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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 Actua's fourth quarter and Full-Year 2015 Earnings Conference Call. (Operator Instructions)

As a reminder, this conference is being recorded.

I would now like to turn the conference over to our host for today, Karen Greene, Head of Investor Relations. You may begin.

Karen Greene - Actua - Head of IR

Thank you so much. Good afternoon. This is Karen Greene with Investor Relations and I want to welcome you to Actua's Fourth Quarter and Full-Year
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 fourth 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 afternoon, 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 here
at 4:30, 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 February 29th, 2016 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 within the meaning of the Private Securities Litigation Reform Act of 1995.

These forward looking statements involve certain risks and uncertainties, included, but not limited to, risks associated with our ability to compete
successfully in highly-competitive rapidly-developing markets, the valuation of public and private cloud base businesses by analyst, investors and
market participants, the effective 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
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effective manner, the availability, performance and security of our cloud-based technology, particularly, in light of increased cyber security 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 US Securities and Exchange
Commission. Those and other factors may cause actual results to differ materially from those projected.

With that, I will turn the call over to Walter Buckley, Actua's CEO and Chairman. Thanks.

Walter Buckley - Actua - CEO, Chairman

Thanks, Karen. And this afternoon I will provide an overview of Actua's performance for the fourth quarter and full year 2015. Kirk Morgan, our Chief
Financial Officer, will follow with Actua's financial results for the fourth quarter and full year.

2015 was a year of building our businesses to take advantage of significant opportunities that they have in front of them. We focused on building
out our technology platforms, building out our management team, and building out our go-to-market capabilities to accelerate revenue growth
and improve customer acquisition cost. We are beginning to see the fruits of these investments, especially at GovDelivery and VelocityEHS as we
grew overall organic revenue 18% in 2015.

However, the most significant development of the year was the operating leverage we saw across the board highlighted by improving cash flow
from operations. Cash flow from operations improved by over $13 million during the year from a loss of roughly $14 million in 2014, to essentially
breakeven in 2015. This highlights the long-term earnings potential of our model.

Now, starting with GovDelivery on slide six. 2015 was a great year for Gov, growing 26% compared to 2014 where we saw growth of 22%. The
Company closed 219 deals in 2015 and ended the year with a pipeline that was more than 50% higher both in terms of value and number of new
opportunities on 12/31/15 versus 12/31/14.

Turning to slide seven, a good deal of these results are from the impact of building out the GovDelivery platform, by expanding our sales and
marketing team over the last 12 to 24 months. An example of the benefit of investments in product and development we have made was release
of advanced packages, a significant upgrade opportunity for our entire client-base.

This package brings cutting-edge digital marketing functionality to those clients wanting that capability, together with management of day-to-day
communications and campaigns. Our investments also resulted in greater utilization of the platform with over 120 million citizens now receiving
information from government through our platform, in contrast 80 million citizens at the beginning of the year.

We also continue to invest in enhancing our management team, adding Howard Lamson, Head of Global Sales, and Howard brings two decades
of experience selling to the public sector, most recently from NGP data, one of the largest data companies in the world.

GovDelivery also hired Mike Coughlin as Chief Financial Officer. Mike has worked as a Finance leader with growth technology companies for bulk
of his career, most recently with Pearson VUE, a leading certification testing company.

Finally, as noted last quarter, GovDelivery continued to demonstrate its ability to drive significant up-sells within the GovDelivery client-base. And
Q4, more than 50 of our new deals were driven by cross-sell, or sales in new solutions and services we've added in the past three years through
organic investment and/or acquisition. This compares to just 20 cross-sell deals last quarter and just a handful that closed in Q4 a year ago.

Now, because cross-sells and new solution is so critical to our strategy, naturally across our platforms, our plan is to report in 2016 an overall pipeline
development, the number of deals and cross-sell deals in 2016, so you can have a clear sense of how we are progressing.

Now turning to slide eight, Bolt reported 11% revenue growth in 2015 over 2014, while significantly reducing its operating cash loss over that same
period to roughly $7 million compared to $12 million loss we had expected for the year.
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We signed two new customers during the year. One, a top 10 carrier that we signed in July and successfully launched in October; this carrier is
already on a mid-60 annual run rate. However, during this quarter, we signed a major expansion with the same customer that will launch in Q2.
This will effectively result a seven-figure revenue run rate level, a significant growth potential as it ramps through the year into 2017.

