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1988 – 1989: Associate Professor of Business Economics and Industrial Relations, The 
University of Chicago 
 
1986 – 1988: Assistant Professor of Business Economics and Industrial Relations, The 
University of Chicago 
 
1983 – 1986: Lecturer, Booth School of Business, The University of Chicago 
 
1982 – 1983: Teaching Associate, Department of Economics, The University of Chicago 
 
1979 – 1981: Research Assistant, Unicon Research Corporation, Santa Monica, California 

 
Honors and Awards 
 

2008: John von Neumann Lecture Award, Rajk College, Corvinus University, Budapest 
 
2007: Kenneth J. Arrow Award (with Robert H. Topel) 
 
October 2005: Garfield Research Prize (with Robert H. Topel) 
 
September 2005: MacArthur Foundation Fellow 
 
1998: Elected to the American Academy of Arts & Sciences 
 
1997: John Bates Clark Medalist 
 
1993: Fellow of The Econometric Society 
 
1989 – 1991: Sloan Foundation Fellowship, The University of Chicago 
 
1983 – 1984: Earhart Foundation Fellowship, The University of Chicago 
 
1981 – 1983: Fellowship, Friedman Fund, The University of Chicago 
 
1980 – 1981: Phi Beta Kappa, University of California, Los Angeles 
 
1980 – 1981: Earhart Foundation Fellowship, University of California, Los Angeles 
 
1979 – 1981: Department Scholar, Department of Economics, University of California, 
Los Angeles 

Publications 

Books 

Social Economics: Market Behavior in a Social Environment with Gary S. Becker, 
Cambridge, MA: Harvard University Press (2000). 
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Measuring the Gains from Medical Research: An Economic Approach, edited volume 
with Robert H. Topel, Chicago: The University of Chicago Press (2003). 
 
Chicago Price Theory, by Sonia Jaffe, Robert Minton, Casey B. Mulligan, and Kevin M. 
Murphy, Princeton University Press (2019). 
 

Chapters in Books 
 

“Income and Wealth in America,” with Emmanuel Saez, in Inequality and Economic 
Policy, ed. Tom Church, Christopher Miller, John B. Taylor, Stanford, CA: Hoover Press 
(2015) 
 

Articles 
 

“Government Regulation of Cigarette Health Information,” with Benjamin Klein and 
Lynne Schneider, 24 Journal of Law and Economics 575 (1981). 
 
“Estimation and Inference in Two-Step Econometric Models,” with Robert H. Topel, 3 
Journal of Business and Economic Statistics 370 (1985). 
 
“Unemployment, Risk, and Earnings: Testing for Equalizing Wage Differences in the 
Labor Market,” with Robert H. Topel, in Unemployment and the Structure of Labor 
Markets, pp. 103-139, ed. Kevin Lang and Jonathan S. Leonard. London: Basil Blackwell 
(1987). 
 
“The Evolution of Unemployment in the United States: 1968-1985,” with Robert H. 
Topel, in NBER Macroeconomics Annual, pp. 11-58, ed. Stanley Fischer. Cambridge, 
MA: MIT Press (1987). 
 
“Cohort Size and Earnings in the United States,” with Mark Plant and Finis Welch, in 
Economics of Changing Age Distributions in Developed Countries, pp. 39-58, ed. 
Ronald D. Lee, W. Brian Arthur, and Gerry Rodgers. Oxford: Clarendon Press (1988). 
 
“The Family and the State,” with Gary S. Becker, 31 Journal of Law and Economics 1 (1988). 
 
“A Theory of Rational Addiction,” with Gary S. Becker, 96 Journal of Political Economy 675 
(1988). 
 
“Vertical Restraints and Contract Enforcement,” with Benjamin Klein, 31 Journal of Law 
and Economics 265 (1988). 
 
“Income Distribution, Market Size, and Industrialization,” with Andrei Shleifer and 
Robert W. Vishny, 104 Quarterly Journal of Economics 537 (1989). 
 
“Wage Premiums for College Graduates: Recent Growth and Possible Explanations,” 
with Finis Welch, 18 Educational Researcher 17 (1989). 
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“Industrialization and the Big Push,” with Andrei Shleifer and Robert W. Vishny, 97 
Journal of Political Economy 1003 (1989). 
 
“Building Blocks of Market Clearing Business Cycle Models,” with Andrei Shleifer and 
Robert W. Vishny, in NBER Macroeconomic Annual, pp. 247-87, ed. Olivier Jean 
Blanchard and Stanley Fischer. Cambridge, MA: MIT Press (1989).  
 
“Efficiency Wages Reconsidered: Theory and Evidence,” with Robert H. Topel, in 
Advances in the Theory and Measurement of Unemployment, pp. 204-240. ed. Yoram 
Weiss and Gideon Fishelson. London: Macmillan (1990). 
 
“Empirical Age-Earnings Profiles,” with Finis Welch, 8 Journal of Labor Economics 202 
(1990). 
 
“Human Capital, Fertility, and Economic Growth,” with Gary S. Becker and Robert F. 
Tamura, 98 Journal of Political Economy, S12 (1990).  
 
“Accounting for the Slowdown in Black-White Wage Convergence,” with Chinhui Juhn 
and Brooks Pierce, in Workers and Their Wages: Changing Patterns in the United States, 
pp. 107-143, ed. Marvin Kosters. Washington, D.C.: American Enterprise Institute 
(1991). 
 
“The Role of International Trade in Wage Differentials,” with Finis Welch, in Workers 
and Their Wages: Changing Patterns in the United States, pp. 39- 69, ed. Marvin Kosters. 
Washington, D.C.: American Enterprise Institute (1991). 
 
“Why Has the Natural Rate of Unemployment Increased over Time?” with Robert H. 
Topel and Chinhui Juhn, 2 Brookings Papers on Economic Activity 75 (1991). 
 
“The Allocation of Talent: Implications for Growth,” with Andrei Shleifer and Robert 
W. Vishny, 106 Quarterly Journal of Economics 503 (1991). 
 
“Rational Addiction and the Effect of Price on Consumption,” with Gary S. Becker and 
Michael Grossman, 81 American Economic Review 237 (1991).  
 
“Wages of College Graduates,” in The Economics of American Higher Education, pp. 
121-40, ed. William E. Becker and Darrell R. Lewis. Boston: Kluwer Academic 
Publishers (1992).  
 
“Changes in Relative Wages, 1963-1987: Supply and Demand Factors,” with Lawrence F. 
Katz, 107 Quarterly Journal of Economics 35 (1992).  
 
“The Structure of Wages,” with Finis Welch, 107 Quarterly Journal of Economics 285 (1992). 
 
“The Transition to a Market Economy: Pitfalls of Partial Planning Reform,” with Andrei 
Shleifer and Robert W. Vishny, 107 Quarterly Journal of Economics 889 (1992). 
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“The Division of Labor, Coordination Costs, and Knowledge,” with Gary S. Becker, 107 
Quarterly Journal of Economics 1137 (1992). 
 
“Industrial Change and the Rising Importance of Skill” with Finis Welch, in Uneven 
Tides: Rising Inequality in America, pp. 101-132, ed. Peter Gottschalk and Sheldon 
Danziger. New York: Russell Sage Foundation Publications (1993). 
 
“Wage Inequality and the Rise in Returns to Skill,” with Chinhui Juhn and Brooks Pierce, 
101 Journal of Political Economy 410 (1993). 
 
“Occupational Change and the Demand for Skill, 1940-1990,” with Finis Welch, 83 
American Economic Review 122 (1993). 
 
“Inequality and Relative Wages,” with Finis Welch, 83 American Economic Review 104 
(1993). 
 
“Why Is Rent-Seeking So Costly to Growth?” with Andrei Shleifer and Robert W. 
Vishny, 83 American Economic Review 409 (1993). 
 
“A Simple Theory of Advertising as a Good or Bad,” with Gary S. Becker, 108 Quarterly 
Journal of Economics 941 (1993). 
 
“Relative Wages and Skill Demand, 1940-1990,” with Chinhui Juhn, in Labor Markets, 
Employment Policy, and Job Creation, pp. 343-60, ed. Lewis C. Solmon and Alec R. 
Levenson. The Milken Institute Series in Economics and Education. Boulder, CO: 
Westview Press (1994).  
 
“Cattle Cycles,” with Sherwin Rosen and Jose A. Scheinkman, 102 Journal of Political 
Economy 468 (1994). 
 
“An Empirical Analysis of Cigarette Addiction,” with Gary S. Becker and Michael 
Grossman, 84 American Economic Review 396 (1994). 
 
“Inequality in Labor Market Outcomes: Contrasting the 1980s and Earlier Decades,” 
with Chinhui Juhn, 1 Economic Policy Review 26 (1995). 
 
“Employment and the 1990-91 Minimum Wage Hike,” with Donald R. Deere and Finis 
Welch, 85 American Economic Review 232 (1995). 
 
“Examining the Evidence on Minimum Wages and Employment,” with Donald R. Deere 
and Finis Welch, in The Effects of the Minimum Wage on Employment, pp. 26-54, ed. 
Marvin H. Kosters. Washington, D.C.: The AEI Press (1996).  
 
“Social Status, Education, and Growth,” with Chaim Fershtman and Yoram Weiss, 104 
Journal of Political Economy 108 (1996). 
 
“Wage Inequality and Family Labor Supply,” with Chinhui Juhn, 15 Journal of Labor 
Economics 72 (1997). 
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“Quality and Trade,” with Andrei Shleifer, 53 Journal of Development Economics 1 (1997).  
 
“Vertical Integration as a Self-Enforcing Contractual Arrangement,” with Benjamin 
Klein, 87 American Economic Review 415 (1997). 
 
“Unemployment and Nonemployment,” with Robert H. Topel, 87 American Economic 
Review 295 (1997). 
 
“Wages, Skills, and Technology in the United States and Canada,” with W. Craig Riddell 
and Paul M. Romen, in General Purpose Technologies and Economic Growth, pp. 283-
309, ed. Elhanan Helpman.  Cambridge, MA: M.I.T. Press (1998). 
 
“Perspectives on the Social Security Crisis and Proposed Solutions,” with Finis Welch, 88 
American Economic Review 142 (1998). 
 
“Population and Economic Growth,” with Gary S. Becker and Edward Glaeser, 89 
American Economic Review 145 (1999). 
 
“A Competitive Perspective on Internet Explorer,” with Steven J. Davis, 90 American 
Economic Review 184 (2000). 
 
“Industrial Change and the Demand for Skill,” with Finis Welch, in The Causes and 
Consequences of Increasing Inequality, pp. 263-84, ed. Finis Welch.  Volume II in the 
Bush School Series in the Economics of Public Policy.  Chicago: The University of 
Chicago Press (2001). 
 
“Wage Differentials in the 1990s: Is the Glass Half Full or Half Empty?” with Finis 
Welch, in The Causes and Consequences of Increasing Inequality, pp. 341-64, ed. Finis 
Welch.  Volume II in the Bush School Series in the Economics of Public Policy.  
Chicago: The University of Chicago Press (2001). 
 
“Economic Perspectives on Software Design: PC Operating Systems and Platforms,” 
with Steven J. Davis and Jack MacCrisken, in Microsoft, Antitrust, and the New 
Economy: Selected Essays, pp. 361-420, ed. Davis S. Evans. Boston, MA: Kluwer (2001). 
 
“Current Unemployment, Historically Contemplated,” with Robert H. Topel and 
Chinhui Juhn, 1 Brookings Papers on Economic Activity 79 (2002). 
 
“The Economics of Copyright ‘Fair Use’ in A Networked World,” with Andres Lerner 
and Benjamin Klein, 92 American Economic Review 205 (2002). 
 
“The Economic Value of Medical Research,” with Robert H. Topel, in Measuring the 
Gains from Medical Research: An Economic Approach, pp. 41-73, ed. Robert H. Topel 
and Kevin M. Murphy. Chicago: The University of Chicago Press (2003). 
 
“School Performance and the Youth Labor Market,” with Sam Peltzman, 22 Journal of 
Labor Economics 299 (2003). 
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“Entrepreneurial ability and market selection in an infant industry: evidence from the 
Japanese cotton spinning industry,” with Atsushi Ohyama and Serguey Braguinsky, 7 
Review of Economic Dynamics 354 (2004). 
 
“Entry, Pricing, and Product Design in an Initially Monopolized Market,” with Steven J. 
Davis and Robert H. Topel, 112 Journal of Political Economy S188 (2004). 
 
“Diminishing Returns: The Costs and Benefits of Increased Longevity,” with Robert H. 
Topel, 46 Perspectives in Biology and Medicine S108 (2004). 
 
“Persuasion in Politics,” with Andrei Shleifer, 94 American Economic Review 435 (May 
2004). 
 
“Black-White Differences in the Economic Value of Improving Health,” with Robert H. 
Topel, 48 Perspectives in Biology and Medicine S176 (2005). 
 
“The Equilibrium Distribution of Income and the Market for Status,” with Gary S. 
Becker and Iván Werning, 113 Journal of Political Economy 282 (2005).  
 
“The Market for Illegal Goods: The Case of Drugs,” with Gary S. Becker and Michael 
Grossman, 114 Journal of Political Economy 38 (2006). 
 
“Competition in Two-Sided Markets: The Antitrust Economics of Payment Card 
Interchange Fees,” with Benjamin Klein, Kevin Green, and Lacey Place, 73 Antitrust Law 
Journal 571 (2006). 
 
“The Value of Health and Longevity,” with Robert H. Topel, 114 Journal of Political 
Economy 871 (2006). 
 
“Social Value and the Speed of Innovation,” with Robert H. Topel, 97 American Economic 
Review 433 (2007). 
 
“Education and Consumption: The Effects of Education in the Household Compared to 
the Marketplace,” with Gary S. Becker, 1 The Journal of Human Capital 9 (Winter 2007). 
 
“Why Does Human Capital Need a Journal?” with Isaac Ehrlich, 1 The Journal of 
Human Capital 1 (Winter 2007). 
 
“Critical Loss Analysis in the Whole Foods Case,” with Robert H. Topel, 3 (2) GCP 
Magazine (March 2008). 
 
“Exclusive Dealing Intensifies Competition for Distribution,” with Benjamin Klein, 75 
Antitrust Law Journal (October 2008). 
 
“Fertility Decline, the Baby Boom and Economic Growth,” with Curtis Simon and 
Robert Tamura, 2 The Journal of Human Capital 3 (Fall 2008). 
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“The Market for College Graduates and the Worldwide Boom in Higher Education of 
Women,” with Gary S. Becker and William H. J. Hubbard, 100 American Economic 
Review: Papers & Proceedings 229 (May 2010). 
 
“Explaining the Worldwide Boom in Higher Education of Women,” with Gary S. Becker 
and William H. J. Hubbard," 4 Journal of Human Capital No. 3 (2010). 
 
“How Exclusivity is Used to Intensify Competition for Distribution-Reply to Zenger,” 
with Benjamin Klein, 77 Antitrust Law Journal No. 2 (2011).  
 
“Achieving Maximum Long-Run Growth,” Federal Reserve Bank of Kansas City Proceedings of 
the Annual Jackson Hole Conference 2011. 
 
“On the Economics of Climate Policy,” with Gary. S. Becker and Robert. H. Topel, 10 
B.E. Journal of Economic Analysis and Policy No. 2 (2011). 
 
“Measuring Crack Cocaine and its Impact,” with Roland G. Fryer, Jr., Paul S. Heaton, 
and Steven D. Levitt, 51 Economic Inquiry No. 3 (July 2013). 
 
“Some Basic Economics of National Security,” with Robert H. Topel, 103 American 
Economic Review No. 3 (2013). 
 
“Activating Actavis:  A More Complete Story,” with Barry C. Harris, Robert D. Willig, 
and Matthew B. Wright, 28 Antitrust No. 2 (Spring 2014). 
 
“Competitive Discounts and Antitrust Policy,” with Edward A. Snyder and Robert H. 
Topel, Chapter 5 of The Oxford Handbook of International Antitrust Economics, Volume 2 
(2014). 
 
“Gary Becker as Teacher,” 105 American Economic Review No. 5 (2015). 
 
“Black and White Fertility, Differential Baby Booms: The Value of Equal Education 
Opportunity,” with Robert Tamura and Curtis Simon, 82 Journal of Demographic Economics, 
Issue 1 (2016). 
 
“Human Capital Investment, Inequality, and Economic Growth,” with Robert H. Topel, 
34 Journal of Labor Economics, No. S2/Part 2 (2016). 
 
"A Theory of Intergenerational Mobility," with Gary S. Becker, Scott Duke Kominers, 
and Jörg L. Spenkuch, Journal of Political Economy 126, no. S1 (October 2018): S7-S25. 
 
"Gary Becker Remembered," with James J. Heckman and Edward P. Lazear, Journal of 
Political Economy 126, no. S1 (October 2018): S1-S6. 
 
Sample of “The Power of the Economic Approach: Unpublished Manuscripts of Gary S. 
Becker,” Edited by Julio J. Elías, Casey B. Mulligan, and Kevin M. Murphy, University of 
Chicago Press (Forthcoming). Journal of Human Capital 2019 13:2, 140-141. 
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Selected Working Papers  

“Gauging the Economic Impact of September 11th,” with Gary S. Becker, Unpublished 
Working Paper (October 2001). 
 
“War In Iraq Versus Containment: Weighing the Costs,” with Steven J. Davis and Robert 
H. Topel, NBER Working Paper No.12092 (March 2006). 
 
“The Interaction of Growth in Population and Income,” with Gary S. Becker, 
Unpublished Working Paper (2006). 
 
“Persuasion and Indoctrination,” with Gary Becker (2007). 
 
“The Value of Life Near Its End and Terminal Care,” with Gary S. Becker and Tomas 
Philipson (2007). 
 
“On the Economics of Climate Policy,” with Gary S. Becker and Robert H. Topel, 
Working Paper No. 234 (January 2010, Revised September 2010). 
 
 “The Manipulation of Children’s Preferences, Old Age Support, and Investment in 
Children’s Human Capital,” with Gary S. Becker and Jörg L. Spenkuch, Unpublished 
Working Paper (February 2012). 
 
“The Collective Licensing of Music Performance Rights: Market Power, Competition and 
Direct Licensing” (March 2013). 
 
“Activating Actavis with A More Complete Model,” with Michael G. Baumann, John P. 
Bigelow, Barry C. Harris, Janusz A. Ordover, Robert D. Willig, and Matthew B. Wright, 
(January 2014). 
 
“A Theory of Bundling Advertisements in Media Markets,” with Ignacio Palacios-Huerta, 
NBER Working Paper No. 229994 (December 2016). 

Selected Comments 

Comment on “Causes of Changing Earnings Equality” by Robert Z. Lawrence. Federal 
Reserve Bank of Kansas City (1998).  
 
“Comment: Asking the Right Questions in the Medicare Reform Debate,” Medicare 
Reform: Issues and Answers, pp. 175-81, ed. Andrew J. Rettenmaier and Thomas R. 
Saving. Chicago: The University of Chicago Press (2000). 
 
Comment on “Social Security and Demographic Uncertainty” by Henning Bohn, in Risk 
Aspects of Investment-Based Social Security Reform, ed. John Y. Campbell and Martin 
Feldstein. Chicago: The University of Chicago Press (2001). 
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Comment on “High Technology Industries and Market Structure” by Hal R. Varian. 
Federal Reserve Bank of Kansas City (2001). 

 
Popular Press Articles 
 

“The Education Gap Rap,” The American Enterprise (March-April 1990), pp. 62. 
 
“Rethinking Antitrust,” with Gary S. Becker, Wall Street Journal (February 26, 2001), A22. 
 
“Prosperity Will Rise Out of the Ashes,” with Gary S. Becker, Wall Street Journal (October 
29, 2001), A22. 
 
“The Economics of NFL Team Ownership,” with Robert H. Topel, report prepared at 
the request of the National Football League Players’ Association (January 2009). 

 
Articles About Murphy 
 

“Higher Learning Clearly Means Higher Earning,” by Carol Kleiman. Chicago Tribune, 
March 12, 1989, Jobs Section pp. 1.  Long article about “The Structure of Wages” with 
picture of Murphy. 
 
“Why the Middle Class Is Anxious,” by Louis S. Richman. Fortune, May 21, 1990, pp. 106. 
Extensive reference to Murphy's work on returns to education. 
 
“Unequal Pay Widespread in U.S.,” by Louis Uchitelle, New York Times, August 14, 1990, 
Business Day section pp. 1. Long piece on income inequality. 
 
“One Study’s Rags to Riches Is Another’s Rut of Poverty,” by Sylvia Nasar, New York 
Times, June 17, 1992, Business Section pp. 1. Long piece on the income inequality 
research. 
 
“Nobels Pile Up for Chicago, but Is the Glory Gone?” by Sylvia Nasar, New York Times 
November 4, 1993, Business Section pp. 1. Long piece on Chicago School of economics. 
Featured a photo of five of the “brightest stars on the economics faculty” (including 
Murphy) and a paragraph about Murphy’s research. 
 
“This Sin Tax is Win-Win,” by Christopher Farrell. Business Week, April 11, 1994, pp. 30. 
Commentary section refers to Murphy, Becker, and Grossman’s work on rational 
addiction. 
 
“Growing inequality and the economics of fragmentation,” by David Warsh, Boston 
Sunday Globe, August 21, 1994, pp. A1. Two-page article with picture and biographical 
details about Murphy and his research; part of a series about “how the new generation 
replaced the old in economics.” 
“A Pay Raise’s Impact,” by Louis Uchitelle. New York Times, January 12, 1995, Business 
Section pp. 1. Article about consequences of proposed increase in the minimum wage. 
Articles featuring Murphy's comments on the minimum wage appeared in numerous 
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other publications, including the Chicago Tribune; in addition, Murphy was interviewed on 
CNN (January 26, 1995). 
 
“The Undereducated American,” Wall Street Journal, August 19, 1996, A12. Changes in 
the rate of returns to education. 
 
“In Honor of Kevin M. Murphy: Winner of the John Bates Clark Medal,” by Finis 
Welch, 14 Journal of Economic Perspectives 193 (2000). 

Testimony, Reports, and Depositions (Last 4 Years) 

Deposition of Kevin M. Murphy, January 5, 2016, in the Matter of ABS Global, Inc. v. 
Inguran, LLC d/b/a Sexing Technologies and XY, LLC v Genus PLC, The United States 
District Court for the Western District of Wisconsin.  Case No. 14-cv-503.  
 
Supplemental Expert Report of Kevin M. Murphy, January 13, 2016, in the Matter of 
The Dial Corporation, Henkel Consumer Goods, Inc., H.J. Heinz Company, H.J. Heinz 
Company, L.P., Foster Poultry Farms, Smithfield Foods, Inc., HP Hood LLC, BEF 
Foods, Inc. and Spectrum Brands, Inc. v. News Corporation, News America Inc., News 
America Marketing FSI L.L.C., News America Marketing In-Store Services L.L.C., The 
United States District Court for the Southern District of New York. Case No. 13-cv-
06802 (WHP). 
 
Declaration of Kevin M. Murphy, January 26, 2016, in the Matter of ABS Global, Inc. v. 
Inguran, LLC d/b/a Sexing Technologies and XY, LLC v Genus PLC, The United States 
District Court for the Western District of Wisconsin.  Case No. 14-cv-503. 
 
Expert Report of Kevin M. Murphy, February 5, 2016, in the Matter of Moldex Metric, 
Inc. v. 3M Company and 3M Innovative Properties Company, The United States District 
Court for the District of Minnesota.  Case No. 2014-cv-01821 (JNE/FLN). 
 
Confidential Submission on Fractional Licensing to the U.S. Department of Justice in 
Connection with Modification of the ASCAP Consent Decree, February 12, 2016. 
 
Deposition of Kevin M. Murphy, February 16, 2016, in the Matter of Moldex Metric, Inc. 
v. 3M Company and 3M Innovative Properties Company, The United States District 
Court for the District of Minnesota.  Case No. 2014-cv-01821 (JNE/FLN). 
 
Verified Statement of Kevin M. Murphy, March 7, 2016, Exhibit II-B-2 to CSXT Reply 
Evidence, In Re: STB Docket No. NOR 42142. 
 
Expert Report of Kevin M. Murphy, March 8, 2016, in the Matter of ABS Global, Inc. v. 
Inguran, LLC d/b/a Sexing Technologies and XY, LLC v Genus PLC, The United States 
District Court for the Western District of Wisconsin.  Case No. 14-cv-503. 
Expert Report of Kevin M. Murphy, March 9, 2016, in the Matter of Lisa Watson, 
Wayne Miner, and James Easley, Individually and on Behalf of All Others Similarly 
Situated v. Philip Morris Companies, Inc. a corporation, and Philip Morris Incorporated, 
a corporation, in the Circuit Court of Pulaski County, Arkansas. Case No. CV03-4661. 
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Trial Testimony of Kevin M. Murphy, April 4, 2016, in the Matter of Dayna Craft 
(Withdrawn), Deborah Larsen, individually and on behalf of all others similarly situated 
v. Philip Morris USA Inc., a corporation, Missouri Circuit Court for the Twenty-Second 
Judicial District (City of St. Louis).  Case No.  002-00406-02. 
 
Reply Expert Report of Kevin M. Murphy, April 11, 2016, in the Matter of Kleen 
Products LLC, et al. v. International Paper, et al., The United States District Court for 
the Northern District of Illinois Eastern Division.  Case No.  1:10-cv-05711. 
 
Responsive Damages Report of Kevin M. Murphy, April 12, 2016, in the Matter of ABS 
Global, Inc. v. Inguran, LLC d/b/a Sexing Technologies and XY, LLC v. Genus PLC, 
The United States District Court for the Western District of Wisconsin.  Case No. 14-cv-
503. 
 
Deposition of Kevin M. Murphy, May 2, 2016, in the Matter of ABS Global, Inc. v. 
Inguran, LLC d/b/a Sexing Technologies and XY, LLC v. Genus PLC, The United 
States District Court for the Western District of Wisconsin.  Case No. 14-cv-503. 
 
Verified Statement of Kevin M. Murphy, July 26, 2016, In Re: STB Docket No. 704 
(Sub-No. 1), Review of Commodity, Boxcar, and TOFC/COFC Exemptions. 
 
Expert Report of Kevin M. Murphy, July 29, 2016, In Re Biogen ‘755 Patent Litigation, 
The United States District Court for the District of New Jersey. Civil Action No. 10-2734 
(CCC/JAD). 
 
Trial Testimony  of Kevin M. Murphy, August 3, 2016 and August 12, 2016, in the 
Matter of ABS Global, Inc. v. Inguran, LLC d/b/a Sexing Technologies and XY, LLC v. 
Genus PLC, The United States District Court for the Western District of Wisconsin.  
Case No. 14-cv-503. 
 
Expert Report of Kevin M. Murphy, September 23, 2016, in the Matter of First 
Impressions Salon, Inc., Roy Mattson, Belle Foods Trust, Bankruptcy Estate of Yarnell’s 
Ice Cream Company, Inc., Piggly Wiggly Midwest LLC and KPH Healthcare Services, 
Inc., aka Kinney Drugs, Inc. et.al. v. National Milk Producers Federation, Cooperatives 
Working Together, Dairy Farmers of America, Inc., Land O’Lakes, Inc., Dairylea 
Cooperative Inc., Agri-Mark, Inc. d/b/a Cabot Creamery Cooperative, Inc., The United 
States District Court for the Southern District of Illinois. Case No. 3:13-cv-00454-NJR-
SCW. 
 
Verified Statement of Kevin M. Murphy, October 26, 2016, In Re: STB Docket EP 711 
(Sub-No. 1), Reciprocal Switching. 
 
Expert Report of Kevin M. Murphy, November 21, 2016, in the Matter of Valassis 
Communications, Inc. v. News America Inc., a/k/a News America Marketing Group, 
News America Marketing FSI, Inc., a/k/a News America Marketing FSI LLC, and News 
America Marketing In-Store Services, Inc. a/k/a News America Marketing In-Store 
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Services, LLC, The United States District Court for the Eastern District of Michigan, 
Southern Division.  Case No. 2-06-cv-10240-AJT-MJH. 
 
Deposition of Kevin M. Murphy, December 2, 2016 and December 3, 2016, In Re 
Biogen ‘755 Patent Litigation, The United States District Court for the District of New 
Jersey. Civil Action No. 10-2734 (CCC/JAD). 
 
Trial Testimony of Kevin M. Murphy, December 7, 2016 and December 8, 2016, in the 
Matter of US Airways, Inc. v. Sabre Holdings Corp., Sabre, Inc., and Sabre Travel 
International Ltd., The United States District Court for the Southern District of New 
York. Case No. 1:11-cv-02725-MGC. 
 
Expert Report of Kevin M. Murphy, February 23, 2017, in the Matter of 1-800 Contacts, 
Inc., Before the Federal Trade Commission, Office of Administrative Law Judges, United 
States of America. Docket No. 9372. 
 
Expert Report of Kevin M. Murphy, March 1, 2017, in the Matter of Gene R. Romero, et 
al. v. Allstate Insurance, et al., The United States District Court for the Eastern District 
of Pennsylvania. Case No. 01-3894 (consolidated with other matters) (E.D. Pa.). 
 
Deposition of Kevin M. Murphy, March 16, 2017, in the Matter of 1-800 Contacts, Inc., 
Before the Federal Trade Commission, Office of Administrative Law Judges, United 
States of America. Docket No. 9372. 
 
Deposition of Kevin M. Murphy, March 27, 2017, in the Matter of Gene R. Romero, et 
al. v. Allstate Insurance, et al., The United States District Court for the Eastern District 
of Pennsylvania. Case No. 01-3894 (consolidated with other matters) (E.D. Pa.). 
 
Supplemental Expert Report of Kevin M. Murphy, April 3, 2017, in the Matter of Parallel 
Networks Licensing, LLC v. Microsoft Corporation, The United States District Court for 
the District of Delaware. Case No. 13-2073-SLR. 
 
Expert Report of Kevin M. Murphy, April 3, 2017, in the Matter of Optical Disc Drive 
Products Litigation (Acer America Corp., et al. v. Lite-On Corporation, et al.), The 
United States District Court for the Northern District of California, San Francisco 
Division. No. 3:10-md-2143, RS 5:13-cv-04991. 
 
Expert Report of Kevin M. Murphy, April 3, 2017, in the Matter of Optical Disc Drive 
Products Litigation (Dell Inc. and Dell Products L.P., v. Hitachi, Ltd., et al.), The United 
States District Court for the Northern District of California, San Francisco Division. No. 
3:10-md-2143 RS. 
 
Expert Report of Kevin M. Murphy, April 3, 2017, in the Matter of Optical Disc Drive 
Products Litigation (Hewlett-Packard Company v. Toshiba Corporation, et al.), The 
United States District Court for the Northern District of California, San Francisco 
Division. MDL No. 2143, No. 3:13-cv-05370 RS. 
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Expert Report of Kevin M. Murphy, April 3, 2017, in the Matter of Optical Disc Drive 
Products Litigation (Ingram Micro Inc., et al. v. LG Electronics, Inc., et al.), The United 
States District Court for the Northern District of California, San Francisco Division. No. 
3:10-md-2143 RS. 
 
Expert Report of Kevin M. Murphy, April 3, 2017, in the Matter of Optical Disc Drive 
Products Litigation (All Indirect Purchaser Actions), The United States District Court for 
the Northern District of California, San Francisco Division. No. 3:10-md-2143 RS. 
 
Expert Report of Kevin M. Murphy, April 3, 2017, in the Matter of Optical Disc Drive 
Products Litigation (Alfred H. Siegel v. Sony Corporation, et al. and Peter Kravitz v. 
Sony Corporation, et al.), The United States District Court for the Northern District of 
California, San Francisco Division. No. 3:10-md-2143 RS. 
 
Deposition of Kevin M. Murphy, April 30, 2017 and May 1, 2017, in the Matter of 
Optical Disc Drive Products Litigation, The United States District Court for the 
Northern District of California, San Francisco Division. No. 3:10-md-2143 RS. 
 
Trial Testimony of Kevin M. Murphy, May 10, 2017 and May 11, 2017, in the Matter of 
1-800 Contacts, Inc., Before the Federal Trade Commission, Office of Administrative 
Law Judges, United States of America. Docket No. 9372. 
 
Expert Report of Kevin M. Murphy, July 3, 2017, in the Matter of Blue Cross Blue Shield  
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EXHIBIT KM-6 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
Redacted – Third Party Designated Confidential Information 
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�������� ���	
��

�������������������������������������������������������������������� ��!�����"��#��
 �����
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Topics:

What does .CO mean (suffix)? What is 
the meaning of .CO? What is .CO in a 
web address?

.CO vs. .COM  what's the 
difference? .CO vs. .NET  .CO vs. 
.ORG.

What is the price of .CO? Why is .CO 
more expensive than .COM?

Does .CO rank on search engines the 
same way as .COM?

How do I switch to .CO?

When was .CO launched?

Is .CO the ccTLD for the country of 
Colombia?

Frequently Asked Questions
Here's a short FAQ with some of the most common questions about .CO. 
For a more comprehensive FAQ, please visit our corporate site.

1. What does .CO mean (suffix)? What is the meaning of .CO? What 
is .CO in a web address?
Every website lives within a domain space such as .com, .net, .biz and 
others. Introduced to satisfy the need for short and memorable web 
addresses, .CO is a new domain extension that offers you a global option 
for branding your online presence.

.CO is already meaningful and recognizable in multiple languages and 
cultures.

• It's the acronym for "company". For most people , the two letters –
CO – are recognized as meaning company and/or corporation 
across the globe. Look around and someone near you is already 
using the letters CO in that context.

• It's used in country-code domain extensions. More than 20 
countries use .CO to mean company and/or commercial content in 
their websites (e.g. .co.uk, .co.in, .co.il, .co.jp, etc.). By adding a .CO 
domain to their online marketing strategy, country specific websites 
can now have a version of their site serving their global customers.

• In other uses it has geographic meaning. CO means Colombia and it 
also means the State of Colorado in the USA.

According to a research study conducted by Penn, Schoen and Berland 
in 2009, out of 600 past and prospective domain registrants in the USA, 
more than 75% of respondents associated .CO with company, 
corporation, or other commercial endeavors.

^ Back to top

2. .CO vs. .COM, what's the difference? .CO vs. .NET, .CO vs. .ORG.
.COM is the legacy domain extension with more than 100 million 
registrations. Stick with .com if you're OK with the status-quo. .CO on the 
other hand is fresh, shorter, social, and... it's available! With an increasing 
number of people web browsing on mobile devices, the need for short 
and memorable web addresses has never been so important. In essence, 
if you want something innovative and cutting edge, go with .CO.

Domain extensions like .info, .mobi, .org and .tv enjoy specific niche 
markets, which is great if that is what you need for your online branding. 
.CO is different in that it is more general in meaning and not niche 
specific.

.CO is registered just like all the other domain extensions. You can get it 
from domain retailers (a/k/a registrars) for one year or multiple years in 
advance. As long as you renew your .CO web address, it's yours to keep.

1

1
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^ Back to top

3. What is the price of .CO? Why is .CO more expensive than .COM?
While you may find may find different prices and promotions out there, 
the yearly price tag for registration of .CO domain names is typically 
higher than .com's and other legacy domain extensions. This premium 
pricing aims to deter domain squatters from registering thousands of 
domain names without using them.

Simply put, we believe that if you're an entrepreneur or a real business 
that needs a credible domain for your online branding, our pricing is just 
right for you. 

^ Back to top

4. Does .CO rank on search engines the same way as .COM?
Yes, it sure does! Google has specifically labeled .CO as a generic domain 
extension ("gccTLD" to be exact) and that means your site is given equal 
treatment in their search results pages assuming you have quality 
content. Check out our section about .CO and SEO for more information. 

^ Back to top

5. How do I switch to .CO?
It's fairly simple and your search engine rankings will not be affected. Just 
make sure to implement 301 redirects appropriately. Check out the 
section on how to upgrade to .CO. 

^ Back to top

6. When was .CO launched?
.CO was launched globally on July 20th, 2010. To learn more about our 
trajectory, check out our two year anniversary infographic. 

^ Back to top

7. Is .CO the ccTLD for the country of Colombia?
Absolutely. In a little-known language called "ICANN-ese", .CO is the 
ccTLD for the country of Colombia according to ISO 3166. However, if 
you're interested in building a website for users in Colombia, we highly 
recommend using a .COM.CO domain instead. It's the domain extension 
used by Google in Colombia and some of the largest websites targeting 
Colombian users. If you're building a global site, targeting users in any 
country in the world, go with .CO. 

^ Back to top

Get Started

FIND YOUR .CO

WHY .CO?

ICONS & INNOVATORS

FREEBIES

BLOG

WHOIS

Company

ABOUT .CO

FREQUENTLY ASKED

DOMAIN MANAGEMENT

SHOP .CO

Partners

BECOME A RESELLER
OR ACCREDITED REGISTRAR

BECOME A MARKETING PARTNER

TOOLS & RESOURCES

ACCREDITED REGISTRARS

Connect

CONTACT US

Freebies Access

LOG IN | SIGN UP
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• Why .US
• Get .US
• Who's on .US

◦ Businesses
◦ Civic
◦ Families
◦ Weddings

• FAQs
• Resources

◦ Online Toolkit
◦ Blog
◦ Stats & Reports

• For Registrars
• Policies & Governance
• Contact
• Blog
• WHOIS

Toggle Menu

Frequently Asked Questions
about the .US Domain
Definitions

What’s a TLD?

What is a ccTLD?

What is a registrant?

What’s the difference between a registry and a registrar?

+

+

+

+
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What is a .US reserved domain name?

What is WHOIS?

General Information

Who is the usTLD Administrator?

Who is Neustar?

What is the relationship between the usTLD Admnistrator and ICANN?

Can I use .US brand assets on my website?

Domain Management

How do I buy a .US domain?

Where can I register a .US domain?

Who can register a .US domain name?

Any U.S. citizen or resident, as well as any business or organization, including federal, state, and local 
government with a bona fide presence in the United States can register a .US domain name. One of 
the following three eligibility requirements must be met:

1. A natural person (i) who is a citizen or permanent resident of the United States of 
America or any of its possessions or territories or (ii) whose primary place of domicile is 
in the United States of America or any of its possessions, or

2. Any entity or organization that is incorporated within one of the fifty (50) U.S. states, the 
District of Columbia, or any of the United States possessions or territories or (ii) 
organized or otherwise constituted under the laws of a state of the United States of 
America, the District of Columbia, or any of its possessions or territories, or

3. An entity or organization (including federal, state, or local government of the United 
States, or a political subdivision thereof) that has a bona fide presence in the United 
States.

Will proxy registrations, sometimes called "domain privacy” be alllowed on 
my .US domain name?

Are Internationalized Domain Names (IDNs) offered in .US?

Why are some .US domain names reserved?

+

+

+

+

+

+

+

+

-

+

+

+
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The .US domain name I am looking for is unavailable and appears reserved. 
Where can I see a list of reserved .US domain names and policies?

How do I change a Permanently Reserved .US Domain Name to resolve on 
the Internet?

How do I transfer my .US domain name?

What is an < AUTHINFO > code?

What is the Redemption Grace Period (RGP)?

What is PendingDelete Status?

How do I find a list of .US domains scheduled to be released from the 
Registry?

What should I do if someone infringes on a trademark I own with a .US 
domain name?

How can I get access to the .US zone file?

Domain Security

What is the .US Registry doing about Domain Name abuse such as phishing, 
malware, and spam?

What is DNSSEC?

What problem does DNSSEC solve?

What problem does DNSSEC NOT solve?

How does DNSSEC work?

What’s the process for implementing DNSSEC?

Is there a requirement that registrars implement DNSSEC?

Is DNSSEC available to .US web address holders?

How does a customer sign a .US zone with DNSSEC?

Where can more information be found on DNSSEC?

+

+

+

+

+

+

+

+

+

+

+

+

+

+

+

+

+

+

+
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.US Locality Management

How do I register a new .US Locality Domain Name?

How long does it take to process my locality domain name contact or 
nameserver change request?

How do I update/change my .US Locality Domain Name information that is 
reflected in the WHOIS database?

Why does my locality domain name have the term “unknown contacts” in the 
WHOIS?

Which locality domains are included in the .US WHOIS?

I have a third/fourth/fifth/sixth-level locality .US domain name, but I can’t 
find it in the .US WHOIS. How can I correct this?

Can I become a .US Locality Delegated Manager?

Registrars & Resellers

Who can become a .US-Accredited Registrar?

Which Registry Services Provider (RSP) does the .US Registry use for its 
technical provisions?

Where can I find technical support in relation to my .US accreditation?

Find your .US domain now:

Search

© 2020 Neustar, Inc. All Rights Reserved.

• Privacy
• Legal

+

+

+

+

+

+

+

+

+

+
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• Policies & Governance
• Contact
• Home.neustar
• About usTLD Administrator
•
•
•

• Other Neustar Services: Registry SolutionsMarketing SolutionsRisk SolutionsSecurity 
SolutionsCommunications Solutions
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(b) Coordination with Other Parallel Efforts 

In the course of its work, the Working Group should monitor the progress of 
and, where appropriate, coordinate with, other ICANN groups that are 
working on topics that may overlap with or otherwise provide useful input to 
this PDP. In particular, this PDP Working Group shall maintain a close 
working relationship with the Competition, Consumer Trust and Consumer 
Choice (CCT) Review Team and the PDP Working Group on New gTLDs
Subsequent Procedures. To facilitate interaction between the two GNSO 
PDPs, a GNSO community liaison, who is a member of both PDP WGs, shall 
be appointed by both Working Groups as soon as both Groups have taken up 
their work. In addition, the RPM PDP Working Group should also take into 
consideration the work/outcome of the TMCH Independent Review, the CCT 
Review, and any other relevant GNSO policy development projects.

* Bold emphasis added

From the RPMs Charter
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Second-Level Rights Protection Mechanisms: Proposing recommendations 
directly related to RPMs is beyond the remit of this PDP. There is an 
anticipated PDP on the "current state of all rights protection mechanisms 
(RPMs) implemented for both existing and new gTLDs, including but not 
limited to the UDRP and the URS...". Duplication or conflicting work between 
the New gTLD Subsequent Procedures PDP and the PDP on RPMs must be 
avoided. If topics related to RPMs are uncovered and discussed in the 
deliberations of this PDP, those topics should be relayed to the PDP on RPMs 
for resolution. To assure effective coordination between the two groups, a 
community liaison, who is a member of both Groups, is to be appointed 
jointly by both Groups and confirmed by the GNSO Council.

* Bold emphasis added

From the SubPro Charter
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BACKGROUND

• ICANN’s New TLD Program was developed as part of a communityͲdriven policy development process

that spanned several years and aims to enhance competition and consumer choice for both
registrants and Internet users.

• To assess the current TLD landscape, as well as measure factors such as consumer awareness,

experience, choice, and trust with new TLDs and the domain name system in general, audience

tracking research was implemented among two groups:

• Global online consumer endͲusers (including prospective registrants)

• Global domain name registrants, who were interviewed and will be reported separately

This report focuses on wave 1 results among the Consumer Segment.
A second comparison wave will be conducted in approximately a years time and will

provide a set of comparison data.
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NEW TLDS TOTAL

AVERAGE AWARENESS (%)

Generic Extensions 14% (8%Ͳ17% across regions)

Geographically Targeted TLDs 7% (1%Ͳ18% across country)

AVERAGE VISITATION (%)

Generic Extensions 15% (10%Ͳ17% across regions)

Geographically Targeted TLDs 7% (0%Ͳ16% across country)

AVERAGE AWARENESS AND VISITATION

LEGACY TLDS TOTAL

AVERAGE AWARENESS (%)

High 79% (74%Ͳ89% across regions)

Moderate 36% (31%Ͳ45% across regions)

Low 9% (5%Ͳ12% across regions)

Geographically Targeted TLDs 86% (52%Ͳ95% across country)

AVERAGE VISITATION (%)

High 71% (66%Ͳ81% across regions)

Moderate 22% (15%Ͳ31% across regions)

Low 4% (2%Ͳ7% across regions)

Geographically Targeted TLDs 81% (31%Ͳ94% across country)

High .com, .net, .org

Moderate: .info, .biz
Low: .mobi, .pro, .tel, .asia, .coop

Geographically Targeted: based on only those shown in that region

Generic: .email, .photography, .link, .guru, .realtor, .club, .xyz

Geographically Targeted: based on only those shown in that region

Familiarity—real or perceived—

differentiates extensions

Among legacy TLDs, a small number of

extensions lead awareness. Despite

differences in number of registrations,

.com, .net and .org have similar

awareness—the virtue of longevity and

relevance (they are the sites people most

often say they visit.)

New TLDs have room to grow
It is interesting that our reference set of

new extensions has higher average

awareness and reported visitation than

the low tier legacy extensions. This

reflects a pattern in this research that

interpretability of the extension breeds a

sense of familiarity.
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TRUST IN TLDS

LEGACY TLDS TOTAL

AVERAGE TRUST (T2B%)

Legacy Extensions 90% (88%Ͳ96% across regions)

Geographically Targeted TLDs 94% (75%Ͳ98% across country)

Top: .com, .net, .org

New: .email, .photography, .link, .guru, .realtor, .club, .xyz

Geographically Targeted: based on only those shown in that region

Newer TLDs have yet to

establish high levels of

trust

Relative to the top tier legacy

TLDs, or to the industry in

general, the reference set of

new TLDs has relatively lower

trust levels.

Trust can be improved by

having some level of purchase

restrictions

While there is a general sense that

domain registration should have

only light or no purchase

restrictions, have some level of

purchase restriction does increase

the perceived trustworthiness of a

particular TLD. And internet users

generally have a positive sense that

the industry takes reasonable

precautions to protect consumers.

Still, most modify their

behavior

Regardless of a general sense of

trustworthiness, most take some

personal actions to improve their

online security—most commonly

installing antiͲvirus software and
modifying their online behavior.

NEW TLDS TOTAL

AVERAGE TRUST (T2B%)

New Extensions 49% (39%Ͳ53% across regions)

Geographically Targeted TLDs 47% (26%Ͳ64% across country)

T2B% = % who say very/somewhat trustworthy





UNDERSTANDING OF AND EXPERIENCE WITH

LEGACY TLDS
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KEY TAKEAWAYS – LEGACY TLDS

Traditional extensions clearly lead awareness

Based on the number of registrations and traffic patterns, a small

number of extensions lead awareness. Despite differences in number

of registrations, .com, .net and .org have similar awareness—the

virtue of longevity and being among a limited set of early TLDs.

1

Restriction has pros and cons

While restrictions on domain purchases generally provide a boost

in the perception of trustworthiness, many feel that there should

not be any or only limited purchase restrictions. This would likely

change in specific scenarios where negative intent is more

apparent, for example, a site advocating racism, but it

demonstrates the difficult balance needed in managing site

registration.

6

Learn from the top 3

Looking at what contributes to the difference between top and

midͲtier extensions in terms of awareness, for example, .com

and .info, could help understand factors that may affect

acceptance of new TLDs. Similarly, understanding what drives

the relative success of extensions like .mobi or .pro could

provide additional clues to successful extension adoption.

2

Potential for extensions that make implicit sense

It may be that the strong intent stated in this research to visit

domains like .pro, .coop and .tel is in part because they are easy to

interpret and impart an aura of legitimacy—whereas other

extensions that may not be easily recognized as a word or part of a

word may suffer from lack of interpretability.

3

Education is needed

When website abuse occurs, most are at a loss for where to turn—

or they may turn to potentially inappropriate resources. There is

an opportunity to educate the online world about how to handle

suspected abuse.

7

Country level names are trustworthy

The most trusted TLDs, as reported by consumers, are those with

longer history—but within regions, country level names have

inherent trust —possibly due to national association/pride. The

web had early acceptance in the US with the most heavily trafficked

sites originating in the US. Geographically targeted extensions are

breaching the top ranks, suggesting that local relevance is

becoming an important factor.

This section focuses on legacy TLDs, exploring consumer perceptions in the established domain extension space; also creating a

base of knowledge for reference in interpretation of findings relative to the new TLDs and understanding DNS changes.

Interest in lesser known extensions is higher outside

US/Europe

When setting up a new domain, even among legacy TLDs there is a

preference for the most common extensions and hesitancy to use less

familiar ones—however willingness does increase in Asia, South

America and Africa.

4

5
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AWARENESS OF GEOGRAPHICALLY TARGETED DOMAIN EXTENSIONS
By country, awareness of the common legacy extensions is fairly consistent. And awareness of most geographically targeted

extensions is quite high; only the US and Egypt report moderate awareness.

MODERATE AWARENESSHIGH AWARENESS

• .us (United States)
• .eg (Egypt)

• .mx (Mexico)

• .ca (Canada)

• .it (Italy)
• .tr (Turkey)
• .es (Spain)
• .pl (Poland)
• .uk (UK)
• .fr (France)
• .de (Germany)

• .za (South Africa)
• .ng (Nigeria)

80% or more Aware 50%Ͳ65% Aware

• .vn (Vietnam)

• .cn (China)
• .jp (Japan)
• .kr (Korea)
• .ph (Philippines)
• .ru (Russia)
• .id (Indonesia)
• .in (India)

• .co (Colombia)

• .ar (Argentina)
• .br (Brazil)

Respondents were shown a list including a fixed set of TLDs and some targeted to the individual region.







C
o
p
y
ri
g
h
t
©
2
0
1
2
T
h
e
N
ie
ls
e
n
C
o
m
p
a
n
y
.
C
o
n
fi
d
e
n
ti
a
l
a
n
d
p
ro
p
ri
e
ta
ry
.

17

MODERATE VISITATIONHIGH VISITATION

• .ph (Philippines)
• .id (Indonesia)
• .eg (Egypt)

• .mx (Mexico)

• .ca (Canada)

• .it (Italy)
• .tr (Turkey)
• .es (Spain)
• .pl (Poland)
• .uk (UK)
• .fr (France)
• .de (Germany)

• .za (South Africa)
• .ng (Nigeria)

• .vn (Vietnam)

• .cn (China)
• .jp (Japan)
• .kr (Korea)
• .ru (Russia)
• .in (India)

• .co (Colombia)

• .ar (Argentina)
• .br (Brazil)

GEOGRAPHICALLY TARGETED DOMAIN EXTENSIONS VISITED
Overall, awareness of the geographically targeted extensions is translating to visitation; however, visitation is particularly low in the US.

About 8 in 10 consumers report likelihood to visit their geographically targeted extension in the next 6 months; the exception being the US

at 4 in 10.

LOW VISITATION

• .us (United States)

75% or more have Visited 60%Ͳ74% have visited 35% or less have Visited
Respondents were shown a list including a fixed set of TLDs and some targeted to the individual region.
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IMAGERY PERCEPTIONS OF LEGACY TLDS
Many consumers aren’t acutely aware of why websites have different extensions, but many of those who do believe it is to

classify sites, differentiate purpose or content, and identify the geographic location.

The common TLDs are seen as functional Ͳ Useful, Informative, and Helpful Ͳ by consumers.











UNDERSTANDING OF AND EXPERIENCE WITH

NEW TLDS
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KEY TAKEAWAYS – NEW TLDS

New TLDs seem to benefit from implied familiarity

The new TLDs that lead in awareness are those that appear to convey

a purpose to the common user—as we saw in the prior section. If

this is true, this may be somewhat false awareness.

However, if supposed awareness can be generated by familiar

sounding extensions, choosing domain names based on what they

suggest they are about could be key in improving early acceptance.

1

Trust and Relevance are key

The ability to trust the legitimacy of the domain is key for

consumers— but they first have to feel they have a reason to visit.

Lack of familiarity and perceived relevance appear to be stronger

inhibitors for visiting new TLDs than concerns of legitimacy or

trustworthiness.

2

Interpretability is powerful

While the new TLDs carry a connotation of innovation, that is likely

to be a relatively short term association. As they settle in, the goal

will be for new TLDs to strengthen the sense that they provide

more information (interpretability again) rather than adding to

confusion.

3

Price cannot be forgotten
It is also important to note that consumers see price as a major

consideration in purchasing a TLD. We should expect that some

buyers may choose meaningful and relevant new TLDs for cost

advantages.

4

This section is focused on consumer perceptions and experience with newer TLDs. In addition to exploring levels of awareness

and visitation, intent to visit and what affects this willingness, we also look at factors related to purchase of extensions.
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IMAGERY PERCEPTIONS OF NEW TLDS
Many consumers aren’t sure why new TLDs have been created, but those who do believe it is to solve consumer demand and to

provide better differentiation between types of sites.

While we still see functional associations, such as Useful, Informative and Helpful, the new TLDs are equally seen as Interesting

and Innovative.
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NEW TLD RESTRICTIONS

TOTAL

.email 20%

.link 18%

.club 18%

.guru 18%

.photography 18%

.realtor 19%

.xyz 18%

Strict purchase restrictions
should be required TOTAL

.email 48%

.link 49%

.club 50%

.guru 48%

.photography 50%

.realtor 49%

.xyz 46%

Some purchase restrictions
should be required TOTAL

.email 32%

.link 33%

.club 32%

.guru 34%

.photography 32%

.realtor 32%

.xyz 37%

No purchase restrictions
should be required

Roughly half of consumers favor light purchase restrictions on the new TLDs, including the geographically targeted extensions,

and another third feel there should be none.

Both Europe and Africa are generally more prone to favor less restriction.

Respondents were shown a list including a fixed set of TLDs and some targeted to the individual region.



TRUST AND EXPERIENCE WITH THE

DOMAIN NAME SYSTEM
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KEY TAKEAWAYS – DOMAIN NAME SYSTEM

Registration is not hard, but it isn’t easy either

Globally, about half of registrants would classify the process as “not

easy”. This may be in part due to the infrequency of the task/lack of

familiarity with the process, but there is clearly room to improve the

ease of the registration process.

1 A cautious registration approach is expected

Interestingly, while restrictions are often viewed negatively,

consumers seem to suggest that they expect or assume entities are

validating registrants. This suggests that Internet citizens have an

expectation that the industry will police itself.

3

A faster, cheaper, easier process is desired

Reflecting the price finding from the prior section, lower cost is the

top desired change in the registration process. Then come process

improvements around speed and efficiency, including ease of

registering multiple domains. The new TLDs may help—providing

more options for extensions so it is easier to register “your” domain

at an affordable price. Supplemental data will be available from the

registrant portion of the study.

2

This section explores findings related to perceptions of the domain name system in more general terms—ease of registration,

trust in the industry, and expectations regarding the behavior of the industry.

Trust in the industry is high

Low restriction and self policing may be made acceptable by the

fact that the domain registration industry is seen to be at least as

credible and trustworthy as other tech oriented businesses.

4











REACHING THE

INTENDED WEBSITE
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KEY TAKEAWAYS – REACHINGWEBSITES

Navigation has not changed appreciably

Around the globe people use a variety of devices to access the web.

While a wider range of devices are being used, the way that people

navigate web pages is largely the same—predominantly search

engines, with direct entry into a browser a distant second.

URL shorteners and QR codes are not showing widespread adoption,

with Asia being a potential exception for QR codes.

1 Most visited sites are remembered

Many consumers remember the actual URLs for the sites they visit

most often. And we can expect that once a relevant site using a

new TLD extension is discovered and found to be useful by an

individual, the extension may become a nonͲissue.

2

This section focuses on general Internet behaviors, such as device usage, preference for accessing websites, and experience with

URL shorteners and QR codes.

URL shortening is an Internet technique in which a URL may be made substantially shorter in length and still direct to the required page.

A QR code consists of black dots arranged in a square grid on a white background, which can be read by an imaging device (such as a

camera). Reading the QR code with your Smartphone takes you to a website or ad for more information.



















ABUSIVE INTERNET BEHAVIOR

AND CYBER CRIME



































  page 1 of 48     

APPENDIX: GLOBAL CONSUMER SURVEY 
QUESTIONNAIRE  
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J45961a ICANN Global Consumer Survey Outline 1/26/15  
 
N=5,950 online consumers, 24 countries 
Field dates:  February 2-27, 2015  
15 minute online survey 
 
SECTION 600: SAMPLE PRELOAD AND SCREENING QUESTIONS 
 

 
 
BASE: ALL RESPONDENTS  
Q258 The progress bar below indicates approximately what portion of the survey you have completed. 

 
First we would like to ask some classification questions so that we can customize the survey for you. 

 

In which country or region do you currently reside? 

 

 

 
BASE: ALL RESPONDENTS 
Q268 Are you…? 
 

1 Male 

2 Female 

 
 
BASE: ALL RESPONDENTS 
Q270 In what year were you born?  Please enter your response as a four-digit number (for example, 1977). 

 

  

|__|__|__|__| 

 
BASE: ALL RESPONDENTS 
Q280 [HIDDEN QUESTION - FINAL AGE FOR SURVEY LOGIC AND/OR QUOTAS] 

 
 
BASE: ALL RESPONDENTS  
Q600 How many hours per week do you spend using the Internet? 
 

1 0 hours to less than 1 hour [TERMINATE] 

2 1-4 hours [TERMINATE] 

3 5-10 hours 

4 11-15 hours 

5 16-20 hours 

6 More than 20 hours 

7 Don’t Know [TERMINATE] 
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BASE: ALL QUALIFIED RESPONDENTS  
Q605 Have you ever registered a domain name? 
 

1 Yes 

2 No 

 
BASE: IF HAVEN’T REGISTERED A DOMAIN NAME  
Q610 Do you plan to register a domain name in the next 6-12 months? 
 

1 Yes 

2 No 
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SECTION 2: UNDERSTANDING OF/EXPERIENCE WITH LEGACY GTLDS 
 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q701 As you are probably aware, website domain names can have different suffixes or extensions.  For 

example, some domain names end with .com, while other common extensions are .org or .net.  For the 

website [INSERT WEBSITE FOR REGION], “[INSERT SECOND LEVEL DOMAIN FOR REGION]” is the domain 

name and “[INSERT TLD FOR REGION]” is the domain name extension. 

 

 

Region Website Second Level Domain TLD 
China Google.cn Google .cn 

Vietnam Google.com.vn Google .com.vn 

Philippines Google.com.ph Google .com.ph 

Japan Google.co.jp Google .co.jp 

South Korea Google.co.kr Google .co.kr 

Russia Google.ru Google .ru 

India Google.co.in Google .co.in 

Indonesia Google.co.id Google .co.id 

Nigeria Google.com.ng Google .com.ng 

South Africa Google.com.za Google .com.za 

Egypt Google.com.eg Google .com.eg 

Colombia Google.com.co Google .com.co 

Argentina Google.com.ar Google .com.ar 

Brazil Google.com.br Google .com.br 

Italy Google.it Google .it 

Turkey Google.com.tr Google .com.tr 

Spain Google.es Google .es 

Poland Google.pl Google .pl 

United Kingdom Google.co.uk Google .co.uk 

France Google.fr Google .fr 

Germany Google.de Google .de 

United States Google.com Google .com 

Canada Google.ca Google .ca 

Mexico Google.mx Google .mx 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q700 Which of the following domain name extensions, if any, have you heard of? Please select all that apply. 
 

 

1 .biz 

2 .com 

3 .info 

4 .mobi 

5 .net 

6 .org 

7 .tel 

8 .asia 

9 .pro 

10 .coop 

11 [CHINA ONLY] .cn 

12 [VIETNAM ONLY] .vn 

13 [PHILIPPINES ONLY] .ph 

14 [JAPAN ONLY] .jp 

15 [SOUTH KOREA ONLY] .kr 

16 [RUSSIA ONLY] .ru 

17 [INDIA ONLY] .in 

18 [INDONESIA ONLY] .id 

19 [NIGERIA ONLY] .ng 

20 [SOUTH AFRICA ONLY] .za 

21 [EGYPT ONLY] .eg 

22 [COLOMBIA ONLY] .co 

23 [ARGENTINA ONLY] .ar 

24 [BRAZIL ONLY] .br 

25 [ITALY ONLY] .it 

26 [TURKEY ONLY] .tr 

27 [SPAIN ONLY] .es 

28 [POLAND ONLY] .pl 

29 [UNITED KINGDOM ONLY] .uk 

30 [FRANCE ONLY] .fr 

31 [GERMANY ONLY] .de 

32 [UNITED STATES ONLY] .us 

33 [CANADA ONLY] .ca 

34 [MEXICO ONLY] .mx 

35 I am not aware of any of these  
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BASE: HAS HEARD OF EXTENSIONS Q99/1 AND Q700/1-34 
Q705 Which of the following domain name extensions have you personally visited when going to websites? 

Please select all that apply. 
 

1 .biz 

2 .com 

3 .info 

4 .mobi 

5 .net 

6 .org 

7 .tel 

8 .asia 

9 .pro 

10 .coop 

11 [CHINA ONLY] .cn 

12 [VIETNAM ONLY] .vn 

13 [PHILIPPINES ONLY] .ph 

14 [JAPAN ONLY] .jp 

15 [SOUTH KOREA ONLY] .kr 

16 [RUSSIA ONLY] .ru 

17 [INDIA ONLY] .in 

18 [INDONESIA ONLY] .id 

19 [NIGERIA ONLY] .ng 

20 [SOUTH AFRICA ONLY] .za 

21 [EGYPT ONLY] .eg 

22 [COLOMBIA ONLY] .co 

23 [ARGENTINA ONLY] .ar 

24 [BRAZIL ONLY] .br 

25 [ITALY ONLY] .it 

26 [TURKEY ONLY] .tr 

27 [SPAIN ONLY] .es 

28 [POLAND ONLY] .pl 

29 [UNITED KINGDOM ONLY] .uk 

30 [FRANCE ONLY] .fr 

31 [GERMANY ONLY] .de 

32 [UNITED STATES ONLY] .us 

33 [CANADA ONLY] .ca 

34 [MEXICO ONLY] .mx 

 
99 None of these above  
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q710 How likely are you to visit websites with the following domain name extensions in the next 6 months?  

 

 

Q711 

1 .biz 

2 .com 

3 .info 

4 .mobi 

5 .net 

6 .org 

7 .tel 

8 .asia 

9 .pro 

10 .coop 

11 [CHINA ONLY] .cn 

12 [VIETNAM ONLY] .vn 

13 [PHILIPPINES ONLY] .ph 

14 [JAPAN ONLY] .jp 

15 [SOUTH KOREA ONLY] .kr 

16 [RUSSIA ONLY] .ru 

17 [INDIA ONLY] .in 

18 [INDONESIA ONLY] .id 

19 [NIGERIA ONLY] .ng 

20 [SOUTH AFRICA ONLY] .za 

21 [EGYPT ONLY] .eg 

22 [COLOMBIA ONLY] .co 

23 [ARGENTINA ONLY] .ar 

24 [BRAZIL ONLY] .br 

25 [ITALY ONLY] .it 

26 [TURKEY ONLY] .tr 

27 [SPAIN ONLY] .es 

28 [POLAND ONLY] .pl 

29 [UNITED KINGDOM ONLY] .uk 

30 [FRANCE ONLY] .fr 

31 [GERMANY ONLY] .de 

32 [UNITED STATES ONLY] .us 

33 [CANADA ONLY] .ca 

34 [MEXICO ONLY] .mx 

35 None of these 

 

 

1 Very unlikely 

2 Somewhat unlikely 

3 Somewhat likely 

4 Very likely 

5 Not sure 
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BASE: VERY LIKELY TO VISIT WEBSITE WITH DOMAIN NAME EXTENSION (Q711 AND Q710/4) 
Q715 Why are you very likely to visit a website with each of these extensions in the future?  Please select all 

that apply. 
 

 

1. .biz 

2. .com 

3. .info 

4. .mobi 

5. .net 

6. .org 

7. .tel 

8. .asia 

9. .pro 

10. .coop 

11. [CHINA ONLY] .cn 

12. [VIETNAM ONLY] .vn 

13. [PHILIPPINES ONLY] .ph 

14. [JAPAN ONLY] .jp 

15. [SOUTH KOREA ONLY] .kr 

16. [RUSSIA ONLY] .ru 

17. [INDIA ONLY] .in 

18. [INDONESIA ONLY] .id 

19. [NIGERIA ONLY] .ng 

20. [SOUTH AFRICA ONLY] .za 

21. [EGYPT ONLY] .eg 

22. [COLOMBIA ONLY] .co 

23. [ARGENTINA ONLY] .ar 

24. [BRAZIL ONLY] .br 

25. [ITALY ONLY] .it 

26. [TURKEY ONLY] .tr 

27. [SPAIN ONLY] .es 

28. [POLAND ONLY] .pl 

29. [UNITED KINGDOM ONLY] .uk 

30. [FRANCE ONLY] .fr 

31. [GERMANY ONLY] .de 

32. [UNITED STATES ONLY] .us 

33. [CANADA ONLY] .ca 

34. [MEXICO ONLY] .mx 

 

 

1 I’ve been to this type of website before 

2 I trust this extension 

3 It seems legitimate 

4 I’m not afraid of my information being  stolen if I go here 

5 It has information I’m seeking  

6 It’s where you go for specific information 

7 Other  

8 Not sure  
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[LOOP Q723 FOR EACH Q716 AND Q715/4] 
BASE: OTHER REASON VERY LIKELY TO VISIT WEBSITE WITH DOMAIN NAME EXTENSION (Q715/7) 
Q723 Why else are you very likely to visit a website with the [INSERT DOMAIN NAME FROM Q715 WHERE 

RESPONDENT SELECTED OTHER] domain name? 
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BASE: VERY UNLIKELY TO VISIT WEBSITE WITH DOMAIN NAME EXTENSION (Q711 AND Q710/1) 
Q717 Why are you very unlikely to visit a website with each of these extensions in the future?  Please select all 

that apply. 

 
  

1. .biz 

2. .com 

3. .info 

4. .mobi 

5. .net 

6. .org 

7. .tel 

8. .asia 

9. .pro 

10. .coop 

11. [CHINA ONLY] .cn 

12. [VIETNAM ONLY] .vn 

13. [PHILIPPINES ONLY] .ph 

14. [JAPAN ONLY] .jp 

15. [SOUTH KOREA ONLY] .kr 

16. [RUSSIA ONLY] .ru 

17. [INDIA ONLY] .in 

18. [INDONESIA ONLY] .id 

19. [NIGERIA ONLY] .ng 

20. [SOUTH AFRICA ONLY] .za 

21. [EGYPT ONLY] .eg 

22. [COLOMBIA ONLY] .co 

23. [ARGENTINA ONLY] .ar 

24. [BRAZIL ONLY] .br 

25. [ITALY ONLY] .it 

26. [TURKEY ONLY] .tr 

27. [SPAIN ONLY] .es 

28. [POLAND ONLY] .pl 

29. [UNITED KINGDOM ONLY] .uk 

30. [FRANCE ONLY] .fr 

31. [GERMANY ONLY] .de 

32. [UNITED STATES ONLY] .us 

33. [CANADA ONLY] .ca 

34. [MEXICO ONLY] .mx 

 

1 I’ve never been to this type of website before 

2 I don’t trust this extension 

3 It doesn’t seem legitimate 

4 I’m afraid of my information being stolen if I go here  

5 I have no reason to go there 

6 Other  

7 Not sure  
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[LOOP Q724 FOR EACH Q718 AND Q717/4] 
BASE: OTHER REASON VERY UNLIKELY TO VISIT WEBSITE WITH DOMAIN NAME EXTENSION (Q717/6) 
Q724 Why else are you very unlikely to visit a website with the [INSERT DOMAIN NAME FROM Q717 WHERE 

RESPONDENT SELECTED OTHER] domain name? 

 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q720 If you were setting up your own website in the next 6 months, how likely would you be to consider the 

following domain name extensions?   

 

 Q721 

 

1 .biz 

2 .com 

3 .info 

4 .mobi 

5 .net 

6 .org 

7 .tel 

8 .asia 

9 .pro 

10 .coop 

11 [CHINA ONLY] .cn 

12 [VIETNAM ONLY] .vn 

13 [PHILIPPINES ONLY] .ph 

14 [JAPAN ONLY] .jp 

15 [SOUTH KOREA ONLY] .kr 

16 [RUSSIA ONLY] .ru 

17 [INDIA ONLY] .in 

18 [INDONESIA ONLY] .id 

19 [NIGERIA ONLY] .ng 

20 [SOUTH AFRICA ONLY] .za 

21 [EGYPT ONLY] .eg 

22 [COLOMBIA ONLY] .co 

23 [ARGENTINA ONLY] .ar 

24 [BRAZIL ONLY] .br 

25 [ITALY ONLY] .it 

26 [TURKEY ONLY] .tr 

27 [SPAIN ONLY] .es 

28 [POLAND ONLY] .pl 

29 [UNITED KINGDOM ONLY] .uk 

30 [FRANCE ONLY] .fr 

31 [GERMANY ONLY] .de 

32 [UNITED STATES ONLY] .us 

33 [CANADA ONLY] .ca 

34 [MEXICO ONLY] .mx 

 

1 Very unlikely 

2 Somewhat unlikely 

3 Somewhat likely 

4 Very likely 

5 Not sure 

 

 
  



  page 12 of 48     

BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q725 Please rate the following domain name extensions by how trustworthy you feel they are.   

 

1 

Very trustworthy 

2 

Somewhat trustworthy 

3 

Not very trustworthy 

4 

Not at all trustworthy 

 

 

1 .com 

2 .net 

3 .info 

4 .org 

5 [CHINA ONLY] .cn 

6 [VIETNAM ONLY] .vn 

7 [PHILIPPINES ONLY] .ph 

8 [JAPAN ONLY] .jp 

9 [SOUTH KOREA ONLY] .kr 

10 [RUSSIA ONLY] .ru 

11 [INDIA ONLY] .in 

12 [INDONESIA ONLY] .id 

13 [NIGERIA ONLY] .ng 

14 [SOUTH AFRICA ONLY] .za 

15 [EGYPT ONLY] .eg 

16 [COLOMBIA ONLY] .co 

17 [ARGENTINA ONLY] .ar 

18 [BRAZIL ONLY] .br 

19 [ITALY ONLY] .it 

20 [TURKEY ONLY] .tr 

21 [SPAIN ONLY] .es 

22 [POLAND ONLY] .pl 

23 [UNITED KINGDOM ONLY] .uk 

24 [FRANCE ONLY] .fr 

25 [GERMANY ONLY] .de 

26 [UNITED STATES ONLY] .us 

27 [CANADA ONLY] .ca 

28 [MEXICO ONLY] .mx 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q730 To the best of your knowledge, why do some websites have different extensions? 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q735 What has your experience been like with websites that have the following domain name extensions? 

 

 Q736  

 

1 .biz 

2 .com 

3 .info 

4 .mobi 

5 .net 

6 .org 

7 .tel 

8 .asia 

9 .pro 

10 .coop 

11 [CHINA ONLY] .cn 

12 [VIETNAM ONLY] .vn 

13 [PHILIPPINES ONLY] .ph 

14 [JAPAN ONLY] .jp 

15 [SOUTH KOREA ONLY] .kr 

16 [RUSSIA ONLY] .ru 

17 [INDIA ONLY] .in 

18 [INDONESIA ONLY] .id 

19 [NIGERIA ONLY] .ng 

20 [SOUTH AFRICA ONLY] .za 

21 [EGYPT ONLY] .eg 

22 [COLOMBIA ONLY] .co 

23 [ARGENTINA ONLY] .ar 

24 [BRAZIL ONLY] .br 

25 [ITALY ONLY] .it 

26 [TURKEY ONLY] .tr 

27 [SPAIN ONLY] .es 

28 [POLAND ONLY] .pl 

29 [UNITED KINGDOM ONLY] .uk 

30 [FRANCE ONLY] .fr 

31 [GERMANY ONLY] .de 

32 [UNITED STATES ONLY] .us 

33 [CANADA ONLY] .ca 

34 [MEXICO ONLY] .mx 

 

1 Very negative 

2 Somewhat negative 

3 Somewhat positive 

4 Very positive 

 
[LOOP Q740 FOR EACH Q736 AND Q735/4] 
BASE: VERY POSITIVE EXPERIENCE WITH WEBSITES WITH DOMAIN NAME EXTENSIONS (Q736 AND Q735/4) 
Q740 What made your experience with [INSERT FROM Q736 AND q735/4] very positive? 
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[LOOP Q745 FOR EACH Q736 AND Q735/1] 
BASE: VERY NEGATIVE EXPERIENCE WITH WEBSITES WITH DOMAIN NAME EXTENSIONS (Q736 AND Q735/1) 
Q745 What made your experience with [INSERT FROM Q735 AND q735/1] very negative? 
 

 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q750 If you wanted more information about one of the current domain name extensions, where would you go?  

Please select all that apply. 
 

 

1 An Internet search engine  

2 An Internet encyclopedia 

3 My Internet service provider 

4 Other (specify) ___________________  

5 Not sure  

 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q753 What we have been describing as domain name extensions are officially known as generic top-level 

domains, or gTLDs for short.  For example, .com, .net and .org are all gTLDs.   

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q755 How well do each of the following adjectives describe common gTLDs such as .com, .org and .net?   
 

1 

Does not describe at 

all 

2 

Does not describe 

very well 

3 

Describes somewhat 

well 

4 

Describes very well 

 

 

1 Innovative 

2 Cutting edge 

3 Extreme 

4 Trustworthy 

5 Unconventional 

6 Practical 

7 Technical 

8 Confusing 

9 Overwhelming 

10 Useful 

11 For people like me 

12 Interesting 

13 Exciting 

14 Helpful 

15 Informative 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q765 Do you expect there to be restrictions on purchasing gTLDs with the following extensions?   

 

1 

No purchase 

restrictions should 

be required 

2 

Some purchase 

restrictions should 

be required 

3 

Strict purchase 

restrictions should 

be required 

 
 

1 .com 

2 .net 

3 .info 

4 .org 

5 [CHINA ONLY] .cn 

6 [VIETNAM ONLY] .vn 

7 [PHILIPPINES ONLY] .ph 

8 [JAPAN ONLY] .jp 

9 [SOUTH KOREA ONLY] .kr 

10 [RUSSIA ONLY] .ru 

11 [INDIA ONLY] .in 

12 [INDONESIA ONLY] .id 

13 [NIGERIA ONLY] .ng 

14 [SOUTH AFRICA ONLY] .za 

15 [EGYPT ONLY] .eg 

16 [COLOMBIA ONLY] .co 

17 [ARGENTINA ONLY] .ar 

18 [BRAZIL ONLY] .br 

19 [ITALY ONLY] .it 

20 [TURKEY ONLY] .tr 

21 [SPAIN ONLY] .es 

22 [POLAND ONLY] .pl 

23 [UNITED KINGDOM ONLY] .uk 

24 [FRANCE ONLY] .fr 

25 [GERMANY ONLY] .de 

26 [UNITED STATES ONLY] .us 

27 [CANADA ONLY] .ca 

28 [MEXICO ONLY] .mx 

 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q770 Does having purchase restrictions or requirements on a particular gTLD make it…? 
 

 

1 More trustworthy 

2 Doesn’t make a difference 

3 Less trustworthy 

4 Not sure  
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q775 If you felt a website was being run improperly (for example, appears to be conducting illegal activity, 

appears to be a fake, etc.), who would you complain to?  Please select all that apply. 

 

 

1 Would contact the website 

2 Other (specify)__________________ 

3 No one 

4 Not sure 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q780 How do you determine whether a website is legitimate or not? 
 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q785 Have you ever tried to identify who created a particular website? 

 

1 Yes 

2 No 

 
 
BASE: TRIED TO IDENTIFY (Q785/1) 
Q790 What did you use to try and figure this out? 
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SECTION 3: UNDERSTANDING OF/EXPERIENCE WITH NEW GTLDS 
 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q801 As you may or may not know, new domain name extensions are becoming available all the time.  These 

new extensions are called new gTLDs.  

 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q800 Which of the following new gTLDs, if any, have you heard of? Please select all that apply. 
 

 

1 .email 

2 .photography 

3 .link 

4 .guru 

5 .realtor 

6 .club 

7 .xyz 

8 .berlin  [ONLY in Germany] 

9 .ovh  [ONLY in Germany] 

10 .london  [ONLY in Italy/Turkey/Spain/Poland/UK/France/Germany] 

11 .nyc  [ONLY in US] 

12 .wang  [ONLY IN CHINA] 

13 .xn—ses554g (Chinese for network address) [ONLY in China] 

14 .xn—55qx5d (Chinese for company) [ONLY in China 

15 I am not aware of any of these  

 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q805 Which of the following new gTLDs have you personally visited when going to websites? Please select all 

that apply. 

 
1 .email 

2 .photography 

3 .link 

4 .guru 

5 .realtor 

6 .club 

7 .xyz 

8 .berlin  [ONLY in Germany] 

9 .ovh  [ONLY in Germany] 

10 .london  [ONLY in Italy/Turkey/Spain/Poland/UK/France/Germany] 

11 .nyc  [ONLY in US] 

12 .wang  [ONLY IN CHINA] 

13 .xn—ses554g (Chinese for network address) [ONLY in China] 

14 .xn—55qx5d (Chinese for company) [ONLY in China 

99  None of the above  
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q810 How likely are you to visit the following new gTLDs in the future?  

 

 Q811 

 

 

1 .email 

2 .photography 

3 .link 

4 .guru 

5 .realtor 

6 .club 

7 .xyz 

8 .berlin  [ONLY in Germany] 

9 .ovh  [ONLY in Germany] 

10 .london  [ONLY in Italy/Turkey/Spain/Poland/UK/France/Germany] 

11 .nyc  [ONLY in US] 

12 .wang  [ONLY IN CHINA] 

13 .xn—ses554g (Chinese for network address) [ONLY in China] 

14 .xn—55qx5d (Chinese for company) [ONLY in China 

 

1 Very unlikely 

2 Somewhat unlikely 

3 Somewhat likely 

4 Very likely 

5 Not sure 
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BASE: VERY LIKELY TO VISIT NEW GTLD (Q811 AND Q810/4) 
Q815 Why are you very likely to visit a website with each of these gTLDs in the future?  Please select all that 

apply. 
 

 

1 .email 

2 .photography 

3 .link 

4 .guru 

5 .realtor 

6 .club 

7 .xyz 

8 .berlin  [ONLY in Germany] 

9 .ovh  [ONLY in Germany] 

10 .london  [ONLY in Italy/Turkey/Spain/Poland/UK/France/Germany] 

11 .nyc  [ONLY in US] 

12 .wang  [ONLY IN CHINA] 

13 .xn—ses554g (Chinese for network address) [ONLY in China] 

14 .xn—55qx5d (Chinese for company) [ONLY in China 

 

1 I’ve been to this type of website before 

2 I trust this extension 

3 It seems legitimate 

4 I’m not afraid of my information being  stolen if I go here 

5 It has information I’m seeking  

6 It’s where you go for specific information 

7 Other  

8 None of the above 

 
 
[LOOP Q819 FOR EACH Q816 AND Q815/7] 
BASE: OTHER REASON VERY LIKELY TO VISIT NEW GTLD (Q816 AND Q815/7) 
Q819 Why else are you very likely to visit a website with the [insert gTLD from q815 where respondent selected 

other] gTLD? 

 
 
BASE: VERY LIKELY AND VERY UNLIKELY TO VIST NEW GTLD (Q811 AND Q810/ 1 AND 4) 
Q824 In the next question we are going to switch gears and focus on the reasons you are very unlikely to visit 

websites with certain gTLDs in the future. 
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BASE: VERY UNLIKELY TO VISIT NEW GTLD (Q811 AND Q810/1) 
Q817 Why are you very unlikely to visit a website with each of these gTLDs in the future?  Please select all that 

apply. 
 

 

 

1 .email 

2 .photography 

3 .link 

4 .guru 

5 .realtor 

6 .club 

7 .xyz 

8 .berlin  [ONLY in Germany] 

9 .ovh  [ONLY in Germany] 

10 .london  [ONLY in Italy/Turkey/Spain/Poland/UK/France/Germany] 

11 .nyc  [ONLY in US] 

12 .wang  [ONLY IN CHINA] 

13 .xn—ses554g (Chinese for network address) [ONLY in China] 

14 .xn—55qx5d (Chinese for company) [ONLY in China 

 

 

1 I’ve never been to this type of website before 

2 I don’t trust this extension 

3 It doesn’t seem legitimate 

4 I’m afraid of my information being stolen if I go here  

5 I have no reason to go there 

6 Other  

7 None of the above 

 
 
[LOOP Q822 FOR EACH Q818 AND Q817/6] 

BASE: OTHER REASON VERY UNLIKELY TO VISIT NEW GTLD (Q818 AND Q817/6) 
Q822 Why else are you very unlikely to visit a website with the [insert gTLD from q817 where respondent 

selected other] gTLD? 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q820 If you were setting up your own website in the next 6 months, how likely would you be to consider the 

following new gTLDs?   

