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

Operator

Good day, ladies and gentlemen. Welcome to the Actua second quarter 2015 earnings conference call.

(Operator Instructions)

As a reminder, today's conference is being recorded.

I'd now like to introduce your host for this conference call, Ms. Karen Greene, you may begin ma'am.

Karen Greene - Actua - Managing Director, Investor Relations & Marketing Communications

Thank you very much. Good morning.

This is Karen Greene with Investor Relations and I want to welcome you to Actua's second 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 second 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 those 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 August 6, 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
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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 U.S. Securities and Exchange Commission. Those and other factors may cause actual results to differ materially from those projected.

With that, let me turn the call over to Walter Buckley, Actua's Chairman and CEO.

Walter Buckley - Actua - Chairman and CEO

Thanks Karen. Today, I'll provide an overview of Actua's performance for the second quarter of 2015 and Kirk Morgan, our Chief Financial Officer
will follow-up with Actua's financial results for the second quarter. We demonstrated excellent progress in the second quarter against our goals,
one, to drive revenue growth and two, to drive improved operating leverage. With a sharp focus on both these initiatives, highlights of the second
quarter are listed on slide 5. We achieved 21% organic revenue growth, a result of new contract signings and expanded customer relationships
across all our businesses this quarter. And we generated $1 million of operating cash flow reflecting the improving leverage across our platform.

Now looking at proof points of our execution this quarter, I will start with GovDelivery on slide 6. The Company continued to see strong revenue
and pipeline on that in this quarter. With revenue up 24% compared to Q2 2014, GovDelivery closed 48 deals in Q2, reporting a strongest Q2 ever
in terms of number of deals closed. New signings included a large state lottery program, two state enterprise contracts bringing total of state
enterprise contracts to ten and a number of strategic federal agencies across health, defense and international relations just to name a few. Even
with a strong quarter of closed deals, GovDelivery's pipeline is up more than 38% since last quarter. Our pipeline for larger federal program deals
includes 17 opportunities versus 16 last quarter, and it's up 30% in terms of dollar value.

In tandem with a strong revenue and pipeline momentum, GovDelivery now has well over 90 million citizens on its network, up from 75 million at
year-end. And as a result, the Company's ability to help clients grow their digital audience to the GovDelivery network continues to get stronger
adding to their very strong competitive advantage. Additionally, we announced that subsequent to quarter-end, we acquired Textizen as a tuck-in
acquisition to GovDelivery. Textizen brings interactive text messaging capabilities that includes two-way texting, branching, survey capabilities,
and advanced analytics that allow governments to reach citizen via mobile messaging to promote citizen action and engagement. We believe 50%
plus of GovDelivery's customers are prospects for Textizen with an upsell value of 20% to 50% of their current annual contract value.

Now turning to slide 7. BOLT had a strong quarter on both the top and bottom lines, reporting 27% revenue growth and significantly improved
cash flow loss. As importantly, BOLT signed a third Top 10 carrier as a platform customer this quarter that will launch in Q4 and begin generating
revenue in Q1 2016. The deal when fully implemented will be a multi-year seven figure a year deal. And notably, we will incur significantly less
expense to implement this customer as our distribution platform i.e. our carrier network is sufficiently build out to meet our customers' needs.

Similar to other Top 10 carrier customers, this carrier is satisfying less than 40% of its customer risk needs and we used to build platform to access
insurance products and ultimately drive up customer lifetime value, retention, and revenue per customer. During the quarter, we also saw continued
rollout and broader utilization of the platform with all three of our largest customers. This activity was the main driver of growth for the quarter
and contributed an additional $100 million of premium on the platform bringing total premiums to $1.1 billion at quarter end.

Finally, this Tuesday, we launched with our large financial group, the customer we announced on our Q4 call. This business serves the financial
needs of middle income individuals and families across North America through their insurance, primarily life and annuities and investment products.
They have 100,000 advisors and will be selling home, auto, homeowners, flood impact insurance to begin with through our platform. It should
take six to 12 months to get all 100,000 agents trained in using the system. We are excited about the long-term potential for this opportunity.

