seasoned -- we're all seasoned veterans in
this industry. We've basically seen everything you can see implementation from start to finish.

And we know our customers really well. We understand the bank space, so we've been getting a lot of traction in the bank space recently. We've
got a long history around trust and private wealth, as well as the broker side of the business.

So we're very -- our knowledge and our team and the talent base that we have expands that entire -- our entire industry. And that is really powerful
and our clients really respect the fact that we know what we're doing. And we've got a strong track record around it to delivering for our clients.

Because the other thing that's a very important factor in the selection of Folio over the competition would really be around our investments in the
technology. We continually innovate, we continue to invest in the technology, to really deliver the leading edge of the marketplace.

Again, we're in a great position because it's all one code base, one technology, one singular solution. So for us to easily add complex features or
new features, it's very easy for us to do, and we've gotten very good at it.

So let me make the competitive marketplace, as we said, it's interesting that this market, cloud, is so relatively new. Not that any other -- there's a
lot of solutions that are out there in the marketplace that have been there for decades. And they're mainframe after -- they're not adviser friendly
by any means.

So when we first took on our mission to build the best adviser experience, there was no doubt it was going to be cloud-based. That's a big advantage
for the firm, believe it or not. And our ability to do it and offer it as one is huge. Our ability to do it and implement speed to market for our clients,
it is another big benefit of our organization.

We also build a world-class list of asset managers that are part of our program, so we have over 400. The nice thing is when clients sign with us,
they instantly can have access to those managers. We can build programs for them very quickly. This eliminates in some cases years of work for
firms that are trying to build and manage to compete in the e-based managed account space.

The nice thing, too, is, just on experience, our ability to work with our clients, understand their needs. They know that we've been there. It's really
a key advantage for the organization. I can't state that enough. In all my years of doing this, that's really gone a long way to getting our clients
through a lot of tough details when we implement the platform.

So we're going to flag 30, our opportunities to accelerate growth. We're really excited to be part of Actua. A big part of that is getting the deal
behind us. There was, obviously, any of those sets of things to deal with and know where your future is and look forward is huge.

We've got a couple different planned things that we're looking at right now, really investments and sales and marketing. It's great to be able to
leverage the Actua marketing team as well as an extension of our own.

We definitely see doing a larger push into the marketplace, with more marketing and as a big opportunity for us. We're going to continue the
investment in technology on a very active road map.

Some of the key things that we're going to be doing in 2015, one of the biggest ones is we've got such a great adviser base, captive adviser base,
that gives us feedback. Our clients are really good at giving us feedback.

We're investing a lot in the workflow and the UI to best create efficiency for financial advisers, even beyond where we are today. That's the big
investment for us in 2015.
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Our clients have also come to us and said that they really desire a client portal or ability for their clients to see the same information that the adviser
sees, so we're making a big investment there as well.

So we are going to continue to innovate and push the limits with our technology. And we're excited that we now have the stability and financial
backing to do so.

We're also going to be looking at different acquisition opportunities that are out there, to see we [could be top end]. We've demonstrated our
ability to do that over the last two years. We look to continue to do that. And with the backing of Actua, that makes that a lot more easier for us in
terms of our ability to go after and be competitive in that space.

So, that gives you a good overview there of FolioDynamix. I know we've got a Q&A, so open to questions and comments.

I'll turn it back over to Duck.

Walter Buckley - Actua Corporation - Chairman, CEO

Thanks, Joe.

And now we'd like to open it up for questions.

Q U E S T I O N S  A N D  A N S W E R S

Operator

(Operator Instructions)

And please stand by for your first question.

And your first question comes from the line of Scott Berg of Northland Capital Markets.

Please proceed.

Scott Berg - Northland Capital Markets - Analyst

Hey, everyone. Congratulations on the new quarter and an interesting acquisition.

Walter Buckley - Actua Corporation - Chairman, CEO

Thanks, Scott.

Scott Berg - Northland Capital Markets - Analyst

A couple quick ones from me is I don't know who you want to answer this, Buck, if it's you or Joe, but on the FolioDynamix product and kind of
space, how would you sum up the exact customers of the product, that the product is sold to today? I see, at least looking at some of the names
and some of the products, it looks like it's a pretty broad base. But I want to try to understand, who the true target customer is that you sell to.
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Joe Mrak - Actua Corporation - CEO - FolioDynamix

Sure. Really, our key markets are the brokerage world. So, you think about any firm that basically does trading on individual investor accounts,
that's one of our core target markets. And those firms range in size from a billion dollars in assets to $300 billion. So, I mean, it's a wide array of firms
within that space.

