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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 First Quarter 2015 Actua Corporation Earnings Conference Call. My name is Jackie, and I'll be coordinator for 

today. At this time, all participants are in a listen-only mode and we will be facilitating a question-and-answer session towards the end of today's presentation. (Operator 

Instructions). 

 

I'd now like to turn the conference over to Mr. Karen Greene, Managing Director of Investor Relations. Please proceed. 

 

 Karen Greene  - Actua - Managing Director IR  

 

 Thank you and good morning. This is Karen Greene with Investor Relations and I want to welcome you to Actua's first quarter 2015 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 first quarter conference call. The Slides can be 

accessed through that icon. For those of you without immediate access to our website, the conference call and 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, 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 May 5, 2015 

press release. The attachments to the release can be accessed by clicking on the 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 our ability to compete successfully in highly-competitive 

rapidly-developing markets, the effect of economic conditions generally, capital spending by our customers, our ability to retain existing customer relationships and 

secure new ones, developments in the markets in which we operate and our ability to respond to those changes in a timely and effective manner, the availability, 

performance and security of our cloud-based technology, particularly in light of increased cybersecurity risks and concerns, our ability to retain key personnel, our 

ability to deploy capital effectively and on acceptable terms, our ability to successfully integrate any acquired business, the impact of any potential acquisitions, 

dispositions or other strategic transactions, our ability to have continued access to capital and to manage capital resources effectively, and other risks and uncertainties 

detailed in Actua's filings with the United States Securities and Exchange Commission. Those and other factors may cause actual results to differ materially from those 

projected. 

 

With that, I'd like to turn the call over to Walter Buckley, Actua's Chairman and CEO. 
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 Walter Buckley  - Actua - CEO  

 

 Thank you, Karen. I like to thank all of you on the call today. This morning I will provide an overview of Actua's performance for the first quarter 2015. And Kirk 

Morgan, our Chief Financial Officer will follow-up with Actua's financial results for the quarter. As we laid out in our 2014 year-end conference call, we have two 

primary initiatives in 2015. First, to drive strong revenue growth and second to drive improved operating leverage. We made significant progress in both areas during 

the first quarter. 

 

Now building on the excellent momentum from the fourth quarter, we are excited to report the 2015 is off to a solid start with strong first quarter results. We exceeded 

plan across all four businesses on both the top and bottom lines. Operating cash flow also improved significantly over the first quarter 2014 and we would expect to see 

continued improvement there as the year unfolds. 

 

Now turning to Slide 5, with a focus on driving revenue growth in Q1, we continue to achieve greater sales and marketing productivity and need to pursue and close 

cross-sell opportunities at each of our businesses. While continuing to build out our competitive notes through key product development initiatives. 

 

Starting with GovDelivery on Slide 6, the Company continued to see a strong revenue and pipeline momentum this quarter with revenue up 25% compared to Q1 2014. 

GovDelivery closed 29 deals in Q1 reporting its strongest first quarter ever in the state and local market. In the federal market, the Company closed several deals with 

federal agencies just subsequent to quarter end. 

 

And from an overall pipeline perspective now with a focus on larger deals $100,000 and up. GovDelivery's pipeline expanded 20% since the beginning of the year. And 

the pipeline now includes 16 federal program opportunities most with existing federal clients, this is up from seven quarter. 

 

In tandem with a strong revenue of pipeline momentum GovDelivery now has well over 80 million citizens in its network up from 75 million at year end. The 

Company's ability to help clients grow digital audience to the GovDelivery network continues to get stronger further strengthening its competitive advantage. 

 

GovDelivery's learning and trading community known as GovLoop continues to expand as well. During Q1 GovDelivery launched GovLoop Academy to improve the 

online trading opportunities for both GovDelivery's government customers and GovLoops community have more than 150,000 members which is comprised of 

primarily government employees. GovLoop Academy currently has 25 courses on the platform and will continue to build out is content inventory as we further 

penetrate this market. 

 

Now turning to Slide 7, TAM continues to build out its pipeline at its platform. However revenue growth was essentially flat compared to Q1 2014. Most importantly 

during the quarter we saw expanded utilization of the platform and expanding relationships with all three of its largest customers. To elaborate further, one of our top 

platform customers is expanding the use of the platform by brining a new subsidiary into the relationship. Another large customer is increasing its seats by over 50% 

well ahead of schedule. 

