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

Operator

Welcome to the Q2 2016 Actua earnings conference all. My name is Richard, and I'll be your operator for this call.

(Operator Instructions)

Please note that this conference is being recorded. I will now turn the call over to Karen Greene, managing director of investor relations. You may
begin.

Karen Greene - Actua - Managing Director, IR, Marketing Communications

Good morning, and thank you. This is Karen Greene with Investor Relations and I want to welcome you to Actua's second quarter 2016 conference
call. I would 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 under the Investor Information tab; 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 available for future reference.

On the call this morning we will be discussing certain non-GAAP financial measures. For additional information on these non-GAAP financial
measures, including a reconciliation of these measures to the most comparable GAAP measures, please refer to the press release we put out this
morning, including the attachment to this press release. The press release is also available on our website, which again is Actua.com. To access the
press release on our website, go to our homepage and select the August 4, 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, including but not limited, to risks associated with our ability to compete successful in highly competitive, rapidly
developing markets, the valuation of public and private cloud-based businesses by analysts, investors and other market participants; 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 affective 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 affectively 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
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capital resources affectively 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 this call over to Walter Buckley, Actua's Chairman and CEO.

Walter Buckley - Actua - Chairman, CEO

Thanks, Karen, and good morning. Today I will provide an overview of Actua's performance in the second quarter of 2016. Then Kirk Morgan, our
Chief Financial Officer, will follow with Actua's financial results for the second quarter.

With the first half of 2016 under our belt, Q2 results were right in line with our plan. Our overall organic revenue growth was 9%; a low point for
the year, and we will see growth accelerate from here across all core businesses. We were ahead of expectations on the bottom line and reported
operating cash flow of $2.6 million; more than double from the prior-year period. Year-to-date bookings are ahead of our expectations and we
expect to see this momentum continue, leading to significantly stronger growth in the action half of the year.

Turning to our businesses starting with slide six. While revenue growth was flat, BOLT's bookings are pacing much higher. For the quarter, we
added 400,000 of ARR from an existing customer and 300,000 in one time bookings. This brings year-to-date ARR bookings to over $3 million,
which we should start recognizing as revenue in Q4. I should point out this is dramatically ahead of where we were a year ago, which was in the
low six-figure bookings for the first half.

The sales pipeline continues to build nicely. We entered the quarter with 14 opportunities and added one. This, combined with the progress the
Company has made in sales and marketing, positions the Company well for a strong second half. The investments we've made in the network have
allowed us to get new customers up and running quickly. One of the top five carriers who recently signed with BOLT late last year has rapidly grown
premiums to $1 million run rate by the end of June. This growth should continue as this customer continues to aggressively expand this utilization
of the platform. Another top 10 carrier customer continues to increase its seat licenses with BOLT, having jumped from 25 at the start of the
relationship to 350 today with more on the way.

We finished the quarter with 59,700 users on the platform, up from 50,000 at the beginning of the year. Additionally, the opportunities of qualified
risk going through the platform grew to 3 million in the quarter, up from 2.5 million in Q1. This resulted in $1.5 billion of premiums on the platform,
up from $1.4 billion at the end of the first quarter.

Finally, carrier connections are up over 5,300 from roughly 5,100 in Q1, but now 99 insurance carriers integrated into the platform. As a result of
the platform basically being built out and strong bookings growth we've seen year-to-date, the Company's making excellent progress toward
being operating cash flow positive much sooner than we previously forecasted.

As expected on slide 7, FolioDynamix revenues were flat for the quarter. We attribute this to the loss of a large customer last year in Q2, as well as
longer lead times to get our largest clients up and running. 8.0 will help solve this issue and revenue growth will begin to grow starting in Q3.
Similar to BOLT, year-to-date bookings for the period were strong, adding approximately $2.9 million and $1.5 million in the second quarter in new
annually recurring revenue. Based on our strong pipeline, we expect to see increased bookings and revenue momentum in the second half of the
year.

FolioDynamix signed four deals in the quarter, one of which was a large, 7-figure a year deal. The Company has also gotten excellent feedback on
8.0; a new improved version of the platform from both industry consultants as well as customers. We believe this is driving some of the bookings
momentum we are experiencing. To date, approximately 40% of Folio customers have migrated onto the new platform and the transition has gone
very smoothly.