From a pipeline perspective, we continue to see opportunities build steadily. We entered the quarter with nine large to mid-to-late stage deals,
signed one during the quarter and added three new opportunities, bringing the total to a 11. All of the prior opportunities we have referred to in
the pipeline remain, with some of them in final contract stages. Again, predicting when they close remains a challenge, but we are encouraged by
the overall momentum of the pipeline.
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Finally, as we mentioned last quarter, we are continuing to invest in building out the BOLT platform by increasing the number of carriers and carrier
connections on the platform. We began the year with 2,800 connections and 61 carriers, having increased that to over 3,500 connections and 67
carriers at the end of the second quarter.

Now, reflected on slide, FolioDynamix grew revenues 19% this quarter compared to Q2 2014 and grew regulatory assets under management to
$4.3 billion, up from $4.1 billion at the end of the first quarter. In the second quarter, FolioDynamix signed seven new customers, three of them
quite large, multi-million dollar annual accounts, and the remainder, mid-to-large six figure annual contracts. This brings total new deal signings
since the beginning of the year to 13. It should be noted that we will not see much impact in 2015 from these signings as it takes six to nine months
to implement. But we are very encouraged by the velocity of deal closings we have seen since the beginning of the year.

In terms of churn, we are losing one legacy customer. This was a customer that came as part of the original SunGard acquisition in 2009. The
customer utilized Folio for services, not for technology or software, and therefore they are low gross margin customer, approximately 40% with
little bottom line profitability. The impact from a revenue perspective is expected to be approximately $1 million a quarter.

The pipeline for new deals continue to build nicely ahead of our sales growth, both in terms of quantity, but also in terms of velocity through the
pipeline. We continue to see strong interest coming from the bank and broker dealer markets as well as nice traction in the RIA market. We are
building out our sales and marketing teams to take advantage of these opportunities.

Finally, we have made good progress of the product and technology development initiatives during the quarter. The Company released a new
version of software 7.3 bringing improved reporting, trading, rebalancing tools as well as a more effective way to manage unified household
accounts. The next release 8.0, which will provide important client portal capabilities and a significantly improved user interface for the advisor,
scheduled for Q4.

Turning to slide 9, MSDS had another strong quarter, reporting 42% revenue growth. The Company continued to add to its customer base close
to 11,000 organizations, signing 647 new customers in the quarter. Consistent with the market interest we saw this quarter, pipeline growth is
slightly ahead of revenue growth and is skewed towards larger platform customers. We are seeing significant pipeline momentum from the KMI
cross-sell team we have put in place in the second quarter and would expect to see increased activity going forward.

We are also seeing growing adoption of our Plan 1 solution, which allows our customers to inform first responders of the types and matching up
chemicals on premise. Through the end of June, 130 customers have shared their chemical libraries with their first responders in an effort to educate
them of the risks and helped them stay safe in the event of fire or hazardous occurrence that would require their involvement.

Overall, we were encouraged by our performance this quarter, particularly regarding the strong operating leverage, we are seeing across the Actua
platform while we continue to invest aggressively for growth. Given where we stand today, we expect to be operating cash flow positive on an
annual basis for 2016, which is an important milestone for us. This coupled with our strong first half bookings should generate accelerating revenue
growth in 2016, putting Actua in a good position as we finish the year.

And with that, I will turn it over to Kirk.

Kirk Morgan - Actua - CFO

Thanks, Buck. Slides 11 through 13 summarize our consolidated results. Revenue for the quarter was $33.5 million, up from $19 million in the 2014
quarter. Gross margin of 71% is consistent on a year-over-year basis. While sales and marketing and G&A have increased on a dollar basis, both are
decreasing as a percentage of revenue demonstrating significant improvement. Research and development has kicked up on both the dollar and
percentage of revenue basis as we invest in both products and platform development.