The other large channel for us, and one of our core channels, the largest client base, actually, comes from the bank space. There's been a lot of nice
trends in the bank space in terms of outsourcing. So it's been very robust for us.

So we, you know, either you're looking at the trends and the different things in the marketplace, but the bank space is really a key one.

And third would really be the RAA market. And broadly defined, I mean, there's RAA that has $25 million in assets and there's RAAs that has $5
million to $10 billion in assets. We generally focus on the larger end of that REA spectrum.

Scott Berg - Northland Capital Markets - Analyst

Okay. Great. Thank you.

And then, Buck, I wanted to see if you can qualify some of your pipeline comments for (technical difficulty) and Bolt, a little bit.

Deals are -- there's a larger number of deals. These deals are bigger sized. Are they significantly larger deals? Are they just incrementally larger
deals? Trying to understand what the qualitative perspective on those might be.

Walter Buckley - Actua Corporation - Chairman, CEO

Sure. I'll talk about Bolt and then talk about customer [recess] separately.

At Bolt, I think what we're most encouraged about is, you know, we entered last quarter with fairly staged deals. And we landed one, IFS which we
really think has significant potential in 2015. And we added two new ones.

And so, I would say that there is this -- you know, couple two very large opportunities and two I would say good space, of those five, but most
encouraged is that there are five. A year ago, we had one. And I think it's really a reflection of the success we've had with our existing customers,
whether it be Citizens or Progressive or, you know, our top line carrier I mentioned, as well as we're now having four sales teams.

And so, I really think it's been a lot of I think good momentum in the market.

And also we're now beginning to see new channels that are open, IFS One (technical difficulty) and then there's others. And so, it's beyond just the
traditional channels we're seeing, so encouraging there as well.

And I think if you begin to transform a market, it takes time, but we're really beginning to see a lot of momentum. And now just getting it across
the line.

In terms of GovDelivery, we really embarked in the beginning of the year on going after large federal programs where they're spending tens of
millions of dollars, primarily offline to drive action by citizens. And we really began to go after it in earnest, just earlier this year.

And now, due to the really good work of Scott Burns and his team, we have five mid to late stage deals that we're working on right now. We had
zero a year ago. And I think it's a reflection of the opportunity in front of us. And we think we'll close at least one toward the end of the year.
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So, I think both cases we're seeing significant momentum. And I think it's the direct result of investments we've been making. And obviously I think
it sets us up well for 2015.

Scott Berg - Northland Capital Markets - Analyst

Great. And then, last question for me, and I'll let someone else jump in the queue, is on FolioDynamix, Buck, you guys have done I think a very nice
job over the last few years on other acquisitions you've made. Obviously reinvesting in those businesses and accelerating their growth rates,
frequently 10, 15 points or more.

How do you to that with Folio, if it's already growing at a pretty [fierce] cliff at 40%-plus? Is there an opportunity to see something in that 50%-plus
range, or is this a consistent 40% (technical difficulty)?

Walter Buckley - Actua Corporation - Chairman, CEO

Yeah, it sounds to be a good question. Joe and his team have done a terrific job, I'd say. You know, when you're growing 40%-plus in a SaaS model,
you know, there's a sort of laws of physics.

But we do think it's a significant -- it's a large addressable market. From the due diligence comments, feedback we got was that a lot of people sort
of know of Folio but don't really of Folio. And so I think, as Joe mentioned, there's a huge opportunity from a marketing, from a branding perspective.
And then starting with content creation, and I think that will significantly improve the lead generation that the businesses, kind of where they are
today to 12 months from now.

So I think that's a significant opportunity. Then overtime build out the sales team, but 40% growth is very good, and, obviously, over time, hopefully
we'll do better. But I think with some basic blocking and tackling right now, we can do to at a minimum maintain.

And Joe, any comments you would like?

Joe Mrak - Actua Corporation - CEO - FolioDynamix

No, I definitely think your comment around the blocking and sales is a definite investment for us that I think will at least continue the growth over
time. And tht's something we're really looking forward to, getting our name out there even more, getting the visibility.

Scott Berg - Northland Capital Markets - Analyst

Thanks. I'll jump back in the queue.

Operator

Thank you for the question.

Your next question comes from the line of Jeff Van Rhee of Craig-Hallum.