Finally, regulatory assets under management at the end of Q2 were $5.3 billion versus $5.1 billion at the end of Q1. This is an area we will be
aggressively focused on growing in the second half of the year.
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Turning to slide 8; GovDelivery grew revenues 20% in the second quarter compared to Q2 2015 and is on plan for the year. The Company closed
34 deals in the second quarter, over 25% of which were up sales to existing customers. Bookings for the quarter grew 25% over Q2 2015, with the
Company closing 30% more recurring revenue year-to-date compared to year-to-date 2015. The pipeline remains strong and we remain on track
for our best year ever in terms of growth and recurring revenue contracts. GoveDelivery now has 133 million citizens subscribing to the platform;
up from 90 million in Q2 one year ago, further strengthening their moat.

Last but not least, we kicked off the third quarter with two important up sells that demonstrate the power and breadth of the GoveDelivery
technology suite. These bookings totaled more than $1 million in new ARR with two large federal clients. The first contract leverages the Company's
digital engagement services team and our interactive texting capability to communicate on a major public health issue, and increased the ARR
with that account by more than 250%.

The second contract significantly expanded the customer's utilization of the platform; adding open data, volume and support services, increasing
our second largest client by 40% on an annual contract basis.

Finally, as you can see on slide 9, VelocityEHS reported revenue growth of 21% over the prior year with SaaS growing 26% over the same period.
Bookings for the quarter increased 22% over Q2 2015 with June a record setting month for new bookings. We are also excited that the market
response to the new Ergonomics offering has been very positive. The pipeline has quickly grown to over 150 opportunities, 40% of which would
be up sells to existing customers. This offering has an average ASP of over $5,000.

During the quarter, Velocity released a new mobile app to enable offline access to safety data sheets and chemical data, which will significantly
broaden the utilization of the platform. And from a moat perspective, a database of online safety data sheets has now grown to over 10 million.
Finally, Velocity added 515 new customers in the quarter, bringing the total customer count to 12,180.

In summary, the second quarter results were in line with plan. As a reminder, the second quarter is expected to be the low point of the year. We
are pleased with the bookings we saw this quarter as well as the continued pipeline growth across the board. We expect to see accelerating revenue,
bookings and cash flow in the second half of the year. This sets us up nicely for a strong second half and positions us well for 2017.

With that, I will turn it over to Kirk.

Kirk Morgan - Actua - CFO

Thanks, Buck. Slides 11-13 summarize our consolidated our consolidated results for the quarter. Revenue for the quarter was $36.7 million, up from
$33.5 million in the 2015 quarter.

Moving down our income statement, gross margin for the quarter and year-to-date was essentially the same at 70% to 71%. The largest investment
we are making in 2016 is around sales and marketing, which increased on both a dollar and percentage basis over 2015. Early returns on these
investments are being reflected in the improved bookings that Buck just discussed.

Research and development increased on a dollar basis over the 2015, reflecting investments in 8.0 at FolioDynamix and obtaining compliance with
FedRAMP at GovDelivery. R&D has increased on a percentage basis and we expect that to be the case going forward. G&A is decreasing significantly
on a percentage basis, which will continue as our leverage improves with this expense category. GAAP net loss book 2016 periods improved
primarily as a result of lower stock based compensation in the 2016 periods.

Adjusted net loss of $0.10 per share for the quarter was better than our expectations and reflecting the investments we just discussed, was slightly
larger than the 2015 period. Adjusted cash flow from operations was a positive $2.6 million in the second quarter of 2016, which was better than
our expectation and compares to a positive $1.2 million in the 2015 quarter. We expect operating cash flow for the last two quarters of 2016 will
be very strong as originally planned, and our cash balance will increase as the year progresses.
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Slides 14 and 15 provide the details of our quarterly revenue and A&I. We believe that continued, steady improvements with respect to these metric
will lead to value creation over the long-term. The operating clash flow I highlighted is set out on slide 16 and we expect 2016 to trend in a similar
way to the prior year. Slide 17 sets out our financial profile for 2014, 2015, and year-to-day 2016 compared to our long-term target. Slide 18
demonstrates the progress we're making over the quarters. We believe the best way to view our progress is on an annual basis, as the results may
be a bit lumpy in a quarter-to-quarter basis.