Adjusted net loss of $0.07 per share is a significant improvement from last year's second quarter of $0.12 per share. Cash flow from operations
improved to a positive $1 million in the second quarter of 2015 compared to a use of $2.2 million in the 2014 quarter. Our cash flow improvement
continues to be excellent with the first half improving $7.5 million from the prior year comparable period.
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Slides 14 and 15 provide a detail on our quarterly revenue and operating cash flow. We believe that these continued steady improvements will
lead to value creation over the long term. Slide 16 steps out our financial profile of 2013 and 2014 and Q2 of 2015. As I mentioned earlier, we are
seeing good operating leverage emerge.

Now let me provide some additional color on the businesses. MSDSonline had a great quarter with consistent top line and bottom line growth of
generating positive cash flow which the business has done consistently since we acquired it over three years ago. GovDelivery and FolioDynamix
also had very solid quarters from the top and bottom line and both generated positive operating cash flow.

Cash flow from operations for FolioDynamix, GovDelivery and MSDSonline was in the aggregate positive approximately $5.5 million for the quarter
and approximately $6.8 million for year-to-date. We expect these three businesses will generate between $12 million to $16 million of positive
operating cash flow in the aggregate in 2015. Bolt had its best quarter from an operating cash flow perspective and it's beginning to demonstrate
encouraging operating leverage, but we continue to expect Bolt to have a use of operating cash for 2015.

Overall, we are excited about the momentum we are seeing at Bolt for Q2, but a reminder that most of this new customer revenue that Walt
discussed earlier would begin in 2016. Therefore we would expect Bolt revenue growth to be in the range of 15% to 20% in the second half of 2015
and come primarily from existing customers.

Turning to revenue on an organic basis, revenue for the 2015 quarter would have totaled $34.2 million after adding back the acquisition related
deferred revenue adjustment. This represents 21% growth organically. Organic revenue growth of 21% is more indicative of where a company
should report over the long term. With that said, the planned customer churn at FolioDynamix and delay in customer signings we have discussed
will provide some headwind for organic revenue growth in the second half of 2015.

The midpoint of our full year revenue guidance equates the high teens organic revenue growth for full year 2015 which is how I would think of
that from a modeling perspective. As we move into 2016 and beyond, we should see organic revenue growth move more into the 20% to 25%
range.

Now turning to 2015 guidance on slide 17 through 19, we continue to expect 2015 non-GAAP net loss to be in the range of between $0.36 per
share and $0.40 per share, annual 2015 cash flow from operations to be in the range of between the use of $5 million and the use of $9 million and
2015 annual GAAP revenue in the range of between $133 million and $138 million.

In summary, we had a strong second quarter 2015 and first half of 2015. As 2015 unfolds, we will continue to executive 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 to questions.

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

Operator

(Operator Instructions) Our first question comes from Jeff Houston with Northland Securities.

Jeff Houston - Northland Securities - Analyst

Hey, guys, thanks for taking my questions. I guess starting off with Bolt, it was great to see the third top 10 career added as a customer. Could you
talk a bit about how your sales cycles are trending and I know any kind of new deals can be quite lumpy, but could you talk about maybe what we
should expect for how many should be added for the rest of the year? Should we expect 1 to 2 per quarter or is it kind of too lumpy to really project
that?
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Walter Buckley - Actua - Chairman and CEO

Yeah, Jeff, I think as we think about it, the initiatives we have really, our whole marketing campaign that really launched sort of at the end of last
year has already begun to take hold. That coupled I think with the Google relationship really has opened a large number of doors that we really
hadn't been able to get into before. So the overall pipeline I think has picked up considerably not just mid-to-last stage part of the pipeline.

In adding three really large carriers to that mid-to-late stage I think is very encouraging from our standpoint. But I would say, I would caution that
it's still not to a point where we feel comfortable predicting on a quarterly basis when these deals close. I mean, that said, we are encouraged by
the overall momentum of the pipeline, but I think we will just continue to build it and we do believe that we'll see deals closings, but I think it's just
at this point too hard to predict exactly when.

Jeff Houston - Northland Securities - Analyst

Got it. And following up about the Google Compare relationship, is that tracking to plan and when do you expect it to make a meaningful
contribution? It sounds like it's already helping out some with the pipeline, but just talk a bit about the dynamics with that relationship.