 

And finally citizens expedited the addition of new homeowners' insurance products on a platform by four months and just announced the launch of one of them today. 

These expenses will begin to translate into additional revenue for Bolt beginning in Q2 while also growing the amount of premium dollars on the platform. Even prior 

to these expansions Bolt saw premiums on the platform increased from $850 million at year end to over a $1 billion today. 

 

All three of the above mentioned carriers are seeing significant impact on their business results from utilizing the Bolt platform. As we reported on the last call early in 

the quarter we signed a platform deal which we expect to launch in August. We anticipate this to be a multiyear and multimillion dollar opportunity once it's up and 

running. We also help to be able to name a customer when we launch. 

 

We also launched a partnership with Google Compare during the quarter which we are excited about. Partnering with an initial set of insurance carries Bolt is working 

with Google to enable carriers to join and leverage Google to effectively and efficiently reach consumers in amidst to their buy decisions. 

 

We are co-hosting a summit tomorrow with Google and Celent a research and consulting firm help educate carriers about the many changes facing the industry today 

and the benefits that working together could bring. From a pipeline perspective, we continue to see opportunities build steadily with a number of large mid to late stage 

deals going from six to nine in Q1. 

 

All of the prior opportunities we have referred to in the pipeline remain with some of them in final contract stages. Getting these deals across the finish line continues to 

be a long and complex process, but we are encouraged by the growth and size of the pipeline in terms of total TCV. I'd also add that we are excited to see a number of 

carriers who on the distribution side of the platform, now entering in the contract discussion with us about implementing the Bolt platform as a customer. 
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Finally, as we have mentioned last quarter we are continuing to invest and building out the Bolt platform by increasing the number of carriers and carrier connections on 

the platform. We ended the year with 2,800 connections and 61 carriers and increased that to 3,039 connections and 63 carriers in Q1 and we believe we will continue 

to see good progress on these metrics as the year unfolds. 

 

As reflected on Slide 8, FolioDynamix grew revenues 27% this quarter compared to Q1 2014 and grew regulatory assets under management to $4.1 million up from 

$3.7 billion at the end of the year. In addition, the Company signed eight new deals since the beginning of the year. These were all multi-year deals with one significant 

seven-figure year deal with a large RIA platform. 

 

The other sales were medium sized. Low to high six-figures annually, five of which were banks. All these relationships have a potential to add assets and utilized more 

of a portfolio platform over time. The pipeline continues to build, increasing 25% from where it was at the beginning of the year, where a lot of the interest continuing 

to come from the bank and broker dealer markets. 

 

Folio also made good progress on its product and technology development initiatives during the quarter. A series of new enhancements is currently being rolled out to 

deliver more granular performance reporting, provide improved trading and rebalancing tools and enable advisors to more effectively manage unified households 

accounts. In addition, a new [software] version is in development which will provide additional functionality around improving the user interface and an overall 

improved user experience. 

 

Finally, Folio launched the Vyzex platform which combines FolioDynamix investment research and portfolio products with its fully integrated wealth management 

platform. A pipeline for this product is building nicely and we believe this will provide great up-sell and cross-sell opportunities for Folio long-term. 

 

Now turning to Slide 9, MSDS had an excellent quarter reporting 41% revenue growth. The company continued to add to its customer base close to a 11,000 

organizations, signing 562 new customers in the quarter. This includes two large cross-sell wins $100,000 up annually with two very large manufacturers. These deals 

came to fruition as a result of expanded capability of the combined MSDS KMI platform. 

 

In addition to these two deals new customer wins primarily consisted of new platform customers with a higher ASPs. Just to define that a platform customer is a 

company that has access to our full platform of products. 75% of our customers today are platform customers. And the ASP for this group was approximately $5,000. 

 

This ASP should continue to increase over time and we further leverage the broader capabilities of the combined MSDS KMI organization. Now consistent with the 

market interest we saw this quarter pipeline growth is slightly ahead of revenue growth and its key to our platform customers. 