 

Q821 

1 .email 

2 .photography 

3 .link 

4 .guru 

5 .realtor 

6 .club 

7 .xyz 

8 .berlin  [ONLY in Germany] 

9 .ovh  [ONLY in Germany] 

10 .london  [ONLY in Italy/Turkey/Spain/Poland/UK/France/Germany] 

11 .nyc  [ONLY in US] 

12 .wang  [ONLY IN CHINA] 

13 .xn—ses554g (Chinese for network address) [ONLY in China] 

14 .xn—55qx5d (Chinese for company) [ONLY in China 

 

1 Very unlikely 

2 Somewhat unlikely 

3 Somewhat likely 

4 Very likely 

5 Not sure 

 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q823 Which of the following would be most important to you in determining which gTLD to purchase 
 

 

1 Reasonable price 

2 Has a well-known extension 

3 Has a new extension 

4 All of my other preferred gTLDs are unavailable 

5 Other (specify) _________________ 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q825 Please rate the following gTLDs by how trustworthy you feel they are.   

 

 

1 

Very trustworthy 

2 

Somewhat trustworthy 

3 

Not very trustworthy 

4 

Not at all trustworthy 

 

1 .email 

2 .photography 

3 .link 

4 .guru 

5 .realtor 

6 .club 

7 .xyz 

8 .berlin  [ONLY in Germany] 

9 .ovh  [ONLY in Germany] 

10 .london  [ONLY in Italy/Turkey/Spain/Poland/UK/France/Germany] 

11 .nyc  [ONLY in US] 

12 .wang  [ONLY IN CHINA] 

13 .xn—ses554g (Chinese for network address) [ONLY in China] 

14 .xn—55qx5d (Chinese for company) [ONLY in China 

 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q830 To the best of your knowledge, why have new gTLDs been created? 
 

 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q835 What has your experience been like with websites with the following new gTLDs? 

 

 

 Q836 

1 .email 

2 .photography 

3 .link 

4 .guru 

5 .realtor 

6 .club 

7 .xyz 

8 .berlin  [ONLY in Germany] 

9 .ovh  [ONLY in Germany] 

10 .london  [ONLY in Italy/Turkey/Spain/Poland/UK/France/Germany] 

11 .nyc  [ONLY in US] 

12 .wang  [ONLY IN CHINA] 

13 .xn—ses554g (Chinese for network address) [ONLY in China] 

14 .xn—55qx5d (Chinese for company) [ONLY in China 

 

1 Very negative 

2 Somewhat negative 

3 Somewhat positive 

4 Very positive 
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BASE: VERY POSITIVE EXPERIENCE (Q836 AND Q835/4) 
Q840 What made your experience with [INSERT FROM Q836] very positive? 
 

 

 

BASE: VERY NEGATIVE EXPERIENCE (Q836 AND Q835/1) 
Q845 What made your experience with [INSERT FROM Q836] very negative? 
 

 

BASE: REGISTRANTS (Q99/1 AND Q605/1) 
Q848 How would you describe your satisfaction with the new gTLDs? 

 

1 Very dissatisfied 

2 Somewhat dissatisfied 

3 Somewhat satisfied 

4 Very satisfied 

5 No experience with them 

 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q850 If you wanted more information about one of the new gTLDs, where would you go?  Please select all that 

apply. 
 

 

1 An Internet search engine  

2 An Internet encyclopedia 

3 My Internet service provider 

4 Other (specify) ___________________  

5 Not sure  
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q855 How well do each of the following adjectives describe new gTLDs such as .email, .photography and .club?   
 

1 

Does not describe at 

all 

2 

Does not describe 

very well 

3 

Describes somewhat 

well 

4 

Describes very well 

 

 

1 Innovative 

2 Cutting edge 

3 Extreme 

4 Trustworthy 

5 Unconventional 

6 Practical 

7 Technical 

8 Confusing 

9 Overwhelming 

10 Useful 

11 For people like me 

12 Interesting 

13 Exciting 

14 Helpful 

15 Informative 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q865 Do you expect there to be restrictions on purchasing the following new gTLDs?   

 
1 

No purchase 

restrictions should 

be required 

2 

Some purchase 

restrictions should 

be required 

3 

Strict purchase 

restrictions should 

be required 

 
1 .email 

2 .photography 

3 .link 

4 .guru 

5 .realtor 

6 .club 

7 .xyz 

8 .berlin  [ONLY in Germany] 

9 .ovh  [ONLY in Germany] 

10 .london  [ONLY in Italy/Turkey/Spain/Poland/UK/France/Germany] 

11 .nyc  [ONLY in US] 

12 .wang  [ONLY IN CHINA] 

13 .xn—ses554g (Chinese for network address) [ONLY in China] 

14 .xn—55qx5d (Chinese for company) [ONLY in China 
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SECTION 4: TRUST/EXPERIENCE WITH THE DOMAIN NAME SYSTEM  
 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q901 Now think about the Internet and how people search for various websites.  

 

 

 

BASE: REGISTRANTS (Q99/1 AND Q605/1) 
Q900 How would you describe the processing of registering a domain? 

 

1 Very difficult 

2 Somewhat difficult 

3 Somewhat easy 

4 Very easy 

 

BASE: REGISTRANTS (Q99/1 AND Q605/1) 
Q905 What, if anything, would you change about the domain name purchase process? Please select all that 

apply. 
 

 

1 Make it less complicated 

2 Make it quicker 

3 Make it easier to register in multiple TLDs 

4 Price 

5 Other (specify) ________________ (ANCHOR HERE) 

6 Nothing (ANCHOR, SINGLE MENTION) 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q910 How much do you trust the entities that offer domain names to do each of the following?   

 
1 

Very trustworthy 

2 

Somewhat trustworthy 

3 

Not very trustworthy 

4 

Not at all trustworthy 

 
 

1 Take precautions regarding who gets a domain name 

2 Give consumers what they think they’re getting 

3 Screen individuals/companies who register for certain special domain names 

 
  



  page 26 of 48     

BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q915 How much do you trust the Domain Name industry compared to these other industries? 
 

Q916   

1 Internet service providers 

2 Web based marketing companies 

3 E-commerce companies 

4 Software companies  

5 Computer hardware companies  

 

1 Trust much less 

2 Trust somewhat less 

3 Trust the same 

4 Trust somewhat more 

5 Trust much more 
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SECTION 5: REACHING THE INTENDED INFORMATION SUPPLIER 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q1000 Which devices do you use to access the Internet? Please select all that apply. 

 

 

1 Desktop computer 

2 Laptop computer 

3 Tablet 

4 Smartphone 

5 Other (specify)  

 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q1005 What is your experience with URL shorteners?  URL shortening is an Internet technique in which a URL 

may be made substantially shorter in length and still direct to the required page. 

 

1 I have never heard of them or used them 

2 I have heard of them but never used them 

3 I use them, but not frequently 

4 I use them frequently 

 

BASE: NOT USED URL SHORTENERS (Q1005/1-2)  
Q1010 Why haven’t you used URL shorteners?  

 

 

1 I have never heard of them 

2 Confused about which website I’m going to  

3 Never needed to 

4 Don’t like them 

5 Don’t trust them 

6 Other (specify)  

 

BASE: HAVE USED URL SHORTENERS (Q1005/3-4)  
Q1015 Why do you use URL shorteners? 

 

 

1 They are convenient 

2 They save me time 

3 It’s the latest thing 

4 Other (specify)  

 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q1020 What is your experience with QR codes?  A QR code consists of black modules (square dots) arranged in a 

square grid on a white background, which can be read by an imaging device (such as a camera).   Reading 

the QR code with your Smartphone takes you to a website or ad for more information. 

 

1 I have never heard of them or used them 

2 I have heard of them but never used them 

3 I use them, but not frequently 

4 I use them frequently 

 

  



  page 28 of 48     

BASE: NOT USED QR CODES (Q1020/1-2) 
Q1025 Why haven’t you used QR codes?  

 

 

1 I have never heard of them or seen them 

2 Never needed to 

3 Don’t like them 

4 Don’t trust them 

5 Other (specify)  

 

BASE: HAVE USED QR CODES (Q1020/3-4)  
Q1030 Why do you use QR codes? 

 

 

1 They are convenient 

2 They save me time 

3 It’s the latest thing 

4 Other (specify)  

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q1035 Which of these is the safest way to access a specific website? Please select one. 

 

 

1 Using an app 

2 Accessing via a QR code 

3 Typing the domain name into a browser 

4 Finding via an Internet search engine 

5 Accessing via a bookmark 

6 Not sure  

 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q1040   How often do you remember the address of the website you want to visit so you can type it directly into 

the browser? 

 

1 Never 

2 Rarely 

3 Sometimes 

4 Often 

5 Always 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q1045 What was your preferred way of finding websites 2-3 years ago? 

 

 

1 Use a search engine  

2 Type the domain  name directly into my browser and see if it comes up 

3 Use an app 

4 Use a QR code 

5 Other (specify) _________________  

 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q1050 What is your preferred way of finding websites now? 

 

 RANDOMIZE 

 

1 Use a search engine  

2 Type the domain  name directly into my browser and see if it comes up 

3 Use an app 

4 Use a QR code 

5 Other (specify) _________________ 
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SECTION 6:  ABUSIVE BEHAVIOR / CYBER CRIME 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)  
Q1100 Which types of abusive Internet behavior, if any, are you aware of?   Please select all that apply. 

 

 

1 Phishing -  The attempt to acquire sensitive information such as usernames, passwords, 

and credit card details by masquerading as a trustworthy entity in electronic communication. 

 

2 Spamming - The use of electronic messaging systems to send unsolicited messages. 

 

3 Cyber squatting – Registering or using a domain name with bad faith intent to profit from the 

goodwill of a trademark belonging to someone else.  

 

4 Stolen credentials – When hackers steal personal information stored online such as usernames, 

passwords, social security numbers, credit cards numbers, etc. 

 

5 Malware – Short for “malicious software”, used to disrupt computer operations, gather sensitive 

information or gain access to private computer systems. 

 

6 None of the above  

 
BASE:  AWARE OF ABUSIVE INTERNET BEHAVIOR (Q1100/1-5)  
Q1105 What do you think are the source(s) for each type of abusive Internet behavior? 

 

  

 Q1106 

1 Phishing 

2 Spamming 

3 Cyber squatting 

4 Stolen credentials 

5 Malware 

 
 

 

1 Individuals from my country 

2 Individuals from outside my country 

3 Organized groups from within my country 

4 Organized groups from outside my country 

5 Don’t know [EXCLUSIVE] 
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BASE: AWARE OF ABUSIVE INTERNET BEHAVIOR (Q1100/1-5) 
Q1110 Who should be responsible for stopping these various types of abusive Internet behavior? 

 

 

 Q1111 

1 Phishing 

2 Spamming 

3 Cyber squatting 

4 Stolen credentials 

5 Malware 

 
 

1 Local police 

2 Interpol 

4 ICANN 

5 Private security companies 

6 Consumer protection agency  

7  (US ONLY) FBI 

8 (US ONLY) CIA 

9 (NON US ONLY) Federal police 

10 (NON US ONLY) National law enforcement 

11 Don’t know  

 
BASE: AWARE OF ABUSIVE INTERNET BEHAVIOR (Q1100/1-5) 
Q1115 How common do you feel each type of abusive Internet behavior is? 

 

 

 Q1117 

1 Phishing 

2 Spamming 

3 Cyber squatting 

4 Stolen credentials 

5 Malware 

 
1 Not at all common 

2 Not very common 

3 Somewhat common 

4 Very common 

5 Don’t know 
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BASE: AWARE OF ABUSIVE INTERNET BEHAVIOR (Q1100/1-5) 
Q1120 Have you ever been impacted by any of these types of abusive Internet behaviors? 
  

 

 Q1121 

1 Yes 

2 No 

3 Not sure 

 

1 Phishing 

2 Spamming 

3 Cyber squatting 

4 Stolen credentials 

5 Malware 

 
BASE: AWARE OF ABUSIVE INTERNET BEHAVIOR (Q1100/1-5) 
Q1125 How scared are you of each of the following?   

 

1 

Not at all scared 

2 

Not very scared 

3 

Somewhat scared 

4 

Very scared 

 
1 Phishing 

2 Spamming 

3 Cyber squatting 

4 Stolen credentials 

5 Malware 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q1130 What measures have you taken, if any, to avoid being affected by any of these types of abusive Internet 

behaviors?  Please select all that apply. 
 

 

 Q1131 

1 Phishing 

2 Spamming 

3 Cyber squatting 

4 Stolen credentials 

5 Malware 

 

 

1 Changed my Iinternet habits 

2 Stopped making purchases online 

3 Purchased antivirus software for my computer 

4 Purchased an identity protection plan 

5 Other  

6 None   
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BASE: OTHER MEASURES TAKEN (Q1131/1-5 AND Q1130/5) 
Q1135 What other measures to avoid being affected by [INSERT Q1131 WHERE Q1130/5] have you taken? 

 

  



  page 34 of 48     

 
SECTION 7:  DEMOGRAPHIC QUESTIONS 

 
 

BASE: ALL RESPONDENTS 
Q308 [HIDDEN QUESTION - MANDATORY QUESTION SELECTION.] 

 

01 GEOGRAPHICAL REGION (STATE/PROVINCE/REGION) (Q318) 

03 ZIP/POSTAL CODE (Q326) [PN: Do not ask for Vietnam, Egypt, Indonesia and Philippines.] 

 

06 SINGLE EMPLOYMENT (Q398, Q404, Q410) [PN: Do not ask for Vietnam and Philppines.] 

08 EDUCATION (Q434-Q437) 

09 SCHOOL LOCATION (Q440) 

10 PARENTAL EDUCATION (Q444, Q446) 

11 INCOME (Q450-Q466) 

12 HISPANIC ORIGIN (Q474) 

13 ETHNICITY (Q478-Q485) 

15 SWEEPSTAKES (Q510-512,  Q354, Q514) 

16 SURVEY EVALUATION (Q516, Q518,Q522) 

97 NONE    E; 

 
BASE: ALL RESPONDENTS 
Q310 [HIDDEN QUESTION – OPTIONAL QUESTION SELECTION.] 

 [PN: GET CODE 1 ONLY] 

 

 

1 OPTIONAL BATCH 1 – HOUSEHOLD QUESTIONS (Q364(MARITAL STATUS), Q368 (# IN HH), Q372 

(# OF CHILDREN IN HH)) 

2 OPTIONAL BATCH 2 – HOUSEHOLD QUESTIONS AND YEAR OF BIRTH OF CHILDREN  

(Q364(MARITAL STATUS), Q368(# IN HH), Q372  (# OF CHILDREN IN HH), Q376-Q381(AGE OF 

CHILDREN IN HH)) 

3 PLACEHOLDER 

4 OPTIONAL BATCH 4 – EMPLOYMENT AND INVESTABLE ASSETS QUESTIONS (Q424(INDUSTRY),, 

Q428(PROFESSION), Q470(INVESTABLE ASSETS)) 

5 OPTIONAL BATCH 5 – SEXUAL ORIENTATION QUESTIONS (Q498, Q500, Q504) 

6 OPTIONAL BATCH 6 -  INTERNET CONNECTION (Q336-Q346) 

7 OPTIONAL BATCH 7 - LANGUAGE FOR WEIGHTING (Q492) 

8 OPTIONAL BATCH 8 - HOUSEHOLD TELEPHONES (Q358, Q360) 

9 OPTIONAL BATCH 9 - SOCIAL CLASS (Q414, Q417, Q421) 

10 OPTIONAL BATCH 10 - SPOKEN HH LANGUAGE (Q488-Q490) 

99 NO OPTIONAL QUESTIONS E; 
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Custom Demos 
 
BASE: ALL ARGENTINA RESPONDENTS (Q264/10)  
QARREG   In which region do you currently reside? 

 

 

1 Buenos Aires 

2 Buenos Aires Province (including Gran Buenos Aires) 

3 Santa Fe 

4 Cordoba 

5 Patagonia 

6 Other  

 
BASE: ALL SOUTH KOREA RESPONDENTS (Q264/214) 
QKRINC  Which of the following income categories best describes your total [INSERT LAST YEAR] household income 

before taxes?  
  

  1 Less than 10,000,000 Won 

  2 10,000,000 to 20,999,999 Won 

  3 21,000,000 to 29,999,999 Won 

  4 30,000,000 to 44,999,999 Won 

  5 45,000,000 to 74,999,999 Won 

  6 75,000,000 or more Won 

  7 Decline to answer 

 

BASE: ALL SOUTH KOREA RESPONDENTS (Q264/214) 
QKRBUY In the past 12 months, did you purchase any products or services over the Internet? 
 

 1 Yes  

 2 No 

 
BASE: ALL INDIA RESPONDENTS (Q264/116)  
QINED What is the highest level of education/literacy you have completed/obtained or the highest degree you 

have received? 

 

1 Illiterate 

2 Less than primary 

3 Primary but less than middle 

4 Middle but less than matric 

5 Matric but less than graduate 

6 Graduate or above 

 
BASE: ALL INDIA RESPONDENTS (Q264/116)  
QININC2  Which of the following income categories best describes your total [INSERT LAST YEAR] household 

income before taxes?  

 

1 Less than 120,000 rupees 

2 120,000 rupees or more 

3 Decline to answer 
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BASE: ALL INDIA RESPONDENTS (Q264/116)  
QINSUB    Which of the following best describes the area in which you live? 

 

1 Metro 

2 Non-metro 

 

BASE: ALL INDIA RESPONDENTS (Q264/116)  
QINBUY  In the past month, did you purchase any products or services over the Internet? 

 

 1 Yes  

 2 No 

 
BASE: ALL INDONESIA RESPONDENTS (Q264/117)  
Q1500   In which province do you currently reside? 

 

 

1 Irian Jaya Barat 

2 Papua 

3 Banten 

4 Jakarta Raya 

5 Jawa Barat 

6 Jawa Tengah 

7 Jawa Timur 

8 Yogyakarta 

9 Kalimantan Barat 

10 Kalimantan Selatan 

11 Kalimantan Tengah 

12 Kalimantan Timur 

13 Maluku 

14 Maluku Utara 

15 Bali 

16 Nusa Tenggara Barat 

17 Nusa Tenggara Timur 

18 Gorontalo 

19 Sulawesi Barat 

20 Sulawesi Selatan 

21 Sulawesi Tengah 

22 Sulawesi Tenggara 

23 Sulawesi Utara 

24 Aceh 

25 Bangka-Belitung 

26 Bengkulu 

27 Jambi 

28 Kepulauan Riau 

29 Lampung 

30 Riau 

31 Sumatera Barat 

32 Sumatera Selatan 

33 Sumatera Utara 
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BASE: ALL INDONESIA RESPONDENTS (Q264/117)  
Q1502 HIDDEN QUESTION FOR WEIGHTING – REGION CLASSIFICATION 

 

 

1 Irian Jaya 

2 Jawa 

3 Kalimantan 

4 Maluku 

5 Nusa Tenggara 

6 Sulawesi 

7 Sumatera 

 
BASE: ALL NIGERIA RESPONDENTS (Q264/174)  
Q1580 What is your marital status? 

 

1 Single, never married 

2 Married (monogamous or polygamous) 

3 Divorced  

4 Separated 

5 Widowed 

6 Loosely coupled 
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BASE: ALL NIGERIA RESPONDENTS (Q264/174)  
Q1503 In which state do you currently reside? 

 
 

1 Lagos State 

2 Ogun State 

3 Oyo State 

4 Osun State 

5 Kogi State 

6 Kwara State 

7 Delta State 

8 Ondo State 

9 Edo State 

10 Ekiti State 

11 Anambra State 

12 Abia State 

13 Enugu State 

14 Ebonyi State 

15 Rivers State 

16 Akwa Ibom State 

17 Imo State 

18 Cross River State 

19 Bayelsa State 

20 Borno State 

21 Adamawa State 

22 Taraba State 

23 Yobe State 

24 Kano State 

25 Jigawa State 

26 Bauchi State 

27 Gombe State 

28 Kaduna State 

29 Katsina State 

30 Sokoto State 

31 Kebbi State 

32 Zamfara State 

33 Benue State 

34 Niger State 

35 Plateau State 

36 Nassarawa State 

37 Abuja Federal Capital Territory 
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BASE: ALL NIGERIA RESPONDENTS (Q264/174)  
Q1504HIDDEN QUESTION FOR WEIGHTING – STATE CLASSIFICATION 

 

 

1 Postal Code Region 1 

2 Postal Code Region 2 

3 Postal Code Region 3 

4 Postal Code Region 4 

5 Postal Code Region 5 

6 Postal Code Region 6 

7 Postal Code Region 7 

8 Postal Code Region 8 

9 Postal Code Region 9 

 
BASE: ALL NIGERIA RESPONDENTS (Q264/174)  
Q1550 What is the highest level of education you have completed or the highest degree you have received? 

 
1 No level completed 

2 Completed FSLC (first school leaving certificate) 

3 Completed MSLC (middle school leaving certificate) 

4 Vocational/COMM 

5 JSS/O’Level 

6 Completed O'Level/SSS (senior secondary school) 

7 Completed A'Level or higher 

8 Other 

 
BASE: ALL NIGERIA RESPONDENTS (Q264/174)  
Q1585 Do you consider yourself…? 

 

1 Hausa 

2 Yoruba 

3 Igbo/Ibo 

4 Fulanji 

5 Other 

9 Decline to answer 
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BASE: ALL EGYPT RESPONDENTS (Q264/66) 
Q1505 In which governorate do you currently reside? 

 
 

1 �Ě �ĂƋĂŚůţǇĂŚ 

2 Al Buhayrah 

3 �ů 'ŚĂƌďţǇĂŚ 

4 �ů /ƐŵĈǭţůţǇĂŚ 

5 Kafr ash Shaykh 

6 �ƵŵǇĈƚ 
7 �ů YĂůǇƻďţǇĂŚ 

8 �ƐŚ ^ŚĂƌƋţǇĂŚ 

9 �ů DŝŶƻĨţǇĂŚ 

10 �ů YĈŚŝƌĂŚ 

11 �ů /ƐŬĂŶĚĂƌţǇĂŚ 

12 �ƻƌ ^ĂǭţĚ 

13 Al Uqsur 

14 As Suways 

15 �ƐǁĈŶ 

16 �ƐǇƻƚ 
17 �ů DŝŶǇĈ 

18 ^ƻŚĈũ 
19 YŝŶĈ 

20 �ů &ĂǇǇƻŵ 

21 Al :ţǌĂŚ 

22 �ĂŶţ ^ƵǁĂǇĨ 
23 :ĂŶƻď ^ţŶĈΖ 
24 DĂƚƌƻŚ 

25 ^ŚĂŵĂů ^ţŶĈΖ 
26 �ů tĈĚţ Ăů :ĂĚţĚ 

27 Al Bahr al Ahmar 

 

BASE: ALL EGYPT RESPONDENTS (Q264/66) 
Q1506 HIDDEN QUESTION FOR WEIGHTING – REGION CLASSIFICATION 

 

 

1 Lower 

2 City 

3 Upper 

4 Desert 
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BASE:  ALL COLOMBIA RESPONDENTS (Q264/51) 
Q4005   Which of the following income categories best describes your total 2014 household income before taxes? 

 

01 Menos de $ 6,000.000 pesos colombianos 

02 $ 6.001.000 a $ 12.000.000 pesos colombianos 

03 $ 12.001.000 a $ 18.000.000 pesos colombianos 

04 $ 18.001.000 a $ 24.000.000 pesos colombianos 

05 $ 24.001.000 a $ 30.000.000 pesos colombianos 

06 $ 30.001.000 a $ 36.000.000 pesos colombianos 

07 $ 36.001.000 a $ 60.000.000 pesos colombianos 

08 $ 60.001.000 a $ 84.000.000 pesos colombianos 

09 $ 84.001.000 o mas pesos colombianos 

99              Decline to answer 

 
BASE:  ALL VIETNAM RESPONDENTS (Q264/249) 
Q4010 What is your current education level?   

No schooling    01 

Some Kindergarten school    02 

Complete Kindergarten school    03 

Some Primary school (Grades 1-5)     04 

Complete Primary school (Grades 1-5)     05 

Some Lower Secondary school (Grades 6-9)    06 

Complete Lower Secondary school (Grades 6-9)    07 

Some Upper Secondary school (Grades 10-12)    08 

Complete Upper Secondary  school (Grades 10-12)    09 

Some Professional Secondary school - Primary level    10 

Complete Professional Secondary school - Primary level    11 

Some Professional Secondary school - Intermediate level    12 

Complete Professional Secondary school - Intermediate level    13 

Some College    14 

Complete College    15 

Some University    16 

Complete University    17 

Some Post graduate degree    18 

Complete Post graduate degree    19 

Don’t’ Know/ REFUSED  99 
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BASE:  ALL VIETNAM RESPONDENTS (Q264/249) 
Q4015 What is your current occupation?   

GOVERNMENT EMPLOYEE (THE GOVERNMENT'S ORGINIZATIONS OR STATE-OWN COMPANIES)    01 

Senior government official     02 

Middle government official    03 

Low government official    04 

Production Worker    05 

NON-STATE SECTOR EMPLOYEE    06 

Top level management    07 

Middle management    08 

Low manager    09 

Executive/Officer    10 

EMPLOYER (owners of companies/business establishments having 'employees' on a continuous basis)    12 

Owner of a company/agency/farm (10 workers or higher)    13 

Owner of a company/agency/farm (1- 9 workers)    14 

OWN-ACCOUNT WORKER    15 

Investor (real estate, stock,…)    16 

Store owner/ individual establishment owner (not having "employees" on a continuous basis)    17 

Farmer, logger, fisherman (agriculture, forestry and fishing)    18 

Other self-employment (professional, freelancer, own-account driver, vendor, hawker,...)    19 

PART-TIME/UNPAID FAMILY WORKER/ UNEMPLOYED    20 

Student/ Apprentice    21 

Housewife/househusband    22 

Retired    23 

Family workers    24 

Unemployed    25 

OTHERS (UNCLASIFIABLE BY STATUS)    26 

Don’t Know/ REFUSED  99 
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BASE:  ALL VIETNAM RESPONDENTS (Q264/249) 
Q4020 What is your approximate net HOUSEHOLD monthly income from all income sources after tax, based on 

following scale? 

 

You don't have to be exact, just indicate the approximate amount based on this list. 

 

 Q24a Q24b Q24c Q24d 

 Household 

Income  

Household 

Expenditure  

Personal 

Income  

Personal 

Expenditure  

150,000,000 VND or higher    01 01 01 01 

75,000,000- 149,999,999 VND    02 02 02 02 

45,000,000- 74,999,999 VND    03 03 03 03 

30,000,000- 44,999,999 VND    04 04 04 04 

15,000,000- 29,999,999 VND    05 05 05 05 

7,500,000- 14,999,999 VND    06 06 06 06 

4,500,000- 7,499,999 VND    07 07 07 07 

3,000,000- 4,499,999 VND    08 08 08 08 

1,500,000- 2,999,999 VND    09 09 09 09 

1- 1,499,999 VND    10 10 10 10 

No income/ expenditure    11 11 11 11 

Don’t Know/NA    12 12 12 12 

 

BASE:  ALL VIETNAM RESPONDENTS (Q264/249) 
Q4025   BTS 

 Code 

Class A5 (150,000,000+)    01 

Class A4 (75,000,000 - 149,999,999)    02 

Class A3 (45,000,000 - 74,999,999)    03 

Class A2 (30,000,000 - 44,999,999)    04 

Class A1 (15,000,000 - 29,999,999)    05 

Class B (7,500,000 - 14,999,999)    06 

Class C (4,500,000 - 7,499,999)    07 

Class D (3,000,000 - 4,499,000)    08 

Class E (1,500,000 - 2,999,999)    09 

Class F (1 - 1,499,999)    10 
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BASE:  ALL VIETNAM RESPONDENTS (Q264/249) 
Q4027   In what region do you live? 

1 North East 

2 Red River Delta 

3 North Central Coast 

4 South Central Coast 

5 Central Highlands 

6 South East 

7 Mekong River Delta 

8 North West 

 

 
 
BASE:  ALL PHILIPPINES RESPONDENTS (Q264/187) 
Q4030 What is your highest educational attainment? 

No schooling...................................................................................................................................................  01 

Some elementary ...........................................................................................................................................  02 

Complete elementary ....................................................................................................................................  03 

Some high school ...........................................................................................................................................  04 

Completed high school ..................................................................................................................................  05 

Some vocational .............................................................................................................................................  06 

Completed Vocational....................................................................................................................................  07 

Some college ..................................................................................................................................................  08 

Completed college/ Has degree .....................................................................................................................  09 

Some post graduate degree ...........................................................................................................................  10 

Completed post graduate degree ..................................................................................................................  11 

Not know/Refused .........................................................................................................................................  12 

 
BASE:  ALL PHILIPPINES RESPONDENTS (Q264/187) 
Q4035 At the present time, what is your occupation? 

 
 
Professional, technical and kindred workers    ............................................................................................... 01 

Farmers and farm managers    ........................................................................................................................ 02 

Manager, officials and proprietors except farm    .......................................................................................... 03 

Clerical and kindred workers    ........................................................................................................................ 04 

Sales workers    ............................................................................................................................................... 05 

Craftsmen, foremen and kindred workers    ................................................................................................... 06 

Service workers except private household workers    .................................................................................... 07 

Private household workers    .......................................................................................................................... 08 

Laborers    ....................................................................................................................................................... 09 

Not gainfully employed  .................................................................................................................................. 10 

Housewife    .................................................................................................................................................... 11 

Student    ......................................................................................................................................................... 12 

Refused    ........................................................................................................................................................ 13 

Pensioner    ..................................................................................................................................................... 14 

Others ............................................................................................................................................................. 15 
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BASE:  ALL PHILIPPINES RESPONDENTS (Q264/187) 
Q4036 Please select the area in which you live? 

1 National Capital Region 

2 Cordillera Administrative Region 

3 Ilocos (Region I) 

4 Cagayan Valley (Region II) 

5 Central Luzon (Region III) 

6 Southern Tagalog (Region IV) 

7 Bicol (Region V) 

8 Western Visayas (Region VI) 

9 Central Visayas (Region VII) 

10 Eastern Visayas (Region VIII) 

11 Western Mindanao (Region IX) 

12 Northern Mindanao (Region X) 

13 Southern Mindanao (Region XI) 

14 Central Mindanao (Region XII) 

15 Autonomous Region in Muslim Mindanao 

16 Caraga 

 
 

  

  

  

  

  

 
 
 
BASE;  ALL BRAZIL RESPONDENTS AND 21+ years of age (Q264/33 AND Q280/21+) 
Q1507      What is the highest level of education you have completed or the highest degree you have received? 

 

1          Nenhum  

2          Alfabetização 

3          Fundamental incompleto - fundamental I (1a. série a 3a. série)  

4          Fundamental incompleto - fundamental II (4a. série a 7a. série)  

5          Fundamental completo  

6          Ensino Médio  

7          Superior 

8          Pós-graduação (Mestrado, Doutorado ou Pós-doutorado) 
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BASE: ALL MEXICAN RESPONDENTS AND 21+ YEARS OF AGE (Q264/157 AND Q280/21+) 
Q1538 What is the highest level of education you have completed or the highest degree you have received? 

 

 

1 No he estudiado 

2 Primaria incompleta 

3 Primaria completa 

4 Secundaria incompleta 

5 Secundaria completa 

6 Carrera comercial 

7 Carrera técnica 

8 Preparatoria incompleta 

9 Preparatoria completa 

10 Licenciatura incompleta 

11 Licenciatura completa 

12 Diplomado/Maestría 

13 Doctorado 

 
BASE: ALL CHINESE RESPONDENTS AND 21+ YEARS OF AGE (Q264/48 AND Q280/21+) 
Q1574 What is the highest level of education you have completed or the highest degree you have received? 

 

1 High school or less 

2 College 

3 Bachelor degree 

4 Post graduate 

 
BASE: ALL TURKEY RESPONDENTS (Q264/235)  
QTRED What is the highest level of education you have completed or the highest degree you have received? 
 

1 Primary education 

2 Middle school or junior high school  

3 High school 

4 University  

5 Masters degree or doctorate  

6 No schooling completed 

 

BASE: ALL COLOMBIA RESPONDENTS (Q264/51)  
QCOED What was the last year of schooling that you completed? 

 

 

1    None 

2    Pre-school 

3    Primary  
4    Secondary  

5    Technical/Technology  

6    University 

7    Post Graduate 

96   Other  
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BASE: ALL INDONESIA RESPONDENTS (Q264/117)  
QIDED What is the highest level of education you have completed or the highest degree you have received? 
  

  1 No schooling 

  2 Some elementary school 

  3 Elementary school 

  4 Junior high school 

  5 High school or higher 

 
BASE: ALL JAPAN RESPONDENTS (Q264/126)  
QJPED What is the highest level of education you have completed or the highest degree you have received? 

 

1 Less than high school 

2 High school degree 

3 Junior College degree 

4 BA or University degree 

 
BASE: ALL NIGERIA RESPONDENTS (Q264/174)  
QNGED What is the highest level of education you have completed or the highest degree you have received? 

 
1 No level completed 

2 Completed FSLC (first school leaving certificate) 

3 Completed MSLC (middle school leaving certificate) 

4 Vocational/COMM 

5 JSS/O’Level 

6 Completed O'Level/SSS (senior secondary school) 

7 Completed A'Level or higher 

8 Other 

 
BASE: ALL POLAND RESPONDENTS (Q264/189)  
QPLED What is the highest level of education you have completed or the highest degree you have received? 
 

1 Incomplete primary or no school education 

2 Primary 

3 Basic vocational 

4 Secondary 

5 Post-secondary 

6 Tertiary 

 
 
BASE: ALL RUSSIA RESPONDENTS (Q264/196)  
QRUED What is the highest level of education you have completed or the highest degree you 

have received? 
 
1  Incomplete secondary and lower 

2  Secondary general 

3  Secondary special 

4  Incomplete higher 

5  Higher (including postgraduate) 
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BASE: ALL SOUTH KOREA RESPONDENTS (Q264/214) 
QKRED  What is the highest level of education you have completed or the highest degree you have received? 

 
  1 Less than high school 

  2 High school graduate 

  3 College/University graduate 

  4 Post graduate degree 

 
BASE;  ALL BRAZIL RESPONDENTS (Q264/33) 
QBRINC   Which of the following income categories best describes your total [INSERT LAST YEAR] 

household income before taxes?  
 

1 Less than 24,000 real 

2 24,000 to 50,999 real 

3 51,000 to 119,999 real 

4 120,000 real or more  

5 Decline to answer 

 
BASE: ALL CHINESE RESPONDENTS (Q264/48)  
QCNINC   Which of the following income categories best describes your total monthly household income before 

taxes?  

 

1 Less than 1000 RMB 

2 1001-2000 RMB 

3 2001-3000 RMB 

4 3001-4000 RMB 

5 4001-6000 RMB 

6 6001-10,000 RMB 

7 Over 10,000 RMB 

99     Decline to answer 
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BACKGROUND
• ICANN’s New gTLD Program was developed as part of a community-driven policy development 

process that spanned several years and aims to enhance competition and consumer choice for both 
registrants and Internet users. 

• To assess the current gTLD landscape, as well as measure factors such as consumer awareness, 
experience, choice, and trust with new gTLDs and the domain name system in general, audience 
tracking research was implemented among two groups:

• Global online consumer end-users

• Global domain name registrants, who were interviewed and will be reported separately

This report focuses on the 2016 (wave 2) results among the Consumer Segment.                                                                 
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Teens are more similar than dissimilar on most metrics
By and large, we don’t see dramatically different results for teens compared to adult Internet users.  A detailed recap of statistically significant variations is 
found later in the report.

Awareness tips toward newer gTLDs, lower visitation of less common legacy gTLDs 
For legacy gTLDs like .net, .org and .biz, teens slow slightly lower awareness and visitation rates; .biz is the most affected with a 12 point drop in awareness 
and a 9 point drop in visitation.  Trust is also lower for .net, .org, .pro and .coop—about 4 percentage points. However when we look at the new gTLDs,  
there is a general pattern for increased awareness among teens.

Mores apps and wikis, less reliance on gTLDs
Teens are more likely to use smartphones to surf (increase of 6 points), see the value in using apps, to have used QR codes and URL shorteners and to get 
information from an online encyclopedia than use more traditional search methods. Teens are more likely (8 points) to say that they don’t pay attention to 
the domain extension.

Less likely to expect restrictions and enforcement
Teens are more likely to advocate for no restrictions on registration by about 5 percentage points (leaving the strong majority still in favor of restrictions.) 
The pattern is seen with both new and legacy gTLDs. However, they are less likely to believe restrictions will be enforced—by a margin of 7 to 14 points, 
depending on the nature of the restriction. 

Teen comfort levels tend to be lower
There is a general pattern that teens are less comfortable with online behaviors such as shopping or accessing medical information and especially online 
banking (where they may just lack experience).  The exception is for social media, where teens are more comfortable entering information about friends 
and family than are adults (71% to 63%). However, when it comes to abusive behaviors like spam, malware and phishing attacks, teens tend to be less 
aware, concerned or fearful than adults.

GLOBALLY, TEENS SHOW SIMILAR PATTERNS TO ADULTS
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P121866 ICANN Global Consumer Survey Outline 4/8/16  
 
N=5,950 online consumers, 24 countries  
15 minute but runs 25 minute online survey 
 

Landing Page Title [Tell us your thoughts on website domain names] 

Job no (Q19) [P121866] 

LOI for ISQ section (Q229/1) [25] (minutes) 

Sample source (Q75) 
Default is 990.  Only add code(s) here if you have sample not coming 
through the router.  Please refer to the ppr site for a list of codes. 

1 HPOL 
8 Toluna 
9 AiP 
 Empanel 
990 Routed Non-HPOL 
sample 

Q75/990 Survey Router Federated 
HIpoints in the survey (Q77) (NOTE: HPOL ONLY) 
 In case of non-standard logic, please specify updated conditions here. 
Similarly, update values and logic if additional points amounts. 

100 [For Qualified (Q99/1)] 
15   [All Others] 

Digital Fingerprinting (Q9432) 
If not using any type of DF, please change to OFF. On 
Termination based on Digital Fingerprinting and Fraud Score  
By default, surveys will terminate any respondents who fail both of these 
tests.  This is mandatory for HPOL sample.  For client sample or vendor 
sample, the termination of DF or Fraud Score can be turned off if desired.   
To turn off termination based on DF or Fraud Score, indicate “Do Not 
Terminate DF” or “Do Not Terminate Fraud Score.”   

Terminate DF   
Terminate Fraud Score 

Mode of survey (Q148/Q149) 
Modes for which the survey is designed, please indicate yes. 

1 - Web  
 
Yes 

2 - CATI/COW 
 
 

Thank You Pages 
In case of custom thank you page needs, change to “Custom” and 
indicate at the end of the QNR the custom wording needs. Standard 
Other notes OR use for client summary 
Ex:  [PN: DISPLAY NOT SURE AND REFUSED FOR PHONE/F2F ONLY UNLESS 
OTHERWISE NOTED] 
 

None 
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OVERVIEW: 
Survey:  Online, 15 mins but runs 25 minutes, HPOL and Vendor sample 
Sample:  HPOL and Vendor - Toluna, AiP, Empanel and Critical Mix 
Target:  Ages 15+, Lives In US, Canada, Mexico, Italy, Turkey, Spain, Poland, UK, France, Germany, China, 
Vietnam, Philippines, Japan, South Korea, Russia, India, Indonesia, Nigeria, South Africa, Egypt, 
Colombia, Argentina Or Brazil and Spends more than 5 hours per week using the Internet 
Quotas:  n=5950 (Teens 10% of total country quota) 

1. US ADULTS (Q264/244, Q280/18+ AND Q625/1)   [QUOTA = 450] 
2. CANADA ADULTS (Q264/42, Q280/18+  AND Q625/1)  [QUOTA = 180] 
3. MEXICO  ADULTS(Q264/157, Q280/18+  AND Q625/1)  [QUOTA = 180] 
4.  ITALY ADULTS (Q264/123, Q280/18+ AND Q625/1)  [QUOTA = 90]  
5. TURKEY ADULTS (Q264/235, Q280/18+ AND Q625/1)  [QUOTA = 90] 
6. SPAIN ADULTS (Q264/215, Q280/18+ AND Q625/1)  [QUOTA = 90] 
7. POLAND ADULTS (Q264/189, Q280/18+ AND Q625/1)  [QUOTA = 90] 
8. UNITED KINGDOM ADULTS (Q264/243, Q280/18+ AND Q625/1) [QUOTA = 180] 
9. FRANCE ADULTS (Q264/76, Q280/18+ AND Q625/1)  [QUOTA = 180] 
10. GERMANY ADULTS (Q264/85, Q280/18+ AND Q625/1)  [QUOTA = 225] 
11. CHINA ADULTS (Q264/48, Q280/18+ AND Q625/1)  [QUOTA = 990] 
12. VIETNAM ADULTS (Q264/249, Q280/18+ AND Q625/1)  [QUOTA = 90] 
13. PHILIPPINES ADULTS (Q264/187, Q280/18+ AND Q625/1)  [QUOTA = 180] 
14. JAPAN ADULTS (Q264/126, Q280/18+ AND Q625/1)  [QUOTA = 315] 
15. SOUTH KOREA ADULTS (Q264/214, Q280/18+ AND Q625/1)  [QUOTA = 180] 
16. RUSSIA ADULTS (Q264/196, Q280/18+ AND Q625/1)  [QUOTA = 225] 
17. INDIA ADULTS (Q264/116, Q280/18+ AND Q625/1)  [QUOTA = 585] 
18. INDONESIA ADULTS (Q264/117, Q280/18+ AND Q625/1)  [QUOTA = 180] 
19. NIGERIA ADULTS (Q264/174, Q280/18+ AND Q625/1)  [QUOTA = 180] 
20. SOUTH AFRICA ADULTS (Q264/193, Q280/18+ AND Q625/1)  [QUOTA = 90] 
21. EGYPT ADULTS (Q264/66, Q280/18+ AND Q625/1)  [QUOTA = 90] 
22. COLOMBIA ADULTS (Q264/51, Q280/18+ AND Q625/1)  [QUOTA = 90] 
23. ARGENTINA ADULTS (Q264/10, Q280/18+ AND Q625/1)  [QUOTA = 90] 
24. BRAZIL ADULTS (Q264/33, Q280/18+ AND Q625/1)  [QUOTA = 315] 
25.  US TEENS 15-17 (Q264/244, Q280/15-17 AND Q625/1)  [QUOTA = 50] 
26.  CANADA TEENS 15-17 (Q264/42, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
27.  MEXICO TEENS 15-17 (Q264/15-17, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
28.  ITALY TEENS (Q264/123, Q280/15-17 AND Q625/1)   [QUOTA = 10] 
29.  TURKEY TEENS (Q264/235, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
30.  SPAIN TEENS (Q264/215, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
31.  POLAND TEENS (Q264/189, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
32.  UNITED KINGDOM TEENS (Q264/243, Q280/15-17 AND Q625/1) [QUOTA = 20] 
33.  FRANCE TEENS (Q264/76, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
34.  GERMANY TEENS (Q264/85, Q280/15-17 AND Q625/1)  [QUOTA = 25] 
35.  CHINA TEENS (Q264/48, Q280/15-17 AND Q625/1)   [QUOTA = 110] 
36.   VIETNAM TEENS (Q264/249, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
37.  PHILIPPINES TEENS (Q264/187, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
38.  JAPAN TEENS (Q264/126, Q280/15-17 AND Q625/1)  [QUOTA = 35] 
39.  SOUTH KOREA TEENS (Q264/214, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
40.  RUSSIA TEENS (Q264/196, Q280/15-17 AND Q625/1)  [QUOTA = 25] 
41.   INDIA TEENS (Q264/116, Q280/15-17 AND Q625/1)  [QUOTA = 65] 
42.  INDONESIA TEENS (Q264/117, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
43.  NIGERIA TEENS (Q264/174, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
44.  SOUTH AFRICA TEENS (Q264/193, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
45.  EGYPT TEENS (Q264/66, Q280/15-17 AND Q625/1)   [QUOTA = 10] 
46.  COLOMBIA TEENS (Q264/51, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
47.  ARGENTINA TEENS (Q264/10, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
48.  BRAZIL TEENS (Q264/33, Q280/15-17 AND Q625/1)  [QUOTA = 35] 

Deliverables:   
• Coding:  10 open end and 6 other specify 

o Open ends to be coded:  Q727, Q730, Q780, Q790, Q830x1, Q870, Q875, Q827, Q917, 
Q919 

o No other specify’ s will be coded 
• Weighting:  none unless needed 
• 5 banners of cross tabs 
• SPSS datafile 
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• Report (ppt) 
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SECTION 600: SAMPLE PRELOAD AND SCREENING QUESTIONS 
 
BASE: ALL RESPONDENTS 
Q616 – HIDDEN QUESTION (PRELOAD FOR COUNTRY) 
 

244 US 
42 CANADA 
157 MEXICO 
123 ITALY 
235 TURKEY 
215 SPAIN 
189 POLAND 
243 UK 
76 FRANCE 
85 GERMANY 
48 CHINA 
249 VIETNAM 
187 PHILIPPINES 
126 JAPAN 
214 SOUTH KOREA 
196 RUSSIA 
116 INDIA 
117 INDONESIA 
174 NIGERIA 
193 SOUTH AFRICA 
66 EGYPT 
51 COLOMBIA 
10 ARGENTINA 
33 BRAZIL 
22 [BLANK] 

 
BASE: ALL RESPONDENTS 
Q620 – HIDDEN QUESTION (PRELOAD FOR LANGUAGE) 
 

1 AMERICAN ENGLISH 
2 SPAIN_SPANISH 
3 PORTUGUESE (BRAZIL) 
4 SIMPLIFIED CHINESE 
5 FRENCH (FRANCE) 
6 GERMAN 
7 ITALIAN 
8 JAPANESE 
9 KOREAN 
10 RUSSIAN 
11 ARABIC 
12 VIETNAMESE 
13 TAGALOG 
14 TURKISH 
15 POLISH 
16 LATAM_SPANISH 
17 BRITISH ENGLISH 
18 BAHASA 
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BASE: ALL RESPONDENTS 
Q149  FINAL SURVEY MODE  

 [PROGRAMMER NOTE: CAPTURE CURRENT/FINAL MODE OF SURVEY] 
1 WEB 
2 CATI-COW 

 
BASE: ALL RESPONDENTS  
Q258 The progress bar below indicates approximately what portion of the survey you have completed. 

 
Thank you for agreeing to take this survey.  Our first few questions will help us to determine which 
questions to ask you. 
 
In which country or region do you currently reside? 

 
[PROGRAMMER: DISPLAY CODES IN ALPHABETICAL ORDER]  
BASE: ALL RESPONDENTS 
Q264 [HIDDEN QUESTION – FINAL COUNTRY QUESTION FOR SURVEY LOGIC] 
 [SEE MASTER DEMOGRAPHIC DOCUMENT FOR CODE FRAME] 

 
[PN: Q268, Q271 AND Q270 PRESENTED ON SAME SCREEN.] 
BASE: ALL RESPONDENTS 
Q268 I identify my gender as…? 
 

1 Male 
2 Female 
3 Other/refuse 

 
BASE: ALL RESPONDENTS 
Q271 In what month were you born? 
 

1 January 
2 February 
3 March 
4 April 
5 May 
6 June 
7 July 
8 August 
9 September 
10 October 
11 November 
12 December 

 
 
BASE: ALL RESPONDENTS 
Q270 In what year were you born?  Please enter your response as a four-digit number (for example, 1977). 

 [RANGE: 1900 TO CURRENT YEAR-6] 
|__|__|__|__| 
BASE: ALL RESPONDENTS 
Q280 [HIDDEN QUESTION - FINAL AGE FOR SURVEY LOGIC AND/OR QUOTAS] 
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 (NOTE:  CONSUMER QUESTIONNAIRE ONLY) 
BASE: ALL RESPONDENTS AGES 15+ (Q280/15+) 
Q600 How many hours per week do you spend using the Internet? 
 

1 0 hours to less than 1 hour [TERMINATE] 
2 1-4 hours [TERMINATE] 
3 5-10 hours 
4 11-15 hours 
5 16-20 hours 
6 More than 20 hours 
7 Don’t Know [TERMINATE] 
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BASE: ALL RESPONDENTS 
Q625 HIDDEN QUESTION TO DETERMINE QUALIFICATION STATUS 
 
 GET CODE 1 (QUALIFIED) IF: 

• AGE 15+ (Q280/15+) 
• LIVES IN US, CANADA, MEXICO, ITALY, TURKEY, SPAIN, POLAND, UK, FRANCE, GERMANY, CHINA, 

VIETNAM, PHILIPPINES, JAPAN, SOUTH KOREA, RUSSIA, INDIA, INDONESIA, NIGERIA, SOUTH AFRICA, 
EGYPT, COLOMBIA, ARGENTINA OR BRAZIL (Q264/244, 42, 157, 123, 235, 215, 189, 243, 76, 85, 48, 
249, 187, 126, 214, 196, 116, 117, 174, 193, 66, 51, 10, OR 33) 

• SPENDS 5 OR MORE HOURS PER WEEK USING THE INTERNET (Q600/3-6) 
 

GET CODE 2 FOR ALL OTHERS 
1. QUALIFIED [QUOTA = 5950] 
2. NOT QUALIFIED 

 
BASE:  ALL QUALIFIED (Q625/1) 
Q630 QUOTA CHECK  (DOES NOT APPEAR ON SCREEN) 

CHECK QUOTA AT Q660 
1 QUOTA CELL CLOSED 
2 QUOTA CELL OPEN 
3 QUOTA CELL NOT FOUND 

 
BASE:  ALL QUALIFIED (Q625/1 AND Q630/2-3) 
Q640 COUNTRY QUOTAS 

1. US ADULTS (Q264/244, Q280/18+ AND Q625/1)   [QUOTA = 450] 
2. CANADA ADULTS (Q264/42, Q280/18+  AND Q625/1)  [QUOTA = 180] 
3. MEXICO  ADULTS(Q264/157, Q280/18+  AND Q625/1)  [QUOTA = 180] 
4.  ITALY ADULTS (Q264/123, Q280/18+ AND Q625/1)  [QUOTA = 90]  
5. TURKEY ADULTS (Q264/235, Q280/18+ AND Q625/1)  [QUOTA = 90] 
6. SPAIN ADULTS (Q264/215, Q280/18+ AND Q625/1)  [QUOTA = 90] 
7. POLAND ADULTS (Q264/189, Q280/18+ AND Q625/1)  [QUOTA = 90] 
8. UNITED KINGDOM ADULTS (Q264/243, Q280/18+ AND Q625/1) [QUOTA = 180] 
9. FRANCE ADULTS (Q264/76, Q280/18+ AND Q625/1)  [QUOTA = 180] 
10. GERMANY ADULTS (Q264/85, Q280/18+ AND Q625/1)  [QUOTA = 225] 
11. CHINA ADULTS (Q264/48, Q280/18+ AND Q625/1)  [QUOTA = 990] 
12. VIETNAM ADULTS (Q264/249, Q280/18+ AND Q625/1)  [QUOTA = 90] 
13. PHILIPPINES ADULTS (Q264/187, Q280/18+ AND Q625/1)  [QUOTA = 180] 
14. JAPAN ADULTS (Q264/126, Q280/18+ AND Q625/1)  [QUOTA = 315] 
15. SOUTH KOREA ADULTS (Q264/214, Q280/18+ AND Q625/1) [QUOTA = 180] 
16. RUSSIA ADULTS (Q264/196, Q280/18+ AND Q625/1)  [QUOTA = 225] 
17. INDIA ADULTS (Q264/116, Q280/18+ AND Q625/1)  [QUOTA = 585] 
18. INDONESIA ADULTS (Q264/117, Q280/18+ AND Q625/1)  [QUOTA = 180] 
19. NIGERIA ADULTS (Q264/174, Q280/18+ AND Q625/1)  [QUOTA = 180] 
20. SOUTH AFRICA ADULTS (Q264/193, Q280/18+ AND Q625/1) [QUOTA = 90] 
21. EGYPT ADULTS (Q264/66, Q280/18+ AND Q625/1)  [QUOTA = 90] 
22. COLOMBIA ADULTS (Q264/51, Q280/18+ AND Q625/1)  [QUOTA = 90] 
23. ARGENTINA ADULTS (Q264/10, Q280/18+ AND Q625/1)  [QUOTA = 90] 
24. BRAZIL ADULTS (Q264/33, Q280/18+ AND Q625/1)  [QUOTA = 315] 
25.  US TEENS 15-17 (Q264/244, Q280/15-17 AND Q625/1)  [QUOTA = 50] 
26.  CANADA TEENS 15-17 (Q264/42, Q280/15-17 AND Q625/1) [QUOTA = 20] 
27.  MEXICO TEENS 15-17 (Q264/157, Q280/15-17 AND Q625/1) [QUOTA = 20] 
28.  ITALY TEENS (Q264/123, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
29.  TURKEY TEENS (Q264/235, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
30.  SPAIN TEENS (Q264/215, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
31.  POLAND TEENS (Q264/189, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
32.  UNITED KINGDOM TEENS (Q264/243, Q280/15-17 AND Q625/1) [QUOTA = 20] 
33.  FRANCE TEENS (Q264/76, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
34.  GERMANY TEENS (Q264/85, Q280/15-17 AND Q625/1)  [QUOTA = 25] 
35.  CHINA TEENS (Q264/48, Q280/15-17 AND Q625/1)  [QUOTA = 110] 
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36.   VIETNAM TEENS (Q264/249, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
37.  PHILIPPINES TEENS (Q264/187, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
38.  JAPAN TEENS (Q264/126, Q280/15-17 AND Q625/1)  [QUOTA = 35] 
39.  SOUTH KOREA TEENS (Q264/214, Q280/15-17 AND Q625/1) [QUOTA = 20] 
40.  RUSSIA TEENS (Q264/196, Q280/15-17 AND Q625/1)  [QUOTA = 25] 
41.   INDIA TEENS (Q264/116, Q280/15-17 AND Q625/1)  [QUOTA = 65] 
42.  INDONESIA TEENS (Q264/117, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
43.  NIGERIA TEENS (Q264/174, Q280/15-17 AND Q625/1)  [QUOTA = 20] 
44.  SOUTH AFRICA TEENS (Q264/193, Q280/15-17 AND Q625/1) [QUOTA = 10] 
45.  EGYPT TEENS (Q264/66, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
46.  COLOMBIA TEENS (Q264/51, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
47.  ARGENTINA TEENS (Q264/10, Q280/15-17 AND Q625/1)  [QUOTA = 10] 
48.  BRAZIL TEENS (Q264/33, Q280/15-17 AND Q625/1)  [QUOTA = 35] 
BASE:  QUALIFIED (Q640/1-48) 
Q645 QUOTA CHECK  (DOES NOT APPEAR ON SCREEN) 

CHECK QUOTA AT Q670 
1 QUOTA CELL CLOSED 
2 QUOTA CELL OPEN 
3 QUOTA CELL NOT FOUND 

 
BASE: ALL RESPONDENTS 
Q98 END OF SCREENER DISPOSITION STATUS OF RESPONDENT 

QMS Over quota 1 
Screener Not Qualified #1 Under Age 25 
Screener Not Qualified #4 AGE/ NE 15+ 28 

Screener Not Qualified #2 Not US, CA, MX, IT, TU, SP, PO, UK, FR, DE, CH, VI, 
PH, JA, SK, RU, IN, NI, SA, EG, CO, AR, BR 26 
Screener Not Qualified #3 Less than 5 hours in Internet (Q600/1-2,7) 27 
<font color="red">Dispo term not specified</font> 98 
COMPLETE 99 
DF Fail 996 
Failed ISQ 998 
Fraud Score Failure 997 

 
BASE: ALL RESPONDENTS 
Q99 SCREENER QUALIFICATION IDENTIFICATION QUESTION (DOES NOT APPEAR ON SCREEN) 
 

1 SCREENER QUALIFIED RESPONDENTS, QUOTA OPEN [Q640/1] 
3 SCREENER QUALIFIED RESPONDENTS, QUOTA CLOSED  
6 NOT SCREENER QUALIFIED (Q640/2) 
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SECTION 700: UNDERSTANDING OF/EXPERIENCE WITH LEGACY GTLDS 
 
[PN:  DISPLAY Q700 AND Q701 ON THE SAME SCREEN] 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q701 As you are probably aware, website domain names can have different suffixes or extensions.  

For example, some domain names end with .com, while other common extensions are .org or 
.net.  For the website [INSERT WEBSITE FOR REGION], “[INSERT SECOND LEVEL DOMAIN FOR 
REGION]” is the domain name and “[INSERT TLD FOR REGION]” is the domain name extension. 

 
[PN:  FOR EACH REGION, USE THE CHART BELOW TO INSERT WEBSITE, SECOND LEVEL DOMAIN AND TLD IN THE 
QUESTION WORDING] 
 

Region Website Second Level Domain TLD 
China Google.cn Google .cn 
Vietnam Google.com.vn Google .com.vn 
Philippines Google.com.ph Google .com.ph 
Japan Google.co.jp Google .co.jp 
South Korea Google.co.kr Google .co.kr 
Russia Google.ru Google .ru 
India Google.co.in Google .co.in 
Indonesia Google.co.id Google .co.id 
Nigeria Google.com.ng Google .com.ng 
South Africa Google.com.za Google .com.za 
Egypt Google.com.eg Google .com.eg 
Colombia Google.com.co Google .com.co 
Argentina Google.com.ar Google .com.ar 
Brazil Google.com.br Google .com.br 
Italy Google.it Google .it 
Turkey Google.com.tr Google .com.tr 
Spain Google.es Google .es 
Poland Google.pl Google .pl 
United Kingdom Google.co.uk Google .co.uk 
France Google.fr Google .fr 
Germany Google.de Google .de 
United States Google.com Google .com 
Canada Google.ca Google .ca 
Mexico Google.mx Google .mx 

 
  



  page 10 of 54     

BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q700 Which of the following domain name extensions, if any, have you heard of? Please select all that apply. 
 

MASTER LEGACY gTLD LIST; RANDOMIZE; MULTIPE RESPONSE 
 

1 .biz 
2 .com 
3 .info 
4 .mobi 
5 .net 
6 .org 
7 .tel 
8 .asia 
9 .pro 
10 .coop 
11 [CHINA ONLY] .cn 
12 [VIETNAM ONLY] .vn 
13 [PHILIPPINES ONLY] .ph 
14 [JAPAN ONLY] .jp 
15 [SOUTH KOREA ONLY] .kr 
16 [RUSSIA ONLY] .ru 
17 [INDIA ONLY] .in 
18 [INDONESIA ONLY] .id 
19 [NIGERIA ONLY] .ng 
20 [SOUTH AFRICA ONLY] .za 
21 [EGYPT ONLY] .eg 
22 [COLOMBIA ONLY] .co 
23 [ARGENTINA ONLY] .ar 
24 [BRAZIL ONLY] .br 
25 [ITALY ONLY] .it 
26 [TURKEY ONLY] .tr 
27 [SPAIN ONLY] .es 
28 [POLAND ONLY] .pl 
29 [UNITED KINGDOM ONLY] .uk 
30 [FRANCE ONLY] .fr 
31 [GERMANY ONLY] .de 
32 [UNITED STATES ONLY] .us 
33 [CANADA ONLY] .ca 
34 [MEXICO ONLY] .mx 
36 [ITALY, SPAIN, POLAND, UK, FRANCE, GERMANY ONLY] .eu 
35 I am not aware of any of these (ANCHOR) 
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BASE: HAS HEARD OF EXTENSIONS Q99/1 AND Q700/1-34,36    [TREND] 
Q705 Have you personally visited websites with any of the following domain extensions?  Please select all that 

you recall visiting. 
 
 [NOTE:  ONLY SHOW THOSE HEARD OF IN Q700, IN SAME ORDER AS Q700]; [MULTIPLE RESPONSE] 
 

1 .biz 
2 .com 
3 .info 
4 .mobi 
5 .net 
6 .org 
7 .tel 
8 .asia 
9 .pro 
10 .coop 
11 [CHINA ONLY] .cn 
12 [VIETNAM ONLY] .vn 
13 [PHILIPPINES ONLY] .ph 
14 [JAPAN ONLY] .jp 
15 [SOUTH KOREA ONLY] .kr 
16 [RUSSIA ONLY] .ru 
17 [INDIA ONLY] .in 
18 [INDONESIA ONLY] .id 
19 [NIGERIA ONLY] .ng 
20 [SOUTH AFRICA ONLY] .za 
21 [EGYPT ONLY] .eg 
22 [COLOMBIA ONLY] .co 
23 [ARGENTINA ONLY] .ar 
24 [BRAZIL ONLY] .br 
25 [ITALY ONLY] .it 
26 [TURKEY ONLY] .tr 
27 [SPAIN ONLY] .es 
28 [POLAND ONLY] .pl 
29 [UNITED KINGDOM ONLY] .uk 
30 [FRANCE ONLY] .fr 
31 [GERMANY ONLY] .de 
32 [UNITED STATES ONLY] .us 
33 [CANADA ONLY] .ca 
34 [MEXICO ONLY] .mx 
36 [ITALY, SPAIN, POLAND, UK, FRANCE, GERMANY ONLY] .eu 
 

 
35  None of these above [PN: ALWAYS DISPLAY. ANCHOR, EXCLUSIVE] 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q725 Please rate the following domain name extensions by how trustworthy you feel they are.   
 

1 
Very  
trustworthy 

2 
Somewhat  
trustworthy 

3 
Not very  
trustworthy 

4 
Not at all  
trustworthy 

 
[PN:  DISPLAY SCALE 4 TO 1] RANDOMIZE 

 
1 .com 
2 .net 
3 .info 
4 .org 
29 .tel 
30 .asia 
31 .pro 
32 .coop 
5 [CHINA ONLY] .cn 
6 [VIETNAM ONLY] .vn 
7 [PHILIPPINES ONLY] .ph 
8 [JAPAN ONLY] .jp 
9 [SOUTH KOREA ONLY] .kr 
10 [RUSSIA ONLY] .ru 
11 [INDIA ONLY] .in 
12 [INDONESIA ONLY] .id 
13 [NIGERIA ONLY] .ng 
14 [SOUTH AFRICA ONLY] .za 
15 [EGYPT ONLY] .eg 
16 [COLOMBIA ONLY] .co 
17 [ARGENTINA ONLY] .ar 
18 [BRAZIL ONLY] .br 
19 [ITALY ONLY] .it 
20 [TURKEY ONLY] .tr 
21 [SPAIN ONLY] .es 
22 [POLAND ONLY] .pl 
23 [UNITED KINGDOM ONLY] .uk 
24 [FRANCE ONLY] .fr 
25 [GERMANY ONLY] .de 
26 [UNITED STATES ONLY] .us 
27 [CANADA ONLY] .ca 
28 [MEXICO ONLY] .mx 
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[PN:  DISPLAY Q727 AND Q730 ON THE SAME SCREEN] 
 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW; CODED] 
Q727 Thinking about an extension that you felt was more trustworthy, what about that domain name extension 

makes it seem trustworthy? 
 [MANDATORY TEXT BOX] 

 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND; CODED] 
Q730 To the best of your knowledge, why do websites have different extensions? 
 [MANDATORY TEXT BOX] 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q750 If you wanted more information about one of the current domain name extensions, where would you go?  

Please select all that apply. 
 
 RANDOMIZE;  MULTIPLE RESPONSE 
 

1 An Internet search engine to find articles, posts or similar information 
2 An Internet encyclopedia 
3 My Internet service provider 
4 Other (specify) ___________________ (ANCHOR) 
5 Not sure (ANCHOR) 

 
[PN:  DISPLAY Q753 AND Q755 ON THE SAME SCREEN] 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q753 What we have been describing as domain name extensions are officially known as generic top-level 

domains, or gTLDs for short.  For example, .com, .net and .org are all gTLDs.   
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)     [TREND] 
Q755 How well do each of the following adjectives describe common gTLDs such as .com, .org and .net?   
 

1 
Does not describe at 
all 

2 
Does not describe 
very well 

3 
Describes somewhat 
well 

4 
Describes very well 

 
 RANDOMIZE;  REPEAT THE SCALE AT THE BOTTOM OF THE GRID 
 

1 Innovative 
2 Cutting edge 
3 Extreme 
4 Trustworthy 
5 Unconventional 
6 Practical 
7 Technical 
8 Confusing 
9 Overwhelming 
10 Useful 
11 For people like me 
12 Interesting 
13 Exciting 
14 Helpful 
15 Informative 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)     [TREND] 
Q765 As you may know, people can purchase or register rights to a name using a gTLD for a purpose like 

creating a website (e.g., “yourwebsite.org”).  This typically includes ensuring that the domain name is not 
already in use, providing information about the person or company registering to establish eligibility to 
register and then paying a fee. 

 
What are your expectations about restrictions on purchasing/registering a domain using each of the 
following gTLDs?   
 

1 
No purchase 
restrictions should 
be required 

2 
Some purchase 
restrictions should 
be required 

3 
Strict purchase 
restrictions should 
be required 

 
RANDOMIZE 
1 .com 
2 .net 
3 .info 
4 .org 
5 [CHINA ONLY] .cn 
6 [VIETNAM ONLY] .vn 
7 [PHILIPPINES ONLY] .ph 
8 [JAPAN ONLY] .jp 
9 [SOUTH KOREA ONLY] .kr 
10 [RUSSIA ONLY] .ru 
11 [INDIA ONLY] .in 
12 [INDONESIA ONLY] .id 
13 [NIGERIA ONLY] .ng 
14 [SOUTH AFRICA ONLY] .za 
15 [EGYPT ONLY] .eg 
16 [COLOMBIA ONLY] .co 
17 [ARGENTINA ONLY] .ar 
18 [BRAZIL ONLY] .br 
19 [ITALY ONLY] .it 
20 [TURKEY ONLY] .tr 
21 [SPAIN ONLY] .es 
22 [POLAND ONLY] .pl 
23 [UNITED KINGDOM ONLY] .uk 
24 [FRANCE ONLY] .fr 
25 [GERMANY ONLY] .de 
26 [UNITED STATES ONLY] .us 
27 [CANADA ONLY] .ca 
28 [MEXICO ONLY] .mx 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW] 
Q767 We’d like to ask you another question about restrictions on registration of a gTLD. Do you feel each of the 

following restrictions should be enforced?  
 

1 Yes 
2 No 

 
1. Requirements for validated credentials related to the gTLD (e.g., must be a licensed contractor to register 

a .builder domain) 
2. Validation that the person or company registering the site meets intended parameters (e.g. must be 

involved in the pharmaceutical industry to register a .pharmacy domain 
3. Requirements for local presence within a specific city, country, or region for a domain related to that 

place. 
4. Requirements for use of the name to be consistent with the meaning of the gTLD (e.g., use of a .net name 

must be for network operations purposes) 
 
[PN:  DISPLAY Q770 AND Q780 ON THE SAME SCREEN] 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)     [TREND] 
Q770 Does having purchase restrictions or requirements on a particular gTLD make it…? 
 
 ROTATE OPTIONS 1 AND 3 

1 More trustworthy 
2 Doesn’t make a difference (ANCHOR HERE) 
3 Less trustworthy 
4 Not sure (ANCHOR HERE) 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND; CODED] 
Q780 How do you determine whether a website is legitimate or not? 
 [TEXT BOX] 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q785 Have you ever tried to identify who created a particular website? 
 

1 Yes 
2 No 

 
BASE: TRIED TO IDENTIFY (Q785/1)      [TREND; CODED] 
Q790 What did you use to try and figure this out? 
 
  [TEXT BOX] 
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SECTION 800: UNDERSTANDING OF/EXPERIENCE WITH NEW GTLDS 
 
[PN:  DISPLAY Q801 AND Q830X1 ON THE SAME SCREEN] 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q801 As you may or may not know, new domain name extensions are becoming available all the time.  These 

new extensions are called new gTLDs.  
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND; CODED] 
Q830x1 To the best of your knowledge, why have new gTLDs been created? 
 [MANDATORY TEXT BOX] 
[PN:  DISPLAY Q870 AND Q875 ON THE SAME SCREEN] 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW; CODED] 
Q870 What criteria or situations might make you decide to visit websites with a domain name extension you 

have not seen before? 
 [MANDATORY TEXT BOX] 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW; CODED] 
Q875 What, if anything, might cause you to avoid a website with an unfamiliar domain name extension? 
 [MANDATORY TEXT BOX] 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q800 Which of the following new gTLDs, if any, have you heard of? Please select all that apply. 

MASTER NEW TLD LIST; RANDOMIZE; MULTIPLE RESPONSE; DISPLAY LIST IN 2 COLUMNS 
1 .email 
2 .photography 
3 .link 
4 .guru 
5 .realtor 
6 .club 
7 .xyz 
16 .top 
17 .pics 
18 .online 
19 .space 
20 .website 
21 .news 
22 .site 
23 .toronto [ONLY IN CANADA] 
24 .guadalajara [ONLY IN MEXICO] 
25 .roma [ONLY IN ITALY] 
26 .istanbul [ONLY IN TURKEY] 
27 .madrid [ONLY IN SPAIN} 
28 .warszawa [ONLY IN POLAND] 
29 .paris [ONLY IN FRANCE] 
30 佛山 [ONLY IN CHINA] (Foshan) 
31 .hanoi [ONLY IN VIETNAM] 
32 .manilla ONLY IN PHILIPPINES] 
33 .tokyo [ONLY IN JAPAN] 
34 .seoul [ONLY IN SOUTH KOREA] 
35 .москва [ONLY IN RUSSIA] 
36 .delhi [ONLY IN INDIA] 
37 .jakarta [ONLY IN INDONESIA] 
38 .abuja [ONLY IN NIGERIA] 
39 .capetown [ONLY IN SOUTH AFRICA] 
40 .cairo [ONLY IN EGYPT] 
41 .bogota [ONLY IN COLOMBIA] 
42 .cordoba [ONLY IN ARGENTINA] 
43 .rio [ONLY IN BRAZIL] 
8 .berlin  [ONLY in Germany] 
9 .ovh  [ONLY in Germany] 
10 .london  [ONLY in UK] 
11 .nyc  [ONLY in US] 
12 .wang  [ONLY IN CHINA] 
13 .xn—ses554g (Chinese for network address) [ONLY in China] 
14 .xn—55qx5d (Chinese for company) [ONLY in China 
15 I am not aware of any of these (ANCHOR) 
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BASE: HAS HEARD OF NEW EXTENSIONS (Q99/1 AND Q800/1-14, 16-43)   [TREND] 
Q805   Have you personally visited websites with any of the following new domain name extensions?  Please 

select all that you recall having visited. 
 
 [NOTE:  ONLY SHOW THOSE HEARD OF IN Q800, IN SAME ORDER AS Q800] 

1 .email 
2 .photography 
3 .link 
4 .guru 
5 .realtor 
6 .club 
7 .xyz 
16 .top 
17 .pics 
18 .online 
19 .space 
20 .website 
21 .news 
22 .site 
23 .toronto [ONLY IN CANADA] 
24 .guadalajara [ONLY IN MEXICO] 
25 .roma [ONLY IN ITALY] 
26 .istanbul [ONLY IN TURKEY] 
27 .madrid [ONLY IN SPAIN} 
28 .warszawa [ONLY IN POLAND] 
29 .paris [ONLY IN FRANCE] 
30 佛山 [ONLY IN CHINA] (Foshan) 
31 .hanoi [ONLY IN VIETNAM] 
32 .manilla ONLY IN PHILIPPINES] 
33 .tokyo [ONLY IN JAPAN] 
34 .seoul [ONLY IN SOUTH KOREA] 
35 .москва [ONLY IN RUSSIA] 
36 .delhi [ONLY IN INDIA] 
37 .jakarta [ONLY IN INDONESIA] 
38 .abuja [ONLY IN NIGERIA] 
39 .capetown [ONLY IN SOUTH AFRICA] 
40 .cairo [ONLY IN EGYPT] 
41 .bogota [ONLY IN COLOMBIA] 
42 .cordoba [ONLY IN ARGENTINA] 
43 .rio [ONLY IN BRAZIL] 
8 .berlin  [ONLY in Germany] 
9 .ovh  [ONLY in Germany] 
10 .london  [ONLY in UK] 
11 .nyc  [ONLY in US] 
12 .wang  [ONLY IN CHINA] 
13 .xn—ses554g (Chinese for network address) [ONLY in China] 
14 .xn—55qx5d (Chinese for company) [ONLY in China 
15  None of the above [PN: ALWAYS SHOW, ANCHOR, EXCLUSIVE] 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW] 
Q890 Think about accessing a website with one of the newer domain extensions (the part after the "dot"). If the 

domain name extension in question is descriptive of a service or item, would you expect that all websites 
using that domain extension have a direct relationship to it? 

 
For example, if you go to .bank, would you expect to see registrations by banks across the globe?  If you 
go to .paris do you expect to see domain names connected to the city of Paris? If you go to .film do you 
expect to see content related to films?   
 
1. I would expect that there is a very clear relationship between the websites and the extensions—for 

example, .bank should only be related to banks 
2. I would expect there to be some relationship, but it could include sites for entities that are not 

themselves banks 
3. I expect that the extension could be used by just about any company that wanted to—for example, 

there could be a website called river.bank that might relate to fishing or flood control 
4. I don’t have any strong expectations, I’ll probably just look at search results and figure it out 

 
 BASE: ALL QUALIFIED RESPONDENTS (Q99/1)     [NEW] 
Q812  Assume you are looking for information about wildlife photography.  How likely would you be to visit 

each of the following sites? 
 

[CODES 1-4 FOR Q813 ARE NOT TO BE TRANSLATED THEY ARE TO REMAIN IN ENGLISH ONLY FOR ALL 
COUNTRIES, CODE 5 IS TO BE TRANSLATED FOR ALL LANGUAGES.] 
 
Q813 
 
1  Wildanimalphotography.com  [SHOW IN ENGLISH ONLY FOR ALL COUNTRIES] 
2  Wildanimal.photography  [SHOW IN ENGLISH ONLY FOR ALL COUNTRIES] 
3  Wildanimal.photos  [SHOW IN ENGLISH ONLY FOR ALL COUNTRIES] 
4  [Wildanimalphotos.info  SHOW IN ENGLISH ONLY FOR ALL COUNTRIES] 
5 Wildanimalphotography.com  [TRANSLATE INTO NATIVE LANGUAGE FOR EACH COUNTRY; DO 

NOT SHOW FOR ENGLISH SPEAKING COUNTRIES:  US, UK, India, South Africa, Canada and Nigeria 
(Q264/244, 243, 116, 193, 42, 174] 

 
1  Very unlikely 
2  Somewhat unlikely 
3  Somewhat likely 
4  Very likely 
5  Not sure 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW] 
Q826X1 And if you were looking to buy a new camera, how likely would you be to visit each of the following? 
 

[PN:  USE THE FOLLOWING LIST TO INSERT COUNTRY TLD FOR CODE 4 BELOW:] 
COUNTRY TLD 
China .cn 
Vietnam .vn 
Philippines .ph 
Japan .jp 
South Korea .kr 
Russia .ru 
India .in 
Indonesia .id 
Nigeria .ng 
South Africa .za 
Egypt .eg 
Colombia .co 
Argentina .ar 
Brazil .br 
Italy .it 
Turkey .tr 
Spain .es 
Poland .pl 
United Kingdom .uk 
France .fr 
Germany .de 
United States .com 
Canada .ca 
Mexico .mx 

 
Q827 

 
1 Digitalcameras.com 
2 Digital.cameras 
3 Digitalcameras.shop 
4 Digitalcameras(INSERT COUNTRY TLD)[DO NOT SHOW FOR US] 

 
1 Very unlikely 
2 Somewhat unlikely 
3 Somewhat likely 
4 Very likely 
5 Not sure 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW] 
Q828 And, what if you were looking for information about Berlin, Germany or thinking about travelling there? 

How likely would you be to visit each of the following? 
 

Q829 
1 berlin.com 
2 berlin.de 
3 berlin.info 
4 info.berlin 

 
1 Very unlikely 
2 Somewhat unlikely 
3 Somewhat likely 
4 Very likely 
5 Not sure 

 
[PN:  DISPLAY Q880 AND Q823 ON THE SAME SCREEN] 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW] 
Q880 If you were conducting an internet search for information on a topic, how much attention do you pay to 

the domain extension (e.g. .com or .info)? 
 

1 I don’t pay much attention, I just look at the search result/link 
2 I only go to sites with domain extensions I am familiar with 
3. I look at the search results and decide based on other information I see 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q823 Which of the following would be most important to you in determining which gTLD to register your 

domain name under? 
RANDOMIZE 
 

1 Reasonable price 
2 Has a well-known extension 
3 Has a new extension 
7 One that is close to the one I wanted and is available to register 
6 One that seems most relevant to my needs 
5 Other (specify) _________________(ANCHOR) 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q825 Please rate the following gTLDs by how trustworthy you feel they are.   

[PN:  DISPLAY SCALE CODES 4-1]; RANDOMIZE; REPEAT SCALE AT THE BOTTOM OF THE GRID 
 

1 
Very 
trustworthy 

2 
Somewhat trustworthy 

3 
Not very trustworthy 

4 
Not at all 
trustworthy 

 
1 .email 
2 .photography 
3 .link 
4 .guru 
5 .realtor 
6 .club 
7 .xyz 
16 .top 
17 .pics 
18 .online 
19 .space 
20 .website 
21 .news 
22 .site 
23 .toronto [ONLY IN CANADA] 
24 .guadalajara [ONLY IN MEXICO] 
25 .roma [ONLY IN ITALY] 
26 .istanbul [ONLY IN TURKEY] 
27 .madrid [ONLY IN SPAIN} 
28 .warszawa [ONLY IN POLAND] 
29 .paris [ONLY IN FRANCE] 
30 佛山 [ONLY IN CHINA] (Foshan) 
31 .hanoi [ONLY IN VIETNAM] 
32 .manilla ONLY IN PHILIPPINES] 
33 .tokyo [ONLY IN JAPAN] 
34 .seoul [ONLY IN SOUTH KOREA] 
35 .москва [ONLY IN RUSSIA] 
36 .delhi [ONLY IN INDIA] 
37 .jakarta [ONLY IN INDONESIA] 
38 .abuja [ONLY IN NIGERIA] 
39 .capetown [ONLY IN SOUTH AFRICA] 
40 .cairo [ONLY IN EGYPT] 
41 .bogota [ONLY IN COLOMBIA] 
42 .cordoba [ONLY IN ARGENTINA] 
43 .rio [ONLY IN BRAZIL] 
8 .berlin  [ONLY in Germany] 
9 .ovh  [ONLY in Germany] 
10 .london  [ONLY in UK] 
11 .nyc  [ONLY in US] 
12 .wang  [ONLY IN CHINA] 
13 .xn—ses554g (Chinese for network address) [ONLY in China] 
14 .xn—55qx5d (Chinese for company) [ONLY in China 
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[PN:  DISPLAY Q827 AND Q850 ON THE SAME SCREEN] 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)     [NEW; CODED] 
Q827 Please assume that while browsing you see a website with a domain extension (the part after the “dot”) 

that you do not recognize.  What about this unfamilar domain name extension would make it feel 
trustworthy? 

 
[MANDATORY TEXT BOX] 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q850 If you wanted more information about one of the new gTLDs, where would you go?  Please select all that 

apply. 
 
 RANDOMIZE; MULTLIPE RESPONSE 
 

1 An Internet search engine to find articles, posts or similar information 
2 An Internet encyclopedia 
3 My Internet service provider/agency that provides my internet access 
4 Other (specify) ___________________ (ANCHOR) 
5 Not sure (ANCHOR) 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q855 How well do each of the following adjectives describe new gTLDs such as .email, .photography and .club?   
 

1 
Does not describe 
at all 

2 
Does not describe 
very well 

3 
Describes 
somewhat well 

4 
Describes very 
well 

 
 RANDOMIZE; DISPLAY SCALE AT THE BOTTOM OF THE GRID 
 

1 Innovative 
2 Cutting edge 
3 Extreme 
4 Trustworthy 
5 Unconventional 
6 Practical 
7 Technical 
8 Confusing 
9 Overwhelming 
10 Useful 
11 For people like me 
12 Interesting 
13 Exciting 
14 Helpful 
15 Informative 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q865 Earlier we asked you about enforcing restrictions on who can register/purchase domains with specific 

extensions.  What level of restrictions would you expect there to be on purchasing the following new 
gTLDs?   