Let me provide some additional color on the businesses. Overall, the Company's recorded new bookings that exceeded our expectations, as Buck
discussed. GovDelivery had a great quarter; solid top line revenue and bookings growth with the best second quarter positive operating cash flow
they have reported. BOLT had its best quarter ever from an operating cash perspective, reflecting the significant improvements in bookings where
cash is received in advance of revenue - and also tight cost controls. While still negative operating cash flow is a significant improvement.

VelocityEHS had another great quarter from top line revenue growth, bookings, net income and positive operating cash flow. FolioDynamix had
a solid quarter from a bottom line perspective, exceeding our expectations. While operating cash flow was slightly negative this quarter, reflecting
timing around some working capital, we expect FolioDynamix to generate positive operating cash flow for 2016 and beyond. Across all of our
businesses, it remains a real focus for ours to generate positive operating cash flow leverage. Expect to see more of these improvements looking
forward.

Now turning to 2016 guidance on slides 19-21, we continue to expect annual GAAP revenue in the range of between $155 million and $160 million.
Annual non-GAAP cash flow from operations between positive $3 million to positive $8 million and annual non-GAAP net income loss for diluted
share fee a loss in the range of $0.35 to $0.40 per diluted share. Reflecting our 9.5 million of year-to-date share repurchases, we now expect full-year
2016 weighted average diluted shares of $37 million versus the $37.5 million I originally forecast.

In summary, we're very pleased with our performance for the second quarter of 2016 and year-to-date. With that, I'd 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) Kurt Maddern, Evercor ISI.

Kurt Maddern - Evercor ISI - Analyst

Kirk, you could run through how some of the acceleration in bookings is going to translate into invoicing and booking in the second half? Are you
starting to bill some of the new bulk customers or is this something where the invoicing will take place October or November, so you won't see
the benefit from a differed and/or a revenue perspective until the fourth quarter? I'm just trying to get a little bit more color on the shape of the
back half of the year from a revenue and cash flow perspective.

Kirk Morgan - Actua - CFO

Most of the cash associated with the BOLT bookings would be probably more in Q4 than it would in Q3. Some of it will be reflected in Q3. But given
how strong historically our Q4 has been I think across the board, most of the bookings progress that we see will result in our Q4 operating cash
flow being very positive.

5

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

©2016 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 04, 2016 / 2:00PM, ACTA - Q2 2016 Actua Corp Earnings Call



Kurt Maddern - Evercor ISI - Analyst

Then just, Buck, obviously, great to see BOLT really starting to pick up here. I mean, do you feel like we're a little bit at a tipping point with that
business now in terms of just a more regular cadence of signings? I know it's always going to be perhaps more lumpy than some of the other
businesses. But do you feel good about sort of the pipeline and the ability to close the pipeline at a little bit more regular cadence going forward?

Walter Buckley - Actua - Chairman, CEO

Yes, I do. I think we - not only are we saying good maturity from a top - it's sort of a late-stage pipeline activity. We've probably seen more activity
than we've ever seen at an earlier stage. I really do think the industry's waking up to the power of this platform now that it's basically built out and
the results that our current customers are seeing. So, I don't want to declare victory yet, but I think that we are well along the way. And it's impossible
to completely pick the tipping point - the moment of the tipping point, but I think we're getting a lot closer. And I think we've - the Company has
a real momentum; a momentum I don't think we've seen in a while.

Kirk Morgan - Actua - CFO

And really, I think also reflects some of the investment we've been making in sales and marketing at BOLT in the first part of the year.

Walter Buckley - Actua - Chairman, CEO

Yes. We've really brought out the sales team; a new head of marketing, a new head of sales in the last 12 months, expanded the team dramatically.
That coupled with a really built-out platform I think provides a whole level of maturity that we hadn't seen before. And also the results and the ROI
our customers are getting. So when you total that together, it makes a much more compelling case. And I think the opportunities we're pursuing
today are really exciting.