 

Finally, MSDS continued to build, upgrade and verify its day-to-day of material safety data sheets. Significantly growing total number of MSDS's to over $8 million up 

from approximately $7 million a year ago. Last but not least, our key focus in the quarter was driving the successful integration of tuck-in acquisitions we made in 

2014. We made good progress with fully integrating the KMI and NuCivic acquisitions into MSDS and GovDelivery platforms respectively. 

 

We highlighted the KMI integration last quarter and things continue to go well there. With two large wins that I previously mentioned 11 customer signings in total are 

solid proof points of the leverage of the combined offering. The integration of NuCivic and GovDelivery is also going well, while in GovDelivery to offer more 

functionality using applications build on open source primarily around deals with large amounts of data. 

 

This capability has better positioned GovDelivery for the larger program opportunities we are aggressively pursuing and we are seeing that in the growth of the Federal 

program pipeline. Both of these tuck-ins are excellent examples, but we continue to focus on from a business development perspective. We are closely evaluating a 

number of potential tuck-ins for our businesses and expect to make good progress on this front as the year unfolds. 

 

Taking a closer look at our other initiatives for the year driving operating leverage I will leave the details of our progress to occur, but our first quarter results clearly 

demonstrate the leverage and scalability of our model. We are excited about the improvements we saw in Q1 from both an earnings and cash flow perspectives even 

with investments we are making to drive long-term growth. And we think we are well-positioned to see continued strong improvement in this area going forward. 

 

In summary, we are off to a strong start and are excited for what the year ahead holds. We will continue to execute against our key goals of driving strong revenue 

growth and improved operating leverage and look forward to reporting to you on our progress on both fronts next quarter. 

 

 Kirk Morgan  - Actua - CFO  

 

 Thanks Buck. We had a great first quarter and start to 2015 as the results across the board exceeded our expectations. Slide 11 through 13 summarize our consolidated 

results. Revenue for the quarter was $30.6 million up from $18.4 million in the 2014 quarter. Now after adding back the acquisition related differed revenue reduction 
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revenue for the 2015 quarter would have totaled $31.3 million representing 17% growth organically, which we expect to improve as the year progresses and particular 

in the second half. 

 

Adjusted net loss of $0.10 per share is consistent with last year's first quarter. Cash flow from operations improved to a use of $4.4 million in the first quarter of 2015 

compared to a use of $9.7 million in the 2014 quarter. This cash flow improvement is excellent and starts to highlight the operating cash flow leverage we have been 

anticipating. We ended the quarter with over $88 million of cash and cash equivalents. 

 

Now turning to 2015 guidance on Slide 14 and Slides 15 through 17. We are raising our operating cash flow and non-GAAP EPS guidance to reflect our strong Q1 

performance and view into the rest of 2015. We now expect annual 2015 non-GAAP net loss to be in the range of between $0.36 per share and $0.40 per share an 

improvement from our prior guidance for non-GAAP net loss to be in the range of $0.37 per share and $0.41 per share for 2015. 

 

We now expect annual 2015 cash flow from operations to be in the range of use of $5 million and a use of $9 million an improvement from our prior guidance of a use 

of $6 million to a use of $10 million. We continue to expect 2015 annual GAAP revenue in the range of between $133 million and $138 million which corresponds to a 

revenue of between $135.5 million and $140.5 million after adding back a reduction of $2.5 million related to acquired deferred revenue adjustments required by 

GAAP. 

 

Slides 18 and 19 provides a details on our quarterly revenue, [ANI] and operating cash flow. Well, Slide 20 sets out our financial profile for 2013 and 2014 and Q1 of 

2015. Speaking about 2015 as a percentage of revenue we except solid improvements in the sales and marketing and G&A areas while the investments and product 

development may result in an uptick in R&D as a percentage of revenue. Gross margin over the longer-term is expected to become more in line with historical averages. 

 

Let me provide some additional color on the businesses from a cash flow perspective as the businesses are little different. During the quarter, cash flow from operations 

for FolioDynamix, GovDelivery and MSDSonline was a positive approximately $1 million in the aggregate. We expect that these three companies will and the 

aggregate generate positive operating cash flow of between $12 million and $16 million in 2015. 