 
1 
No purchase 
restrictions should 
be required 

2 
Some purchase 
restrictions should 
be required 

3 
Strict purchase 
restrictions should 
be required 

 
1 .email 
2 .photography 
3 .link 
4 .guru 
5 .realtor 
6 .club 
7 .xyz 
44 .bank 
45 .pharmacy 
46 .builder 
23 .toronto [ONLY IN CANADA] 
24 quadalajara [ONLY IN MEXICO] 
25 .roma [ONLY IN ITALY] 
26 .istanbul [ONLY IN TURKEY] 
27 .madrid [ONLY IN SPAIN} 
28 .warszawa [ONLY IN POLAND] 
29 .paris [ONLY IN FRANCE] 
30 佛山 [ONLY IN CHINA] (Foshan) 
31 .hanoi [ONLY IN VIETNAM] 
32 .manilla ONLY IN PHILIPPINES] 
33 .tokyo [ONLY IN JAPAN] 
34 .seoul [ONLY IN SOUTH KOREA] 
35 .москва [ONLY IN RUSSIA] 
36 .delhi [ONLY IN INDIA] 
37 .jakarta [ONLY IN INDONESIA] 
38 .abuja [ONLY IN NIGERIA] 
39 .capetown [ONLY IN SOUTH AFRICA] 
40 .cairo [ONLY IN EGYPT] 
41 .bogota [ONLY IN COLOMBIA] 
42 .cordoba [ONLY IN ARGENTINA] 
43 .rio [ONLY IN BRAZIL] 
8 .berlin  [ONLY in Germany] 
9 .ovh  [ONLY in Germany] 
10 .london  [ONLY in UK] 
11 .nyc  [ONLY in US] 
12 .wang  [ONLY IN CHINA] 
13 .xn—ses554g (Chinese for network address) [ONLY in China] 
14 .xn—55qx5d (Chinese for company) [ONLY in China 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)     [NO TREND] 
Q910 And, how much do you trust that the restrictions on this new registration will actually be enforced? 
 [PN:  DISPLAY SCALE CODES 1-4] 
 

1 
Very low 
level of trust 

2 
Low level of 
trust 

3 
Moderate level of 
trust 

4 
High level of 
trust 

 
SECTION 900: TRUST/EXPERIENCE WITH THE DOMAIN NAME SYSTEM  
 
[PN:  DISPLAY Q901 AND Q915 ON THE SAME SCREEN] 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1) 
Q901 Now a few questions about the process for registering a domain name.  
 
 
 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q915 How much do you trust the domain name industry compared to these other industries? 
 

Q916  RANDOMIZE 
1 Internet service providers/the agency that provides my internet access 
2 Web based marketing companies 
3 E-commerce companies 
4 Software companies  
5 Computer hardware companies  

 
1 Trust much less 
2 Trust somewhat less 
3 Trust the same 
4 Trust somewhat more 
5 Trust much more 

 
BASE: TRUST OTHER INDUSTRIES MUCH/SOMEWHAT MORE (Q915/4,5 AND Q916/1-5) [NEW; CODED] 
Q917 You said that you trust the domain name industry more than (insert options rated Q915/4,5; if Q916/1 is 

to be inserted, shorten the wording to display Internet service providers). Why do you trust the domain 
name industry more than these other industries? 

 
 [MANDATORY TEXT BOX] 
 
BASE: TRUST OTHER INDUSTRIES MUCH/SOMEWHAT LESS (Q915/1,2 AND Q916/1-5) [NEW; CODED] 
Q919 You said that you trust the domain name industry less than (insert options rated Q915/1,2; if Q916/1 is to 

be inserted, shorten the wording to display Internet service providers). Why do you trust the domain 
name industry less than these other industries? 

 
 [MANDATORY TEXT BOX]  
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SECTION 1000: REACHING THE INTENDED INFORMATION SUPPLIER 
 
[PN:  DISPLAY Q1001 AND Q1000 ON THE SAME SCREEN] 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1 ) 
Q1001 Now please think about how you use the internet and the process you use to locate websites you may 
want to visit. 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q1000 Which devices do you use to access the Internet? Please select all that apply. 
 
 MULTIPLE RESPONSE 
 

1 Desktop computer 
2 Laptop computer 
3 Tablet 
4 Smartphone 
5 Other (specify)  
 

BASE: ALL QUALIFIED RESPONDENTS (Q99/1)       [TREND] 
Q1005 What is your experience with URL shorteners?  URL shortening is an Internet technique in which a URL 

may be made substantially shorter in length and still direct to the required page. For example, the 
url http://www.doctorswithoutborders.org/support-us/corporate-support could be shortened 
to http://bit.ly/1Um526Q. 

 
1 I have never heard of them or used them 
2 I have heard of them but never used them 
3 I use them, but not frequently 
4 I use them frequently 
 

BASE: NOT USED URL SHORTENERS (Q1005/1-2)       [TREND] 
Q1010 Why haven’t you used URL shorteners?  
 
 RANDOMIZE 
 MULTIPLE RESPONSE 
 

1 I have never heard of them 
2 Confused about which website I’m going to  
3 Never needed to 
4 Don’t like them 
5 Don’t trust them 
6 Other (specify) (ANCHOR) 

 
BASE: HAVE USED URL SHORTENERS (Q1005/3-4)       [TREND] 
Q1015 Why do you use URL shorteners? 
 
 RANDOMIZE 
 MULTIPLE RESPONSE 
 

1 They are convenient 
2 They save me time 
3 It’s the latest thing 
4 Other (specify) ANCHOR 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)       [TREND] 
Q1020 What is your experience with QR codes?  A QR code consists of black modules (square dots) arranged in a 

square grid on a white background, which can be read by an imaging device (such as a camera).   Reading 
the QR code with your Smartphone takes you to a website or ad for more information. Here is an 
example—this is a QR code for http://www.doctorswithoutborders.org/support-us/corporate-support 

 

 
 

1 I have never heard of them or used them 
2 I have heard of them but never used them 
3 I use them, but not frequently 
4 I use them frequently 
 

BASE: NOT USED QR CODES (Q1020/1-2)       [TREND] 
Q1025 Why haven’t you used QR codes?  
 
 RANDOMIZE 
 MULTIPLE RESPONSE 
 

1 I have never heard of them or seen them 
2 Never needed to 
3 Don’t like them 
4 Don’t trust them 
5 Other (specify) (ANCHOR) 

 
BASE: HAVE USED QR CODES (Q1020/3-4)       [TREND] 
Q1030 Why do you use QR codes? 
 
 RANDOMIZE 
 MULTIPLE RESPONSE 
 

1 They are convenient 
2 They save me time 
3 It’s the latest thing 
4 Other (specify) (ANCHOR) 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)       [TREND] 
Q1050 In general, what is your preferred way of finding websites now? 
 
 RANDOMIZE 
 

1 Use a search engine  
2 Type the domain name directly into my browser and see if it comes up 
3 Use an app instead of going to websites themselves 
4 Use a QR code 
5 Other (specify) _________________[ANCHOR] 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NO TREND] 
Q1036 Please think about looking for information about a topic on the internet. Which of these is the safest, 

which is the fastest, and which is the easiest way to navigate to a website that may have the information 
you are looking for?  

 
 RANDOMIZE 
 SINGLE RESPONSE 
 [PN:  MAKE SAFEST, FASTEST AND EASIEST THE COLUMNS; ALLOW ONE RESPONSE PER COLUMN] 
 

1 Using an app  instead of going to the website itself—for example, an app provided by an airline 
or a bank 

2 Accessing via a QR code 
3 Typing the domain name into a browser 
4 Finding via an Internet search engine 
5 Accessing via a bookmark 
6 Not sure (ANCHOR) 

 
1 Safest 
2 Fastest 
3 Easiest 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW] 
Q1055 Now think about buying things over the internet.  Which of these are the fastest, easiest and safest way to 

get to the website you want to buy from?  
 
 RANDOMIZE 
 SINGLE RESPONSE 
 [PN:  MAKE SAFEST, FASTEST AND EASIEST THE COLUMNS; ALLOW ONE RESPONSE PER COLUMN] 
 

1 Using an app instead of going to a website—for example, an app provided by an airline or a bank 
2 Accessing via a QR code 
3 Typing the domain name into a browser 
4 Finding via an Internet search engine 
5 Accessing via a bookmark 
6 Not sure (ANCHOR) 

 
1 Safest 
2 Fastest 
3 Easiest 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW] 
Q1060 Lastly, think about a website you go to regularly and where you will access your personal information, like 

banking or healthcare information?  Which of these is the safest, which is the easiest, and which is the 
fastest method? 

 
 RANDOMIZE 
 SINGLE RESPONSE 
 [PN:  MAKE SAFEST, FASTEST AND EASIEST THE COLUMNS; ALLOW ONE RESPONSE PER COLUMN] 
 

1 Using an app provided by the website owner—for example, an app provided by an airline or a 
bank 

2 Accessing via a QR code 
3 Typing the domain name into a browser 
4 Finding via an Internet search engine 
5 Accessing via a bookmark 
6 Not sure (ANCHOR) 

 
1 Safest 
2 Fastest 
3 Easiest 

 
 
 
 
 
SECTION 1100:  ABUSIVE BEHAVIOR / CYBER CRIME 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW] 
Q1140 Overall, how comfortable are you with each of the following online behaviors? 
 
 Q1141 

1 Searching for information 
2 Using social media to talk about your activities or family 
3 Shopping online 
4 Banking online 
5 Accessing medical information online 

 
1 Not at all comfortable 
2 Not very comfortable 
3 Somewhat comfortable 
4 Very comfortable 
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BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NEW] 
Q1145 [FOR ALL COUNTRIES OTHER THAN US]:  Please think about three websites.  One has a .com domain 

extension, one has a [INSERT APPROPRIATE COUNTRY EXTENTION] and one has one of the new gTLDs like 
.club or .bank?  How comfortable would you be doing each of these activities on each website? 

 
 [FOR US ONLY}:  Please think about two websites.  One has a .com domain extension and one has one of 

the new gTLDs like .club or .bank.  How comfortable would you be doing each of these activities on each 
website? 

 
 [PN:  SHOW EACH ACTIVITI ON A SEPARATE SCREEN WITH A GRID THAT HAS .COM, APPROPRIATE 

COUNTRY EXTENSION (SEE LIST BELOW) AND NEW gTLDs LIKE .CLUB OR .BANK AS THE THREE ROWS AND 
NOT AT ALL COMFORTABLE, NOT VERY COMFORTABLE, SOMEWHAT COMFORTABLE AND VERY 
COMFORTABLE AS THE COLUMNS.] 

 
 

COUNTRY TLD 
China .cn 
Vietnam .vn 
Philippines .ph 
Japan .jp 
South Korea .kr 
Russia .ru 
India .in 
Indonesia .id 
Nigeria .ng 
South Africa .za 
Egypt eg 
Colombia .co 
Argentina ar 
Brazil .br 
Italy .it 
Turkey .tr 
Spain .es 
Poland .pl 
United Kingdom .uk 
France .fr 
Germany .de 
United States .com 
Canada .ca 
Mexico .mx 

 
Q1146 

1 Inputting your email address 
2 Inputting your home address  
3 Inputting your telephone number  
4 Inputting financial information (like a credit card or bank account number) 
5 Inputting an ID number like a social security number, passport or government ID number 
6 Inputting healthcare information, like inputting a list of prescription drugs you use, or your 

medical history 
 

1 Not at all comfortable 
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2 Not very comfortable 
3 Somewhat comfortable 
4 Very comfortable 

 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [NO TREND] 
Q1100a How would you describe your familiarity with each of the following abusive internet behaviors? 
 RANDOMIZE 

1 Phishing -  The attempt to acquire sensitive information such as usernames, passwords, 
and credit card details by masquerading as a trustworthy entity in electronic communication. 

2 Spamming - The use of electronic messaging systems to send unsolicited messages. 
3 Cyber squatting – Registering or using a domain name with bad faith intent to profit from the 

goodwill of a trademark belonging to someone else.  
4 Stolen credentials – When hackers steal personal information stored online such as usernames, 

passwords, social security numbers, credit cards numbers, etc. 
5 Malware – Short for “malicious software”, used to disrupt computer operations, gather sensitive 

information or gain access to private computer systems. 
 

1 Never heard of  
2 Just know the name 
3 Somewhat familiar 
4 Very familiar 
5 Extremely familiar 

 
BASE:  FAMILIAR WITH ABUSIVE INTERNET BEHAVIOR (Q1100/1-5 AND Q1101/3-5) [NO TREND] 
Q1105 What do you think are the source(s) for each type of abusive Internet behavior? 
 
 [ONLY DISPLAY THE BEHAVIORS FAMILIAR WITH IN Q1100/1-5 AND Q1101/3-5] 
 [RANDOMIZE IN SAME ORDER AS Q1100a] 
 Q1106 

1 Phishing 
2 Spamming 
3 Cyber squatting 
4 Stolen credentials 
5 Malware 

 
MULTIPLE RESPONSE 
1 Individuals from my country 
2 Individuals from outside my country 
3 Organized groups from within my country 
4 Organized groups from outside my country 
5 Don’t know [EXCLUSIVE] 

 
BASE: FAMILIAR WITH ABUSIVE INTERNET BEHAVIOR (Q1100/1-5 AND Q1101/3-5) [NO TREND] 
Q1115 How common do you feel each type of abusive Internet behavior is? 
 
  
 [ONLY DISPLAY THE BEHAVIORS FAMILIAR WITH IN Q1100/1-5 AND Q1101/3-5] 
 [RANDOMIZE IN SAME ORDER AS Q1100a] 
 Q1117 

1 Phishing 
2 Spamming 
3 Cyber squatting 
4 Stolen credentials 
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5 Malware 
 

1 Not at all common 
2 Not very common 
3 Somewhat common 
4 Very common 
5 Don’t know 

BASE: FAMILIAR WITH ABUSIVE INTERNET BEHAVIOR (q1100/1-5 and Q1101/3-5) [NO TREND] 
Q1120 Have you ever been affected by any of these types of abusive Internet behaviors? 
 
  [ONLY DISPLAY THE BEHAVIORS FAMILIAR WITH IN Q1100/1-5 AND Q1101/3-5] 
 [RANDOMIZE IN SAME ORDER AS Q1100a] 
 
 Q1121 

1 Yes 
2 No 
3 Not sure 

 
1 Phishing 
2 Spamming 
3 Cyber squatting 
4 Stolen credentials 
5 Malware 

 
BASE: FAMILIAR WITH ABUSIVE INTERNET BEHAVIOR (Q1100/1-5 AND Q1101/3-5) [NO TREND] 
Q1125 How scared are you of each of the following?   
 
 

 
 [ONLY DISPLAY THE BEHAVIORS FAMILIAR WITH IN Q1100/1-5 AND Q1101/3-5] 
 [RANDOMIZE IN SAME ORDER AS Q1100a] 

 
 

1 Phishing 
2 Spamming 
3 Cyber squatting 
4 Stolen credentials 
5 Malware 

 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)      [TREND] 
Q1130 What measures have you taken, if any, to avoid being affected by any of these types of abusive Internet 

behaviors?  Please select all that apply. 
 

RANDOMIZE 
MULTIPLE RESPONSE 
 

 Q1131 
1 Phishing 
2 Spamming 
3 Cyber squatting 
4 Stolen credentials 
5 Malware 

1 
Not at all 
scared 

2 
Not very scared 

3 
Somewhat scared 

4 
Very 
scared 
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1 Changed my Internet habits 
2 Stopped making purchases online 
3 Purchased antivirus software for my computer 
4 Purchased an identity protection plan 
5 Other (ANCHOR) 
6 None (ANCHOR) (EXCLUSIVE) 
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[LOOP Q1135 FOR EACH Q1131 AND Q1130/5] 
BASE: OTHER MEASURES TAKEN (Q1131/1-5 AND Q1130/5)    [TREND] 
Q1135 What other measures to avoid being affected by [INSERT Q1131 WHERE Q1130/5] have you taken? 
 

INSERT TEXT BOX 
 
BASE: ALL QUALIFIED RESPONDENTS (Q99/1)     [NO TREND] 
Q775 If you felt a website was being run improperly (for example, appears to be conducting illegal activity, 

appears to be a fake, etc.), who would you complain to?  Please select all that apply. 
 
 MULTIPLE RESPONSE 
 RANDOMIZE 
 

 
1 Contact the website owner/operator 
5 Local police 
6 Interpol 
7 ICANN 
8 Private security companies 
9 Consumer protection agency 
10 (US ONLY) FBI 
11 (US ONLY) Intelligence agency like the CIA or NSA 
12 (NON US ONLY) Federal police 
13 (NON US ONLY) National law enforcement 
14 (NON US ONLY) A national intelligence agency 
15 Don’t know [EXCLUSIVE] 
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SECTION 7:  DEMOGRAPHIC QUESTIONS 
 
 

BASE: ALL RESPONDENTS 
Q308 [HIDDEN QUESTION - MANDATORY QUESTION SELECTION.] 

 [MULTIPLE RESPONSE] 
[Need education, income, ethnicity and employment for all countries.] 
[PN: IF ONLINE SURVEY, AGE 18+ (Q280/18+) AND US (Q264/244)PICK CODES 1, 3, 6, 8-13. IF HPOL 
SAMPLE GET CODES 15 AND 16 ALSO.  IF ONLINE SURVEY, AGE 18+ (Q280/18+)  AND NON_US 
(Q264/NE244)PICK CODES 1, 6, 8-11. IF HPOL SAMPLE GET CODES 15 AND 16 ALSO, IF ONLINE SURVEY, 
AGES 15-17 (Q280/15-) 17) AND US (Q264/244) PICK CODES 1, 3, 9-10, 12-13], IF ONLINE SURVEY, AGES 
15-17 (Q280/15-) 17) AND NON US (Q264/NE244) PICK CODE 1] 
 
01 GEOGRAPHICAL REGION (STATE/PROVINCE/REGION) (Q318) 
03 ZIP/POSTAL CODE (Q326) [PN: Do not ask for any countries other than US.] 
05 INTERNET USAGE (Q350) 
06 SINGLE EMPLOYMENT (Q398, Q404, Q410) [PN: Do not ask for Vietnam and Philppines.] 
08 EDUCATION (Q434-Q437) 
09 SCHOOL LOCATION (Q440) 
10 PARENTAL EDUCATION (Q444, Q446) 
11 INCOME (Q450-Q466) 
12 HISPANIC ORIGIN (Q474) 
13 ETHNICITY (Q478-Q485) 
15 SWEEPSTAKES (Q510-512,  Q354, Q514) 
16 SURVEY EVALUATION (Q516, Q518,Q522) 
97 NONE    E; 

 
BASE: ALL RESPONDENTS 
Q310 [HIDDEN QUESTION – OPTIONAL QUESTION SELECTION.] 
 [PN: IF AGES 18+ (Q280/18+) GET CODE 1 ONLY; IF AGES 15-17 (Q280/15-17) GET ONLY Q368 AND Q372 

FROM CODE 1] 
[MULTIPLE RESPONSE] 
 [DO NOT ASK Q364 FOR Q264/174 NIGERIA] 
1 OPTIONAL BATCH 1 – HOUSEHOLD QUESTIONS (Q364(MARITAL STATUS), Q368 (# IN HH), Q372 

(# OF CHILDREN IN HH)) 
2 OPTIONAL BATCH 2 – HOUSEHOLD QUESTIONS AND YEAR OF BIRTH OF CHILDREN  

(Q364(MARITAL STATUS), Q368(# IN HH), Q372  (# OF CHILDREN IN HH), Q376-Q381(AGE OF 
CHILDREN IN HH)) 

3 PLACEHOLDER 
4 OPTIONAL BATCH 4 – EMPLOYMENT AND INVESTABLE ASSETS QUESTIONS (Q424(INDUSTRY),, 

Q428(PROFESSION), Q470(INVESTABLE ASSETS)) 
5 OPTIONAL BATCH 5 – SEXUAL ORIENTATION QUESTIONS (Q498, Q500, Q504) 
6 OPTIONAL BATCH 6 -  INTERNET CONNECTION (Q336-Q346) 
7 OPTIONAL BATCH 7 - LANGUAGE FOR WEIGHTING (Q492) 
8 OPTIONAL BATCH 8 - HOUSEHOLD TELEPHONES (Q358, Q360) 
9 OPTIONAL BATCH 9 - SOCIAL CLASS (Q414, Q417, Q421) 
10 OPTIONAL BATCH 10 - SPOKEN HH LANGUAGE (Q488-Q490) 
99 NO OPTIONAL QUESTIONS E; 
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BASE:    US AGE 15-17 (Q264/244 AND Q280/15-17) 
QTEENINTUSE       Overall, how often do you use the Internet? 
 

1              Almost constantly 
2              Several times a day 
3              About once a day 
4              Several times a week 
5              Once a week 
6              Less often 

 
Custom Demos 
 
BASE: ALL ARGENTINA RESPONDENTS (Q264/10)  
QARREG   In which region do you currently reside? 
 
[PROGRAMMER: ALPHABETIZE LIST.] 
 

1 Buenos Aires 
2 Buenos Aires Province (including Gran Buenos Aires) 
3 Santa Fe 
4 Cordoba 
5 Patagonia 
6 Other [ANCHOR] 

 
BASE: ALL SOUTH KOREA RESPONDENTS 18 OR OLDER (Q264/214 AND Q280/18+) 
QKRINC  Which of the following income categories best describes your total [INSERT LAST YEAR] 
<U>household</U> income before taxes? <BR><BR> 

  
  1 Less than 10,000,000 Won 
  2 10,000,000 to 20,999,999 Won 
  3 21,000,000 to 29,999,999 Won 
  4 30,000,000 to 44,999,999 Won 
  5 45,000,000 to 74,999,999 Won 
  6 75,000,000 or more Won 
  7 Decline to answer 

 
BASE: ALL SOUTH KOREA RESPONDENTS 18 OR OLDER (Q264/214 AND Q280/18+) 
QKRBUY In the past 12 months, did you purchase any products or services over the Internet? 
 
 1 Yes  
 2 No 
 
BASE: ALL SOUTH KOREA RESPONDENTS (Q264/214) 
QKRREG1 In which region do you currently reside? 
 
[PROGRAMMER:  DISPLAY IN 2 COLUMNS GOING DOWN; ALPHABETIZE LIST.] 
 

 1 Seoul 
 2 Busan 
 3 Gyeonggi-do 
 4 Ulsan 
 5 Daejeon 
 6 Gwangjiu 
 7 Incheon 
 8 Daegu 
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 9 Jeju-do 
 10 Chungcheongbuk-do 
 11 Gangwon-do 
 12 Chungcheongnam-do 
 13 Jeollabuk-do 
 14 Jeollanam-do 
 15 Gyeongsangnam-do 
 16 Gyeongsangbuk-do 

 
BASE: ALL SOUTH KOREA RESPONDENTS (Q264/214) 
QKRREG2 HIDDEN QUESTION FOR WEIGHTING – REGION CLASSIFICATION 
 
[PROGRAMMER:  IF QKRREG1/1 GET CODE 1.  IF QKRREG1/2 GET CODE 2.  IF QKRREG1/3 GET CODE 3.  IF 
QKRREG1/4-8 GET CODE 4.  IF QKRREG1/9-16 GET CODE 5.] 
 

1 Seoul  
2 Busan  
3 Gyeonggi-do  
4 All other metropolitan cities 
5 All other provinces (do) 

 
 
BASE: ALL INDIA RESPONDENTS 18 OR OLDER (Q264/116 AND Q280/18+)  
QINED What is the highest level of education/literacy you have completed/obtained or the highest degree you 
have received? 
 

1 No education 
2 Less than primary 
3 Primary but less than middle 
4 Middle but less than matric 
5 Matric but less than graduate 
6 Graduate or above 

 
BASE: ALL INDIA RESPONDENTS 18 OR OLDER (Q264/116 AND Q280/18+)  
QININC2  Which of the following income categories best describes your total [INSERT LAST YEAR] 
<U>household</U> income before taxes? <BR><BR> 
 

1 Less than 120,000 rupees 
2 120,000 rupees or more 
3 Decline to answer 

 
BASE: ALL INDIA RESPONDENTS 18 OR OLDER (Q264/116 AND Q280/18+)  
QINSUB    Which of the following best describes the area in which you live? 
 

1 Metro 
2 Non-metro 

 
BASE: ALL INDIA RESPONDENTS 18 OR OLDER (Q264/116 AND Q280/18+)  
QINBUY  In the past month, did you purchase any products or services over the Internet? 
 
 1 Yes  
 2 No 
 
BASE: ALL INDIA RESPONDENTS (Q264/116)  
QINREG1   In which division do you currently reside? 
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[PROGRAMMER:  DISPLAY IN 3 COLUMNS GOING DOWN; ALPHABETIZE LIST.] 
 

1 Uttar Pradesh 
2 Maharashtra 
3 Bihar 
4 West Bengal 
5 Andhra Pradesh 
6 Tamil Nadu 
7 Madhya Pradesh 
8 Rajasthan 
9 Karnataka 
10 Gujarat 
11 Orissa 
12 Kerala 
13 Assam 
14 Punjab 
15 Haryana 
16 Jharkhand 
17 Chhattisgarh 
18 Jammu and Kashmir 
19 Uttaranchal 
20 Himachal Pradesh 
21 Tripura 
22 Manipur 
23 Meghalaya 
24 Nagaland 
25 Goa 
26 Arunachal Pradesh 
27 Mizoram 
28 Sikkim 
29 Delhi 
30 Pondicherry 
31 Chandigarh 
32 Andaman and Nicobar Islands 
33 Dadra and Nagar Haveli 
34 Daman and Diu 
35 Lakshadweep 

 
BASE: ALL INDIA RESPONDENTS (Q264/116)  
QINREG2 HIDDEN QUESTION FOR WEIGHTING – STATE SIZE CLASSIFICATION 
 
[PROGRAMMER:  IF QINREG1/1-15 GET CODE 1.  IF QINREG1/16-28 GET CODE 2.  IF QINREG1/29-35 GET CODE 3.] 
 

1 Bigger State 
2 Smaller State 
3 Union Territories 

 
 
BASE: ALL INDONESIA RESPONDENTS (Q264/117)  
Q1500   In which province do you currently reside? 
 
[PROGRAMMER:  DISPLAY IN 3 COLUMNS GOING DOWN; ALPHABETIZE LIST.] 
 

1 Irian Jaya Barat 
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2 Papua 
3 Banten 
4 Jakarta Raya 
5 Jawa Barat 
6 Jawa Tengah 
7 Jawa Timur 
8 Yogyakarta 
9 Kalimantan Barat 
10 Kalimantan Selatan 
11 Kalimantan Tengah 
12 Kalimantan Timur 
13 Maluku 
14 Maluku Utara 
15 Bali 
16 Nusa Tenggara Barat 
17 Nusa Tenggara Timur 
18 Gorontalo 
19 Sulawesi Barat 
20 Sulawesi Selatan 
21 Sulawesi Tengah 
22 Sulawesi Tenggara 
23 Sulawesi Utara 
24 Aceh 
25 Bangka-Belitung 
26 Bengkulu 
27 Jambi 
28 Kepulauan Riau 
29 Lampung 
30 Riau 
31 Sumatera Barat 
32 Sumatera Selatan 
33 Sumatera Utara 

 
BASE: ALL INDONESIA RESPONDENTS (Q264/117)  
Q1502 HIDDEN QUESTION FOR WEIGHTING – REGION CLASSIFICATION 
 
[PROGRAMMER:  IF Q1500/1-2 GET CODE 1.  IF Q1500/3-8 GET CODE 2.  IF Q1500/9-12 GET CODE 3.  IF Q1500/13-
14 GET CODE 4.  IF Q1500/15-17 GET CODE 5.  IF Q1500/18-23 GET CODE 6.  IF Q1500/24-33 GET CODE 7.] 
 

1 Irian Jaya 
2 Jawa 
3 Kalimantan 
4 Maluku 
5 Nusa Tenggara 
6 Sulawesi 
7 Sumatera 

 
BASE: ALL NIGERIA RESPONDENTS 18 OR OLDER (Q264/174 AND Q280/18+)  
Q1580 What is your marital status? 
 

1 Single, never married 
2 Married (monogamous or polygamous) 
3 Divorced  
4 Separated 
5 Widowed 
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6 Loosely coupled 
 
 
BASE: ALL NIGERIA RESPONDENTS (Q264/174)  
Q1503 In which state do you currently reside? 
 
[PROGRAMMER:  DISPLAY IN 3 COLUMNS GOING DOWN; ALPHABETIZE LIST.] 
 

1 Lagos State 
2 Ogun State 
3 Oyo State 
4 Osun State 
5 Kogi State 
6 Kwara State 
7 Delta State 
8 Ondo State 
9 Edo State 
10 Ekiti State 
11 Anambra State 
12 Abia State 
13 Enugu State 
14 Ebonyi State 
15 Rivers State 
16 Akwa Ibom State 
17 Imo State 
18 Cross River State 
19 Bayelsa State 
20 Borno State 
21 Adamawa State 
22 Taraba State 
23 Yobe State 
24 Kano State 
25 Jigawa State 
26 Bauchi State 
27 Gombe State 
28 Kaduna State 
29 Katsina State 
30 Sokoto State 
31 Kebbi State 
32 Zamfara State 
33 Benue State 
34 Niger State 
35 Plateau State 
36 Nassarawa State 
37 Abuja Federal Capital Territory 

 
BASE: ALL NIGERIA RESPONDENTS (Q264/174)  
Q1504HIDDEN QUESTION FOR WEIGHTING – STATE CLASSIFICATION 
 
[PROGRAMMER:  IF Q1503/1-2 GET CODE 1.  IF Q1503/3-6 GET CODE 2.  IF Q1503/7-10 GET CODE 3.  IF Q1503/11-
14 GET CODE 4.  IF Q1503/15-19 GET CODE 5.  IF Q1503/20-23 GET CODE 6.  IF Q1503/24-27 GET CODE 7.  IF 
Q1503/28-32 GET CODE 8.  IF Q1503/33-37 GET CODE 9.] 
 

1 Postal Code Region 1 
2 Postal Code Region 2 
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3 Postal Code Region 3 
4 Postal Code Region 4 
5 Postal Code Region 5 
6 Postal Code Region 6 
7 Postal Code Region 7 
8 Postal Code Region 8 
9 Postal Code Region 9 

 
 
BASE: ALL NIGERIA RESPONDENTS 18 OR OLDER (Q264/174 AND Q280/18+ )  
Q1585 Do you consider yourself…?<BR><BR> 
 

1 Hausa 
2 Yoruba 
3 Igbo/Ibo 
4 Fulanji 
5 Other 
9 Decline to answer 

 
BASE: ALL EGYPT RESPONDENTS (Q264/66) 
Q1505 In which governorate do you currently reside? 
 
[PROGRAMMER:  DISPLAY IN 2 COLUMNS GOING DOWN; ALPHABETIZE LIST] 
 

1 Ad Daqahlīyah 
2 Al Buhayrah 
3 Al Gharbīyah 
4 Al Ismā`īlīyah 
5 Kafr ash Shaykh 
6 Dumyāt 
7 Al Qalyūbīyah 
8 Ash Sharqīyah 
9 Al Minūfīyah 
10 Al Qāhirah 
11 Al Iskandarīyah 
12 Būr Sa`īd 
13 Al Uqsur 
14 As Suways 
15 Aswān 
16 Asyūt 
17 Al Minyā 
18 Sūhāj 
19 Qinā 
20 Al Fayyūm 
21 Al Jīzah 
22 Banī Suwayf 
23 Janūb Sīnā' 
24 Matrūh 
25 Shamal Sīnā' 
26 Al Wādī al Jadīd 
27 Al Bahr al Ahmar 

 
BASE: ALL EGYPT RESPONDENTS (Q264/66) 
Q1506 HIDDEN QUESTION FOR WEIGHTING – REGION CLASSIFICATION 
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[PROGRAMMER:  IF Q1505/1-9 GET CODE 1.  IF Q1505/10-14 GET CODE 2.  IF Q1505/15-22 GET CODE 3.  IF 
Q1500/23-27 GET CODE 4.] 
 

1 Lower 
2 City 
3 Upper 
4 Desert 

 
BASE:  ALL COLOMBIA RESPONDENTS 18 OR OLDER (Q264/51 AND Q280/18+) 
Q4005   Which of the following income categories best describes your total 2015 household income before taxes? 
 
01 Menos de $ 6,000.000 pesos colombianos 
02 $ 6.001.000 a $ 12.000.000 pesos colombianos 
03 $ 12.001.000 a $ 18.000.000 pesos colombianos 
04 $ 18.001.000 a $ 24.000.000 pesos colombianos 
05 $ 24.001.000 a $ 30.000.000 pesos colombianos 
06 $ 30.001.000 a $ 36.000.000 pesos colombianos 
07 $ 36.001.000 a $ 60.000.000 pesos colombianos 
08 $ 60.001.000 a $ 84.000.000 pesos colombianos 
09 $ 84.001.000 o mas pesos colombianos 
99              Decline to answer 
 
BASE:  ALL COLOMBIAN RESPONDENTS (Q264/51) 
QCOREG2     In which region do you live? 
 

1 Central 
2 Bogota 
3 Pacifico Norte 
4 Eje Cafetero 
5 Andina Norte 
6 Andina Sur 
7 Pacifico Sur 
8 Caribe 
9 Orinoquia 
10 Amazonia 

 
 
BASE:  ALL VIETNAM RESPONDENTS 18 OR OLDER (Q264/249 AND Q280/18+) 
Q4010 What is your current education level?   
No schooling    01 

Some Kindergarten school    02 

Complete Kindergarten school    03 

Some Primary school (Grades 1-5)     04 

Complete Primary school (Grades 1-5)     05 

Some Lower Secondary school (Grades 6-9)    06 

Complete Lower Secondary school (Grades 6-9)    07 

Some Upper Secondary school (Grades 10-12)    08 

Complete Upper Secondary  school (Grades 10-12)    09 

Some Professional Secondary school - Primary level    10 
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Complete Professional Secondary school - Primary level    11 

Some Professional Secondary school - Intermediate level    12 

Complete Professional Secondary school - Intermediate level    13 

Some College    14 

Complete College    15 

Some University    16 

Complete University    17 

Some Post graduate degree    18 

Complete Post graduate degree    19 

Don’t’ Know/ REFUSED  99 

 
BASE:  ALL VIETNAM RESPONDENTS 18 OR OLDER (Q264/249 AND Q280/18+) 
Q4015 What is your current occupation?   
GOVERNMENT EMPLOYEE (THE GOVERNMENT'S ORGINIZATIONS OR STATE-OWN COMPANIES)    01 

Senior government official     02 

Middle government official    03 

Low government official    04 

Production Worker    05 

NON-STATE SECTOR EMPLOYEE    06 

Top level management    07 

Middle management    08 

Low manager    09 

Executive/Officer    10 

Production Worker    11 

EMPLOYER (owners of companies/business establishments having 'employees' on a continuous basis)    12 

Owner of a company/agency/farm (10 workers or higher)    13 

Owner of a company/agency/farm (1- 9 workers)    14 

OWN-ACCOUNT WORKER    15 

Investor (real estate, stock,…)    16 

Store owner/ individual establishment owner (not having "employees" on a continuous basis)    17 

Farmer, logger, fisherman (agriculture, forestry and fishing)    18 

Other self-employment (professional, freelancer, own-account driver, vendor, hawker,...)    19 

PART-TIME/UNPAID FAMILY WORKER/ UNEMPLOYED    20 

Student/ Apprentice    21 

Housewife/househusband    22 
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Retired    23 

Family workers    24 

Unemployed    25 

OTHERS (UNCLASSIFIABLE BY STATUS)    26 

Don’t Know/ REFUSED  99 

 
BASE:  ALL VIETNAM RESPONDENTS 18 OR OLDER (Q264/249 AND Q280/18+) 
Q4020 What is your approximate net HOUSEHOLD monthly income from all income sources after tax, based on 
following scale? 
 
You don't have to be exact, just indicate the approximate amount based on this list. 
 
 Q24a Q24b Q24c Q24d 
 Household 

Income  
Household 

Expenditure  
Personal 
Income  

Personal 
Expenditure  

150,000,000 VND or higher    01 01 01 01 

75,000,000- 149,999,999 VND    02 02 02 02 

45,000,000- 74,999,999 VND    03 03 03 03 

30,000,000- 44,999,999 VND    04 04 04 04 

15,000,000- 29,999,999 VND    05 05 05 05 

7,500,000- 14,999,999 VND    06 06 06 06 

4,500,000- 7,499,999 VND    07 07 07 07 

3,000,000- 4,499,999 VND    08 08 08 08 

1,500,000- 2,999,999 VND    09 09 09 09 

1- 1,499,999 VND    10 10 10 10 

No income/ expenditure    11 11 11 11 

Don’t Know/NA    12 12 12 12 

 
BASE:  ALL VIETNAM RESPONDENTS 18 OR OLDER (Q264/249 AND Q280/18+) 
Q4025   BTS 
RECORD SEC (SOCIO ECONOMIC CLASSIFICATION)  
PLEASE MATCH MONTHLY HOUSEHOLD INCOME FROM Q4020 TO THE APPROPRIATE HOUSEHOLD INCOME 
BAND.  
  

Code 

Class A5 (150,000,000+)    01 

Class A4 (75,000,000 - 149,999,999)    02 

Class A3 (45,000,000 - 74,999,999)    03 

Class A2 (30,000,000 - 44,999,999)    04 

Class A1 (15,000,000 - 29,999,999)    05 

Class B (7,500,000 - 14,999,999)    06 
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Class C (4,500,000 - 7,499,999)    07 

Class D (3,000,000 - 4,499,000)    08 

Class E (1,500,000 - 2,999,999)    09 

Class F (1 - 1,499,999)    10 

 
BASE:  ALL VIETNAM RESPONDENTS (Q264/249) 
Q4027   In what region do you live? 

1 North East 
2 Red River Delta 
3 North Central Coast 
4 South Central Coast 
5 Central Highlands 
6 South East 
7 Mekong River Delta 

8 North West 
 
 
 
BASE:  ALL PHILIPPINES RESPONDENTS 18 OR OLDER (Q264/187 AND Q280/18+) 
Q4030 What is your highest educational attainment? 
No schooling...................................................................................................................................................  01 
Some elementary ...........................................................................................................................................  02 
Complete elementary ....................................................................................................................................  03 
Some high school ...........................................................................................................................................  04 
Completed high school ..................................................................................................................................  05 
Some vocational .............................................................................................................................................  06 
Completed Vocational....................................................................................................................................  07 
Some college ..................................................................................................................................................  08 
Completed college/ Has degree .....................................................................................................................  09 
Some post graduate degree ...........................................................................................................................  10 
Completed post graduate degree ..................................................................................................................  11 
Not know/Refused .........................................................................................................................................  12 
 
BASE:  ALL PHILIPPINES RESPONDENTS 18 OR OLDER (Q264/187 AND Q280/18+) 
Q4035 At the present time, what is your occupation? 
 
 
Professional, technical and kindred workers    ............................................................................................... 01 
Farmers and farm managers    ........................................................................................................................ 02 
Manager, officials and proprietors except farm    .......................................................................................... 03 
Clerical and kindred workers    ........................................................................................................................ 04 
Sales workers    ............................................................................................................................................... 05 
Craftsmen, foremen and kindred workers    ................................................................................................... 06 
Service workers except private household workers    .................................................................................... 07 
Private household workers    .......................................................................................................................... 08 
Laborers    ....................................................................................................................................................... 09 
Not gainfully employed  .................................................................................................................................. 10 
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Housewife    .................................................................................................................................................... 11 
Student    ......................................................................................................................................................... 12 
Refused    ........................................................................................................................................................ 13 
Pensioner    ..................................................................................................................................................... 14 
Others ............................................................................................................................................................. 15 
 
BASE:  ALL PHILIPPINES RESPONDENTS (Q264/187) 
Q4036 Please select the area in which you live? 

1 National Capital Region 

2 Cordillera Administrative Region 
3 Ilocos (Region I) 
4 Cagayan Valley (Region II) 
5 Central Luzon (Region III) 
6 Southern Tagalog (Region IV) 
7 Bicol (Region V) 
8 Western Visayas (Region VI) 
9 Central Visayas (Region VII) 
10 Eastern Visayas (Region VIII) 
11 Western Mindanao (Region IX) 
12 Northern Mindanao (Region X) 
13 Southern Mindanao (Region XI) 
14 Central Mindanao (Region XII) 
15 Autonomous Region in Muslim Mindanao 
16 Caraga 

 
BASE;  ALL BRAZIL RESPONDENTS AND 21+ years of age (Q264/33 AND Q280/21+) 
Q1507      What is the highest level of education you have completed or the highest degree you have received? 
 

1          Nenhum  
2          Alfabetização 
3          Fundamental incompleto - fundamental I (1a. série a 4a.)  
4          Fundamental incompleto - fundamental II (6a. série a 8a. série)  
5          Fundamental completo  
6          Ensino Médio  
7          Superior 
8          Pós-graduação (Mestrado, Doutorado ou Pós-doutorado) 

 
BASE;  ALL BRAZIL RESPONDENTS (Q264/33) 
QBRREG1 In which state do you currently reside? 
 
[PROGRAMMER:  DISPLAY IN 2 COLUMNS GOING DOWN; ALPHABETIZE LIST] 
 

 1 Distrito Federal 
 2 Goiás 
 3 Mato Grosso 
 4 Mato Grosso do Sul 
 5 Acre 
 6 Amapá 
 7 Amazonas 
 8 Pará 
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 9 Rondônia 
 10 Roraima 
 11 Tocantins 
 12 Alagoas 
 13 Bahia 
 14 Ceará 
 15 Maranhão 
 16 Paraíba 
 17 Pernambuco 
 18 Piauí 
 19 Rio Grande do Norte 
 20 Sergipe 
 21 Paraná 
 22 Rio Grande do Sul 
 23 Santa Catarina 
 24 Espírito Santo 
 25 Minas Gerais 
 26 Rio de Janeiro 
 27 São Paulo 

 
BASE;  ALL BRAZIL RESPONDENTS (Q264/33) 
QBRREG2 HIDDEN QUESTION FOR WEIGHTING – REGION CLASSIFICATION 
 
[PROGRAMMER:  IF QBRREG1/1-4 GET CODE 1.  IF QBRREG1 /5-11 GET CODE 2.  IF QBRREG1 /12-20 GET CODE 3.  
IF QBRREG1/21-23 GET CODE 4.  IF QBRREG1/24-27 GET CODE 5.] 
 

1 Center-west  
2 North  
3 North-east 
4 South 
5 South-east 
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BASE: ALL MEXICAN RESPONDENTS AND 21+ YEARS OF AGE (Q264/157 AND Q280/21+) 
Q1538 What is the highest level of education you have completed or the highest degree you have received? 
 

1 No he estudiado 
2 Primaria incompleta 
3 Primaria completa 
4 Secundaria incompleta 
5 Secundaria completa 
6 Carrera comercial 
7 Carrera técnica 
8 Preparatoria incompleta 
9 Preparatoria completa 
10 Licenciatura incompleta 
11 Licenciatura completa 
12 Diplomado/Maestría 
13 Doctorado 

 
BASE: ALL MEXICAN RESPONDENTS (Q264/157) 
QMXREG In which state do you currently reside? 
 [PROGRAMMER:  DISPLAY IN 3 COLUMNS GOING DOWN; ALPHABETIZE LIST.] 
 

1 Aguascalientes 
2 Baja California Norte 
3 Baja California Sur 
4 Campeche 
5 Chiapas 
6 Chihuahua 
7 Coahuila 
8 Colima 
9 Distrito Federal 
10 Durango 
11 Guanajuato 
12 Guerrero 
13 Hidalgo 
14 Jalisco 
15 Mexico 
16 Michoacán 
17 Morelos 
18 Nayarit 
19 Nuevo León 
20 Oaxaca 
21 Puebla 
22 Querétaro 
23 Quintana Roo 
24 San Luis Potosí 
25 Sinaloa 
26 Sonora 
27 Tabasco 
28 Tamaulipas 
29 Tlaxcala 
30 Veracruz 
31 Yucatán 
32 Zacatecas 
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BASE: ALL CHINESE RESPONDENTS AND 21+ YEARS OF AGE (Q264/48 AND Q280/21+) 
Q1574 What is the highest level of education you have completed or the highest degree you have received? 
 

1 High school or less 
2 College 
3 Bachelor degree 
4 Post graduate 

 
BASE: ALL TURKEY RESPONDENTS 18 OR OLDER (Q264/235 AND Q280/18+)  
QTRED What is the highest level of education you have completed or the highest degree you have received? 
 

1 Primary education 
2 Middle school or junior high school  
3 High school 
4 University  
5 Masters degree or doctorate  
6 No schooling completed 
 

BASE: ALL COLOMBIA RESPONDENTS 18 OR OLDER (Q264/51 AND Q280/18+)  
QCOED What was the last year of schooling that you completed? 
 

 
1    None 
2    Pre-school 
3    Primary  
4    Secondary  
5    Technical/Technology  
6    University 
7    Post Graduate 
96   Other  

 
BASE: ALL INDONESIA RESPONDENTS 18 OR OLDER (Q264/117 AND Q280/18+)  
QIDED What is the highest level of education you have completed or the highest degree you have received? 
  

  1 No schooling 
  2 Some elementary school 
  3 Elementary school 
  4 Junior high school 
  5 High school or higher 

 
BASE: ALL JAPAN RESPONDENTS 18 OR OLDER (Q264/126 AND Q280/18+)  
QJPED What is the highest level of education you have completed or the highest degree you have received? 
 

1 Less than high school 
2 High school degree 
3 Junior College degree 
4 BA or University degree 

 
BASE: ALL NIGERIA RESPONDENTS 18 OR OLDER (Q264/174  AND Q280/18+)  
QNGED What is the highest level of education you have completed or the highest degree you have received? 
 

1 No level completed 
2 Completed FSLC (first school leaving certificate) 
3 Completed MSLC (middle school leaving certificate) 
4 Vocational/COMM 
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5 JSS/O’Level 
6 Completed O'Level/SSS (senior secondary school) 
7 Completed A'Level or higher 
8 Other 

 
BASE: ALL POLAND RESPONDENTS 18 OR OLDER (Q264/189 AND Q280/18+)  
QPLED What is the highest level of education you have completed or the highest degree you have received? 
 

1 Incomplete primary or no school education 
2 Primary 
3 Basic vocational 
4 Secondary 
5 Post-secondary 
6 Tertiary 

 
 
BASE: ALL RUSSIA RESPONDENTS 18 OR OLDER (Q264/196 AND Q280/18+)  
QRUED What is the highest level of education you have completed or the highest degree you 
have received? 
 
1  Incomplete secondary and lower 
2  Secondary general 
3  Secondary special 
4  Incomplete higher 
5  Higher (including postgraduate) 

 
BASE: ALL SOUTH KOREA RESPONDENTS 18 OR OLDER (Q264/214 AND Q280/18+) 
QKRED  What is the highest level of education you have completed or the highest degree you have received? 
 

  1 Less than high school 
  2 High school graduate 
  3 College/University graduate 
  4 Post graduate degree 

 
BASE;  ALL BRAZIL RESPONDENTS 18 OR OLDER (Q264/33 AND Q280/18+) 
QBRINC   Which of the following income categories best describes your total [INSERT LAST YEAR] 
<U>household</U> income before taxes? <BR><BR> 

 
1 Less than 24,000 real 
2 24,000 to 50,999 real 
3 51,000 to 119,999 real 
4 120,000 real or more  
5 Decline to answer 

 
BASE: ALL CHINESE RESPONDENTS 18 OR OLDER (Q264/48 AND Q280/18+)  
QCNINC   Which of the following income categories best describes your total <fontcolor=blue>monthly</font> 
<U>household</U> income before taxes? <BR><BR> 

1 Less than 1000 RMB 
2 1001-2000 RMB 
3 2001-3000 RMB 
4 3001-4000 RMB 
5 4001-6000 RMB 
6 6001-10,000 RMB 
7 Over 10,000 RMB 
99     Decline to answer 
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BASE: ALL SOUTH AFRICA RESPONDENTS (Q264/193) 
QZAREG In which region do you currently reside? 
 

[PROGRAMMER: ALPHABETIZE LIST.] 
 

1 Free state 
2 Gauteng 
3 KwaZulu-Natal 
4 Limpopo 
5 Mpumalanga 
6 Northern Cape 
7 Northwest 
8 Western Cape 
9 Eastern Cape 
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[BEHIND THE SCENE] ISQ – IN SURVEY QUALITY METRICS  
 

ISQ Metrics to be used (Q229) 
Select which of the 5 ISQ metrics will be used.  Codes 1 and 2 
are on by default.  Minimum LOI and Respondent Instruction 
are required for HPOL surveys.   

[PN: SELECT CODES 1, 2]  
1 – MINIMUM LOI 
2 – INCORRECT RESPONSE TO RESPONDENT INSTRUCTION 
3 - STRAIGHT-LINE THROUGH GRID QUESTIONS 
4 - LESS THAN 5 CHARACTERS AT OPEN-END RESPONSE 
5 – ILLOGICAL RESPONSE TO SURVEY QUESTIONS 
9 – NONE - NOT USING ISQ IN THIS SURVEY 

LOI (Q230) and LOI check (Q231) 

LOI Check = RE’S FOR THE LONGEST SURVEY PATH 
CONVERTED TO ESTIMATED LOI.  THE MINIMUM 
ACCEPTABLE LOI IS 40% OF ESTIMATED LOI.] 
 
PN: MINIMUM LENGTH = 0.4 x AVG LOI OF 15 MINS=6 
MINS 

Respondent Instruction Test Result (Q232) 

A STANDARD RESPONDENT INSTRUCTION QUESTION IS 
SHOWN BEFORE THE DEMOS IN THIS TEMPLATE AT 
Q9457 
 
 

Straight-lining Grid Check (Q235) 
Identify a grid question in the survey with a base of ALL 
QUALFIED RESPONDENTS.  A grid with 15 attributes or more is 
recommended, but a grid with minimum of 5 attributes will 
work.   This question checks for the same response across all 
attributes.  PN: Do not include Q235 
Incomplete Response at Open End (Q236) 
Identify a mandatory open end question with a base of ALL 
QUALFIED RESPONDENTS. If the respondent provides less than 
a 5 character response, it will be flagged. 

[PN: CHECK FOR INCOMPLETE OE RESPONSE AT QXXX]  
PN: Do not include Q236  

Illogical Choice Combination (Q238) 
Identify 2 questions with a base of ALL QUALFIED 
RESPONDENTS  that contain responses that contradict each 
other.  Identify the contradicting questions & responses.  
Replace PN with “NONE” if not using this check. 

[PN – ILLOGICAL RESPONSE IF QXXX/X and QYYY/Y] 
PN: Do not include Q238  

Quality Checks that Failed (Q239)  

1 – MINIMUM LOI 
2 – INCORRECT RESPONSE TO RESPONDENT INSTRUCTION 
3 - STRAIGHT-LINE THROUGH GRID QUESTIONS 
4 - LESS THAN 5 CHARACTERS AT OPEN-END RESPONSE 
5 – ILLOGICAL RESPONSE TO SURVEY QUESTIONS 

Number of Quality Checks Failed (Q240) 
FM/RESEARCHER: MINIMUM ISQ FAILURES IS SET TO 2 

1 FAILED ONE 
2 FAILED TWO 
3 FAILED THREE 
4 FAILED FOUR 
5 FAILED FIVE 
6 FAILED NONE 
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[BEHIND THE SCENE] Final Disposition 
 
BASE: ALL RESPONDENTS 
Q59 STATUS OF RESPONDENT (LABELS ALSO USED IN ICW SAMPLE DISPOSITION REPORTS) 
 

QMS Over quota 1 

Screener Not Qualified #1 Under Age 25 

Screener Not Qualified #4 AGE/ NE 15+ 28 

Screener Not Qualified #2 Not US, CA, MX, IT, TU, SP, PO, UK, FR, DE, CH, VI, PH, JA, SK, RU, IN, NI, SA, 
EG, CO, AR, BR 26 

Screener Not Qualified #3 Less than 5 hours in Internet (Q600/1-2,7) 27 

<font color="red">Dispo term not specified</font> 98 

COMPLETE 99 

DF Fail 996 

Failed ISQ 998 

Fraud Score Failure 997 
 
 
BASE: ALL RESPONDENTS 
Q60 STATUS OF RESPONDENT (DOES NOT APPEAR ON SCREEN) 
 

1 QUALIFIED RESPONDENTS, QUOTA OPEN (Q99/1) 
3 QUALIFIED RESPONDENTS, QUOTA CLOSED (Q99/3) 
6 NOT SCREENER QUALIFIED (Q99/6) 
TBD NOT QUALIFIED – FAILED ISQ OR DF (Q59/??) 
TBD NOT QUALIFIED 

 
 



 
 

 
 
 
 

EXHIBIT KM-16 
 





single
area.

After doing the install, Chrome checks to see what the default search
engine is for the browser you’re currently using. Then it confirms if you
want to stick with the default or choose a different search engine:

Unfortunately, the button text didn’t come out well in the screenshot
above. What’s happened is that Chrome saw that Yahoo is the default I had
set in Firefox, reports that it has seen this setting and asks if I want to
keep it. The first button in this case says "Keep Yahoo! as the default
search engine" while the second says "Change search engine."

Want to change? That only happens if you push the button. In other words,
as with IE, nothing changes unless the users makes that happen.

Let’s say we DO want to make a change. That brings up a new options
window:
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Where in the third section down, the default search choice is shown. Push 
the
Manage button in that area, and you get this:

As you can see, there are five search engines listed:

• Google

• Yahoo

• Live Search

• AOL

• Ask

Note that the screenshot above was made when I did my first installation 
of
Chrome, where I did NOT allow it to look at Firefox (because I still had 
Firefox
open at the time and couldn’t close it due to other work — and Google was 
my
default in Firefox at the time).

When I did an uninstall and reinstalled with Firefox closed, I got that list
above except Yahoo was listed first (I changed my Firefox default to see 

WHITE PAPERS
The Buyers Guide to Marketing Performance 
Management

Marketing Operations Tech Stack Essentials

Cost of a Bad Lead in 2020 Guide

Adapting Your Advertising Strategy in a 
Crisis

Multi-Channel Marketing – Maximizing 
Program Engagement and ROI

SEE MORE WHITEPAPERS

WEBINARS
What to Expect When Migrating Marketing 
Automation Platforms

How Marketing Teams Can Create Order 
During A Time Of Chaos
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what
would happen), then Google, Live Search, AOL and Ask were listed, then I 
got:

• Wikipedia

• Creative Commons

• Answer.som

• Amazon

• eBay

I think these extra search engines were listed because they are ones that 
are
shown in Firefox other than Live Search, which
Firefox itself doesn’t
list

In short, if you were looking for Google to try and stick it to Microsoft,
they don’t. Live Search gets listed as an option, just as over on Internet
Explorer, Google is listed as an option. Good behavior on behalf of both
companies, thanks!

Somewhat related, if you go to Yahoo using Chrome, you get this:

Delivering Compelling Experiences to 
Modern Users

SEE MORE WEBINARS

RESEARCH REPORTS
Enterprise Digital Asset Management 
Platforms

Identity Resolution Platforms

Customer Data Platforms

B2B Marketing Automation Platforms

Enterprise SEO Platforms

Call Analytics Platforms

SEE MORE RESEARCH
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Each of the search engines has a long history of trying to pull people
away from particular browsers and/or toolbars (see
Microsoft Live &
Yahoo Push For Firefox Users, Plus Revisiting The IE7 Search Battle),
and Yahoo’s simply playing that game with its "Try Firefox 3" link — which
leads to a custom version of Firefox offered by Yahoo. It’s not a
Chrome-specific message. I get the same thing when I go to Yahoo in 
Internet
Explorer 8.

Back in the old days, browsers had an address bar but not a separate
search box. Then we got toolbars that added dedicated search boxes to the
browser, with the Google Toolbar probably being the most popular today.
Eventually, Firefox especially popularized the idea that a browser should
have a search box built into it. Many people use that, but clearly many
people still do not — otherwise the change to put a search box right into
Internet Explorer 7 last year should have made usage of Live Search rise to
some degree — which didn’t happen significantly.

I think those who’ve used to learn a built-in search box become heavy
adopters, at least from what I’ve seen of my own behavior and looking at

SEARCH ENGINE LAND’S GUIDE TO 
PPC
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friends and family. So it’s kind of scary that Google’s playing with the
separate search box by eliminating it.

Google has said that many people already use a browser’s address bar to
perform searches. This is a well-known fact that still lacks a convincing
explanation or research into why it happens. Common reasons are:

• People are stupid and get confused

• People try it, and since most modern browsers let a search happen,
they learn it works

So Google’s decided it should go, so the separate search box is combined
with the address bar in what it calls the "Omnibox." Enter a search term 
there, and you’ll
generate a search that hits your default search engine:

In the example above, I started typing [cars] and I get a prompt to
"Search Google for cars" as well as other options. Nice — and it’s also
nice that as you surf the web and visit other sites that have search boxes,
Google learns you can do searches there and adds them to the options. For
example:
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After visiting eBay once, I was later able to type in [ebay transformers]
and get an option to "Search ebay.com for transformers" after a list of 
related
searches I might want to try on Google. Similarly with Amazon:

After visiting Amazon once, I was later able to type in [amazon pokemon]
and get an option to "Search Amazon.com for pokemon" after a list of 
related
searches I might want to try on Google.

Note how after the Amazon listing, it says "Keyword: amazon.com." That’s
actually the shortcut I should use to do a search and make Amazon come
up at
the top of the list, to specifically search with it. For example, consider
this:

See how I get a little button-like image that says "Search Live Search"
that appears. This because I’d gone to Microsoft’s Live.com site (which is
Live Search), so the next time I entered "live.com" into the Omnibox, Google
Chrome knew I wanted to search specifically with Live Search. And if I’d
typed in Amazon.com followed by search words, that would have turned 
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into an
Amazon-specific search.

It took me a bit to figure this out, and it’s kind of a pain having to
type in effectively the entire URL of a site in order to search there. If
I’m typing Amazon.com, then I might as well hit return and go there? Sure, I
can definitely save time if I just put in my search terms as well, but I
have a feeling that’s going to be too power-userish for many users. But it’s
a nice feature, and we’ll see how it goes.

Ultimately, I still kind of wish I had the dedicated search box. And for
those who depend on the Google Toolbar, don’t get your hopes up to see it
any time soon. Google told us they’re likely to develop some type of generic
API for Chrome first, then bring the toolbar out.

That should be reassuring to those who are paranoid that Google wants
Chrome just to spy on them. Google’s Matt Cutts has a
nice
post that explains how practically nothing is sent back to the Google
mothership from Chrome now. But I’m sure a toolbar will come — and that
you’ll get reporting back to Google eventually, all with the users consent,
of course. Google’s 
personalized search service depends too much on gather that surfing data
for this to not be offered as an option.
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• Unified Smart Search

Safari now matches Chrome and IE with a single address/search field. 

The bar analyzes bookmarks and history to determine where you want 

to go.

• Enhanced Tab Functionality

Tab View provides a swipe-able list of tabs. Opened tabs are saved to 

iCloud so they’re available on your Mac, iPad, iPhone and iPod.

• Social Sharing

The Share button allows pages and links to be added to your reading 

list, bookmarks or sent to the web via email, Twitter or Facebook.

• Improved Performance

Thanks to multi-core JavaScript processing and hardware 

acceleration.

• Privacy Controls

Safari 6 adds the new “Do Not Track” feature.

• Offline Reading List

Page content can be cached so you can continue reading when you 

don’t have a net connection.

• RSS has gone

I use RSS and you may too. We’re in the minority and Apple has 

dropped the feature.
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Craig Buckler

Craig is a freelance UK web consultant who built his first page for IE2.0 in 1995. Since that time he's 
been advocating standards, accessibility, and best-practice HTML5 techniques. He's created 
enterprise specifications, websites and online applications for companies and organisations 
including the UK Parliament, the European Parliament, the Department of Energy & Climate Change, 
Microsoft, and more. He's written more than 1,000 articles for SitePoint and you can find him 
@craigbuckler.

Popular Books

Visual Studio Code: End-to-End Editing and Debugging Tools for 
Web Developers

The Art of Working Remotely

Form Design Patterns
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Autocomplete was created ... in 2004. 

Autocomplete was created ... by Google. 

Autocomplete was created ... by a guy named Kevin Gibbs.

Autocomplete was created ... on a bus. 

Few things merge technology and philosophy as elegantly as autocomplete. 
The feature is not merely one of the microinteractions that subtly 
standardize our experience of the Internet; it's also a kind of meta-
interaction -- one that puts the "world" in "World Wide Web." Type in a 
search query -- or type in, rather, part of a search query -- and you get a 
textual snapshot of humanity's collective psyche. You see your desires and 
wonderings and wanderings, measured against the desires and wonderings 
and wanderings of everyone else who has ever used Google. Sometimes, as 
a result of all this, you get sadness. Sometimes you get silliness. Sometimes 
you get poetry. But you always get insight. 

TECHNOLOGY 

How Google's Autocomplete 
Was ... Created / Invented / Born
The origin of the service that taps into humanity's collective 
psyche
MEGAN GARBER AUGUST 23, 2013 
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Google poetry, via autcomplete (Google Poetics)

The autocomplete function as we know it today, All Things D's Liz 
Gannes reports, had humble origins. The thing really was born on a bus -- 
a Google shuttle bus, to be precise, the kind that ferries Googlers between 
San Francisco and Mountain View. The kind that comes with built-in wifi. 
Kevin Gibbs, a Stanford grad and a former IBM engineer, had joined 
Google in part because he liked the shuttle service that the young company 
provided its employees. And he liked the 20 percent time, too: the 
flexibility Google used to offer its engineers to spend a fifth of their time 
working on projects of special interest to them. 

The junior software engineer, it turned out, was interested in URL 
completion. He wanted to find a way to take advantage of the 
technological affordances of the time -- big data, JavaScript, the broadening 
consumer use of high-speed Internet -- to make web navigation more 
efficient. So Gibbs decided to spend his own 20 percent time working on a 
URL predictor. As a user typed a URL into a browser -- this was before 
Google helped to merge the URL and the web search into one interface -- 
Gibbs's system would analyze Google's enormous corpus of web content, 
and then autocomplete the options that remained. Type in "theatl--" in 
Gibbs's system today, say, and Google would complete the thing to 
"theatlantic.com." 

Gibbs showed his new feature to his coworkers. And one of them -- Gibbs 
now can't recall who -- said, "That's cool, what if you did it for search?"

From there, Gannes reports, Google's internal infrastructure took over. 
Google's heads of search, including Jeff Dean and Rob Pike, began 
promoting Gibbs's work within the company. Marissa Mayer helped name 
the service, favoring "Google Suggest" over Gibbs's name ("Google 
Complete"). The feature launched on December 10, 2004 -- via a brief 
blog post -- as part of Google Labs. And from the beginning, both the 
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efficiency and the sociology of the feature were evident. "We've found," 
Gibbs wrote in that post, that Google Suggest not only makes it easier to 
type in your favorite searches (let's face it -- we're all a little lazy), but also 
gives you a playground to explore what others are searching about, and 
learn about things you haven't dreamt of."

GOOGLE/THE ATLANTIC

Google Suggest would remain an opt-in feature for four more years, until, 
in 2008, Google made autocomplete the default search mode on both 
Google.com and the company's mobile apps, maps, and browsers. In 2010, 
Google expanded the feature to Google Instant. Facebook and many others 
now incorporate its logic into their own interfaces. We live in a world of 
autocomplete. We expect to learn about things that we haven't dreamt of. 
And we expect our computers to do the teaching.

Gibbs, for his part, sees the autocomplete feature he helped bring to life as 
a kind of technological inevitability. "I'm sure it would have happened if I 
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hadn't done it," he told Gannes. "I think it's one of those history of 
invention things -- where there was one guy who developed it in Germany 
and one guy in Russia, and it turns out they were doing it in the same year. 
I haven't found my guy, but I think it was just an idea that was just so ripe 
to have happened." Gibbs, once Google Suggest was implemented, moved 
on to other projects -- and, in 2012, moved on from Google. He is now 
the co-founder of the mobile productivity startup Quip.

And he is appropriately philosophical about the appropriately 
philosophical feature he helped bring to life. "I don't feel when I look at a 
search box that it's something I did," Gibbs says of the service that 
translates humanity's psyche to the screen. "It feels like this is just how the 
world's supposed to work."

We want to hear what you think about this article. Submit a letter to the editor 
or write to letters@theatlantic.com.

Make your inbox more interesting.
Each weekday evening, get an overview of the day’s biggest news, along 
with fascinating ideas, images, and people. See more newsletters

Enter your email Sign Up 

Ideas that matter. Since 1857.
Subscribe and support 162 years of independent journalism. For 
less than $1 a week.
SUBSCRIBE
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Google’s John Mueller has just published on the Google Webmaster 
Central blog how Google handles the new top level domains (TLDs). John 
said Google is publishing this because of the questions and 
misconceptions the company has heard throughout the webmaster 
community.

In summary, there are no TLDs that Google finds preferential to others; 
they are all treated equally in rankings. There are some geo-specific TLDs 
that Google will default to a specific country and use that as an indicator 
that the website is more important in a specific geographic region. But all 
TLDs are treated equally

Here are the FAQs Goog e published on this topic today:

Q: How will new gTLDs affect search? Is Google changing the search 
algorithm to favor these TLDs? How important are they really in search? 
A: Overall, our systems treat new gTLDs like other gTLDs (like .com 
and .org). Keywords in a TLD do not give any advantage or disadvantage in 
search.

Q: What about IDN TLDs such as  .みんな? Can Googlebot crawl and 
index them, so that they can be used in search?
A: Yes. These TLDs can be used the same as other TLDs (It’s easy to check 
with a query like [site:みんな]). Google treats the Punycode version of a 
hostname as being equivalent to the unencoded version, so you don’t need 
to redirect or canonicalize them separately. For the rest of the URL, 
remember to use UTF-8 for the path and query-string in the URL, when 
using non-ASCII characters.

Q: Will a .BRAND TLD be given any more or less weight than a .com?
A: No. Those TLDs will be treated the same as a other gTLDs. They will 
require the same geotargeting settings and configuration, and they won’t 
have more weight or influence in the way we crawl, index, or rank URLs.

Q: How are the new region or city TLDs (like .london or .bayern) 
handled?
A: Even if they look region-specific, we will treat them as gTLDs. This is 
consistent with our handling of regional TLDs like .eu and .asia. There may 
be exceptions at some point down the line, as we see how they’re used in 
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Christopher Goodfellow

Can social media platforms replace a business 
website? 
With more people than ever using their mobile phones to access the web, are Facebook and 
Twitter more important to businesses than websites?

Have emails had their day in the modern office?

Mon 6 Oct 2014 04.57 EDT

R ecruitment advertising agency andSoMe relies on Facebook and Twitter for its 
online presence after replacing its website with a holding image two and a 
half years ago. Co-founder Mark Rice says the move made a statement about 
the company, reflecting its shift from print to digital advertising and 
eventually social media: “If we are going to sell our expertise in social media 

to our clients, where better to do that than [on] the platforms that we’re selling to 
them?”
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The decision also made financial sense. Bespoke websites can cost thousands of pounds, 
so should small businesses abandon them to save time and money? Or does this strategy 
only work for certain niche industries?

Of course, you don’t have to spend a fortune on a website. Free tools like content 
management system WordPress and hosting service Weebly can help. But they may 
require investments in additional plug-ins or support. Because social sites like Facebook, 
Pinterest and Twitter are easy to use, free and update automatically there’s an 
opportunity for SMEs to save money on development and become more efficient.

andSoMe’s staff spend less than an hour per day maintaining its social media presence (it 
has more than 2,000 followers on Twitter and 242 Facebook page likes). The move has 
also helped avoid formulaic trends in website design caused by the increasing use of 
mobile, says Rice.

However, while this approach may reduce costs, the functionality offered by social 
media platforms may not be enough for the majority of small businesses, particularly 
those that need to offer e-commerce, and websites can be important for establishing 
respectability.

Julie Hawker, chief executive of Cosmic, a not-for-profit organisation that provides small 
businesses with IT support and advice, says it’s crucial to consider the return on time 
invested.

“There are certain types of businesses that can progress well and excel in their use of 
social media and are able to convert interest into sales. There are others where the 
anchoring and the core nuggets of content [on websites] are still vitally important,” she 
advises.

Facebook: a starting platform
Entrepreneurs that have made a conscious decision to shift their online focus to social 
media while maintaining a website have found it a time-effective way to build an 
audience.

In its first incarnation Crafty Days Keep Sakes, which creates toys from old children’s 
clothes, relied on Facebook to make sales and an online Google document to book orders 
and maintain a waiting list.

The business relaunched as Love Keep Create at the start of 2013, hiring staff, rebranding 
and investing in a website. However, the social focus remained and a third of website 
traffic was generated by Facebook during this new phase. Today its Facebook page has 
over 39,000 likes.

“Small businesses can’t afford to ignore social media,” says company director Nelly 
Whitaker. “Our particular business and our products work well on Facebook because it’s 
something people really engage with. The emotional attachment is really high.”
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Creating a customer community
Love Keep Create’s social content centres on product photos shared by customers and 
the staff, and baby-related articles. Whitaker says maintaining its social channels takes 
15-20 hours per week. However, this often involves dealing with sales made through 
direct messages, which would have otherwise have been handled by email.

Twitter is widely used by small businesses to target specialist markets and promote 
products. The micro-blogging network started trialling an embedded buy button in the 
US in September. The UK launch date hasn’t been announced yet, however, the 
development offers an insight into how social media functionality will be improved in 
the future.

Helen Lawson, co-founder of recently launched bereavement retail business Inspired 
Goodbyes, says Twitter is the company’s core method of reaching its client base. Lawson 
estimates she invests an hour to an hour and a half in social media per day. This has 
included contacting attendees of an industry conference called the Ideal Death Show 
before the event to ensure their stand had a buzz and managing to set up a meeting with 
the Queen’s undertaker.

Online sports nutrition and bodybuilding supplement retailer SNCDirect switched its 
focus to social media to address disappointing website traffic. “It’s becoming more of an 
important part of our marketing mix. People in our industry rely on recommendations. 
That’s where social works very well,” says marketing manager Tom Bourlet.

Twitter and Pinterest have provided the biggest response in terms of generating traffic 
and conversions (SNCDirect has 20,000 followers on Twitter and 210 on Pinterest, and 
1,600 Facebook likes). This meant investing in content that could be shared easily, such 
as workout routines like the 30-day squat challenge, which are posted as images, rather 
than writing content for the website. Bourlet says the change of focus led social referrals 
to move from 0.3% to 25.0% of site traffic in less than a year.

Maintaining time-management
However, while these platforms can provide opportunities to be more efficient, small 
businesses still need to ensure that time invested is used productively. Hawker warns it’s 
difficult for SMEs to accurately measure the ROI from social media: “Can you identify a 
sale has taken place and track it back to social media not as the only reasons, but as one 
of the major elements in that? At the moment, we don’t have anywhere near the sort of 
sophistication we need around measuring ROI specifically on social media. Some 
business can invest hugely in doing this, but the majority of our clients [who are SMEs] 
definitely couldn’t.”

Crucially, while social media is free and offers a great way to market a business, the 
functionality of these sites is limited and that is the biggest drawback.

“I wouldn’t say it is right for all business, certain businesses need to have a traditional 
web presence because that’s the market they’re in. If you want to make a statement 
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about yourself and the kind of business you want to attract, social could do that for you 
without losing anything you would get from a regular website,” says Rice.

Even if you’re going to reduce the development spend on a traditional website to invest 
more time in social media, rather than dropping it altogether, there’s an opportunity to 
save time and money. This payback is increasing as these networks become more 
embedded in customers’ buying habits and the move has paid dividends for businesses 
like Love Keep Create and SNCDirect.

Read more stories like this:
The top five interview questions to ask when you’re hiring

SMEs: Is enough being done to tackle the UK’s skills shortage?

Sign up to become a member of the Guardian Small Business Network here for more 
advice, insight and best practice direct to your inbox.

America faces an epic choice ... 
... in the coming year, and the results will define the country for a generation. These are 
perilous times. Over the last three years, much of what the Guardian holds dear has been 
threatened – democracy, civility, truth. This administration has cleared out science and 
scientists across all departments. America's reputation as a competent global leader is in 
peril. Truth is being chased away. But with your help we can continue to put it center 
stage.

Rampant disinformation, partisan news sources and social media's tsunami of fake news 
are no bases on which to inform the American public in 2020. We believe every one of us 
deserves equal access to fact-based news and analysis. So we’ve decided to keep 
Guardian journalism free for all readers, regardless of where they live or what they can 
afford to pay. This would not be possible without the generosity of readers, who now 
support our work from across America in all 50 states.

Our journalism relies on our readers’ generosity – your financial support has meant we 
can keep investigating, disentangling and interrogating. It has protected our 
independence, which has never been so critical. We are so grateful. 

We hope you will consider supporting us today. We need your support to keep delivering 
quality journalism that’s open and independent. Every reader contribution, however big 
or small, is so valuable. Support the Guardian from as little as $1 – and it only takes a 
minute. Thank you.

Page 4 of 5Can social media platforms replace a business website? | Guardian Small Business Netwo...

5/6/2020https://www.theguardian.com/small-business-network/2014/oct/06/social-media-platforms-r...



Support The Guardian 

Remind me in July 

Remind me in July
Email address

Set my reminder 

We will use this to send you a single email in July 2020. To find out what personal data 
we collect and how we use it, please visit our Privacy Policy

We will be in touch to invite you to contribute. Look out for a message in your inbox in 
July 2020. If you have any questions about contributing, please contact us here. 
Topics
• Smarter working 
• E-commerce 
• Small business 
• Social media 
• features 

Page 5 of 5Can social media platforms replace a business website? | Guardian Small Business Netwo...

5/6/2020https://www.theguardian.com/small-business-network/2014/oct/06/social-media-platforms-r...



 
 

 
 
 
 

EXHIBIT KM-22 
 





one step further by building apps to give their users a truly 

dedicated shopping experience. We’re now at the point where 

websites, mobile responsive or not, may become obsolete for 

the ecommerce industry as companies make the move to an 

app-only experience.

Don’t believe me? Well, India’s ecommerce giant Flipkart have 

done just that.

The major etailer has announced its radical plan to shut down 

their website within a year and transition completely to a mobile 

app. Fashion site Myntra, which Flipkart acquired last year, has 

already abandoned its website in favour of an app.

This is a huge shift in the industry and many debate whether 

this decision will lead to a drop in sales and heavy reactions 

from Flipkart customers. This bold move though, clearly 

highlights that we are looking beyond the era of mobile 

responsive sites and heading full-throttle towards a fully 

optimised mobile experience.

Is Flipkart’s gamble the start of a trend we will see other large 

retailers follow in the near future?
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Debating parties claim that users should have the freedom to 

shop as they wish. Forcing them to download an app can lead to 

high drop off rates and users turning to competitive sites that 

offer a more flexible user experience. Why should a user 

consume data, phone memory and extra time in order to shop 

for your product? ONLY, if they are getting something very 

valuable in return.
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When mobile apps are built and implemented well , the benefits 

can be significant. Below we outline just a few of the main ones 

you should consider:

The Benefits of mobile apps for 
Retailers

Increased versatility

Compared to mobile web, apps are far more responsive and 

have far fewer connectivity issues. Apps can also incorporate 

smartphone features such as GPS, Bluetooth, address book and 

the camera for product and credit card scanning.

Meeting cross channel customer demands

If you are among the top retail brands, customers often expect 

you to provide a mobile app alternative. And it seems that 

mobile apps are increasingly becoming the preferred way of 

interacting with brands among the majority of consumers. 

According to recent research from Weve, Vodafone, O2 and EE’s 

joint mobile marketing network, 46% of 18- to 34-year-olds said 

mobile was their “first screen.”
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Personalising the shopping experience and 
boosting customer loyalty

Apps have introduced a new way for enhanced customer 

engagement – by sending personalised push notifications to 

your customers with news, relevant information and promos.

The combination of push notifications and in-app rich messaging 

has created a truly powerful solution that has been proven to 

improve conversion, engagement and revenue.

Gathering meaningful data

Having a mobile app allows you to not only engage your 

customers, but to easily track and understand their behaviour. 

Retail-focused mobile analytics tools allow you to gather 

valuable information on just about every aspect of a user’s 

interaction, helping brands make data-driven business decisions. 

Usabilla will be launching its Live for Apps product in Q2 2015, 

which allows companies to collect user feedback straight from 

their native apps.

Facilitating payments and check-out

Utilizing built-in smartphone features, payments are streamlined 

and can be made much more easily. The checkout process can 
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be completed using internet banking apps, credit card scanning, 

digital wallets and more. A good example of how mobile 

payments are advancing is the fact that within the next year, UK 

retailers will be able to use the iPhone Touch ID to allow 

payment authentication via Apple Pay.

To conclude, if an app is designed with an optimal user 

experience in mind and provides clear benefits in comparison to 

a mobile site, loyal customers will select this as their preferred 

option. Retailers should leverage the fact that more and more 

transactions are completed via mobile devices and adapt their 

mobile strategy in order to meet customer expectation and 

boost customer loyalty.

Did you enjoy this post?
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EXECUTIVE	SUMMARY	
	
This	report	was	commissioned	by	ICANN	to	assess	the	extent	to	which	the	release	of	new	
gTLDs	 (the	 “New	 gTLD	Program”)	 has	 resulted	 in	 changes	 in	 competition	 in	 the	 domain	
name	 marketplace	 as	 part	 of	 ICANN’s	 Affirmation	 of	 Commitments	 with	 the	 U.S.	
Department	 of	 Commerce.	 An	 initial	 report	 was	 published	 on	 September	 28,	 2015	 (the	
“Phase	I	Assessment”),	which	established	a	baseline	description	of	metrics	that	can	be	used	
to	assess	the	competitive	conditions	in	the	marketplace	for	domain	names.	This	subsequent	
report	 (the	 “Phase	 II	 Assessment”)	 updates	 our	measures	 of	 those	metrics	 to	 assess	 the	
extent	to	which	the	New	gTLD	Program	has	affected	competition	in	this	marketplace	over	
the	 past	 year.2	 While	 only	 one	 year	 has	 passed,	 we	 do	 observe	 some	 changes	 in	 the	
marketplace.	It	is	important	to	note,	however,	that	the	New	gTLD	Program	is	still	relatively	
new,	 and	 that	 top‐level	 domains	 continue	 to	 be	 introduced.	 Therefore,	 there	 could	 be	
additional	changes	to	the	competitive	environment	in	the	future.	
	
The	 metrics	 discussed	 in	 this	 report	 reflect	 economic	 theory	 related	 to	 measuring	 and	
evaluating	competition	and	also	reflect	consultation	with	the	Competition,	Consumer	Trust	
&	 Consumer	 Choice	 Review	 Team	 (the	 “CCT	 Review	 Team”).	 As	 a	 result,	 this	 report	
includes	additional	metrics	that	were	not	included	in	the	Phase	I	Report.	
	
In	assessing	how	key	metrics	have	changed	over	the	past	year,	we	find	that:		

 Average	and	median	retail	prices	for	registrations	of	legacy	and	new	gTLDs,	as	well	
as	retail	mark‐ups	over	wholesale	prices,	have	declined	since	Phase	I.3		

 The	 overall	 price	 level	 of	 legacy	 TLD	wholesale	 price	 caps	 continues	 to	 be	 lower	
than	wholesale	prices	for	new	gTLDs.4,5	In	addition,	we	find	effectively	no	change	in	
wholesale	 price	 caps	 for	 legacy	 TLDs,	 nor	 wholesale	 price	 levels	 for	 new	 gTLDs,	
when	 comparing	 our	 Phase	 I	 and	 Phase	 II	 results.	 The	 presence	 of	 price	 caps	 on	
legacy	TLDs	may	 help	 to	 explain	 the	 absence	 of	 changes	 in	 legacy	TLD	wholesale	
prices.6	

 There	 are	 noticeable	 changes	 in	 the	 set	 of	 entities	 included	 in	 the	 largest	 15	
registries	and	registrars	ranked	by	total	domain	registrations	as	a	result	of	entry	by	
new	gTLD	registries	and	growth	 in	registrations	made	by	different	registrars	who	
register	new	gTLD	domains.	 In	addition,	we	observe	declines	 in	the	share	of	gTLD	
registrations	 held	 by	 the	 top	 four,	 top	 eight,	 and	 top	 15	 registries	 and	 registrars	
between	Phase	I	and	Phase	II.	