Kurt Maddern - Evercor ISI - Analyst

GovDelivery has had a couple really nice quarters in a row. Is there any impact from the election cycle on GovDelivery? I'm just wondering - I just
wanted to be careful that some of what you're seeing isn't sort of more cyclical around elections. I imagine it isn't, but I just wanted to sort of ask
a question that as you'll become more pointed as we get close to the election.

Walter Buckley - Actua - Chairman, CEO

By and large, 99 - it's all of GovDelivery's customers are outside the election process. We look at this market as really a long-term systemic opportunity
as communication form a government perspective at the local, state, federal levels move from an offline communication mode to an online. And
we're well less than 20% through that transition. And so we view that this is independent of election cycles and huge opportunity.

Just as you look at the two clients we landed in July, one was a major health issue which you can imagine what it is today. It's in the new every day.
But yet that's the way to reach citizens is digitally. And so we don't expect really much in the way of impacts regardless of the election who wins.
But we think it's just a long term, great opportunity.

Operator

Jeff Houston, Northland Securities.

6

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

©2016 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 04, 2016 / 2:00PM, ACTA - Q2 2016 Actua Corp Earnings Call



Jeff Houston - Northland Securities - Analyst

Hey guys, thanks for taking my questions. So looking at the growth for the rest of the year, I imagine Velocity and GovDelivery should maintain
their roughly 20% organic growth. But [folks dig a bit] deeper into BOLT and Folio, they both had zero growth this quarter, but both had good
bookings. Should we look at their growth being in the 10 to 15% range for the next two quarters? Or is that aggressive? I'm just trying to get a
sense of how those two [core] for those businesses should scale for the rest of this year, and then into next year?

Kirk Morgan - Actua - CFO

Yes, we would really all four of the businesses revenue in the second half of the year to be growth percentages that are higher than what we've
experienced in the first half, Jeff. I think it will be more dramatic relative to BOLT and Folio in terms of their revenue growth that we expect in the
- where they've been flat essentially. We expect that obviously to accelerate in the second half, reflect in the bookings that we've been seeing. But
GovDelivery and Velocity should see some uptick as well. So it's really across the board.

Walter Buckley - Actua - Chairman, CEO

Yes, and just to add something. We've been tracking and we've been recording our bookings for the last two quarters, but really to the last three
quarters. Bookings have been ahead of revenue really at all four businesses. And it takes anywhere from six to 12 months to implement it. So that's
why I think you're going to see growth [occur it] across all four businesses starting Q3.

Jeff Houston - Northland Securities - Analyst

Great. And then comparing the growth and bookings, and revenue for both in Folio, are they both - do you expect them both to be about the same
growth rate? Or is - it sounds like maybe BOLT is growing a bit faster. Just any color there would be great.

Kirk Morgan - Actua - CFO

Yes, I think BOLT is growing faster, and to some degree as Buck eluded in this comments that there were not a large amount of bookings that we
experienced in 2015. So we're experiencing our percentage bases much higher at BOLT than what we'd see at Folio. But we still expect good growth
at Folio as well.

Jeff Houston - Northland Securities - Analyst

Great. Then switching over to [a] use of capital, how do you think about doing smart tuck-in acquisitions like you've done in the past versus share
buybacks, or other creative things you could do with your cash balance?

Kirk Morgan - Actua - CFO

It's a good question, Jeff. And I think as we looked at capital allocation in the first half of the year, our largest [out pace] has been the share buybacks
of 9.5 million, but we've also made one acquisition in ErgoAdvocate. And we think that tuck ins are certainly a mainstay of our strategy. As we think
about the four businesses, and we really very much view that. You need to build out the suite for that industry, for that professional whether it's
an insurance agent, wealth management advisor, safety manager.

And with Velocity, we've made some really nice acquisitions with KMI and the incident management space in ErgoAdvocate and ergonomics. I
think you'll continue to see us look in that market. We think it's rich with opportunity. With Gov, two nice acquisitions at NuCivic and the data side,
and at Textizen and the texting capability. And there's certainly opportunities there.
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And we think Folio as well. So it certainly will be - we think our balance sheet allows us to do both. And we think it's an important part of our strategy.

Operator

Jeff Van Rhee, Craig-Hallum.