 

Even while we continue to invest to integrate and scale platforms. Really demonstrating the leverage in these developing SaaS companies. Bolt had and will have a use 

of operating cash for 2015 as they are building out their platform. In summary, with the strong first quarter of 2015 -- as 2015 unfolds will continue to execute against 

our growth strategy to take advantage of the large market opportunity we see in front of us. 

 

And with that, I would like to open the call up to questions. 

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

 

 

Operator  

 

 (Operator Instructions). And your first question comes from the line of Kirk Materne with Evercore. Please proceed. 

 

 Kirk Materne  - Evercore Partners Inc - Analyst  

 

 Yes, thanks very much. Buck and Kirk maybe can you talk a little bit about sort of the revenue performance of Bolt and sort of juxtapose that versus a lot of that - 

obviously positive commentary in terms of pipeline build. I guess I was maybe just a little bit surprised that we gain flat revenue and when you look out for the rest of 

the year I guess how much of Bolt's revenue acceleration is already contracted versus has to be contracted over the remainder of the year? I guess I am just trying to get 

a sense on obviously it's a big opportunity you guys a spending a lot of money on it I guess I just want to get a better understanding of how we should think about it 

ramping from a revenue perspective that's contracted already versus how much needs to be contracted to sort of hit your expectation. 

 

 Walter Buckley  - Actua - CEO  

 

 Yes, Kirk sure I'll sort of give that pipeline perspective and Kirk can talk about the revenue side. I think that the key takeaway from Q1 really from our perspective is 

you know our three largest customers are significantly increasing the use of the platform both from just a premium dollars flowing through the platform to expanding 

the use of it contracting and we are seeing growth really from all three businesses - all three customers. 
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And we will begin to see that revenue uptick in Q2 - as these additions are implemented. I think that's really I think that we are seeing the value proposition really take 

hold and we feel very encourage by that. From a pipeline perspective we signed one deal on the quarter and we added four additional opportunities and two of which 

were existing distribution partners which we find very encouraging. 

 

And frankly none of the deals have fallen off and this -- it's just a matter of continuing to work the deals and stay of course we feel confident in the value proposition 

and the opportunity here and it's just a matter of need to push forward. From a guidance standpoint- 

 

 Kirk Morgan  - Actua - CFO  

 

 Yes, Kirk really very little revenue was assumed from sort of businesses that was not contracted at the beginning of 2015 as we looked in building our guidance and 

looking at reaffirmation of our view of 133 to 138. 

 

So very little was built in relative to that, most of it at Bolt was sort of predicated on some up-sells and getting some additional revenue from existing customers which 

we are seeing. 

 

 Walter Buckley  - Actua - CEO  

 

 And finally, I'll just add as we look at the mid of the late stage opportunities here there is probably more total TCV in the Bolt pipeline and any of our four businesses, 

and so it's just a matter of as I said continue to stay the course. 

 

 Kirk Materne  - Evercore Partners Inc - Analyst  

 

 Okay. Thanks, that's helpful. And then just Kirk, maybe on cash flow seasonality obviously you guys tightened up the range a little bit on the operating cash flow loss, 

is it going to be more backend loaded I guess some of this probably depends like I guess on how Bolt contracting process goes, but we see something sort of similar to 

what we saw in the first quarter and then you get materially better is that slowly will get better over the course of the year with the fourth quarter potentially being cash 

flow breakeven again? 

 

 Kirk Morgan  - Actua - CFO  

 

 Yes, obviously we are really encouraged about what we continue to see on a cash flow side I think ending the year, last year and into Q1 we continue to sort of exceed 

our expectations on where that is. I think we are doing a great job managing receivables, we are doing a great job just sort of across the board with a focus on it. 

 

It's sort of built into our view of cash flow if you think about we had a use of cash little over $4 million for the quarter and looking at hitting that $5 million to $9 

million for the year I think it certainly implies that we should continue to see quarter-on-quarter improvement in the operating cash flow as the year unfolds. 

 

 Kirk Materne  - Evercore Partners Inc - Analyst  

 

 Okay. That's great. Thanks for taking my questions. I'll turn over to others. 