Walter Buckley - Actua - Chairman and CEO

Yeah, I think it's -- we really didn't offset on any revenue per se from this relationship in 2015 and more importantly Google just launched this from
a framing of just launching in the state of California and California has its own unique set of rules and requirements, but I think the overall relationship
with Google has been very beneficial to us in terms of opening doors, getting us credibility and I think that coupled with our marketing strategy
has been a big boost to the overall pipeline. And so I think we are encouraged. As Google will begin to role this out nationwide, we might begin
to see some uptick from a revenue standpoint, but the real benefit today has been from our pipeline standpoint.

Jeff Houston - Northland Securities - Analyst

Great. And then last question from me is looking at FolioDynamix, it sounded like the customer that was affected in the quarter was a legacy
Sungard client. How many clients are still onboard from Sungard and are there potentially more that are at risk?

Walter Buckley - Actua - Chairman and CEO

Yeah. I mean, I think first, there are no others that form that category and I think we are encouraged most importantly by what we see from a
pipeline standpoint and deal closings. And Q2 was really a very good quarter, both in terms of numbers, but also size. And I think that momentum
carries into Q3. And as we think about this year, the year 2015 is paving the foundation for 2016 and beyond. And the bookings and initiatives we
have and our undertaking this year will translate into revenue growth and earnings growth I think next year.

I think we're pleased with the bookings and as we release 8.0, I think that will have a big effect on this business and so, we're very encouraged.
There is still work to be done, building up the team, but I think from where we sit today, we feel very good about 2016 and beyond. This is a big
off market opportunity.

Jeff Houston - Northland Securities - Analyst

Got it, thank you.
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Operator

Our next question comes from Kirk Materne with Evercore ISI.

Kirk Materne - Evercore ISI - Analyst

Thanks very much for taking the question. I guess, Buck, maybe just a follow-up on your last point about sort of the bookings momentum. I guess
the bookings accelerate quarter-over-quarter and I guess when we think about sort of you guys getting keyed up for fiscal 2016 or calendar 2016,
should the book to bill be expanding or accelerating over the back half of the year, because obviously, there is a little bit of a lag between when
you start recognizing the revenue. I guess how should we be thinking about the progress on that (inaudible - technical difficulty) today will translate
into accelerating growth (inaudible - technical difficulty)?

Walter Buckley - Actua - Chairman and CEO

Yeah, I think as we think about, I mean, with the strong first half bookings perspective across the board and from MSDS GovDelivery, both new top
10 carrier and 13 at Folio and most of that sell will translate into 2016 revenue and as Kirk said, we feel that these business should be all be going
north of 20% organically next year as a result and I think the second half of the bookings will only reinforce that and have impact in the second
half of next year. There is a lag of six to nine months. So, I think we're encouraged by what we see.

Kirk Materne - Evercore ISI - Analyst

Okay. And then just on the one Folio customer that did churn out, you guys kept guidance but I assume that did impact some revenue in the back
half of the year or is that not starting to impact you guys till 2016, meaning I guess I'm just trying to get a sense of you kind of kept the range, would
you have been able to tick up the range I guess a little bit without that churn to customer?

Kirk Morgan - Actua - CFO

Well, that customer is about $1 million a quarter. So, think about as $2 million.

Kirk Materne - Evercore ISI - Analyst

Okay. But that was originally in the guidance so that is a headwind now?

Kirk Morgan - Actua - CFO

Yeah. And we didn't know exactly when it would churn.

Kirk Materne - Evercore ISI - Analyst

Okay, got it. And then I guess lastly, back on Folio, in terms of the new customers that you're signing these days, I guess what's the deal length is
for these customers? It sounds like the sales cycles are maybe picking up and accelerating a little bit. You guys obviously took them over at the
beginning of this year. I guess how do you feel about sort of the sales cycles there? Are they actually getting a little bit shorter or where they were
when you (inaudible - technical difficulty)?
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Walter Buckley - Actua - Chairman and CEO

It's a really good question. I mean, if you think about 2014, we didn't have a lot of bookings into 2014 because of the sale process, which was almost
nine months in length. So, we're still early but what we're encouraged by is the velocity, especially in the sort of the small-to-mid deals, especially
in the bank and trust area, where we're seeing velocity pick up considerably both in quantity and time.