Jeff Van Rhee - Craig-Hallum - Analyst

So if I look at the annual guide here, given the recurring nature on most of the models, can you just talk to the range, that 155 to 160. What scenarios
put you at the high end of that range? What scenarios put you at the lower end of the range? Maybe just a little sensitivity on the revenue side.

Kirk Morgan - Actua - CFO

So I think in the hot end, Jeff, in order to hit that we would really need to see an acceleration of translating the bookings that we've been talking
about into revenue faster than sort of historically so that we're working very hard at trying to get to that point and do that. And it's within - the
reason why we could do that is given the bull platform is so developed, it could be easier to on-board the next customer that we see booking
versus what we've seen maybe a couple of years ago. So that gives us the opportunity to do that. And we still feel comfortable in the middle part
of that range.

Jeff Van Rhee - Craig-Hallum - Analyst

Is BOLT the primary one to think about there in terms of the ability to potentially accelerate [go lives]? Is there anything else? How would you order
those?

Kirk Morgan - Actua - CFO

Yes, I would think that's the primary one. But Folio's in there as well, Jeff, if we can accelerate something there. Clearly Velocity and Gov are more
- there's not much more to uptick there in terms of turning their bookings into revenue. But -

Walter Buckley - Actua - Chairman, CEO

And [Ano] helps us there just from a training, usability - just an overall much more modern architecture perspective. So, we think that we can
on-board advisors and customers in a much more - and we're already seeing it in a much more efficient fashion.

Jeff Van Rhee - Craig-Hallum - Analyst

Got it. And then with respect to 2017 expenses, this year obviously you commented you added a lot of sales capacity. And they've now seen the
benefit of that of some strong bookings in the first half. Again, since you don't have a formal guide out for 2017, I'm sure you're thinking it through
already. What is the - any obvious observations by line in terms of expenses that need notable incremental investment as opposed to be able to
be a leverage point in 2017?

Kirk Morgan - Actua - CFO

Yes, we are obviously very early on in that. But I think some of the development that we've seen this year around [Ato], around some activities at
Velocity, and clearly the FedRAMP compliance at GovDelivery are non-recurring. So I think an area that we would see leverage sitting here today
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should be around R&D. Clearly G&A - we'll continue to see leverage there in that line item. And sort of the wild card so to speak is around sales and
marketing, and how much investment do we make?

Clearly we made some significant investment this year around Folio and BOLT that I don't think will necessarily have to be from an absolute dollar
standpoint, that same type of investment. So I hope to see some relative leverage there. As we talked about BOLT, we're pushing them hard to
continue to be tight on cost controls and get to a better upgrading cash flow basis. And clearly that would also be reflected in the bottom line.

Jeff Van Rhee - Craig-Hallum - Analyst

And then with respect to customer retention, can you just cycle through the businesses real quickly in terms of retention, steady, improved, and
modestly increased churn. Just any thoughts there.

Kirk Morgan - Actua - CFO

I think all of them are steady. There's really hasn't been anything significantly in any of them, Jeff.

Jeff Van Rhee - Craig-Hallum - Analyst

OK. And then Velocity, I think you said the organic growth was 21%. Looks like some deceleration there. They've obviously been a powerhouse in
terms of driving growth. And I think you commented that you expect to see some acceleration going forward. But at this point, if you look at the
sales organization, can you just talk a bit about the percentage growth that you've seen there.

What's going on in terms of both sales head and then productivity per rep?

Walter Buckley - Actua - Chairman, CEO

Jeff, it's a couple dimensions for the [collection]. If you look at their SaaS revenue growth on a quarter-to-quarter basis both in Q1 and Q2 is in the
26, 27% level. Why growth has slowed down a little bit in the first half is really sort of one time or service revenue either around implementation,
[a cam-i], or authoring. We think over time that'll come back to a more historic level, in the 20, 25% range. But if you really look at the core business,
it's really growing at the 25 to 27% level.

And that's really where we think is the most important metric. And so that's - and we think that the one-time [push] will begin to pick it back up.
And so that's one of the reasons why we feel good about the second half of the year with Velocity. The other key initiative - we've added probably
20 heads this year. But it's really, as we have three or four different [offerings] to sell to our customer basis, getting that cross sell, we're seeing that
25% of Gov's sales being [our] sales to just in customer [could] probably a little less than 10% of Velocity, and really driving that is a huge lever for
us from a productivity standpoint. And we're still early on that, so I don't want to get the cart before the horse. But it's a huge area of focus for us.