 

Operator  

 

 And your next question comes from the line of Jeff Houston with Barrington Research. Please proceed. 

 

 Jeff Houston  - Barrington Research Associates, Inc - Analyst  

 

 Hi, Buck, Karen and Kirk good morning, thanks for taking my questions. 

 

 Walter Buckley  - Actua - CEO  
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 Good morning. 

 

 Kirk Morgan  - Actua - CFO  

 

 Hi, good morning. 

 

 Jeff Houston  - Barrington Research Associates, Inc - Analyst  

 

 Good morning, guys. Yes so looking at MSDS and the move in the industry to the global GHS standard. Could you update us on how MSDS is kind of positioning 

itself for that transition and where the transition stands and how it should really affect its business? 

 

 Walter Buckley  - Actua - CEO  

 

 I mean it's a good question just for everyone on the call, there is a global harmonization standard that's being adopted globally basically standardizing all the MSDS 

sheets, which finalized have been not standardized and number of rules are gone into effect and we are beginning to see countries adopt these standards I think the most 

recent adoption is Canada and we think we are well positioned to capitalize on that, especially with KMI being in - located in Toronto and so I think we are already 

beginning to see the fruits of that transformation and we think Europe is close behind. 

 

I think by and large we are not focused on selling in Europe except through our large multi national customers. But frankly just a matter of time and as we think about it 

-- I think the regulatory environment in general is getting stricter. We expect more rules and regulation coming out of OSHA in the next several years and so I think all 

of that provides a very healthy tailwind for us and we are really focused on to position ourselves capitalize on that. 

 

 Jeff Houston  - Barrington Research Associates, Inc - Analyst  

 

 Great and then shifting gears a bit to FolioDynamix, I had two questions there could you - but first is can you update us on the competitive landscape are you seeing 

more or less of any of the other players in that space. And then as you look at the pipeline of deals is it correct to assume that it's weighted more towards banks and 

large brokerages then any of the other kind of verticals within financial advisors. 

 

 Walter Buckley  - Actua - CEO  

 

 I will start with the pipeline question first, first of all we saw terrific pipeline growth in the first quarter. I think some of that is pent-up demand from last year I think as 

the Company went through a nine months sales cycle number of potential prospects sort of stood on the sidelines waiting and watching to see where and who was going 

to buy the business. But I also think it's reflective of the need in the market for fully integrated platform that's solves the pain points of these advisors and these 

businesses and so 25% growth from the beginning of the year to the end of the first quarter is significant. I think that's reflective in signing four deals in Q1 and four in 

April and of those eight, five were banks which I think is very reflective of our strength in the bank and dealer broker markets. 

 

As we look at the pipeline, I would say that majority of the deals are in the bank and broker dealer network, probably with the largest segment of that being banks, and 

we think it plays very well to our strength. And as we think about the new releases that are coming down the pipe I think that only strengthens our competitive 

advantage frankly and in some cases, where we see a competitive environment, in some cases we're not. And I also think finally the rollout of Vyzex, which is really 

integrating our research and our product portfolio with our investment software platform really allowed us two things is to go after the RIA market more aggressively 

and probably more importantly begin to cross-sell back into our existing customer base and so it's something we launched in the quarter and you'll hear about more as 

the year unfolds. 

 

 Jeff Houston  - Barrington Research Associates, Inc - Analyst  

 

 That's great color. I appreciate it. Thank you, guys. 

 

Operator  
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 And your next question comes from the line of Jeff Van Rhee with Craig-Hallum. Please proceed. 

 

 Jeff Van Rhee  - Craig-Hallum Capital Group - Analyst  

 

 Thank you. Number of questions, first maybe Kirk. Just couple of things on the gross margin side can you just revisit your comments there, like obviously the gross 

margin dipped and I didn't quite catch what you are saying about what to expect there. And then also along the lines of the elevated R&D, the absolute dollars. I think 

you gave a comment on percent of revenues heading back into that yet, but I'm assuming this is the new baseline is that what you are saying and why you are on that, if 

you could just fill-in a little more color as to what's driving that so we have a better sense of when that might tail off. 