The second customer we signed in 2015, a large financial group we launched in August, and it's now being used by over 28,000 of its 100,000
advisors. They are currently generating revenue at mid-six-figure level and we expect to see increasing utilization translating into additional revenue
as the year progresses.

And during the year, we also saw continued rollout and broader utilization of the platform by our largest customers. As we've discussed previously,
one of our top carriers started the year with 25 seats and added with 150 seats. They just added additional 100 seats that will be deployed over the
next few quarters with several additional significant cash opportunities in the works.

Another top 10 carrier expanded its relationship to one of its subsidiary. And finally, Citizens Insurance for the State of Florida added new home
owners insurance products focused around multi-growing multi-family dwelling units during the year.

Since the launch of the clearing house in 2014, Citizens has offloaded over $3.7 billion of risk to private carriers by using the BOLT platform. Now,
it's clearly a big win for the state and tax payers in Florida.

Now, all this activity was a main driver of growth in a year and contributed an additional $500 million of premiums on the platform, bringing total
premiums over $1.4 billion at yearend. Now to help put this increased utilization in perspective, we are highlighting several key metrics.

Turning to slide nine, we saw annualized opportunities of qualified risk, i.e., [quote] going through the platform climb considerably this year from
1.1 million opportunities at the end of 2014 to over 2 million opportunities at the end of 2015. We also saw the number of users on a platform
nearly double from 25,000 at the beginning of the year, to almost 50,000 users at yearend. From a platform perspective, we started the year with
2,800 carrier connection and ended 2015 with 4,900 connections, which translates into roughly 85% market coverage; really a significant development
for market coverage. As a remainder, each connection represents a carrier line of business and stake.

Finally, we made platform enhancements that significantly increased efficiency integrating new carriers onto the platform, reducing integration
timing cost by over 20%. We had also made two significant enhancements to its management team, adding Kathleen Garlasco, Head of Market.
Kathleen comes to us with a strong background in insurance and financial services, mostly recently at Katalis Solutions, and prior to that Genpact.

Additionally, we brought in a Head of Sales, Scott Van Slyck, who brings strong sales and business development experience. Scott most recently
worked as Vice President of Sales for SunGard's Insurance Group, overseeing the American sales.

From a pipeline perspective, the industry opportunity is built steadily. We earned Q4 with 12 deals in the pipeline, four of which relates to seven-figure
multi-year deals. We added two seven-figure opportunities during the quarter; we would expect to see at least one of these opportunities close
by our next quarterly call.

Now, moving onto slide 10, FolioDynamix grew 18% in 2015, signing 25 new logos. We also extended our relationship with several key customers,
including a top-three customer for another three years.

We believe this customer has a potential to add a significant amount of assets onto platform over that timeframe. As we look ahead, we're excited
about the trends we're seeing at customers like Dynasty, who are actively recruiting new teams of advisors into their firm, thereby growing the
assets that go onto the FolioDynamix platform.

Additionally, we expect to see increased revenue opportunities with these customers as firms like Dynasty start to utilize FDx Advisors in addition
to just our technology. And as a reminder, FDx Advisors is Folio's Investment advisory firm that provides research and investment management to
customers who want to outsource these functions.
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Now, Folio grew regulatory assets under management to $4.7 million, up from $4.5 million at the end of the third quarter. And the pipeline for new
deals and upsells continues to build nicely, both in terms of quantity as well as in terms of speed through the pipeline.

We continue to see strong interest come in from the bank, trust, and broker-dealer markets, as well as, nice traction in the RIA space. A number of
these deals are seven-figure annual opportunities; more than we've seen before.

In terms of building out our management team, we brought in well-known industry veteran, Steve Dunlap, the President and Chief Operating
Officer at Folio. Steve's past experience at Cetera and Pershing, both customers of Folio were undoubtedly helped drive growth and market
leadership. Prior to working at these firms, Steve was a founder of a software firm, AnnuityNet, which was ultimately acquired by Ebix.