Please proceed.
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Jeff Van Rhee - Craig-Hallum - Analyst

Great, thank you very much.

Joe, a few questions for you to start on Folio. As you look at the core target markets, I think you rattled off three that were primary markets, can
you just touch on each with respect to who is the most frequent competitor and a little clearer sense of why you win or why you would lose in
those instances?

And, in that context, what percent of those deals are truly greenfield and not competitive. Just -- it all goes to that market penetration and competitive
landscape, if you could flesh that out a bit.

Joe Mrak - Actua Corporation - CEO - FolioDynamix

Sure. Let's take the brokerage and bank channel and kind of lump them into one. From a competitive standpoint, nine times out of ten, our
competitor is going to be [InvestNet]. Again, there's also point solutions in the marketplace that vary. There's a bunch of them, but they do not
have as compelling of an offering because they're only addressing one single pain point very all the pain points that these firms are typically looking
to solve.

So, in that market, our real competitive advantage there is our speed to market, our nimbleness, the end-to-end technology and our ability to
deliver that in a flexible module there, that helps those clients really grow and create efficiencies for advisers and allows them to go recruit and
retain advisers.

So that's been a big advantage for us in that marketplace. Because it's a quick moving market. They're very much into sales, distribution, looking
-- looking at the marketplace aggressively in terms of attracting and growing the adviser base.

Taking a look at the bank channel just a little bit more, it's a slightly different market, even from the brokerage, in that they tend to take a little bit
more time in what they're doing. You're dealing with intricate trusts, back offices, principal income, all those types of things. We really -- we're true
experts there. We've had a long history in the bank channel. We really understand private wealth and trusts. It gives us a real distinct advantage.

Being able to talk trust with a bank, able to have that background and that expertise, goes a really long way to win the business there. They've got
to believe, they've got to trust who they're working with, and that you have been there and understand their pain point, that you know how to
integrate their solution.

So that's a big advantage for us in the bank space.

So between those, brokerage and banks, that's kind of our core competitive market. The RAA space is, again, we're focused more on the larger
(REA)s in the marketplace, so it tends to look like a hybrid of the bank and brokerage channel.

The RAA space is very fragmented. I mean, there are many companies, very small in nature, offering a wide array of solutions out there. So it's hard
to really pinpoint, hey, here's our core competitor in the RAA space.

Honestly, people in the RAA space come to us largely because they're looking for a program. They want access to all those managers. They're either
looking to complement a strategy they already offer or they're looking to expand upon that. They're looking for a turnkey-style solution. That's
something that we offer and offer very well, whereas a lot of the fragmented providers are just providing some point technology to address CFM
or they address rebalancing or address performance or whatnot.

So in that marketplace, it can be very fragmented and those deals can look very different.
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Jeff Van Rhee - Craig-Hallum - Analyst

So I guess if you take those two markets, just give me a sense of how many of those buyers have a relatively modern solution. And I guess I don't
know how to define relatively modern, other than your solution talks a lot about the advantages of allowing people to spend more time with their
clients and out prospecting and less time on back office.

So I guess the question would be in terms of when you come into a customer, how many already have largely captured those benefits and the
low-hanging fruit of those advantages and how many are really just prime target customers for you? How far are we in this market, in terms of its
adoption of more modern solutions?

Joe Mrak - Actua Corporation - CEO - FolioDynamix

You know, I still feel like we're in the very early stages of it. It's amazing what we walk into sometimes, to be quite frank. I mean, I've seen everything,
Excel spreadsheets. Some guy writing stuff down on paper. Believe it or not, it exists out there.

And if they do have a solution, it's usually a hodgepodge of something. So they've got five different solutions to try to create one process. And
that's really messy.

And the more that the trends that we're talking about in the industry compliance -- compliance being a big one. When you're trying to look across
five different solutions to figure out what an adviser is doing, it becomes very difficult. Loss of consistency of information. Almost always, you're
dealing with some archaic back office, and you need to have consistent information from basically screen to screen or process the pieces of the
puzzle.

So it's actually quite -- I look at it as Greenfield, because these solutions weren't well thought out. They were more of an evolution over time, where
they had a specific need to address, rebalancing or performance or something like that, and now firms are looking at -- and if they're trying to
recruit an adviser, that is not a pretty picture. They need to have one solution, one system that, technology that provides that efficiency.

So, it's still very early stage in the market. There's plenty of room in this market. I think that's why we're excited about where we're positioned today.
And our pipeline couldn't be more frothy.