                                                      
2	The	Phase	I	Assessment	was	released	for	public	comment	on	September	28,	2015	and	is	publicly	available	at	
https://www.icann.org/news/announcement‐2‐2015‐09‐28‐en.	
3	Due	to	limitations	on	our	ability	to	collect	data	on	legacy	TLD	wholesale	prices,	we	substitute	for	them	with	
legacy	TLD	price	caps	(not	the	actual	wholesale	prices	charged	by	registry	operators	of	legacy	TLDs).	
4	Since	legacy	TLD	wholesale	price	caps	are	below	the	wholesale	prices	of	new	gTLDs,	legacy	TLD	wholesale	
prices	must	also	be	below	wholesale	prices	of	new	gTLDs.	
5	Legacy	TLDs	exclude	ccTLDs.	
6 While a number of legacy TLDs have price caps that adjust relative to the previous year’s price (and therefore do 
not necessarily bind the TLD to a specific price level), the presence of the cap may still limit the incentive for the 
TLD to change its price. 
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 There	 were	 changes	 in	 the	 new	 gTLD	 registration	 shares	 of	 registrars,	 with	 the	
largest	 registrar	 in	 the	 Phase	 I	 Assessment	 dropping	 out	 of	 the	 top	 15	 registrars	
(ranked	 by	 total	 domain	 registrations)	 and	 being	 replaced	 by	 a	 registrar	 whose	
share	of	 new	gTLD	 registrations	 increased	by	nearly	22	percent.	We	also	observe	
that	registrars	located	in	China	have	become	more	prevalent	among	registrars	with	
the	largest	shares	of	new	gTLD	registrations.	

 We	 find	 the	 largest	 percentage	 growth	 in	 the	number	of	 registry	 operators	 in	 the	
Asian	Pacific	and	European	regions.	

 New	gTLDs	continue	to	target	registrants	with	a	variety	of	interests,	and	the	entry	of	
new	 gTLDs	 within	 a	 given	 interest	 area	 is	 often	 associated	 with	 a	 decline	 in	
registration	shares	of	other	new	gTLDs	within	the	same	interest	area.	

 The	expansion	of	new	gTLDs	has	continued	since	our	Phase	I	Assessment;	new	gTLD	
registrations	have	 increased	from	3,483,064	registrations	as	of	November	2014	to	
16,570,035	 registrations	 as	of	March	2016.	New	gTLD	 registrations	 accounted	 for	
approximately	 2	 percent	 of	 all	 gTLD	 registrations	 as	 of	November	 2014	 and	 now	
account	 for	 9	 percent	 of	 all	 gTLD	 registrations.	Overall	 domain	 registration	 levels	
have	also	increased	since	Phase	I,	since	legacy	TLD	registrations	have	not	declined	
and	new	gTLD	registrations	are	growing.	

 There	 continues	 to	 be	 no	 aggregate	 (worldwide)	 effect	 of	 new	 gTLD	 entry	 or	
registrations	on	legacy	TLD	registrations.	This	suggests	that	total	TLD	registrations	
have	 grown	 since	 the	 beginning	 of	 the	 New	 gTLD	 program,	 since	 legacy	 TLD	
registrations	have	not	fallen	and	new	gTLD	registrations	are	growing.	However,	 in	
analyzing	the	effect	of	 the	entry	of	regionally‐specific	TLDs	(e.g.,	nyc),	we	typically	
observe	 a	 decline	 in	 new	 gTLD	 and	 legacy	 registrations	 after	 the	 entry	 of	 the	
regional	 TLD	 in	 the	 region	 relevant	 to	 that	TLD.	This	 suggests	 that	 regional	TLDs	
may	be	viewed	as	substitutes	for	other	new	gTLDs	and	legacy	TLDs.		
	

While	 we	 are	 unable	 to	 draw	 conclusions	 about	 whether	 the	 New	 gTLD	 Program	 has	
caused	a	change	in	competition	in	the	domain	name	marketplace,	some	of	these	changes	in	
the	 past	 year	 are	 consistent	 with	 what	 one	 would	 expect	 to	 see	 in	 a	 marketplace	 with	
increased	 competition.	 For	 example,	 the	 decline	 in	 the	 share	 of	 new	 gTLD	 registrations	
attributable	to	the	four	and	eight	registries	with	the	most	registrations,	and	the	observed	
volatility	 in	 the	 registration	 shares	 held	 by	 registry	 operators,	 could	 point	 to	 increased	
competition.	The	volatility	in	new	gTLD	registration	shares	made	by	registrars	may	also	be	
indicative	of	increased	competition;	while	there	are	multiple	explanations	for	this	volatility,	
one	could	observe	movement	in	registration	shares	because	of	the	entry	of	new	registrars	
in	the	marketplace.		
	
One	 might	 also	 expect	 that	 increased	 competition	 among	 new	 gTLD	 registry	 operators	
would	result	in	lower	new	gTLD	wholesale	prices,	which	we	do	not	observe.	However,	the	
decline	in	retail	prices	and	markups	since	Phase	I	is	consistent	with	increased	competition	
among	registrars.	In	making	these	observations,	it	is	important	to	note	that	our	price‐based	
analyses	 are	 limited	 by	 available	 data.	 In	 particular,	 we	 would	 have	 liked	 to	 evaluate	
detailed	transaction‐level	data	to	compare,	for	example,	how	prices	of	the	same	or	similar	
second‐level	 domain	 names	 differ	 across	 legacy	 TLDs	 and	 new	 gTLDs.	 However,	 we	
received	no	data	from	secondary	market	institutions	in	Phase	I	or	Phase	II.	
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Finally,	in	both	our	Phase	I	and	Phase	II	Assessments,	we	found	no	aggregate	(worldwide)	
effect	 of	 new	 gTLD	 entry	 or	 registrations	 on	 legacy	 TLD	 registrations.	 This	 is	 consistent	
with	new	gTLDs	generally	not	being	treated	as	substitutes	for	 legacy	TLDs.	The	observed	
impact	of	the	entry	of	regionally‐specific	TLDs	(e.g.,	nyc)	on	other	TLD	registration	activity	
in	 the	 regional	 TLD’s	 geographic	 area,	 suggests	 that	 regional	 TLDs	 may	 be	 viewed	 as	
substitutes	for	other	new	gTLDs	and	legacy	TLDs.	However,	we	do	not	have	the	necessary	
transaction‐level	data	to	fully	analyze	the	substitutability	of	new	gTLDs	for	legacy	TLDs.	
	
SECTION	I	–	INTRODUCTION	
	
We	 were	 retained	 by	 ICANN	 to	 assess	 the	 extent	 to	 which	 the	 New	 gTLD	 Program	 has	
resulted	 in	 increased	competition	in	the	domain	name	marketplace,	and	we	have	divided	
our	work	into	two	phases:	an	initial	report	published	on	September	28,	2015	(the	“Phase	I	
Assessment”),	 which	 established	 a	 baseline	 description	 of	 metrics	 that	 can	 be	 used	 to	
assess,	in	the	future,	the	competitive	conditions	in	the	marketplace	for	domain	names,	and	
this	subsequent	report	(the	“Phase	II	Assessment”),	which	assesses	the	extent	to	which	the	
New	gTLD	Program	has	affected	competition	in	this	marketplace	over	the	past	year.7		
	
Since	the	Phase	I	Assessment,	the	domain	registration	space	has	continued	to	expand.	As	of	
March	2016,	there	were	955	new	gTLDs	available	for	registration	and	16,570,035	domain	
registrations	in	new	gTLDs.	This	represents	a	growth	of	405	available	new	gTLDs	available	
for	 registrations	 and	 13,086,971	 domain	 registrations	 in	 new	 gTLDs	 since	 November	
2014.8	
	
Our	Phase	 II	Assessment	 reveals	 how	 the	 competition	metrics	 established	 in	 the	Phase	 I	
Assessment	have	changed	(or	remained	the	same)	as	the	New	gTLD	Program	has	continued	
in	 the	 past	 year.	 When	 interpreting	 these	 results	 one	 should	 note	 that	 the	 New	 gTLD	
Program	continues	to	introduce	new	gTLDs.	Therefore,	the	marketplace	for	domain	names	
may	continue	to	change	as	the	program	proceeds.		
	
In	this	assessment,	our	principal	findings	are	that:	

 Average	and	median	retail	prices	for	registrations	of	legacy	and	new	gTLDs,	as	well	
as	retail	mark‐ups	over	wholesale	prices,	have	declined	since	Phase	I.9		

 The	 overall	 price	 level	 of	 legacy	 TLD	wholesale	 price	 caps	 continues	 to	 be	 lower	
than	wholesale	prices	for	new	gTLDs.10,11	In	addition,	we	find	effectively	no	change	
in	wholesale	price	caps	for	 legacy	TLDs,	nor	wholesale	price	levels	for	new	gTLDs,	
when	 comparing	 our	 Phase	 I	 and	 Phase	 II	 results.	 The	 presence	 of	 price	 caps	 on	

                                                      
7	The	Phase	I	Assessment	was	released	for	public	comment	on	September	28,	2015	and	is	publicly	available	at	
https://www.icann.org/news/announcement‐2‐2015‐09‐28‐en.	
8	Our	Phase	I	Assessment	relied	on	registration	data	available	as	of	November	2014.	
9	Due	to	limitations	on	our	ability	to	collect	data	on	legacy	TLD	wholesale	prices,	we	substitute	for	them	with	
legacy	TLD	price	caps	(not	the	actual	wholesale	prices	charged	by	registry	operators	of	legacy	TLDs).	
10	Since	legacy	TLD	wholesale	price	caps	are	below	the	wholesale	prices	of	new	gTLDs,	legacy	TLD	wholesale	
prices	must	also	be	below	wholesale	prices	of	new	gTLDs.	
11	Legacy	TLDs	exclude	ccTLDs.	
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legacy	TLDs	may	 help	 to	 explain	 the	 absence	 of	 changes	 in	 legacy	TLD	wholesale	
prices.12	

 There	 are	 noticeable	 changes	 in	 the	 set	 of	 entities	 included	 in	 the	 largest	 15	
registries	and	registrars	ranked	by	total	domain	registrations	as	a	result	of	entry	by	
new	gTLD	registries	and	growth	 in	registrations	made	by	different	registrars	who	
register	new	gTLD	domains.	 In	addition,	we	observe	declines	 in	the	share	of	gTLD	
registrations	 held	 by	 the	 top	 four,	 top	 eight,	 and	 top	 15	 registries	 and	 registrars	
between	Phase	I	and	Phase	II.	

 There	 were	 changes	 in	 the	 new	 gTLD	 registration	 shares	 of	 registrars,	 with	 the	
largest	 registrar	 in	 the	 Phase	 I	 Assessment	 dropping	 out	 of	 the	 top	 15	 registrars	
(ranked	 by	 total	 domain	 registrations)	 and	 being	 replaced	 by	 a	 registrar	 whose	
share	of	 new	gTLD	 registrations	 increased	by	nearly	22	percent.	We	also	observe	
that	registrars	located	in	China	have	become	more	prevalent	among	registrars	with	
the	largest	shares	of	new	gTLD	registrations.	

 We	 find	 the	 largest	 percentage	 growth	 in	 the	number	of	 registry	 operators	 in	 the	
Asian	Pacific	and	European	regions.	

 New	gTLDs	continue	to	target	registrants	with	a	variety	of	interests,	and	the	entry	of	
new	 gTLDs	 within	 a	 given	 interest	 area	 is	 often	 associated	 with	 a	 decline	 in	
registration	shares	of	other	new	gTLDs	within	the	same	interest	area.	

 The	expansion	of	new	gTLDs	has	continued	since	our	Phase	I	Assessment;	new	gTLD	
registrations	have	 increased	from	3,483,064	registrations	as	of	November	2014	to	
16,570,035	 registrations	 as	of	March	2016.	New	gTLD	 registrations	 accounted	 for	
approximately	 2	 percent	 of	 all	 gTLD	 registrations	 as	 of	November	 2014	 and	 now	
account	 for	 9	 percent	 of	 all	 gTLD	 registrations.	Overall	 domain	 registration	 levels	
have	also	increased	since	Phase	I,	since	legacy	TLD	registrations	have	not	declined	
and	new	gTLD	registrations	are	growing.	

 There	 continues	 to	 be	 no	 aggregate	 (worldwide)	 effect	 of	 new	 gTLD	 entry	 or	
registrations	on	legacy	TLD	registrations.	This	suggests	that	total	TLD	registrations	
have	 grown	 since	 the	 beginning	 of	 the	 New	 gTLD	 program,	 since	 legacy	 TLD	
registrations	have	not	fallen	and	new	gTLD	registrations	are	growing.	However,	 in	
analyzing	the	effect	of	 the	entry	of	regionally‐specific	TLDs	(e.g.,	nyc),	we	typically	
observe	 a	 decline	 in	 new	 gTLD	 and	 legacy	 registrations	 after	 the	 entry	 of	 the	
regional	TLD	in	the	region	relevant	to	that	TLD,	which	suggests	that	regional	TLDs	
may	be	viewed	as	substitutes	for	other	new	gTLDs	and	legacy	TLDs.		

	
SECTION	II	–	THE	MARKETPLACE	FOR	DOMAIN	NAMES	
	
In	this	section,	we	provide	a	brief	overview	of	what	types	of	changes	we	would	expect	to	
see	in	a	marketplace	that	has	experienced	changes	in	competitive	pressures.	We	then	detail	
our	methodological	approach	to	assessing	competitive	effects	in	Section	III	and	discuss	our	
results	in	Section	IV.	
	

                                                      
12 While a number of legacy TLDs have price caps that adjust relative to the previous year’s price (and therefore do 
not necessarily bind the TLD to a specific price level), the presence of the cap may still limit the incentive for the 
TLD to change its price. 
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An	Economic	Framework	
As	discussed	in	Section	II	of	the	Phase	I	Assessment	in	more	detail,	firms	in	a	marketplace	
can	 compete	 on	 factors	 such	 as	 price,	 product	 and	 service	 attributes,	 marketing	 and	
promotion	efforts,	and	ancillary	services.	Since	firms	can	compete	on	price	and	non‐price	
factors,	 it	 follows	 that	 these	 factors	 are	 often	 used	 to	 evaluate	 changes	 in	 competition.	
Although	 there	 is	 not	 by	 any	 means	 necessarily	 a	 causal	 link,	 a	 decrease	 in	 the	 prices	
charged	to	consumers,	an	increase	in	the	quality	of	products	offered,	and/or	an	increase	in	
the	 quality	 of	 other	 services	 provided	 by	 firms	 may	 reflect	 increased	 competition.	
Furthermore,	 an	 increase	 in	 the	 number	 of	 firms	 offering	 services	 or	 an	 increase	 in	 the	
production	 of	 a	 given	 good	 may	 be	 correlated	 with	 increased	 competition	 in	 some	
instances.		
	
As	 such,	 our	 assessment	 of	 the	 effect	 of	 the	 New	 gTLD	 Program	 on	 competition	 in	 the	
marketplace	for	domain	names	focuses	on	the	extent	to	which	price	and	non‐price	factors	
have	changed	as	new	gTLDs,	registries,	and	registrars	have	entered	into	(or	in	some	cases,	
exited	from)	the	marketplace.	If,	 for	example,	competition	has	increased	among	registries	
or	 registrars,	 we	 may	 expect	 to	 see	 entry	 by	 new	 registry	 operators	 or	 registrars,	 or	
changes	 in	 which	 parties	 have	 significant	 domain	 registration	 activity.	 Additionally,	 if	
competition	has	increased	among	registry	operators	in	the	past	year,	we	may	see	signs	that	
wholesale	 prices	 have	 decreased	 or	 begun	 to	 converge;	 similarly,	 if	 competition	 among	
registrars	has	increased,	we	may	observe	signs	that	retail	prices	have	decreased	or	begun	
to	 converge.	 We	 also	 investigate	 whether	 registration	 activity	 or	 changes	 in	 retail	 and	
wholesale	prices	in	the	past	year	differ	between	new	gTLDs	and	legacy	TLDs.	Such	changes	
among	legacy	TLDs	may	indicate	that	consumer	demand	for	legacy	TLDs	is	related	to	new	
gTLDs:	for	example,	a	decline	in	registrations	of	legacy	TLDs	while	new	gTLD	registrations	
increased	 would	 be	 consistent	 with	 the	 possibility	 that	 consumers	 view	 new	 gTLDs	 as	
substitutes	 for	 legacy	 TLDs.	 However,	we	 note	 that	 given	 that	 only	 one	 year	 has	 passed	
since	our	initial	assessment	and	that	the	New	gTLD	Program	continues	to	develop,	one	can	
expect	that	these	measures	of	competition	may	continue	to	change	in	the	future.	
	
If	 firms	 choose	 to	 engage	 in	price	 competition,	 consumers	will	 typically	benefit	 from	 the	
resulting	lower	prices.	Other	benefits,	which	are	more	difficult	to	observe	than	price,	may	
also	 manifest	 as	 a	 result	 of	 competition;	 for	 example,	 competing	 firms	 may	 choose	 to	
develop	 new	 or	 different	 product	 offerings,	 therefore	 increasing	 the	 variety	 of	 choices	
consumers	face,	and	potentially	allowing	for	more	personalized	products	and	increases	in	
consumer	 welfare.	 In	 the	 marketplace	 for	 domain	 names,	 the	 availability	 of	 a	 diverse	
selection	 of	 specialized	 gTLDs	 may	 be	 an	 example	 of	 welfare‐enhancing	 product	
differentiation.			
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SECTION	III	–	DATA	COLLECTION	AND	METHODOLOGY	
	

In	 this	 section,	 we	 describe	 our	 sample	 selection	 methodology	 and	 data	 collection	
process,13	and	conclude	with	a	brief	overview	of	the	data	we	compiled	for	the	Phase	I	and	
Phase	II	Assessments.	
	
TLD	Sample	Construction	
Given	the	large	number	of	new	gTLDs	available	at	the	time	of	the	Phase	I	Assessment,	we	
developed	a	methodology	designed	to	sample	new	gTLDs	that	had	generated	the	greatest	
registration	 activity	 (both	 historically	 and	 recently);	 we	 also	 included	 new	 gTLDs	 that	
overlapped	with	those	new	gTLDs	in	terms	of	target	customer	groups.	The	resulting	sample	
for	 the	Phase	 I	Assessment	 included	109	new	gTLDs,	accounting	 for	81.4	percent	of	new	
gTLD	 registrations;	we	 also	 included	14	 legacy	TLDs,	 the	 selection	of	which	 is	described	
below.	
	
In	 the	Phase	II	Assessment,	we	added	additional	new	gTLDs	based	on	recent	registration	
volume	 and/or	 overlap	with	 the	 target	 consumer	 groups	 of	 new	 gTLDs	 included	 in	 our	
Phase	 I	 sample.	 We	 also	 expanded	 the	 representation	 of	 IDN	 TLDs	 (that	 is,	 new	 gTLDs	
whose	 string	 included	non‐ASCII	 characters	 such	 as	 “.綆动””).	 In	 total,	we	 added	30	new	
gTLDs	 to	our	 sample	 for	 the	Phase	 II	Assessment,	 resulting	 in	a	 total	of	139	new	gTLDs,	
which	accounted	 for	83.3	percent	of	new	gTLD	registrations.	We	also	 included	14	 legacy	
TLDs.	
	
Our	 sampling	 approach	 provides	 several	 benefits.	 First,	 the	 approach	 is	 objective	 and	
reproducible.	Second,	the	use	of	registration	volumes	in	guiding	our	sampling	means	that	
we	 are	 allowing	 consumers’	 decisions	 in	 the	 marketplace	 to	 determine	 the	 relevant	
sample.14	 And	 finally,	 by	 including	 those	 new	 gTLDs	 that	 may	 overlap	 in	 their	 target	
consumer	 groups,	we	 include	 sets	 of	 new	 gTLDs	 in	which	 one	may	 observe	more	 direct	
competition	for	particular	customers.	
	
Below,	we	describe	our	selection	process	in	more	detail	for	new	gTLDs	and	legacy	TLDs.	
	
Sample	Selection	of	New	gTLDs	and	Legacy	TLDs	
For	the	Phase	I	Assessment,	our	selection	process	for	new	gTLDs	consisted	of	three	steps.	
First,	 in	 order	 to	 ensure	 that	 our	 sample	 contained	 only	 active,	 new	 gTLDs	 that	 were	

                                                      
13	Details	that	do	not	compromise	the	confidentiality	of	the	registrars	and	registries	have	been	provided.	For	
example,	 registry	 wholesale	 prices	 for	 gTLDs	 are	 confidential,	 and	 as	 such,	 we	 do	 not	 identify	 wholesale	
prices	for	specific	gTLDs.	Furthermore,	we	do	not	report	summaries	of	registry	wholesale	prices	for	gTLDs	
that	could	be	used	to	infer	the	wholesale	prices	for	specific	gTLDs.		
14	Such	an	approach	is	often	used	in	the	specification	of	common	economic	indices.	For	example,	the	S&P	500	
index	 consists	 of	 the	 largest	 500	 companies	 listed	 in	 the	 NYSE.	 If	 an	 individual	 wants	 to	 gauge	 the	
performance	of	the	broader	economy,	looking	at	the	S&P	500	will	be	much	more	informative	than	choosing	a	
few	random	and	possibly	small	companies.	
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available	for	purchase	in	Phase	I,	we	eliminated	any	gTLD	for	which	there	were	no	monthly	
transaction	reports	available	as	of	March	2015.15  
	
Second,	we	selected	from	this	group	as	follows.	

 First,	 we	 included	 a	 set	 of	 new	 gTLDs	 based	 on	 total	 current	 registrations	 to	
account	for	historically	popular	new	gTLDs.	

 Second,	we	included	a	set	of	new	gTLDs	based	on	the	number	of	registrations	in	
the	three	months	prior	to	sample	selection	to	account	for	“popular”	new	gTLDs	
at	the	time	of	selection.		

 Finally,	given	the	resulting	list	above,	we	also	included	any	new	gTLDs	that	were	
similar	to	these	new	gTLDs	in	name	and	likely	purpose.	These	similar	new	gTLD	
groups	consist	of	new	gTLDs	with	similar	spellings	or	topic	areas	and	are	likely	
to	 have	 some	 overlap	 in	 their	 respective	 target	 groups	 of	 consumers	 (e.g.,	 if	
.work	 had	 been	 included,	 other	 new	 gTLDs	 such	 as	 .careers,	 .career,	 and	 .jobs	
would	be	considered.)		

The	 process	 described	 above	 generated	 a	 set	 of	 109	 new	 gTLDs	 that	 represents	 81.4	
percent	of	overall	gTLD	registration	activity.		

	
Third,	 the	 109	 selected	 new	 gTLDs	were	 examined	 to	 confirm	 that	 the	 resulting	 sample	
included	new	gTLDs	reflecting	diversity	with	respect	to	geographic	scope	and	“community”	
designations.	Specifically,	we	verified	that	our	list	of	109	new	gTLDs	included:	

 At	least	five	IDN	new	gTLDs.		
 At	 least	 five	 “community”	 new	 gTLDs,	 where	 “community”	 new	 gTLDs	 are	

determined	 based	 on	 the	 original	 new	 gTLD	 applications.	 “Community”	 new	
gTLDs	are	operated	for	the	benefit	of	a	clearly	defined	community.	All	applicants	
must	substantiate	their	claim	that	they	represent	a	well‐defined	community,	and	
must	submit	written	endorsements	to	this	effect.16	However,	these	applications	
are	only	evaluated	if	the	new	gTLD	string	is	contested.	

	
In	Phase	II,	we	expanded	the	sample	of	new	gTLDs	with	the	inclusion	of	30	additional	new	
gTLDs.	Twenty‐five	additional	new	gTLDs	were	selected	based	on	their	registration	activity	
and/or	 overlap	with	 the	 target	 consumer	 groups	 of	 new	 gTLDs	 included	 in	 our	 Phase	 I	
sample.	In	particular,	17	were	selected	due	to	having	the	largest	number	of	registrations	as	
of	October	2015,	while	eight	were	selected	due	to	their	overlap	with	the	target	consumer	
groups	of	our	Phase	I	sample.	We	also	expanded	our	sample	of	IDN	new	gTLDs	by	selecting	
the	 five	 IDN	new	gTLDs	 that	were	not	 included	 in	our	Phase	 I	 sample	 and	had	 the	most	
active	registrations	as	of	October	2015.	
	
In	addition,	we	also	included	all	legacy	TLDs	that	were	available	before	the	first	new	gTLD	
was	released	in	October	2013,	and	that	are	currently	available	for	purchase	without	certain	

                                                      
15	Monthly	transaction	reports	are	submitted	to	ICANN	by	operating	registries	of	legacy	TLDs	and	new	gTLDs,	
and	detail	the	number	of	registrations	and	renewals	for	a	TLD,	for	each	registrar.	
16	These	groups	must	also	be	of	considerable	size,	and	the	members	must	also	be	aware	that	they	belong	to	
said	 group.	 “Shared	 characteristics”	 can	 be	 broadly	 defined,	 and	 includes	 professions,	 languages,	 and	
geographic	locations.	For	more	information,	see	ICANN	Applicant	Guidebook	Section1.2.3.	
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registration	 restrictions.	 (We	 excluded	 legacy	 TLDs	 that	 were	 intended	 specifically	 for	
government	 entities,	 institutions,	 and	 organizations	 with	 restrictive	 registration	
requirements.)	Based	on	the	latter	criterion,	from	the	22	legacy	TLDs	available,	we	limited	
our	legacy	TLD	sample	to	those	that	did	not	have	restrictive	criteria	that	limited	who	could	
register	domains:	 .com,	 .net,	 .org,	 .biz,	 .info,	 .name,	 .pro,	 .asia,	 .travel,	 .jobs,	 .mobi,	 .cat,	 .tel,	
and	.xxx.17			
	
Ultimately,	our	data	requests	and	collection	process	included	109	new	gTLDs	and	14	legacy	
TLDs	in	Phase	I,	and	139	new	gTLDs	and	14	legacy	TLDs	in	Phase	II.	
	
Registry	and	Registrar	Selection	
Since	 each	 TLD	 can	 only	 be	 operated	 by	 one	 registry	 operator,	 our	 sample	 of	 TLDs	
determined	our	 list	of	 registries	 from	which	 to	 request	data.	Because	a	 registry	operator	
can	operate	multiple	TLDs,	our	final	list	of	registry	operators	that	we	contacted	in	Phase	I	
consisted	of	59	unique	 registry	operators.18	 In	Phase	 II,	we	contacted	65	unique	 registry	
operators. 
	
While	each	TLD	has	a	single	registry	operator,	registrations	in	legacy	TLDs	and	new	gTLDs	
can	be	offered	by	more	than	one	registrar.	In	Phase	I,	we	selected	a	sample	of	54	registrars	
associated	with	our	selected	TLDs	to	collect	data	from	the	registrars	who	account	for	the	
most	domain	registrations,	and	to	also	ensure	that	each	TLD	in	our	sample	was	offered	by	
at	least	ten	of	the	selected	registrars.19	In	Phase	II,	we	added	registrars	to	our	sample	for	
any	of	the	30	new	gTLDs	that	were	added	to	our	sample	and	were	not	represented	by	at	
least	 ten	 registrars	 in	our	Phase	 I	 registrar	 sample.	 In	 selecting	 these	new	registrars,	we	
selected	those	with	the	most	registrations	of	that	TLD	as	of	October	2015.20	This	resulted	in	
a	sample	of	59	registrars.	
	
Data	Collection	Methodology	
Price	and	non‐price	data	for	the	sample	of	registries	and	registrars	were	obtained	through	
direct	 outreach	 to	 registries,	 review	 of	 registrars’	 publicly‐available	 websites,	 and	 from	
ICANN.	 In	 Phase	 II,	we	 also	 purchased	 registrar	 pricing	 data	 from	Domain	Name	 Prices,	
which	provided	us	with	registrar	pricing	data	for	registrars	in	and	outside	of	our	registrar	
sample.21	
	
Registration	Volumes	
Publicly‐available	 transaction	 reports	 for	 each	 TLD,	 which	 provide	 information	 on	
historical	 registration	 volumes,	 were	 collected	 from	 ICANN’s	 website	 in	 Phase	 I	 at	

                                                      
17	This	criterion	excluded	.gov,	.edu,	.int,	.mil,	.aero,	.coop,	.post,	and	museum	from	our	sample.	
18	The	reduction	in	the	number	of	operating	registries	(from	the	total	number	of	TLDs)	was	primarily	due	to	
one	registry	that	is	the	operating	registry	for	many	of	the	TLDs	in	our	Phase	I	and	Phase	II	samples.	
19	Some	TLDs	were	offered	by	a	total	of	fewer	than	ten	registrars.	In	this	case,	all	registrars	offering	the	TLD	
were	included	in	the	registrar	sample.		
20	For	those	TLDs	that	were	provided	by	a	total	of	 fewer	than	ten	registrars,	all	registrars	offering	the	TLD	
were	included	in	the	registrar	sample.	
21	 Domain	Name	 Prices	 collects	 registrar	 registration,	 renewal,	 and	 transfer	 prices	 from	publicly	 available	
sources,	as	well	as	premium	domain	sales.	See	www.dnpric.es/services.	
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https://www.icann.org/resources/pages/reports‐2014‐03‐04‐en.	 Reports	 as	 of	 March	
2016	were	provided	by	ICANN	in	Phase	II	(and	are	also	publicly	available).	These	reports	
detail	 how	many	 registrations	 of	 a	 given	TLD	 each	 registrar	was	 responsible	 for	 in	 each	
month.	
	
We	 also	 received	 registration	 data	 from	 DomainTools	 that	 was	 extracted	 from	 WhoIs	
registration	 records.	 WhoIs	 data	 are	 generated	 at	 the	 time	 that	 a	 domain	 name	 is	
registered,	and	consist	of	the	registered	domain	name,	information	about	the	registration	
(i.e.,	 registration	 date),	 and	 information	 about	 the	 registrant	 (i.e.,	 registrant	 name	 and	
location).22	 We	 received	 data	 from	 DomainTools	 summarizing	 the	 number	 of	 new	
registrations	made	 by	 registrants	 in	 a	 given	 geographic	 location	 in	 each	 new	 gTLD	 and	
legacy	 TLD	 for	 each	month	 from	 January	 2014	 through	 January	 2016.	 These	 data	 were	
obtained	for	registrants	in	certain	geographic	areas	related	to	regional	TLDs	to	analyze	the	
impact	of	the	entrance	of	such	TLDs	on	registration	activity	in	legacy	and	new	gTLDs.	The	
geo‐TLDs	which	are	included	in	our	analysis	include:	.berlin,	capetown,	.cologne,	.hamburg,	
.london,	.nyc,	.quebec,	.scot,	.tokyo,	and	.vegas.	
	
Sunrise	and	Wholesale	Prices	
Data	regarding	sunrise	and	regular	wholesale	prices	were	requested	and	collected	directly	
from	the	operating	registries.	While	some	 legacy	TLD	registries	provided	data,	most	data	
on	 historic	 legacy	 TLD	wholesale	 prices	 are	 restricted	 to	 price	 caps	 (and	 not	 the	 actual	
wholesale	prices	charged	by	registry	operators	of	legacy	TLDs),	which	were	collected	from	
official	 price	 change	 correspondence	 between	 operating	 registries	 and	 ICANN.23	 Legacy	
TLD	price	change	data	are	available	at	
https://www.icann.org/resources/pages/correspondence.		
	
Retail	Prices	
Requests	 for	current	and	historical	pricing	data	were	sent	 to	all	 registrars	 in	our	Phase	 I	
and	 Phase	 II	 samples.	 In	 Phase	 I,	 only	 six	 registrars,	 all	 from	 the	 Asia	 Pacific	 region,	
provided	some	form	of	historical	data.	These	responsive	registrars	accounted	for	only	14	
percent	of	 registration	volume	of	 the	new	gTLDs	being	sampled	and	did	not	provide	any	
regional	 geographic	 variation.	 The	 response	 in	 Phase	 II	 was	 similar,	 with	 only	 five	
registrars,	all	from	the	Asia	Pacific	region,	electing	to	participate.	
	
Given	 the	 lack	 of	 responses	 from	 registrars,	 we	 collected	 posted	 retail	 prices	 from	 the	
websites	of	registrars	in	our	sample.24	However,	many	registrars	in	our	Phase	I	and	Phase	
II	samples	(which	were	based	on	registration	volumes	of	new	gTLDs)	did	not	offer	publicly‐

                                                      
22	“WHOIS	Primer,”	ICANN,	available	at	https://Whois.icann.org/en/primer.	
23	Some	legacy	gTLD	wholesale	price	data	are	also	available	in	public	press	releases,	however	those	data	are	
not	available	for	all	legacy	gTLDs	and	there	is	no	guarantee	that	those	data	are	complete.	
24	In	collecting	retail	prices	from	registrar	websites,	we	first	looked	for	available	price‐sheets,	which	describe	
what	the	price	for	a	one‐year	registration	is	for	different	TLDs.	If	price	sheets	were	unavailable,	we	manually	
searched	for	the	exact	domain	“somethinggeneric.tld”	(in	Phase	I)	or	“testsomethinggeneric.tld”	(in	Phase	II)	
for	each	TLD	in	our	sample	that	the	registrar	offered	and	recorded	the	retail	price	for	a	one‐year	registration.	
We	only	report	and	analyze	list	prices.	
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available	pricing	information.25	As	a	result,	we	collected	retail	price	information	from	39	of	
the	original	54	registrars	 in	our	sample	 in	Phase	I.26	 In	Phase	II,	 if	available,	we	collected	
retail	price	data	from	Domain	Name	Prices	for	registrars	and	TLDs	in	our	sample;	when	not	
available	 from	 Domain	 Name	 Prices,	 we	 manually	 collected	 retail	 price	 data	 from	 the	
websites	of	registrars.	As	a	result,	we	collected	retail	price	 information	from	a	total	of	39	
registrars	 in	 Phase	 II:	 14	 were	 available	 in	 the	 Domain	 Name	 Prices	 data	 and	 25	 were	
collected	 manually.	 Because	 our	 retail	 price	 data	 are	 limited	 to	 registrars	 with	 publicly	
available	 pricing,	 our	 analyses	 of	 retail	 prices	 may	 not	 be	 representative	 of	 the	 retail	
market	 for	 domain	 names	 if	 consulting	 registrars	 or	 other	 registrars	 without	 publicly	
available	price	information	exhibit	meaningfully	different	pricing	patterns	than	those	with	
public	price	information.	
	
We	 recognize	 that	 our	 price	 data	 are	 limited;	 given	 detailed	 transaction‐level	 data,	 one	
could	compare,	for	example,	how	prices	of	the	same	or	similar	second‐level	domain	names	
differ	across	legacy	TLDs	and	new	gTLDs.	We	also	received	no	data	from	secondary	market	
institutions	in	Phase	I	or	Phase	II;	such	data	would	have	allowed	for	better	investigation	of	
how	 consumers	 value	different	 domain	names	 at	 legacy	TLDs	 and	new	gTLDs.	However,	
the	paucity	of	 this	 type	of	detailed	data	available	 to	us	makes	such	an	exercise	currently	
impossible.			
	
Add‐on	Prices	and	Availability	
Examples	 of	 add‐on	 services	 offered	 by	 registrars	 include	 hosting,	 email,	 server,	 SSL,	
privacy,	website	builder,	 eCommerce,	DNS,	 and	 forwarding	 services.	Requests	 for	add‐on	
services	and	relevant	prices	were	sent	to	registrars	in	both	Phase	I	and	Phase	II,	but	none	
provided	 data.	 Therefore,	 in	 Phase	 I,	 we	 manually	 collected	 current	 add‐on	 prices	 and	
availability	from	a	sample	of	35	registrar	webpages.27	Our	Phase	I	results	showed	a	large	
variety	 of	 add‐on	 categories	 offered	 by	 registrars,	 with	 each	 registrar	 often	 offering	
multiple	products	with	varying	prices	within	each	category.		Due	to	the	wide	range	of	add‐
on	products	and	prices,	 an	update	 to	our	Phase	 I	 analysis	was	unlikely	 to	 illuminate	any	
competitive	effects	of	the	New	gTLD	Program.	In	Phase	II,	we	therefore	limited	our	analysis	
to	a	smaller	set	of	registrars	with	the	 intention	of	analyzing	whether	the	marketplace	for	
add‐on	 services	 has	 changed	 in	 a	 meaningful	 way	 or	 not.	 For	 the	 Phase	 II	 study,	 we	
manually	collected	current	add‐on	prices	and	availability	from	ten	registrar	webpages.28		
	

                                                      
25	Many	 registrars	 that	 did	not	 offer	publicly‐available	pricing	data	were	 consulting	 registrars	 and	did	not	
have	websites	where	consumers	could	shop	for	individual	domain	names.	
26	Retail	price	information	for	one	gTLD	was	unavailable.	
27	 Prices	 were	 collected	 either	 from	 price	 lists	 or	 via	 manual	 searches.	 In	 the	 case	 of	 manual	 searches,	
“testsomethinggeneric.tld”	was	used	across	a	set	of	TLDs	to	ensure	add‐on	prices	did	not	vary	across	TLDs	
within	a	registrar.		No	differences	were	observed	in	add‐on	prices	across	TLDs	within	the	same	registrar.	
28	Registrars	were	selected	based	on	the	number	of	registrations	made	during	the	period	of	December	2014	
through	October	2015.	We	 selected	 the	10	 registrars	with	 the	highest	number	of	 registrations	during	 that	
period.	
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Summary	of	Data	Collected	
Tables	 1A	 and	 1B	 below	 outline	 general	 statistics	 regarding	 the	 number	 of	 TLDs	 from	
which	we	were	able	to	obtain	price	and	registration	volume	data	 in	Phase	I	and	Phase	II,	
respectively.	
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Table	1A	
Summary	of	Collected	Phase	I	Data	

	
	
	 	

Legacy	
TLDs

New	
gTLDs

All	
TLDs

Total	in	Sample 14 109 123
Number	of	TLDs	with	
Available	Data

5 82 87

Percent	of	Total	Registrations 0.0% 11.6% 0.3%

Number	of	TLDs	with	
Available	Data

10 78 89

Percent	of	Total	Registrations 99.6% 68.7% 98.9%

April	2015	
Retail	Prices

Number	of	TLDs	with	
Available	Data

14 108 122

Average	Number	of	Offering	
Registrars	Across	TLDs

20 22 21

Collected	Registrars'	Percent	
of	TLD	Registrations	

55.7% 62.8% 55.9%

Registration	
Volume	Data

TLDs	With	Historical	
Registration	Data

14 109 123

Notes:

[5]	Sunrise	prices	were	not	available	for	all	TLDs	due	to	a	lack	of	a	response	from	the	registries.

[6]	Wholesale	prices	were	not	available	for	all	TLDs	due	to	a	lack	of	a	response	from	the	registries.

Sources:
[1]	Wholesale	prices	were	provided	by	operating	registries	and	official	ICANN	documentation.

[1]	Percent	of	Total	Registrations	for	Sunrise	Prices	reports	the	sunrise	volume	data	for	TLDs	with	
pricing	information	in	our	sample	as	a	fraction	of	all	April	registration	volume	for	our	full	sample	of	
TLDs.
[2]	Percent	of	Total	Registrations	for	April	2015	Wholesale	Prices	reports	the	wholesale	volume	data	
for	TLDs	with	pricing	information	in	our	sample	as	a	fraction	of	all	April	registration	volume	for	our	
full	sample	of	TLDs.

[3]	Average	Number	of	Offering	Registrars	Across	TLDs	reports,	on	average,	legacy	TLDs	were	offered	
by	20	registrars.
[4]	Collected	Registrars'	Percent	of	TLD	Registrations	reports	the	retail	volume	data	for	TLDs	with	
pricing	information	in	our	sample	as	a	fraction	of	all	April	registration	volume	for	our	full	sample	of	
TLDs.

Sunrise	Prices

April	2015	
Wholesale	
Prices

[3]	Volume	data	were	provided	through	Monthly	Transaction	Reports.
[2]	Retail	prices	were	collected	from	registrar	websites.

[7]	Retail	prices	were	not	available	either	for	lack	of	offering	registrars	or	lack	of	available	list	price	
information.	
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Table	1B	
Summary	of	Collected	Phase	II	Data	

		 	

Legacy	
TLDs New	gTLDs

All	
TLDs

Total	in	Sample 14 139 153
Number	of	TLDs	with	Available	Data 6 104 110

Percent	of	Total	Registrations 4.3% 82.5% 10.2%

Number	of	TLDs	with	Available	Data 12 105 117

Percent	of	Total	Registrations 99.8% 45.5% 95.7%

March	2016	
Retail	Prices

Number	of	TLDs	with	Available	Data 14 136 150

Average	Number	of	Offering	
Registrars	Across	TLDs

24 20 20

Percent	of	Total	Registrations	 100.0% 99.0% 99.9%

Collected	Registrars'	Percent	of	TLD	
Registrations	

54.2% 44.1% 53.4%

Registration	
Volume	Data

TLDs	With	Historical	Registration	
Data

14 139 153

Notes:

Sources:

[3]	Percent	of	Total	Registrations	for	March	2016	retail	prices	reports	the	share	of	March	2016	
registrations	of	TLDs	in	our	sample	accounted	for	by	TLDs	for	which	any	retail	pricing	data	is	
available.

Sunrise	Prices

March	2016	
Wholesale	
Prices

[1]	Percent	of	Total	Registrations	for	Sunrise	prices	reports	the	share	of	March	2016	registrations	
of	TLDs	in	our	sample	accounted	for	by	TLDs	for	which	Sunrise	pricing	data	is	available.
[2]	Percent	of	Total	Registrations	for	March	2016	Wholesale	prices	reports	the	share	of	March	
2016	registrations	of	TLDs	in	our	sample	accounted	for	by	TLDs	for	which	current	wholesale	
pricing	data	is	available.

[3]	Volume	data	were	provided	through	monthly	transaction	reports.

[4]	Collected	Registrars'	Percent	of	TLD	Registrations	reports	the	retail	volume	accounted	for	by	
registrars	from	whom	pricing	information	was	available	for	each	TLD	in	our	sample	as	a	fraction	
of	all	March	2016	registration	volume	for	our	full	sample	of	TLDs.
[5]	Sunrise	period	and	current	wholesale	prices	were	not	available	for	all	TLDs	due	to	a	lack	of	a	
response	from	the	registries.
[6]	Retail	prices	were	not	availablefor	all	TLDs	either	for	lack	of	offering	registrars	or	lack	of	
available	list	price	information.	
[7]	Average	number	of	offering	registrars	across	TLDs	reports	the	average	number	of	registrars	
from	which	retail	pricing	information	was	collected	for	each	type	of	TLD.

[1]	Current	and	Sunrise	period	wholesale	prices	were	provided	by	operating	registries	and	official	
ICANN	documentation.
[2]	Retail	prices	were	collected	from	registrar	websites	or	provided	by	DNPric.es.
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As	shown	in	Table	1A,	we	collected	retail	price	 information	in	Phase	I	 for	123	TLDs	(this	
includes	legacy	TLDs	and	new	gTLDs),	with	TLDs	being	offered	by	21	registrars	on	average.	
Wholesale	price	 information	was	provided	for	78	new	gTLDs	and	89	TLDs	overall,	which	
account	 for	 69	 percent	 and	 99	 percent,	 respectively,	 of	 registrations	 in	 our	 original	
sample.29	 Additionally,	 add‐on	 list	 prices	 were	 collected	 from	 a	 total	 of	 35	 registrars.	
Finally,	historical	registration	volume	data	were	available	for	all	legacy	and	new	gTLDs.	
	
As	shown	in	Table	1B,	we	collected	retail	price	information	in	Phase	II	for	150	TLDs,	with	
TLDs	being	offered	by	20	registrars	on	average.	Wholesale	price	information	was	provided	
for	105	new	gTLDs	and	117	TLDs	overall,	which	account	for	46	percent	and	96	percent	of	
registrations	 in	 our	 TLD	 sample,	 respectively.30	 Add‐on	 list	 prices	were	 collected	 from	 a	
total	of	ten	registrars. 
	
SECTION	IV	–	RESULTS  

	
Summary	of	Results	
This	 section	 summarizes	 how	 measures	 of	 price,	 registration	 volume,	 and	 other	
competition	metrics	have	changed	since	our	baseline	measurements	in	Phase	I.	Specifically:	

 We	 investigated	 how	 the	 new	 gTLD	 expansion	 increased	 the	 number	 of	 available	
TLDs	 over	 time.	 The	 expansion	has	 continued	 since	 our	Phase	 I	Assessment;	 new	
gTLD	registrations	now	account	for	9	percent	of	all	gTLD	registrations.31	

 We	 investigated	 how	 domain	 name	 registrations	 are	 distributed	 across	 registries	
and	 registrars.	 In	 Phase	 I	 we	 found	 that	 registration	 shares	 across	 registries	 and	
registrars,	respectively,	were	more	dispersed	for	new	gTLDs	as	compared	to	legacy	
TLDs.	 That	 result	 persists	 in	 the	 Phase	 II	 results.	 We	 also	 observe	 noticeable	
movement	 in	 the	 set	 of	 the	 entities	 included	 in	 the	 largest	 15	 registries	 and	
registrars	ranked	by	total	domain	registrations,	as	a	result	of	the	entry	of	new	gTLD	
registries	and	growth	in	registrations	made	by	different	registrars	who	register	new	
gTLD	domains.		

 We	observe	a	noticeable	decline	in	the	share	of	gTLD	registrations	held	by	the	top	4,	
top	8,	and	top	15	registries	and	registrars	between	Phase	I	and	Phase	II,	with	the	top	
registry’s	share	declining	by	6.2	percent	and	the	 top	registrar’s	share	declining	by	
2.8	percent.32		

 We	note	that	there	were	considerable	changes	in	the	new	gTLD	registration	shares	
of	registrars,	with	the	largest	registrar	in	the	Phase	I	Assessment	dropping	out	of	the	
top	 15	 registrars	 (as	 ranked	 by	 registration	 volume)	 and	 being	 replaced	 by	 a	
registrar	whose	 share	 of	 new	 gTLD	 registrations	 increased	 by	 nearly	 22	 percent.	

                                                      
29	As	noted	above,	we	rely	on	price	cap	information	as	a	substitute	for	legacy	gTLD	wholesale	prices.	
30	As	noted	above,	we	rely	on	price	cap	information	as	a	substitute	for	legacy	gTLD	wholesale	prices.	
31	This	 is	calculated	as	 the	 total	registrations	reported	 in	March	2016	monthly	 transaction	reports	 for	new	
gTLDs	divided	by	the	total	number	of	registrations	reported	in	March	2016	for	new	and	legacy	TLDs.	
32	Top	registry	and	registrar	are	defined	as	the	registry	and	registrar	with	the	most	registrations	in	any	new	
gTLD	as	of	November	2014.	
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Registrars	located	in	China	have	become	more	prevalent	among	registrars	with	the	
largest	shares	of	new	gTLD	registrations.	

 We	 found	 that,	 in	general,	 the	 share	of	new	gTLD	registrations	attributable	 to	 the	
four	 or	 eight	 registries	 and	 registrars	with	 the	most	 registrations,	 respectively,	 is	
smaller	 than	 the	 share	 of	 legacy	TLD	 registrations	 attributable	 to	 those	 registries	
and	registrars,	respectively.	The	share	of	new	gTLD	registrations	attributable	to	the	
four	 or	 eight	 largest	 registries	 and	 registrars	 of	 new	 gTLDs,	 respectively,	 has	
declined	in	the	year	since	our	Phase	I	Assessment.33	

 In	 Phase	 I,	 we	 found	 a	 significant	 amount	 of	 price	 dispersion.	 In	 Phase	 II,	 we	
continue	 to	 see	 considerable	 price	 dispersion.	 Although	 there	 has	 not	 been	much	
change	 in	wholesale	 price	 caps	 over	 the	 past	 year,	 retail	 prices	 and	mark‐ups	 for	
both	new	gTLDs	and	legacy	TLDs	have	declined	since	Phase	I.		

 We	 investigated	how	our	price‐index	values	 for	 legacy	TLDs	and	new	gTLDs	have	
changed	 since	 the	Phase	 I	Assessment.	 In	Phase	 I,	we	 found	 that	 the	overall	price	
level	 for	 legacy	 TLDs	was	 lower	 than	 that	 for	 new	 gTLDs.	 That	 result	 persists	 in	
Phase	 II.	We	 find	 limited	 changes	 in	 the	wholesale	 price	 indices	 and	 un‐weighted	
retail	price	index,	but	see	noticeable	declines	in	the	retail	price	index	for	both	legacy	
TLDs	and	new	gTLDs	when	the	index	is	weighted	by	registration	volume.34	

 We	 investigated	 the	 extent	 to	 which	 new	 gTLDs	 have	 affected	 legacy	 TLD	
registrations.	 In	 Phase	 I,	 we	 did	 not	 identify	 any	 effect	 of	 new	 gTLD	 entry	 or	
registrations	on	legacy	TLD	registrations.	That	general	result	persists	in	Phase	II,	as	
legacy	TLD	registration	activity	does	not	appear	to	experience	a	systematic	change	
in	 response	 to	 the	 New	 gTLD	 Program.	 As	 a	 result,	 total	 TLD	 registration	 has	
increased	since	the	beginning	of	the	New	gTLD	Program.	

 We	investigated	the	extent	to	which	the	entry	of	regionally‐specific	TLDs	(e.g.,	.nyc)	
affected	 legacy	and	other	new	gTLDs.	We	 typically	observe	a	decline	 in	new	gTLD	
and	legacy	registrations	after	the	entry	of	the	regional	TLD	in	the	region	relevant	to	
that	TLD,	which	suggests	that	regional	TLDs	may	be	viewed	as	substitutes	for	other	
new	gTLDs	and	legacy	TLDs.	

 We	 find	 the	 largest	 percentage	 growth	 in	 the	number	of	 registry	 operators	 in	 the	
Asian	Pacific	and	European	regions.	

 We	 find	 that	new	gTLDs	 continue	 to	 target	 registrants	with	 a	 variety	 of	 interests,	
and	the	entry	of	new	gTLDs	within	a	given	interest	area	 is	often	associated	with	a	
decline	in	registration	shares	of	other	new	gTLDs	within	the	same	interest	area.	

 We	 continue	 to	 observe	 considerable	 variation	 in	 the	 non‐price	 characteristics	 of	
ancillary	services	offered	by	registrars.	
	

In	what	 follows,	 we	 first	 present	 a	 simple	 examination	 of	 how	 the	 number	 of	 TLDs	 has	
changed	over	time.	We	then	examine	whether	there	are	any	indications	that	the	New	gTLD	
Program	has	affected	competition	in	the	TLD	marketplace	based	on	changes	in	our	Phase	I	
Assessment	baseline	measurements.	
	

                                                      
33	Concentration	is	measured	by	the	combined	registration	share	held	by	the	four	and	eight	registries	with	the	
largest	shares	of	new	gTLD	registrations.	
34	As	discussed	above,	we	rely	on	price	cap	data	as	a	substitute	for	legacy	TLD	wholesale	prices.	
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Number	of	Available	TLDs	Over	Time	
We	first	examine	how	the	expansion	of	the	New	gTLD	Program	has	affected	the	number	of	
TLDs	available	to	consumers;	these	data	are	plotted	below	in	Figure	1.		
	

Figure	1 
Cumulative	Number	of	Available	Legacy	TLDs	and	gTLDs	(2009	–	2016)	

Notes:	
[1]	The	entrance	for	each	gTLD	is	defined	as	the	end	of	its	Sunrise	period.	
[2]	Only	new	gTLDs	with	non‐zero	registration	volumes	as	of	March	2016	are	included	as	being	
publicly	available.	
	
Sources:	
[1]	Sunrise	period	dates	are	collected	from	ICANN’s	website;	
https://newgtlds.icann.org/en/program‐status/sunrise‐claims‐periods	
[2]	ccTLD	entrance	dates	were	provided	by	ICANN.	
	
Prior	 to	 the	 entry	 of	 the	 first	 new	 gTLDs,	 14	 legacy	 TLD	 domain	 names	without	 certain	
restrictive	registration	requirements	were	available.	The	first	new	gTLDs	were	introduced	
in	late	2013,	and	by	the	end	of	2014,	the	number	of	available	new	gTLDs	had	increased	to	
428;	in	addition	to	the	14	available	legacy	TLDs,	this	resulted	in	a	total	of	442	gTLDs	being	
available	 to	 consumers.	 As	 of	 March	 2016,	 there	 are	 955	 available	 new	 gTLDs	 and	 969	
gTLDs	including	legacy	TLDs.	
	
Baseline	Analyses	
Given	the	available	data,	we	focus	on	examining	the	distribution	of	prices	and	registration	
volumes	across	and	within	TLDs.	In	our	Phase	II	Assessment,	we	are	able	to	examine	how	
these	baseline	measurements	have	changed	over	the	course	of	one	year.	
	
Registration	Distributions	
We	 first	 examine	 the	 current	 distribution	 of	 domain	 name	 registrations.	 Tables	 2A‐2F	
below	show	the	share	of	domain	name	registrations	within	legacy	TLDs	and	new	gTLDs	for	
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the	 top	 15	 registries	 as	 ranked	 by	 their	 share	 of	 registrations	 during	 the	 Phase	 I	
Assessment	and	the	Phase	II	Assessment.		
	
Table	 2A	 shows	 the	 top	 15	 registries	 based	 on	 their	 share	 of	 all	 registrations	 as	 of	
November	2014	(i.e.,	as	they	were	ranked	in	the	Phase	I	Assessment).	As	can	be	seen	below,	
Verisign,	which	operates	.com,	.net,	and	.name,	remains	the	largest	registry	and	has	slightly	
increased	its	share	of	legacy	TLD	registrations	from	86.9	percent	to	87.2	percent.	However,	
most	movement	in	registration	shares	occurred	among	all	registrations	rather	than	legacy	
registrations.	 This	 suggests	 that	 registration	 activity	 in	 the	 new	 gTLDs,	 rather	 than	 in	
legacy	TLDs,	is	affecting	overall	registry	shares	of	registrations.	Table	2B	shows	the	top	15	
registries	ranked	by	their	share	of	all	registrations	as	of	March	2016.	Comparing	this	list	of	
registries	 to	 those	 in	 Table	 2A,	 new	 registries	 that	 are	 associated	with	 new	 gTLDs	 have	
entered	the	top	15	ranking,	such	as	Jiangsu	Bangning	Science	&	Technology,	First	Registry,	
Rightside,	 and	 6A	 Queensway,	 and	 Dotsite.	 (These	 registries	 had	 no	 registrations	 in	 the	
Phase	I	Assessment	and	do	not	operate	legacy	TLDs.)	
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Table	2A	
Registry	Operator	Shares	of	All	Registrations	(Legacy	and	New	gTLDs)	
Top	15	Registry	Operators	by	Share	of	All	Registrations	as	of	November	2014 

	
  

Number	of	TLDs	Operated Share	of	Registrations
by	Registry	Operator All	TLDs Legacy	TLDs
Phase Phase Phase
I II Change I II Change I II Change

Verisign 3 16 13 85.5% 79.4% ‐6.2% 86.9% 87.2% 0.3%
Public	Interest	Registry 1 6 5 6.7% 6.2% ‐0.5% 6.8% 6.8% 0.0%
Afilias 4 18 14 4.0% 3.9% ‐0.2% 4.1% 3.9% ‐0.2%
Neustar 1 2 1 1.6% 1.3% ‐0.3% 1.7% 1.4% ‐0.2%
XYZ.COM 2 3 1 0.5% 1.5% 1.0% 0.0% 0.0% 0.0%
Donuts 52 186 134 0.4% 0.9% 0.5% 0.0% 0.0% 0.0%
Dot	Asia	Organisation 1 1 0 0.2% 0.1% ‐0.1% 0.2% 0.1% ‐0.1%
dot	Berlin 1 1 0 0.1% 0.0% ‐0.1% 0.0% 0.0% 0.0%
.Club	Domains 1 1 0 0.1% 0.4% 0.3% 0.0% 0.0% 0.0%
Uniregistry 10 24 14 0.1% 0.5% 0.4% 0.0% 0.0% 0.0%
Telnic 1 1 0 0.1% 0.1% 0.0% 0.1% 0.1% 0.0%
Registry	Services	Corporation 1 1 0 0.1% 0.2% 0.1% 0.1% 0.2% 0.1%
ICM	Registry 1 4 3 0.1% 0.1% 0.0% 0.1% 0.1% 0.0%
Real	Estate	Domains 1 1 0 0.1% 0.0% 0.0% 0.0% 0.0% 0.0%
Zodiac 1 4 3 0.1% 0.6% 0.5% 0.0% 0.0% 0.0%
All	Other	Registry	Operators 0.4% 4.8% 4.3% 0.1% 0.1% 0.0%

Notes:

[2]	Each	TLD’s	registration	volume	was	assigned	to	a	registry	operator	as	specified	in	the	registry	agreement	with	ICANN.

[4]	Registry	operators	shown	are	the	top	15	as	ranked	by	share	of	all	registrations	as	of	November	2014.

Source:

[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	provided	to	ICANN	by	registry	operators.	Phase	
I	registration	shares	are	as	of	November	2014.	Phase	II	registration	shares	are	as	of	March	2016.

[3]	Each	TLD	was	then	linked	to	a	parent	company	registry	operator,	the	total	domains	for	each	of	its	associated	TLDs	
was	summed,	and	registration	shares	were	calculated	based	on	these	sums	for	all	registry	operators.

[1]	Registration	data	is	obtained	from	monthly	transaction	reports	provided	to	ICANN	by	registry	operators	as	of	
November	2014	for	Phase	I	shares	and	March	2016	for	Phase	II	shares.
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Table	2B	
Registry	Operator	Shares	of	All	Registrations	(Legacy	and	New	gTLDs)	
Top	15	Registry	Operators	by	Share	of	All	Registrations	as	of	March	2016	

	

	
Tables	 2C	 and	 2D,	 below,	 rank	 the	 top	 15	 registries	 by	 new	 gTLD	 registrations	 as	 of	
November	 2014	 and	 March	 2016,	 respectively.	 Table	 2C	 shows	 that	 there	 has	 been	 a	
considerable	 decline	 in	 the	 registration	 shares	 of	 several	 new	 gTLD	 registries	 that	were	
among	the	top	15	registries	of	new	gTLDs	in	Phase	I.	Table	2D	shows	the	top	15	registries	
by	new	gTLD	registrations	as	of	March	2016	and	draws	attention	to	the	entry	and	growth	
of	new	registries	among	the	top	15.	
	 	

Number	of	TLDs	Operated Share	of	Registrations
by	Registry	Operator All	TLDs Legacy	TLDs
Phase Phase Phase

I II Change I II Change I II Change
Verisign 3 16 13 85.5% 79.4% ‐6.2% 86.9% 87.2% 0.3%
Public	Interest	Registry 1 6 5 6.7% 6.2% ‐0.5% 6.8% 6.8% 0.0%
Afilias 4 18 14 4.0% 3.9% ‐0.2% 4.1% 3.9% ‐0.2%
XYZ.COM 2 3 1 0.5% 1.5% 1.0% 0.0% 0.0% 0.0%
Neustar 1 2 1 1.6% 1.3% ‐0.3% 1.7% 1.4% ‐0.2%
Jiangsu	Bangning	Science	&	Technology 1 1 0 0.0% 1.0% 1.0% 0.0% 0.0% 0.0%
Donuts 52 186 134 0.4% 0.9% 0.5% 0.0% 0.0% 0.0%
Zodiac 1 4 3 0.1% 0.6% 0.5% 0.0% 0.0% 0.0%
Uniregistry 10 24 14 0.1% 0.5% 0.4% 0.0% 0.0% 0.0%
First	Registry 0 1 1 0.0% 0.5% 0.5% 0.0% 0.0% 0.0%
.Club	Domains 1 1 0 0.1% 0.4% 0.3% 0.0% 0.0% 0.0%
Rightside 9 39 30 0.1% 0.3% 0.2% 0.0% 0.0% 0.0%
6A	Queensway 0 4 4 0.0% 0.3% 0.3% 0.0% 0.0% 0.0%
Registry	Services	Corporation 1 1 0 0.1% 0.2% 0.1% 0.1% 0.2% 0.1%
Dotsite 0 1 1 0.0% 0.2% 0.2% 0.0% 0.0% 0.0%
All	Other	Registry	Operators 0.9% 3.0% 2.1% 0.5% 0.4% 0.0%

Notes:

[2]	Each	TLD’s	registration	volume	was	assigned	to	a	registry	operator	as	specified	in	the	registry	agreement	with	ICANN.

[4]	Registry	operators	shown	are	the	top	15	as	ranked	by	share	of	all	registrations	as	of	March	2016.

Source:

[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	provided	to	ICANN	by	registry	operators.	Phase	I	
registration	shares	are	as	of	November	2014.	Phase	II	registration	shares	are	as	of	March	2016.

[3]	Each	TLD	was	then	linked	to	a	parent	company	registry	operator,	the	total	domains	for	each	of	its	associated	TLDs	was	
summed,	and	registration	shares	were	calculated	based	on	these	sums	for	all	registry	operators.

[1]	Registration	data	is	obtained	from	monthly	transaction	reports	provided	to	ICANN	by	registry	operators	as	of	November	
2014	for	Phase	I	shares	and	March	2016	for	Phase	II	shares.
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Table	2C	
Registry	Operator	Shares	of	New	gTLD	Registrations	

Top	15	Registry	Operators	by	Share	of	New	gTLD	Registrations	as	of	November	2014	

	
	 	

Number	of	New	gTLDs	Operated Share	of	New	gTLD
by	Registry	Operator Registrations
Phase Phase

Registry	Operators I II Change I II Change
XYZ.COM 2 3 1 28.4% 16.5% ‐11.8%
Donuts 52 186 134 26.4% 10.0% ‐16.4%
dot	Berlin 1 1 0 6.1% 0.4% ‐5.7%
.Club	Domains 1 1 0 5.7% 4.6% ‐1.2%
Uniregistry 10 24 14 5.6% 5.9% 0.3%
Real	Estate	Domains 1 1 0 3.4% 0.5% ‐2.9%
Zodiac 1 4 3 3.3% 6.5% 3.2%
Rightside 9 39 30 3.2% 2.9% ‐0.3%
NYC	Department	of	Information	Technology	and	Telecom 1 1 0 2.5% 0.5% ‐2.0%
GMO	Registry 1 4 3 2.4% 0.3% ‐2.1%
OVH 1 1 0 2.2% 0.3% ‐1.9%
Dot	London	Domains 1 1 0 2.1% 0.4% ‐1.7%
NetCologne 2 2 0 1.4% 0.2% ‐1.1%
Bayern	Connect 1 1 0 1.0% 0.2% ‐0.8%
Afilias 2 16 14 0.8% 3.5% 2.7%
All	Other	Registry	Operators 5.7% 47.4% 41.7%

Notes:

[2]	Each	TLD’s	registration	volume	was	assigned	to	a	registry	operator	as	specified	in	the	registry	agreement	with	ICANN.

[4]	Registry	operators	shown	are	the	top	15	as	ranked	by	share	of	new	gTLD	registrations	only	as	of	November	2014.

Source:

[3]	Each	TLD	was	then	linked	to	a	parent	company	registry	operator,	the	total	domains	for	each	of	its	associated	TLDs	was	
summed,	and	registration	shares	were	calculated	based	on	these	sums	for	all	registry	operators.

[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	provided	to	ICANN	by	registry	operators.	Phase	I	
registration	shares	are	as	of	November	2014.	Phase	II	registration	shares	are	as	of	March	2016.

[1]	Registration	data	is	obtained	from	monthly	transaction	reports	provided	to	ICANN	by	registry	operators	as	of	November	
2014	for	Phase	I	shares	and	March	2016	for	Phase	II	shares.
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Table	2D	
Registry	Operator	Shares	of	New	gTLD	Registrations	

Top	15	Registry	Operators	by	Share	of	New	gTLD	Registrations	as	of	March	2016	

	
	 	

Number	of	New	gTLDs	Operated Share	of	New	gTLD
by	Registry	Operator Registrations
Phase Phase

Registry	Operators I II Change I II Change
XYZ.COM 2 3 1 28.4% 16.5% ‐11.8%
Jiangsu	Bangning	Science	&	Technology 1 1 0 0.5% 11.0% 10.5%
Donuts 52 186 134 26.4% 10.0% ‐16.4%
Zodiac 1 4 3 3.3% 6.5% 3.2%
Uniregistry 10 24 14 5.6% 5.9% 0.3%
First	Registry 0 1 1 0.0% 5.3% 5.3%
.Club	Domains 1 1 0 5.7% 4.6% ‐1.2%
Afilias 2 16 14 0.8% 3.5% 2.7%
Rightside 9 39 30 3.2% 2.9% ‐0.3%
6A	Queensway 0 4 4 0.0% 2.9% 2.9%
Dotsite 0 1 1 0.0% 2.1% 2.1%
Dot	Science 0 1 1 0.0% 2.1% 2.1%
Dot	Bid 0 1 1 0.0% 2.0% 2.0%
Elegant	Leader 0 1 1 0.0% 1.9% 1.9%
Beijing	Qianiang	Wangjing	Technology	Development	Co. 0 1 1 0.0% 1.8% 1.8%
All	Other	Registry	Operators 26.1% 20.9% ‐5.1%

Notes:

[2]	Each	TLD’s	registration	volume	was	assigned	to	a	registry	operator	as	specified	in	the	registry	agreement	with	ICANN.

[4]	Registry	operators	shown	are	the	top	15	as	ranked	by	share	of	new	gTLD	registrations	only	as	of	March	2016.

Source:

[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	provided	to	ICANN	by	registry	operators.	Phase	I	
registration	shares	are	as	of	November	2014.	Phase	II	registration	shares	are	as	of	March	2016.

[3]	Each	TLD	was	then	linked	to	a	parent	company	registry	operator,	the	total	domains	for	each	of	its	associated	TLDs	was	
summed,	and	registration	shares	were	calculated	based	on	these	sums	for	all	registry	operators.

[1]	Registration	data	is	obtained	from	monthly	transaction	reports	provided	to	ICANN	by	registry	operators	as	of	November	
2014	for	Phase	I	shares	and	March	2016	for	Phase	II	shares.
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Table	2E	
Registration	Shares	Across	Registry	Operators	

Phase	I	and	II	Comparison	
Ranked	by	Share	of	All	Registrations	as	of	November	2014	

	 	
	 	

Share	of	All	Registrations
(Legacy	and	New	gTLD)

Phase
I II Change

Top	Registry	Operator 85.5% 79.4% ‐6.2%
Top	4	Registry	Operators 97.9% 90.7% ‐7.1%
Top	8	Registry	Operators 99.1% 93.3% ‐5.8%
Top	15	Registry	Operators 99.6% 95.2% ‐4.3%

Notes:

Source:

[3]	Each	TLD	was	then	linked	to	a	parent	company	registry	
operator,	the	total	domains	for	each	of	its	associated	TLDs	was	
summed,	and	registration	shares	were	calculated	based	on	these	
sums	for	all	registry	operators.

[1]	Registration	data	is	obtained	from	monthly	transaction	
reports	provided	to	ICANN	by	registry	operators	as	of	
November	2014	for	Phase	I	shares	and	March	2016	for	Phase	II	
shares.

[1]	Registration	volumes	are	collected	from	monthly	transaction	
reports	provided	to	ICANN	by	registry	operators.	
[2]	Each	TLD’s	registration	volume	was	assigned	to	a	registry	
operator	as	specified	in	the	registry	agreement	with	ICANN.

[4]	Registry	operators	are	ranked	by	share	of	all	registrations	
across	all	TLDs	as	of	November	2014.
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Table	2F	
Registration	Shares	Across	Registry	Operators	

Phase	I	and	II	Comparison	
Ranked	by	Share	of	New	gTLD	Registrations	as	of	November	2014	

	 	

Table	2E	above	shows	that	the	top	four	registries,	as	ranked	by	the	share	of	all	registrations	
as	of	November	2014,	were	responsible	for	97.9	percent	of	all	registrations	in	Phase	I,	and	
that	this	share	has	fallen	slightly	to	90.7	percent	 in	Phase	II.	By	contrast,	Table	2F	shows	
that	 the	 top	 four	 registries,	 as	 ranked	 by	 the	 share	 of	 new	 gTLD	 registrations	 as	 of	
November	2014,	were	responsible	for	66.6	percent	of	all	new	gTLD	registrations	in	Phase	I,	
and	that	share	has	been	cut	roughly	in	half	 in	Phase	II.	 In	general,	 the	registration	shares	
for	 new	 gTLDs	 are	 less	 concentrated	 compared	 to	 legacy	 TLDs	 and	 have	 continued	 to	
become	less	concentrated	in	the	year	since	our	Phase	I	Assessment.	
	
Tables	3A	through	3F	below	show	a	similar,	though	less	pronounced,	story	for	the	largest	
15	 registrars	 by	 share	 of	 registrations.	 Table	 3A	 shows	 that	 the	 top	 15	 registrars	 as	 of	
November	2014	are	 each	generally	 responsible	 for	 a	 smaller	 share	of	 all	 registrations	 in	
Phase	II	than	they	were	in	Phase	I.	Table	3B	shows	the	top	15	registrars	as	of	March	2016	
based	 on	 all	 registrations.	 The	 registrars	 listed	 in	 Table	 3B	 are	 largely	 the	 same	 as	 the	
registrars	listed	in	Table	3A,	showing	that	there	has	been	less	compositional	change	among	

Share	of	All	New	gTLD	Registrations
Phase	I Phase	II Change

Top	Registry	Operator 28.4% 16.5% ‐11.8%
Top	4	Registry	Operators 66.6% 31.5% ‐35.1%
Top	8	Registry	Operators 82.1% 47.2% ‐34.8%
Top	15	Registry	Operators 94.3% 52.6% ‐41.7%

Notes:

Source:

[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	
provided	to	ICANN	by	registry	operators.	
[2]	Each	TLD’s	registration	volume	was	assigned	to	a	registry	operator	as	
specified	in	the	registry	agreement	with	ICANN.
[3]	Each	TLD	was	then	linked	to	a	parent	company	registry	operator,	the	total	
domains	for	each	of	its	associated	TLDs	was	summed,	and	registration	shares	
were	calculated	based	on	these	sums	for	all	registry	operators.
[4]	Registry	operators	are	ranked	by	share	of	registrations	across	new	gTLDs	
only	as	of	November	2014.

[1]	Registration	data	is	obtained	from	monthly	transaction	reports	provided	to	
ICANN	by	registry	operators	as	of	November	2014	for	Phase	I	shares	and	March	
2016	for	Phase	II	shares.
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the	 top	 15	 registrars	 than	 among	 the	 top	 15	 registries	 based	 on	 all	 registrations.35	 (See	
Tables	2A	and	2B	above.)	Tables	3C	and	3D,	however,	demonstrate	that	there	has	been	a	
considerable	 change	 in	 the	 composition	 of	 the	 top	 15	 registrars	 ranked	 by	 new	 gTLD	
registrations	since	Phase	I.	Table	3C	shows	the	top	15	registrars	of	new	gTLDs	in	Phase	I,	
and	 Table	 3D	 shows	 the	 top	 15	 registrars	 of	 new	 gTLDs	 in	 Phase	 II.	 The	 difference	 in	
registrars	 listed	 in	 the	 two	 tables	 draws	 attention	 to	 the	 instability	 of	 new	 gTLD	
registration	 activity	 across	 registrars.	 These	 results	 are	highlighted	 in	Tables	3E	 and	3F.	
Table	 3E	 shows	 small	 changes	 in	 the	 share	 of	 all	 registrations	 made	 by	 the	 largest	 15	
registrars	as	of	November	2014;36	Table	3F	shows	considerably	large	changes	in	the	share	
of	new	gTLD	registrations	made	by	the	largest	15	registrars	of	new	gTLDs	as	of	November	
2014.	
	 	

                                                      
35	Because	legacy	TLDs	account	for	a	large	portion	of	all	registrations,	results	that	rank	registrars	by	legacy	
TLD	registrations	are	very	similar	to	those	shown	in	Tables	3A	and	3B.	
36	Similar	results	not	shown	here	are	found	for	the	largest	15	registrars	based	on	legacy	TLD	registrations	as	
of	November	2014.	
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Table	3A	
Registrar	Shares	of	All	Registrations	(Legacy	and	New	gTLD) 

Top	15	Registrars	Ranked	by	Share	of	All	Registrations	as	of	November	2014	

	
	
	 	

Share	of Share	of	Legacy	TLD Share	of	New	gTLD
All	Registrations 	Registrations 	Registrations
Phase Phase Phase

Registrar I II Change I II Change I II Change
GoDaddy 32.0% 29.3% ‐2.8% 32.3% 31.5% ‐0.8% 14.8% 6.9% ‐7.9%
eNom 7.4% 6.6% ‐0.9% 7.5% 7.0% ‐0.5% 5.4% 2.4% ‐3.0%
Tucows 5.4% 4.5% ‐0.8% 5.4% 4.9% ‐0.5% 2.1% 1.2% ‐0.9%
Network	Solutions 5.0% 3.6% ‐1.4% 4.8% 3.9% ‐1.0% 15.3% 0.6% ‐14.7%
1&1 3.8% 3.2% ‐0.6% 3.8% 3.4% ‐0.4% 4.3% 1.6% ‐2.6%
PDR	Ltd. 3.0% 2.9% ‐0.1% 3.0% 3.0% 0.0% 0.8% 1.7% 0.9%
Wild	West 2.4% 2.0% ‐0.4% 2.4% 2.1% ‐0.3% 0.3% 0.2% ‐0.2%
GMO	Internet 2.3% 2.4% 0.0% 2.3% 2.1% ‐0.2% 5.3% 5.5% 0.1%
Register.com 1.8% 1.3% ‐0.5% 1.8% 1.4% ‐0.4% 0.3% 0.1% ‐0.2%
Hichina	Zhicheng	Technology	LTD 1.6% 3.0% 1.4% 1.6% 3.2% 1.6% 0.0% 0.1% 0.1%
Fastdomain 1.5% 1.3% ‐0.2% 1.6% 1.4% ‐0.1% 0.0% 0.0% 0.0%
Melbourne	IT 1.5% 1.0% ‐0.5% 1.5% 1.1% ‐0.4% 0.0% 0.1% 0.1%
Domain.com 1.4% 1.2% ‐0.2% 1.4% 1.3% ‐0.1% 0.0% 0.0% 0.0%
XinNet	Technology 1.3% 1.0% ‐0.4% 1.2% 1.0% ‐0.3% 6.6% 0.8% ‐5.8%
OVH 1.2% 1.1% ‐0.1% 1.2% 1.1% ‐0.1% 2.4% 0.8% ‐1.7%
All	Other	Registrars 28.4% 35.8% 7.4% 28.2% 31.6% 3.4% 42.3% 78.2% 35.9%

Notes:
[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	provided	to	ICANN	by	operating	registries.	
[2]	Within	a	TLD,	registration	volumes	were	assigned	to	distinct	registrars.	Registrars	are	identified	by	their	IANA	ID.

[4]	Registrars	shown	are	the	top	15	as	ranked	by	share	of	all	registrations	as	of	November	2014.

Source:

[3]	Registration	volumes	within	a	registrar	were	then	summed,	and	registration	shares	were	calculated	based	on	these	
sums	for	all	registrars.

[1]	Registration	data	is	derived	from	monthly	transaction	reports	provided	to	ICANN	by	operating	registries	as	of	
November	2014	for	Phase	I	shares	and	March	2016	for	Phase	II	shares.
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Table	3B	
Registrar	Shares	of	All	Registrations	(Legacy	and	New	gTLD)	

Top	15	Registrars	Ranked	by	Share	of	All	Registrations	as	of	March	2016	

	
	

Share	of Share	of	Legacy	TLD Share	of	New	gTLD
All	Registrations 	Registrations 	Registrations
Phase Phase Phase

Registrar I II Change I II Change I II Change
GoDaddy 32.0% 29.3% ‐2.8% 32.3% 31.5% ‐0.8% 14.8% 6.9% ‐7.9%
eNom 7.4% 6.6% ‐0.9% 7.5% 7.0% ‐0.5% 5.4% 2.4% ‐3.0%
Tucows 5.4% 4.5% ‐0.8% 5.4% 4.9% ‐0.5% 2.1% 1.2% ‐0.9%
Network	Solutions 5.0% 3.6% ‐1.4% 4.8% 3.9% ‐1.0% 15.3% 0.6% ‐14.7%
1&1 3.8% 3.2% ‐0.6% 3.8% 3.4% ‐0.4% 4.3% 1.6% ‐2.6%
Hichina	Zhicheng	Technology	LTD 1.6% 3.0% 1.4% 1.6% 3.2% 1.6% 0.0% 0.1% 0.1%
PDR	Ltd. 3.0% 2.9% ‐0.1% 3.0% 3.0% 0.0% 0.8% 1.7% 0.9%
Xiamen	eName	Technology 0.5% 2.6% 2.2% 0.5% 2.3% 1.8% 0.0% 6.3% 6.3%
Chengdu	West	Dimension	Digital 0.4% 2.6% 2.3% 0.3% 0.4% 0.1% 2.9% 24.8% 21.9%
GMO	Internet 2.3% 2.4% 0.0% 2.3% 2.1% ‐0.2% 5.3% 5.5% 0.1%
Wild	West 2.4% 2.0% ‐0.4% 2.4% 2.1% ‐0.3% 0.3% 0.2% ‐0.2%
Register.com 1.8% 1.3% ‐0.5% 1.8% 1.4% ‐0.4% 0.3% 0.1% ‐0.2%
Fastdomain 1.5% 1.3% ‐0.2% 1.6% 1.4% ‐0.1% 0.0% 0.0% 0.0%
Domain.com 1.4% 1.2% ‐0.2% 1.4% 1.3% ‐0.1% 0.0% 0.0% 0.0%
OVH 1.2% 1.1% ‐0.1% 1.2% 1.1% ‐0.1% 2.4% 0.8% ‐1.7%
All	Other	Registrars 30.5% 32.5% 2.1% 30.2% 31.0% 0.8% 46.0% 48.1% 2.0%

Notes:
[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	provided	to	ICANN	by	operating	registries.	
[2]	Within	a	TLD,	registration	volumes	were	assigned	to	distinct	registrars.	Registrars	are	identified	by	their	IANA	ID.

[4]	Registrars	shown	are	the	top	15	as	ranked	by	share	of	all	registrations	as	of	March	2016.

Source:

[3]	Registration	volumes	within	a	registrar	were	then	summed,	and	registration	shares	were	calculated	based	on	these	
sums	for	all	registrars.

[1]	Registration	data	is	derived	from	monthly	transaction	reports	provided	to	ICANN	by	operating	registries	as	of	
November	2014	for	Phase	I	shares	and	March	2016	for	Phase	II	shares.
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Table	3C	
Registrar	Shares	of	New	gTLD	Registrations	

Top	15	Registrars	Ranked	by	Share	of	New	gTLD	Registrations	as	of	November	2014	

		 	
	 	

Share	of	New	gTLD	Registrations
Registrar Phase	I Phase	II Change
Network	Solutions 15.3% 0.6% ‐14.7%
GoDaddy 14.8% 6.9% ‐7.9%
XinNet	Technology 6.6% 0.8% ‐5.8%
eNom 5.4% 2.4% ‐3.0%
GMO	Internet 5.3% 5.5% 0.1%
Psi	USA 4.6% 0.5% ‐4.2%
1&1 4.3% 1.6% ‐2.6%
Uniregistrar 3.5% 2.6% ‐0.9%
NameShare 3.4% 0.5% ‐3.0%
United	Domains 3.3% 0.9% ‐2.4%
Chengdu	West	Dimension	Digital 2.9% 24.8% 21.9%
OVH 2.4% 0.8% ‐1.7%
Tucows 2.1% 1.2% ‐0.9%
Mesh	Digital 2.1% 0.8% ‐1.4%
Crononag 1.7% 0.6% ‐1.1%
All	Other	Registrars 22.2% 49.8% 27.6%

Notes:

Source:

[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	provided	to	
ICANN	by	operating	registries.	
[2]	Within	a	TLD,	registration	volumes	were	assigned	to	distinct	registrars.	Registrars	are	
identified	by	their	IANA	ID.
[3]	Registration	volumes	within	a	registrar	were	then	summed,	and	registration	shares	
were	calculated	based	on	these	sums	for	all	registrars.
[4]	Registrars	shown	are	the	top	15	as	ranked	by	share	of	new	gTLD	registrations	as	of	
November	2014.