Additionally, we hired Meghan McCartan, as Chief Marketing Officer, and prior to joining Folio, Meghan was a marketing consultant who worked
with many of the other major RIAs, broker-dealer fronts in the industry, including Pershing, Albridge, and Interactive Data.

Finally, Folio continued to release key product enhancements during the year while making good progress on its 8.0 release, which is expected to
rollout in Q2. The most significant of these is a new user interface, a new investor portal and e-signature capabilities that are allowing Folio to fulfill
the financial advisors' needs for more customer-facing easy-to-use processes and applications.

As we look ahead, we believe the combination of Steve's expertise, with a strong sales and marketing team, healthy pipeline, and the 8.0 release
will have a meaningful impact on Folio's growth going forward, especially second half of the year.

And turning to slide 12, the VelocityEHS grew revenues 36%, in 2015 over 2014. This is well ahead of EH&S software market is growing roughly
15% according to industry research reports.

The Company finished its seventh consecutive year of operating cash flow positive, improving OCF by 45% over 2014. The Company added over
2,200 customers in 2015, bringing us total customer count to over 11,500, representing more than half of Fortune 1000.

Subsequent to yearend, the Company announced a strategic acquisition of a company called ErgoAdvocate, which extends Velocity's capabilities
to include ergonomic assessment and training software.

Now just some data points to help you appreciate why customers care about ergonomics. The typical Fortune 1000 pays $1.3 million for every
1,000 employees due to preventable workplace injuries. Utilizing ErgoAdvocate software, the company can reduce their workers comp cost by as
much as 80%. The addressable market for this capability is about $250 million for North America and roughly $500 million globally, and is applicable
to 40% to 50% of our customer-base. We expect this acquisition to be a relatively easy integration that can fully leverage Velocity's salesforce and
market reach.

Finally, velocity expanded its management team to include Roger Bottum, Head of Strategy; an important role as the Company continues to expand
in two areas of the market and offers customers multiple EHS products. Prior to joining Velocity, Roger led product development at Enablon, and
brings over 25 years of experience in management, product strategy, and marketing and cloud enterprise software.

Now, as we look at our goal to driving revenue growth and operating cash flow in 2016, and review our]capital allocation strategy, our three uses
of cash continue to be allocate capital for organic growth, for strategic tuck-in acquisitions, and for share repurchases. Our decisions about capital
allocation are guided by where we believe long-term returns exist for our shareholders. And with today's stock price at a multi-year low, we believe
allocating capital to repurchase our shares is one of the best uses of capital at this point in time. As a result, we'll begin actively buying shares when
the trading window opens.

Overall, as I stated at the outset, we're encouraged by our performance in 2015, particularly regarding the strong operating leverage we saw across
the Actua platform. We feel the building blocks are in place to see accelerating growth during the year, while generating positive operating cash
flow, and we believe that our progress in these fronts will be a catalyst to unlock the value that we're building at Actua.
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With that I'll turn this over to Kirk. I look forward to report to you on next quarter.

Kirk Morgan - Actua - CFO

Thanks, Buck. Slides 15 through 17 summarize our consolidated results. Revenue for the quarter was $35.2 million, up from $26.6 million in the
2014 quarter. GAAP net loss increased over the 2014 quarter, primarily as a result of a non-cash goodwill impairment charge of approximately $39
million recorded in the fourth quarter of 2015. Our annual goodwill impairment testing was negatively impacted by the decline in our stock price
during 2015, principally in the fourth quarter.

Focusing on the quarterly metrics; gross margin of 71% is essentially consistent on a quarter-over-quarter basis. Sales and marketing and G&A
continue to decrease as a percentage of revenue, demonstrating improvement. Research and development continues to tick-up on both a dollar
and percentage of revenue basis as we invest in the platform areas like user interface and mobile. Cash flow from operations was a positive $4.5
million in the fourth quarter of 2015, consistent with the 2014 quarter.