 

 Kirk Morgan  - Actua - CFO  

 

 Yes, on the gross margin side Jeff, we were at 69% if I add back the deferred revenue adjustment, that's a little lower than historically being around 71% or 72%. And 

its principally driven around FolioDynamix and there is a slightly lower gross margin there, what I was saying as I think over the longer-term, we would expect that to 

return back into that 70% to 72%. 

 

And on the R&D side, we are just commenting I think going into the year we mentioned that we expect sales and marketing in G&A to sort of show operating 

leveraging come down as a percentage of revenue. Clearly they would both increase slightly on an asset dollar basis will come down as a percentage of revenue. And on 

the R&D side, we are both expecting that to increase slightly from an absolute dollar standpoint as well as a percentage of revenue as we - I think Buck wants to talk a 

little bit what that spend is. 

 

 Walter Buckley  - Actua - CEO  

 

 Yes, I think that -- think of the spend uptick as 2015 spend I mean we are integrating the KMI and MSDS platform, we're integrating NuCivic and GovDelivery 

platform and we are spending, we're -- I would say accelerating the development around FolioDynamix and so that's a 12-month cycle, so once those integrations with 

the two tuck-ins are done that will go away and then I think as we enter 2016 you'll see Folio trail back to a more historic range, so we think that -- I think that's exciting 

from our standpoint in terms of operating leverage is that we are making these investments, and they're significant investments but we are also seeing I would say cash 

flow exceeding our expectations. So I think it just shows the leverage of the model. 

 

 Jeff Van Rhee  - Craig-Hallum Capital Group - Analyst  

 

 Okay, and while you're on about the as it relates to Folio you referenced the process the Company went through and ultimately landed within Actua in that was 

somewhat of a disruptor to the cycles. Looking at 25% growth here. How do you think about that picked up -- pick a longer-term window over one, two, three years, 

how do you think about the growth rate for that business at more of a steady state? 

 

 Walter Buckley  - Actua - CEO  

 

 Yes, I think, yes it's a good question. I mean the Company actually saw a pipeline growth and new signings fall off in 2014 and obviously we are seeing that 

reaccelerate in Q1 and well into this quarter and I think you take a six months sales cycle, sorry, a implementation cycle. So I think as we sort of exit Q3 and into Q4 we 

should begin to see that revenue growth tick-up into the 30% plus range and stay there. And frankly should be potentially our cash is growing the Company organically. 

They are also suffering from revrec around services all in all recognize a revenue of services over the life of the contract versus the quarter we actually do the work in 

and so that had an impact as well, but long-term this business should grow in the 30% range. 

 

 Jeff Van Rhee  - Craig-Hallum Capital Group - Analyst  

 

 And then back to Bolt for a minute, can you just talk a bit about the name the Company -- from a couple of respects or perspectives one from the deal cycles, the sales 

cycles I mean obviously these are notoriously slow adopters and these cycles have been exceptionally long and over time you don't get enough samples to really get 

conviction in sort of the repeatability of the process and there's I'm sure a lot of discussions over time about and land and expand versus tried to take small of a -- more 

of a bite size entry is opposed to a bigger entry. 
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How do you get to comfort given the length of these cycles and how long that you have proven to be and then in context of how big they are that's the right strategy to 

take versus an alternative that say might get you a much smaller deal, but it gets you in the door. And while you're on with Bolt as well, if you can remember this part of 

the question as well is, Kirk was talking to what was already in the guide based on what sign, think that the next step further if deals gets signed what do you see as the 

average time from signing to the beginning of revrec based on deals that you are looking hadn't applied. 

 

 Kirk Morgan  - Actua - CFO  

 

 I will answer the last question first -- it's clearest. It's roughly a six-month cycle signing to implementation and so in most of Bolt's revenues for 2015 already booked, 

so obviously if we sign something in the next several months you will see that potentially translate into revenues in 2015, but frankly most of them probably be in 2016 

just because the implementation cycle is long. 

 

We absolutely have changed our focus from I would say going after the whole opportunity in the business to a more I would say land and expand strategy, which we 

have seen worked extremely at Progressive. And I think that's the proof point -- and they are adding additional seats, now that we have executed against our initial 

contract and I think they are very happy and seeing the value of the platform and so I think from an overall sales perspective our goals is to get in, get established, prove 

the value proposition and then expand. 