Jeff Van Rhee - Craig-Hallum - Analyst

BOLT obviously seen some progress there. Can you talk to the pipe, and specifically with respect to later-stage, very large deals. I know you've
made more of an effort to land and expand as opposed to elephant hunt, but I know there were some elephants cycling through the pipeline. Any
updates on how those have progressed?
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Kirk Morgan - Actua - CFO

Yes, I would say our primary strategy with large carriers is to land and expand. I think we signed the carrier I mentioned in [our] script, we landed
late in the year. They're already at a million dollar premium run rate, and it's just going to increase from here. And with a much shorter sale cycle,
I think that just that much more efficient way to close the deal. So that's our, I would say, target.

That said we're dealing with some large organizations with a lot of opportunity. And so I would say we're making good progress on getting it across
the line. Again, it's impossible to predict exactly when. But we feel good about where we are. And I think that we've got a very good team in place
to get them closed.

Operator

Vincent Colicchio, Barrington Research.

Vincent Colicchio - Barrington Research - Analyst

Yes, a follow up question on the Velocity. What caused the service business to slow Velocity? I didn't - I'm not understanding that.

Walter Buckley - Actua - Chairman, CEO

It was primarily [threat] to areas one. The first we didn't have any big implementations from a KMI perspective, which is the incident management
space. And there's fair amount of one-time revenue associated with that. And [authoring] revenue decreased in the first half. And we think that it's
probably a little bit of - a result of some of the rules and regulations going into effect late last year, and people sort of taking their foot off the pedal.

But at the end of the day, they need to remain in compliance. And we think that will trend back up. And so a combination of more KMI implementations
and [authoring] beginning to grow again I think will bring that growth rate to a more historic level.

Vincent Colicchio - Barrington Research - Analyst

And then on Gov, I'm curious, has the FedRAMP certification had a positive impact on new client additions or pricing?

Kirk Morgan - Actua - CFO

Yes, I think it - the short answer is yes. I think it gives us a huge amount of credibility, and especially in the federal area. And we have been able to
increase prices for those who want FedRAMP compliance, which it seems to be a growing percentage of the client base - the customer base. So,
yes, it's still early. We didn't come out until early Q2.

But I think the early results are good. And frankly, I think it has helped and I think it helped [and that should yield of designed] in July.

Vincent Colicchio - Barrington Research - Analyst

And then last question, how does the M&A market look like in terms of valuations for each of your businesses? And how has that impacted your
pipeline?
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Kirk Morgan - Actua - CFO

I'm not sure how, from a pipeline standpoint. But as we look at it, there's sort of - from an M&A standpoint, as we look at strategic tuck ins, they're
by and large in terms of the revenue, respective in a dollar perspective. The valuations really haven't moved much. If anything, they may have come
a little bit in this over the last 12 months. And so I think it's certainly an attracted time from a small tuck-in perspective. And we want to take
advantage of that. Especially if it - as we need to build up the platforms [much to your] standpoint.

In the overall M&A perspective, there's certainly a lot of activity in the SaaS space, especially the vertical SaaS space over the last six months. And
we think that's a positive development. I think it validates what we're doing. And most of the businesses are more mature than our platform, and
hasn't [have a merited] leaders, but we think have very much characteristics of the business as we have. And we remain focused on building these
businesses, driving growth, book organic [limit], and through M&A, and then showing leverage in the bottom line.

And then we think as that happens, I think the value will - the stock will begin to really reflect we think the guidance here today.

Operator

And this time, you see we have no further questions. I'd now like to turn the call over to your speakers for closing remarks.

Kirk Morgan - Actua - CFO

I'd like to thank all of you for joining us this morning. And we look forward to reporting out Q3 results in early November.

Operator

Thank you, ladies and gentlemen. This concludes today's conference. Thank you for participating. You may now disconnect.

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.

©2016, Thomson Reuters. All Rights Reserved. 6063186-2016-08-09T15:42:10.703

11

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

©2016 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 04, 2016 / 2:00PM, ACTA - Q2 2016 Actua Corp Earnings Call