Now, turning to the annual figures; revenue was $133.4 million for 2015, up from $84.8 million in 2014. We came in within our original guidance
range. On an annual basis, we improved operating cash flow over $13 million from a use of $14.2 million in 2014, to a use of $600,000 in 2015;
much better than our original 2015 guidance of negative $6 million to negative $10 million of operating cash flow. This demonstrates that we can
generate positive cash flow on an annual basis, which I will speak to more in a bit regarding our 2016 guidance. Adjusted net loss for 2015 was
$0.32 per share compared to $0.37 per share for 2014, again much better than our original 2015 adjusted net loss guidance of $0.37 to $0.41 per
share.

Slides 18 through 20 provide the details of our quarterly revenue, ANI, and operating cash flow. We believe that continued, steady improvements
will lead to value creation over the long-term.

Slide 21 sets out our financial profile for 2013 to 2015 relative to our long-term goals. You can see we have made steady progress over the last three
years.

Let me provide some additional color on the businesses. GovDelivery and VelocityEHS had great years with consistent topline growth of 26% and
36% respectively, and, solid bottom-line performance. Bolt and FolioDynamix had good years from a bottom-line perspective. Cash flow from
operations for FolioDynamix, GovDelivery, and VelocityEHS was in the aggregate, positive approximately $18 million for 2015. Bolt had its best
quarter from an operating cash flow perspective and improved operating cash flow by almost $4 million on a full year basis 2015 over 2014, as the
majority of their platform is now build out.

Now, turning to 2016 guidance on slides 23 through 25. We expect 2016 annual GAAP revenue in the range of $155 million and $160 million, which
corresponds non-GAAP revenue of between $156.9 million and $161.9 million after adjusting for the deferred revenue reduction. This represents
growth in the range of between 16% and 20% 2016 over 2015.

Now, Bolt's expected revenue growth for 2016 is negatively impacting this guidance. We expect Bolt to have a good bookings year in 2016, but
the uncertainty of when these bookings will result in revenue in 2016, if at all, is impacting our overall growth expectations.

Additionally, keep in mind that a segment of FolioDynamix revenue is asset-based and subject to the stock market's volatility. Implied in us hitting
the high-end of the revenue range, is achieving Q4 2016 over Q4 2015 revenue growth in excess of 25%. Turning to operating cash flow, we expect
positive annual non-GAAP cash flow from operations in the range of $3 million to $8 million, representing an almost $4 million to $9 million
improvement from 2014.

This is an important profitability and leverage metric for 2016, and we expect that the build over the quarters of 2016 over 2015 will be similar to
the chart that you see for 2014 and 2015. We now expect annual non-GAAP net income loss per diluted share to be in the range of $0.35 to $0.40
per diluted share. Guidance for the year implies some good leverage offset by important growth investments in areas like product development
across the businesses, new additional space to accommodate the growth we're seeing at VelocityEHS and GovDelivery.
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I will conclude by providing a few metrics to assist you as you build out your models for 2016. Shares outstanding at December 31st, 2015 were
40.8 million, included in this number are 3.5 million shares issued, but unvested restricted at December 31st, 2015 for purposes of calculating EPS,
are excluded from diluted shares outstanding. Accordingly, our guidance assumes 37.5 million shares on average from our diluted EPS calculation
for 2016. We expect amortization expenses of approximately $15 million to $16 million and stock-based compensation of approximately $16 million
to $17 million.

Given our almost $470 million of NOLs, cash income tax expenses is expected to be minor in 2016, and will primarily relate to foreign and state
income taxes. We anticipate depreciation expense will be approximately $5 million, and capital expenditures will be approximately $7 million as
we invest from growth, increased technology capacity and building out new office space, again, to accommodate our growth.

Just to note on our 10-K filing, due to the greater than anticipated time, resources, and effort required in connection with the goodwill impairment
analysis and the assessment of our internal controls over financial reporting, we will be filing our 10-K after the prescribed deadline. We expect to
file the 10-K within the allotted 15-day grace period.

In summary, we had a solid 2015 and look forward to creating value and generating positive operating cash flow for 2016.

With that, I'd like to open the call up to questions.

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

Operator

(Operator Instructions) And our first question comes from Kirk Materne from Evercore ISI. Your line is now open.