[1]	Registration	data	is	derived	from	monthly	transaction	reports	provided	to	ICANN	by	
operating	registries	as	of	November	2014	for	Phase	I	shares	and	March	2016	for	Phase	II	
shares.
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Table	3D	
Registrar	Shares	of	New	gTLD	Registrations	

Top	15	Registrars	Ranked	by	Share	of	New	gTLD	Registrations	as	of	March	2016	

	
	

	
	
	
	
	
	
	 	

Share	of	New	gTLD	Registrations
Registrar Phase	I Phase	II Change
Chengdu	West	Dimension	Digital 2.9% 24.8% 21.9%
Paradise	Registrars 0.2% 9.3% 9.0%
GoDaddy 14.8% 6.9% ‐7.9%
Xiamen	eName	Technology 0.0% 6.3% 6.3%
GMO	Internet 5.3% 5.5% 0.1%
Alibaba 0.0% 5.4% 5.4%
Namecheap 0.2% 4.6% 4.4%
West263	International 0.0% 2.8% 2.8%
Uniregistrar 3.5% 2.6% ‐0.9%
eNom 5.4% 2.4% ‐3.0%
PDR	Ltd. 0.8% 1.7% 0.9%
Telecity	Internal	Registrar 0.0% 1.7% 1.7%
1&1 4.3% 1.6% ‐2.6%
Nawang 0.1% 1.3% 1.2%
Tucows 2.1% 1.2% ‐0.9%
All	Other	Registrars 60.3% 22.1% ‐38.2%

Notes:

Source:

[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	provided	
to	ICANN	by	operating	registries.	
[2]	Within	a	TLD,	registration	volumes	were	assigned	to	distinct	registrars.	
Registrars	are	identified	by	their	IANA	ID.
[3]	Registration	volumes	within	a	registrar	were	then	summed,	and	registration	
shares	were	calculated	based	on	these	sums	for	all	registrars.
[4]	Registrars	shown	are	the	top	15	as	ranked	by	share	of	new	gTLD	registrations	
as	of	March	2016.

[1]	Registration	data	is	derived	from	monthly	transaction	reports	provided	to	
ICANN	by	operating	registries	as	of	November	2014	for	Phase	I	shares	and	March	
2016	for	Phase	II	shares.
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Table	3E	
Registration	Shares	Across	Registrars	

Phase	I	and	II	Comparison	
Ranked	by	Share	of	All	Registrations	(Legacy	and	New	gTLD)	as	of	November	2014	

	 	

Share	of	All	Registrations	(Legacy	and	New	gTLD)
Phase	I Phase	II Change

Top	Registrar 32.0% 29.3% ‐2.8%
Top	4	Registrars 49.8% 43.9% ‐5.9%
Top	8	Registrars 61.3% 54.4% ‐6.9%
Top	15	Registrars 71.6% 64.2% ‐7.4%

Notes:

Source:

[2]	Within	a	TLD,	registration	volumes	were	assigned	to	distinct	registrars.	
Registrars	are	identified	by	their	IANA	ID.

[1]	Registration	data	is	derived	from	monthly	transaction	reports	provided	
to	ICANN	by	operating	registries	as	of	November	2014	for	Phase	I	shares	and	
March	2016	for	Phase	II	shares.

[3]	Registration	volumes	within	a	registrar	were	then	summed,	and	
registration	shares	were	calculated	based	on	these	sums	for	all	registrars.

[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	
provided	to	ICANN	by	operating	registries.	

[4]	Registrars	are	ranked	by	share	of	all	registrations	across	all	TLDs	as	of	
November	2014.
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Table	3F	
Registration	Shares	Across	Registrars	

Phase	I	and	II	Comparison	
Ranked	by	Share	of	New	gTLD	Registrations	as	of	November	2014	

	
	 	

Share	of	All	New	gTLD	Registrations
Phase	I Phase	II Change

Top	Registrar 15.3% 0.6% ‐14.7%
Top	4	Registrars 42.1% 10.7% ‐31.4%
Top	8	Registrars 59.8% 20.8% ‐39.0%
Top	15	Registrars 77.8% 50.2% ‐27.6%

Notes:

Source:

[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	
provided	to	ICANN	by	operating	registries.	
[2]	Within	a	TLD,	registration	volumes	were	assigned	to	distinct	
registrars.	Registrars	are	identified	by	their	IANA	ID.
[3]	Registration	volumes	within	a	registrar	were	then	summed,	and	
registration	shares	were	calculated	based	on	these	sums	for	all	registrars.
[4]	Registrars	are	ranked	by		share	of	all	registrations	across	new	gTLDs	
only	as	of	November	2014.

[1]	Registration	data	is	derived	from	monthly	transaction	reports	
provided	to	ICANN	by	operating	registries	as	of	November	2014	for	
Phase	I	shares	and	March	2016	for	Phase	II	shares.
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Finally,	the	New	gTLD	Program	allows	culturally‐	or	regionally‐specific	TLDs	to	be	created.	
Table	4	below	shows	the	number	of	registry	operators	which	are	based	in	each	of	ICANN’s	
five	 regions,37	 and	 demonstrates	 an	 increase	 in	 the	 number	 of	 registry	 operators	 since	
Phase	I,	which	is	associated	with	the	continuing	entry	of	new	gTLDs.	In	total,	there	are	125	
new,	 active	 registry	 operators	 since	 Phase	 I,	 with	 the	 majority	 of	 growth	 occurring	 in	
Europe,	Asia	Pacific,	and	North	America. 

	
Table	4	

Registry	Operators	Across	Regions	

	
		

                                                      
37	When	applicable,	 registry	operators	are	 identified	with	 their	parent	company.	 Jurisdictions	are	based	on	
those	indicated	in	registry	agreements.		

Number	of	Registry	Operator
Parent	Companies

Region Phase	I Phase	II Change
Africa	(AF) 2 2 0
Asia	Pacific	(AP) 29 61 32
Europe	(EUR) 61 122 61
Latin	America	(LAC) 3 6 3
North	America	(NA) 30 59 29

Notes:

Sources:

[2]	gTLD	start	dates	are	collected	from	ICANN's	website;	
https://newgtlds.icann.org/en/program‐status/sunrise‐claims‐
periods

[1]	Registry	Operators,	parent	companies,	and	locations	were	
provided	by	ICANN.

[1]	The	number	of	Phase	I	registry	operator	parent	companies	is	
the	count	of	registry	operator	parent	companies	in	each	region	
that	were	operating	at	least	one	TLD	as	of	April	2015.	The	number	
of	Phase	II	registry	operator	parent	companies	is	the	count	of	
registry	operator	parent	companies	in	each	region	that	were	
operating	at	least	one	TLD	as	of	March	2016.

[2]	Some	registry	operator	parent	companies	are	active	in	
multiple	regions.	This	analysis	counts	the	same	registry	operator	
parent	company	operating	in	two	separate	regions	as	two	
separate	entities.	As	of	Phase	I	there	were	121	unique	registry	
operator	parent	companies.	As	of	Phase	II	there	were	244	unique	
registry	operator	parent	companies.

[3]	New	gTLD	start	dates	are	used	to	determine	whether	a	registry	
operator	parent	company	was	active	as	of	Phase	I	or	Phase	II.
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Sunrise	Price	Distribution	
All	 new	 gTLDs	must	 have	 a	 Sunrise	 period	 of	 at	 least	 30	 days.	 As	 discussed	 earlier,	 the	
purpose	 of	 a	 Sunrise	 period	 is	 to	 allow	 trademark	 holders	 the	 opportunity	 to	 register	
domain	names	that	match	their	trademarks	prior	to	other	parties.	New	gTLDs	are	required	
to	have	such	a	Sunrise	period,	whereas	legacy	TLDs	could	elect	to	have	a	Sunrise	period	or	
not.	One	perspective	is	this	structure	helps	trademark	holders	in	that	it	gives	them	priority	
in	choosing	domain	names	in	the	new	gTLD.	However,	others	have	raised	concerns	that	this	
structure	 allows	 registries	 to	 exploit	 trademark	 holders	 by	 charging	 high	 prices.	 An	
example	lies	in	 .sucks,	which	had	publicly	stated	Sunrise	prices	of	$2,499	per	registration	
and	was	the	cause	of	concern	for	some	entities.38,39,40		
	
Given	 these	 above	 concerns,	 we	 include	 a	 summary	 of	 Sunrise	 prices	 in	 our	 report	 to	
determine	 whether	 very	 high	 prices	 were	 observed	 in	 Phase	 II.	 Sunrise	 prices	 were	
provided	 by	 the	 TLD	 operating	 registry	 for	 five	 legacy	 TLDs	 and	 82	 new	 gTLDs	 in	 our	
sample	 for	our	Phase	 I	Assessment.	For	our	Phase	 II	Assessment,	we	 received	additional	
Sunrise	 price	 data	 for	 one	 legacy	 TLD	 and	 22	 new	 gTLDs	 in	 our	 sample.	 Table	 5	 below	
provides	data	regarding	the	distribution	of	Sunrise	prices	(in	USD)	for	legacy	TLDs	and	new	
gTLDs	 from	Phase	 I,	 and	 for	 those	TLDs	 that	were	 added	 to	 our	 sample	 in	Phase	 II,	 and	
shows	that	the	highest	observed	sunrise	price	in	Phase	II	was	equal	to	approximately	$254.	
	

                                                      
38	 The	 operating	 registry	 for	 .sucks	 provides	 its	 suggested	 pricing	 online,	 available	 at	
https://www.registry.sucks/products/.	
39	.sucks	is	not	included	in	our	sample	of	gTLDs.	
40	For	example,	see	the	article	“Is	the	Owner	of	the	.sucks	Domain	Extorting	Brands	and	Celebrities”,	available	
at	http://www.dailydot.com/technology/dot‐sucks‐domain‐name‐icann/	
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Table	5	
Sunrise	Price	Distribution	

Phase	I	and	II	Comparison	–	Adjusted	for	CPI	Inflation	

	 	
	
Wholesale	Price	Distribution	
Figure	2	below	shows	historical	wholesale	price	caps	 for	the	 legacy	TLDs	 .com,	 .net,	 .info,	
.org,	 .name,	 .pro,	 and	 .biz.	 These	 data	 are	 obtained	 from	 public	 price	 cap	 change	
correspondences	 between	 registries	 and	 ICANN	 and	 show	 that	 while	 price	 cap	 changes	
have	 been	 somewhat	 infrequent,	 they	 have	 trended	 upward	 over	 time.	 The	 graph	 also	
shows	that	the	largest	price	cap	change	occurred	in	2013	prior	to	the	entry	of	the	first	new	
gTLDs	 for	six	of	 the	seven	 legacy	TLDs	plotted	below.	While	 these	data	show	 legacy	TLD	
price	caps	rather	than	actual	wholesale	prices,	it	should	be	noted	that	all	seven	legacy	TLDs	
shown,	with	the	exception	of	.com,	have	had	price	caps	since	2013	(or	earlier)	that	increase	
relative	to	the	previous	year’s	price;	as	a	result,	any	increase	in	a	legacy	TLD’s	price	cap	can	
potentially	 be	 interpreted	 as	 the	 result	 of	 an	 increase	 in	 that	 TLD’s	 wholesale	 price.41	
Therefore,	Figure	2	allows	us	to	roughly	gauge	whether	these	legacy	TLDs	raised	wholesale	
prices	after	the	entry	of	new	gTLDs	began;	in	doing	so,	we	see	that	only	.net	has	increased	
its	price	since	the	entry	of	the	new	gTLDs	and	appears	to	have	done	so	annually.  
	

                                                      
41	The	price	caps	for	.biz,	.info,	and	.org,	adjusted	upwards	in	the	second	half	of	2013	and	became	adjustable	
relative	to	the	actual	price	charged	on	January	1,	2014.	.name	has	had	an	adjustable	price	cap	since	June	2013,	
.net	since	July	2011,	and	.pro	since	January	2011.	.com	has	had	a	fixed	price	cap	since	December	2012.	

Phase	I	Results TLDs	Incremental	to	Phase	II
Legacy	TLDs New	gTLDs Legacy	TLDs New	gTLDs

Average $44.78 $150.64 $65.14 $153.77
Minimum $7.78 $0.00 $65.14 $75.84
25th	Percentile	 $9.02 $80.90 $65.14 $76.09
Median $22.62 $81.37 $65.14 $113.89
75th	Percentile	 $66.75 $81.53 $65.14 $252.64
Maximum $117.73 $2,971.85 $65.14 $253.95
Number	of	Obs. 5 82 1 22

Notes:
[1]	One‐year	registration	prices	are	reported.

[3]	All	prices	are	adjusted	for	CPI	inflation	between	sunrise	period	and	June	2016.

Sources:
[1]	New	gTLD	sunrise	price	information	was	provided	by	operating	registries.	
[2]	Sunrise	price	information	for	legacy	TLDs	was	obtained	from	official	ICANN	documentation.
[3]	CPI	inflation	figures	from	St.	Louis	Fed	website;	https://fred.stlouisfed.org/series/CPIAUCSL.

[2]	Sunrise	prices	were	not	available	for	all	TLDs	either	due	to	a	lack	of	a	response	from	the	
registries	or	lack	of	a	one‐year	registration	price.



   
 

34 
 

Figure	2	
Historical	Legacy	Wholesale	Price	Caps	(2001	–	2016)   

	
Figures	 3A	 and	3B	plot	 the	distribution	 of	wholesale	 price	 caps	 and	prices	 for	 all	 legacy	
TLDs	and	new	gTLDs	in	our	sample	as	of	Phase	I	and	Phase	II,	respectively;	these	figures	
suggest	that	there	exists	higher	price	dispersion	among	new	gTLDs	as	compared	to	legacy	
TLDs	 in	 both	 Phase	 I	 and	 Phase	 II.	 Although	 our	 legacy	 wholesale	 price	 data	 are	
represented	by	price	caps,	 the	 lack	of	dispersion	among	price	caps	also	 reflects	a	 lack	of	
dispersion	among	actual	wholesale	prices.42	
	
In	 our	 discussions	 regarding	 price	 dispersion	 here,	 and	 elsewhere	 in	 the	 report,	 it	 is	
important	to	note	several	items.	First,	when	comparing	legacy	TLDs	to	new	gTLDs,	we	must	
keep	in	mind	that	legacy	TLDs	historically	had	greater	restrictions	on	pricing.43	Second,	the	
presence	or	absence	of	price	dispersion	does	not	 imply	a	 lack	of	 competition	 since	price	
dispersion	 can	 occur	 for	 a	 variety	 of	 reasons.	 For	 example,	 price	 dispersion	 might	 be	
expected	 if	 firms	 or	 products	 have	 been	 able	 to	 differentiate	 themselves,	 perhaps	 by	
offering	better	quality,	certain	product	features	or	characteristics,	better	customer	service,	
or	through	persuasive	advertising.	In	this	situation,	consumers	likely	view	the	alternatives	
as	 not	 very	 good	 substitutes,	 and	 firms	 will	 have	 some	 ability	 to	 set	 higher	 prices.	
Alternatively,	price	dispersion	could	be	consistent	with	a	situation	where	consumers	face	
high	 search	 costs	 or	 lack	 complete	 information	 regarding	 pricing	 and	 availability.44	 At	
present,	we	are	only	able	to	quantify	the	extent	to	which	price	dispersion	exists,	and	do	not	
have	the	necessary	data	to	explain	why	any	observed	price	dispersion	exists.	Nonetheless,	

                                                      
42	 Eight	 new	 gTLDs	 with	 wholesale	 prices	 below	 $1	 are	 excluded	 from	 this	 analysis.	 If	 those	 TLDs	 were	
included	 in	 the	 analysis,	we	would	 continue	 to	 find	 larger	 price	 dispersion	 among	new	gTLDs	 than	 legacy	
TLDs.	
43	To	the	extent	that	we	see	legacy	TLD	price	caps	below	the	wholesale	prices	of	new	gTLDs,	we	know	that	
legacy	TLD	wholesale	prices	must	also	be	lower	than	the	wholesale	prices	of	new	gTLDs.	
44	Economic	search	costs	are	associated	with	the	time	and	money	that	a	consumer	spends	searching	for	his	or	
her	purchase	options.	
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we	include	a	discussion	of	price	dispersion	among	our	analyses	because	it	is	a	useful	way	to	
describe	 the	 distribution	 of	 prices	 that	we	 observe	 in	 the	marketplace.	Ultimately,	much	
richer	data	(such	as	transaction‐level	data)	is	needed	to	thoroughly	examine	the	underlying	
causes.	 
	

Figure	3A	
Phase	I	Wholesale	Price	Caps	for	Legacy	TLDs	and	Wholesale	Prices	for	New	gTLDs	

	
Notes:	
[1]	Wholesale	prices	are	as	of	April	2015.	
	
Sources:	
[1]	Legacy	wholesale	price	information	were	obtained	from	official	price	change	correspondences	
between	operating	registries	and	ICANN.	
[2]	New	gTLD	wholesale	prices	were	provided	by	registry	operators.	
[3]	Eight	new	gTLDs	with	wholesale	prices	below	$1	are	excluded	from	this	analysis.	
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Figure	3B	
Phase	II	Wholesale	Price	Caps	for	Legacy	TLDs	and	Wholesale	Prices	for	New	gTLDs	

	
	Notes:	
[1]	Wholesale	prices	are	as	of	April	2016.	
	
Sources:	
[1]	Legacy	wholesale	price	information	were	obtained	from	official	price	change	correspondences	
between	operating	registries	and	ICANN.	
[2]	New	gTLD	wholesale	prices	were	provided	by	registry	operators.	
[3]	Eight	new	gTLDs	with	wholesale	prices	below	$1	are	excluded	from	this	analysis.	

	
Table	6	summarizes	the	distribution	of	wholesale	prices	for	TLDs	in	our	sample.	(We	note	
that	legacy	wholesale	price	data	are	proxied	for	by	legacy	wholesale	price	cap	information.)	
The	first	set	of	columns	shows	the	Phase	I	wholesale	price	distribution	of	legacy	TLDs	and	
new	 gTLDs	 in	 our	 Phase	 I	 sample	 based	 on	 the	 data	 available	 during	 the	 Phase	 I	
Assessment.	 The	 middle	 set	 of	 columns	 allows	 us	 to	 compare	 the	 Phase	 I	 and	 Phase	 II	
wholesale	prices	of	legacy	TLDs	and	new	gTLDs	for	which	we	received	wholesale	pricing	in	
both	 study	 phases.	 And,	 the	 last	 set	 of	 columns	 shows	 the	 Phase	 II	 wholesale	 price	
distribution	of	legacy	TLDs	and	new	gTLDs	for	which	we	received	wholesale	price	data	in	
Phase	 II	 but	 not	 in	 Phase	 I.	 (These	 TLDs	 are	 either	 new	 additions	 to	 our	 Phase	 II	 TLD	
sample	or	the	registry	operator	did	not	provide	data	during	the	Phase	I	Assessment.)	
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The	middle	set	of	columns	illustrates	a	slight	increase	in	the	average	wholesale	price	cap	of	
legacy	 TLDs	 since	 Phase	 I	 (from	 $16.09	 to	 $16.72)	 and	 a	 slight	 decline	 in	 the	 average	
wholesale	 price	 of	 new	 gTLDs	 since	 Phase	 I	 (from	 $21.87	 to	 $21.46);	 however,	 these	
differences	 are	 not	 statistically	 significant.	 (The	median	 legacy	 TLD	wholesale	 price	 cap	
increases	from	$8.08	to	$9.23,	from	Phase	I	to	Phase	II,	while	the	median	new	gTLD	price	
remains	 unchanged.)	We	 also	 do	 not	 see	 a	meaningful	 change	 in	 the	 price	 dispersion	 of	
new	gTLDs	or	 legacy	TLDs	between	Phase	I	and	Phase	II,	with	 largely	similar	minimums,	
25th,	50th,	and	75th	percentiles,	and	maximums.45		

	
Table	6Phase	I	and	Phase	II	Wholesale	Price	Distribution	

	
	
		
Retail	Price	Distribution	 	
Figures	4A	and	4B	plot	the	distribution	of	retail	prices	for	all	legacy	TLDs	and	new	gTLDs	in	
our	 sample	 as	of	Phase	 I	 and	Phase	 II,	 respectively;	 these	 figures	 also	 suggest	 that	 there	
exists	higher	price	dispersion	among	new	gTLDs	as	compared	to	legacy	TLDs	in	both	Phase	
I	and	Phase	II.46	

                                                      
45	 Eight	 new	 gTLDs	 with	 wholesale	 prices	 below	 $1	 are	 excluded	 from	 this	 analysis.	 If	 those	 TLDs	 were	
included	 in	 the	 analysis,	we	would	 continue	 to	 find	minimal	 changes	 in	 the	 average	 and	median	 prices	 of	
TLDs	with	price	information	available	in	Phase	I	and	Phase	II.	The	average	Phase	II	retail	price	for	new	gTLDs	
incremental	to	Phase	II	would	decrease	to	$19.48,	and	the	median	price	for	that	set	of	TLDs	would	decrease	
slightly	to	$15.	
46	To	be	consistent	with	our	analyses	of	wholesale	prices,	we	exclude	eight	new	gTLDs	with	wholesale	prices	
less	than	$1	from	our	analyses	of	retail	prices	and	markups.	Inclusion	of	these	TLDs	in	our	analyses	of	retail	
prices	does	not	have	a	meaningful	impact	on	the	results.	These	new	gTLDs	are	excluded	from	the	pricing	and	
markup	analyses	because	they	exhibit	extreme	markup	values	due	to	their	very	low	wholesale	prices.	

TLDs	with	Prices	Recorded	in	Both	Phase	I	and	Phase	II Phase	II	Price	for	TLDs
Phase	I	Results Legacy	TLDs New	gTLDs Incremental	to	Phase	II

Legacy	TLDs New	gTLDs Phase	I	Price Phase	II	Price Phase	I	Price Phase	II	Price Legacy	TLDs New	gTLDs
Average $16.09 $20.91 $16.09 $16.72 $21.87 $21.46 $78.50 $24.08
Minimum $6.00 $1.00 $6.00 $6.60 $1.00 $5.00 $62.00 $6.00
25th	Percentile $6.79 $13.00 $6.79 $7.85 $13.00 $13.00 $62.00 $12.00
Median $8.08 $20.00 $8.08 $9.23 $20.00 $20.00 $78.50 $20.00
75th	Percentile $14.08 $20.26 $14.08 $12.00 $24.35 $25.20 $95.00 $25.00
Maximum $80.00 $74.67 $80.00 $80.00 $74.67 $74.00 $95.00 $190.00
Number	of	Obs. 10 74 10 10 68 68 2 29

Notes:
[1]	One‐year	registration	prices	are	reported.	Wholesale	prices	for	Phase	I	are	as	of	April	2015.	Wholesale	prices	for	Phase	II	are	as	of	April	2016.
[2]	Wholesale	prices	were	not	available	for	all	TLDs	either	due	to	a	lack	of	a	response	from	the	registries	or	lack	of	a	one‐year	registration	price.
[3]	TLDs	with	prices	recorded	in	both	Phase	I	and	Phase	II	include	all	TLDs	for	which	registries	provided	a	wholesale	price	in	both	Phase	I	and	Phase	II.

[5]	One	TLD	with	a	wholesale	price	of	zero	is	excluded	from	this	analysis	because	it	carries	the	Spec	9	exemption	with	ICANN.
[6]	Eight	TLDs	with	wholesale	prices	below	$1	are	excluded	from	this	analysis.

Source:
[1]	Wholesale	price	information	was	provided	by	registry	operators.	

[4]	TLDs	incremental	to	Phase	II	include	TLDs	for	which	registries	never	provided	a	price	as	part	of	Phase	I	or	TLDs	that	were	added	as	part	of	the	Phase	
II	TLD	sample.

[7]	The	median	price	difference	between	Phase	I	and	Phase	II	is	not	statistically	significant	at	the	.05	level	for	legacy	TLDs	or	new	gTLDs.	Statistical	
significance	is	determined	using	a	bootstrapped	analysis	of	median	price	differenecs	between	Phase	I	and	Phase	II.
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Figure	4B	
Phase	II	Weighted	Average	Retail	Price	Distribution	for	Legacy	and	New	gTLDs  

	

Notes:	
[1]	Weighted	average	retail	price	is	calculated	as	the	average	of	retail	prices	weighted	by	the	share	
of	registrations	accounted	for	by	each	registrar	from	which	retail	pricing	data	were	collected.	
Registrations	for	Phase	I	weighted	average	prices	are	as	of	March	2016.	Retail	prices	are	as	of	June	
2016.	
[2]	Eight	new	gTLDs	with	wholesale	prices	below	$1	are	excluded	from	this	analysis.	
	
Sources:	
[1]	Retail	prices	were	collected	from	registrar	websites	or	provided	by	DNPric.es.	
[2]	Registration	volume	data	were	obtained	from	monthly	transaction	reports	provided	to	ICANN	
by	operating	registries.	
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Table	7	below	summarizes	 the	distribution	of	 retail	prices	 for	TLDs	 in	our	sample.47	The	
first	 set	 of	 columns	 shows	 the	 Phase	 I	 retail	 price	 distribution	 of	 legacy	 TLDs	 and	 new	
gTLDs,	the	middle	set	of	columns	allows	us	to	compare	the	Phase	I	and	Phase	II	retail	prices	
of	legacy	TLDs	and	new	gTLDs,	and	the	last	set	of	columns	shows	the	Phase	II	retail	price	
distribution	of	legacy	TLDs	and	new	gTLDs	for	which	we	collected	retail	price	data	in	Phase	
II	but	not	in	Phase	I.	Similar	to	wholesale	prices,	new	gTLDs	have	higher	retail	prices	than	
legacy	TLDs	 (based	on	comparing	medians	 so	as	 to	 control	 for	 the	 influence	of	outliers).	
Focusing	 on	 the	 TLDs	 with	 prices	 available	 in	 both	 Phase	 I	 and	 Phase	 II,	 we	 observe	 a	
decline	in	the	average	retail	price	of	legacy	TLDs	since	Phase	I	(from	$41.34	to	$37.62)	and	
a	decline	in	the	average	retail	price	of	new	gTLDs	since	Phase	I	(from	$37.87	to	$33.35).	In	
comparing	changes	in	median	prices	from	Phase	I	to	Phase	II,	which	helps	to	control	for	the	
impact	of	outliers,	we	find	that	the	median	legacy	TLD	retail	price	declined	from	$20.75	to	
$16.19	and	that	the	median	new	gTLD	retail	price	declined	from	$35.06	to	$31.73.48		

	
Table	7	

Phase	I	and	Phase	II	Weighted	Average	Retail	Price	Distribution			

	
	
	
                                                      
47	We	calculate	the	average	retail	price	for	each	TLD	weighted	by	registrations.	Our	retail	price	data	are	as	of	
April	2015	and	June	2016	for	Phase	I	and	Phase	II,	respectively,	and	our	registration	volume	data	are	from	
April	2015	and	March	2016,	respectively.	To	the	extent	that	retail	prices	and/or	registration	activity	changed	
considerably	between	March	2016	and	June	2016,	our	results	may	not	reflect	the	true	distribution	of	retail	
prices	 or	 markups.	 However,	 we	 expect	 that	 any	 extreme	 changes	 in	 prices	 or	 registration	 activity	 are	
unlikely	to	be	large	enough	to	impact	our	results	in	a	meaningful	way.	
48	 Eight	 new	 gTLDs	 with	 wholesale	 prices	 below	 $1	 are	 excluded	 from	 this	 analysis.	 If	 those	 TLDs	 were	
included	 in	 the	 	 analysis,	we	would	 continue	 to	 find	minimal	 changes	 in	 the	average	and	median	prices	of	
TLDs	with	price	information	available	in	Phase	I	and	Phase	II.	The	average	Phase	II	retail	price	for	new	gTLDs	
incremental	to	Phase	II	would	decrease	to	$58.50,	and	the	median	price	for	that	set	of	TLDs	would	decrease	
slightly	to	$23.51.	

TLDs	with	Prices	Recorded	in	Both	Phase	I	and	Phase	II Phase	II	Price	for	TLDs
Phase	I	Results Legacy	TLDs New	gTLDs Incremental	to	Phase	II

Legacy	TLDs New	gTLDs Phase	I	Price Phase	II	Price Phase	I	Price Phase	II	Price Legacy	TLDs New	gTLDs
Average $41.34 $37.87 $41.34 $37.62 $37.87 $33.35 N/A $69.89
Minimum $14.34 $3.68 $14.34 $7.89 $3.68 $2.11 N/A $3.18
25th	Percentile $17.08 $23.90 $17.08 $13.81 $23.90 $21.31 N/A $13.41
Median $20.75 $35.06 $20.75 $16.19 $35.06 $31.73 N/A $24.92
75th	Percentile $25.34 $41.81 $25.34 $22.47 $41.81 $41.86 N/A $60.16
Maximum $147.69 $146.57 $147.69 $148.89 $146.57 $124.90 N/A $420.31
Number	of	Obs. 14 106 14 14 106 106 N/A 23

Notes:
[1]	Phase	I	Retail	Prices	are	as	of	April	2015.	Phase	II	retail	prices	are	as	of	June	2016.

[3]	Only	prices	from	registrars	that	were	able	to	be	linked	to	an	IANA	Registrar	ID	are	included	in	this	analysis.
[4]	Retail	prices	were	not	available	for	all	TLDs	either	due	to	a	lack	of	available	information	or	lack	of	a	one‐year	registration	price.
[5]	TLDs	with	prices	recorded	in	both	Phase	I	and	Phase	II	include	all	TLDs	for	which	retail	prices	were	available	in	both	Phase	I	and	Phase	II.
[6]	TLDs	incremental	to	Phase	II	include	TLDs	for	which	retail	prices	were	not	available	in	Phase	I	or	TLDs	that	were	added	as	part	of	the	Phase	II	sample.
[7]	Eight	TLDs	with	wholesale	prices	below	$1	are	excluded	from	this	analysis.

Source:
[1]	Retail	prices	were	collected	from	registrar	websites	or	provided	by	DNPric.es.
[2]	Registration	volumes	were	collected	from	monthly	transaction	reports	provided	to	ICANN	by	operating	registries.

[2]	Weighted	averages	across	registrars	of	one‐year	registration	prices	are	reported.	Prices	are	weighted	by	the	share	of	registrations	accounted	for	by	
each	registrar	from	which	retail	pricing	data	were	collected.		Registrations	for	Phase	I	weighted	average	prices	are	as	of	April	2015.	Registrations	for	
Phase	II	weighted	average	prices	are	as	of	March	2016.
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Retail	Markups	
Combining	 the	 data	 on	 wholesale	 and	 retail	 prices,	 Figures	 5A	 and	 5B	 below	 plot	 the	
distribution	 of	 retail	 markups:	 the	 percentage	 increase	 in	 retail	 price	 compared	 to	
wholesale	 price.	 (We	 note	 that	 legacy	 wholesale	 price	 data	 are	 proxied	 for	 by	 legacy	
wholesale	price	cap	information.)	As	shown,	legacy	TLDs	in	Phase	I	typically	had	a	higher	
markup	as	compared	to	new	gTLDs;	 in	Phase	 II,	 the	distributions	of	 legacy	TLD	and	new	
gTLD	mark‐ups	 are	 more	 similar.	 It	 should	 be	 noted,	 that	 legacy	 TLD	markups	 may	 be	
understated	 in	 this	 analysis	 since	 legacy	 TLD	 wholesale	 prices	 are	 being	 measured	 by	
legacy	TLD	price	caps:	wholesale	prices	may	be	 lower	 than	 the	 reported	wholesale	price	
cap,	making	 actual	 legacy	TLD	markups	 larger	 than	 those	 shown	 in	 this	 analysis.	 Below,	
Table	 8	 provides	 summary	 statistics	 for	 the	 distribution	 of	 retail	markups	 across	 legacy	
TLDs	and	new	gTLDs.	For	TLDs	with	markup	data	recorded	in	both	Phase	I	and	Phase	II,	we	
see	that	average	and	median	markups	have	declined	in	the	past	year.	
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Figure	5A	
Phase	I	Average	Retail	Percentage	Markup	for	Legacy	and	New	gTLDs	

   

Notes:	
[1]	Wholesale	and	retail	prices	for	Phase	I	retail	markups	are	as	of	April	2015.		
[2]	Retail	markup	is	calculated	as	(weighted	average	retail	price	–	wholesale	price)	/	wholesale	
price.	Weighted	average	retail	price	is	calculated	as	the	average	of	retail	prices	weighted	by	the	
share	of	registrations	accounted	for	by	each	registrar	from	which	retail	pricing	data	were	collected.	
Registrations	for	Phase	I	weighted	average	prices	are	as	of	April	2015.	
[3]	Eight	new	gTLDs	with	wholesale	prices	below	$1	are	excluded	from	this	analysis.	
	
Sources:	
[1]	Legacy	wholesale	price	information	were	obtained	from	official	price	change	correspondences	
between	operating	registries	and	ICANN.	
[2]	New	gTLD	wholesale	prices	were	provided	by	registry	operators.		
[3]	Retail	prices	were	collected	from	registrar	websites.	
[4]	Registration	volume	data	were	obtained	from	monthly	transaction	reports	provided	to	ICANN	
by	operating	registries.	
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Table	8	
Retail	Markup	Distribution	
Phase	I	and	II	Comparison				

	
	
	
Wholesale	Price	Index	
The	 expansion	 of	 new	 gTLDs	 has	 created	 a	 market	 with	 hundreds	 of	 TLD	 options	 for	
consumers.	As	shown	in	the	above	analyses,	these	TLDs	vary	substantially	in	price.	A	price	
index	is	a	mathematical	way	to	summarize	the	distribution	of	prices	in	a	manner	that	also	
accounts	for	differences	in	registration	volume.	As	prices	and	registration	patterns	change	
over	 time,	monitoring	 this	 index	 value	 can	 help	 summarize	 changes	 in	 the	 overall	 price	
level	for	domain	name	registrations.	
	
In	Phase	I,	we	calculated	both	weighted	and	un‐weighted	wholesale	price	index	values	for	
the	overall	set	of	TLDs	as	well	as	for	legacy	TLD	and	new	gTLDs	separately.	(We	note	that	
legacy	wholesale	price	data	are	proxied	for	by	legacy	wholesale	price	cap	information.)	We	
calculate	both	weighted	and	un‐weighted	index	values:	the	un‐weighted	index	value	treats	
each	TLD	 the	 same,	whereas	 the	weighted	 index	 value	places	more	 importance	 on	TLDs	
with	 higher	 registration	 volumes.49	 This	 information	 is	 provided	 below	 in	 Table	 9.	 Once	
again,	when	comparing	the	overall	legacy	TLD	wholesale	price	to	new	gTLDs,	we	note	that	
many	legacy	TLDs	had	historical	price	caps,	as	well	as	different	start‐up	costs	compared	to	

                                                      
49	 The	weighted‐price	 index	 value	 first	 calculates	 a	weighted	 average	 retail	 price	 for	 each	TLD,	where	 the	
weights	are	determined	by	each	registrar’s	registration	volume	of	the	TLD.	Then,	we	take	the	average	of	these	
registrar‐weighted	 average	 prices	 across	 all	 relevant	 TLDs,	 weighting	 each	 by	 their	 total	 domain	
registrations.	As	noted	above,	we	exclude	TLDs	with	extremely	low	wholesale	prices	from	the	analysis.	

TLDs	with	Prices	Recorded	in	Both	Phase	I	and	Phase	II Phase	II	Markup	for	TLDs

Phase	I	Results Legacy	TLDs New	gTLDs Incremental	to	Phase	II

Legacy	TLDs New	gTLDs Phase	I	Markup Phase	II	Markup Phase	I	Markup Phase	II	Markup Legacy	TLDs New	gTLDs

Average 125% 92% 125% 66% 96% 71% 41% 49%

Minimum 2% ‐34% 2% ‐37% ‐20% ‐44% 25% ‐84%

25th	Percentile 37% 78% 37% ‐2% 78% 67% 25% 30%

Median 135% 85% 135% 76% 85% 74% 41% 55%

75th	Percentile 162% 89% 162% 111% 89% 81% 57% 83%

Maximum 243% 639% 243% 170% 639% 186% 57% 95%

Number	of	Obs. 10 74 10 10 68 68 2 29

Notes:

[3]	TLDs	with	prices	recorded	in	both	Phase	I	and	Phase	II	include	all	TLDs	for	which	both	retail	prices	and	wholesale	prices	were	collected	in	both	Phase	I	and	Phase	II.

[5]	One	TLD	with	a	wholesale	price	of	zero	is	excluded	from	this	analysis	because	it	carries	the	Spec	9	exemption	with	ICANN.

[6]	Eight	new	gTLDs	with	wholesale	prices	below	$1	are	excluded	from	this	analysis.

Sources:

[1]	Retail	prices	were	collected	from	registrar	websites	or	provided	by	DNPric.es.

[2]	Wholesale	price	information	was	provided	by	operating	registries.

[3]	Registration	volumes	were	collected	from	monthly	transaction	reports	provided	to	ICANN	by	operating	registries.

[1]	Phase	I	wholesale	and	retail	prices	are	as	of	April	2015.	Phase	II	wholesale	prices	are	as	of	April	2016.	Phase	II	retail	prices	are	as	of	June	2016.	One‐year	registration	
prices	are	reported.	Prices	were	not	available	for	all	TLDs	either	due	to	a	lack	of	available	information	or	lack	of	a	one‐year	registration	price.

[2]	Markup	percentage	is	calculated	by	subtracting	the	wholesale	price	from	the	weighted	average	retail	price	weighted	and	dividing	the	difference	by	the	wholesale	price.	
Weighted	average	retail	price	is	calculated	as	the	average	of	retail	prices	weighted	by	the	share	of	registrations	accounted	for	by	each	registrar	from	which	retail	pricing	
data	were	collected.	Registrations	for	Phase	I	weighted	average	prices	are	as	of	April	2015.	Registrations	for	Phase	II	weighted	average	prices	are	as	of	March	2016.

[4]	TLDs	incremental	to	Phase	II	includes	TLDs	that	were	added	as	part	of	the	Phase	II	TLD	sample	or	TLDs	for	which	operating	registries	did	not	provide	a	wholesale	price	
during	Phase	I.
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new	gTLDs,	both	of	which	may	be	 influencing	their	current	prices	relative	to	new	gTLDs.	
We	 also	 again	 note	 that	 legacy	 TLD	 prices	 are	measured	 based	 on	 price	 caps,	 and	may	
overstate	 the	wholesale	price	of	 legacy	TLDs.	New	gTLDs,	 in	contrast	 to	 legacy	TLDs,	are	
not	subject	to	price	caps.	For	legacy	TLDs	and	new	gTLDs	with	wholesale	price	information	
available	in	both	Phase	I	and	Phase	II,	we	see	a	decline	in	the	weighted	price	of	new	gTLDs,	
while	 legacy	 prices	 have	 largely	 remained	 the	 same.	 As	 discussed	 earlier,	 a	 decline	 in	
wholesale	 prices	 is	 consistent	 with	 increased	 competition	 in	 the	 domain	 name	
marketplace.	
	

Table	9	
Legacy	TLD	Wholesale	Price	Cap	and	gTLD	Wholesale	Price	Index	Values 

Phase	I	and	II	Comparison	

	
	
Retail	Price	Index	
In	Phase	I,	we	calculated	retail	price‐index	values	for	the	overall	set	of	TLDs	as	well	as	for	
legacy	TLD	and	new	gTLDs	separately.	For	each	TLD,	we	collected	price	observations	from	
39	 registrars,	 and	 the	 index	 values	 were	 created	 from	 those	 price	 observations.	 We	
calculate	both	weighted	and	un‐weighted	index	values:	the	un‐weighted	index	value	treats	
each	 TLD	 price	 observation	 the	 same,	 whereas	 the	 weighted	 index	 value	 places	 more	
importance	 on	 TLDs	 and	 registrars	 with	 higher	 registration	 volumes.50	 The	 end	 result,	
shown	in	Table	10	below,	shows	a	decline	 in	retail	both	weighted	and	un‐weighted	retail	
prices;	this	decline	is	most	noticeable	for	the	weighted	new	gTLD	price	index.	In	addition,	
we	 find	 that	 price	 declines	 are	 greater	 for	 new	 gTLDs	 than	 for	 legacy	TLDs.	As	 above,	 a	
decline	in	retail	prices	is	consistent	with	increased	competition	among	registrars.	
	
                                                      
50	The	weighted‐price	index	value	weights	each	TLD	by	its	total	domain	registrations.	The	un‐weighted	index	
values	 are	higher	 for	both	 legacy	TLDs	and	gTLDs	as	 compared	 to	 their	 respective	weighted	 index	values,	
reflecting	the	fact	that	lower‐priced	legacy	TLDs	have	a	larger	number	of	registrations	than	more	expensive	
TLDs.	As	noted	above,	we	exclude	TLDs	with	wholesale	prices	below	$1	from	the	analysis.	

TLDs	with	Prices	Recorded	in	Both	Phase	I	and	Phase	II Phase	II	Prices	for	TLDs

Phase	I	Results Legacy	TLD	Prices New	gTLD	Prices Incremental	to	Phase	II

Legacy	TLDs New	gTLDs Phase	I Phase	II Phase	I Phase	II Legacy	TLDs New	gTLDs

Simple	Average	Wholesale	Price $16.09 $20.91 $16.09 $16.72 $21.87 $21.46 $78.50 $24.08

Weighted	Average	Wholesale	Price $7.82 $13.30 $7.82 $7.92 $17.82 $15.38 $69.06 $15.46

Number	of	Obs. 10 74 10 10 68 68 2 29

Notes:

[3]	TLDs	with	prices	recorded	in	both	Phase	I	and	Phase	II	include	all	TLDs	for	which	registries	provided	a	wholesale	price	in	both	Phase	I	and	Phase	II.

[5]	One	TLD	with	a	wholesale	price	of	zero	is	excluded	from	this	analysis	because	it	carries	the	Spec	9	exemption	with	ICANN.

[6]	Eight	new	gTLDs	with	wholesale	prices	below	$1	are	excluded	from	this	analysis.

Sources:

[1]	Retail	prices	were	collected	from	registrar	websites	or	provided	by	DNPric.es.

[2]	Wholesale	price	information	was	provided	by	operating	registries.

[3]	Registration	volumes	were	collected	from	monthly	transaction	reports	provided	to	ICANN	by	operating	registries.

[1]	Simple	average	price	is	the	simple	average	of	all	available	wholesale	prices	within	each	category.	Weighted	average	wholesale	price	is	the	average	of	all	available	
wholesale	prices	weighted	by	each	TLD's	share	of	registrations	as	of	April	2015	for	Phase	I	and	March	2016	for	Phase	II.
[2]	One‐year	registration	prices	are	used.	Phase	I	wholesale	prices	and	registrations	are	as	of	April	2015.	Phase	II	wholesale	prices	are	as	of	April	2016	and	
registrations	are	as	of	March	2016.	Wholesale	prices	were	not	available	for	all	TLDs	either	due	to	a	lack	of	a	response	from	the	registries	or	lack	of	a	one‐year	
registration	price.

[4]	TLDs	incremental	to	Phase	II	include	TLDs	for	which	registries	never	provided	a	price	as	part	of	Phase	I	or	TLDs	that	were	added	as	part	of	the	Phase	II	TLD	
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Table	10	
Legacy	TLD	and	gTLD	Retail	Price	Index	Values	

Phase	I	and	II	Comparison			

	
	

	
Add‐On	Prices	and	Availability	
In	 our	 Phase	 I	 Assessment,	 we	 analyzed	 the	 presence	 of	 competition	 across	 non‐price	
dimensions	by	evaluating	registrar	pricing	and	offering	of	add‐on	services.	We	found	that	
there	is	a	large	variety	of	add‐on	categories	registrars	offer,	and	within	an	add‐on	category,	
a	registrar	may	offer	multiple	products,	each	varying	 in	price.	Hosting,	email,	and	server‐
related	products	were	the	most	frequently	offered.		
	
Within	each	add‐on	category,	we	noted	 that	 some	add‐on	categories	had	very	 little	price	
dispersion	(e.g.,	forwarding),	while	other	categories	have	a	large	amount	of	variation.		One	
possible	 explanation	 is	 that	 add‐ons	 with	 lower	 price	 dispersion	 are	 add‐ons	 where	
customers	 tend	 to	 be	 more	 sensitive	 to	 and	 well‐informed	 about	 the	 pricing.	 However,	
without	detailed	transaction	information	from	multiple	registrars,	we	cannot	investigate	if	
hypotheses	 such	 as	 this	 are	 likely	 to	 be	 correct.	 In	 Phase	 II,	we	 confirmed	 that	 registrar	
add‐on	services	continue	to	have	a	large	amount	of	variation,	making	it	difficult	to	conduct	
an	 analysis	 of	 how	 registrars	 price	 similar	 comparable	 services.	 The	 diversity	 of	 add‐on	
service	 offerings	 from	 registrars	 potentially	 reflects	 differentiation	 across	 registrar	
services	 in	 the	 retail	 domain	 name	 marketplace.	 As	 discussed	 in	 our	 overview	 of	 the	
marketplace	for	domain	names,	 the	availability	of	a	diverse	set	of	services	is	one	way	for	
sellers	in	a	marketplace	to	compete	along	a	non‐price	dimension.	
	

TLDs	with	Prices	Recorded	in	Both	Phase	I	and	Phase	II Phase	II	Price	Index	for	TLDs

Phase	I	Results Legacy	TLD	Price	Indices New	gTLD	Price	Indices Incremental	to	Phase	II

Legacy	TLDs New	gTLDs Phase	I Phase	II Phase	I Phase	II Legacy	TLDs New	gTLDs

Un‐Weighted	Index	Value $41.34 $37.87 $41.34 $37.62 $37.87 $33.35 N/A $69.89

Weighted	Index	Value $17.45 $26.90 $17.45 $14.82 $26.90 $11.09 N/A $36.92

Number	of	Obs. 14 106 14 14 106 106 N/A 23

Notes:

[3]	TLDs	with	prices	recorded	in	both	Phase	I	and	Phase	II	include	all	TLDs	for	which	a	retail	price	was	collected	in	both	Phase	I	and	Phase	II.

[4]	TLDs	incremental	to	Phase	II	include	TLDs	that	were	added	as	part	of	the	Phase	II	TLD	sample.

[5]	Eight	new	gTLDs	with	wholesale	prices	below	$1	are	excluded	from	this	analysis.

Sources:

[1]	Retail	prices	were	collected	from	registrar	websites	or	provided	by	DNPric.es.

[2]	Registration	volumes	were	collected	from	monthly	transaction	reports	provided	to	ICANN	by	operating	registries.

[1]	The	weighted	price	index	value	first	calculates	a	weighted	average	retail	price	for	each	TLD,	where	each	retail	price	is	weighted	by	the	registration	volume	
of	the	the	registrar	from	which	the	retail	price	was	collected.	The	un‐weighted	index	value	the	simple	average	of	the	weighted	average	retail	price	across	
TLDs.	The	weighted	index	value	is	the	weighted	average	across	TLDs	of	the	weighted	average	retail	price	weighted	by	each	TLD's	share	of	all	registrations.
[2]	One‐year	registration	prices	are	used.	For	Phase	I	price	indices,	prices	and	registrations	are	as	of	April	2015.	For	Phase	II	price	indices,	retail	prices	are	as	
of	June	2016	and	registrations	are	as	of	March	2016.
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Registration	Shares	
In	Phase	I,	we	defined	several	groups	of	new	gTLDs	that	are	similar,	either	in	name	and/or	
in	 their	 likely	 target	 consumers.	 For	 example,	 .career,	 .careers,	 .jobs,	 and	 .work	 might	
constitute	such	a	group.	As	discussed	 in	Section	III,	such	groups	were	 included	as	part	of	
our	 sample	 construction	 process.	 After	 selecting	 new	 gTLDs	 based	 on	 total	 and	 recent	
registration	volume,	related	new	gTLDs	were	then	added.	For	each	proposed	group,	we	ran	
domain	name	searches	on	two	large‐volume	registrar	websites51	and	recorded	which	new	
gTLDs	 were	 included	 in	 the	 “Suggested	 Domain	 Name”	 list	 immediately	 following	 the	
search.	 Every	 new	 gTLD	 in	 the	 groupings	 below	 had	 at	 least	 one	 other	 group	 member	
displayed	as	a	suggested	domain	name	alternative.	For	our	Phase	II	Assessment,	we	have	
expanded	on	our	TLD	groups	based	on	new	gTLDs	 that	have	become	available	 since	our	
Phase	I	Assessment.	
	
For	each	new	gTLD	in	a	group,	Table	11	below	shows	its	share	of	registrations	within	its	
corresponding	group	as	of	March	2016	and	the	number	of	months	it	has	been	available.	We	
see	that	ten	of	the	15	TLD	families	listed	that	had	new	gTLDs	in	Phase	I	have	experienced	
entry	by	a	new	gTLD	in	the	past	year.	Of	those	ten	families,	eight	experienced	a	decrease	in	
the	registration	shares	of	the	largest	pre‐existing	new	gTLDs	in	the	same	family.	The	entry	
of	 a	 new	 gTLD	 in	 ten	 of	 15	 TLD	 families	 suggests	 that	 new	 gTLDs	 that	 are	 focused	 at	
different	types	of	registrants	continue	to	be	introduced	to	the	marketplace.	In	addition,	the	
finding	 that	 registration	 shares	 decreased	 in	 eight	 of	 ten	 TLD	 families	 that	 experienced	
entry	by	 a	 new	gTLD	 suggests	 those	 entries	 could	have	pro‐competitive	 effects	 on	other	
new	gTLDs	within	those	families:	for	example,	when	a	new	gTLD	enters	a	TLD	family	and	
attracts	registrants	(associated	with	a	decline	in	the	registration	share	of	pre‐existing	new	
gTLDs	 within	 that	 family),	 registry	 operators	 and	 registrars	 offering	 pre‐existing	 new	
gTLDs	 in	 that	 TLD	 family	may	 need	 to	 reduce	 prices	 in	 order	 to	 compete	with	 the	 new	
gTLD	entrant.		

                                                      
51Specifically,	we	ran	the	checks	using	GoDaddy	and	101	Domain.	
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Table	11	

TLD	Groups	–	Registration	Shares	

	
	 	

Registration	Share
Difference Months	Available

TLD	Family TLD Phase	I Phase	II (Phase	II	‐	Phase	I) Phase	I Phase	II
Beer pub 37.8% 59.0% 21.2% 10 21
Beer bar 22.5% 25.4% 2.9% 9 20
Beer beer 39.6% 15.6% ‐24.1% 7 18
Car auto N/A 35.9% N/A N/A 2
Car car N/A 32.7% N/A N/A 2
Car cars N/A 31.4% N/A N/A 2
Deals kaufen 28.1% 28.7% 0.6% 10 21
Deals deals 21.8% 24.3% 2.5% 7 18
Deals discount 13.4% 14.2% 0.8% 8 19
Deals gratis 11.6% 11.9% 0.3% 8 19
Deals cheap 13.1% 11.0% ‐2.1% 12 23
Deals bargains 10.1% 8.3% ‐1.8% 12 23
Deals qpon 1.9% 1.7% ‐0.2% 11 22
Dental dental 74.5% 68.1% ‐6.3% 8 19
Dental dentist 25.5% 31.9% 6.3% 4 15
Education academy 32.8% 26.0% ‐6.8% 13 24
Education education 29.3% 23.7% ‐5.6% 13 24
Education training 28.0% 21.4% ‐6.5% 13 24
Education college N/A 9.7% N/A N/A 6
Education school N/A 8.9% N/A N/A 10
Education university 6.7% 5.9% ‐0.8% 9 20
Education schule 2.5% 2.5% ‐0.1% 8 19
Education degree 0.7% 1.9% 1.2% 3 14
Expert/Consulting expert 70.1% 62.8% ‐7.4% 11 22
Expert/Consulting consulting 29.9% 37.2% 7.4% 10 21
Finance loan N/A 90.4% N/A N/A 7
Finance bank N/A 2.4% N/A N/A 9
Finance finance 23.0% 1.9% ‐21.2% 7 18
Finance financial 17.3% 1.3% ‐16.0% 9 20
Finance loans 15.8% 1.1% ‐14.7% 7 18
Finance investments 16.2% 1.1% ‐15.1% 8 19
Finance credit 14.3% 1.0% ‐13.3% 8 19
Finance mortgage 13.4% 0.9% ‐12.5% 6 17
Global world 29.1% 38.8% 9.7% 3 14
Global global 32.6% 31.1% ‐1.5% 7 18
Global international 38.3% 25.9% ‐12.4% 13 24
Global earth N/A 4.2% N/A N/A 4
Help review N/A 19.5% N/A N/A 8
Help guru 28.7% 18.0% ‐10.7% 15 26
Help help 10.0% 13.6% 3.6% 5 16
Help solutions 14.9% 12.6% ‐2.3% 13 24
Help tips 14.4% 9.6% ‐4.7% 14 25
Help expert 11.4% 7.6% ‐3.8% 11 22
Help wiki 4.3% 5.5% 1.2% 11 22
Help reviews 5.6% 4.7% ‐0.9% 11 22
Help support 5.8% 4.5% ‐1.2% 13 24
Help guide 3.9% 3.5% ‐0.5% 7 18
Help how 1.0% 0.8% ‐0.2% 3 14
Home realtor 43.2% 32.2% ‐11.0% 6 17
Home property 17.8% 18.0% 0.2% 5 16
Home casa 1.3% 8.4% 7.1% 2 13
Home house 6.5% 6.5% 0.0% 13 24
Home rentals 5.9% 4.9% ‐1.0% 11 22
Home immo 4.6% 4.8% 0.2% 4 15
Home properties 5.1% 4.7% ‐0.4% 11 22
Home estate 5.7% 4.7% ‐1.0% 14 25
Home rent N/A 3.8% N/A N/A 6
Home immobilien 3.8% 3.5% ‐0.3% 12 23
Home forsale 2.4% 3.4% 1.0% 3 14
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Registration	Share
Difference Months	Available

TLD	Family TLD Phase	I Phase	II (Phase	II	‐	Phase	I) Phase	I Phase	II
Home haus 1.3% 1.5% 0.2% 9 20
Home apartments N/A 1.3% N/A N/A 10
Home condos 1.2% 1.0% ‐0.2% 11 22
Home lease 0.7% 0.7% 0.0% 9 20
Home maison 0.6% 0.5% ‐0.1% 11 22
Jobs work 29.9% 65.4% 35.4% 2 13
Jobs jobs 59.5% 29.4% ‐30.1% 101 112
Jobs careers 9.5% 4.6% ‐4.9% 14 25
Jobs career 1.1% 0.7% ‐0.5% 8 19
Legal lawyer 50.0% 38.0% ‐12.0% 6 17
Legal legal 15.3% 23.5% 8.2% 1 12
Legal attorney 34.7% 23.4% ‐11.3% 6 17
Legal law N/A 15.1% N/A N/A 6
Medical care 43.9% 45.5% 1.7% 8 19
Medical healthcare 24.1% 26.2% 2.1% 6 17
Medical clinic 22.7% 20.4% ‐2.3% 8 19
Medical surgery 9.3% 7.9% ‐1.4% 8 19
Photography photography 47.9% 34.5% ‐13.3% 14 25
Photography pics 8.7% 21.1% 12.3% 12 23
Photography photo 16.3% 17.6% 1.3% 12 23
Photography photos 17.1% 12.9% ‐4.2% 14 25
Photography studio N/A 5.8% N/A N/A 5
Photography pictures 4.9% 4.4% ‐0.4% 9 20
Photography camera 5.1% 3.6% ‐1.5% 14 25
Science	and	Technology science 85.2% 70.8% ‐14.3% 2 13
Science	and	Technology tech N/A 19.7% N/A N/A 8
Science	and	Technology technology 9.4% 5.2% ‐4.2% 14 25
Science	and	Technology software 2.2% 2.0% ‐0.2% 4 15
Science	and	Technology computer 1.8% 1.0% ‐0.8% 13 24
Science	and	Technology engineering 1.0% 0.7% ‐0.3% 9 20
Science	and	Technology engineer 0.4% 0.5% 0.1% 5 16
Travel travel 47.8% 42.5% ‐5.3% 109 120
Travel reisen 11.3% 11.6% 0.3% 9 20
Travel vacations 12.1% 10.7% ‐1.3% 11 22
Travel tours N/A 10.6% N/A N/A 9
Travel voyage 9.7% 7.6% ‐2.0% 14 25
Travel cruises 5.9% 5.4% ‐0.5% 11 22
Travel flights 5.7% 4.8% ‐0.9% 11 22
Travel reise 3.6% 3.5% ‐0.1% 8 19
Travel viajes 4.0% 3.1% ‐0.8% 12 23

Notes:
[1]	Registration	shares	are	as	of	April	2015	for	Phase	I	and	March	2016	for	Phase	II.

Sources:
[1]	Registration	volumes	are	collected	from	monthly	transaction	reports	provided	to	ICANN	by	operating	registries.

[2]	TLDs	are	grouped	into	families	that	consist	of	TLDs	with	similar	topic	areas	and	are	likely	to	have	a	large	
overlap	in	their	respective	target	groups	of	consumers.
[3]	Registration	share	is	calculated	as	the	percent	of	volume	the	TLD	represents	compared	to	the	total	registrations	
within	its	family	grouping.
[4]	Months	available	is	calculated	as	the	number	of	months	from	the	beginning	of	each	TLD's	general	availability	
until	April	2015	for	Phase	I	and	March	2016	for	Phase	II.

[2]	General	availability	of	new	gTLDs	is	collected	from	https://newgtlds.icann.org/en/program‐status/sunrise‐
claims‐periods.
[3]	General	availability	of	legacy	TLDs	is	identified	as	the	first	available	monthly	transaction	report	for	each	TLD	
from	https://www.icann.org/resources/pages/registry‐reports/#j.
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Effects	on	Legacy	TLD	Registration	Volumes	
	
Registration	Volumes	
If	 consumers	 view	new	 gTLDs	 as	 substitutes	 for	 legacy	 TLDs,	 one	might	 expect	 that	 the	
release	of	new	gTLDs	would	lower	the	registrations,	rate	of	registrations,	or	renewals	seen	
in	legacy	TLDs.	On	the	other	hand,	if	consumers	do	not	view	them	as	substitutes,	we	might	
not	 expect	 to	 see	 any	 changes	 in	 legacy	 TLD	 registrations.	 Using	 data	 from	 monthly	
transaction	reports	submitted	to	ICANN	by	registry	operators,	Figure	6	below	shows	total	
(cumulative)	registrations	 for	 the	 top	 five	 legacy	TLDs	over	time.	The	chart	contrasts	 the	
largest	legacy	TLD	in	terms	of	registrations	(.com),	against	the	next	four	largest	TLDs	(.biz,	
.info,	.net,	and	org). 
	

Figure	6	
Historical	Legacy	Registration	Volumes	(2010	–	2016)	

	

	
		

	
Note:	
[1]	Top	five	legacy	TLDs	by	volume	are	included.	
	
Sources:	
[1]	Registration	volume	data	were	obtained	from	March	2016	monthly	transaction	reports	
provided	to	ICANN	by	operating	registries.	
[2]	New	gTLD	entrance	dates	collected	from	ICANN’s	website;	
https://newgtlds.icann.org/en/program‐status/sunrise‐claims‐periods	
	
As	we	 saw	 in	 the	Phase	 I	Assessment,	 no	 clear	 effects	 are	 revealed	 in	 the	above	graph	–	
legacy	 TLDs	 appear	 to	 be	 continuing	 to	 follow	 their	 previous	 registration	 trends.	 One	
possible	explanation	for	this	result	is	multi‐year	registrations	have	remained	active	in	the	
past	year	even	though	they	may	not	be	renewed	in	the	future	(i.e.,	those	registrations	may	
shift	 to	 new	 gTLDs	 in	 the	 future).	 We	 therefore	 also	 present	 alternative	 measure	 of	
registration	activity:	growth	rates.	Figure	7	below	plots	monthly	growth	rates	for	each	of	
the	above	five	legacy	TLDs	with	.biz,	.info,	.net,	and	.org	again	grouped	together.	
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It	is	possible	that	the	introduction	of	new	gTLDs	affects	legacy	registration	rates	differently	
across	regions	and	countries.	In	Table	12,	we	examine	how	regional	TLDs	that	are	targeted	
at	registrants	from	certain	geographic	areas	(e.g.,	 .nyc)	affect	registrations	made	in	legacy	
TLDs	 and	 other	 new	 gTLDs.	 Table	 12	 shows	 the	 average	monthly	 registration	 counts	 in	
new	 gTLDs	 and	 legacy	 TLDs,	 respectively,	 for	 geographic	 areas	 associated	 with	 several	
regional	TLDs	that	began	their	general	availability	period	in	2014.	Across	nearly	all	regions,	
we	observe	a	decline	in	new	registrations	after	the	entry	of	a	relevant	regional	TLD,	which	
suggests	that	regional	TLDs	may	be	viewed	as	substitutes	for	other	new	gTLDs	and	legacy	
TLDs.	Although	these	results	are	suggestive,	they	do	not	measure	a	causal	relation	between	
the	entry	of	a	geo‐TLD	and	changes	in	registrations	of	other	TLDs.		
	

Table	12	
Change	in	Average	Monthly	Registration	by	TLD	Type		

After	the	Entry	of	a	Regional	TLD	

	
Notes:	
[1] Regional TLD refers to the region-specific gTLD assigned to a given area. Regional TLDs are 
matched to areas based on a correspondence between a city name and the regional TLD name (e.g., City 
of New York = .nyc).  
[2] Regional TLD Entry Date refers to a given regional TLD's general availability date.   
[3] Figures in the “Before” column refer to the average number of TLD registrations of legacy and new 
gTLDs, respectively, before the general availability date of the area's regional TLD. 
[4] Figures in the “After” column refer to the average number of TLD registrations of legacy and new 
gTLDs, respectively, after the general availability date of the area's regional TLD. 
[5] This analysis only includes TLDs in city-level regions with registration data before and after the 
general availability date of the area's regional TLD.  
	
Source:	
[1] Monthly data on new registrations by TLD and region from January 2014 to January 2016 were 
provided by DomainTools.  

	
	 	

gTLD Region Entry Date2 Before3 After4
Abs. 

Change % Change Before3 After4
Abs. 

Change % Change
.berlin Berlin 3/18/2014 140.0 5.3 -134.7 -96.2% 136 127 -9 -7%

.capetown Capetown 11/4/2014 5.0 2.8 -2.2 -43.6% 44 31 -14 -31%
.cologne Cologne 8/26/2014 106.6 18.4 -88.2 -82.7% 1,623 364 -1,259 -78%

.hamburg Hamburg 8/27/2014 16.1 3.3 -12.8 -79.5% 85 70 -15 -17%
.london London 9/9/2014 26.9 9.0 -17.9 -66.7% 314 261 -53 -17%

.nyc New York City 10/8/2014 14.9 7.8 -7.1 -47.5% 418 357 -61 -15%
.quebec Quebec 11/18/2014 7.5 5.0 -2.5 -33.7% 179 167 -12 -7%

.scot Edinburgh 9/23/2014 3.6 1.9 -1.6 -45.5% 25 18 -7 -29%

.scot Glasgow 9/23/2014 5.2 2.4 -2.8 -54.4% 22 18 -5 -21%
.tokyo Tokyo 7/22/2014 2.9 11.5 8.6 299.2% 22 109 87 389%
.vegas Las Vegas 8/14/2014 12.4 4.1 -8.3 -66.9% 218 191 -27 -12%

New gTLDs LegacyRegional TLD1
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SECTION	V	–	CONCLUSIONS	
	
Our	Phase	II	Assessment	describes	how	the	competition	metrics	established	in	the	Phase	I	
Assessment	have	changed	(or	remained	the	same)	as	the	New	gTLD	Program	has	expanded	
in	the	past	year.	As	only	one	year	has	passed	since	our	initial	assessment	and	the	New	gTLD	
Program	 continues	 to	 introduce	 new	 gTLDs,	 the	 marketplace	 for	 domain	 names	 will	
continue	to	change	in	the	future.	It	should	also	be	noted	that	our	analyses	are	descriptive	in	
nature	and	do	not	measure	the	causal	impact	of	the	New	gTLD	Program	on	competition.	
	
While	 we	 are	 unable	 to	 draw	 conclusions	 about	 whether	 the	 New	 gTLD	 Program	 has	
caused	a	change	in	competition	in	the	domain	name	marketplace,	we	have	observed	some	
changes	 in	 the	 past	 year	 that	 are	 consistent	 with	 what	 one	 would	 expect	 to	 see	 in	 a	
marketplace	with	increased	competition.	For	example,	we	see	a	decline	in	the	share	of	new	
gTLD	registrations	attributable	to	the	four	and	eight	registries	with	the	most	registrations.	
We	also	see	volatility	in	the	registration	shares	held	by	registry	operators.	This	may	be	due	
to	the	entry	of	new	gTLDs	being	offered	by	new	registry	operators	or	general	volatility	in	
the	marketplace.	Consistent	with	the	first	explanation,	we	see	that	when	new	gTLDs	enter	
the	marketplace,	there	is	a	decline	in	the	registration	shares	of	other	new	gTLDs	within	the	
same	topic	or	subject	area.	One	might	also	expect	that	 increased	competition	among	new	
gTLD	registry	operators	would	result	in	lower	new	gTLD	wholesale	prices,	which	we	do	not	
observe.	
	
We	observe	similar	volatility	in	new	gTLD	registration	shares	made	by	registrars,	with	the	
largest	registrar	in	the	Phase	I	Assessment	dropping	out	of	the	top	15	registrars	ranked	by	
total	 domain	 registrations	 and	 being	 replaced	 by	 a	 registrar	 whose	 share	 of	 new	 gTLD	
registrations	increased	by	nearly	22	percent.	Registrars	located	in	China	have	also	become	
more	 prevalent	 among	 registrars	with	 the	 largest	 shares	 of	 new	 gTLD	 registrations.	We	
also	 observe	 that	 retail	 prices	 and	markups	 have	declined	 since	Phase	 I,	 consistent	with	
increased	competition.			
	
We	also	have	evaluated	how	the	entry	of	new	gTLDs	is	related	to	the	registration	activity	of	
other	TLDs,	 such	as	 legacy	TLDs.	Since	 legacy	TLD	registrations	have	not	 fallen	and	new	
gTLD	registrations	are	growing,	total	TLD	registration	has	increased	since	the	beginning	of	
the	 New	 gTLD	 Program.	 In	 both	 our	 Phase	 I	 and	 Phase	 II	 Assessments,	 we	 found	 no	
aggregate	 (worldwide)	 effect	 of	 new	 gTLD	 entry	 or	 registrations	 on	 legacy	 TLD	
registrations:	registrations	of	legacy	TLDs	continued	to	follow	the	same	pattern	before	and	
after	the	beginning	of	the	New	gTLD	Program.	This	is	consistent	with	new	gTLDs	generally	
not	 being	 treated	 as	 substitutes	 for	 legacy	 TLDs.	 We	 then	 analyzed	 if	 the	 entry	 of	
regionally‐specific	 TLDs	 (e.g.,	 nyc)	 is	 related	 to	 other	 TLD	 registration	 activity	 by	
registrants	 in	 the	 regional	 TLD’s	 geographic	 area.	We	 typically	 observe	 a	 decline	 in	 new	
gTLD	and	legacy	registrations	after	the	entry	of	the	regional	TLD	in	the	region	relevant	to	
that	TLD,	which	suggests	 that	regional	TLDs	may	be	viewed	as	substitutes	 for	other	new	
gTLDs	 and	 legacy	 TLDs.	 We	 however	 do	 not	 have	 sufficient	 data	 to	 fully	 analyze	 the	
substitutability	of	new	gTLDs	for	the	legacy	TLDs.	



 
 

 
 
 
 

EXHIBIT KM-25 
 



















 
 

 
 
 
 