Jeff Van Rhee - Craig-Hallum - Analyst

Got it. Perfect. Thank you.

Buck, in terms of sales investment across the board, you've obviously put a lot of capital to work, and it sounds like intend to continue to do so,
based on the results and the return on investment.

Can you just catch me up on total sales heads, where we started the year, where we are now, and where you think you'll end the year, sort of rolling
up each of the businesses into one?

Walter Buckley - Actua Corporation - Chairman, CEO

So we started the year, Jeff, at about 240 across the three businesses. I would say today we're probably around 300, which is really slightly ahead
of the count where I thought we would be at this time.

And we'll probably end up about there. Maybe net a couple more between now and the end of the year.

But, as you remember, we really invested heavily in the first part of the year on ramping up the sales and marketing.
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Jeff Van Rhee - Craig-Hallum - Analyst

Okay. And then, Buck, in terms of 2015, obviously, you haven't given a guide, but we've got models out there and need to get at least some thoughts
from you as to how you think about 2015.

You know, as you look at each of these businesses, we're now laughing the superior acquisition for Bolt. And so, you've got largely organic, maybe
a little KMI in the MSDS side. But can you just give us a sense of each of those businesses, based off of the growth rates they showed this quarter?
When you crudely think about how 2015 looks, is it safe to look at each of those and think of acceleration in each of those businesses for 2015 in
terms of year-over-year growth?

Walter Buckley - Actua Corporation - Chairman, CEO

It's obviously a little early, but if you look at just from a pipeline perspective and MS -- I'll put MSDS and Folio in one camp, in the sense that they're
growing in the high 30s and low 40s and I think the goal there, I think we feel comfortable and confident that they'll grow at that rate.

I do think that at both Bolt and GovDelivery, where you're seeing some significant pipeline expansion, as we begin to knock these down, you should
see accelerating growth at both businesses.

And I think that that bodes well for 2015.

Jeff Van Rhee - Craig-Hallum - Analyst

Okay. And then the other part of that, again, I realize it's early, and share what you can, but as you plow into that forward year, do you generally
think of it as a mixed, we'll let some margin play out here, or do you generally look at it as though we're comfortable -- you know, you're going to
get cash flow break even or positive in Q4, so we're comfortable at cash flow break even, we'll take everything else, plow it back into S&M?

How do you -- high level, how do you think about rebalance?

Walter Buckley - Actua Corporation - Chairman, CEO

It's a good question. I really do think we take a bottom-up approach, that we really go through, work with each of the teams and really evaluate
investment opportunities that are presented.

And I think that that adds up to what we think makes sense. So, we monitor each and every investment, how it's paying off and where we're seeing
success where we're not seeing success. And where we're not, we're going to -- you're not going to see us continue to invest.

But obviously we're really beginning to see some really nice successes in a number of areas. We didn't really talk about it, but GovDelivery state
and local had their best quarter ever. And I think it's a direct result of both product development initiatives that have taken place as well as investment
in sales and marketing.

And so, obviously, it's really built up from the ground, and I think, you know, Kirk mentioned that as we grow in size and scale, you'll continue to
see benefits on the G&A side, and then over time, sales and marketing will come down a percentage of revenue, it just [portal] the laws of nature.

And I think that will then, obviously, continue to drive I would say improving cash flow, which we really think is the right, from a bottom line
perspective, the right metric to look at.
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Jeff Van Rhee - Craig-Hallum - Analyst

Last one, and I'll let somebody else jump on. On the Bolt side, just want to be clear, because I think there were -- you had discussed last quarter
that there were a couple customers in the late contracting stages, and also that you had a mega customer very mature in the pipe. I was doing a
lot of things here, I might have missed it, just can you quickly give me, from those two deals that were contracting, did we get them? And then,
the mega deal, just where are we with that one?

Walter Buckley - Actua Corporation - Chairman, CEO

Well, we did sign one of the two that I mentioned. And the others are still in the pipeline, as we mentioned.

And we added two this quarter. And to me, that's probably the most encouraging. Frankly, there's a lot of -- the Bolt team, as they are doing a
terrific job triaging the opportunities. These are obviously large, complex negotiations, you can imagine. But I think that to me and to us the most
encouraging development.

Everything is pretty much as asked, except we've landed I think a terrific account in IFS, and we'll begin to roll that out early in 2015 -- I mean IFS,
excuse me.

Jeff Van Rhee - Craig-Hallum - Analyst

Thank you.