Ted Lin - Evercore ISI - Analyst

It's actually Ted Lin for Kirk. So, you all came in a little bit shy versus estimates, and the outlook for the full year 2016 is a little more conservative
on the top-line. Could you walk us through a little mid of the dynamics impacting the top-line? I know you mentioned both bookings a little bit.

Walter Buckley - Actua - CEO, Chairman

It's really a tale of couple of different things. I mean, the three companies; Velocity, Gov, and FolioDynamix will be growing, I think, north of 20%,
both, as we talk about, is really holding that back a little as we think about 2016. We're really excited about both from a bookings standpoint, but
we'll just staying really cautious as to how much of those bookings are going to turn in for 2016 revenue. So that puts us in a place of being a
cautious on the build-for-guidance in 2016.

Ted Lin - Evercore ISI - Analyst

And how many large Bolt deals are you assuming in that guidance? I think you mentioned that there was one be closing the first quarter?

Kirk Morgan - Actua - CFO

I mean, we're really assuming very little at any revenue from new signing going forward. And obviously we're counting on the deals we've signed
year-to-date, or in 2015. But we think taking a conservative approach is the right thing to do. Because frankly, it's too hard to think exactly when
these deals will close, but I will say we're encouraged.
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Just [heading back for a second], talking about goal. The vast majority of the growth in 2015 was from existing customers, and those same existing
customer continue to expand the usage of their platform in 2016. So, we're going to see growth from a same-store sales standpoint down at 10%
plus level. We think that a number of deals will be signed this year. It's the matter of when, and then has a six month into location cycle, roughly.
So, the ability to actually recognize revenue within year is difficult to predict. And so we think this is the best course from a guidance standpoint.

Ted Lin - Evercore ISI - Analyst

What are some of the macro considerations? Has that sort of impacted your guidance thinking at all? And what are some of the main drivers that
could impact your guidance one way or the other?

Kirk Morgan - Actua - CFO

I think that, obviously, there's a great deal of uncertainty and market volatility. I think by and large we feel that we're going to have a bookings and
I think you're going to see strong growth from a Gov, Velocity, and Folio, especially in the second half of the year. The one direct result from market
perspective is really Folio. Folio has - if you look Folio's revenues, it's divided into two categories; 60% of revenue is SaaS-based, technology-based,
and 40% is AUM-based, or assets under management.

And so market volatility has impact on that revenue growth rate - on that 40%. And the down dip of the market over the last three to six months
has impacted that segment of the business, and it's roughly a 3% drag on Folio's growth in 2016 - 3% to 4% at best.

We can tell now if the market reverses and makes up what we've seen over the last six months, and obviously we'll get a pick-up, but that's really
the only direct aspect we've seen, frankly.

Operator

And our next question comes from Jeff Van Rhee from Craig-Hallum. Your line is now open.

Jeff Van Rhee - Craig-Hallum Capital Group, LLC - Analyst

I guess as it relates to 2016, if I look at the year-over-year, obviously we've got the annual number to work off, but can you talk through how the
growth rates should trend through the year, if not be giving specific numbers at least just sort of where do they bottom? And I think you gave a
25% growth in Q4, and just to clarify there if that's organic or headline reported?

Kirk Morgan - Actua - CFO

I think you're going to see the build be slower in the firth half of the year and then accelerate at the second half of the year. So, I think of it on that
lower-end of the range in the first half and then gearing up in the second half. And if [we're known] for successful in meeting the guidance, that
would imply that fourth quarter rate - both organically and GAAP really just this year of 25%.

Jeff Van Rhee - Craig-Hallum Capital Group, LLC - Analyst

And then buyback that you touched on, can you just talk about the scope for the buyback that you've authorized you in place in your comfort
zone, with respect to cash on the balance sheet?
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Kirk Morgan - Actua - CFO

I mean, as we think about it, from a capital allocation standpoint, we really think about organic growth, strategic tuck-ins and share repurchases,
we think where the share price is today, our strong balance sheet and now 2015 generating positive cash, we want to actively in the market buying
shares. We historically do not talk about the amount, but having standpoint - but as you know over the last seven, eight years, we've bought back
about 500 million shares and I think we need more opportunity, a little bit of time, frankly, and we want to take advantage of it.