EXHIBIT KM-26 
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,-.�/012.,�34.5.6�74�,-89�:.01�;31�9-31,�50/.9�056�57/.18<9�=.�=.1.�1.06:>�?.�0@93�A.5.;8,;13/�,-.�;0<,�,-0,�,-.�=316�BC@7ADE�85�F5G@89-D�89�=86.@:�79.6�056�/085,0859�8,9�/.0585G�85�C-850H056�G@3A0@@:I>�J5�KLMN�=.�.O4.<,�,-.�6./056�85�C-850�,3�<35,857.D�A7,�,-.1.�=8@@�0@93�43,.5,80@@:A.�0�9-8;,�09�1.G89,18.9�A.G85�,3�1.<.8P.�G3P.15/.5,�04413P0@�;31�=.A98,.9�,3�A.�-39,.6�85�/085@056C-850�7985G�,-.81�.O,.598359>�?.�.O4.<,�>CQRS�,3�A.�0/35G�,-.�;819,�?.9,.15�1.G89,18.9�,3�3A,08597<-�04413P0@D�056�,-0,�=8@@�34.5�74�34431,758,8.9�;31�9/0@@�A7985.99.9�056�.5,1.41.5.719�,3�A.G857985G�5.=�63/085�50/.9�056�85<1.09.�,-.�P0@7.�;31�63/085�85P.9,319�=-8@.�34.585G�0�A1306.1/012.,4@0<.>�?8,-�,-0,�85�/856D�JT@@�41.68<,�,-0,�85�KLMN�C-850�1./0859�0�P.1:�9,135G�0568/431,05,�/012.,�;31�>CQRS�056�3,-.1�5.=�63/085�.O,.598359>�Q09,@:D�,-.1.�01.�9,8@@�0�57/A.1�3;43,.5,80@@:�-8G-�413;8@.�5.=�63/085�.O,.598359�,-0,�9-37@6�<3/.�,3�/012.,�85�KLMND�056�8,�=8@@�A.85,.1.9,85G�,3�9..�=-0,�-044.59�=-.5�/7<-�05,8<840,.6�50/.9�@82.�>U-34D�>V44D�056�>=.A�01.�47,,3�79.>�W-.:�=8@@�A.�.5,.185G�0�/012.,�,-0,D�=-8@.�<.1,085@:�9,8@@�85�8,9�85;05<:D�-09�G13=5�74�0�@3,985<.�,-.�;819,�=0P.9�3;�5.=�.O,.59835�1.@.09.9>�J5�401,8<7@01D�1.G89,1019�01.�53,�09�A0<2@3GG.6�A:=..2@:�5.=�1.@.09.9>�X.1<-0568985G�/.,-369�01.�.P3@P85GD�09�01.�418<85G�/36.@9>�X05:�68;;.1.5,044130<-.9�,3�U75189.�056�Q056179-D�056�41./87/�50/.�90@.9�-0P.�A..5�,18.6D�=8,-�P01:85G1.97@,9>�J;�85�KLMY�=.�=.1.�5.=A3159D�056�85�KLMZ�=.�=.1.�85;05,9D�4.1-049�85�KLMN�=.T@@�A.<3/.,366@.19�056�,17@:�9,01,�,0285G�371�;819,�A8G�9,.49�;31=016>[\]̂_̀ �â b̂c]\de�fcgdhidj�k\d]lmbgdb�gdh�ncib̂]�go\lb�̂p_iĉhh\qgid]�gb�r\qgidsgq t̂iĉKLMN�=8@@�A.�0�:.01�3;�1.099.99/.5,D�3;�,0285G�9,3<2�056�<7,,85G�@399.9D�3;�610=85G�<35<@798359D�3;98;,85G�,-.�=-.0,�;13/�,-.�<-0;;>�S:�53=�=.�-0P.�0�9.59.�;31�-3=�,-.�/012.,�=8@@�79.�,-.9.�5.=63/085�.5685G9D�-3=�/7<-�8,�=05,9�,-./D�056�-3=�9@3=@:�8,�0A931A9�,-./>�u.=�5WQv9�/0:�,1:,-.�90/.�,0<,8<9�3@6�5WQv9�./4@3:.6�67185G�,-.81�@075<-.9�w�A7,�=8,-�68/8589-85G�1.,7159>�S..5,-.1.D�635.�,-0,>�v3/085�85P.9,319�09�=.@@�09�/0859,1.0/�<3597/.19�01.�/31.�689<.1585G�,-05A.;31.D�G8P.5�K�:.019�3;�.O4.18.5<.>�x1052@:D�63/085.19�01.�,81.6�3;�,-.�40106.�3;�5.=�WQv9DA31.6�A:�@0<2�3;�413G1.99>�v890G1..y�W-.5�092�,-./z�{70@8,:�|�{705,8,:>�V9�,-0,�1.0@8}0,835�A.G859,3�9852�85D�,-.�63/085�85679,1:�=8@@�9.,�0A37,�/012.,85G�WQv9�/31.�~768<8379@:�w�4@05,85G�,-./=-.1.�,-.:�@@�,-18P.�859,.06�3;�9<0,,.185G�,-./�85689<18/850,.@:�7435�,-.�=856>��.G89,18.9�-0P.=09,.6�09�/7<-�09�K�:.019�9.@@85G�5WQv9�,3�63/085�94.<7@0,319�;31�,-.�902.�3;�9-31,�,.1/�G13=,->J;�,-.:�1.�,3�97<<..6�85�,-.�;7,71.D�-3=.P.1D�,-.:�@@�5..6�,3�<35P85<.�.5,1.41.5.719�53,�63/085.19056�9..�,3�8,�,-0,��70@8,:�63/0859�01.�4@0<.6�=8,-�,-.�A.9,�413~.<,9>�W-0,�/.059�0�4.14.568<7@01<-05G.�3;�681.<,835>��.998/89,8<�09�,-89�937569D�J�,-852�5WQv9�6.9.1P.�,3�97<<..6�/31.�,-05�,-.:-0P.�635.��056�J�.O4.<,�,3�9..�,-./�./A10<.6�67185G�KLMN�/31.�,-05�.P.1>��105,.6D�/:.O4.<,0,8359�01.��78,.�/36.9,�<3/401.6�,3�1.G89,1:�<@08/9>�u.P.1,-.@.99D�J�P.�/06.�N�34,8/89,8<41.68<,8359�0,�,-.�.56�3;�,-89�=18,.�74>�.01�3;�,-.��30,�?8,-85�,-.�63/085�85679,1:�67185G�,-.@0,,.1�-0@;�3;�KLMZD�,-.�5WQv�413G10/�-06�8,9�,-756.1�9,3@.5�A:�05�7541.<.6.5,.6�971G.�85�,-.C-85.9.�63/085�/012.,>�u3A36:�90=�8,�<3/85G>�J56..6D�F5G@89-�2.:=3169�056�F7134.05�<8,:50/.9�<3/4189.�0�689413431,8350,.@:�@01G.�4.1<.5,0G.�3;�,-.�5.=�WQv9D�8568<0,85G�,-0,�,-..9,0A@89-/.5,�-06�05,8<840,.6�6./056�;13/�,-.�?.9,�A7,�-06�5.G@.<,.6�31�/89756.19,336�C-850>�.9D�/7@,84@.�.O,.598359�1.@.09.6�985<.�,-.�A.G85585G�3;�KLMY�63�,01G.,�C-850�w�7,8@8}85G�C-85.9.<-010<,.19D�85�;0<,>�S7,�,3�,-.�689/0:�3;�,-.9.�1.G89,18.9�.94.<80@@:D�C-85.9.�63/085�A7:.19�-0P.4.1989,.6�85�7985G�,-.�Q0,85�0@4-0A.,>�?319.�9,8@@D�,-.�C-85.9.�-0P.�A..5�-75G18.9,�;31�@.G0<:97;;8O.9�w�>C�XD�3;�<3719.D�A7,�0@93�>uFW�056�.P.5�>CC>�V9�0�1.97@,D��.1898G5�1.431,.6�Y>M�/8@@8355.=�>C�X���>uFW�63/0859�/86=0:�,-137G-�8,9�Y,-��701,.1>�V�;.=�WQv9�9../�,3�A.�971;85G�,-89
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+,-./0/�123/�4�.562789�:;<=>�:?@A>�:?BAC>�:DEF>�2.G�:+HIJ:�+KLM-2889>�6,50/�2K/�.51�6,/�65N�O.;HP0�79�358LQ/:�;,26�02-G>�6,50/�M5L.60�2K/�01588/.�1-6,�./2KRSK//�T-3/21290>�1,-M,�26�SL88�NK-M/Q29�.56�7/�K/./1/G:�B.G�/3/.�2�K26/�5S�UU�Q-88-5.�.;HP�G5Q2-.0�2MMLQL826/G�53/K�6,/�M5LK0/�5SV�9/2K0�7/T-.0�65�855W�8-W/�2�0.2-8X0�N2M/�7/0-G/�6,/�T-2.6�06K-G/�62W/.�79�SL88RNK-M/G�:+<Y�Z�:A[;�-.2�0-.T8/�Q5.6,:�@6X0�20�-S�.;HP�K/T-06K-/0�N82../G�2�N2K69\�7L6�Q506�5S�6,/-K�-.3-6/G�TL/060�1/.6-.06/2G�65�2.56,/K�05-K//>�6,K51.�79�2.�L.,/2KG�5S�,506:�BQ�@�T8526-.T]�A5>�,2KG89:�@�15L8G�/3/.M,2K2M6/K-̂/�6,/�K/M/.6�0-6L26-5.�-.�+,-.2�20�L.0L062-.278/�2.G�L.06278/:�JL6�8/6�Q/�/QN,20-̂/_5̀Q/6,-.T�1/.6�K-T,6�S5K�6,/�+,-./0/�0/M65K�4�05Q/6,-.T�6,/�.;HP�NK5TK2Q�,20�7//.�06KLTT8-.T65�T/6�K-T,6�-.�6,/�?/06�a�2.G�,20�05�S2K�S2-8/G�26:�JLK-/G�-.�6,-0�065K9�5S�+,-.2�2K/�05Q/�-QN5K62.68/005.0�S5K�K/T-06K-/0�2-Q-.T�26�?/06/K.�Q2KW/60:�V�E/2K0�5S�J2MW12KG0�=/KM/-3/G�K/8-278/�328L/�-01,26�Q266/K0:�̀5L.G0�8-W/�2�.5�7K2-./K>�G5/0.X6�-6]�JL6�K/T-06K-/0�-.�2�,LKK9�65�K2MW�LN�G5Q2-.K/T-06K26-5.0�,23/�Q-00/G�6,/�N5-.6:�b28L/�M5Q/0�-.�V�S8235LK0_�Q2KW/6�328L/�c1,-M,�-0�1,26G5Q2-.�-.3/065K0�0//Wd�2.G�K/M5T.-̂278/�7K2.G�328L/�c1,-M,�-0�1,26�/.6K/NK/./LK0�M2K/�275L6d:;,/�615�Q2KM,�-.�62.G/Q:�?,-M,/3/K�;HP0�2K/�3-0-789�L0/G�79�2�82KT/�.LQ7/K�5S�eL28-69�7K2.G0>6,50/�2K/�6,/�;HP0�1-6,�2NNK/M-278/�Q2KW/6�328L/:�@.�6,/�85.T�KL.>�6,50/�2K/�2805�6,/�;HP0�1-6,/.GLK-.T�G5Q2-.�N5NL826-5.0:�E/6�1/X3/�0//.�K/T-06K-/0�NL6�6,/�M2K6�7/S5K/�6,/�,5K0/>�62QN/K-.T1-6,�K/T-06K26-5.�358LQ/�G-K/M689�6,K5LT,�L.G/KR6,/R6278/�0M,/Q/0�2.G�fU�NK5Q56-5.0�6,26/.M5LK2T/�G5Q2-./K�0N/ML826-5.�7L6�0M2KM/89�/3/.�2-Q�26�/.GRL0/K�2G5N6-5.:�;,/9X3/�7//.�K2M-.T2T2-.06�5./�2.56,/K�65�M82-Q�,/2G8-./0�-.�6,/�G5Q2-.�785T50N,/K/>�266/QN6-.T�65�0/MLK/�2�82KT/.LQ7/K�5S�K/./128�0L70MK-N6-5.0�K/T2KG8/00�5S�ML065Q/K�eL28-69:�@.�NK2M6-M/>�6,-0�,20�Q/2.662KT/6-.T�2�G5Q2-./K�2LG-/.M/>�1,-8/�0,-KW-.T�6,/�,2KG�15KW�5S�ML86-326-.T�Q2-.06K/2Q�2LG-/.M/0:;,26X0�L.G/K062.G278/:�P5Q2-./K0�2K/�Q5K/�2MM/00-78/>�S/1/K>�K/eL-K/�8/00�M5.3-.M-.T>�2.G�7L9Q5K/�G5Q2-.0�N/K�N/K05.�6,2.�75.2�S-G/�/.G�L0/K0:�g5K�0,5K6R6/KQ�NK5S-6>�6,/9XK/�6,/�573-5L062KT/6:�Y2.9�K/T-06K-/0�2K/�5N/K26/G�79�G5Q2-./K0�1,5�S//8�Q506�M5QS5K6278/�Q2KW/6-.T�65�6,/-K51.�M5QQL.-69:�;,/K/S5K/�6,/9X3/�N8LMW/G�6,/�851R,2.T-.T�SKL-6�2.G�051.�S/1�0//G0�S5K�SL6LK/TK516,:�;15�9/2K0�-.>�gK2.W�̀M,-88-.T�06-88�628W0�275L6�2.�-.G/S-.-6/89�S2K�5SS�SL6LK/�-.�1,-M,�.;HP7K2.G0�275L.G:�?/88>�0/88-.T�6,26�GK/2Q�5S�2�SL6LK/�65�G5Q2-./K0�M5Q/0�26�6,/�/hN/.0/�5S�NL66-.T.;HP0�65�L0/�-.�6,/�NK/0/.6:�;,26X0�iL06�U�NK5Q-./.6�/h2QN8/�5S�2�+[<�M5.M/.6K26-.T�5.�6,/K/0/88/K�2LG-/.M/�,/X0�S2Q-8-2K�1-6,�K26,/K�6,2.�ML86-326-.T�/.G�L0/K0:�c;,/9�2KK-3/�L.058-M-6/G�-.5KG/K�65�7L9�NK/Q-LQ�G5Q2-.0>�K-T,6]d�I.-K/T-06K9�-0�.56�285./�-.�2G5N6-.T�6,-0�N506LK/:�j/T-06K-/05LT,6�65�7/�M26289060>�/.M5LK2T-.T�6,/�7/06�5.8-./�NK5i/M60�65�2G5N6�6,/-K�;HP�2.G�2GG�65�-60�7K2.G328L/:�;,26�15L8G�-.�6LK.�/8/326/�6,/�;HPX0�Q2KW/6�328L/>�1,-M,�-.M/.6-3-̂/0�G5Q2-.�K/0/88/K0�652M6�20�/32.T/8-060:�P5Q2-./K0�15L8G�6,/.�S-.G�/.G�L0/K0�NK-Q/G�65�2G5N6�6,/�;HP�2S6/K�0//-.T�6,/0LMM/00�5S�/2K8-/K�7K2.G0:�@.�T/./K28>�6,-0�,20.X6�,2NN/./G:�=/K,2N0�VkUl�1-88�0//�2�M,2.T/�S5K�6,/7/66/K:�g26-TL/?,/.�6,/�+,-./0/�G5Q2-.�Q2KW/6�7LK06�-.65�S851/K�GLK-.T�VkUO>�6,/�0//G0�,2G7//.�051.�9/2K0�/2K8-/K�2.G�62W/.�K556�20�NK5Q-./.6�1/70-6/0:�@.�6,26�0LGG/.�785005Q-.T>�G5Q2-.-.3/065K0�15K8G1-G/�S/86�2�0/.0/�5S�/hM-6/Q/.6�iL06-S-/G�79�2�./1�5NN5K6L.-69�S5K�S206>�82KT/>�/209028/0:�J85TT/K0�S-.2889�,2G�05Q/6,-.T�65�628W�275L6�56,/K�6,2.�S-K06RG29�K/T-06K26-5.�N/KS5KQ2.M/S5K�6,/�826/06�:m<j̀ [�6K566-.T�5L6�5S�6,/�T26/:�H/6X0�S2M/�-6>�6,/�-.GL06K9�120�75K/G�79�6,/�.;HPNK5TK2Q�2S6/K�2�9/2K�5K�V�5S�K/N/6-6-5L0�K5885L60�2.G�0851/KR6,2.R/hN/M6/G�/.GRL0/K�2G5N6-5.:P5Q2-.�-.3/065K0>�/h,2L06/G�79�6,/�82MW�5S�028/0>�,2G�7/TL.�65�855W�/80/1,/K/:�j/T-06K-/0�,2G62NN/G�-.65�6,/-K�/20-/06�ML065Q/K�720/>�G5Q2-./K0\�2.G>�2S6/K�V�9/2K0�5S�/hN/K-Q/.6-.T�-.�6,/K/G>�G5Q2-./K0�1/K/�62NN-.T�5L6:�j/M/.6�.;HP�TK516,�,20�7//.�GK-3/.�79�SK56,9�+,-.2RS5ML0/G0N/ML826-5.:�Y2.9�570/K3/K0>�Q90/8S�-.M8LG/G>�7/8-/3/�6,-0�Q29�NK53/�.5�Q5K/�058-G�6,2.�2�7L778/:<73-5L089>�6,/�/hL7/K2.6�7L95L60�5S�.LQ/K-M0�2.G�n+m@=0o�-.�;HP�2S6/K�;HP�M2..56�M5.6-.L/-.G/S-.-6/89:�B6�05Q/�N5-.6>�6,/�6K/.G�1-88�S-̂̂ 8/�5L6:�j/T-06K-/0�M2.X6�7/�782Q/G�S5K�Q2W-.T�6,/
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+,-.�,/�.01-�-23345�67894�8+,5:�3,+81547-;�<2.�1.=-�5,�-2<-.1.2.4�/,7�8�>,5:?.47+�-.78.4:@AB1.0,2.�453�2-47-�.,�-4>>�.,;�3,+81547-�C1>>�2>.1+8.4>@�37,D�C08.4E47�08-�<445�74:1-.4743�-,�/87AF28>1.@�G�F285.1.@�H04�I24-.1,5�,/�0,C�+85@�5HJK�3,+815-�C1>>�<4�74:1-.4743�<@�.04�453�,/�LMNO;15.474-.15:�8-�1.�+8@�<4;�1-�,/�+,74�6,56475�.,�74:1-.714-�853�74:1-.787-�.085�.,�+@�74:1-.785.6>145.-�P�.04�D4,D>4�86.28>>@�<2@15:�3,+815�58+4-A�Q274;�C4�685�8>>�:24--A�R2.�D2>>15:�52+<47-,2.�,/�.015�817�1-5=.�+@�-.@>4S�<21>315:�8�D74316.1E4�+,34>�,5�8�/,2538.1,5�,/�38.8;�:17343�15�34/151.48--2+D.1,5-�P�.08.�C,2>3�<4A�B1.0,2.�-260�8�+,34>;�T�-44�5,�748>�E8>24�15�+@�/,7468-.A�U5>4--�C431-62--�7454C8>�78.4-�/,7�4860�1531E1328>�HJK;�.1+15:�,/�54C�HJK�7,>>,2.-;�E8718.1,5-�15�D7164-.726.274;�853�.04�-194�,/�4860�HJK=-�D>82-1<>4�58+4�-D864;�.045�C4�08E4�5,�<8-1-�/,7�85�4-.1+8.4AB0474�E,>2+4�1-�6,5647543;�<@�/87�.04�L�+,-.�1+D,7.85.�/86.,7-�874�VNW�-8>4?D7164�:1E48C8@-�853VLW�74:1-.7@�-4>/?74-47E8.1,5-A�K2715:�.04�D8-.�L�@487-;�+85@�54C�HJK-�C474�,//4743�8.�344D>@31-6,25.43�D7164-�P�,/.45�25347�XN�,7�4E45�8<-,>2.4>@�/744A�B4�8>-,�-8C�647.815�74:1-.714-1531746.>@�<2@�2D�>87:4�52+<47-�,/�.0417�,C5�+47608531-4A�Y1.047�.04@�-.2//43�3,+815-�15.,62-.,+47�866,25.-�15�,7347�.,�15/>8.4�74:1-.78.1,5�52+<47-;�8-�C4�-8C�C1.0�AZ[\S�,7�4>-4�.04@-.,6]43�2D�,5�15E45.,7@�15�,7347�.,�6,5648>�>86]�,/�34+853�853�781-4�D7164-;�C0160�1-�.04�08<1.�,/U5174:1-.7@A�T�-.74--�.04-4�L�/86.,7-�<4682-4�.04@�8//46.�74:1-.78.1,5�E,>2+4-�:748.>@�@4.87<1.7871>@A�B4�6855,.�D74316.�.04�C01+-�,/�6,+D8514-A�H,+,77,C�-,+4�HJK�+1:0.�-23345>@�:7,C<@�08>/�8�+1>>1,5�1/�3,+815-�874�/,761<>@�15-47.43�15�D4,D>4=-�866,25.-A�H,+,77,C�̂,7.0�Q,2538̂+4-�+1:0.�648-4�.,�86.�8-�U5174:1-.7@=-�>4/.�0853;�,7�1.�+1:0.�74:1-.47�8�+1>>1,5�1.4+-A�H,+,77,C_>D̂ 8+4-�+1:0.�31-6,5.1524�1.-�317.?6048D�-D4618>-�,5�HJK-�/7,+�̀8+,2-�̀,27�a4318S�,7�1.�+1:0.V.04,74.168>>@W�:,�/27.047�853�:785.�7454C8>-�25347�XN�,5�AQbTŶ bY;�682-15:�.0,-4�.,�<4�7454C4378.047�.085�37,DA�Q260�86.1,5-�-C15:�.04�52+<47-�2D�,7�3,C5�-,�378-.168>>@�.08.�/,7468-.15:74:1-.78.1,5�E,>2+4�1-�8>+,-.�8�>,-.�682-4A�b47.815>@;�.04�52+<47-�+485�>4--�.085�C4�4cD46.43.04@�C,2>3�L�@487-�8:,A�B4�,2:0.�.,�>,,]�8.�74:1-.78.1,5�E,>2+4�/,7�D87.162>87�5HJK-�78.047�.08585�8::74:8.4�8>>�5HJK-A�H04�>8..47�685�,5>@�+1->483�2-�<@�6,5648>15:�:452154�-2664--�-.,714-25347�8�+,253�,/�+87]4.�+851D2>8.1,5A�_�HJK�,2:0.�.,�<4�d23:43�15�.04�6,5.4c.�,/�1.-�,C5�D716401-.,7@;�15�>1:0.�,/�1.-�,C5�8:4;�853�74>8.1E4�.,�.04�1348>�-194�,/�1.-�,C5�58+4�-D864A�H04�-8+4�<87452+<47�,/�NMM;MMM�C,2>3�<4�8�31-+8>�/81>274�/,7�ABYR�<2.�85�8-.,51-015:�/48.�/,7�8�51604�HJK�>1]4AbeTbfYHA�g8+15:�.04�-@-.4+�,5>@�C,7]-�/,7�8�-0,7.�C01>4A�YE45.28>>@�3,+81547-�68.60�,5�85331-74:873�.8>]�,/�E,>2+4�<4682-4�048E1>@�+851D2>8.43�52+<47-�6,774>8.4�<83>@�C1.0�.041715E4-.+45.�74.275A�a85@�453�2-47-�3,�6874�8<,2.�HJK�D,D2>871.@A�R2.�.,�.04�4c.45.�.08.74:1-.78.1,5�E,>2+4�+8..47-;�.08.=-�+815>@�8�6,5-47E8.1E4�87:2+45.�-.44715:�2-�.,C873�4-.8<>1-043-2//1c4-�>1]4�Abha�i�Aheg�i�ÂYH�853�>,68>�66HJK-A�T5�85@�68-4;�6,5-2+47-�.453�.,�:82:4�HJKD,D2>871.@�P�8DD7,D718.4>@�45,2:0�P�<@�.04�C4<-1.4-�.04@=E4�86.28>>@�E1-1.43�853�5,.�<@�6>81+-8<,2.�E8-.�52+<47-�,/�25-445�3,+815-A�H08.=-�6,++,5�-45-4A�K2715:�LMNj�,7�LMNk;�6,5-2+47-+1:0.�08E4�<4>14E43�.04@�C474�8<,2.�.,�<4�>4/.�<40153�<@�.04�l̂4C�HJK�74E,>2.1,5lA�R2.�8/.47�L@487-�,/�0@D47<,>4�/7,+�.04�3,+815�1532-.7@;�L�@487-�15�C0160�54C�4c.45-1,5-�D7,+1-43�.,�<4:8+4�6085:47-;�.04�:8+4�08-5=.�6085:43A�m4564/,7C873;�5HJK-�+2-.�<4�-,>3�,5�.0417�+471.-S�853453�2-47-�+87]4.15:�I28>1.@�<7853-�+2-.�>483�.04�C8@A�n74316.1,5-�NA�5HJK�3,+815-�C1>>�/48.274+,74�D7,+1545.>@�15�.04�4cD1743�3,+815�+87]4.A�H01-�C1>>�,6627�58.278>>@�8-�7454C8>�38.4-�D8--<@;�6,,73158.1,5�<4.C445�74:1-.714-�853�+87]4.�D>864-�1+D7,E4-;�853�3,+81547-�>4875�C08.�.,C8.60�/,7A�b27745.>@�+@�C44]>@�87.16>4-�8.�K,+815̂ 8+4B174�7874>@�156>234�5HJK�3,+815-�<4682-45,.8<>4�826.1,5-�-1+D>@�8745=.�08DD4515:A�R@�@487=-�453;�T�.015]�1.�C1>>�<4�8�7874�C44]�.08.�3,4-5=.-0,C�8.�>48-.�N�5HJK�74-2>.A�T�D74316.�C4=>>�-44�8.�>48-.�08>/�8�3,945�j?/1:274�4cD1743�3,+815-32715:�LMNOA�̂4C�HJK�74:1-.78.1,5-�-D1]4�151.18>>@;�<2.�-260�15.474-.�1-�-0,7.?>1E43A�J8.47;�.044cD1743�3,+815�+87]4.�.4>>-�2-�8>>�C0160�3,+815-�874�<415:�8<853,543�853�C0160�74+815�74-1>145.A
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+,-.�/-001.�23�4156�-.�-7/.810�80�.,84�9-:�,1564�01�9,1534-53�;-573�-<10=�61<-803>4?�-06�.,-.61340@.�2163�9355�A1>�>3.-85�B>14B3/.4C�D..30.810�9855�.7>0�.1�.,3�3EB8>36�<->F3.C�DA.3>�-55?�-�:3->�1A43/106�.,17=,.4�<3-04�A->�<1>3�.,-0�G-:�H@4�,-4.:�1B.8<84<C�IC�J3=84.>834�9855�80/>3-480=5:�433F17.�B>1<8480=�105803�B>1K3/.4�-06�1AA3>�.1�2-/F�.,3<C�L,-.�9855�<3-0�2>-0680=�.,3<�98.,�B>3<87<0LMG4�A1>�.,3�4-F3�1A�/1NB>1<1.810�O�B144825:�3;30�47BB1>.�23:106�-�A>33�61<-80C�+,853�.,3>3=84.>:�<-:�-..3<B.�.1�B1>.>-:�47/,�63-54�-4�4-534?�9,-.�<-..3>4�<14.�84�43380=�.,3�LMG�80-/.810C�PC�D4�>3B1>.36�10�GQR17>0-5?�0LMG�4-534�2:�61<-803>4�S-4�1BB1436�.1�>3=84.>834T�9855�.>8B53.,3�A8=7>34�1A�IUHV�-06�IUHW�/1<28036C�VC�DA.3><->F3.�B>8/34�A1>�61<-804�80�X,80-�9855�>3-/,�-B5-.3-7�1>�3;30�/1>>3/.�61909->6�-.�41<3�B180.�67>80=�IUHY?�B>3/3636�2:�-�63/353>-.810�80�.,3B-/3�1A�4B3/75-.8;3�>3=84.>-.8104C�Z0�-�6190.7>0?�039�LMG4�9855�23�,8.�<7/,�,->63>�.,-034.-2584,36�3E.3048104C�D4�=>19.,�80�.,84�43/.1>�45194?�61<-803>4�9855�>3.7>0�.1�0LMG4�.1�511F�A1>1BB1>.708.834C�J3=84.>834�.,-.�/-0�B180.�.1�306N743>�-61B.810�-06�-A.3><->F3.�4-534�9855�4.-06�17.C+,853�Z@<�-.�8.?�,3>3�->3�-�/17B53�1A�B>8;-.3�<8534.1034�.,-.�9855�SA1>�<3T�>3B>3430.�-�.7>080=�B180.80�/1047<3>�-9->30344[�WC�\03�1A�<:�/5830.4�9855�A80-55:�5-70/,�-�039�2>-06�7480=�-0�0LMG�61<-802-436�10�<:�>3/1<<306-.810?�804.3-6�1A�80484.80=�10�CX\]�-4�<14.�61C�YC�̂1>�.,3�A8>4.�.8<3?�-/5830.�9855�,8>3�<3�.1�03=1.8-.3�.,3�-/_7848.810�1A�-0�0LMG�61<-80�>-.,3>�.,-0�.1�-�CX\]�.1�<-./,.,38>�3->583>�0LMG�B7>/,-43Càbc�defghij�klmn�ao�pfaolggeabmq�glfrehlg�ms�tlugsmf+8.,�-�,8=,�;157<3�1A�>3/30.�6353=-.8104�-06�41<3�28=�0-<34�<1;80=�-5>3-6:�.1�-/.8;-.3�.,38>LMG4?�IUHY�84�4,-B80=�7B�.1�23�.,3�:3->�1A�.,3�C2>-06C�Z�B>368/.�93v55�433�-�=>3-.3>�;157<3�1A2>-064�<1;80=�.1�743�.,38>�LMG4�-4�.,3:�>3/1=0843�.,3�;-573�1A�19080=�.,38>�190�68=8.-53/14:4.3<C�L,3�70B>3/3630.36�-//344�.1�6-.-�-06�.,3�-2858.:�.1�3;15;3�.,80F80=�->1706�2>-0680=-06�68=8.-5�<->F3.80=�84�-5>3-6:�B>1<B.80=�<-0:�2>-064�.1�23=80�B5-0080=�A1>�.,38>�LMGv4�>15517.?-4�9355�-4�/>3-.80=�80.3>34.�-06�B>3447>3�80�-�43/106�>1706�-<10=4.�.,143�9,1�<84436�17.�80�.,3A8>4.�804.-0/3C�\7.4863�1A�.,84?�Z�B>368/.�.,3�61<-80�0-<3�80674.>:�9855�4.->.�.1�=-80�9863>?<-804.>3-<�<368-�/1;3>-=3w�-4�9355�-4�43380=�41<3�1A�.,3�80674.>:�4,8A.80=�.1�-�<1>3�/1<<3>/8-5A1/74�A>1<�.,3�B>3;81745:�,356�B158/:�-06�.3/,08/-5�/10/3>04C�J3-6�-541�L10:@4�3E.3048;3�B14.�-.X8>/53ZG�/-5536� Cxay�xazeh{ej�ha|oaubnlf�ao�}as�~{e�3>3�->3�.,>33�B>368/.8104�A1>�IUHY�9,30�8.�/1<34�.1�.,3�039�.1B�53;35�61<-804[���+3�4.855�910@.�F019�9,30�>1706�I�9855�23=80C����3>848=0�9855�4.->.�27:80=�039�=LMG�>3=84.>834C���J3=84.>-.810�B>8/34�9855�>843C�Z�610@.�.,80F�93@55�>3-/,�IU�]855810�>3=84.>-.8104�2:�.,3�306�1AIUHYC�]14.�LMG4�.,-.�6>8;3�;157<3�->3�-5>3-6:�>3=84.3>36�41�.,3>3�84�01.�<7/,�53A.�.,-.�/-0/-743�48=08A8/-0.�3->5:�;157<34C�+3@;3�-541�4330�.,-.�705344�-�>3=84.>:�=134�98.,�-�2->=-8027/F3.�5-70/,�B>8/3�.,3�-;3>-=3�;157<3�1A�>3=84.>-.8104�-.�5-70/,34�,-4�2330�=180=�4.3-685:6190C��193;3>�93�9855�433�/10484.30.�=>19.,�80�IUHY�-4�039�=LMG4�6>1B�.,3��039��-06�K74.23/1<3�B->.�1A�.,3�61<-80�3/14:4.3<C�Z.4�01.�8<B1448253�.1�>3-/,�IU]�80�IUHY�27.�Z�.,80F�8.91756�-541�>3_78>3�>3=84.>->4�.1�B7.�3;3>:.,80=�.,3:�,-;3�53->0.�10�<->F3.80=�-06�435580=LMG4�80�.,38>�A700354�80.1�B>-/.8/3C�Z�610@.�.,80F�.,3>3�9855�23�<-0:�S9,1�9855�61�-4��->/5-:4
IUHY��>368/.8104[�+,-.�.1�3EB3/.�A1>�.,3�03E.�:3->�80�039�LMG4�
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,-./�-.0�0123�4526�721�89:;1�028�<1-.0=4�>�02�92?:@:1�89;./�89-8�A2BCDD�E::�6-.A�621:�E;8:EF2�D;@:�?;89�4<1-.0E�-E�89:;1�6-1/:8;.F�0:3-186:.8E�5-859�B3�82�89:�@-DB:�27�E9218G�5-859A026-;.E�721�D-.0;.F�3-F:E�-.0�5-63-;F.E4�>�89;./�892E:�HIJE�89-8�9-@:�1:-DDA�81;:0�9-10�82D-A�89:�1;F98�F12B.0�?21/�;.�6-1/:8;.F�-.0�-?-1:.:EE�?;DD�EB55::04�K:23D:�-1:�?-/;.F�B3�8289:�?21D0�3-E8�4526�-.0�;7�A2BC@:�02.:�89;E�1;F98�?21/�82�<:�;.�712.8�27�A2B1�8-1F:85BE826:1EG�EB55:EE�;E�.28�7-1�<:9;.04�L9;.:E:�;.@:E821E�-1:�F1:-8�-8�E92?;.F�-�<B63�;..B6<:1E�21�721�5-859A�31:6;B6�.-6:�9:-0D;.:E�<B8�>C6�.28�EB1:�92?�6B59�MB-D;8A�89:A<1;.F�82�89:�E3-5:4�H2�-DD�<:�EB55:EE7BD�?:�.::0�BE-F:�27�.:?�FHIJE�2.�89:�;.8:1.:84�H9:621:�BE-F:G�89:�621:�:N32EB1:�-.0�89:�<;FF:1�89:�F12?894�>�02.C8�89;./�89:1:�;E�-.A89;.F52.51:8:�89-8�?;DD�;63-58�F12?89G�>�89;./�89-8�1:F;E81;:E�.::0�82�725BE�2.�<B;D0;.F�89:;1�HIJE4O;63D;5;8A�;7�89:�?;..;.F�D-B.59�E81-8:FA�P721�-�.HIJ�1:F;E81A=4�Q@:1�5263D;5-8;2.�9-E�-�1:-DDA.:F-8;@:�;63-58�2.�D-B.59:E4�R::3;.F�;8�E;63D:�721�89:�BE:1�-.0�1:F;E81-1�?;DD�6-/:�89:6621:�-881-58;@:4STUV�WXYZ[U\�]̂_̀̂ abc[U�Tbc�]̂_def�Tg�h]][bg�i[cXT�jXkXg[c�lmZ[ngX]o[gY�U[pXYgUVqrn�>�<:D;:@:�?:CDD�E::�89:�7;1E8�<1:-/8912BF9�<1-.0�?;89�-�.:?�HIJ�;.�6B59�89:�E-6:�?-A�-E-6-s2.4526�E92?:0�89:�328:.8;-D�721�4526E�;.�89:�6;0�tuE4�vA�62.:A�;E�2.<12-0?-A48;5/:8Ewxn�v2E8�.:?�HIJE�9-@:�B.EB33218-<D:�<BE;.:EE�620:DE�-.0�:52.26;5EG�-.0�?:�?;DD�E::�89:�7;1E8?-@:�27�52.E2D;0-8;2.�-E�1:F;E81;:E�E8-18�F2;.F�<BE8�-.0�F:88;.F�E.-33:0�B3�<A�89:�E812.F:13D-A:1E4yXzz�{TUg|[U\�}[bX̂U�}gUTg[pXYg�Tg�}ef�Tp[b]V�Sẑ~[��abb[U>.��u��G�>�52BD0�E::�89:�L9;.:E:�026-;.�;.@:E821E�52.8;.B;.F�82�;.@:E8�;.�621:�026-;.EG:E3:5;-DDA�;.�5:18-;.�.:?�FHIJ�026-;.E4�H9;E�;.@:E86:.8�?;DD�01;@:�621:��O�026-;.�;.@:E821E�821:52.E;0:1�89:;1�;.@:E86:.8EG�-.0�3:19-3E�E8-18�;.@:E8;.F�;.�621:�.:?�FHIJ�026-;.E4��:CDD�E::621:�5263-.;:E�E8-18�82�62@:�89:;1�?:<E;8:E�-?-A�7126�4526�721�-�<:88:1G�621:�0:E51;38;@:�.:?FHIJ�026-;.4��.0�7;.-DDAG�>�31:0;58�89-8�?:CDD�E::�621:�0;F;8-D�6-1/:8:1E�7;.-DDA�1:-D;s:�89-81:5266:.0;.F�89-8�89:;1�5D;:.8E�62@:�82�-�<:88:1G�621:�0:E51;38;@:�.:?�FHIJ�026-;.�P-?-A�7126-�D:.F89A�028�526=4�H9:ACDD�E8-18�82�1:-D;s:�89-8�89:�1;F98�.:?�FHIJ�;E�<:88:1�721�<1-.0;.FG�-.0<:88:1�721�O�v�-.0�O�Q4>�52BD0�:-E;DA�E::�BE�1:-59;.F�89:���v�1:F;E81-8;2.E�;.��u��G�:E3:5;-DDA�-E�?:CDD�E::�621:�<1-.0EE8-18�82�62@:�82�89:;1�2?.�J28�,1-.0�026-;.4�Q.5:�?:�E::�6-�21�<1-.0E�E8-18�82�BE:�-.0�312628:89:;1�2?.�J28�,1-.0�026-;.G�52.EB6:1E�?;DD�E8-18�82��9:-1�-<2B8��-.0�:6<1-5:�89:�.:?�FHIJE4H9:�-@:1-F:�52.EB6:1�02:E.C8�:@:.�/.2?�89-8�89:�.:?�FHIJ�:N;E8�A:8G�-.0�>�89;./�J28�,1-.0�;EF2;.F�82�<:�89:�8B1.;.F�32;.8�82�8;3�;8�2@:1�89:�:0F:G�6-/;.F�.:?�FHIJE�621:��92BE:92D0�.-6:E�D;/:�4LQvG�4��HG�-.0�4Q���-1:4�H9:1:�-1:�E:@:1-D�9B.01:0�J28�,1-.0�-33D;5-.8E�89-8�9-@:�<::.-3312@:0G�-.0�;8CE��BE8�-�6-88:1�27�8;6:�<:721:�89:A�E8-18�BE;.F�-.0�312628;.F�89:;1�J28�,1-.04�>?2.C8�6-/:�-.A�31:0;58;2.E�-E�82�?9;59�2.:E�?;DD�<:�D-B.59;.F�89:;1�J28�,1-.0�;.��u��G�<B8�>EBE3:58�89-8�?:CDD�E::�-8�D:-E8�8?2�02s:.�D-B.59�89:;1�J28�,1-.0�HIJE�0B1;.F��u��4�>.�89:�5-E:�2748;5/:8EG�-�31:6;B6�31;5;.F�E81-8:FA�?21/E�<:5-BE:�27�89:�3-18;5BD-1�;.0BE81A�-.0�6-1/:84�H9:
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,-./0,1�-2341,56�71�7�89:;0�-1�<056�.:=>0,-,-<0?�723�@,-./0,1�871�>05A0.,�A:5�,97,�-2341,56@�B-,9:,905�208�CDEF1?�7�.05,7-2�-2341,56�9712G,�H002�,-03�,:�,90�DEF?�1:�-,G1�=730�-,�=:50�3-AA-.4;,�,:10;;�3:=7-21�723�C0,�,9:10�3:=7-2�:82051�,:�;742.9�80H1-,01@�I�H0;-0<0�,90�/06�,:�97<-2C�714..011A4;�208�CDEF�-1�02.:457C-2C�80H1-,0�30<0;:>=02,@�I�H0;-0<0�7�14..011A4;�;742.9�A:5=4;7-2<:;<01�C0,,-2C�-2�A5:2,�:A�6:45�-307;�3:=7-2�H4605?�2:,�3:=7-2�-2<01,:51@�F:=7-2�H46051�89:�7507.,47;;6�C:-2C�,:�=:<0�,90-5�1-,0�,:�7�208�3:=7-2�:2�,97,�2DEF�:5�30<0;:>�7�208�1-,0�:2�,97,3:=7-2@�J2.0�7.,47;�1-,01�750�H0-2C�H4-;,�723�,906�1,75,�,:�H0�<-1-H;0�-2�72�-2341,56?�:,9051�-2�,9017=0�-2341,56?�71�80;;�71�.:=>0,-,:51?�8-;;�872,�,:�A:;;:8�14-,@�D90�/06�,:�97<-2C�7�14..011A4;;742.9�-1�.:220.,-2C�8-,9�3:=7-2�H46051�723�0K>;7-2-2C�,90�H020A-,1�:A�:82-2C�7�208�CDEF3:=7-2@LMNO�PQQMRS�TMUVOWUNX�YZNO[MXW\Q�NQ�]W[VQ\ŴMD_̀ �à B�B b̀�c�F:=7-21�750�=:50�7<7-;7H;0�723�=:50�301.5->,-<0�2:8�8-,9�,90�208�3:=7-20K,021-:21@�a:8�-,�-1�,-=0�,:�=7/0�,90=�=:50�4105cA5-023;6�723�.:2A-C457H;0�H6�7�;75C05�>75,�:A,90�>:>4;7,-:2@�D90�deG1�,9-2/-2C�:A�f7�3:=7-2�-1�7�27=0�A:5�7�105<05f�-1�1-=>;6�2:,�,540�726=:50@B-,9�=726�9:4109:;31�1,75,-2C�4>�,90-5�:82�>5-<7,0�20,8:5/?�27=-2C�:A�2:301?�.:=>4,051?5:4,051?�87,.901?�,:71,05?�0,.@�8-;;�.:=0�,:�,90�A:50A5:2,�:A�,90�>:>4;7.0�-2�C02057;@�D_̀ �gIhijkg̀ FIlDIJa�c�I2�meno?�p::C;0�8-;;�=:<0�A5:=�C::C;0@.:=�,:�1075.9@C::C;0@�q5:=�C=7-;@.:=�,:=7-;@C::C;0@�.7;02375@C::C;0@.:=�,:�.7;02375@C::C;0@rN\sO�tsXMS�uv�tswwxOWUNQWsO\�y�zÔx\Q{R�]MXNQWsO\S�|sOxQ\�zOU}q-51,?�6:4G;;�100�208�4101�A:5�3:=7-2�27=01@�~1�=:50�H41-201101�73:>,�208�CDEF1?�6:4G;;�100-22:<7,-<0�8761�:A�>4,,-2C�,90�27=01�,:�410?�>;41�0K>72303�417C0�-2�=75/0,-2C�723�73<05,-1-2C@�I0K>0.,�,:�100�=:50�208�3:=7-21�-2�>5-2,?�:2;-20�723�-2�H5:73.71,�=03-7@�h0.:23?�,9050�1,-;;�75010<057;�CDEF1�-2�.:2,02,-:2?�723�1:=0�:A�,90=�750�>:,02,-7;;6�<056�<7;47H;0@�I�H0;-0<0�50=7-2-2CCDEF1�-2�.:2,02,-:2�8-;;�10;;�A:5�50.:53�7=:42,1@�D9-53?�I�72,-.->7,0�733-,-:27;�.:21:;-37,-:2�-2�,903:=7-2�27=0�-2341,56@�B0G<0�7;50736�1002�1:=0�:A�,9-1�-2�50.02,�=:2,91�cc�a041,75�7.�4-5-2C~41g0C-1,56?�A:5�0K7=>;0?�723�l02,57;a-.�7.�4-5-2C�I21,57�cc�723�I�,9-2/�80G;;�100�=:50�:A�,97,�-2meno�71�,90�-2341,56�1:5,1�-,10;A�:4,@�q-27;;6?�I�:H105<0�,97,�208�CDEF1�97<0�H507,903�208�;-A0�-2,:,90�3:=7-2�H41-2011�7,�7�,-=0�-,�871�;0<0;-2C�:AA@�I�50.7;;�men��71�7�1:=0897,�A;7,�6075�-2�,05=1�:A-2<01,:5�-2,0501,�-2�,90�-2341,56?�H4,�80�2:8�100�50.:53�7,,02372.0�7,�a7=01l:2?�Il~aa�723:,905�-2341,56�0<02,1@�D9-1�971�H002�50A;0.,03�-2�.:=>726�<7;47,-:21�1-2.0�,902�cc�A:5�0K7=>;0?>450c>;76�50C-1,575�p:F7336�723�>450c>;76�50C-1,56��05-1-C2�750�7,�50.:53�9-C9�19750�>5-.01@�meno8-;;�7;1:�H0�7�50.:53�6075�A:5�>:;-.6�7.,-<-,6�71�80�57=>�-2,:�,90�208�6075@�MNO��xWXXsOS��M��[T�|�tsO\xXQNOQ�NQ��sZMOMQ�tsO\xXQWO[I2�meno?�I�1,5:2C;6�H0;-0<0�80�8-;;�1,75,�,:�100�731�41-2C�208�3:=7-2�27=01�-2�,90�1,500,�:A4̀5:>0@�B0�7;50736�100�1:=0�-2�,90��h�H4,�,906�750�50;7,-<0;6�5750�-2�̀45:>0@�~1�7�>051:287,.9-2C�208�CDEF�A-C4501�:2�7�37-;6�H71-1?�,9050�750�DEF1�I�7=�.:2A-302,�,97,�8-;;�100�,90-550C-1,57,-:2�A-C4501�-2.50710�H4,�1:=0�8-;;�>5:H7H;6�3-0@�I�7=�>50,,6�=4.9�-=>501103�H6�,90.7>7.-,6�:A�1:=0�g0C-1,5-01�,:�-21,7;;�,90-5�3:=7-2�27=01�:2�,90�=75/0,�723�-,�7>>0751�,97,�@lE�b-1�,90�H01,�7,�30=:21,57,-2C�,9-1?�-2�l9-27�-2�>75,-.4;75��2:,�:2;6�,906�10;;�,90-5�3:=7-2�27=01�H4,
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Redacted – Third Party Designated Confidential Information 
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Verisign, Market Capitalization, Bloomberg (2016) 
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Disclaimer: Forward-Looking Statements

This presentation contains forward-

looking statements. All statements other

than statements of historical facts

contained in this presentation, including

statements regarding Rightside Group,

Ltd.’s (“Rightside” or the “Company”)

future results of operations and financial

position, business strategy, plans and

objectives for future operations, are

forward-looking statements. The

Company has based these forward-

looking statements largely on its current

expectations and projections about future

events and financial trends that it believes

may affect its financial condition, results

of operations, business strategy, short-

term and long-term business operations

and objectives and financial needs.

These forward-looking statements are

subject to a number of risks, uncertainties

and assumptions, including those

described under the heading “Risk

Factors” in the Company’s periodic

reports filed with the Securities and

Exchange Commission (“SEC”).

Moreover, the Company operates in a

very competitive and rapidly changing

environment. New risks emerge from

time to time. It is not possible for the

Company’s management to predict all

risks, nor can the Company assess the

impact of all factors on its business or the

extent to which any factor, or combination

of factors, may cause actual results to

differ materially from those contained in

any forward-looking statements the

Company may make. In light of these

risks, uncertainties and assumptions, the

forward-looking events and

circumstances discussed in this

presentation may not occur and actual

results could differ materially and

adversely from those anticipated or

implied in the forward-looking statements.

You should not rely upon forward-looking

statements as predictions of future events

or results. Although the Company

believes that the expectations reflected in

such forward-looking statements are

reasonable, the Company cannot

guarantee that the future results,

execution of its business strategy,

including with regard to gTLDs, as well as

short-term and long-term business

operations, plans and objectives, levels of

activity, performance or events and

circumstances reflected in the forward-

looking statements will be achieved or will

occur. Moreover, neither the Company

nor any other person assumes

responsibility for the accuracy and

completeness of such forward-looking

statements. Except as required by law,

the Company undertakes no obligation to

update any forward-looking statements

for any reason after the date of this

presentation, or to conform these

statements to actual results or changes in

the Company’s expectations.

The Company is publicly traded on the

NASDAQ Global Select Market under the

symbol “NAME” and is a registrant under

the rules and regulations promulgated by

the SEC. Before evaluating whether you

should consider an investment in the

Company’s securities, you should read all

of the disclosures set forth in the

Company’s periodic reports filed with the

SEC, including under the headings “Risk

Factors” and “Management’s Discussion

and Analysis of Financial Condition and

Results of Operations.” The Company’s

SEC filings can be found at www.sec.gov

and http://rightside.co/sec.
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Investment highlights

• Industry leading position in the Internet domain name services market

• Recurring revenue stream with strong renewal rates

• Margin expansion driven by new gTLDs and our retail registrar business

• Significant scale with investments to drive market and brand development 

• Strategic relationships with key partners
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Domain industry at a glance

O&O REGISTRY

WHOLESALE 

REGISTRAR

3RD-PARTY 

REGISTRARS
O&O RETAIL 

REGISTRAR

Registry

(supply)

Registrar

(distribution)

CUSTOMERSEnd users

Aftermarket Monetize 25% churn from customer base
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Divestiture of eNom

Total 

Consideration

Key Terms

Use of 

Proceeds

• $83.5 million received for the capital stock of eNom

• Cash proceeds from the transaction, net of working capital adjustments and 

deal related expenses, of approximately $72 million

• Transaction includes the eNom business, eNom’s expiry stream related 

revenue, and eNom’s 50% ownership in the NameJet joint venture

• As part of Tucows, eNom will continue to be a distribution partner for 

Rightside’s new gTLDs

• Closed Friday, January 20, 2017 

• Both companies providing certain transition services following close

• Repaid all of the debt outstanding

• Announced up to $50 million Share Repurchase Program

• Invest in growth
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What makes Rightside unique

Vertical 

Integration & 

Data

TLD Portfolio

 Registrar customer base that has been successfully converted to new TLD 

believers

 Growing the market for new TLDs through best in class merchandizing

 Data gold mine that can be better utilized to grow registrations

 Premium outlet

 Sharing data with channel partners to advance the industry

 Unique portfolio that addresses large markets 

 Our “horizontals” are fun and brandable

 Our “verticals” map to large, global populations 

 Built for standard and premium “digital real estate” registrations

Premium 

Business Model

 Rightside poised for long term success due to its TLDs and business plan of 

capitalizing on the maturing premium market 
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 The SMB market is large & growing 

 New TLD awareness will grow significantly 

 Registrar merchandising will evolve

 Developing markets will be huge

 Premium domain names are valuable “digital real estate” 

 New domain distribution opportunities will emerge

 The “individual” market for domains is game changing 

Domain industry outlook
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New TLD awareness will grow significantly 

89%

16-20%

.COM, .NET, .ORG New TLDs

% Awareness

Source: ICANN Global Consumer Research Study 
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Our retail storefronts help us merchandise
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Name.com helps us accelerate evolution with the channel

Promotion 

developed and 

refined

Campaign pushed 

to channel 

partners

Performance 

monitored

channel

Co-marketing 

campaign

success

Success 

duplicated at 

name.com

Campaign pushed 

to channel 

partners

 Consumers are 20% more likely to search for a nTLD after seeing one in search results

 52% of searches are highly related to nTLDs

 30k searches for Rightside Platinum domains in Q4 2016

 6% of searches are ‘Personal Identity’

Source: Company platform data and statistics  
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Long-term target model

Primary Drivers of Adjusted EBITDA Margin Expansion:

• Growing registry revenue base which has 90% gross margin. 

• Profitability initiatives including already implemented pricing optimization and increasing operating 

efficiencies.

2015 FY

2019 - 2021 FY

$8.4 Million 

$50 - 75 Million 

2016 FY $11.8 Million

35%

Annual Registry 

Revenue

Total Company 

Adjusted EBITDA 

Margin

*Please refer to the GAAP to Non-GAAP Reconciliation in the appendix for Adjusted EBITDA reconciliation.
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Example performance of our TLDs

Example  

Rightside

gTLD

Months in  

GA

Domains  

Under  

Management  

(000s)(1)

Wholesale

Price

APPROXIMATE CASH REVENUE TO DATE (2)( 3)

Wholesale Premium

Vertical  

Integration 

Benefit (4)

Total

.LIVE 17 84 $15 $880K $1,320K $120K $2,320K

.NEWS 20 65 $15 $1,915K $810K $95K $2,820K

.LAWYER + 

.ATTORNEY 30 19 $25 $1,650K $1,570K $185K $3,405K

.ROCKS 32 74 $8 $1,310K $110K $75K $1,495K

.MARKET 29 14 $20 $440K $1,050K $35K $1,525K

.CONSULTING 32 19 $20 $975K $240K $35K $1,250K

.SOCIAL 34 19 $20 $1,000K $220K $25K $1,245K

.STUDIO 17 25 $15 $445K $220K $20K $685K

.REVIEWS 34 17 $15 $850K $350K $165K $1,365K

.GAMES 5 11 $12 $265K $495K $5K $765K

1 DUM through Mar 31st  2017

2 Revenue data through Mar 31st  2017

3      Wholesale & Premium revenue include revenue from the Sunrise and Landrush/EAP Phases

4      Benefit from vertical integration defined as margin to our O&O registrars on sales of our O&O TLDs  
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Internet personalization continues to evolve

P
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s
e
n
t                2

0
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0
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                 1

9
8

0
-9

0
s
 

Sources: ICANNWiki, DomainTools, nTLDstats, Company estimates  

Category

Domain 

Range Examples

Year 

Introduced

# of 

Domains 

(000s)

Est. 

Wholesale 

Price

Est. Annual 

Registry 

Revenue 

($M)

New gTLDs < 1K – 6M+

.club 2014 855 $5.00 $4.0–$6.0

.bike 2014 14 20 0.2–0.4

.guru 2014 60 20 1.0–1.5

Existing 

gTLDs
100K–1M

.xxx 2011 99 62 6.0–6.5

.asia 2007 218 10 2.0–2.5

.mobi 2005 562 7.25 4.0–4.5

.name 2000 151 5.77 0.8–1.2

ccTLDs 100K–1M+

.cn 1990 10,860 4.86 50–60

.de 1986 14,364 4.37 60–70

.uk 1985 10,190 5.86 55–65

Legacy TLDs 1M+

.info 2001 5,789 8.16 40–50 

.biz 2001 2,108 8.63 18–20

.net 1985 15,182 7.46 110–120

.com 1985 128,354 7.85 900–1,000



35

Investment highlights

• Industry leading position in the Internet domain name services market

• Recurring revenue stream with strong renewal rates

• Margin expansion driven by new gTLDs and our retail registrar business

• Significant scale with investments to drive market and brand development 

• Strategic relationships with key partners





Appendix
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Domains explained

GENERIC TOP LEVEL 

DOMAIN (gTLD)

Sold by registry operators

SECOND LEVEL DOMAIN (SLD)

Sold by registrar operators
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Non-GAAP financial measures & footnotes

To provide investors, analysts and others with additional information regarding the Company’s financial results, this presentat on nc udes adjusted earn ngs before nterest, 

income taxes, depreciation and amortization, or “Adjusted EBITDA”, a non-GAAP f nanc a  measure. A reconc at on of th s non-GAAP f nanc a  measure to the most d rect y 

comparable GAAP financial measure has been included in the Appendix to this presentation.  The Company’s non-GAAP Adjusted EBITDA f nanc a  measure d ffers from 

GAAP net ncome ( oss) n that t exc udes certa n expenses such as nterest, ncome taxes, ga n on sa e of marketab e secur t es, ga n on other assets, net, deprec at on, 

amort zat on, stock-based compensat on, and the f nanc a  mpact of acqu s t on and rea gnment costs. 

The Company uses th s non-GAAP f nanc a  measure to understand and eva uate ts f nanc a  performance and operat ng trends, nc ud ng per od to per od compar sons, to 

prepare and approve ts annua  budget and to deve op short and ong term operat ona  p ans. The exc us on of certa n expenses n ca cu at ng Adjusted EBITDA can prov de a 

useful measure for period to period comparisons of the Company’s underlying recurring revenue and operating costs which is focused more c ose y on the current costs 

necessary to ut ze prev ous y acqu red ong- ved assets. In add t on, management be eves that t can be usefu  to exc ude certa n non-cash charges because the amount of 

such expenses s the resu t of ong-term nvestment dec s ons n prev ous per ods rather than day-to-day operat ng dec s ons.

Accord ng y, the Company be eves that th s non-GAAP f nanc a  measure prov des usefu  nformat on to nvestors and others n understanding and evaluating the Company’s 

operating results in the same manner as the Company’s management and in comparing financial results across accounting periods and to those of peer compan es. 

The use of th s non-GAAP f nanc a  measure has certa n m tat ons because t does not ref ect a  tems of ncome and expense that affect the Company’s operations.  The 

Company compensates for these m tat ons by reconc ng the non-GAAP f nanc a  measure to the most comparab e GAAP f nanc a  measure as set forth n the Append x to 

th s presentat on.  Th s non-GAAP f nanc a  measure shou d be cons dered n add t on to, not as a subst tute for, measures prepared n accordance w th GAAP. Further, th s 

non-GAAP measure may d ffer from the non-GAAP nformat on used by other compan es, nc ud ng peer compan es, and therefore f nanc a  comparab ty may be m ted.  The 

Company encourages investors and others to review the Company’s financial information in its entirety and not rely on a single f nanc a  measure.
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GAAP to non-GAAP reconciliation – Adjusted EBITDA

Notes:

Some figures in this presentation may not foot due to rounding.

(1)  Net gains on withdrawals of interest in generic Top Level Domain (gTLD) applications, included in gain on other assets, net.

(2)  Represents the fair value of stock-based awards and certain warrants to purchase our stock included in our GAAP results of operations. 

(3)  Acquisition and realignment costs include such items, when applicable, as (a) non-cash GAAP purchase accounting adjustments for certain deferred revenues and costs, (b) legal, accounting and other professional fees

directly attributable to acquisition activity, & (c) employee severance and other payments attributable to acquisition or corporate realignment activities.

Reconciliation of Loss from continuing operations
to Adjusted EBITDA from continuing operations

Q1 2016 Q2 2016 Q3 2016 Q4 2016 Q1 2017

Loss from continuing operations $        (6,252) $        (4,447) $        (6,954) $      (23,399) $      (5,632)

Add (deduct):

Income tax expense (benefit) (1,945) (1,384) (2,164) 12,839 247 

(Gain) loss on other assets, net (1) 1 (2,219) 1,271 94 (120) 

Interest expense 1,235 1,218 1,211 4,891 124 

Depreciation and amortization 3,178 3,335 3,004 3,143 2,537 

Stock-based compensation expense (2) 1,234 1,450 1,564 1,580 1,462 

Acquisition and realignment costs (3) 314 - - - 437

Adjusted EBITDA from continuing operations $        (2,235) $        (2,046) $        (2,068) $           (854) $           (945)
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Minds + Machines Group Limited (“MMX” or the “Company”) is 
a BVI incorporated company, which is traded on the AIM Market 
operated by the London Stock Exchange (“AIM”). The Company 
and its subsidiaries (the “Group”) is the owner and operator of a 
world class portfolio of top-level domain assets (gTLDs). As a sales 
and marketing-led registry business, the Company is focused on 
commercializing its portfolio in partnership with its expanding global 
network of distribution partners.

The MMX portfolio is currently focused around geographic domains 
(e.g. .london, .boston, .miami, .bayern), professional occupations 
(e.g. .law, .abogado, and .dds), consumer interests (e.g. .fashion, 

a business, the Company works through its expanding international 

For more information on MMX, please visit www.mmx.co.
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remain unlaunched.

We also have interests in seven TLDs 
that remain contested, .eco having been 
awarded to another applicant, some 
of which may be resolved via private 
auctions in 2017.

It should be noted, a basic core strength 
of our portfolio is its diversity – both in 
terms of underlying standard name price 
points, geography, and target audiences. 
It has allowed us to establish strong 
footprints in China and Europe as well as 
the US.

In 2016, the geographic break-down of 
gross billings was China 59%, US 24%, 
Europe 17%. In 2017, MMX anticipates 
China will account for approximately 
50% of Group billings, with growing 
contributions from North America  
and Europe.

As can be expected, each geography 
and domain extension sector has its 
own dynamics. In essence, we see four 
complementary dynamics emerging:

• High volume lower standard-priced 
generics (e.g., .work) and Asia 

premium inventory rises in popularity 
broadly in-line with the number of 
paid standard name registrations 
achieved;

• Mid volume, higher priced geographic 
domains (e.g., .bayern) where renewal 

above industry norms and which 

strategic partners;
• Lower volume, mid-priced vertical 

interest domains (e.g., .fashion, .beer) 
where the Board believes there is 

penetration, particularly in the US 
over the coming 18 months; and

• High priced, low volume specialist 
interest domains (e.g.,.law) where 
usage and renewal rates also trend 

However, given that in commercial terms 
many of the extensions within MMX’s 
portfolio are still in their infancy, we 
believe it is not appropriate to provide 
more granular break-downs per category 
at this stage of the Group’s development 
other than to indicate each group is 
materially contributing to both the 
blended top-line billings and renewal rates 
currently being experienced by the Group 
where top-line registrations are up 44% 
year to date in China and 37% in Europe 
and US when new orders are taken into 
account. Likewise, renewal rates in US/

TLDs are currently trending above 
75% with early indications from China 
being that renewal rates for .vip will be 

rates for that region, given investors of 
certain key categories of .vip names have 

their inventory in these categories.

In terms of unrealized asset value, it 
should also be noted that our portfolio 
is listed at its book value - $45.6million 
which the Board believes does not 

example, in context to the wider market, 
the unlaunched .shop top-level domain 
was acquired via public auction for 
$41.5million and .web for $135million; 
as it relates to the MMX portfolio - .vip 
was won at an ICANN auction for $3.1 
million and recouped that investment 

since launch.

Key market drivers
To understand the key market drivers 
of the new gTLD industry that saw net 
new registrations outstrip those in .com 
and the country codes combined in 
2016, it is important to recognize trends 
both from within the industry as well as 
external factors. It is therefore central 
to our strategy that we are positioned 
to support the three end markets that 

from those trends through our registrar 
partners – namely:

of our ability to 
deliver meaningful 
value as we continue 
to grow our DUMs 
and resulting 
revenues and 
transition the Group 
into a highly
predictable annuity 
based business
of scale.
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executives summary
continued

• New-start SME’s that are coming 

established businesses already online;
• Digital entrepreneurs that are looking 

and applications based around 
domain address conventions; and

• Domain investors who serve both as 
early pioneers, as well as marketeers, 
of new extensions.

We believe much of the business 
development work and tests we have 
been conducting over the last 12 months 
are now providing the backdrop to the 
growth the portfolio is now enjoying and 
will, we believe, continue to enjoy.

Our revenue model
Much work has been carried out over 
the last 12 months so that we have the 
appropriate pricing and revenue models 
in place to allow us to deliver the growth 
we are now experiencing.

As a business, we have both premium and 
standard inventory. Premium inventory 

interest to given audiences where we are 

with annual renewal fees then reverting 
to the standard rate. Standard inventory 

charges remain constant.

Across our portfolio of TLDs, the value 
of our not yet released or sold premium 
names, based on values achieved in 2016, 

to be multiples of the current book value 
of our underlying portfolio of top-level 
domains. Meanwhile our standard name 
inventory per TLD is potentially limitless, 
it being made up of any letter or number 
combination an end-user may want.

years our monetisation strategy is 
to achieve accelerated high-margin 
earnings in the early years of each 
TLD’s development through the sale of 
correctly priced premium and high-value 
sequences of standard name inventory, 
whilst allowing standard renewals and 

sales volume to grow over the same 
period. This will ensure that revenue from 
standard names are able to account for the 
majority of a domain’s revenue by the end 
of the development phase of each top-level 
domain. In short, it is a model designed to 
allow us to achieve high-margin sales in 
the early years which can then morph into 
a highly predictable annuity based model, 
such as Verisign’s, based on standard 
registrations and renewals as each TLD 
properly establishes itself.

appropriate pricing points for our 
premium inventory across our portfolio 

equally the renewal pricing, too high then 
both sales and renewals can be adversely 

been conducted over the last six months 
to better structure the pricing of our 
premium inventory, and this new pricing 
will be introduced to the market shortly.

It should also be noted that under this 

healthy yard-stick by which to gauge 
where the likely registration levels 
might be for a TLD as it matures. For 

eleven months would indicate a target of 
2.5 million standard registrations being 

years, a target we believe we are on track 
to meet and hopefully exceed.

In line with management’s expectations, 
premium sales in 2016 accounted for 
66% of our total billings. We would 
anticipate this percentage trending down 
in future years as standard renewal and 
new registration revenue grows.

Development programme
Core to MMX’s ongoing development of 
top-line billings and renewal revenues 
will be:

• The successful launch of new 
extensions;

• 
year premium sales in areas of the 
portfolio where there has been 

historic under-performance; and
• The ongoing expansion of MMX’s 

geographic footprint.

• .boston will formally enter General 
Availability in mid September;

• The completion and relaunch of 
MMX’s premium inventory to the US 
and European markets;

• The application to MIIT, China’s 
industry regulator, of up to 8 wholly-
owned MMX extensions; and

• The ongoing evaluation of 
opportunities in India, South East Asia 
and South America.

As stated earlier, the Group’s monetisation 
strategy is to achieve accelerated high-
margin earnings in the early years of 
each TLD through the sale of correctly 
priced premium inventory whilst allowing 
standard renewals and sales volume to 
grow over the same period to allow for 
balanced and measurable revenue growth 
as each TLD matures.

Key performance indicators 
(“KPI’s”)
The Board sees the following as the 
business’s KPI’s: 

• Domains under management 
(“DUM”s) (the number of 
registrations we have); 

• Annual gross billings; 
• Gross margin; 
• Annual renewals - $ amount and 

percentage of OPEX; and
• Billings operating EBITDA

1. Domains under management 
(“DUMs”)
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In 2016, our domains under  
management grew nearly threefold 
from approximately 289,000 as of 
31 December 2015 to approximately 
821,000 at 31 December 2016. As at the 
time of writing registrations, including 
committed orders, now stand  
at approximately 1.2million DUMs.

 2. Annual gross billings
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This is a key measurement for 
management as it presents the underlying 
incoming cash from domain sales from 
domain sales for the year. In 2016 we 
experienced a 100% increase to 
15.8million (2015: $7.9million).

3. Gross margin

80.00%
2015 2016

82.00%

86.00%

84.00%

In April 2016, we gave guidance that cost 
of sales would be contained to within 20% 
of top-line billings (i.e. before partner 
payments). We are pleased to report this 
has been achieved for 2016, cost of sales 

line billings compared to 15.96% of top line 
billings ($1.3million) in 2015, delivering 

billings of 84% for FY2016 and a reported 

margins against top line billings of 80% or 
above on a go-forward basis.

4. Annual renewals - $ amount & as 
percentage of OPEX
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In 2015, revenue from renewals stood at 
$1.8million, growing to $3.8million in 2016. 
As our DUMs grow, we expect renewal 
revenue to increase in line with this 
growth. Trend to date in 2017 reinforces 
management’s expectation and target 
for renewal revenue to cover the Group’s 

the next eighteen to twenty-four months, 
meaning that once this point has been 
reached, revenue from new registrations 
after partner payments and cost of sale, 
drops directly to the bottom line.

This objective has been aided by the 

OPEX, it being cut from $11.5million (FY 
2015) to $6.5million (FY 2016) with the 
Group now operating within its $6.0million 
OPEX target. Indeed, as a percentage 
of gross billings, OPEX has been 
reduced to 45% from 148% in FY 2015. 
Management’s target moving forward is 
that OPEX should not exceed 33% of gross 
billings in a stable state environment.

In relation to managing OPEX, 
management does not, however, 
subscribe to the notion of simply stripping 
the business down to a skeleton staff 

will continue to manage our costs, and 
likewise invest in talented staff, so that 

grown within our stated OPEX guidelines. 
To that end, we are pleased to report that 
consultancy fees and commissions, which 
in 2016 accounted for over $700,000, 
have been reduced to just under 
$250,000 for 2017.

5. Billings Operating EBIDTA, 

and restructuring costs for 2016
Billings Operating EBITDA is a key  
metric for the management team as it 
is based on current year billings against 
current year costs and provides a better 
snapshot of current year performance 
than accounting Operating EBITDA 
where billings are subject deferred 
revenue calculations.

occurred in 2016 to transition MMX into 
a pure-play registry, for the purposes 
of presenting a clear picture of our 
ongoing operations, we are focusing 
on Billings Operating EBITDA before 

restructuring costs for the year under 
review. In 2017, we will simply report 
Billings Operating EBITDA as a KPI.

$
’0

0
0

 B
i

in
g

 b
as

is

2015 2016

(6,000)

(4,000)

(2,000)

6,000

4,000

2,000

-

(8,000)

As can be seen, on a like-for-like basis, 
the combination of increased gross 
billings growth and a restructuring of 
the business and its operating costs has 

on gTLD auctions and restructuring costs, 
up from a loss of $6.6million in 2015 to a 

noted there was no one-off revenue from 
gTLD auctions in 2016.
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Financials – Ongoing Operations 

statements and above, accounting rules 
dictate that revenue generated from 
domain billings are subject to deferred 
revenue calculations which can distort 
an investor’s perspective of Group 
performance over the short term i.e., over 

Billings Operating

EBITDA, which is based on current year 
billings against current year costs, is 
provided below. Management believes 
that the Billings Operating EBITDA 
provides a better snapshot of current 
year performance.

Billing operating FY 2016 FY 2015 Change  
EB TDA $000 s $ 000 s %

Billings(1) 15,800 7,922 100%

Partner payments (1,868) (1,487) 26% 

Revenue less 13,932 6,435 117% 

partner payments

Cost of sales (2,541) (1,264) 101%

Gross margin 11,391 5,171 120%

Gross margin % 82% 80% 

Cash expenditure

Operating expenses (6,536) (11,745) (44%) 
– ongoing

Operating expenses (646) - N/A 
– forfeited

Bi ing Operating EB TDA 4,209 (6,574) (164%) 
(before restructuring costs)(2)

(1) Billings refer to total sales generated 
during the year (not deferred for 
accounting purposes)

(2) Operating earnings before interest, 
tax, depreciation & amortization and 
other non-cash charges where earnings 
are calculated on the basis of billings as 
opposed to accounting revenue. It should 
be noted that for accounting purposes 
Operating EBITDA before restructuring 
was $3.6 million as highlighted in the 
Group’s 2016 Income Statement.

By transitioning into a pure-play registry 
and focusing our attention to registry 
revenue growth, we have successfully 
been able to double our top line billings in 
2016 to $15.8million from $7.9million in 
2015 while reducing our overall cost base 

$11.7million in 2015. Included in the 
Group’s income statement is $0.7million 
of forfeited operating expenses, which 
are expenses that the Group is no longer 
expected to incur in 2017. Going into 
2017, we remain committed to running 

operating costs expected to be below the 
management’s stated $6.0million cap.

underlying strength of the Group’s 
restructured business, is that Billings 
Operating EBITDA has grown to 
$4.2million compared to a loss of 
$6.6million in 2015.

Restructuring and one-offs
There are three major areas to highlight 
in relation to the one-off costs incurred 
in 2016.

Discontinued operations

separated the reporting of the revenue 
and costs associated with running the 
discontinued registrar operations. 
The registrar operation was a large 
undertaking by the previous management 
team with considerable investments in 

resources. It was a strategy that did not 

In Q3 2016, having successfully navigated 
an extensive ICANN process, the Group:

• Sold the registrar’s customers 
to Uniregistry in exchange for 

commission from the renewal of 
those domains;

• Worked with our reseller customer, 
join.gop to move their back-end to 
another registrar platform; and

• Completed the outsourcing of the 
reseller business for .law (i.e. join.law) 
to Instra, a leading registrar.

In our H1 2016 interims we indicated that 
the registrar operations had incurred a 
loss of $2.0million and gave guidance that 
registrar losses in H2 would be less than 

$0.5million. We are pleased to report that 
H2 losses were less than indicated with 
annual losses from the registrar standing 
at $2.3million versus $2.5million. It 

of the loss can be attributed to writing off 
capitalized software development costs 
of $1.0million which is a non-cash item.

Restructuring - operations

was carried out in 2016. A summary of 
the key points are:

• 
where, as of 24 April 2017, there are 
now 20 personnel, of which 11 reside 
in the US compared to 43 at the 
beginning of 2016;

• outsourcing our technical registry 
service provider operations to 
Nominet completed in November 
with great success and within budget;

• 
single location in Seattle, Washington 

decreased; and
• As highlighted in Discontinued 

operations, the registrar operations 
closed down.

As indicated in our H1 2016 interim 

and gave guidance that restructuring 
costs in H2 would be less than $0.4 
million. We are pleased to report that 
H2 restructuring costs were below 
this target at $0.3million, bringing total 
restructuring costs to $1.2million for 
the full year. Restructuring activities will 
result in ongoing operational savings 
of approximately $1.5million on an 
annualised basis.

Restructuring – contracts
In very early 2012, at the time when 
ICANN was still accepting new generic 
Top Level Domain applications, the then 
Executive Team entered into an overly 
ambitious agreement that it believed would 
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contract and did not include any clauses 
that could allow the Group to renegotiate 

top-level domain not perform to the 

this top-level domain has not come close 
to meeting those expectations and the 
agreement has proven – and would have 

on the Group’s ability to generate positive 

In late Q4 of 2016 the current Executive 
team was able to successfully conclude 
renegotiations of certain components of 
the agreement by either restructuring or 

thus making it more economically 
viable going forward. As a result of the 
renegotiation effort, the Group has 
revised its modeling and believes that it 

the renegotiated contract. Accordingly, 
based on Management’s review, a portion 
of the buy out ($3.8million) has been 
expensed as a one-off restructuring cost 
while the remaining portion ($3.9million) 
will be capitalized as an intangible asset 

Use of cash 
As at the year-end cash stood at $15.3 
million compared to $34.7 million at the 
start of the year. 

The change is as a direct result of 

buy program ($20.3 million), acquisition 
of intangible assets ($1.8 million), 
Executive severance packages and 
option payouts ($1.2 million), one-time 
restructuring operating costs of $1.2 

business which has been shut down and is 
treated as discontinued operations ($1.3 
million), the paying off trade payables 

the restructuring of an economically 
challenging contract, which resulted in a 
cash payout in 2016 ($1.9 million).

However, the cash balance was boosted 
by the share issuance to HONY Capital 
which amounted to $6.5 million and 

continuing operations of $4.2 million to 
cash (of which approximately $2.0 million 
is collectible as trade receivables at the 
year end).

We have seven contended applications 
remaining (.eco was awarded by ICANN 
to another applicant) with the possibility 
that some may be resolved via a private 
auction. As such the Board believes that 
maintaining its existing cash reserves 
better positions the Group’s ability to 
participate in the resolution of these 
contended applications. 

It is also evident that there are increasing 
opportunities for consolidation in the 
industry and maintaining a strong balance 

it is the Board’s belief that the ultimate 
winners in the currently fragmented new 
gTLD arena will be those that can achieve 

billings and renewal growth.

The Board also remains committed to 
returning surplus cash to shareholders 
whether in the form of a share buy-back, 
a special dividend, the introduction of a 
progressive dividend policy or mechanism 
that is believed to be in the best interest 
of the Group’s shareholders at that time. 
An example of such an event, beyond 

operations, may be one-off cash proceeds 
from the private auction process from the 
Group’s remaining seven contested new 
gTLD applications.

Conclusion
In conclusion:

• We are a young business that is 

rapidly expanding, but still nascent, 
industry that has the potential to 
match .com/.net or the country codes 
(142.2million and 142.7million 
registrations respectively at 31 
December 2016) within a 5-10 year 
time-frame;

• MMX’s registrations are already up 
over 40% year to date, following 

a near three-fold increase of 
registrations in 2016;

• A loss making business has been 

Billings Operating EBITDA before 
one off restructuring costs has grown 
to $4.2million compared to a loss of 
$6.6million in 2015;

• We have an expanding global 
foot-print and distribution partner 
network; and

• 
for billings and revenue improvement 
as the Group’s premium and standard 
name inventory across its world-
class portfolio of top-level domains is 
better monetized.

In short, the progress we made in 2016 
to transformationally restructure the 
business into a pure-play registry and 

has built strong foundations for the 
current year and beyond. We therefore 

meaningful value as we continue to 
grow our DUMs and resulting revenues 
and transition the Group into a highly 
predictable annuity based business  
of scale.

Toby Hall  
 

24 April 2017

Michael Salazar  
 

 
24 April 2017
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strategic report
to the members of Minds + Machines Group Limited

Cautionary statement
This Strategic Report has been prepared solely to provide 
additional information to shareholders to assess the Group’s 
strategies and the potential for those strategies to succeed.

This Strategic Report contains certain forward-looking 
statements. These statements are made by the directors in good 
faith based on the information available to them up to the time 
of their approval of this report and such statements should be 
treated with caution due to the inherent uncertainties, including 
both economic and business risk factors, underlying any such 
forward-looking information.

This Strategic Report has been prepared for the Group as a whole 
and therefore gives greater emphasis to those matters, which are 

as a whole.

Review of the Group’s Business
The Business Model
Minds + Machines Group Limited operates in the domain name 
industry and provides end-to-end domain services generating 
revenues across multiple business lines.

In total, 23 of the 28 uncontested domains in which the Group has 
a commercial interest have entered General Availability, resulting 
in the Group having over 820,000 domains under management at 
the year end.

The Group currently has an interest in 7 contested generic top-
level domains (gTLDs). The Group:

• Wholly-owns, or majority owns, 6 contested gTLDs; and
•  Is in partnership for one gTLD.

Registry Business
A registry is the authoritative master database of all Domain 
Names registered for each TLD operated by a Registry.  The 

to and from connected devices anywhere in the world.  

The registry generates revenue by selling domain names to 
registrars on a recurring subscription basis.  Registrars in turn sell 
domain names directly to consumers.  Prices from the registry to 
the registrar are considered wholesale prices, which are set by the 
registry.  Each registration, known as a second level domain (SLD), 
has a registration period from 1 to 10 years.  At the end of each 
registration period, in order for the SLD to continue working, the 
consumer must renew it by paying a registration renewal fee.  As 
required by ICANN, a Registry must wholesale SLDs to all ICANN-
accredited Registrars on the same pricing, terms, and conditions.

Pricing for each SLD is based on the Group’s determination 

market (e.g. .law), a niche market (e.g. .yoga), or a generic market 
(e.g. .work). Pricing is further adjusted by other factors such as 
the pricing of other SLDs in other new gTLDs that end-users are 
likely to view as being comparable (e.g. .site vs. .web vs. .website), 
or pricing to match the targeted market of the gTLD (for instance 
.luxe focuses on the luxury market which demands premium 
prices). Further, some SLDs are considered premium names (e.g. 
hotel.TLD) which command a higher annual price.

The Group shares wholesale revenues from its geographic gTLDs 
and retains all the wholesale revenue for its non-geographic, 
wholly-owned gTLDs.

Registry Service Provider
Minds + Machines Group currently has legacy Registry Service 
Provider clients however, the systems and processes necessary 
to manage this function have been outsourced to Nominet. Minds 
+ Machines still maintains a small revenue stream from its two 
clients to manage Nominet on their behalf.

Reseller Registrar Business
The Group discontinued its previous retail registrar business 
in 2016. The Group will continue to provide ‘Reseller’ services 
for .law and .abogado second level domain names, however it 
has outsourced the back-end platform to a third-party provider, 
Instra.

Future developments, strategy and objectives
Please see the Executive Summary.

Key performance indicators
We track several Key Performance Indicators (KPI) against 
set KPI targets to help the Board and management evaluate 
the performance of our overall business. Please refer to the 
Executives Summary. 

Principal risks and uncertainties
There are a number of potential risks and uncertainties, 
which could have a material impact on the Group’s long-term 
performance and could cause actual results to differ materially 
from expected and historical results.  The Group’s risk 
management policies and procedures are also discussed in the 
Corporate Governance Statement.
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The market for gTLDs is uncertain, the Group may 

The level of demand for new second level domain names for those 
gTLDs in respect of which the Group either provides registry 
services or has an economic interest as the gTLD applicant may 
be less than expected or the new gTLDs may not generate the 
levels of second level domain name sales anticipated by the Board 

adversely affected. 

The Group closely monitors the industry to judge the level of 
interest and potential revenue and acts accordingly to ensure that 

geographic regions that are subject to strict 
compliance requirements

registry, it is subject to strict reporting requirements and where 
its customers may be subject to certain currency restrictions.  
These requirements could impact the Group’s ability to pursue 
business opportunities in the region. 

connected personnel.  In addition, the Group has forged strong 
relationships with several Chinese based business partners to 
ensure that opportunities are taken advantage of as presented. 

The Group may fail to meet certain  
contractual obligations
The Group currently has certain contractual commitments for 

minimum annual revenue targets the Group must reallocate 
revenues from other areas of its portfolio to ensure appropriate 
payment of such commitments. Further, the commitments may 

The Group is currently renegotiating its current contractual 
commitments with a view towards ensuring that their 
requirements are reasonably met and the impact of such 

The Group depends on technology and advanced 
information systems, which may fail or be subject  
to disruption
As a registry, the Group is dependent on the performance of 
software registry system and underlying databases, together with 
its back-up systems and disaster recovery plans, to ensure that 
critical registry functions are available to end users, registrars 
and other parties that must have access to those functions 

in the event any circumstance arises that materially impacts 
the operation of the primary registry system. The integrity, 
reliability and operational performance of the Group’s IT systems, 
whether in-house or outsourced, are therefore critical to the 
Group’s operations. The Group’s IT systems may be damaged or 
interrupted by increases in usage, human error, unauthorized 
access, natural hazards or disasters or similarly disruptive events. 
Furthermore, Group’s current systems may be unable to support 

numbers, whether as a result of organic or inorganic growth of 
the business. Any failure of the Group’s IT infrastructure or the 
telecommunications and/or other third party infrastructure on 

and disruptions that could reduce revenue, harm the Company’s 
business reputation and have a material adverse effect on the 

The Group has in place business continuity procedures, disaster 
recovery systems and security measures to protect against 
network or IT failure or disruption. However, those procedures 
and measures may not be effective to ensure that the Group is 
able to carry on its business in the ordinary course if they fail or 
are disrupted, and they may not ensure the Group can anticipate, 
prevent or mitigate a material adverse effect on the Group’s 

such failure or disruption. In addition, the Group’s controls may 
not be effective in detecting any intrusion or other security 
breaches, or safeguarding against sabotage, hackers, viruses  
and cybercrime.

The Group has invested and continues to invest in ensuring that 
its technology and advanced information systems, whether in-
house or outsourced, are performing as expected and can support 
growth of the business.

Dependence on key personnel
The Group has a small management team and the loss of any key 
individual or the inability to attract appropriate personnel could 
adversely impact upon the Group’s future performance.

The Group offers competitive compensation package’s including 
share options to retain and attract key personnel.

The Group depends on a number of third parties for 
the operation of its business
The Group relies on cloud based services from third parties 
suppliers in order to provide its registry and RSP services 
which, if faulty and thereby causes errors or a service failure, 
could adversely affect the Group’s operating results or harm 
its reputation. Furthermore, the Group has key contractual 
relationships with a number of third parties including suppliers, 
partners, banks and payment processors. In particular, the Group 
relies on key suppliers in order to carry on its operations including, 
but not limited to, DNS services, co-location facilities, DDoS 
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migration services, security vulnerability assessment services, site 
and data escrow. The failure of one or more of these third parties 

performance of the Group. Similarly, the failure of one or more 

and prospects.

The Group puts in place contracts with certain key clients 
to ensure continued business relationships. The Group also 
meets with individual management from our strategic partners 
periodically throughout the year to ensure the continued 
alignment of business goals and objectives. 

Going concern basis 
The Group’s forecasts and projections, taking account of the 
gTLD program being managed by ICANN, show that the Group 
should be able to operate within the level of its current funding. At 
the year-end, the Group had $15.3 million held as cash and cash 
equivalents (excluding letters of credits required by ICANN). 

The Group will use these resources to both fund operations, to 
secure additional gTLD assets and where appropriate return cash 
to shareholders.

The Directors have a reasonable expectation that the Company 
and the Group have adequate resources to continue operational 
existence for the foreseeable future.  Thus they continue to adopt 
the going concern basis of accounting in preparing the annual 

Approval
This report was approved by the Board of Directors on 24 April 
2017 and signed on its behalf by:

Michael Salazar  
 

24 April 2017



FIN
A

N
C

IA
L S

TA
TE

M
E

N
TS

S
TR

A
TE

G
IC

 R
E

P
O

R
T

G
O

V
E

R
N

A
N

C
E

11

directors’ report

The Directors present their annual report on the affairs of the 

report, for the year ended 31 December 2016. The Corporate 
Governance Statement set out on pages 13 to 14 forms part of 
this report.

likely future developments in the business of the company and 
details of research and development activities are included in the 
Strategic Report.

Dividends
The Directors do not recommend payment of a dividend as a result 

Capital Structure
Details of the issued share capital, together with details of the 
movement in the Company’s issued share capital during the year 
are shown in note 26. The company has one class of ordinary 

the right to one vote at general meetings of the Company. 

the transfer of shares, which are both governed by the general 
provisions of the Articles of Association and prevailing legislation. 
The directors are not aware of any agreement between holders 
of the Company’s shares that may result in restrictions on the 
transfer of securities or on voting rights.

Details of employee share schemes are set out in note 27. 

No person has any special rights of control over the Company’s 
share capital. 

With regard to the appointment and replacement of directors, 
the company is governed by its Articles of Association, the BVI 
Companies Act and related legislation. 

Directors
The Directors who served during the period and since year end 
are set out below:

Executive Date of Date of 
Directors Appointment Resignation

Toby Hall 26 April 2016

Michael Salazar 

Antony Van Couvering   19 February 2016

Caspar von Veltheim  2 February 2016

Non-Executive Date of Date of 
Directors Appointment Resignation

Guy Elliott  

Henry Turcan 2 February 2016 

Ke th Teare  2 February 2016

Elliot Noss  2 February 2016

David de Jongh Weill  2 February 2016

Directors’ Remuneration
The Group remunerates the Directors at a level commensurate 
with the size of the Group and the experience of its Directors. 
The Remuneration Committee has reviewed the Directors’ 
remuneration and believes it upholds the objectives of the Group 
with regard to this issue. Details of Directors’ emoluments and 
payments made for professional services rendered are set out in 

Directors’ Interests

yearend in the shares and options of the Company during the 
period to 31 December 2016 were as follows:

Director 31 December 2016 31 December 2015
 Shares Options* Shares Options*

Guy Elliott 20,250,000 - 21,650,000 -

Toby Hall 500,000 7,500,000 N/A N/A

Michael Salazar 1,975,050 7,500,000 1,630,000 8,500,000

Henry Turcan - - - -

Antony Van Couvering** N/A N/A 1,017,689 23,000,000

Caspar Ve theim** N/A N/A 916,613 2,512,500

Ke th Teare** N/A N/A - 750,000

Elliot Noss** N/A N/A - 750,000

David de Jongh Weill** N/A N/A - -

statements.

Directors’ Indemnities
The company has made qualifying third-party indemnity 

the year and remain in force at the date of this report.

Corporate Governance
A statement on Corporate Governance is set out on pages 13 to 14.
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directors’ report
continued

Environmental Responsibility
The Company is aware of the potential impact that it and 
its subsidiary companies may have on the environment. The 
Company ensures that it, and its subsidiaries at a minimum comply 
with the local regulatory requirements and the revised Equator 
Principles with regard to the environment.

Employment Policies
The Group is committed to promoting policies which ensure that 
high-calibre employees are attracted, retained and motivated, to 
ensure the ongoing success for the business. Employees and those 
who seek to work within the Group are treated equally regardless 
of sex, sexual orientation, marital status, creed, colour, race or 
ethnic origin.

Health and Safety
The Group’s aim is to achieve and maintain a high standard of 
workplace safety. In order to achieve this objective the Group will 
provide training and support to employees and set demanding 
standards for workplace safety.

Annual General Meeting (“AGM”)

shareholders for their approval at the AGM. The Notice of the 
AGM will be distributed to shareholders together with the 
Annual Report.

Statement of disclosure of information to auditor

•  So far as each director is aware, there is no relevant audit 
information of which the Company’s auditor is unaware, and

•  they have taken all the steps that they ought to have taken as 
directors in order to make themselves aware of any relevant 
audit information and to establish that the Company’s auditor 
are aware of that information.

Auditor

as auditor and a resolution to reappoint them will be proposed at 
the forthcoming Annual General Meeting.

Statement of Directors’ Responsibilities
The directors are responsible for preparing the Directors’ Report 

 
and regulations.

view of the state of affairs of the group and company and of the 

•  select suitable accounting policies and then apply them 
consistently;

•  make judgments and accounting estimates that are 
reasonable and prudent;

•  state whether IFRS has been followed, subject to any 

statements;
• 

understand the impact of particular transactions, and other 

• 
unless it is inappropriate to presume that the company will 
continue in business

The Directors are responsible for keeping adequate accounting 

transactions and disclose with reasonable accuracy at any time 

are also responsible for safeguarding the assets of the company 
and hence for taking reasonable steps for the prevention and 
detection of fraud and other irregularities.

Electronic communication
The maintenance and integrity of the Company’s website is 
the responsibility of the Directors. The work carried out by the 
auditor does not involve consideration of these matters and, 
accordingly, the auditor accepts no responsibility for any changes 

were initially presented on the website.

The Company’s website is maintained in accordance with AIM 
Rule 26. Legislation in the British Virgin Islands governing the 

differ from legislation in other jurisdictions.

By order of Board:

Michael Salazar  
 

24 April 2017
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corporate governance

The Board is committed to maintaining high standards of 
corporate governance. Whilst the company is not required to 
adopt the UK Corporate Governance Code, the Company’s 
corporate governance procedures take due regard of the 
principles of Good Governance set out in the 2014 UK Corporate 
Governance Code in relation to the size and the stage of 
development of the Company.

Board of Directors
The Board of Directors currently comprises two Executive 
Directors and two Non-Executive Directors, one of whom is 
the Chairman. The Directors are of the opinion that the Board 
comprises a suitable balance and that the recommendations of 
the Combined Code have been implemented to an appropriate 
level. The Board, through the CEO and COO / CFO in particular, 
maintains regular contact with its advisers and public relations 
consultants in order to ensure that the Board develops an 
understanding of the views of major shareholders about  
the Company.

Board Meetings
The Board meets regularly throughout the year. For the year 
ended 31 December 2016, the Board met ten times in relation 
to normal operational matters. The Board is responsible for 
formulating, reviewing and approving the Company’s strategy, 

management is devolved to the Executive Directors who are 

operational matters.

All Directors have access to the advice of the Company’s solicitors 
and other professional advisers, as necessary, and information 
is supplied to the Directors on a timely basis to enable them to 
discharge their duties effectively. All Directors have access to 
independent professional advice, at the Company’s expense, as 
and when required.

Board Committees
The Board has established the following committees, each which 
has its own terms of reference:

Audit Committee

Audit Committee comprises of two Non-Executive Directors, 
Henry Turcan (Chairman) and Guy Elliot. The Audit Committee 

Group is properly monitored and reported on.

Remuneration Committee
The Remuneration Committee is responsible for making 
recommendations to the Board on Directors’ and senior 
executives’ remuneration. It comprises of two Non-Executive 
Directors, Guy Elliott (Chairman of the Remuneration 
Committee), and Henry Turcan. Non-Executive Directors’ 
remuneration and conditions are considered and agreed by the 
Board. Financial packages for Executive Directors are established 
by reference to those prevailing in the employment market 
for executives of equivalent status both in terms of level of 
responsibility of the position and their achievement of recognized 

to the terms, which may be required to attract an equivalent 
experienced executive to join the Board from another company.