And I think overall, the pipeline is building and I think as a result, we're seeing us build out the sales and marketing capabilities for the business to
handle that and they're busier than they've ever been. I still think it's early for us to have a full gauge on the sales pipeline, but I think from what
we see we -- Q2 is excellent.

Kirk Materne - Evercore ISI - Analyst

Okay. And last one from me unless you guys want to touch on this one, but appreciating the additional color on cash flow next year, is that really
getting the positive just the three businesses just continuing to grow in terms of cash flow and both still being not as negative in terms of user of
cash flow, but I guess the question is can both get the cash flow in 2016 or is that -- it's sort of too early to tell depending on the deal closings in
the back half of the year?

Kirk Morgan - Actua - CFO

Yeah, I think it's too early to tell. I mean, it really is -- it's really being driven by what we're seeing at the three businesses that are cash flow positive
for this year. We're obviously $12 million and $16 million and that's growing in the 2016. I think you still see both really good progress this quarter
and showing some leverage and as Buck alluded to in his remarks, as we had it on the additional carrier, it didn't require a lot. I think we're starting
to see some of that leverage, Kirk, in this and I think that is encouraging us as we think about 2016.

Walter Buckley - Actua - Chairman and CEO

And Kirk, just to add some color on that, both the customer we launched Tuesday and this new Top 10 carrier don't need any additional carriers
to satisfy their needs, which is a first for us. Now, it doesn't mean that next carrier will won't need additional carriers, but I think at 67, we've begun
to reach getting close to that critical mass, which I think is the important point.

Kirk Materne - Evercore ISI - Analyst

Thanks very much. I'll leave it there for me.

Operator

Our next question comes from Jeff Van Rhee with Craig-Hallum.

Jeff Van Rhee - Craig-Hallum - Analyst

Thanks. Congrats, the quarter looks just great year. So, number of questions. First, I guess just about taking a look at -- as you look at the guidance
in the range given we're halfway through here, pretty wide range given in general the visibility of most of these models, but I guess the question
is, can you just give us a sense of what happens to hit the low end of that range, what happens at the high end I guess the delta between the two?
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Kirk Morgan - Actua - CFO

Well, I think on the high end, Jeff, clearly with some of the new signings that we talked about would require some accelerated implementations
there. I think it's now I would think about the ability to hit the upper end and as I said in my remarks, I think with what we're implying in our organic
revenue growth, what we'll see in the second half, that puts us in the middle of the range. So, I think we're really encouraged about that.

And in the particular on the cash flow guidance, with what we're seeing for the first half of the year sort of extrapolated out, I think we will really
good about sort of the low end of that $5 million to $9 million.

Jeff Van Rhee - Craig-Hallum - Analyst

I guess, while you're on that as it relates to the cash flow guide, so, given the really strong performance this quarter and the prior quarter's burn, if
I have the numbers right, you used roughly $3.4 million in cash mobs year-to-date. So, you're cash flow positive here but the guide even at the
low-end suggest some burn in the second half, what sequentially reverses or drives the incremental cash usage?

Walter Buckley - Actua - Chairman and CEO

Yeah. As you know, the second half for us is really key with GovDeliverys, 930, government cycle there with getting collections in as well as MSDS
has a large fourth quarter sort of renewal process. So we just need to see that play out if it plays out historically, as it has historically, we feel really
good about it, but we're just -- we just don't know how that's going to play out. Trying to be a little conservative on that.

Jeff Van Rhee - Craig-Hallum - Analyst

Okay, got it. And then Kirk, on the -- can you just talk to the deferred revenue line for a second, in terms of the limitations of using that as a proxy
strength in bookings, I know it has certainly some relevance, but doesn't capture anything, maybe just useful through you to touch on that in terms
of the relevance of watching that?