Jeff Van Rhee - Craig-Hallum Capital Group, LLC - Analyst

With respect to Bolt, I was a little unclear, what that guide was? I think I thought I heard flattish at one point and then there was a comment about
- I think you said something effect of it, it would grow roughly 10% with no new signings in there. I must have confused those two, just revisit that?

Walter Buckley - Actua - CEO, Chairman

The second point is the right one, 10%. Let me - 10% plus.

Jeff Van Rhee - Craig-Hallum Capital Group, LLC - Analyst

And then I guess just - I think last one for me here. As I look at the model, in particular the implied - so you give the EPS range for the year. And with
respect to the spending, this year was obviously - as you touched on in the call the year of investment, you put a lot in the platforms and you've
got obviously less growth implicit in there, but the leverage isn't inflowing through. Can you talk through which - a little more color in particular
on which of the businesses as they are all going to go to some varying degree aren't going to see the leverage are holding back to rest of the group.

Walter Buckley - Actua - CEO, Chairman

Well, I really think our view is focusing on cash flow from operations is better. It's a better metric as you know from a revenue recognition standpoint
is that we have a large signings and as a $1 million implementation, we have to recognize that $1 million in light of the contract, but we incur all
expenses upfront and we get the cash up front.

So, I think it matches revenue to be extensive, cash flow is much better than that our revenue expenses frankly. Then we do our thing, nice growth
in operating cash flow and so we do think we're seeing leverage. I think can you just see sales and marketing decline as a percentage of revenue,
as you can see G&A decline as a percentage of revenue, the area in 2016 that you'll see at least probably a slight uptick on the technology side.

And I think that's sort of three-fold - both pretty much build out from that perspective, but the release of Ado portfolio one, two - really they are
building out their mobile for Velocity which we think are very important steps; and three, the whole said compliance initiative underway Delivery.

All three of those will wind - not going to away, but will wind-down ex of 2016. So, I think as we think about 2017, we're going to begin to see real
leverage on the R&D side.

Kirk Morgan - Actua - CFO

And then just specifically, Jeff, one of the areas that we're sort of absorbing a fair amount in 2016 over 2015is new office space. So, to really
accommodate the growth that we're seeing at GovDelivery and Velocity, in particular, we had to increase our office space there and we're getting
a pretty big bump 2016 over what we saw in 2015, probably in that $2 million to $3 million range. So, it's not insignificant.

And the other thing hitting our EPS is depreciation expenses is going to be up about $500,000 2016 over 2015.
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Jeff Van Rhee - Craig-Hallum Capital Group, LLC - Analyst

You had said, and I missed part of that, it's going to be delayed just hit that again if you would. I'm all set after that. Thanks.

Walter Buckley - Actua - CEO, Chairman

Yeah. We're large accelerate far, so due today on the 29th, we had a lot of work around the goodwill impairment charge and a lot of work around
internal controls and it just -- it took a lot of effort from everyone to get that and resulting us just needing some time to wrap all the documentation
around that.

Operator

Thank you. And our next question comes from Jeff Houston of Northland Securities. Your line is now open.

Jeff Houston - Northland Securities - Analyst

So, looking at the guidance for 2016, I think I heard you right that you're expecting your overall 16% our 20% and probably a bit higher than that
in the second half of the year and a bit lower than in the first half of the year, is that right way to think about it?

Walter Buckley - Actua - CEO, Chairman

Yeah. That is the correct way to think about it.

Jeff Houston - Northland Securities - Analyst

Great. And then it's great to hear about the expansion deal with Bolt, can you elaborate a bit on what that client started with and then what they
ended up adding with the expansion deal?

Walter Buckley - Actua - CEO, Chairman

Yeah. Well, another expansion deals, and I wish we could actually the name the carriers by name as we have I think three of the top 10 carriers are
customers. And all three expanded the use of the platform in 2015 and two of three significantly. But the one we signed in July and rolled out in
October, which was basically using our call center and our in-house agent center from a usage standpoint and really what we signed in early Q1
was really the whole, the usage of the whole platform.

And so it took from mid-six figure annual run rate to - seven figures was opportunity growth from there. But I think - we're always looking for ways
to improve and shorten the sale cycle and allow them to get their feet wet first and then see the success and then move forward.