Internal controls
The Directors acknowledge their responsibility for the Group’s 
systems of internal controls and for reviewing their effectiveness. 
These internal controls are designed to safeguard the assets of 

for both internal use and external publication. Whilst they are 
aware that no system can provide absolute assurance against 
material misstatement or loss, in light of increased activity and 
further development of the Company, continuing reviews of 
internal controls will be undertaken to ensure that they are 
adequate and effective.

Risk Management
The Board considers risk assessment to be important in 
achieving its strategic objectives. There is a process of evaluation 
of performance targets through regular reviews by senior 
management to forecasts. Project milestones and timelines are 
regularly reviewed.

Risks and uncertainties
The principal risks facing the Group are set out below. Risk 
assessment and evaluation is an essential part of the Group’s 
planning and an important aspect of the Group’s internal  
control system.

Business risk
• The market for gTLDs is uncertain and the Group may fail to 

• 
regions that are subject to strict compliance requirements

• The Group may fail to meet certain contractual obligations;
• The Group depends on technology and advanced information 

systems, which may fail or be subject to disruption;
• Dependence on key personnel; and
• The Group depends on a number of third parties for the 

operation of its business.
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corporate governance
continued

General and economic risks
Contractions in the world’s major economies or increases in the 

• Movements in the equity and share markets in China, United 
States, and United Kingdom and throughout the world;

• Weakness in global equity and share markets in particular, 
in the United Kingdom, and adverse changes in market 
sentiment towards the internet and technologies industry;

•  
the relative prices of US Dollar, the Euro, and the UK  
Pound Sterling;

• 
• Adverse changes in factors affecting the success of internet 

and development operations, such as increases in expenses, to 
delays in the development or adoption of new standards and 
protocols to handle increased levels of Internet activity or due 
to increased governmental regulation.

Funding risk
The Group or the companies in which it has invested may not 

to enable completion of planned expansion, investment and/or 
development projects.

Content risk
The Company may be affected by the regulatory and legal 
environment relating to the content control and access. 
Regulation both current and future could cause additional 
expense and have a material impact on the Company’s business, 
the extent of which cannot be predicted. Certain jurisdictions may 
attempt to make the Company responsible for the content which 
it facilitates or may be held responsible for content.

Intellectual property
Monitoring and defending the Company’s intellectual rights can 
entail substantial costs with no certainty of outcome. The Company 
relies on its rights in intellectual property and other rights such 

may have a material adverse effect on the Company’s business, 

ensure adequate protection for its intellectual property rights may 
be limited and it is possible that the Company’s competitors may 
independently develop similar technology, which could encroach 
upon the Company’s operations.

The Company may also become subject to claims from third 
parties for infringement of their intellectual property rights. 
Such claims (meritorious or otherwise) may be costly and time 
consuming, and if any action against the Company is successful 
it may result in the Company being required to cease certain 
activities, alter its technology, or enter into royalty or licensing 
agreements, which may or may not be available on terms 
acceptable to the Company.

Market risk
The ability of the Group (and the companies it invests in) to 

support its operations is a key business risk.

Key personnel
The ability of the Group to attract and retain key personnel. 

Treasury Policy

cash as a liquid resource to fund the obligations of the Group. The 
Board approves decisions regarding the management of these 
assets. Refer to Note 28 for further information.

Securities Trading
The Board has adopted a Share Dealing Code that applies to 
Directors, senior management and any employee or consultant 
who is in possession of inside information. All such persons are 
prohibited from trading in the Company’s securities if they are 
in possession of inside information. Subject to this condition and 
trading prohibitions applying to certain other periods, trading 
can occur provided the relevant individual has received the 
appropriate prescribed clearance.

Relations with Shareholders
The Board is committed to providing effective communication 

are disseminated through stock exchange announcements and 
regular updates of the Company website. The Board views the 
AGM as a forum for communication between the Company and its 
shareholders and encourages their participation in its agenda.
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independent auditor’s report

Independent Auditor’s Report to the Members of Minds + Machines Group Limited

Group and Company Statements of Comprehensive Income, Group and Company Statements of Financial Position, Group and Company 

that has been applied in their preparation is applicable law and International Financial Reporting Standards (IFRSs).

Respective responsibilities of directors and auditor
As explained more fully in the Statement of Directors’ responsibilities set out on page 12, the directors are responsible for the preparation 

Standards on Auditing (UK and Ireland). Those standards require us to comply with the Auditing Practices Board’s Ethical Standards for 
Auditors. This report is made solely to the company’s members, as a body. Our audit work has been undertaken so that we might state 
to the company’s members those matters we are required to state to them in an auditor’s report and for no other purpose. To the fullest 
extent permitted by law, we do not accept or assume responsibility to anyone other than the company and the company’s members as a 
body for our audit work, for this report, or for the opinions we have formed.

whether the accounting policies are appropriate to the group’s and the parent company’s circumstances and have been consistently applied 

based on, or materially inconsistent with, the knowledge acquired by us in the course of performing the audit. If we become aware of any 
apparent material misstatements or inconsistencies we consider the implications for our report. 

In our opinion:

• 
2016 and of the group’s and the parent company’s loss for the year then ended; and

• 

Mazars LLP 
Chartered Accountants and Statutory Auditor  
Tower Bridge House 
St Katharine’s Way 
London 
E1W 1DD 
24 April 2017
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(a) General information
Minds + Machines Group Limited is a company is registered in the British Virgin Islands under the BVI Business Companies Act 2004 
with registered number 1412814. The Company’s ordinary shares are traded on the AIM market operated by the London Stock 
Exchange. The nature of the Group’s operations and its principal activities are set out in note 2 and in the Strategic Report on pages 8 
to 10.

Foreign operations are included in accordance with the policies set out in note 1(l).

(b) Statement of compliance with IFRS

(IFRS) as issued by the International Accounting Standards Board (IASB).

Adoption of new and revised standards

Future changes in accounting policies

Mandatory for 2017

Amendments to IAS 12 Amendments to IAS 12 Recognition of Deferred Tax Asset for Unrealized Losses. These amendments 
on the recognition of deferred tax assets for unrealized losses clarify how to account for deferred tax 
assets related to debt instruments measured at fair value

IAS 7

Mandatory for 2018

IFRS 15 IFRS 15 Revenue from Contracts with Customers. The core principle of IFRS 15 is that an entity 
recognizes revenue to depict the transfer to promised goods or services when control of the goods or 

approach is permitted under which a transitional adjustment is recognized in retained earnings at the 
date of implementation of the standard without adjustment of comparatives. The new standard will only 
be applied to contracts that are not completed at that date.

IFRS 9

on hedge accounting to align the accounting treatment  with the risk management practices of an entity.

for the year ended 31 December 2016



26

M
ind

s + M
achines G

roup
 Lim

ited
A

nnual R
ep

ort 2016

for the year ended 31 December 2016

Mandatory for 2019

IFRS 16 IFRS 16 Leases. Under the new standard, a lessee is in essence required to:

a) Recognize all lease assets and liabilities (including those currently classed as operating leases) 
on the balance sheet, initially measured at the present value of unavoidable lease payments;

b) Recognize amortization of lease assets and interest on lease liabilities in the income 
statement over the lease term; and

The directors do not expect that the adoption of the Standards and Interpretations listed above will have a material impact on the 

• IFRS 9 will impact both the measurement and disclosure of Financial Instruments; and
• 

amount of the Group’s operating lease commitments under IAS 17, the current lease standard, is disclosed in note 26. Under 
IFRS 16, the present value of these commitments would be shown as a liability on the balance sheet together with an asset 
representing the right of use.

Beyond the information above, it is not practicable to provide a reasonable estimate of the effect of these standards until a detailed 
review has been completed.

(c) Basis of accounting

(d) Basis of consolidation 

subsidiaries) (the “Group”) made up to 31 December each year. Control is achieved when the Company:

• has the power over the investee;
• is exposed or has rights, to variable return from its involvement with the investee; and
• has the ability to use its power to affect its returns.

The company reassesses whether or not it controls an investee if facts and circumstances indicate that there are changes to one or 
more of the three elements of control listed above.

Consolidation of a subsidiary begins when the Company obtains control over the subsidiary and ceases when the Company losses 

income statement from the date the Company gains control until the date when the Company ceases to control the subsidiary.

 
non-controlling interests. Total comprehensive income of the subsidiaries is attributed to the owners of the Company and to the  
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the Group’s accounting policies.

Group are eliminated on consolidation. 

shareholders that are present ownership interests entitling their holders to a proportionate share of net assets upon liquidation may 

net assets. The choice of measurement is made on an acquisition-by-acquisition basis. Other non-controlling interests are initially 
measured at fair value. Subsequent to acquisition, the carrying amount of non-controlling interests is the amount of those interests at 
initial recognition plus the non-controlling interests’ share of subsequent changes in equity. Total comprehensive income is attributed 

Changes in the Group’s interests in subsidiaries that do not result in a loss of control are accounted for as equity transactions. The 

interests in the subsidiaries. Any difference between the amounts by which the non-controlling interests are adjusted and the fair 
value of the consideration paid or received is recognized directly in equity and attributable to the owners of the Company. 

between the aggregate of the fair value of the consideration received and the fair value of any retained interest and the previous 
carrying amount of the assets (including goodwill), less liabilities of the subsidiary and any non-controlling interests. All amounts 
previously recognized in other comprehensive income in relation to that subsidiary are accounted for as if the Group had directly 

when control is lost is regarded as the fair value on initial recognition for subsequent accounting under IAS 39 Financial Instruments: 
Recognition and Measurement or, when applicable, the costs on initial recognition of an investment in an associate or jointly 
controlled entity.

to sell a component of the Group’s business or the sale has taken place in the reporting period), results of that segment are accounted 
for, in line with those applicable accounting standards, as discontinued operations on the Group Statement of Total Comprehensive 
Income. Prior period results are also disclosed on a like for like basis. Any assets in still held by the group at the end of the reporting 

(e) Going concern 

adequate resources to continue in operational existence for the foreseeable future. Thus they continue to adopt the going concern 

(f) Business combinations 
Acquisition of subsidiaries and business are accounted for using the acquisition method. The consideration transferred in a business 
combination is measured at fair value, which is calculated as the sum of the acquisition-date fair values of assets transferred by the 
Group, liabilities incurred by the Group to the former owners of the acquiree and the equity interest issued by the Group in exchange 

date, except that:

• 

• 
Discontinued Operations are measured in accordance with that Standard.
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for the year ended 31 December 2016

Goodwill is measured as the excess of the sum of the consideration transferred, the amount of any non-controlling interests in the 
acquiree, and the fair value of the acquirer’s previously held equity interest in the acquiree (if any) over the net of the acquisition-date 

(g) Joint Ventures 
A joint venture is an entity where the group has joint control and have rights to the net assets of the arrangement. The group has 
interests in joint ventures, which are jointly controlled entities, whereby the ventures have a contractual arrangement that establishes 

operating decisions among ventures.  

The Group’s interests in jointly controlled entities are accounted for by using the equity method. Under the equity method, the 

necessary to bring the accounting policies in line with those of the Group.

Losses on transactions are recognized immediately if the loss provides evidence of a reduction in the net realizable value of current 
assets or an impairment loss. The joint venture is accounted for using the equity method until the date on which the Group ceases to 
have joint control over the joint venture.

Upon loss of joint control, the Group measures and recognizes its remaining investment at its fair value. Any difference between the 
carrying amount of the former jointly controlled entity upon loss of joint control and the fair value of the remaining investment and 

for as investment in an associate.

(h) Goodwill
Goodwill is initially recognized and measured as set out above.

Goodwill is not amortized but is reviewed for impairment at least annually.  For the purpose of impairment testing, goodwill is 

units to which goodwill has been allocated are tested for impairment annually, or more frequently when there is an indication that 
the unit may be impaired. If the recoverable amount of the cash-generating unit is less than the carrying amount of the unit, the 

unit pro-rata on the basis of the carrying amount of each asset in the unit. An impairment loss recognized for goodwill is not reversed 
in a subsequent period.

(i) Leases (the group as a lessee)

minimum lease payments, each determined at the inception of the lease. The corresponding liability to the lessor is included in the 
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Rentals payable under operating leases are charged to income on a straight-line basis over the term of the relevant lease except 

consumed. Contingent rentals arising under operating leases are recognized as an expense in the period in which they are incurred.

In the event that lease incentives are received to enter into operating leases, such incentives are recognized as a liability. The 

(j) Revenue Recognition
Revenue is measured at the fair value of the consideration received or receivable and represents amounts receivable for services 
provided in the normal course of business, net of discounts, VAT and other sales-related taxes. Revenue is reduced for estimated 
customer rebates and other similar allowances.

Registry revenue

Where the fee from the initial registration matches the fee from the renewal, the fee from both the initial registration and renewal is 
recognized on a straight line basis over the registration term. 

Where the fee from the initial registration is higher than the renewal fee (arising mainly from ‘premium name’), the ‘premium’ (the 

straight line basis over the registration period. The renewal fee carries on to be recognized on a straight line basis as well. 

Fees from renewals are deferred until the new incremental period commences.  

Rendering of services (Registry service provider (“RSP”) revenue and consultancy services)
Revenue is generated by providing RSP and consultancy services over a period of time. Fees for these services are deferred and/or 
accrued and recognized as performance occurs, typically on a straight-line basis over that period. 

(k) Partner Payments
Partner payments represents the expense relating to certain TLDs where royalty and similar payments are required to be made. 

Such payments are based on the Group’s and Company’s billing and are deferred in line with accounting revenue. 

This represents a change in the Group’s and the Company’s accounting policy. Previously the Group and the Company did not defer 
such payments, recognizing the payment immediately as an expense. 

revenue. The change has been applied retrospectively. As such, a “third” balance sheet is presented showing the opening position of 
the 31 December 2015 period. 
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The change in accounting policy impacted the partner payment expense with the corresponding impact on either prepayments (trade 
and other receivables) or accruals (trade and other payables), as follows: 

    2016 2015 
    $ 000 s $ 000 s

Increase/(decrease) in partner payments    569 (643)

The cumulative impact prior to 2015 was a decrease in partner payments of $204k. 

  2016 2016 2015 2015 
  $ 000’s $ 000’s $ 000’s $ 000’s

  As reported  As reported As reported As reported 
  in these  or as would in these or as would 
  financial  have been financial have been 
  statements  reported if statements reported if 
  (cents) there were (cents) there were 
   no change in  no change in 
   accounting  accounting 
   policy  policy 
   (cents)  (cents)

Basic EPS (continuing operations)  (0.29) 0.17 (0.56) (0.64)

Diluted EPS (continuing operations)  (0.29) 0.16 (0.56) (0.64)

(l) Foreign Currencies
Functional and presentation currency

Company’s functional currency is US Dollars.

Transactions and balances

currency (foreign currencies) are recognized at the rates of exchange prevailing on the dates of transactions.  At each balance sheet 
date, monetary assets and liabilities that are denominated in foreign currencies are retranslated at the rate prevailing at that date.  
Non-monetary items carried at fair value that are denominated in foreign currencies are translated at the rates prevailing at the date 
when the fair value was determined.  Non-monetary items that are measured in terms of historical cost in foreign currencies are 
not retranslated.

translated at exchange rates prevailing on the balance sheet date. Income and expense items are translated at the average exchange 

transactions are used. Exchange differences arising, if any, are recognized in other comprehensive income and accumulated in equity 
(attributed to non-controlling interests as appropriate).

On the disposal of a foreign operation (i.e. a disposal of the Group’s entire interest in a foreign operation, or a disposal involving 
loss of control over a subsidiary that includes a foreign operation, loss of joint control over a jointly controlled entity that includes a 
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In addition, in relation to a partial disposal of a subsidiary that includes a foreign operation that does not result in the Group losing 
control over the subsidiary, the proportionate share of accumulated exchange differences are re-attributed to non-controlling 

(m) Intangible assets
Intangible assets acquired separately

accumulated impairment losses. Amortization is recognized on a straight-line basis over their estimated useful lives. The estimated 
useful life and amortization method are reviewed at the end of each reporting period, with the effect of any changes in estimate being 

accumulated impairment loss.

Internally generated intangible assets–research and development expenditure
Expenditure on research activities is recognized as an expense in the period in which it is incurred.

An internally generated intangible asset arising from the development (or from the development phase of an internal project) is 
recognized if, and only if all of the following conditions have been demonstrated:

• the technical feasibility of completing the intangible asset so that it will be available for use or sale;
• the intention to complete the intangible asset and use or sell it;
• the ability to use or sell the intangible asset;
• 
• 

asset; and
• the ability to measure reliably the expenditure attributable to the intangible asset during its development.

The amount initially recognized for internally generated intangible assets is the sum of the expenditure incurred from the date when 

Subsequent to initial recognition, internally generated intangible assets are reported at cost less accumulated amortization and 
accumulated impairment losses, on the same basis as intangible assets that are acquired separately.

Useful live and amortisation 
Amortization is recognized so as to write off the cost of assets less their residual values over their useful lives, using the straight-line 
method, on the following basis.

• 
• 
• Software and development costs – over 3 or over its useful life (as below)

Software and development costs are amortized over their useful economic life. The amortization period and the amortization method 

expected useful life are accounted for by charging the amortization period and treated as a change in accounting estimate. As a 
consequence, certain software and development costs are amortized over eight months (previously over 3 years). 
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(n) De-recognition of intangible assets

losses arising from de-recognition of an intangible asset, measured as the difference between the net disposal proceeds and the 

(o) Fixtures & equipment
Fixtures & equipment is stated at cost less accumulated depreciation and any accumulated impairment losses. Depreciation is 
recognized so as to write off the cost or valuation of assets less their residual values over their useful lives, using the straight line 
method, on the following basis.

• Fixtures & equipment – over 3 to 7 years 

At each balance sheet date, the Group reviews the carrying amounts of its tangible and intangible assets to determine whether 
there is any indication that those assets have suffered an impairment loss. If any such indication exists, the recoverable amount of 

are independent from other assets, the group estimates the recoverable amount of the cash-generating unit to which the asset 

generating units, or otherwise they are allocated to the smallest group of cash-generating units for which a reasonable and consistent 

asset may be impaired. 

Recoverable amount is the higher of fair value less cost to sell and value in use. In assessing value in use, the estimated future cash 

If the recoverable amount of an asset (or cash-generating unit) is estimated to be less that its carrying amount, the carrying amount of 

unless the relevant asset is carried at a re-valued amount, in which case the impairment loss is treated as a revaluation decrease.

Where an impairment loss subsequently reverses, the carrying amount of the asset (or cash-generating unit) is increased to the 
revised estimate of its recoverable amount, but so that the increased carrying amount does not exceed the carrying amount that 
would have been determined had no impairment loss been recognized for the asset (or cash-generating unit) in prior years. A reversal 

which case the reversal of the impairment loss is treated as a revaluation increase.

(q) Critical accounting judgements and key sources of estimation uncertainty
In the application of the Group’s accounting policies, described in this note, the directors are required to make judgements, estimates 
and assumptions about the carrying amounts of assets and liabilities that are not readily apparent from other sources. The estimates 
and associated assumption are based on historic experience and other factors that are considered to be relevant. Actual results may 
differ from these estimates.

The estimates and underlying assumptions are reviewed on an on-going basis. Revisions to accounting estimates are recognized in the 
period in which the estimate is revised if the revision affects only that period, or in the period of the revision and future periods if the 
revision affects both current and future periods. 
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Critical judgements in applying the Group’s accounting policies
The Group does not have any critical judgements, apart from those involving estimations (which are dealt with separately below).

Key sources of estimation uncertainty
The key assumptions concerning the future, and other key sources of estimation uncertainly at the balance sheet date, that have a 

discussed below, in particular: Impairment of goodwill and intangible assets; Financial instruments; Taxation; provisions; Share-based 
payment transactions; and Investment in subsidiary undertakings.

(r) Impairment of goodwill and intangible assets
Determining whether goodwill is impaired requires an estimation of the value in use of the cash-generating units to which goodwill 

to arise from the cash-generating unit and a suitable discount rate in order to calculate present value. Goodwill and intangible assets 
have not been impaired.

Details of goodwill and intangible assets are set out in note 17 and 18 respectively. 

Interest expenses are recognized using the effective interest method.

Finance revenue is recognized using the effective interest method.

(t) Financial instruments

provision of the instrument.

Financial assets

are initially measured at fair value.

Effective interest method
The effective interest method is a method of calculating the amortized cost of a debt instrument and of allocating interest income over 
the relevant period. The effective interest rate is the rate that exactly discounts estimates future cash receipts (including all fees and 
points paid or received that form an integral part of the effective interest rate, transaction costs and other premium or discounts) through 
the expected life of the debt instrument, or, where appropriate, a shorter period, to the net carrying amount on initial recognition.

Income is recognized on an effective interest basis for debt instrument.

Loans and other receivables

Impairment. Interest income is recognized by applying the effective interest rate, except for short-term receivables when recognition 
of interest would be material. 
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Loans and receivables include cash and cash equivalents. Cash and short-term deposits in the balance sheet comprise cash at bank and 
in hand and short-term deposits with an original maturity of three months or less. For the purposes of the Cash Flow Statement, cash 

Financial assets are assessed for indicators of impairment at each balance sheet date. Financial assets are impaired where there is 

• 
• default of delinquency in interest or principal payments; or
• 

For Financial assets carried at amortized cost, the amount of the impairment is the difference between the asset’s carrying amount 

receivables, where the carrying amount is reduced through the use of an allowance account. When a trade receivable is considered 
uncollectible, it is written off against the allowance account. Changes in the carrying amount of the allowance account are recognized 

With the exception of available for sale equity instruments, if, in a subsequent period, the amount of the impairment loss decreases 
and the decrease can be related objectively to an event occurring after the impairment was recognized, the previously recognized 

is reversed does not exceed what the amortized cost would have been had the impairment not been recognized.

nor retains substantially all the risks and rewards of ownership and continues to control the transferred asset, the Group recognizes 
its retained interest in the asset and an associated liability for amounts it may have to pay. If the Group retains substantially all 

recognizes a collateralized borrowing for the proceeds received.

consideration received and receivable and the cumulative gain or loss that had been recognized in other comprehensive income and 

Financial liabilities and equity
 

contractual arrangement.

Equity instruments
An equity instrument is any contract that evidences a residual interest in the assets of an entity after deducting all of its liabilities. 
Equity instruments issued by the Group are recognized at the proceeds received net of direct issue costs.

Financial liabilities
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recognized on a effective yield basis.

over the relevant period. The effective interest rate is the rate that exactly discounts estimated future cash payments through the 

 (u) Taxation
The tax expense represents the sum of the tax currently payable and deferred tax.

Current tax

statement because it excludes items of income or expense that are taxable or deductible in other years and it further excludes items 
that are never taxable or deductible.  The Group’s liability for the current year is calculated using jurisdictional tax rates that have been 
enacted or substantively enacted by the balance sheet date.

Deferred tax
Deferred tax is the tax expected to be payable or recoverable on differences between the carrying amounts of assets and liabilities in 

liability method. Deferred tax liabilities are generally recognized for all taxable temporary differences and deferred tax assets are 

be utilized.

Deferred tax is calculated at the tax rates that are expected to apply in the period when the liability is settled or the asset is realized. 
Deferred tax is charged or credited in the income statement, except when it relates to items charged or credited directly to equity, in 
which case it is also dealt with in equity.

Current and deferred tax for the year

income or directly in equity, in which case, the current and deferred tax are also recognized on other comprehensive income or 
directly inequity respectively. 

(v) Provisions
Provisions are recognized when the Group has a present obligation (legal or constructive) as a result of a past event, it is probable that 

the amount of the obligation.

The amount recognized as a provision is the best estimate of the consideration required to settle the present obligation at the balance 
sheet date, taking into account the risks and uncertainties surrounding the obligation. Where a provision is measured using the cash 

time value of money is material).

 
receivable is recognized as an asset if it is virtually certain that reimbursement will be received and the amount of the receivable  
can be measured reliably.

(w) Share-based payment transactions
Equity-settled share-based payments to employees are measured at the fair value of the equity instrument at the grant date.  The 
fair value excludes the effect of non market-based vesting conditions.  The fair value is determined by using the Black-Scholes model.  
Details regarding the determination of the fair value of equity-settled share-based transactions are set out in Note 27.
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The fair value determined at the grant date of the equity-settled shared-based payments is expensed on a straight-line basis over 
the vesting period, based on the Group’s estimate of the equity instruments that will eventually vest.  At each balance sheet date, the 
Group revises its estimate of the number of equity instruments expected to vest as a result of the effect of non market-based vesting 

Note 16)

(x) Investment in subsidiary undertakings

for impairment.

2 Operating segments – Group

the purpose of resources allocation and assessment of segment performance is focused on the category for each type of activity. The 
principal categories (and the Group’s segments under IFRS 8) are:

• Registry ownership (‘Registry’) – applicant of top level domain name from ICANN and wholesaler of domain names of those top 
level domain names

• Registry service provider (‘RSP’) and consulting services – back end service provider for a registry

 Segment revenues and results
 Registry RSP Other Elimination Total 
2016 $ 000 s $ 000 s $ 000 s $ 000 s $ 000 s

Revenue     

External sales 13,818 1,058 125 - 15,001

     

Foreign exchange gain     251

Loss on disposal of tangible assets     (18)

Share based payment expense     (745)

Share of loss of joint venture     (25)

EBITDA before Restructuring     3,073

Restructuring costs - operating     (1,166)

Restructuring costs - contract     (3,748)

Amortisation and depreciation     (285)

Finance revenue     39

Loss on disposal of joint venture     (276)

Profit before tax     (2,363)

Income tax     195

Inter-segment sales are charged at prevailing market prices.
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 Registry RSP Other Elimination Total 
2015 - Restated $ 000 s $ 000 s $ 000 s $ 000 s $ 000 s

Revenue     

External sales 3,705 2,554 65 - 6,324

Tota  Revenue 3,705 2,554 65 - 6,324

     

Operating EBITDA 4,250 (3,155) (237) (592) 266

Foreign exchange gain     (1,240)

Loss on disposal of tangible assets     (161)

Share based payment expense     (3,235)

Share of loss of joint venture     1

EBITDA before Restructuring     (4,369)

Restructuring costs     -

EBITDA     (4,369)

Amortisation and depreciation     (417)

Finance revenue     82

Finance costs     (18)

Profit or loss on disposal of subsidiaries     -

Loss on disposal of joint venture     -

Profit before tax     (4,722)

Income tax     52

Profit after tax     (4,670)

gTLD applications $148k allocated to RSP.

Inter-segment sales are charged at prevailing market prices.

 Other segment information
   Segment assets Depreciation and amortisation

   Restated  Restated 
  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Registry  66,143 73,114 278 61

RSP  5,736 9,446 4 356

Other  3,581 6,288 3 -

with the exception of interest in joint ventures. Goodwill has been allocated to reportable segments as described in note 17.
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 Geographical information
The Group’s information about its segment assets by geographic location are detailed below.

 Revenue from external customers Non-current assets Additions to Non-current assets

  Restated   Restated  Restated 
 2016 2015 2016 2015 2016 2015 
 $ 000 s $ 000 s $ 000 s $ 000 s $ 000 s $ 000 s

British Virgin Islands 3,858 2,303 43,103 43,751 3 500

Ireland 2,278 120 49 807 35 631

United Kingdom 1,047 2,434 3,817 8 3,815 -

Germany 1,483 1,143 452 333 165 -

Hungary - - 174 181 - -

USA 6,335 324 4,637 3,511 1,561 801

Included in revenues arising from the Registry segment are revenues of $1,963k (2015: $589k), which arose from sales to the Group’s 
largest customer.

Revenue for the Company is all derived from the Registry segment.

3 Partner payments
   Group  Company

   Restate  Restated 
  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Partner Payments  1,520 844 1,049 496

Partner payments represents the expense relating to certain TLDs where royalty and similar payments are required to be made. Such 
payments are based on the Group’s and Company’s billing and are deferred in line with accounting revenue. This represents a change 
in the Group’s and the Company’s accounting policy. Previously the Group and the Company did not defer such payments, recognizing 
the payment immediately as an expense. See note 1 (k) for further details.

4 Cost of sales
   Group  Company

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Third Party Fees  918 295 190 59

ICANN Fees  882 813 642 647

Other  741 156 614 129
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5 Restructuring costs – operating
   Group  Company

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Executive severance pay-outs  522 - - -

Employee severance pay-outs   247 - - -

Relocation costs  118 - - -

Migration costs  279 - 80 -

The nature of the restructuring activities and costs are detailed in the Executive Summary.

6 Restructuring costs – contracts
   Group  Company

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Restructuring contracts  3,748 - - -

Restructuring costs – contracts, relates to costs incurred to re-negotiate certain contracts. See the Executive Summary for further details. 

7 Discontinued operations
During the year, the group entered into a sale agreement to dispose of the registrar customer list effectively closing down the 
registrar business. The disposal was affected to pursue the group’s strategy of being a pure play registry. The disposal was completed 
during the year. 

     Group

    2016 2015 
    $ 000 s $ 000 s

Revenue    - -

Expenses    (1,312) (3,883)

Amortization    (1,020) (801)

Income tax    - -

Operating expenses have been separated into “ongoing” and “forfeited”. Ongoing operating expenses represent expenses that the 
restructured Group and Company would have incurred for the current year. 

Forfeited expenses represent expenses that the Group and Company would not have incurred under a restructured business, 

employees and certain expenses no longer required under the restructured business. 

During the year, the Group paid costs of $504k to Patrimoine International Limited of which $200k has been recognized within 
operating expenses, $90k within cost of goods sold and the remainder allocated to cost of cash issue in equity. In addition, Patrimoine 
International Limited was granted 2,500,000 share options, vesting over 3 years with an exercise price of 13 pence (15.9 cents) with a 
calculated fair value of $94k. The contract with Patrimoine was terminated in Q1 2017.
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9 EBITDA before restructuring costs
EBITDA before restructuring costs is arrived at after charging:

   Group  Company

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Auditors’ remuneration – current year auditors     

Audit of these financial statements  68 71 68 69

Audit of the financial statements of subsidiaries   35 36 - -

Tax compliance  11 5 - -

Other services  20 4 - -

Directors’ emoluments – fees and salaries  1,610 2,172 438 226

Operating lease rentals   237 770 - -

Foreign exchange gain  (251) 1,240 (317) 2,781

10 Employee information (excluding directors)
   Group  Company

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Staff costs comprised of:      

Wages and salaries  3,670 5,581 - -

Share based payment (credit) / expense   (71) 1,539 - -

Tota   3,599 7,120 - -

   Group  Company

Monthly average number of employees:     

Administration  12 13 - -

Finance  6 5 - -

Sales & Marketing   7 9 - -

Engineering  6 21 - -

11 Directors’ emoluments
   Group  Company

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Directors emoluments  1,610 2,172 482 226

Share based payment expense (Note 27)  528 1,597 528 96
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     Group

      Directors Share Option 
  Salaries & Fees Redundancy Bonus Benefits in kind emoluments Pay-out Total
2016  $ 000 s $‘000 $ 000 s $ 000 s $ 000 s $‘000 $ 000 s

Executive Directors     

Toby Hall (#)  199 - 100 - 299 - 299

Michael Salazar  326 - 100 29 455 75 530

Antony Van Couvering (#)  137 522 - - 659 556 1,215

Caspar Veltheim (#)  14 - - - 14 - 14

        

Non-Executive Directors     

Guy Elliott  100 - - - 100 - 100

Henry Turcan (#)  53 - - - 53 - 53

David Weill (#)  10 - - - 10 - 10

Keith Teare  (#)  10 - - - 10 56 66

Elliot Noss (#)  10 - - - 10 - 10

     Group

      Directors Share Option  
  Salaries & Fees Redundancy Bonus Benefits in kind emoluments Pay-out Total
2015  $ 000 s $‘000 $ ‘000 $ 000 s $ 000 s $‘000 $ 000 s

Executive Directors     

Antony Van Couvering  373 - 325 28 726 - 726

Michael Salazar  330 - 152 50 532 - 532

Caspar Veltheim  152 - 88 20 260 - 260

Frederick Krueger (#)  149 - 260 19  - 

        

Non-Executive Directors 

Guy Elliott (#)  21 - - - 21 - 21

David Weill (#)  21 - - - 21 - 21

Keith Teare (#)  92 - - - 92 - 92

Elliot Noss  92 - - - 92 - 92
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       Company

      Directors  Share Option  
 Salaries & Fees Redundancy Bonus Benefits in kind emoluments  Pay-out Total 
2016 $ 000 s $‘000 $ 000 s $ 000 s $ 000 s $‘000 $ 000 s

Executive Directors     

Toby Hall (#) 199 - 100 - 299 - 299

Michael Salazar - - - - - - -

Caspar Veltheim (#) - - - - - - -

Antony Van Couvering (#) - - - - - - -

Non-Executive Directors       

Guy Elliott 100 - 0  - 100 - 100

Henry Turcan (#) 53 - - - 53 - 53

David Weill (#) 10 - - - 10 - 10

Keith Teare (#) 10  - - 10 56 66

Elliot Noss (#) 10 - - - 10 - 10

       Company

       Directors  Share Option  
 Salaries & Fees Redundancy Bonus Benefits in kind emoluments Pay-out Total 
2015 $ 000 s $ 000 $ 000 s $ 000 s $ 000 s $ 000 $ 000 s

Executive Directors       

Antony Van Couvering - - - - - - -

Michael Salazar - - - - - - -

Caspar Veltheim - - - - - - -

Frederick Krueger (#) - - - - - - -

Non-Executive Directors       

Guy Elliott (#) 21  - - 21 - 21

David Weill (#) 21 - - - 21 - 21

Keith Teare (#) 92 - - - 92 - 92

Elliot Noss 92 - - - 92 - 92

Tota  226  - - 226 - 226

Details of Directors’ share options exercised have been disclosed in note 27 to the accounts.
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12 Finance revenue
   Group  Company

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Bank interest  35 82 35 82

Other interest received  4 - 4 -

13 Finance costs
   Group  Company

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Interest on obligations under finance lease  - 18 - -

14 Income tax expense – Group 
    2016 2015 
    $ 000 s $ 000 s

Current tax credit    195 52

Deferred tax    - -

    195 52

    2016 Restated 2015 
    $ 000 s $ 000 s

Loss before tax on continuing operations    (2,363) (4,722)

Tax at the BVI tax rate of 0%    - -

Research and development tax credit    212 52

Income Tax    (17) -

    195 52

The charge for the current year can be reconciled to the loss per the Company statement of comprehensive income as follows:

    2016 Restated 2015 
ncome tax expense - Company    $ 000 s $ 000 s

Current tax    - -

Deferred tax    - -

    - -

    2016 Restated 2015 
    $ 000 s $ 000 s

Profit before tax on continuing operations    (6,050) 1,032

Tax at the BVI tax rate of 0%    - -

    - -

The British Virgin Islands under the IBC (international business company) imposes no corporate taxes or capital gains. However, the 
Company as a group may be liable for taxes in the jurisdictions where it is operating.
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(2015: $12.9m) in the USA, $1.7m (2015: $2.2m) in Germany, $6.8m (2015: $5.9m) in Ireland, $10.4 (2015: $6.6m) in the United 
Kingdom, $31k (2015: $Nil) in Hungary and $22k (2015: $Nil) in China. 

15 Dividends 
No dividends were paid or proposed by the Directors (2015: $Nil).

16 Loss per share 

issue during the period. 

    2016 Restated 2015 
Earnings / (loss)    $ 000 s $ 000 s

Loss for the purpose of the basic and diluted earnings per share 

Loss from continuing operations     (2,175) (4,651)

Loss from discontinued operations     (2,332) (4,684)

    2016 2015 
Number of shares    million million

Weighted average number of ordinary shares used in calculating basic loss per share   743.00 829.34

Effect of dilutive potential ordinary shares – share options and warrants     - -

    2016 Restated 2015 
Loss per share from continuing operations    cent cent

Basic    (0.29) (0.56)

Diluted    (0.29) (0.56)

    2016 Restated 2015 
Loss per share from discontinued operations    cent cent

Basic    (0.31) (0.56)

Diluted    (0.31) (0.56)

All potential shares were anti-dilutive for 2016 and 2015 continuing and discontinued operations due to the loss reported. 

17 Goodwill 
     Group 
Cost     $ 000 s

31 December 2015 and 31 December 2016     2,828

that business combination. Goodwill has been allocated to the ‘Registry’ segment (a single ‘CGU’). 

 Impairment review
The Group tests goodwill annually for impairment, or more frequently if there are indicators that goodwill might be impaired.

At 31 December 2016, the Directors have carried out an impairment review and have concluded that no impairment is required. 

The recoverable amount of the CGU is determined from value in use calculations. The key assumptions for the value in use calculations 
are those regarding the discount rates, growth rates and expected changes to selling prices and direct costs. Management estimate 



FIN
A

N
C

IA
L S

TA
TE

M
E

N
TS

S
TR

A
TE

G
IC

 R
E

P
O

R
T

G
O

V
E

R
N

A
N

C
E

45

The Group has carried out sensitivity analysis on the growth rate and discount rate. A 2% change in either rate would not give any 
indication of impairment.

18 Intangible assets
 Group

     Development   
  generic Software & costs Contract  
  Top Level development (Assets under based  
  Domains costs construction) intangible assets Other Total
  $ 000 s $ 000 s $ 000 s $ 000 s $ 000 s $ 000 s

Cost       

At 1 January 2015  39,063 1,423 148 - 162 40,796

Additions  500 88 541 - 10 1,139

Transfer from other long term assets  551 - - - - 551

Transfer from assets under construction  - 666 (666) - - -

Exchange differences  (36) (107) (23) - (1) (167)

       

Additions  1,500 261 - 3,185 - 5,576

Exchange differences  (17) (34) - - (1) (52)

      

Accumu ated Amortization       

At 1 January 2015  - (199) - - - (199)

Charge for the year  - (677) - - (171) (848)

Exchange differences  - 19 - - - 19

       

Charge for the year  - (1,171) - - - (1,171)

Exchange differences  - (42) - - 1 (40)

At 31 December 2016  - (2,070) - - (170) (2,240)

       

At 31 December 2015  40,078 1,213 - - - 41,291
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 Company
    generic Top Level Software &   
    Domains development costs Other Total 
    $ 000 s $ 000 s $ 000 s $ 000 s

Cost        

At 1 January 2015    38,694 51 99 38,844

Additions    500 - - 500

Transfers from other long term assets    185 - - 185

At 31 December 2015    39,379 51 99 39,529

       

Additions    - 3 - 3

At 31 December 2016    39,379 54 99 39,532

       

Accumu ated amortization       

At 1 January 2015    - (9) - (9)

Charge for the year    - (19) (42) (61)

      

Charge for the year    - (16) (57) (73)

At 31 December 2016    - (44) (99) (139)

       

At 31 December 2015    39,379 27 57 39,463

 generic Top Level Domains 
In 2012, the Group applied for new generic Top Level Domains to the Internet Corporation for Assigned Names and Numbers 
(ICANN), see note 19 for further details. Successful applications are transferred from other long-term assets to Intangible assets. The 
Group capitalises the full cost incurred to pursue the rights to operate generic Top Level Domains including amounts paid at auction to 
gain this right where there is more than one applicant to ICANN for the same generic Top Level Domain.

of that revenue share was used to fund its acquisition.

there are indicators that the asset might be impaired. 

 Impairment review of intangible assets
The Directors carried out an impairment review as at 31 December 2016 and have concluded that no impairment is required. 
The recoverable amounts of each group of generic Top Level Domains (the grouping of generic Top Level Domains is based on its 
characteristics), software, contract based intangible assets and other intangible assets are determined from value in use calculations. 
The key assumptions for the value in use calculations are those regarding the discount rates, growth rates and expected changes to 
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(2015: 9%).

The group has carried out sensitivity analysis on the growth rate and discount rate. A 2% change in either rates would not give any 
indication of an impairment for all classes of intangible assets, with the exception of contract based intangible assets, where a 2% 
change in either rate would indicate an impairment of: 

• Growth rate decrease by 2% - $1,620k
• Discount rate increase by 2% - $2,160k 

19 Fixtures and equipment 
     Fixtures & equipment  
     $ 000 s

Cost    

At 1 January 2015    1,196

Additions    108

Disposal    (855)

Exchange differences    (61)

    

Additions    28

Disposal    (99)

Exchange differences    (7)

At 31 December 2016       310

    

Depreciation    

At 1 January 2015    (325)

Depreciation charge for the period    (367)

Disposal    476

Exchange differences    17

At 31 December 2015       (199)

    

Depreciation charge for the period    (64)

Disposal    36

Exchange differences    6

At 31 December 2016       (221)

    

At 31 December 2015       189
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20 Investment in subsidiaries
     Company

    2016 2015 
nvestments in group undertakings company    $ 000 s $ 000 s

Cost     

At the beginning of the year    4,189 3,548

Movement in the year    42,054 641

Impairment    (6,859) -

The movement in the year of $42,054k represents inter-company loans receivable by the Company now treated as investments in 
subsidiaries.

The Impairment in the year, relates to the impairment of the Company’s subsidiary, Minds and Machines Ltd (UK). The recoverable 

A 2% change in either rate would result in a further impairment charge of:

• Growth rate decreased by 2% - $1,620k
• Discount rate increase by 2% - $2,160k

Details of the Company’s subsidiaries are as follows:

    Proportion of   
    ownership Proportion of
Name  Place of ncorporation  interest voting power
  (or registration and operation) Principal activity (%) (%)

Minds + Machines US, Inc. (DE)  US Holding company 100 100

Minds + Machines LLC (3)  US Registry 100 100

Minds + Machines LLC (FL) (3)  US Registry 100 100

Bayern Connect GmbH  Germany Registry 80 100

Minds and Machines GmbH   Germany Registry 80 100

Minds + Machines Ltd (Ireland)   Ireland RSP 100 100

Minds and Machines Ltd (UK)   England & Wales RSP 100 100

Minds + Machines Registrar Ltd (IE) (4)  Ireland Dormant 100 100

Minds and Machines Registrar UK Ltd  England and Wales Registrar 100 100

Emerald Names Limited (2)   Ireland Dormant 100 100

Dot Wedding Registry Limited (2)  Ireland Dormant 100 100

Minds + Machines Hungary   Hungary Registry 100 100

Emerald Names Inc   US Registry 100 100

Boston TLD Management LLC   US Registry 99 99

Dot Law Inc (3)  US Registrar 100 100

Beijing MMX Tech Co. Ltd (1)    China Registry 100 100

(1) Subsidiary incorporated in the year 
(2) During the year, these entities were deregistered  
(3) Minds + Machines LLC (CA), Minds + Machines LLC (FL) and Dot Law, Inc. are direct subsidiaries of Minds + Machines US, Inc (DE)  
(4) Minds + Machines Registrar Limited (Ireland) is a direct subsidiary of Minds + Machines Ltd (Ireland).
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21 Interest in joint venture 
At the start of the year, the group had a 50% interest in 4 joint ventures; Rugby Domains Ltd, Basketball Domains Ltd, Entertainment 
Names Inc and Dot Country LLC. These joint ventures were formed to sell second-level domain names to registrars. During the year, 
the group disposed of its interest in Basketball Domains Ltd and Rugby Domains Ltd, no proceeds were received from the disposal of 
both. The loss on disposal of the two joint ventures was $276k.

     Group

    2016 2015 
Share of interest in assets / liabilities    $ 000 s $ 000 s

Assets     

- Non-current    379 379

- Current    421 470

    

Liabilities     

- Current    (415) (14)

     

Share of interest in assets    

     

- Revenue    16 29

- Cost of sales    (15) (25)

- Expenses    (26) (3)

(Loss) / profit after income tax      (25) 1

There are no commitments arising in the joint ventures.

There are no contingent liabilities relating the Group’s interest in the joint ventures, and no contingent liabilities of the venture itself.

Each joint venture is individually immaterial.

The principal place of business for Rugby Domains Ltd, Basketball Domains Ltd and, Entertainment Names Inc. is the British Virgin 
Islands. The principal place of business for Dot Country LLC is the Cayman Islands.

 Company
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22 Other long-term assets 
     Group and Company

    2016 2015 
    $ 000 s $ 000 s

Restricted cash    2,217 2,153

Other long-term receivables    1,110 1,295

The Group capitalizes the costs incurred to pursue the rights to operate certain gTLD strings as these are deemed to provide probable 

During the application process capitalized payments for gTLD applications are included in Other Long Term Assets. While there is 

gTLD strings are available for their intended use, which is expected to occur following the delegation of gTLD strings by ICANN. In 
general, MMX does not expect to withdraw any of its applications unless the application has not passed the evaluation process and 
there is no further recourse or there is an agreement to sell or dispose of its interest in certain applications.

and Numbers (ICANN) under ICANN’s New generic Top Level Domain (gTLD) Program and deposited US$3.6 million to fund the 
letters of credit required by ICANN. 

In 2013, 11 such applications were withdrawn either as a result of participation in auctions or management decision. A further 
application was transferred to a joint venture. As a result, application fees paid to ICANN as at 31 December 2013 amounts to 
$11,100k and deposits to fund letters of credit amounts to $3,248k. 

In 2014, 22 further applications were withdrawn either as a result of participation in auctions or management decisions. As a result, 
application fees paid to ICANN as at 31 December 2014 amounts to $3,145k. Due to the withdrawal on several applications deposits 
to fund letters of credit decreased to $2,837k.

In 2015, 7 further applications were withdrawn either as a result of participation in auctions or management decisions. As a result, 
application fees paid to ICANN as at 31 December 2015 amounts to $1,295k. Due to the withdrawal on several applications 
deposits to fund letters of credit decreased to $2,153k. Of the applictaions withdrawn, 6 applications were withdrawn as a result of 
participation in private auction where the Group did not win but received a portion of the auction proceeds. Such auction proceeds, 

In 2016, one further application was withdrawn due to management decision. As a result, application fees paid to ICANN as at 31 
December 2016 amounts to $1,110k and deposits to fund letters of credit increased to $2,217k due to the funding of Boston. 
Deposits to fund letters of credit increased to $2,217k due to additional funding required for a TLD. 

Where MMX receives a partial cash refund for certain gTLD applications and/or to the extent the Group elects to sell or dispose of 
its interest in certain gTLD applications throughout the process, it may incur gains or losses on amounts invested. In such cases the 

of the Group’s interest in gTLD applications will be recognized when realized, and losses will be recognized when deemed probable. 
Other costs incurred by MMX as part of its gTLD initiative not directly attributable to the acquisition of gTLD operator rights are 
expensed as incurred.

Of the application which was withdrawn, $37k of the application fee is recoverable, the amount not received from ICANN as a result 

$148k (2015: $148k). 

Restricted cash is interest bearing and is therefore stated at fair value. Other long-term receivables are stated at amortized cost.
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23 Cash and cash equivalents

   Group  Company

   Restated  Restated 
  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Operating EBITDA  3,610 266 1,676 5,809

Adjustments for:    

Loss from discontinued operations (note 6)  (1,312) (3,883) - -

Restructuring costs  (1,166) - (80) -

(Increase) / decrease in trade and other receivables  (1,926) 662 (4,495) 838 
including long term receivables

(Decrease) / increase in trade and other payables  (350) 205 10,026 (169)

Profit on gTLD auction  - (7,943) - (7,943)

Loss on withdrawal of gTLD application  148 148 148 148

Foreign exchange (gain) / loss  276 332 215 (2,483)

 Restricted cash
Included in the Group and company’s cash and cash reserves is restricted funds of $1million (2015: $Nil) held in escrow to satisfy 

24 Trade and other receivables
   Group  Company

   Restated  Restated 
  2016 2015 2016 2015 
Current trade and other receivables  $ 000 s $ 000 s $ 000 s $ 000 s

Trade receivables  3,992 2,791 3,048 1,908

Other receivables  1,969 916 732 62

Prepayments  1,943 1,893 859 691

Balances due from subsidiaries  - - 3,831 37,234

Due from joint ventures  49 6 49 6

The loans due from subsidiaries are interest free and have no fixed repayment date. The loans have been classified to current receivables in the 
current year as the directors assess these balances to be recoverable in 2017. The difference between the carrying value and the fair value of 
the loan at the reporting date is deemed to be immaterial.

 Trade receivables – Group

Ageing of past due but not impaired receivables:

    2016 2015 
    $ 000 s $ 000 s

1 – 30 days    - -

31 – 60 days    1,766 210

61-90 days    398 514

91 days and over    594 951

Included in the ageing of past due but not impaired receivables of 91 days and over an amount of $239k receivable from one customer 
was received after the year end.
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 Trade receivables - Company

Ageing of past due but not impaired receivables:

    2016 2015 
    $ 000 s $ 000 s

1 – 30 days    - -

31 – 60 days    1,635 194

61-90 days    398 502

91 days and over    354 42

Included in the ageing of past due but not impaired receivables of 91 days and over an amount of $239k receivable from one customer 
was received after the year end.

25 Trade and other payables
   Group  Company

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Trade payables  878 211 181 114

Due to joint ventures  70 18 65 13

Due to subsidiaries  - - 8,798 -

Taxation liabilities  171 206 - -

Other liabilities  5,917 2 228 -

Deferred revenue  6,095 5,613 3,523 2,225

Accruals  1,853 2,922 1,085 1,500

All trade and other payables are due within one year and approximate their fair value.
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26 Share capital and premium
    Price per share Total 
Called up, allotted, issued and fully paid ordinary shares of no par value   Number of shares (cents/pence) $ 000

As at 1 January 2014   650,558,522  49,481

30 January 2014 – cash on issue of shares   175,000,000 19.89/12 34,801

Options and warrants exercised:     

4 April 2014 for cash on exercise of options   3,000,000 6.7/4 201

13 July 2014 for cash on exercise of options   738,299 18.1/11 134

14 July 2014 for cash on exercise of options   350,000 15.4/9 54

25 July 2014 for cash on exercise of options   350,000 15.8/9 55

12 September 2014 for cash on exercise of options   350,000 15.4/9 54

22 October 2014 for cash on exercise of warrants   1,622,664 6.5/4 106

14 November 2014 for cash on exercise of options   4,000,000 6.8/4 273

     

Cost of share issue     (2,293)

As at 31 December 2014   835,969,485  82,866

     

Shares repurchased   (68,864,800) 13/8.6 (9,050)

     

Shares repurchased   (10,658,568) 11/7.7 (1,179)

Share warrants exercised:     

24 May 2016 for cash on exercise of options   1,103,753 8.7/6 95

Shares repurchased:     

3 October 2016 Tender Offer   (100,000,000) 16.9/13 (19,088)

Shares issued:     

10 October 2016 Shares issued for cash   42,307,692 16.2/13 6,716

Cost of share issue     (300)
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27 Share-based payments
    2016 2015 
Share-based payment expense    $ 000 s $ 000 s

Equity settled share based payments    653 3,223

Expense as a result of modification of equity settled share based payments    92 12

Tota     745 3,235

The company has the following share option schemes in place:

• Directors and Employees Share Option Scheme – this scheme was previously open to all directors and employees of the scheme. 
Current employees are now enrolled under a new ‘Restricted Share Option’ (RSU) scheme (see below) whilst this current scheme is 
only open to Directors and certain senior executives.

• Restricted Share Option (‘RSU’) scheme – the group opened a new scheme for all employees of the group with the exclusion of 
Directors and certain senior executives.

Directors and Employees Share Option Scheme
  2016  2015

    Weighted 
  Weighted average  average exercise 
 Number of share exercise price (cents / Number of price (cents / 
 options pence) share options pence)

Outstanding at the beginning of the year 55,207,318 9.8/8.0 23,712,500 9.5/6.4

Granted during the year 15,000,000 9.8/8.0 41,950,000 13.17/8.88

Forfeited during the year (1) (15,244,818) 8.5/6.9 (10,455,182) 12.06/8.14

Exercised during the year (2) (25,150,000) 8.7/7.0 - N/A

Expired during the year - N/A - N/A

Exercisable at the end of the year 9,575,000 9.4/7.6 34,353,056 10.69/7.21

1. Included within the number of share options forfeited in the year are 8,500,000 (2015: Nil) share options issued to Directors that were 
forfeited and settled in cash. This change was treated as a modification of a share based payment from equity settled to cash settled. 
The amounts payable under this settlement amounted to $75k, which has already been recognized as an expense in the prior years and 
therefore reduced from equity in the current year as a repurchase of equity instrument. No additional amounts were expensed.

2. Included within the number of share options exercised during the year are 25,150,000 (2015: Nil) share options issued that were settled 
in cash. This change was treated as a modification of a share based payment from equity settled to cash settled. The amount payable under 
this settlement amounted to $676k, of which $639k had already been recognized as a share based payment expense in the prior years and 
therefore reduced from equity in the current year as a repurchase of equity instrument. The balance of $37k was expensed. 

The weighted average contractual life of outstanding options at the end of the year is 1.5 years (2015: 8.2 years).  There were 
15,000,000 options granted in 2016 (2015: 41,950,000). The aggregate of the estimated fair values of the options granted under this 
scheme during 2016 is $2,058k (2015: $3,311k).

The general terms of the share options, under the company share options scheme, vest over 3 years (quarterly vesting, 1/12th of 
options vest every quarter) and are exercisable over ten years from the date of grant if the employee remains within the company. The 
exercise price is determined by the average share price over the 30 days preceding the date of the grant. 
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Directors and employee share option scheme – share options granted in the year:
    2016 2015

Weighted average share price (cents/pence)    11.0/9.0 12.6/8.3

Weighted average exercise price (cents/pence)     13.6/8.9

Expected volatility    43.25% 54.69%

Expected life     10 years

Risk-free rate    2% 2%

Expected dividend yield    Ni  Nil

Expected volatility was determined by calculating the historic volatility of the Group’s share price over the previous year. Volatility 
over earlier years is not representative and has therefore not been used to calculated volatility.  The expected life used in the model 
has been adjusted, based on management’s best estimate.

Restricted Share Option Scheme
  2016  2015

  Weighted average  Weighted average 
 Number of share exercise price (cents /  Number of share exercise price (cents /  
 options pence) options  pence)

Outstanding at the beginning of the period 7,133,333 - - -

Granted during the period - - 16,500,000 -

Forfeited during the period (2,737,496) - (4,841,667) -

Exercised during the period (3,595,836) - (4,525,000)* -

Expired during the period - - - -

Exercisable at the end of the period 183,334 - 770,833 -

* All share options exercised during under the Restricted Shared Option Scheme were settled in cash. This change was treated as a 

of which $466k had already been recognized as a share based expense in prior years and therefore reduced from equity in the current 
year as a repurchase of equity instrument. The balance of $23k was expensed.

The weighted average contractual life of outstanding options at the end of the year is 0.64 years (2015: 1.68 years).  There were no 
options granted in 2016 (2015:16,500,000). The aggregate of the estimated fair values of the share options granted under the RSU 
scheme in 2015 was $2,121k.

The general terms of the share options, under the RSU scheme, vest over 3 years (quarterly vesting, 1/12th of options vest every 
quarter) and are exercisable over three years from the date of grant if the employee remains within the company, at a nil exercise price.

Restricted Share Option Scheme – share options granted in the year:
    2016 2015

Weighted average share price (cents/pence)    N/A 13.4/8.75

Weighted average exercise price (£)    N/A Nil

Expected volatility    N/A N/A

Expected life    N/A 3 years

Risk-free rate    N/A 2%

Expected dividend yield    N/A Nil

The market price of the ordinary shares at 31 December 2016 was $0.13 / £0.11 (2015: $0.12 / £0.08) and the range during the year 
was $0.10 / £0.07 to $0.17 / £ 0.13 (2015: $0.11 / £0.07 to $0.16 / £ 0.11).
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Directors’ share options
Details of options for Directors’ who served during the year are as follows:
 
 1 Jan 2016 Granted Forfeited Exercised Expired 31 Dec 2016

Antony Van Couvering (1)* 23,000,000 - - (23,000,000) - -

Michael Salazar (2) 8,500,000 7,500,000 (8,500,000) - - 7,500,000

Toby Hall (3) - 7,500,000 - - - 7,500,000

Caspar Veltheim (4)* 2,512,500 - - - - 2,512,500

Keith Teare (5)* 1,050,000 - - (1,050,000) - -

Elliott Noss (6)* 750,000 - - - - 750,000

(1) 2,626,347 options - exercise price – £0.04, exercisable from – 27 May 2009, expires on – 24 June 2014, 7,000,000 options exercise 
price - £0.09, exercisable from - 22 May 2010, expires on – 24 June 2014. 3,025,143 options – exercisable from 13 May 2013, expires on 
13 February 2023 (quarterly vesting beginning 13 May 2013 of 1/12 of options). 9,474,857 options – exercisable from 13 February 2013, 
expires on 13 February 2023. 10,500,000 options granted in the year – exercise price - £0.08, exercisable from 1 August 2014, expires on 
– 31 July 2024 (quarterly vesting beginning 1 August 2014 of 1/12 of options).

(2) At the beginning of the year 1,250,000 options -Exercise price – £0.062, exercisable from – 1 Jun 2013, expires on – 30 Nov 2022 
(quarterly vesting beginning at 1 Jun 2013 of 1/12 of options) and 7,250,000 options – exercise price - £0.08, exercisable from 
1 August 2014, expires on – 31 July 2024 (quarterly vesting beginning 1 August 2014 of 1/12 of options). During the year, these options 
were forfeited and a further grant of 7,500,000 options were awarded – Nil exercise price – exercisable on the publication of the 2018 
financial statements. 

(3) 7,500,000 options granted in the year – exercise price Nil, exercisable on the publication of the 2018 financial statements. 
(4) 312,500 options – exercise price – £0.07, exercisable from – 1 Aug 2012, expires on 31 Jul 2022 (quarterly vesting beginning at 

1 Nov 2012 of 1/12 of options). 2,200,000 options – exercise price - £0.08, exercisable from 1 August 2014, expires on – 31 July 2024 
(quarterly vesting beginning 1 August 2014 of 1/12 of options).

(5) 300,000 options – exercise price - £0.08, exercisable from 1 August 2014, expires on – 31 July 2024 (quarterly vesting beginning 
1 August 2014 of 1/12 of options) 300,000 options exercised in 2016.

(6) 750,000 options – exercise price - £0.08, exercisable from 1 August 2014, expires on – 31 July 2024 (quarterly vesting beginning 
1 August 2014 of 1/12 of options).

Total warrants outstanding
As at 31 December 2016 the outstanding unexercised warrants in issue were:

Exercise Price   Expiry Date  Number of warrants

12p   12 February 2017  1,047,089

15p   18 March 2021  650,000

13p   31 October 2019  2,500,000

In 2016 1,103,753 (2015:Nil) warrants were exercised at an exercise price of 8.7 cents / 6 pence. 
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As at the 31 December 2015 the outstanding unexercised warrants in issue were:

Exercise Price Expiry Date    Number of warrants

10p 06 May 2019    8,000,000

6p 3 June 2016    1,103,753

12p 12 February 2017    1,047,089

15p 19 March 2021    650,000

28 Financial instruments
 Capital risk management

The Group and Company manages its capital to ensure that entities in the Group will be able to continue as going concerns while 
maximizing the return to stakeholders through the optimization of the debt and equity balance. The Group and Company’s overall 
strategy remains unchanged from 2015.

The capital structure of the Group and Company consists cash and cash equivalents and equity attributable to equity holders of the 
parent, comprising issued capital, reserves, and retained earnings.

The Group and Company is not subject to any externally imposed capital requirements.

to changes in market rates in respect of foreign exchange risk, However, it does review its currency exposures on an ad hoc basis. 
Currency exposures relating to monetary assets held by foreign operations are included within the foreign exchange reserve in the 
Group Balance Sheet.

Group
    2016 Restated 2015 
Financial assets    $ 000 s $ 000 s

Cash and bank balances    15,275 34,651

Loans and receivables (including long term receivables)    8,178 6,707

Financial liabilities  

Other financial liabilities at amortised cost    6,792 213

 
Company
    2016 Restated 2015 
Financial assets    $ 000 s $ 000 s

Cash and bank balances    10,544 23,990

Loans and receivables (including long term receivables)    9,828 42,013

Financial liabilities  

Other financial liabilities at amortised cost    9,205 114
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 Financial risk management objectives
The Group and Company’s Finance function provides services to the business, co-ordinates access to domestic and international 

reports, which analyses exposures by degree and magnitude of risks. These risks include market risk, credit risk, liquidity risk, and cash 

It is, and has been throughout 2016 and 2015, the policy of both the Group and the Company that no trading derivatives are contracted.

rate risk and capital risk. Management reviews and agrees policies for mitigating each of these risks, which are summarised below.

 Market risk

interest rates. The risk is managed by the Group and Company by maintaining an appropriate mix of cash and cash equivalents in the 

exposure to interest rates and foreign currency risk.

 Foreign currency risk
The Group and Company undertakes transactions denominated in foreign currencies; consequently, exposures to exchange rate 

rates when transferring funds between accounts denominated in different currencies.

The carrying amount of the Group and Company’s foreign currency denominated monetary assets and monetary liabilities at the 
reporting date is as follows:

Group  Liabilities Assets

   Restated  Restated 
  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Sterling  5,682 159 3,708 7,541

USD  1,065 35 18,047 30,297

Euro  45 19 1,698 3,520

Company  Liabilities Assets

   Restated  Restated 
  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Sterling  2,068 - 3,696 1,226

USD  5,524 114 14,780 64,777

Euro  1,613 - 1,896 -

As at 31 December  9,205 114 20,372 66,003
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 Foreign currency sensitivity analysis
The following table details the Group and Company’s sensitivity to a 10% increase and decrease in the functional currency against the 
relevant foreign currencies. 10% represents management’s assessment of the reasonably possible change in foreign exchange rates.

at the period end for a 10% change in foreign currency rates. The following table sets out the potential exposure, where a positive 

loss and other equity, and the balances below would be positive.

Group  Pound Sterling impact Euro impact

   Restated  Restated 
  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Profit or loss (i)  (1,129) (770) (174) (354)

Other equity (ii)  - - - -

  (1,129) (770) (174) (354)

Company  Pound Sterling impact Euro impact

   Restated  Restated 
  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Profit or loss (i)  (576) (123) (351) -

Other equity  - -  -

  (576) (123) (351) -

• The main attributable to the exposure outstanding on Pound Sterling and Euro is receivables and payables at the balance sheet 
date.

• 
investments hedges.

In management’s opinion, the sensitivity analysis is unrepresentative of the inherent foreign exchange risk as the year-end exposure 

 Interest rate risk
The Group and Company’s exposure to interest rate risk is limited to cash and cash equivalents held in interest-bearing accounts.

 Interest rate sensitivity analysis

 Credit risk management

The credit risk on trade and other receivables is limited as the amount represents a pre-payment of revenue from a future 
undertaking. The pre-payment has certain conditions associated with it that require the counterparty to refund the amounts paid if 
certain criteria are not met.

The credit risk on cash and cash equivalents is limited as the counterparties are banks with high credit-ratings as determined by 
international credit-rating agencies.
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The credit risk on other long-term assets is limited as the total amount represents two components: deposits for the right to secure 
a revenue-generating asset and restricted cash. The deposits for the right to secure revenue-generating assets are maintained 
by a government sponsored global organization that is contractually required to return a portion of these deposits if requested. 

The restricted cash is deposited with banks with a high-credit rating as determined by international credit-rating agencies.

The exposure of the Group and the Company to credit risk arises from default of its counterparty, with maximum exposure equal to 
the carrying amount of receivables (excluding prepaid income), cash and cash equivalents, and other long term assets in the Group and 

The Group and Company do not hold any collateral as security.

 Liquidity risk management
Ultimate responsibility for liquidity risk management rests with the Board of Directors, which has established an appropriate liquidity 
risk management framework for the management of the Group and Company’s short, medium, and long-term funding and liquidity 
management requirements.  The Group and Company manages liquidity risk by maintaining adequate reserves, banking facilities 

Cash forecasts are regularly produced to identify the liquidity requirement for the Group and Company.  To date, the Group has 

31 December 2016.

   Group  Company

 Weighted average Within 1 year 1 – 5 years Within 1 year 1 – 5 years 
31 December 2016 effective interest rate $ 000 s $ 000 s $ 000 s $ 000 s

Non-interest bearing:     

Trade and other payables  6,792 - 406 -

Fixed interest rate instruments:     

Obligations under finance lease 13.76% - - - -

  6,792 - 406 -

   Group  Company

 Weighted average Within 1 year 1 – 5 years Within 1 year 1 – 5 years 
31 December 2015 effective interest rate $ 000 s $ 000 s $ 000 s $ 000 s

Non-interest bearing:     

Trade and other payables  213 - 114 -

Fixed interest rate instruments:     

Obligations under finance lease 13.76% 2 - - -

  215 - 114 -
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29 Commitments

The group as a lessee    2016 2015 
    $ 000 s $ 000 s

Lease payments recognised under operating leases recognised as an expense in the year   237 770

At the balance sheet date, the Group had outstanding commitments for future minimum lease payments under non-cancellable 
operating leases, which fall due as follows: 

    2016 2015 
    $ 000 s $ 000 s

Within one year    406 423

In the second to fifth years inclusive    2,734 312

After five years    - -

    3,141 735

As at 31 December 2016 and 31 December 2015, the Group has no capital commitments.

As at 31 December 2016 and 31 December 2015, the Company had no lease or capital commitments.

30 Related party transactions - Group
Balances and transactions between the company and its subsidiaries, which are related parties, have been eliminated on consolidation 
and are not disclosed in this note. Transactions between the Group and its associates are disclosed below. Transactions between the 
Company and its subsidiaries and associates are disclosed in note 28.

 Joint ventures
During the year, the Group entered into transactions with its Joint Ventures that resulted in amounts owed to or due from the Joint 

    2016 2015 
    $ 000 s $ 000 s

Due to Rugby Domains Ltd    - 11

Due to Basketball Domains Ltd    - (14)

Due from Entertainment Names Inc    44 44

Due to Dot Country LLC    (33) (58)

 Other
At the balance sheet date, an amount of $61k (2015: $61k) was due from Frederick Krueger (a former Director of the company) in 
relation to shares previously issued.  

The Group also sells second level domain names to Tucows, Inc. and receives certain registrar back end services from Tucows, Inc. In 
2016, the Group invoiced Nil (2015: $Nil) to Tucows, Inc. and was invoiced $1.5k (2015: $27k) by Tucows. The net payable/receivable 
from Tucows at year end was $1.5k (2015: $36k). Tucows, Inc. is related by virtue of a common director who ceased to be a director 
during 2016.
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 Remuneration of Key Management Personnel
The remuneration of the Executive Directors, who are the key management personnel of the Group, is set out in note 8.

 Related party - Company
Transactions between the Company and its subsidiaries and associates are disclosed below. 

 Subsidiaries
During the year, the Company’s subsidiaries have provided certain services to the Company (RSP services) and recharged certain 
costs to the Company. Details of these transactions are shown below

Recharged costs and services from    2016 2015 
    $ 000 s $ 000 s

Minds and Machines LLC    4,350 1,113

Minds + Machines Limited (IE)    1,533 214

Minds and Machines Limited (UK)    - 115

Company    2016 2015 
    $ 000 s $ 000 s

Minds and Machines LLC    (4,907) 13,240

Bayern Connect GmbH    1,001 1,032

Minds and Machines GmbH    651 670

Minds + Machines Limited (IE)    (1,613) 11,460

Minds + Machines Registrar Limited (IE)    - -

Minds and Machines Limited (UK)    (2,068) 10,642

Minds and Machines Registrar UK Limited    2 3

Emerald Names, Inc    97 5

Minds + Machines (FL)    (211) (40)

Minds + Machines, Inc.    5 5

Minds + Machines Hungary    240 218

Dot Law, Inc.    102 -

Boston TLD Management LLC    1,514 -

Beijing MMX Tech Co. Ltd    219 -

During the year the Company also sold second level domain names to its subsidiaries and had trade receivable balances outstanding at 
the year end: 

Company  Second level sale of domains Trade receivable outstanding

  2016 2015 2016 2015 
  $ 000 s $ 000 s $ 000 s $ 000 s

Minds and Machines LLC  927 1,184 2,101 1,169

Minds + Machines Registrar Limited (IE)  - 151 - -
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 Joint ventures
During the year, the Company entered into transactions with its Joint Ventures that resulted in amounts owed to or due from the 

    2016 2015 
    $ 000 s $ 000 s

Due to Rugby Domains Ltd    - 11

Due to Basketball Domains Ltd    - (14)

Due from Entertainment Names Inc    49 49

Due to Dot Country LLC    (33) (58)

 Other
At the balance sheet date, an amount of $61k (2015: $61k) was due from Frederick Krueger (a former Director of the company) in 
relation to shares previously issued. 

 Remuneration of Key Management Personnel
The remuneration of the Executive Directors, who are the key management personnel of the Group, is set out in note 7 and share 
options issued set out in note 27.

31 Post Balance Sheet Events
On the 1 February 2017, awards of options over ordinary shares of the Company were made to certain directors and senior managers 
of the company.

Details of the options granted are as follows:

   Number of Options Granted Exercise Price

Toby Hall     3,000,000 -

Michael Salazar    3,000,000 -

Senior Management    2,000,000 9.375p

The options granted to the Directors are structured as nil-cost options and, subject to the achievement of vesting conditions, the 
options will vest on the publication of the accounts of the Company for the year ended 31 December 2018.

The options fully vest at a share price of 18.75p or higher per share. Only a percentage of options vest at a share price of between 
9.375p and 18.75p per share, with no options vesting if the share price is below 9.375p per share. 

The options granted to senior managers vest on the publication of the accounts of the Company for the year ended 31 December 2018.
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Unless the context requires otherwise, references in this report to "Neustar," "we," "us," the "Company" 

and "our" refer to NeuStar, Inc. and its consolidated subsidiaries. 

PART I 

ITEM 1. BUSINESS 

Our Business 

We offer authoritative, hard-to-replicate data sets and proprietary analytics that provide insights to help 
clients promote and protect their businesses. Our proprietary, cloud-based platforms and differentiated data sets 
offer informative, real-time analytics, which enable clients to make actionable, data-driven decisions. We provide 
chief marketing officers a comprehensive suite of services to plan their media spend, identify and locate desired 

customers, invest effectively in marketing campaigns, deliver relevant offers and measure the performance of 
these activities. Security professionals use our solutions to maximize web performance and protect against 
malicious attacks. We enable the exchange of essential operating information across multiple carriers to 
provision and manage services, assisting clients with fast and accurate order processing and immediate routing of 
customer inquiries. We provide communications service providers in the United States critical infrastructure that 
enables the dynamic routing of calls and text messages. 

We incorporated in Delaware in 1998. Our principal executive offices are located at 21575 Ridgetop Circle, 
Sterling, Virginia, 20166, and our telephone number at that address is (571) 434-5400. 

Our Services 

Marketing Services 

Our Marketing Services empower clients to make informed and high impact decisions in real time to 
promote their businesses, increase customer retention, achieve greater campaign success and increase their 
marketing return on investment, as well as mitigate risk and fraud. Using these services, our clients can plan and 
execute marketing strategies and measure the effectiveness of advertising campaigns across multiple channels 
with advanced marketing analytics, custom segmentation and media optimization. Marketers also use our omni

channel workflow solutions to tailor their media spend, efficiently reach specific audiences, and measure 
campaign performance across an array of devices. 

Our Marketing Services provide: 

• Customer Intelligence. We provide authoritative, cloud based solutions that enable marketers to 
identify, verify and segment existing and potential customers in real-time for both marketing initiatives 
and for fraud and risk mitigation. Using a privacy-by-design foundation, these solutions provide clients 
with a comprehensive view of their customers and prospects most likely to purchase their products and 

services based on attributes such as demographics, geography, and buying propensities. Our services 
enable clients to plan data-driven marketing strategies, develop high-impact advertising and lead 
generation campaigns and execute informed media planning for consistent execution across multiple 
channels to increase customer conversions. 

• Activation. Our activation services enable marketers to maximize the impact of online display ad 
targeting for specific prospect audiences and customers. Our predictive segmentation and geo targeting 
capabilities enable clients to reach online customers with relevant messages, by deploying criteria 
based on buying propensity, geography or a combination of each, in a privacy compliant manner. 

• Media Intelligence. We provide a platform that enables marketers to plan and allocate their marketing 
spend across sales channels and media platforms. We provide measurement and attribution capabilities 
to optimize marketing effectiveness. Our solutions connect proprietary customer data, such as sales, 
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pricing, promotions, and distribution, with external factors, such as macro-economic conditions, 
competition, and weather, to tailor marketing spending plans and measure the resulting business 
impact. Our platform links actual business performance, such as sales and profitability, to every facet 

of the marketing plan across offline and online channels. 

Security Services 

We direct and manage the flow of Internet traffic, resolve Internet queries and provide security protection 
against cyber attacks. We also manage authoritative domain-name registries. 

Our Security Services provide: 

• DNS Services. Our domain name systems, or DNS, solutions protect our client's Internet ecosystem 
and defend most standard transmission control protocol based applications, including, among others, 
websites, email servers, application programming interfaces, and databases. Our managed and 
recursive DNS services deliver fast, accurate responses to online queries with the scalability that 
today's enterprises demand. In addition, we provide load-testing analysis to help an enterprise prepare 
for peak loads on new and existing systems. 

• DDoS Protection. We provide cloud-based Distributed Denial of Service, or DDoS, protection services 
that help our clients reduce risk, downtime and revenue loss from cyber attacks. Our extensive 
diagnostics and multi-domain views give clients a holistic perspective both inside and outside their 
firewalls. We also provide early detection and alerting against cyber attacks, and provide advanced 
services that strengthen and protect an enterprise's defenses against such attacks. 

• Domain Name Registries. We operate the authoritative registries of Internet domain names for the .biz, 
.us, .co, .au, and .travel top-level domains, and provide international registry gateways. We also 
provide back-end support for generic top-level domains, or gTLDs, such as .nyc. All Internet 

communications routed to any of these domains must query a copy of our directory to ensure that the 
communication is routed to the appropriate destination. 

Data Services 

We manage large, complex and hard to replicate data sets that enable clients to process decisions and 
transactions in real time. Our workflow solutions enable the exchange of essential operating information with 

multiple carriers in order to provision and manage services. Our clients use our services to support multiple 
applications that rely on high speed, reliable and secure transfer of critical information. 

Our Data Services provide: 

• Carrier Provisioning. We provide network services that enable our carrier customers to exchange 
essential operating information with multiple carriers to provision and manage services for their 
subscribers. In addition, we offer inventory management services that allow our carrier customers to 

manage efficiently their assigned telephone numbers and associated resources. 

• Caller Authentication. We provide authoritative, accurate and current caller name data and related 
information to communications service providers. We also store and publish caller name data on behalf 
of our carrier customers. 

• Common Short Codes. We operated the authoritative common short codes registry on behalf of the 
U.S. wireless industry until December 31, 2015. 

• User Authentication and Rights Management. We operate the user authentication and rights 

management system, which supports the Ultra Violet™ digital content locker that consumers use to 
access their entertainment content. We operate a managed service that offers a global routing and 
addressing solution to help clients optimize their evolving interconnected business. 
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NPAC Services 

Number portability administration center, or NPAC, Services include the dynamic routing of calls and text 
messages among all competing communications service providers in the United States and related connection 

services and system enhancements. We operate and maintain authoritative databases that help manage the 
increasing complexity in the telecommunications industry. Our NPAC Services provide the foundation for 
subscriber acquisition in a robust and competitive telecommunications market. These services support the 
industry's needs for real time network and resource optimization, and also support additional services including 
public safety, law enforcement, emergency preparedness, disaster recovery, and efficient telephone number 
utilization. The NPAC is the world's largest and most complex number management system with connections to 
over 4,800 individual customers in the United States and is a critical component of the national 
telecommunications network infrastructure. 

Operations 

Sales Force and Marketing 

We operate a unified marketing and sales organization in order to more effectively promote our brand and 
go to market with our solutions. Our sales and marketing teams are primarily aligned by industry vertical 
including financial services, media and advertising, technology and communications. Sales employees that 
service the technology vertical also support the sales teams aligned with the other industry verticals. We believe 
this operating model allows us to deliver solutions that address the most critical challenges of our clients' 
business. Our experienced sales and marketing staff have extensive knowledge of the industries we serve and 

understand how our products and services address our clients' priorities and needs. We employ a wide array of 
direct and indirect sales approaches and marketing strategies, and we base our strategy for each industry vertical 
on our analysis of market requirements, client needs, and industry direction. As of December 31, 2015, our sales 
and marketing organization consisted of 653 people who work together to offer our clients advanced services and 
solutions. 

Operational Capabilities 

We provide our services through our state-of-the-art data centers and remotely hosted computer hardware 

located in third party facilities throughout the world. Our data centers, including third-party facilities, are custom 
designed for processing and transmitting high volumes of transaction-related, time-sensitive data in a highly 
secure environment. We are committed to employing best of breed tools and equipment for application 
development, infrastructure management, operations and information security management. In general, we 
subscribe to the highest level of service and responsiveness available from each thir d party vendor that we use. 
Further, to protect the integrity and ensure the reliability of our systems, the major components of our networks 
are generally designed with the intention of eliminating any single point of failure. 

We consistently meet and frequently exceed our contractual service level requirements. Our performance 

results for certain services are monitored internally and are subjected to independent audits on a regular basis. 

Research and Development 

We maintain a research and development group, the principal function of which is to develop new and 
innovative services and make improvements to existing services, oversee quality control processes and perform 
application testing. Our processes surrounding the development of new services and improvements to existing 
services focus on resolving the challenges our clients face. We employ industry experts in areas of technology 
that we believe are key to solving these challenges. Our quality control and application testing processes focus 

predominantly on resolving highly technical issues that are integral to the performance of our services and 
solutions. These issues are identified through both internal and external feedback mechanisms, and continuous 
testing of our applications and systems to ensure uptime commensurate with the service level standards we have 
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agreed to provide to our clients. As of December 31, 2015, we had 136 employees dedicated to research and 
development, including software engineers, quality assurance engineers, technical project managers and 
documentation specialists. Our research and development expense was $28.0 million, $27.7 million and 

$25.7 million for the years ended December 31, 2013, 2014 and 2015, respectively. 

Clients and Markets 

We primarily serve clients in the following industries: 

• Communications. Our clients include telecommunications services providers, as well as emerging 
providers of voice over Internet protocol, or VoIP, services, social media, and message aggregation. 
Within this industry, we provide services in numbering, caller name, carrier provisioning, and 
marketing analytics. 

• Financial Services. Our clients span several financial sectors, including retail banking, collections, 
insurance, credit cards and investments. Within this industry, we provide verification for risk and 
compliance mitigation, web infrastructure protection, demographic analytics, digital marketing and 
measurement, and call center experience optimization. 

• Media and Advertising. Our clients include both the buy-side and sell-side of the advertising and media 
landscapes, including advertisers, agencies, ad enablers, publishers and performance marketing 
providers. Within this industry, we provide marketing solutions that enable identification and audience 
targeting, optimization of media investments and measurement of campaign effectiveness. 

• Retail and eCommerce. Our clients include department stores, travel and hospitality companies, 
consumer packaged goods providers, educational institutions and auto parts manufacturers. Within this 
industry, we primarily provide marketing data analytics, media intelligence platform services, and 
Internet infrastructure services. 

• Internet. Our clients include eCommerce, consumer Internet services (e.g. social networks), and online 
gaming companies. Within this industry, we primarily provide security services such as managed DNS, 
website personalization, and protection against cyber attacks, as well as marketing analytics and 
measurement. 

• Technology. Our clients include hardware, consumer electronics, software, SaaS companies and high
tech manufacturers. Within this industry, we primarily provide security services such as protection 
against cyber attacks and website personalization, as well as call center optimization. 

No single corporate entity accounted for more than 10% of our total revenue in 2015. Our clients include 
corporate entities, each of which is separately billed for the services we provide, regardless of whether it may be 
affiliated with one or more of our other clients. The amount of our revenue derived from clients inside the United 
States was $839.3 million, $901.1 million and $973.6 million for the years ended December 31, 2013, 2014 and 
2015, respectively. The amount of our revenue derived from clients outside the United States was $62. 7 million, 
$62.5 million and $76.3 million for the years ended December 31, 2013, 2014 and 2015, respectively. The 
amount of our revenue derived under our contracts with North American Portability Management LLC, or 
NAPM, an industry group that represents all telecommunications service providers in the United States, was 

$446.4 million, $474.8 million and $507.1 million for the years ended December 31, 2013, 2014 and 2015, 
respectively, and represented 49%, 49% and 48% of our revenue for the years ended December 31, 2013, 2014 
and 2015, respectively. Our total revenue from our contracts with NAPM includes revenue from our NPAC 
Services, connection services related to our NPAC Services and NP AC-related system enhancements. 