Kirk Morgan - Actua - CFO

Yes. I think it does for the continued growth in GovDelivery and MSDS. I don't think what it doesn't capture is sort of the off-balance-sheet bookings
of it with what we're seeing at BOLT and Folio, because they are not as -- their models aren't as deferred as GovDelivery and MSDS. So it's a read
Jeff, but it's not I think a true read of what the strength of the bookings are for the quarter.

Jeff Van Rhee - Craig-Hallum - Analyst

On the big win for BOLT, could you just touch on the sales cycle there, when did that deal start and what did you learn, what were the holdups,
why so long and obviously you're changing how you're going to market their somewhat with more of a sort of a land and expand approach. So
maybe just two questions there, talk about that deal and its cycle and then also with reference to the pipeline while there are more deals there,
but also the price points on those deals that you see through -- coming through the pipe and how that entry point might be evolving?

Kirk Morgan - Actua - CFO

Sure. I think this carrier was a short sales cycle relatively speaking on the six month timeframe which I think is encouraging for us. It was a combination
of the new marketing strategy as well I think a little help from the Google relationship and they had a real need, real pinpoint. And I think we learned
from lessons from the progressive relationship and it took very much of the land and expand approach and we see this thing rolling out over 12,
18, 24 months to get to full maturity.
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But that opportunity is very big and the economics are good. So I think it's lesson learned from the past and it doesn't mean that every deal is going
to six months, but I think it's certainly encouraging.

Jeff Van Rhee - Craig-Hallum - Analyst

Last one from me then with respect to BOLT and the existing customers, as you've got a number of big users and they continue to ramp their seats,
was there anything notable this quarter in terms of the pace of adoption, namely did you see acceleration sort of steady-state adoption and any
commentary on the pace of adoption and preparation in the existing accounts?

Kirk Morgan - Actua - CFO

Yeah. I think all three had additional signings, the biggest was probably Citizens, as they rolled out multi-family dwellings and insurance for trader
communities and that had an impact sort of in the mid quarter, but we saw additional growth, progressive in our other top ten carriers signed a
large contract for a new part of their business that actually won't really see any revenue this year, but begin to see in O16 and 2017. So really we
are encouraged by the usage and I really just think it validates the value proposition of the business and so we still have a long way to go with
really all three of those customers in terms of rolling them out to get the full penetration.

Jeff Van Rhee - Craig-Hallum - Analyst

Okay, great. That's it from me. Thank you.

Operator

Our next question comes from Vincent Colicchio with Barrington.

Vincent Colicchio - Barrington - Analyst

Yes. What has been the customer feedback on some of the new functionality at FolioDynamix?

Walter Buckley - Actua - Chairman and CEO

Well, I mean I think we just rolled out 73, but from, I think it's early, but we are having -- really having the advisors have a much clearer, cleaner view
from a managed household accounts perspective. I think it's been very much of a welcome addition, I think with some user interface additions as
well.

So good, but I think the real -- from our standpoint, where we've invested a lot of the time, energy and money has been in ADO where you're going
to see a dramatic increase in user interface as well as client portal. So this was sort of an interim step and I think ADO to us is really a big step. And
we accelerated that this year [indiscernible]. But certainly a very good release for us.

Vincent Colicchio - Barrington - Analyst

Okay. And then on BOLT, do you have any other top 10 carriers in the pipeline that are warm? Any thoughts there?
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Walter Buckley - Actua - Chairman and CEO

Yes, we do. I don't want to get into the details, but yes we do.

Vincent Colicchio - Barrington - Analyst

Okay. My questions were asked. Thank you.

Operator

Our next question is a follow-up from Jeff Houston with Northland Securities.

Jeff Houston - Northland Securities - Analyst

Hi, guys. Thanks for the follow-up. I just wanted to clarify I heard it right that you expect organic growth to accelerate to 20% to 25%. Was that in
2016 or just kind of gradually over time?

Kirk Morgan - Actua - CFO

No. That's what we talked about. We expect these businesses to be able to grow 20% to 25% in 2016 and beyond.