A full scale implementation seems to be a very - I think a healthy way to go bad in terms of reducing the sale cycle and time to close. So, we were
excited about it. The major carrier, and I think we'll see the benefit - begin to see the benefits in 2016.
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Jeff Houston - Northland Securities - Analyst

Okay. Make sense. Switch over to FolioDynamix, I think when you did the acquisition just over a year ago, sales and marketing was going to be
area of emphasis once you -- they were under your umbrella. Could you update us on how that's progressing and what initiatives you've put in
place and maybe salespeople and how it's going in 2016?

Walter Buckley - Actua - CEO, Chairman

Sure. It is a big area in the sales and marketing side. When we acquired the business they had no professionals on the marketing side and we have
we think a top-notch executive running marketing. As we mentioned, we hired Steve Dunlap. Steve is President and COO coming from mostly
recently Cetera. And Steve was a customer of Folio's - two time customer and also started offer to coming. So, he brings a wealth of experience.

In terms of the actual sales and marketing, we have a new Head of Sales. We have a new Head of Product Lines and they have been adding sales
folks and we're still continue to add this year and we're in the sales - carrying in the eight executive levels all in. And that number will continue to
increase.

Jeff Houston - Northland Securities - Analyst

And then shifting over GovDelivery, I think you mentioned two tuck-in acquisitions in 2015, so how are they with their product portfolio, is it mostly
complete in the near-term or I mentioned there's some hole that they could fill in with more acquisitions and is 2016 more likely going to be - take
a pause and there for GovDelivery and let them digest those recent acquisition?

Kirk Morgan - Actua - CFO

It's a great question. We acquired two businesses in small business in 2016; one taxes in the texting area and one in the learning area. As you really
see on the slide, I don't know the number of the slide, but really it does a good job illustrating the GovDelivery platform now, where we have
learning, we have the GovDelivery messaging system, we have data all key development. And when you think about where we were when we
bought the business, acquired the business years ago, really it was just GovDelivery. It does -- GovDelivery messaging platform and now we've
added learning and data to it. So, we think - to build out what we think is a very robust platform where we have the ability to cross our - to our
customer base and marketing service.

So, I think from a new tuck-in perspective, by and large will be holding 2016 and focused on making sure we've integrated properly and I think
we're well on the way there. And more importantly continue to drive cross-sell and up-sells. And we saw real progress in Q4 and that momentum
has continued into Q1 and we really we expect that for the rest of this year.

So, I think it's a good model. It's what we're doing with Velocity. As we bought Ergo, we think we can cross-sell Ergo to roughly 40% of our customer
base. We think we can cross-sell TMI, which is interim management space, 30% to 40% of our customer base.

We think this is how we really are going to build out our platforms over the long-term. And cost-to-sale from upsell or cross-sell a lot less than it
for a new customer acquisition - from a new customer perspective.

Jeff Houston - Northland Securities - Analyst

Great. Then last question from me, just want to touch on last business unit Velocity. Could you update us on the number of salespeople there and
do you expect number of salespeople to grow roughly in line with growth of 20% or so?
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Kirk Morgan - Actua - CFO

So, we ended the year around 140 people in sales, Jeff. I don't think we're going to see that growth - that 20% level this year. I think the focus there
is to develop out some marketing plans and that - so I think it will grow but probably closer to 5% to 10%.

Walter Buckley - Actua - CEO, Chairman

Yeah. I think to echo Kirk's point is that we want those sale reps to be selling not only their core MSDS, chemical management capability, but TMI
and Ergo and some of the other offerings that we now have on the Velocity platform. And so obviously we want to increase productivity and we're
beginning to see some good results there and I think that's a key initiative in 2016.

Jeff Houston - Northland Securities - Analyst

Got it. Got it. Thank you.

Operator

Thank you. And that does conclude our question-and-answer session for today. I would now like to turn the call back to Walter Buckley for any
further remarks.

Walter Buckley - Actua - CEO, Chairman

We'd like to thank all of you for joining us on the call this afternoon and let's look forward to reporting Q1 result in early May. Thank you.

Operator

Ladies and gentlemen thank you for participating in today's conference. This concludes today's program.
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