 

And not that every customer wants to go that direction, because frankly these are major organizations that have major pain points that we are addressing and so still just 

a matter of educating them on the portfolio of best practices around this. So we think that as that pipeline grows from 9 to 15 to 20 eventually laws of numbers will 

begin to work our way and will see these deals begin to close. It's not that they are going away. And then we feel I think good about the value proposition and just a 

matter of just staying the course, 

 

 Jeff Van Rhee  - Craig-Hallum Capital Group - Analyst  

 

 Can you just refresh I think you gave a couple of snippets of it but just one clean and quick overview of the pipe there you mentioned the number of deals in the mid 

and large, just refresh me on those and then how you define those bounds. 

 

 Kirk Morgan  - Actua - CFO  

 

 Mid to large is basically low seven-figures to high seven-figures annually and we entered the 2015 with six and we had one signing in the quarter and we added four 

new ones to nine. 

 

 Walter Buckley  - Actua - CEO  

 

 There are also smaller deals in the pipeline that we are not highlighting. So it's not just those nine, but since we have been talking about those larger deals we thought 

that was important to highlight them. 

 

 Jeff Van Rhee  - Craig-Hallum Capital Group - Analyst  

 

 Yes, of the six starting 2015 I think you've commented from time to time some there in very late stages our ability to quantify those six or I guess five that are left now, 

how many of those would be in the late stage? 

 

 Kirk Morgan  - Actua - CFO  

 

 Three to four. 

 

 Jeff Van Rhee  - Craig-Hallum Capital Group - Analyst  

 

 Okay. All right. And then if I could just shift gears last question the gov side you talked about the federal deals taking off just expand on that for a minute if you would. 

Those deals obviously bring much larger ASPs. Where do you feel you are in terms of proving out the market, the need, the ability to address with your products and 
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that you have the repeatable sales cycle to go after those larger federal deals, it sounds like there is quite a few more of them. I think you referenced one last quarter to 

get closed in some size, but can you just sort of put it in context in terms of how you are thinking about, where you are improving that incremental opportunity out? 

 

 Walter Buckley  - Actua - CEO  

 

 Sure. I mean I think the overall takeaways that we are still early in this that said I think we feel very good about the growth we saw on the pipeline I think its reflective 

of two key initiatives. One, the expansion of the federal sales force focused on these programs, two the NuCivic acquisition that really bring us deep database 

management and deep data skills and I think third as I think about it we really have taken the land and expand strategy to the federal market to discover market. And 

we've seen that work out in several wins so far, so we are trying to blow the ocean out of the gate and can you demonstrate the value proposition once for in. So I would 

say that it we are still early in proving out the model but I think we are encouraged by what we see. 

 

 Jeff Van Rhee  - Craig-Hallum Capital Group - Analyst  

 

 And how many just refresh me I missed it how many deals did you say that were of that federal type and just roughly what an ASP on those is versus your core? 

 

 Walter Buckley  - Actua - CEO  

 

 Yes, I mean I would say the 16 today up from seven. So a huge pipeline growth in Q1. And that is at a minimum of $100,000 a year but obviously we would like -- 

because it's that sort of the land part of that I mean with opportunity of $0.5 million or more over time. 

 

 Jeff Van Rhee  - Craig-Hallum Capital Group - Analyst  

 

 And the 16 versus seven to seven is year ago or prior quarter. 

 

 Walter Buckley  - Actua - CEO  

 

 Prior quarter. 

 

 Jeff Van Rhee  - Craig-Hallum Capital Group - Analyst  

 

 Got it. Okay great thank you. 

 

Operator  

 

 Ladies and gentlemen that concludes our question and answer session; with that I would like to turn the call back to Mr. Walter Buckley for closing remarks. 

 

 Walter Buckley  - Actua - CEO  

 

 I'd like to thank you all for joining the call this morning and look forward to reporting on Q2 results in early August. Thank you. 

 

Operator  

 

 Ladies and gentlemen that concludes today's conference. Thank you for your participation. You may now disconnect and have a great day. 
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