Operator

Thanks for the question.

The next question comes from the line of Jeff Houston of Barrington Research.

Please go ahead.

Jeff Houston - Barrington Research - Analyst

Hi. Thanks for taking my questions.

The first one is for Kirk. It looks like EPS is a bit light in the quarter, but then, guidance for the fourth quarter was a bit above where the Street was.
Were there some expenses that occurred earlier than expected? Any clarity there would be great.

Kirk Morgan - Actua Corporation - CFO

Yeah, we have continued to I think accelerate the sales and marketing and product development expenses and making investment there, so that's
really what that relates to.

Jeff Houston - Barrington Research - Analyst

Okay.
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Then, separately, a question for Joe, following up on Folio's competitive landscape. You mentioned that nine out of ten times in the brokerage
space you're competing with InvestNet. Could you talk a bit about what your win rate is and the reasons why you win or lose specifically, against
InvestNet?

Joe Mrak - Actua Corporation - CEO - FolioDynamix

Sure. We generally win our fair share there. I don't have an exact win rate for you. But taking a look at what -- why firms choose Folio in the end, it
really has a lot to do with relationships and understanding of a firm's business.

Quite frankly, I mean, that's probably the number one reason people choose a solution. They want to feel comfortable that you're going to be able
to deliver it and that you can do it in a time frame that's acceptable to them.

And then, from a technology perspective, I would say it's our ability to deliver one singular solution. If you look at InvestNet and the way they go
in a market, it's very different than Folio, to be quite frank. While they are our competitor, they have their siloed solutions that are almost like point
solutions bundled up under one brand. And they do deliver that effectively, but, at the end of day, we're going with a different value proposition,
in that our code base is all one, our solution is singular from the time you do a proposal all the way through to doing performance and rebalancing
the account.

That's a big advantage. It's a big advantage from a data perspective, compliance perspective, and whatnot, and that is -- that's been a big factor in
our win column.

I think that that goes a long way.

The other big win that we have is scalability. We service some of the largest firms out there at very high scale. It's tough to compete with that when,
honestly, especially if you're a larger firm in this space, whether you're brokerage or bank, you have high volumes, you have high adviser activity,
our ability to scale that solution is an extremely proven. You're not taking a risk in our scalability in any way, shape or form.

And that's been a really big factor for us in the perspective of the win bucket.

Jeff Houston - Barrington Research - Analyst

Okay. Thanks.

Last question, for Buck, regarding MSDSonline, you mentioned that KMI added seven new customers. Could you speak to how the cross-sell between
MSDS' core product and KMI's is progressing, how the pipeline is there, if there's been any, if any of those seven new customers were cross-sold
wins or -- just some comment on the cross-sell effort...

Walter Buckley - Actua Corporation - Chairman, CEO

Sure. Yeah, I'll step back and just sort of give a quick snapshot on KMI in total.

We acquired the company in mid-Q3, and I think we've been very pleased with the acquisition. I mean, first, we've got a very talented management
team as part of the acquisition that significantly built out the platform from a features and functionality perspective, especially on instant management,
that covers a lot more than just chemicals.

And, thirdly, it doubles the size of our addressable market, which is significant. And we had a [grade new concept] to reap the benefits there.

And it's in the 100-plus customers. So obviously, a good place to start from.
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In terms of the seven wins in Q3, they were really all KMI sales. We're just beginning, it's been about two months, in terms of two areas of integration.
One is on the technology side, and that's going to take another six to nine months to integrate from our user interface standpoint and also from
a data perspective.

And then, obviously, the first probably most -- the nearest term area of integration and sales, on sales and marketing, and we're cross-training the
KMI team as well as the MSDS enterprise sales teams as we speak. And I think we'll really have a go-to-market initiative beginning in the beginning
of the year.

And so, we're still operating in a silo fashion, at least through the end of this year. But, obviously, KMI I think benefited from just the overall relationship
and partnership with MSDS and under the actual brand.

Jeff Houston - Barrington Research - Analyst

Okay. Thank you.

Operator

Thank you for your question.

I'd now like to turn the call over to Walter Buckley, CEO, for the closing remarks.

Walter Buckley - Actua Corporation - Chairman, CEO

I'd like to thank all of you for joining us this morning. And I look forward to report on Q4 and full year in early February. Thank you.

Operator

Thank you, sir.

Thank you for joining in today's conference, ladies and gentlemen. This concludes the presentation. You may now disconnect.
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