Jeff Houston - Northland Securities - Analyst

Got it. Alright. Thank you.

Operator

And I'm not showing any further questions at this time. I'd like to turn the conference back over to our host.

Walter Buckley - Actua - Chairman and CEO

I'd like to thank everyone for joining this morning and look forward to reporting on Q3 results in November. Thank you.

Operator

Ladies and gentlemen, this does conclude today's presentation. You may now disconnect and have a wonderful day.

11

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

©2015 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.

AUGUST 06, 2015 / 2:00PM, ACTA - Q2 2015 Actua Corp Earnings Call

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


D I S C L A I M E R

Thomson Reuters reserves the right to make changes to documents, content, or other information on this web site without obligation to notify any person of such changes.

In the conference calls upon which Event Transcripts are based, companies may make projections or other forward-looking statements regarding a variety of items. Such forward-looking statements are based upon
current expectations and involve risks and uncertainties. Actual results may differ materially from those stated in any forward-looking statement based on a number of important factors and risks, which are more
specifically identified in the companies' most recent SEC filings. Although the companies may indicate and believe that the assumptions underlying the forward-looking statements are reasonable, any of the
assumptions could prove inaccurate or incorrect and, therefore, there can be no assurance that the results contemplated in the forward-looking statements will be realized.

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE COMPANY'S CONFERENCE CALL AND WHILE EFFORTS ARE MADE TO PROVIDE AN ACCURATE TRANSCRIPTION,
THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE REPORTING OF THE SUBSTANCE OF THE CONFERENCE CALLS. IN NO WAY DOES THOMSON REUTERS OR THE APPLICABLE COMPANY ASSUME
ANY RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BASED UPON THE INFORMATION PROVIDED ON THIS WEB SITE OR IN ANY EVENT TRANSCRIPT. USERS ARE ADVISED TO REVIEW THE APPLICABLE
COMPANY'S CONFERENCE CALL ITSELF AND THE APPLICABLE COMPANY'S SEC FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER DECISIONS.

©2015, Thomson Reuters. All Rights Reserved. 5769568-2015-08-07T14:00:04.627

12

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

©2015 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.

AUGUST 06, 2015 / 2:00PM, ACTA - Q2 2015 Actua Corp Earnings Call

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

	Cover Page
	Corporate Participants
	Karen Greene (1 Turn)
	Walter Buckley (11 Turns)
	Kirk Morgan (9 Turns)

	Conference Call Participants
	Jeff Houston (6 Turns)
	Kirk Materne (6 Turns)
	Jeff Van Rhee (6 Turns)
	Vincent Colicchio (3 Turns)

	PRESENTATION
	1. Operator
	2. Karen Greene
	3. Walter Buckley
	4. Kirk Morgan

	QUESTIONS AND ANSWERS
	1. Operator
	2. Jeff Houston
	3. Walter Buckley
	4. Jeff Houston
	5. Walter Buckley
	6. Jeff Houston
	7. Walter Buckley
	8. Jeff Houston
	9. Operator
	10. Kirk Materne
	11. Walter Buckley
	12. Kirk Materne
	13. Kirk Morgan
	14. Kirk Materne
	15. Kirk Morgan
	16. Kirk Materne
	17. Walter Buckley
	18. Kirk Materne
	19. Kirk Morgan
	20. Walter Buckley
	21. Kirk Materne
	22. Operator
	23. Jeff Van Rhee
	24. Kirk Morgan
	25. Jeff Van Rhee
	26. Walter Buckley
	27. Jeff Van Rhee
	28. Kirk Morgan
	29. Jeff Van Rhee
	30. Kirk Morgan
	31. Jeff Van Rhee
	32. Kirk Morgan
	33. Jeff Van Rhee
	34. Operator
	35. Vincent Colicchio
	36. Walter Buckley
	37. Vincent Colicchio
	38. Walter Buckley
	39. Vincent Colicchio
	40. Operator
	41. Jeff Houston
	42. Kirk Morgan
	43. Jeff Houston
	44. Operator
	45. Walter Buckley
	46. Operator

	Disclaimer