We currently operate in one operating segment. A single management team reports to the chief operating 
decision maker who manages the entire business. We do not operate any separate lines of businesses or separate 

business entities with respect to the sale and support of our services. For further discussion of enterprise-wide 
results, including goodwill and intangible assets, revenue, total long-lived assets, as well as information 
concerning our international operations, see Note 4 and Note 15 to our Consolidated Financial Statements in 
Item 8 of Part II of this report. 
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Competition 

We have a number of competitors for our services: 

• Marketing Services. Our primary competitors include Acxiom Corporation, Adobe Systems 
Incorporated and Oracle Corporation, which compete with us in customer intelligence, activation, and 
media intelligence. 

• Security Services. Our competitors include Akamai Technologies, Inc. which competes with us in 
services that protect against cyber attacks. With respect to our registries, our primary competitors 
include VeriSign, Inc. and Afilias Limited. With respect to our managed DNS services, our competitors 
include VeriSign, Inc. and Cisco Systems, Inc. 

• Data Services. Our competitors include Synchronoss Technologies, Inc. and Syniverse Technologies, 
LLC. 

• NPAC Services. We are currently the only provider of Local Number Portability Administrator, or 

LNPA, services in the United States. On March 26, 2015, the Federal Communications Commission, or 
FCC, approved the selection by the North American Number Council, or NANC, of Telcordia, d/b/a 
iconectiv, a wholly owned subsidiary of Ericsson, to serve as the LNPA for the next contract term. (For 
more information regarding the selection process, see "Risk Factors - Risks Related to Our 
Business - When our seven contracts with North American Portability Management LLC are 
terminated, the timing of which is uncertain, our revenue and proftability may be materially 
adversely affected." in Item lA of this report). 

With respect to our contracts to act as the North American Number Plan Administrator, the National Pooling 
Administrator, and the operator of the authoritative registry for the .us, .co, .au and .biz Internet domain names, 
the relevant counterparty could elect not to exercise the extension period under the contract, if applicable, or 
could allow the contract to terminate in accordance with its terms. If any of these contracts were allowed to 
terminate, or otherwise were not extended, we could be required to compete with other providers to continue to 
provide the services we are currently providing under these contracts. 

Competitive factors in the market for our services include breadth and quality of services offered, reliability, 
security, cost-efficiency, privacy compliance and client support. Our ability to compete successfully depends on 
numerous factors, both within and outside our control, including: 

• our responsiveness to clients' needs; 

• our ability to support existing and new industry standards and protocols; 

• our ability to continue to develop technical innovations and invest in product development; and 

• the quality, reliability, security and price-competitiveness of our services. 

We may not be able to compete successfully against current or future competitors and competitive pressures 
that we face may materially and adversely affect our business. See "Risk Factors - Risks Related to Our 
Business - The markets for our services are competitive, and if we do not adapt our organization and services 

to meet rapid technological and market change, we could lose clients or market share." in Item lA of this 
report. 

Employees 

As of December 31, 2015, we had 2,125 employees. None of our employees are currently represented by a 
labor union. We have not experienced any work stoppages and consider our relationship with our employees to 
be good. 
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Contracts 

We provide many of our services pursuant to private commercial and government contracts. Specifically, in 
the United States, we provide centralized wireline and wireless number portability services pursuant to seven 
regional contracts with the N APM, and implement the allocation of pooled blocks of telephone numbers and 

manage the North American Numbering Plan pursuant to contracts with the FCC. Although the FCC has plenary 
authority over the administration of telephone number portability, it is not a party to our contracts with N APM. 
The FCC has delegated limited oversight responsibilities to the NANC, which reviews and oversees NAPM's 
management of these contracts. See - "Regulatory Environment - Telephone Numbering." 

Our seven regional contracts with NAPM provide for an annual fixed-fee pricing model under which the 
annual fixed fee, or Base Fee, was set at $437.4 million, $465.8 million and $496.1 million in 2013, 2014 and 
2015, respectively. If the actual volume of transactions in a given year is above or below the contractually 
established volume range for that year, the Base Fee may be adjusted up or down, respectively, with any such 
adjustment being applied in the following year. 

Under the fixed-fee model, our fees are billed to telecommunications service providers based on their 
allocable share of the total annual charges. This allocable share is based on each respective telecommunications 
service provider's share of the aggregate end-user services revenue of all U.S. telecommunications service 
providers, as determined by the FCC. Under these contracts, we also bill to our clients a revenue recovery 

collections fee, or RRC fee, equal to a percentage of monthly billings, which is available to us if any 
telecommunications service provider fails to pay its allocable share of total transaction charges. If the RRC fee 
proves insufficient for that purpose, these contracts also provide for the recovery of such differences from the 
remaining telecommunications service providers. Under these contracts, users of our NPAC Services also pay 
fees to connect to our data center and additional fees for reports that we generate at the user's request. Our 
contracts with NAPM will automatically renew on July 3, 2016 for additional one-year terms conunencing as of 
October 1, 2016, unless NAPM provides a notice of non-renewal at least 90 days prior to the end of the then
current term. If the contracts are not renewed, N APM may elect to extend the regional contracts at the current 
pricing terms through a period expiring on (a) the date on which a transition of responsibility for NPAC Services 

is completed or (b) either for up to (i) 180 days after the date on which a notice of non-renewal is issued if 
NAPM also elects to license from us the source code we use to provide NPAC services or (ii) 18 months after the 
date on which a notice of non-renewal is issued if NAPM does not elect to license our source code. We may also 
be required to provide transition services during any contract extension or for up to 180 days if the contracts are 
not extended. (See "Risk Factors - Risks Related to Our Business - When our seven contracts with North 
American Portability Management LLC are terminated, the timing of which is uncertain, our revenue and 
profitability may be materially adversely affected." in Item lA of this report). 

We also provide wireline and wireless number portability and network management services in Canada 
pursuant to a contract with the Canadian LNP Consortium Inc., a private corporation composed of 
telecommunications service providers who participate in number portability in Canada. The Canadian Radio
Television and Telecommunications Conunission oversees the Canadian LNP Consortium's management of this 

contract. We bill each telecommunications service provider for our services under this contract primarily on a 
per-transaction basis. In March 2015, this contract was amended to continue through December 31, 2017. The 
services we provide under the contracts with NAPM and the Canadian LNP Consortium are subject to rigorous 
performance standards, and we are subject to corresponding penalties for failure to meet those standards. 

We serve as the North American Numbering Plan Administrator and the National Pooling Administrator 
pursuant to two separate contracts with the FCC. Under these contracts, we administer the assignment and 
implementation of new area codes in North America, the allocation of central office codes (which are the 
prefixes following the area codes) to telecommunications service providers in the United States, and the 
assignment and allocation of pooled blocks of telephone numbers in the United States in a manner designed to 
conserve telephone number resources. The North American Numbering Plan Administration contract is a 
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fixed fee government contract that was originally awarded by the FCC to us in 2003. In July 2012, we were 
awarded a new contract to serve as the North American Numbering Plan Administrator for a term not to exceed 
five years. The National Pooling Administration contract was originally awarded to us by the FCC in 2001. 

Under this contract, we perform the administrative functions associated with the allocation of pooled blocks of 
telephone numbers in the United States. The terms of this contract provide for a fixed fee associated with the 
administration of the pooling system. In July 2013, the FCC awarded us a new contract to continue as the 
National Pooling Administrator. The initial contract term was one year, commencing in July 2013, with three 
possible one-year extensions exercisable at the election of the FCC. The FCC has exercised the first two options, 
the most recent in July 2015, extending the current contract through July 14, 2016. 

We are the operator of the .biz Internet top-level domain by contract with the Internet Corporation for 
Assigned Names and Numbers, or ICANN. The .biz contract was originally granted to us in May 2001. In August 
2013, the .biz contract was extended through June 30, 2019. Similarly, pursuant to a contract with the U.S. 

Department of Commerce, originally awarded in October 2001, we operate the .us Internet top-level domain. The 
Department of Commerce recently conducted a competitive procurement process with respect to this contract, 
and as a result of this competitive process, we were awarded the contract on February 28, 2014. This new 
contract is for a term of three years, with two additional one-year extension options exercisable at the election of 
the Department of Commerce. The .biz and .us contracts allow us to provide domain name registration services 
to domain name registrars, who pay us on a per-name basis. 

Pursuant to a contract with the CTIA - The Wireless Association®, we provided U.S. Common Short Code 
registration services to wireless content providers, who paid us subscription fees per each U.S. Common Short 

Code registered through the contract expiration date of December 31 2015. 

Regulatory Environment 

Telephone Numbering 

Overview. Congress enacted the Telecommunications Act of 1996 to remove barriers to entry in the 
communications market. Among other things, the Telecommunications Act of 1996 mandates portability of 
telephone numbers and requires traditional telephone companies to provide non-discriminatory access and 
interconnection to potential competitors. The FCC has plenary jurisdiction over issues relating to telephone 
numbers, including telephone number portability and the administration of telephone number resources. Under 
this authority, the FCC promulgated regulations governing the administration of telephone numbers and 
telephone number portability. In 1995, the FCC established the NANC, a federal advisory committee, to advise 
and make recommendations to the FCC on telephone numbering issues, including telephone number resources 
administration and telephone number portability. The members of the N ANC include representatives from local 

exchange carriers, interexchange carriers, wireless providers, VoIP providers, manufacturers, state regulators, 
consumer groups, and telecommunications associations. 

Telephone Number Portability. The Telecommunications Act of 1996 requires telephone number portability, 
which is the ability of users of telecommunications services to retain existing telephone numbers without 
impairment of quality, reliability, or convenience when switching from one telecommunications service provider 
to another. Through a competitive proposal process, a consortium of service providers representing the 
communications industry selected us to develop, build and operate a solution to enable telephone number 
portability in the United States. We ultimately entered into seven regional contracts to administer the system that 
we developed, after which the NANC recommended to the FCC, and the FCC approved, our selection to serve as 

a neutral administrator of telephone number portability. The FCC also directed the seven original regional 
entities, each comprising a consortium of service providers operating in the respective regions, to manage and 
oversee the administration of telephone number portability, subject to NANC oversight. Under the rules and 
policies adopted by the FCC, N APM, as successor in interest to the seven regional consortiums, has the power 
and authority to manage and negotiate changes to the current master agreements. 
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On November 3, 2005, BellSouth Corporation, or BellSouth, filed a petition with the FCC seeking changes in 
the way our clients are billed for services provided by us under our contracts with N APM. In response to the 
BellSouth petition, the FCC requested comments from interested parties. As of February 29, 2016, the FCC had not 

initiated a formal rulemaking process and the BellSouth petition remains pending. Similarly, on May 20, 2011, 
Verizon Communications Inc. and Verizon Wireless Inc. filed a joint petition, the Verizon Petition, with the FCC 
seeking a ruling that certain carrier initiated modifications of NPAC records be excluded from the costs of the 
shared NPAC database and be paid for instead by the provider that caused such costs to be incurred. In response to 
the Verizon Petition, the FCC requested comments from interested parties. On April 18, 2013, the FCC initiated a 
rulemaking concerning interconnected VoIP providers direct access to telephone numbers in which it asked for 
comment on the question of whether the FCC should initiate a rule making to examine the FCC' s cost allocation 
rules for number administration, portability and pooling more generally. As of February 29, 2016, the FCC had not 
initiated a formal rulemaking process and the Verizon Petition remains pending. 

After the amendment of our contracts with NAPM in September 2006, Telcordia Technologies, Inc., d/b/a 
iconectiv, a wholly owned subsidiary of the Swedish telecommunications equipment manufacturer, Ericsson, 
filed a petition with the FCC requesting an order that would require N APM to conduct a new bidding process to 
appoint a provider of telephone number portability services in the United States. In response to our amendment 
of these contracts in January 2009, Telcordia filed another petition asking that the FCC abrogate these contracts 
and initiate a government managed procurement in their place. As part of the order selecting iconectiv as the next 
LNP A, the FCC granted these petitions to the extent consistent with its order and otherwise denied these 
petitions. (See "Risk Factors - Risks Related to Our Business - When our seven contracts with North 
American Portability Management LLC are terminated, the timing of which is uncertain, our revenue and 

profitability may be materially adversely affected." in Item lA of this report). 

North American Numbering Plan Administrator and National Pooling Administrator. We have contracts with 
the FCC to act as the North American Numbering Plan Administrator and the National Pooling Administrator, and 
we must comply with the rules and regulations of the FCC that govern our operations in each capacity. We are 
charged with administering numbering resources in an efficient and non-discriminatory manner, in accordance with 
FCC rules and industry guidelines developed primarily by the Industry Numbering Committee. These guidelines 
provide governing principles and procedures to be followed in the performance of our duties under these contracts. 
The communications industry regularly reviews and revises these guidelines to adapt to changed circumstances or 

as a result of the experience of industry participants in applying the guidelines. A committee of the NANC evaluates 
our performance against these rules and guidelines each year and provides an annual review to the N ANC and the 
FCC. If we violate these rules and guidelines, or if we fail to perform at required levels, the FCC may reevaluate our 
fitness to serve as the North American Numbering Plan Administrator and the National Pooling Administrator and 
may terminate our contracts or impose fines. The division of the N ANC responsible for reviewing our performance 
as the North American Numbering Plan Administrator and the National Pooling Administrator has determined that, 
with respect to our performance in 2013, we "more than met" our performance guidelines under each such 
respective review. Similar reviews of our performance in 2014 have not yet been completed. 
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Neutrality. Under FCC rules and orders establishing the qualifications and obligations of the North 
American Numbering Plan Administrator and National Pooling Administrator, and under our contracts with 
NAPM to provide telephone number portability services, we are required to comply with neutrality regulations 

and policies. Under these neutrality requirements, we are required to operate our numbering plan, pooling 
administration and number portability functions in a neutral and impartial manner, which means that we cannot 
favor any particular telecommunications service provider, telecommunications industry segment or technology or 
group of telecommunications consumers over any other telecommunications service provider, industry segment, 
technology or group of consumers in the conduct of those businesses. We are examined periodically on our 
compliance with these requirements by independent third parties. The combined effect of our contracts and the 
FCC's regulations and orders requires that we: 

• not be a teleconununications service provider, which is generally defined by the FCC as an entity that 
offers telecommunications services to the public at large, and is, therefore, providing 
telecommunications services on a common carrier basis, or an interconnected VoIP provider; 

• not be an affiliate of a telecommunications service provider or VoIP provider, which means, among 
other things, that we: 

• must restrict the beneficial ownership of our capital stock by telecommunications service 
providers, VoIP providers or affiliates of a telecommunications service provider or VoIP provider; 
and 

• may not otherwise, directly or indirectly, control, be controlled by, or be under common control 
with, a telecommunications service provider or VoIP provider; 

• not derive a majority of our revenue from any single telecommunications service provider; and 

• not be subject to undue influence by parties with a vested interest in the outcome of numbering 
administration and activities. Notwithstanding our satisfaction of the other neutrality criteria above, the 
NANC or the FCC could determine that we are subject to such undue influence. The NANC may 
conduct an evaluation to determine whether we meet this ''undue influence" criterion. 

We are required to maintain confidentiality of competitive client information obtained during the conduct of 
our business. In addition, as part of our neutrality framework, we are required to comply with a code of conduct 
that is designed to ensure our continued neutrality. Among other things, our code of conduct, which was 

approved by the FCC, requires that: 

• we never, directly or indirectly, show any preference or provide any special consideration to any 

telecommunications service provider; 

• we prohibit access by our stockholders to user data and proprietary information of telecommunications 

service providers served by us (other than access of employee stockholders that is incidental to the 
performance of our numbering administration duties); 

• our stockholders take steps to ensure that they do not disclose to us any user data or proprietary 
information of any telecommunications service provider in which they hold an interest, other than the 
sharing of information in connection with the performance of our numbering administration duties; 

• we not share confidential information about our business services and operations with employees of 
any telecommunications service provider; 

• we refrain from simultaneously employing, whether on a full-time or part-time basis, any individual 
who is an employee of a telecommunications service provider and that none of our employees hold any 
interest, financial or otherwise, in any company that would violate these neutrality standards; 

• we prohibit any individual who serves in the management of any of our stockholders from being 
involved directly in our day-to-day operations; 

• we implement certain requirements regarding the composition of our Board of Directors; 
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• no member of our Board of Directors simultaneously serves on the Board of Directors of a 
telecommunications service provider; and 

• we hire an independent party to conduct a quarterly neutrality audit to ensure that we and our 

stockholders comply with all the provisions of our code of conduct. 

In connection with the neutrality requirements imposed by our code of conduct and under our contracts, we 
are subject to a number of neutrality audits that are performed on a quarterly and annual basis. In connection with 
these audits, all of our employees, directors and officers must sign a neutrality certification that states that they 
are familiar with our neutrality requirements and have not violated them. Failure to comply with applicable 
neutrality requirements could result in government fines, corrective measures, curtailment of contracts or even 
the revocation of contracts. See "Risk Factors - Risks Related to Our Business - Failure to comply with 

neutrality requirements could result in loss of significant contracts." in Item lA of this report. 

In contemplation of the initial public offering of our securities, we sought and obtained FCC approval for a 
"safe harbor" from previous orders of the FCC that allowed us to consummate the initial public offering for our 
securities but required us to seek prior approval from the FCC for any change in our overall ownership structure, 
corporate structure, bylaws, or distribution of equity interests, as well as certain types of transactions, including 
the issuance of indebtedness by us. Under the safe harbor order, we are required to maintain provisions in our 

organizational and other corporate documents that require us to comply with all applicable neutrality rules and 
orders. We are no longer required to seek prior approval from the FCC for many of these changes and 
transactions, although we are required to provide notice of such changes or transactions. In addition, we are 
subject to the following requirements under the safe harbor order: 

• we may not issue more than 50% of our aggregate outstanding indebtedness to any telecommunications 
service provider; 

• we may not acquire any equity interest in a telecommunications service provider or an affiliate of a 
telecommunications service provider without prior approval of the FCC; 

• we must restrict any telecommunications service provider or affiliate of a telecommunications service 
provider from acquiring or beneficially owning 5 % or more of our outstanding capital stock; 

• we must report to the FCC the names of any telecommunications service providers or 
telecommunications service provider affiliates that own a 5 % or greater interest in our Company; 

• we must make beneficial ownership records available to our auditors, and must certify upon request 
that we have no actual knowledge of any ownership of our outstanding capital stock by a 
telecommunications service provider or telecommunications service provider affiliate other than as 
previously disclosed; and 

• we must make our debt records available to our auditors and certify that no telecommunications service 
provider holds more than 50% of our aggregate outstanding indebtedness. 

Internet Domain Name Registrations 

We are also subject to government and industry regulation under our Internet registry contracts with the 
U.S. government and ICANN, the industry organization responsible for regulation of internet top-level domains. 

We are the operator of the .biz Internet domain under a contract with ICANN, as described above under 
"Contracts." Similarly, pursuant to a contract with the U.S. Department of Commerce, we operate the .us Internet 
domain registry. This contract is also described above under "Contracts." Under each of these registry service 
contracts, we are required to: 

• provide equal access to all registrars of domain names; 

• comply with Internet standards established by the industry; and 

• implement additional policies as they are adopted by the U.S. government or ICANN. 
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Intellectual Property 

Our success depends in part upon our proprietary technology. We rely principally upon trade secret and 
copyright law to protect our technology, including our software, network design, and subject matter expertise. 
We enter into confidentiality and license agreements with our employees, consultants, outsourcing suppliers, 

partners, distributors, clients, and potential clients and limit access to and distribution of our software, 
documentation, and other proprietary information. We believe, however, that because of the rapid pace of 
technological change, these legal protections for our services are less significant factors in our success than the 
knowledge, ability, and experience of our employees and the timeliness and quality of our services. In addition, 
where appropriate, we seek patent protection for our proprietary technology used in our service offerings. 

Available Information and Exchange Certifications 

We maintain an Internet website at www.neustar.biz. Information contained on, or that may be accessed 
through, our website is not part of this report. Our annual report on Form 10-K, quarterly reports on Form 10-Q, 
current reports on Form 8-K and amendments to reports filed or furnished pursuant to Sections 13(a) and 15(d) of 
the Securities Exchange Act of 1934, as amended, are available, free of charge, on the Investor Relations section 

of our website under the heading "SEC Filings by NeuStar," as soon as reasonably practicable after we 
electronically file such reports with, or furnish those reports to, the U.S. Securities and Exchange Commission, or 
the SEC. Our Principles of Corporate Governance, Board of Directors committee charters (including the charters 
of the Audit Committee, Compensation Committee, and Nominating and Corporate Governance Committee) and 
code of ethics entitled "Corporate Code of Business Conduct" also are available on the Investor Relations section 
of our website. Stockholders may request free copies of these documents, including a copy of our annual report 
on Form 10-K, by sending a written request to our Corporate Secretary at NeuStar, Inc., 21575 Ridgetop Circle, 
Sterling, VA 20166. In the event that we make any changes to, or provide any waivers from, the provisions of 
our Corporate Code of Business Conduct, we intend to disclose these events on our website or in a report on 

Form 8-K within four business days of such event. 

We have filed, as exhibits to this Annual Report on Form 10-K, the certification of our principal executive 
officer and principal financial officer regarding the quality of our public disclosures, which is required to be filed 
with the SEC, under Section 302 of the Sarbanes Oxley Act of 2002. 

Cautionary Note Regarding Forward-Looking Statements 

This report contains forward-looking statements. In some cases, you can identify forward-looking 
statements by terminology such as "may," "will," "should," "expects," "intends," "plans," "anticipates," 
"believes," "estimates," "predicts," "potential," "continue" or the negative of these terms or other comparable 
terminology. These statements relate to future events or our future financial performance and involve known and 
unknown risks, uncertainties and other factors that may cause our actual results, levels of activity, performance 

or achievements to differ materially from any future results, levels of activity, performance or achievements 
expressed or implied by these forward-looking statements. Many of these risks are beyond our ability to control 
or predict. These risks and other factors include those listed under "Risk Factors" in Item lA of this report and 
elsewhere in this report and include: 

• termination, modification, expiration or non-renewal of (or announcements related to any of the 
foregoing) our contracts to provide telephone number portability and other directory services; 

• failures or interruptions of our systems and services; 

• loss of, or damage to, a data center; 

• security or privacy breaches; 

• adverse changes in statutes or regulations affecting the communications industry; 

• our failure to adapt to rapid technological change in the communications industry; 
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• competition from our clients' in-house systems or from other providers of information services; 

• our failure to achieve or sustain market acceptance at desired pricing levels; 

• a decline in the volume of transactions we handle; 

• inability to manage our growth; 

• economic, political, regulatory and other risks in the regions and industries in which we operate; 

• inability to obtain sufficient capital to fund our operations, capital expenditures and expansion; 

• loss of members of senior management, or inability to recruit and retain skilled employees; 

• failure to comply with neutrality requirements, 

• risks related to our indebtedness and the impact that it may have on our functional and operating 

activities; 

• inability to protect our intellectual property; 

• inability to obtain accurate data required for our information services; 

• disruption, increased costs and other risks related to our international expansion; and 

• risks relating to the integration of acquired businesses, including the ability of acquired businesses to 
retain their existing business relationships and key employees. 

ITEM lA. RISK FACTORS 

The following sets forth risk factors associated with our business. The risks set forth below could materially 
affect our business, financial condition and future results and are not the only risks facing us. Additional risks 
and uncertainties not currently known to us or that we currently deem to be immaterial also may materially and 
adversely affect our business, financial condition or operating results. 

Risks related to our business 

The loss of, or damage to, a data center or any other failure or interruption to our system architecture and I 
or network infrastructure could materially harm our revenue and impair our ability to conduct our operations. 

Because most of the services we provide require our clients to query a copy of our continuously updated 
databases and directories to obtain necessary routing, operational and marketing data, the integrity of our data 
centers, including network elements managed by third parties throughout the world, and the systems through 
which we deliver our services are essential to our business. Notably, certain of our data centers and related 
systems are essential to the orderly operation of the U.S. telecommunications system because they enable carriers 
to ensure that telephone calls are routed to the appropriate destinations. 

Our system architecture is integral to our ability to process a high volume of transactions in a timely and 
effective manner. Moreover, both we and our clients rely on hardware, software and other computer technology 
and equipment developed, supported and maintained by third-party providers. We could experience failures or 
interruptions of our systems and services, or other problems in connection with our operations, as a result of, for 
example: 

• damage to, or failure of, our computer software or hardware or our connections to, and outsourced 
service arrangements with, third parties; 

• failure of, or defects in, the thir d party systems, software or equipment on which we or our clients rely 

to access our data centers and other systems; 

• errors in the processing of data by our systems; 

12 



• computer viruses, malware or software defects; 

• physical or electronic break-ins, sabotage, distributed denial of service, or DDoS, penetration attacks, 
intentional acts of vandalism and similar events; 

• increased capacity demands or changes in systems requirements of our clients; 

• virtual hijacking of traffic destined to our systems; and 

• power loss, communications failures, pandemics, wars, acts of terrorism, political unrest or other man
made or natural disasters. 

We may not have sufficient redundant systems or back-up facilities to allow us to receive and process data if 
one or more of the foregoing events occurs. Further, increases in the scope of services that we provide increase 
the complexity of our network infrastructure. As the scope of services we provide expands or changes in the 

future, we may be required to make significant expenditures to establish new data centers and acquire additional 
network capacity from which we may provide services. Moreover, as we add clients, expand our service 
offerings and increase our visibility in the market we may become a more likely target of attacks similar to those 
listed in the bullets above. The number of electronic attacks and viruses grows significantly every year, as does 
the sophistication of these attacks. For example, undetected attackers may be able to monitor unencrypted 
Internet traffic anywhere in the world and modify it before it reaches our destination, and these attackers may 
harm our clients by stealing personal or proprietary information, Internet email or IP addresses. If we are not able 
to react to threats quickly and effectively and stop attackers from exploiting vulnerabilities or circumventing our 
security measures, the integrity of our systems and networks, and those of our clients and trading partners, may 

be adversely affected. If we cannot adequately secure and protect the ability of our data centers, offices, networks 
and related systems to perform consistently at a high level and without interruptions, or if we otherwise fail to 
meet our clients' expectations: 

• our reputation may be damaged, which may adversely affect our ability to market our services and 
attract or retain clients; 

• we may be subject to significant penalties or damages claims, under our contracts or otherwise, 
including the requirement to pay substantial penalties related to service level requirements in our 
contracts; 

• we may be required to make significant expenditures to repair or replace equipment, third-party 
systems or an entire data center, to establish new data centers and systems from which we may provide 
services or to take other required corrective action; or 

• one or more of our significant contracts may be terminated early, or may not be renewed. 

Any of these consequences would adversely affect our revenue, performance and business prospects. 

When our seven contracts with North American Portability Management LLC are terminated, the timing of 

which is uncertain, our revenue and proftability may be materially adversely affected. 

We cannot be certain when our contracts to provide local number portability services will be terminated On 
January 27, 2016, the N APM Transition Oversight Manager published a presentation containing a preliminary 
overall transition timeline for LNPA services. This preliminary timeline showed the transition period extending 
through the third quarter of 2017. Once the contracts terminate, our annual revenue will decrease by 
approximately $500 million. As a result of the uncertain contract end date and due to our cost structure, which is 
organized by function, the impact of the termination of the contracts on our income from operations is not 
currently quantifiable. At the time of termination, our revenue and profitability will depend on the success of our 
remaining business. If we are not able to replace this lost revenue and adjust our operating plans to support our 

remaining business, our total revenue and profitability may be materially adversely affected. 

13 



We are exposed to risks related to cybersecurity and protection of confidential information. 

Our operations rely on the secure processing, storage and transmission of confidential, sensitive, proprietary 
and other types of information relating to our products and services and confidential and sensitive information 

about our clients and others. We expend significant resources on security measures to protect our data and 
infrastructure against security breaches and cyber attacks and use a complex system of internal processes and 
software controls along with policies, procedures and training to protect the confidentiality of client data and 
sensitive information. The cyber risks we face range from cyber attacks common to most industries, to more 
advanced threats that target us due to our sales of securi ty related solutions. Breaches of our technology and 
systems or those of our third party service providers and vendors, whether from circumvention of security 
systems, denial of service attacks or other cyber-attacks, hacking, computer viruses or malware, technical 
malfunction, employee error, malfeasance, physical breaches, system disruptions or other actions could cause 
material interruptions or malfunctions of our products and services or those of third party service providers and 

may compromise the confidentiality and integrity of confidential or sensitive information regarding our business 
or clients. Any material incidents or even a perceived breach of our security measures could cause us to 
experience reputational harm, loss of clients, regulatory actions, sanctions or other statutory penalties, litigation, 
liability for failure to safeguard our clients' information or financial losses that are either not insured against or 
not fully covered through any insurance we maintain. As a global company, we could also be impacted by 
existing and proposed U.S. and foreign laws and regulations, as well as government policies and practices related 
to cybersecurity, privacy and data protection. Any of the foregoing could materially impact our business, 
operating results or financial condition. 

A significant decline in the volume of transactions we handle could have a material adverse effect on our 
results of operations. 

Under our contracts with NAPM, we earn revenue for NPAC Services on an annual, fixed fee basis. 
However, in the event that the volume of transactions in a given year is above or below the contractually 
established volume range for that year, the fixed fee may be adjusted up or down, respectively, with any such 
adjustment being applied to the following year's invoices. In addition, under our contract with the Canadian LNP 
Consortium Inc., we earn revenue on a per transaction basis. As a result, if industry participants in the United 

States reduce their usage of our services in a particular year to levels below the established volume range for that 
year or if industry participants in Canada reduce their usage of our services from their current levels, our revenue 
and results of operations may suffer. For example, consolidation in the industry could result in a decline in 
transactions if the remaining carriers decide to handle changes to their networks internally rather than use the 
services that we provide. Moreover, if customer turnover among carriers in the industry stabilizes or declines, or 
if carriers do not compete vigorously to lure customers away from their competitors, use of our telephone number 
portability and other services may decline. If carriers develop internal systems to address their infrastructure 
needs, or if the cost of such transactions makes it impractical for a given carrier to use our services for these 
purposes, we may experience a reduction in transaction volumes. Carriers might be able to charge consumers 

directly for our services, which could also have an adverse impact on transaction volumes. Finally, the trends that 
we believe will drive the future demand for our services, such as the emergence of IP services, growth of wireless 
services, consolidation in the industry, and pressure on carriers to reduce costs, may not actually result in 
increased demand for our existing services or for the ancillary directory services that we expect to offer, which 
would harm our future revenue and growth prospects. 

Certain of our client contracts may be terminated or modified at any time prior to their completion, which 

could lead to an unexpected loss of revenue, adversely affect our operating performance and damage our 
reputation. 

In addition to our contracts with NAPM, we provide other revenue-generating services to clients in the 
communications sector and a wide variety of other sectors, trade associations, and government agencies. For 
example, we serve as the provider of NP AC Services in Canada; as operator of the .biz registry under contract 
with I CANN; as operator of the .co registry under a contract with the government of Colombia; as the operator of 
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the .au registry; and as the provider of information services to a wide variety of major corporations, major 
retailers and marketers. Each of these contracts provides for early termination in limited circumstances, most 
notably if we are in default. In addition, our contracts to serve as the North American Numbering Plan 

Administrator and as the National Pooling Administrator, each of which is with the U.S. government, may be 
terminated by the government at will. 

If we fail to meet the expectations of the FCC, the U.S. Department of Commerce or any of our other clients 
that has the right to unilaterally terminate their contracts with us for any reason, including for performance
related or other reasons, the clients may unilaterally terminate the contracts or require us to modify the contracts 
in ways unfavorable to us, either of which could lead to an unexpected loss of revenue and adversely affect our 

operating performance. The loss or significant modification of a major contract also could cause us to suffer a 
loss of reputation that would make it more difficult for us to compete for contracts to provide similar services in 
the future. Further, a termination arising out of our default under a contract could expose us to liability for breach 
of contract. 

Failure to comply with neutrality requirements could result in loss of significant contracts. 

Pursuant to orders and regulations of the U.S. government and provisions contained in our contracts with 
NAPM, we must comply with certain ongoing neutrality requirements, meaning generally that we cannot favor 
any particular telecommunications service provider, interconnected VoIP provider, telecommunications industry 
segment, technology, or group of telecommunications consumers over any other telecommunications or VoIP 
service provider, industry segment, technology, or group of consumers in the conduct of our business. The FCC 
oversees our compliance with the neutrality requirements applicable to us in connection with some of the 

services we provide. We provide to the FCC and the NANC, a federal advisory committee established by the 
FCC to advise and make recommendations on telephone numbering issues, regular certifications relating to our 
compliance with these requirements. Our ability to comply with the neutrality requirements to which we are 
subject may be affected by the activities of our stockholders or lenders. For example, if the ownership of our 
capital stock subjects us to undue influence by parties with a vested interest in the outcome of numbering 
administration, the FCC could determine that we are not in compliance with our neutrality obligations. Our 
failure to continue to comply with the neutrality requirements to which we are subject under applicable orders 
and regulations of the U.S. government and commercial contracts may result in fines, corrective measures, 
termination of our contracts, or exclusion from bidding on future contracts, any one of which could have a 

material adverse effect on our results of operations. 

Regulatory and statutory changes that affect us or the communications industry in general may increase 
our costs or otherwise adversely affect our business. 

Certain of our domestic operations and many of our clients' operations are subject to regulation by the FCC 
and other federal, state and local agencies. As communications technologies and the communications industry 
continue to evolve, the statutes governing the communications industry or the regulatory policies of the FCC may 
change. If such statutory or regulatory changes were to occur, the demand for many of our services could change 
in ways that we cannot predict and our revenue could decline, or our costs could increase due to such changes. 
These risks include the ability of the federal government, most notably the FCC, the Department of Commerce 
and the Federal Trade Commission, to: 

• increase or change regulatory oversight over services we provide; 

• prohibit us from entering into new contracts or extending existing contracts to provide services to the 
communications industry based on actual or suspected violations of our neutrality requirements, 
business performance concerns, or other reasons; 

• adopt or modify statutes, regulations, policies, procedures or programs in a way that could cause 
changes to our operations or costs or the operations of our clients (e.g., regulatory changes to support 
IP Transition); 
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• appoint, or cause others to appoint, substitute or add additional parties to perform the services that we 
currently provide; and 

• prohibit or restrict the provision or export of new or expanded services under our contracts, or prevent 
the introduction of other services not under the contracts based upon restrictions within the contracts or 
in FCC policies. 

In addition, we are subject to risks arising out of the delegation of the Department of Commerce's 
responsibilities for the domain name system to ICANN. Changes in the regulations or statutes to which our 
clients are subject could cause our clients to alter or decrease the services they purchase from us. We cannot 

predict when, or upon what terms and conditions, further regulation, deregulation or litigation designed to delay 
or prevent the introduction of new top-level domains might occur or the effect future regulation or deregulation 
may have on our business. 

Further, the current regulatory environment for Internet communications, products and services generally is 
uncertain and various laws and governmental regulations, both in the U.S. and abroad, governing Internet related 
services, related communications services and information technologies remain largely unsettled. It may take 
several years to determine whether and how existing laws, such as those governing intellectual property, privacy, 
libel, telecommunications services and taxation, apply to the Internet and to related products and services such as 
ours, and substantial resources may be required to comply with regulations or bring any non-compliant business 
practices into compliance with such regulations. Our failure or the failure of our clients and others with whom we 

transact business to comply with existing or future regulatory or other legal requirements could materially 
adversely affect our business, financial condition and results of operations. 

If we are unable to protect our intellectual property rights adequately, the value of our services and 
solutions could be diminished. 

Our success is dependent in part on obtaining, maintaining and enforcing our proprietary rights and our 
ability to avoid infringing on the proprietary rights of others. While we take precautionary steps to protect our 
technological advantages and intellectual property and rely in part on patent, trademark, trade secret and 
copyright laws, the precautionary steps we have taken may not completely protect our intellectual property 
rights. Effectively policing our intellectual property is time consuming and costly, and the steps taken by us may 

not prevent infringement of our intellectual property or proprietary rights in our products, technology and 
trademarks, particularly in foreign countries where in many instances the local laws or legal systems do not offer 
the same level of protection as in the United States. Further, because patent applications in the United States are 
maintained in secrecy until either the patent application is published or a patent is issued, we may not be aware of 
third-party patents, patent applications and other intellectual property relevant to our services and solutions that 
may block our use of our intellectual property or may be used by third-parties who compete with our services and 
solutions. As we expand our business and introduce new services and solutions, there may be an increased risk of 
infringement and other intellectual property claims by third-parties. From time to time, we and our clients may 
receive claims alleging infringement of intellectual property rights, or may become aware of certain third-party 

patents that may relate to our services and solutions. Additionally, we monitor our use of open source software to 
avoid uses that would require us to disclose our proprietary source code or violate applicable open source 
licenses, but if we engaged in such uses inadvertently, we could be required to take remedial action or release 
certain of our proprietary source code. These scenarios could have a material adverse effect on our business, 
financial condition and operating results. 

Additionally, some of our client agreements require that we indemnify our clients for infringement claims 
resulting from their use of our intellectual property embedded in their products. Any litigation regarding patents 
or other intellectual property could be costly and time consuming and could divert our management and key 
personnel from our business operations. The complexity of the technology involved, and the number of parties 
holding intellectual property within the communications industry, increase the risks associated with intellectual 

property litigation. Moreover, the commercial success of our services and solutions may increase the risk that an 
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infringement claim may be made against us. Royalty or licensing arrangements, if required, may not be available 
on terms acceptable to us, if at all. Any infringement claim successfully asserted against us or against a client for 
which we have an obligation to defend could result in costly litigation, the payment of substantial damages, and 

an injunction that prohibits us from continuing to offer the service or solution in question, any of which could 
have a material adverse effect on our business, financial condition and operating results. 

The markets for our services are competitive, and if we do not adapt our organization and services to m eet 
rapid technological and market change, we could lose clients or market share. 

Our future growth is largely dependent upon our ability to continue to adapt our products, services, and 
organization to meet the demands of rapidly evolving markets and industry standards. We compete against well
funded providers of data registry, information services, as well as communications software companies and 
system integrators. In addition, our industry is characterized by rapid technological change, evolving industry 

standards, and frequent new service offerings. Significant technological changes could make our technology and 
services obsolete. 

Accordingly, our future success depends on our ability to: (i) adapt our products, services, organization, 
workforce, and sales strategies to fit the rapidly changing needs of current and future clients; (ii) identify 
emerging technological and other trends in our target markets; and (iii) develop or acquire and bring to market 
competitive products and services quickly and cost effectively by continually improving the features, 
functionality, reliability and responsiveness of our services, and by developing new features, services and 
applications to meet changing client needs. Our ability to take advantage of opportunities in the market may 

require us to invest considerable resources adapting our organization and capabilities to support development of 
products and systems that can support new services or be integrated with new technologies and incur other 
expenses well in advance of our ability to generate revenue from these services. These development efforts may 
divert resources from other potential investments in our businesses, management time and attention from other 
matters, and may not lead to the development of new products or services on a timely basis. 

We cannot guarantee that we will be able to adapt to these challenges or respond successfully or in a cost
effective way, particularly in the early stages of launching a new service. Further, we may experience delays in 
the development of one or more features of our solutions, which could materially reduce the potential benefits to 

us for providing these services. Potential clients may not adopt our solutions and we may not be able to reach 
acceptable contract terms with clients to provide these services. 

As a result, the failure to effectively adapt our organization, products and services to the needs of our 
markets or the failure of our offerings to gain market acceptance, could significantly reduce our revenues, 
increase our operating costs or otherwise materially and adversely affect our business, financial condition, results 
of operations and cash flows. Our failure to adapt to meet market demand in a cost-effective manner could 
adversely affect our ability to compete and retain clients or market share. 

If we are not able to obtain the data required to provide our information services, or we obtain inaccurate 
data, our operating results could be adversely affected. 

Much of the data that we use in connection with our information services is purchased or licensed from third 
parties, obtained from public record sources or provided to us as part of a broader business relationship with a 
client. Our contracts with third party data providers contain service level requirements, but do not guarantee, nor 
can we ensure, that the data provided under such contracts will be accurate. If we are not able to obtain this data 
on favorable economic terms or otherwise, or link to this data, or if the data we obtain is inaccurate, our ability to 
provide information services to our clients could be materially adversely impacted, which could result in 

decreased revenue, net income and earnings per share. 
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Regulatory and statutory requirements, changes in requirements regarding privacy and data protection or 
public perceptions of data usage may increase our costs or otherwise adversely affect our business. 

Our business operations are subject to a variety of complex privacy and data protection laws and regulations 

in the United States at both the state and federal levels, and in other jurisdictions. These statutory and regulatory 
requirements are evolving, increasing in complexity and number, and may change significantly. How companies 
collect, process, use, store, share or transmit personal data is subject to increasing scrutiny by governments as 
well as the public, which could influence the adoption of legislation or regulation. Certain collection and use of 
personal data may engender distrust of businesses based on such activities, which may lead to additional 
governmental restrictions on and reduced demand for our information services. New statutory or regulatory 
developments could restrict how we collect, manage, aggregate and use information. There may be conflicts 
among the privacy and data protections laws adopted by the various countries in which we operate. Judicial and 
regulatory application and interpretation of these statutory and regulatory requirements are often uncertain and 

could be interpreted in ways that could restrict our use of data to provide information services to our clients or 
otherwise harm our business. We may need to incur significant costs or modify our business practices and/or our 
services in order to comply with existing or revised laws and regulations, or to adapt to changing public attitudes 
about data usage. For example, we previously relied on a common European Union - United States "safe 
harbor" framework for the transfer of certain personal information from the European Union to the United States. 
In October 2015, the European Court of Justice ruled that the safe harbor framework was invalid. As a result, 
regulators in individual European Union member states will retain control over data privacy requirements and we 
may be subject to additional obligations that could require us to change our business practices and/or incur 
additional costs. Any restrictions on our ability to provide services to clients or costs to modify our business 

practices and/or services could have a material adverse effect on our results of operations or prospects. If we are 
not able to comply with applicable laws, we may be subject to significant monetary penalties, orders demanding 
that we cease alleged noncompliant activities, fines and/or criminal prosecution in one or more jurisdictions. 
These or other remedies could have a material adverse effect on our results of operation or financial condition. 
Our failure or alleged failure to comply with privacy and data protection laws, or with public attitudes about data 
usage, including any perception of our practices as an invasion of privacy, could harm our reputation, result in 
legal actions against us by governmental authorities or private claimants or cause us to lose clients, any of which 
could have a material adverse effect on our results of operations or prospects. 

Reorganization activities could disrupt our business and affect our results of operations. 

We have previously taken steps, including reductions in force, office closures, and internal reorganizations 
to reduce the size and cost of our operations, improve efficiencies, and align our organization and staffing to 
better match our market opportunities and our technology development initiatives. We may take similar steps in 
the future as we seek to realize additional operating synergies and profitability objectives, or better reflect 
changes in the strategic direction of our business. These changes could be disruptive to our business, including 
our research and development efforts, and may result in significant expense, including accounting charges for 

technology related write-offs, workforce reduction costs and charges relating to consolidation of facilities. 
Substantial expense or charges resulting from reorganization activities could adversely affect our results of 
operations and use of cash in those periods in which we undertake such actions. 

If we are unable to manage our costs and maintain our quality of service, our profits could be advers ely 
affected. 

Historically, sustaining our growth has placed significant demands on our management as well as on our 
administrative, operational and financial resources. For us to continue to manage our expanded operations, as 
well as any future growth, we must continue to improve our operational, financial and management information 
systems and expand, motivate and manage our workforce. If our quality of service is compromised because we 
are unable to successfully manage our costs, or if new systems that we implement in connection with any future 
restructuring to assist in managing our operations do not produce the expected benefits, we may experience 
higher turnover in our client base and our revenue and profits could be adversely affected. 
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Changes in our tax rates or exposure to additional income tax liabilities could affect our profitability. In 
addition, audits by tax authorities could result in additional tax payments for prior periods. 

We are subject to income taxes in the U.S. and in various non-U.S. jurisdictions. Our effective tax rate can 
be affected by changes in our mix of earnings in countries with differing statutory tax rates (including as a result 
of business acquisitions and dispositions), changes in the valuation of deferred tax assets and liabilities, 

establishment of accruals related to contingent tax liabilities and period-to-period changes in such accruals, the 
expiration of statutes of limitations, the implementation of tax planning strategies and changes in tax laws. The 
impact of these factors may be substantially different from period to period. Due to the ambiguity of tax laws and 
the subjectivity of factual interpretations, our estimates of income tax liabilities may differ from actual payments 
or assessments. In addition, our income tax returns are subject to ongoing audits by U.S. federal, state and local 
tax authorities and by non-U.S. tax authorities. If these audits result in payments or assessments different from 
our reserves, our future results may include unfavorable adjustments to our tax liabilities, which may negatively 
affect our results of operations. Moreover, indemnification rights that we may have in respect of tax liabilities 
may be insufficient or unavailable to protect us against such liabilities. 

Our operating results and margins could fuctuate due to factors relating to stock-based compensation. 

Similar to many other companies, we use stock awards as a form of compensation for certain employees and 
non-employee directors. We must recognize the fair value of all stock based awards, including grants of 
employee stock options, in our financial statements. The valuation model we use to estimate the fair value of our 
stock based awards requires us to make several estimates and assumptions, such as the expected holding period 
of the awards and expected price volatility of our common stock. The amount we recognize for stock based 
compensation expense could vary materially depending on changes in these estimates and assumptions. Other 
factors that could impact the amount of stock based compensation expense we recognize include changes in the 

mix and type of stock-based awards we grant, changes in our compensation plans or tax rate, changes in the 
award forfeiture rate and differences in our company's actual operating results compared to management's 
estimates for performance-based awards. 

Changes in accounting principles and guidance, or their interpretation, could result in unfavorable 
accounting charges or effects, including changes to previously filed financial statements. 

We prepare our consolidated financial statements in accordance with U.S. generally accepted accounting 
principles, or U.S. GAAP. These principles are subject to interpretation by the SEC and various bodies formed to 
interpret and create appropriate accounting principles and guidance. A change in these principles or guidance, or 

in their interpretations, may have a significant effect on our reported results and may retroactively affect 
previously reported results. 

We must recruit and retain skilled employees to succeed in our business, and our failure to recruit and 
retain qualified employees could harm our ability to maintain and grow our business. 

We believe that our success depends upon the continued contributions of our management team and other 
key employees, including our engineering, product, sales and marketing and operations personnel. Our success is 
also contingent upon our continuing ability to recruit, hire, develop, motivate and retain highly skilled employees 

for all areas of our organization. Any of the following factors may affect our ability to motivate and retain our 
existing employees and recruit new employees: 

• competition for employees with the skills we require to operate and grow our business is intense, and, 
as a result, our competitors may seek to hire our key employees; 

• despite our comprehensive compensation packages, we may not be successful in attracting new 
employees and retaining and motivating our existing employees; and 

• any adverse change in reputation, whether as a result of an unfavorable outcome of our petition for 
review of the FCC Order, decrease in revenue due to the termination of our contracts with NAPM, or a 
decline in the market price of our common stock. 
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Our ability to maintain and grow our business and to compete effectively could be impaired if we are unable 
to retain and motivate our existing employees and recruit new employees. If we are unable to retain existing 
employees, we may incur additional costs to recruit and train new employees, which may decrease our profits. 

Our failure to achieve or sustain market acceptance of our s ervices at desired pricing levels could impact 
our ability to maintain proftability or positive cash fow. 

Our competitors and clients may cause us to reduce the prices we charge for our services and solutions. The 
primary sources of pricing pressure include: 

• competitors offering our clients services at reduced prices, or bundling and pricing services in a manner 
that makes it difficult for us to compete; 

• clients with a significant volume of transactions may have enhanced leverage in pricing negotiations 

with us; and 

• potential clients may find it economically advantageous to handle certain functions internally instead of 
using our services. 

We may not be able to offset the effects of any price reductions by increasing the number of transactions we 
handle or the number of clients we serve, by generating higher revenue from enhanced services or by reducing 
our costs. 

Our expansion into international markets may be subject to uncertainties that could increase our costs to 
comply with regulatory requirements in foreign jurisdictions, disrupt our operations, and require increased 
focus from our management. 

We currently provide services to clients located in various international locations and, with our recent 
acquisitions of Bombora Technologies Pty Ltd. and MarketShare Partners, LLC, we intend to pursue additional 
international business opportunities. International operations and business expansion plans are subject to 
numerous additional risks, including: 

• economic and political risks in foreign jurisdictions in which we operate or seek to operate; 

• difficulties in enforcing contracts and collecting receivables through foreign legal systems; 

• differences in foreign laws and regulations, including foreign tax, intellectual property, privacy, labor 
and contract law, as well as unexpected changes in legal and regulatory requirements; 

• differing technology standards and pace of adoption; 

• export restrictions on encryption and other technologies; 

• fluctuations in currency exchange rates and any imposition of currency exchange controls; 

• increased competition by local, regional, or global companies; 

• difficulties in maintaining positive relationships with foreign governments and government officials; 
and 

• difficulties associated with managing a large organization spread throughout various countries. 

If we continue to expand our business globally, our success will depend, in large part, on our ability to 
anticipate and effectively manage these and other risks associated with our international operations. However, 
any of these factors could adversely affect our international operations and, consequently, our operating results. 
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If we are not successful in growing our information services at the rate that we anticipate, our operating 
results could be negatively impacted. 

Our ability to successfully grow our information services depends on a number of different factors, 
including market acceptance of our information services, the expansion of our information services capabilities 
and geographic coverage, and continued public and regulatory acceptance of data usage for the provision of our 
information services solutions, among others. If we are not successful in growing our information services 
business at the rate that we anticipate, we may not meet expected growth and gross margin projections or 
expectations, and our operating results, prospects and the market price of our securities could be adversely 

affected. 

We may be unable to complete acquisitions, or we may undertake acquisitions that increase our costs or 
liabilities or are disruptive to our business. 

We have made a number of acquisitions in the past, and will continue to pursue acquisitions selectively in 
the future. We may not be able to locate acquisition candidates at prices that we consider appropriate or on terms 
that are satisfactory to us. If we do identify an appropriate acquisition candidate, we may not be able to 
successfully negotiate the terms of the acquisition or, if the acquisition occurs, integrate the acquired business 
into our existing business. Acquisitions of businesses or other material operations may require additional debt or 

equity financing, resulting in additional leverage or dilution to our stockholders. 

We may not be able to successfully integrate the operations of businesses that we acquired or realize the 

anticipated benefits of the acquisitions, which could have a material adverse effect on our business and results 
of operations. 

Integration of acquired business operations, including our recent acquisitions of Bombora Technologies Pty 
Ltd, MarketShare Partners, LLC, and the acquisition of caller authentication assets from Transaction Network 
Services, Inc., is a time consuming process that could disrupt our business by diverting significant management 

attention and resources away from day-to-day operations. The difficulties of integration may be increased by the 
necessity of coordinating geographically dispersed organizations, integrating personnel with disparate business 
backgrounds and combining different corporate cultures. It is also possible that the integration process could 
result in the loss of key employees, the disruption of each company's ongoing businesses or inconsistencies in 
standards, controls, procedures and policies that adversely affect our ability to maintain relationships with clients, 
suppliers, distributors, creditors, or lessors, or to achieve the anticipated benefits of the acquisition. Further, if we 
cannot successfully integrate an acquired company's internal control over financial reporting, the reliability of 
our financial statements may be impaired and we may not be able to meet our reporting obligations under 
applicable law. Any such impairment or failure could cause investor confidence and, in tum, the market price of 

our common stock, to be materially adversely affected. 

Even if we are able to integrate acquired businesses successfully, we may not realize the full benefits of the 
cost efficiencies or synergies or other benefits that we anticipated when selecting our acquisition candidates or 
that these benefits will be achieved within a reasonable period of time. In addition, businesses we acquire may 
not be able to retain their existing business relationships, customers and/or key employees. We may be required 
to invest significant capital and resources after the acquisition to maintain or grow the businesses that we acquire. 
In addition, we may need to record write-downs from impairments of goodwill, intangible assets, or long-lived 
assets, or record adjustments to the purchase price that occur after the closing of the transaction, which could 
reduce our future reported earnings. If we fail to successfully integrate and support the operations of the 

businesses we acquire, or if anticipated revenue enhancements and cost savings are not realized from these 
acquired businesses, our business, results of operations and financial condition would be materially adversely 
affected. Further, acquired businesses may have liabilities, neutrality-related risks or adverse operating issues that 
we fail to discover through due diligence prior to the acquisition. These liabilities could include employment, 
retirement or severance-related obligations under applicable law, other benefits arrangements, legal claims, 
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warranty or similar liabilities to clients, claims by or amounts owed to vendors, tax liabilities or other amounts 
owed by the acquired companies. The failure to discover such issues prior to such acquisition, should they be 
significant, could have a material adverse effect on our business and results of operations. 

Failure to maintain effective internal controls over financial reporting could have a material adverse effect 
on our business, operating results and stock price. 

Section 404 of the Sarbanes-Oxley Act of 2002 requires that we include in our annual report a report 
containing management's assessment of the effectiveness of our internal controls over financial reporting as of 
the end of our fiscal year and a statement as to whether or not such internal controls are effective. Compliance 
with these requirements has resulted in, and is likely to continue to result in, significant costs and the 
commitment of time and operational resources. Changes in our business, including certain initiatives to transform 
business processes, to invest in information systems or to transition certain functions to third party resources or 

providers, will necessitate modifications to our internal control systems, processes and information systems as we 
optimize our business and operations. We cannot be certain that our current design for internal control over 
financial reporting, or any additional changes to be made, will be sufficient to enable management to determine 
that our internal controls are effective for any period, or on an ongoing basis. If we are unable to assert that our 
internal controls over financial reporting are effective, market perception of our financial condition and the 
trading price of our stock may be adversely affected, and client perception of our business may suffer. 

Risks related to financial market conditions 

We may be unable to raise additional capital, if needed, or to raise capital on favorable terms. 

The general economic and capital market conditions in the United States and other parts of the world 
deteriorated significantly in 2008, adversely affecting access to capital and increasing the cost of capital. 
Although conditions have improved, a large degree of uncertainty remains both domestically and abroad, which 
continues to adversely impact access to, and the cost of, capital. If funds generated by our operations or available 
under our Amended 2013 Credit Facilities are insufficient to fund our future activities, including acquisitions, 
organic business ventures, or capital expenditures, we may need to raise additional funds through public or 
private equity or debt financing. 

If unfavorable capital market conditions exist when we seek additional financing, we may not be able to 
raise sufficient capital on favorable terms or at all. In addition, we cannot be certain when our contracts to 
provide NPAC Services will terminate. On January 27, 2016, the NAPM Transition Oversight Manager 
published a presentation containing a preliminary overall transition timeline for LNPA services. This preliminary 
timeline showed the transition period extending through the third quarter of 2017. After these contracts 
terminate, our annual revenue will decrease by approximately $500 million. Furthermore, we significantly 
increased our indebtedness for borrowed money in 2015 from $783 .3 million as of December 31, 2014 to 
$1.11 billion as of December 31, 2015. The loss of revenue when our contracts to provide NPAC Services 
terminate and/or our additional indebtedness for borrowed money may adversely affect our ability to raise 

sufficient capital on favorable terms or at all. In addition, the increased outstanding debt balance under our credit 
facilities and the corresponding increase in our leverage ratio may also make it more difficult or more expensive 
for us to obtain additional debt financing or other sources of capital. Failure to obtain capital on a timely basis 
could have a material adverse effect on our results of operations and we may not be able to fund further organic 
and inorganic growth of our business. 
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Risks related to the notes and our other indebtedness 

Our indebtedness could adversely affect our financial condition and prevent us from fulfilling our 
obligations under the notes. 

As of December 31, 2015, borrowings llllder our 2013 Credit Facilities, Senior Notes and 2015 Incremental 
Term Facility were approximately $1.11 billion, and we had unused revolving commitments of $8.2 million 
(after giving effect to borrowings of $175.0 million and $16.8 million of outstanding letters of credit). In 
addition, our 2013 Term Facility allows us to request one or more increases to the available term commitments 
llllder such facility. We are entitled to request such increases in an amollllt such that, after giving effect to such 
increases, either (a) the aggregate amollllt of increases does not exceed $400 million or (b) our consolidated 
secured leverage ratio on a pro forma basis after giving effect to any such increase is below 2.50 to 1.00. As of 
December 31, 2015, the total amount of such potential incremental increases we could request was approximately 
$327.0 million. 

Subject to the limits contained in the credit agreement that governs our 2013 Term Facility and 2015 
Incremental Term Facility, the indenture that governs the Senior Notes and our other debt instruments, we may 
be able to incur substantial additional debt from time to time to finance investments or acquisitions, or for other 
general corporate purposes. If we do so, the risks related to our level of debt could intensify. Our level of debt 
could have important consequences to the holders of our securities, including the following: 

• making it more difficult for us to satisfy our obligations with respect to the Senior Notes and our other 
debt; 

• limiting our ability to obtain additional financing to fund future acquisitions or other general corporate 
requirements; 

• requiring a substantial portion of our cash flows to be dedicated to debt service payments instead of 
other purposes, thereby reducing the amollllt of cash flows available for acquisitions and other general 
corporate purposes; 

• increasing our vulnerability to general adverse economic and industry conditions; 

• exposing us to the risk of increased interest rates as certain of our borrowings, including borrowings 
llllder our 2013 Term Facility and 2015 Incremental Term Facility, are at variable rates of interest; 

• limiting our flexibility in planning for and reacting to changes in the industry in which we compete; 

• placing us at a disadvantage compared to other, less leveraged competitors; and 

• increasing our cost of borrowing. 

In addition, the indenture that governs the Senior Notes and the credit agreement that governs our 2013 
Term Facility and 2015 Incremental Term Facility contains restrictive covenants that limit our ability to engage 
in activities that may be in our long-term best interest. Our failure to comply with those covenants could result in 

an event of default which, if not cured or waived, could result in the acceleration of the repayment of all our debt. 

We may not be able to generate sufficient cash to service all of our indebtedness, and may be forced to take 
other actions to satisfy our obligations under our indebtedness, which may not be successful. 

Our ability to make scheduled payments on or refinance our debt obligations depends on our financial 
condition and operating performance, which are subject to prevailing economic and competitive conditions and 
to certain financial, business, legislative, regulatory and other factors beyond our control, including the 
llllcertainty regarding future extensions of our contracts with NAPM. We may be llllable to maintain a level of 
cash flows from operating activities sufficient to permit us to pay the principal, premium, if any, and interest on 

our indebtedness. 
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If our cash flows and capital resources are insufficient to fund our debt service obligations, we could face 
substantial liquidity problems and could be forced to reduce or delay investments and capital expenditures or to 
dispose of material assets or operations, seek additional debt or equity capital or restructure or refinance our 

indebtedness. We may not be able to effect any such alternative measures, if necessary, on commercially 
reasonable terms or at all and, even if successful, those alternative actions may not allow us to meet our 
scheduled debt service obligations. The credit agreements that govern our 2013 Term Facility and 2015 
Incremental Term Facility and the indenture that governs the Senior Notes restrict our ability to dispose of assets 
and use the proceeds from those dispositions and also restrict our ability to raise debt or equity capital to be used 
to repay other indebtedness when it becomes due. We may not be able to consummate those dispositions or to 
obtain proceeds in an amount sufficient to meet any debt service obligations then due. 

Our inability to generate sufficient cash flows to satisfy our debt obligations would materially and adversely 
affect our financial position and results of operations and our ability to satisfy our debt obligations. 

If we cannot make scheduled payments on our debt, we will be in default and holders of the Senior Notes 
could declare all outstanding principal and interest to be due and payable, the lenders under our 2013 Term 
Facility and 2015 Incremental Term Facility could terminate their commitments to loan money, the lenders could 
foreclose against the assets securing their borrowings and we could be forced into bankruptcy or liquidation. 

Our variable rate indebtedness subjects us to interest rate risk, which could cause our debt service 
obligations to increase significantly. 

Borrowings under our credit facilities are at variable rates of interest and expose us to interest rate risk. If 
interest rates were to increase, our debt service obligations on the variable rate indebtedness would increase even 
though the amount borrowed remained the same, and our net income and cash flows, including cash available for 

servicing our indebtedness, will correspondingly decrease. Assuming all loans are fully drawn, each quarter point 
change in interest rates would result in a $0.5 million change in annual interest expense on our indebtedness 
under our credit facilities. In the future, we may enter into interest rate swaps that involve the exchange of 
floating for fixed rate interest payments in order to reduce interest rate volatility. However, we may not maintain 
interest rate swaps with respect to all of our variable rate indebtedness, and any swaps we enter into may not 
fully mitigate our interest rate risk. 

A lowering or withdrawal of the ratings assigned to our debt securities by rating agencies may increase our 
future borrowing costs and reduce our access to capital. 

Our debt currently has a non-investment grade rating, and any rating assigned could be lowered or 
withdrawn entirely by a rating agency if, in that rating agency's judgment, future circumstances relating to the 
basis of the rating, such as adverse changes, so warrant. Any downgrade by either Standard & Poor' s or Moody's 
could increase the interest rate on our credit facilities, result in higher borrowing costs and decrease earnings. 
Any future adverse changes to our ratings likely would make it more difficult or more expensive for us to obtain 
additional debt financing. 

Risks Related to Our Common Stock 

Our common stock price may be volatile. 

The market price of our Class A common stock has fluctuated, and may continue to fluctuate, widely. 
Fluctuations in the market price of our Class A common stock could be caused by many things, including: 

• our perceived prospects and the prospects of the Telecom, Internet and data analytics industries in 
general; 

• differences between our actual financial and operating results and those expected by investors and 
analysts; 
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• changes in analysts' recommendations or projections; 

• uncertainty about the length of the remaining term under our contracts with N APM; 

• an unfavorable outcome, or uncertainty about the outcome, of our legal challenge to the FCC Order 
approving a new LNP A; 

• changes in general valuations for communications and data analytics companies; 

• adoption or modification of regulations, policies, procedures or programs applicable to our business; 

• sales of our Class A common stock by our officers, directors or principal stockholders; 

• sales of significant amounts of our Class A common stock in the public market, or the perception that 
such sales may occur; 

• sales of our Class A conunon stock due to a required divestiture under the terms of our certificate of 
incorporation; and 

• changes in general economic or market conditions and broad market fluctuations. 

Each of these factors, among others, could have a material adverse effect on the market price of our Class A 
common stock. Recently, the stock market in general has experienced extreme price fluctuations. This volatility 
has had a substantial effect on the market prices of securities issued by many companies for reasons unrelated to 
the operating performance of the specific companies. Some companies that have had volatile market prices for 
their securities have had securities class action suits filed against them. Such a lawsuit was filed against us in July 
2014. While this lawsuit was dismissed, if another class action lawsuit were to be filed against us, regardless of 
the outcome, it could result in substantial costs and a diversion of our management's attention and resources. 

This could have a material adverse effect on our business, prospects, financial condition and results of 
operations. 

Delaware law and provisions in our certificate of incorporation and bylaws could make a merger, tender 
offer or proxy contest difficult, and the market price of our Class A common stock may be lower as a result. 

We are a Delaware corporation, and the anti-takeover provisions of the Delaware General Corporation Law 
may discourage, delay or prevent a change in control by prohibiting us from engaging in a business combination 
with an interested stockholder for a period of three years after the person becomes an interested stockholder, even 
if a change of control would be beneficial to our existing stockholders. In addition, our certificate of 
incorporation and bylaws may discourage, delay or prevent a change in our management or control over us that 
stockholders may consider favorable. Our certificate of incorporation and bylaws: 

• authorize the issuance of "blank check" preferred stock that could be issued by our Board of Directors 
to thwart a takeover attempt; 

• prohibit cumulative voting in the election of directors, which would otherwise enable holders of less 

than a majority of our voting securities to elect some of our directors; 

• require that directors only be removed from office for cause; 

• provide that vacancies on the Board of Directors, including newly-created directorships, may be filled 
only by a majority vote of directors then in office; 

• disqualify any individual from serving on our board if such individual's service as a director would 
cause us to violate our neutrality requirements; 

• limit who may call special meetings of stockholders; 

• prohibit stockholder action by written consent, requiring all actions to be taken at a meeting of the 
stockholders; and 

• establish advance notice requirements for nominating candidates for election to the Board of Directors 
or for proposing matters that can be acted upon by stockholders at stockholder meetings. 
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In addition, our certificate of incorporation and bylaws used to provide for a classified Board of Directors, 
which will be phased out beginning with the annual meeting of stockholders in 2017 and will no longer be in 
effect at the time of our annual meeting of stockholders in 2019. 

In order to comply with our neutrality requirements, our certificate of incorporation contains ownership 
and transfer restrictions relating to telecommunications service providers, VoIP providers and their respective 
affliates, which may inhibit potential acquisition bids that our stockholders may consider favorable, and the 
market price of our Class A common stock may be lower as a result. 

In order to comply with neutrality requirements imposed by the FCC in its orders and rules, no entity that 
qualifies as a "telecommunications service provider," "VoIP provider" or an affiliate of a telecommunications 
service provider or VoIP provider, as defined under the Communications Act of 1934 and FCC rules and orders, 
may beneficially own 5% or more of our capital stock. In general, a telecommunications service provider is an 

entity that offers telecommunications services to the public at large, and is, therefore, providing 
telecommunications services on a common carrier basis. In general, a VoIP provider is an entity that provides 
two-way voice communications over a broadband connection and interconnects with the public switched 
telephone network. 

Moreover, a party will be deemed to be an affiliate of a telecommunications service provider or a VoIP 
provider if that party controls, is controlled by, or is under common control with, a telecommunications service 
provider or a VoIP provider, respectively. A party is deemed to control another if that party, directly or 
indirect! y: 

• owns 10% or more of the total outstanding equity of the other party; 

• has the power to vote 10% or more of the securities having ordinary voting power for the election of 
the directors or management of the other party; or 

• has the power to direct or cause the direction of the management and policies of the other party. 

As a result of this regulation, subject to limited exceptions, our certificate of incorporation (a) prohibits any 
telecommunications service provider, VoIP provider or affiliate of a telecommunications service provider or 
VoIP provider from beneficially owning, directly or indirectly, 5% or more of our outstanding capital stock and 

(b) empowers our Board of Directors to determine whether any particular holder of our capital stock is a 
telecommunications service provider, VoIP provider or an affiliate of a telecommunications service provider or 
VoIP provider. Among other things, our certificate of incorporation provides that: 

• if one of our stockholders experiences a change in status or other event that results in the stockholder 
violating this restriction, or if any transfer of our stock occurs that, if effective, would violate the 5% 
restriction, we may elect to purchase the excess shares (i.e., the shares that cause the violation of the 
restriction) or require that the excess shares be sold to a third-party whose ownership will not violate 
the restriction; 

• pending a required divestiture of these excess shares, the holder whose beneficial ownership violates 
the 5% restriction may not vote the shares in excess of the 5% threshold; and 

• if our Board of Directors, or its permitted designee, determines that a transfer, attempted transfer or 
other event violating this restriction has taken place, we must take whatever action we deem advisable 
to prevent or refuse to give effect to the transfer, including refusal to register the transfer, disregard of 
any vote of the shares by the prohibited owner, or the institution of proceedings to enjoin the transfer. 

Any person who acquires, or attempts or intends to acquire, beneficial ownership of our stock that will or 

may violate this restriction must notify us as provided in our certificate of incorporation. In addition, any person 
who becomes the beneficial owner of 5% or more of our stock must notify us and certify that such person is not a 
telecommunications service provider, VoIP provider or an affiliate of a telecommunications service provider or 
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VoIP provider. If a 5% stockholder fails to supply the required certification, we are authorized to treat that 
stockholder as a prohibited owner - meaning, among other things, that we may elect to require that the excess 
shares be sold. We may request additional information from our stockholders to ensure compliance with this 

restriction. Our board will treat any "group," as that term is defined in Section 13( d)(3) of the Securities 
Exchange Act of 1934, as a single person for purposes of applying the ownership and transfer restrictions in our 
certificate of incorporation. 

Nothing in our certificate of incorporation restricts our ability to purchase shares of our capital stock. If a 
purchase by us of shares of our capital stock results in a stockholder's percentage interest in our outstanding 
capital stock increasing to over the 5% threshold, such stockholder must deliver the required certification 
regarding such stockholder's status as a teleconununications service provider, VoIP provider or affiliate of a 
telecommunications service provider or VoIP provider. In addition, to the extent that a repurchase by us of shares 
of our capital stock causes any stockholder to violate the restrictions on ownership and transfer contained in our 

certificate of incorporation, that stockholder will be subject to all of the provisions applicable to prohibited 
owners, including required divestiture and loss of voting rights. 

These restrictions and requirements may: 

• discourage industry participants that might have otherwise been interested in acquiring us from making 
a tender offer or proposing some other form of transaction that could involve a premium price for our 
shares or otherwise be in the best interests of our stockholders; and 

• discourage investment in us by other investors who are telecommunications service providers or VoIP 

providers or who may be deemed to be affiliates of a telecommunications service provider or VoIP 
provider, which may decrease the demand for our Class A common stock and cause the market price of 
our Class A common stock to be lower. 

ITEM 18. UNRESOLVED STAFF COMMENTS 

None. 
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ITEM 2. PROPERTIES 

Our principal executive offices are located at 21575 Ridgetop Circle, Sterling, Virginia, 20166, and our 
telephone number at that address is (571) 434-5400. As of December 31, 2015, we leased approximately 
640,000 square feet of space, primarily in the United States, and to a lesser extent in Europe, Australia and 
Colombia, in support of general office and sales operations. We own a 54,000 square foot facility in Englewood, 
Colorado. As of February 29, 2016, we believe that our facilities have sufficient capacity to meet the current and 
projected needs of our business. We periodically evaluate the adequacy of existing facilities and the availability 
of additional facilities, and we believe that additional or alternative space, if needed, will be available as needed 

in the future on commercially reasonable terms. The following table lists our major locations that are primarily 
used for administrative, sales, marketing, support and research and development operations: 

Leased Property Locations 

Sterling, VA, United States 
McLean, VA, United States 
California, United States 
Kentucky, United States 
Illinois, United States 
Utah, United States 
District of Colombia, United States 
New York, United States 

Melbourne, Australia 
Bogota, Colombia 
Staines, United Kingdom 
Heredia, Costa Rica 
Bangalore, India 
Hyderabad, India 

Owned Property Locations 

Colorado, United States 

Approximate 
Square Footage 

192,000 
44,000 

241,000 
36,000 

3,500 
8,000 

13,000 
29,000 

15,000 
3,000 
3,000 

13,000 
14,500 

5,000 

Approximate 
Square Footage 

54,000 

Upon expiration of the property leases, we expect to obtain renewals or to lease alternative space. Lease 
expiration dates range from 2016 through 2023. 

ITEM 3. LEGAL PROCEEDINGS 

On July 15, 2014, the Oklahoma Firefighters Pension and Retirement System, or OFPRS, individually and 
on behalf of all other similarly situated stockholders, filed a putative class action complaint in the United States 
District Court for the Eastern District of Virginia, Alexandria Division, or the Alexandria Division, against us 
and certain of our senior executive officers. The OFPRS complaint asserted claims for purported violations of 
Sections lO(b) and 20(a) of the Securities Exchange Act of 1934 and SEC Rule lOb-5 on behalf of those who 
purchased our securities between April 19, 2013 and June 6, 2014, inclusive, and sought unspecified 
compensatory damages, costs and expenses, including attorneys' and experts' fees, and injunctive relief. 

On October 7, 2014, the Alexandria Division issued an order appointing lead counsel and designating The 
Indiana Public Retirement System, or IPRS, as lead plaintiff. On November 6, 2014, the IPRS filed an amended 
complaint and on December 8, 2014, we moved to dismiss IPRS's amended complaint. On December 22, 2014, 
IPRS filed its opposition to our motion to dismiss. On December 29, 2014, we filed a reply brief to the IPRS 
opposition. The Alexandria Division heard oral arguments on the motions on January 22, 2015 and on 
January 27, 2015, and issued an order granting our motion to dismiss IPRS's amended complaint with prejudice. 
On February 25, 2015, counsel for IPRS filed a notice of appeal. 
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On July 28, 2015, the IPRS, on behalf of itself and the proposed settlement class, on the one hand, and 
certain of our senior executive officers on the other hand, entered into a Stipulation and Agreement of Settlement 
with the Alexandria Division, which sets forth the terms and conditions of the proposed settlement of the claims. 

The Alexandria Division granted preliminary approval of the settlement on September 22, 2015. The final 
hearing before the Alexandria Division took place on December 3, 2015 and a Final Order was entered 
dismissing all claims with prejudice. The settlement amount did not have a material impact to our consolidated 
financial position and results of operations. 

On April 6, 2015, we filed a Petition for Review asking the U.S. Court of Appeals for the District of 
Columbia Circuit to "hold unlawful, vacate, enjoin, and set aside" the FCC Order issued on March 27, 2015, 
approving a reconunendation by the NANC for a competitor to serve as the next LNPA. Among other things, we 
believe the FCC Order violates the notice and comment rulemaking requirements of the Administrative 
Procedure Act, violates the FCC' s rules by selecting an entity that is not impartial or neutral to serve as the next 

LNPA and is arbitrary, capricious, an abuse of discretion or otherwise contrary to law. On June 19, 2015, the 
Court of Appeals granted the requests made by thir d party petitioners to intervene in the case. On July 21, 2015, 
the Court of Appeals dismissed the FCC's motion to hold the case in abeyance pending further FCC action and 
ruled that the issues raised in the FCC's motion to dismiss should be addressed in the parties' briefs on the 
merits. We filed our initial brief on September 21, 2015; the briefing schedule concluded on December 17, 2015. 
Oral arguments will take place in 2016. 

ITEM 4. MINE SAFETY DISCLOSURES 

Not applicable. 
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PART II 

ITEM 5. MARKET FOR REGISTRANT'S COMMON EQUITY, RELATED STOCKHOLDER 

MATTERS AND ISSUER PURCHASES OF EQUITY SECURITIES 

Market for Our Common Stock 

Since June 29, 2005, our Class A common stock has traded on the New York Stock Exchange under the 
symbol "NSR." As of February 22, 2016, our Class A common stock was held by 80 stockholders of record. The 
following table sets forth the per-share range of the high and low sales prices of our Class A common stock as 
reported on the New York Stock Exchange for the periods indicated: 

Fiscal year ended December 31, 2014 

First quarter 
Second quarter 
Third quarter 
Fourth quarter 

Fiscal year ended December 31, 2015 

First quarter 

Second quarter 
Third quarter 
Fourth quarter 

High Low 

$49.59 
$34.38 
$29.80 
$27.80 

$28.30 

$31.40 
$32.66 
$30.11 

$32.51 
$24.14 
$24.74 
$24.35 

$20.32 

$24.43 
$25.35 
$22.35 

There is no established public trading market for our Class B common stock. As of February 22, 2016, our 

Class B common stock was held by 4 stockholders of record. 

Dividends 

We did not pay any cash dividends on our Class A or Class B common stock in 2014 or 2015 and we do not 
expect to pay any cash dividends on our common stock for the foreseeable future. Our 2013 Term Facility limits 
our ability to declare or pay dividends to an amount up to $100 million per year. We currently intend to retain 
any future earnings to finance our operations and growth. We are limited by Delaware law in the amount of 
dividends we can pay. Any future determination to pay cash dividends will be at the discretion of our Board of 
Directors and will depend on earnings, financial condition, operating results, capital requirements, any 

contractual restrictions and other factors that our Board of Directors deems relevant. 

Purchases of Equity Securities 

The following table is a summary of our repurchases of common stock during each of the three months in 
the quarter ended December 31, 2015: 

Approximate 
Total Number of Dollar Value of 

Total Shares Purchased Shares that May 
Number of Average as Part of Publicly Yet Be Purchased 

Shares Price Paid Announced Plans Under the Plans or 
Month Purchased(1) per Share or Programs(2H3) Programs 

October 1 through October 31, 2015 482,589 $27.37 464,037 $48,454,160 
November 1 through November 30, 2015 92,277 29.13 92,120 
December 1 through December 31, 2015 2,507 25.31 

Total 577,373 $27.64 556,157 $ 

(1) The number of shares purchased represents shares of common stock tendered by employees to us to satisfy 
the employees' minimum tax withholding obligations arising as a result of vesting of restricted stock grants 
under our stock incentive plan. We purchased these shares for their fair market value on the vesting date. 
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ITEM 6. SELECTED FINANCIAL DATA 

The tables below present selected consolidated statements of operations data and selected consolidated 
balance sheet data for each year in the five year period ended December 31, 2015. The selected consolidated 
statements of operations data for each of the three years ended December 31, 2013, 2014 and 2015, and the 
selected consolidated balance sheet data as of December 31, 2014 and 2015, have been derived from, and should 
be read together with, our audited consolidated financial statements and related notes appearing in this report. 
The selected consolidated statements of operations data for each of the two years ended December 31, 2011 and 

2012, and the selected consolidated balance sheet data as of December 31, 2011, 2012 and 2013, have been 
derived from our audited consolidated financial statements and related notes not included in this report. 

The following information should be read together with, and is qualified in its entirety by reference to, the 
more detailed information contained in "Management's Discussion and Analysis of Financial Condition and 
Results of Operations" in Item 7 of this report and our consolidated financial statements and related notes in 

Item 8 of this report. 

Consolidated Statements of Operations Data: 
Revenue 
Operating expense: 

Cost of revenue (excluding depreciation and 
amortization shown separately below) 

Sales and marketing 
Research and development 
General and administrative 
Depreciation and amortization 
Restructuring charges 

Income from operations 
Other (expense) income: 

Interest and other expense 
Interest and other income 

Income from continuing operations before income 
taxes 

Provision for income taxes, continuing operations 

Income from continuing operations 
Income from discontinued operations, net of tax 

Net income 

Basic net income per common share: 
Continuing operations 
Discontinued operations 

Basic net income per common share 

Diluted net income per common share: 
Continuing operations 
Discontinued operations 

Diluted net income per common share 

Weighted average common shares outstanding: 
Basic 

Diluted 
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Year Ended December 31, 

2011 2012 2013 2014 2015 

(in thousands, except per share data) 

$620,455 $831,388 $902,041 $963,588 $1,049,958 

137,992 185,965 212,572 247,115 286,236 
109,855 163,729 178,017 198,142 206,292 

17,509 29,794 27,993 27,739 25,677 
96,317 81,797 93,930 104,970 118,648 
46,209 92,955 100,233 117,785 122,691 

3,549 489 2 6,521 3,858 

411,431 554,729 612,747 702,272 763,402 

209,024 276,659 289,294 261,316 286,556 

(6,279) (34,155) (34,527) (26,218) (33,578) 
1,966 596 357 445 552 

204,711 243,100 255,124 235,543 253,530 
81,137 87,013 92,372 71,849 78,068 

123,574 156,087 162,752 163,694 175,462 
37,249 

$160,823 $156,087 $162,752 $163,694 $ 175,462 

$ 1.69 $ 2.34 $ 2.52 $ 2.84 $ 3.21 
0.51 

$ 2.20 $ 2.34 $ 2.52 $ 2.84 $ 3.21 

$ 1.66 $ 2.30 $ 2.46 $ 2.75 $ 3.14 
0.50 

$ 2.16 $ 2.30 $ 2.46 $ 2.75 $ 3.14 

72,974 66,737 64,463 57,647 54,643 

74,496 67,956 66,108 59,535 55,904 



As of December 31, 

2011 2012 2013 2014 2015 

(in thousands) 

Consolidated Balance Sheet Data: 
Cash, cash equivalents and short-term 

investments $ 132,782 $ 343,921 $ 223,309 $ 326,577 $ 89,097 
Working capital (deficit) 196,442 368,326 264,245 342,700 (81,428) 

Goodwill and intangible assets 910,946 860,665 920,102 994,891 1,716,262 
Total assets 1,362,608 1,509,635 1,486,813 1,723,290 2,202,247 
Deferred revenue, excluding current 

portion 10,363 9,922 12,061 27,017 22,998 
Long-term note payable and capital 

lease obligations, excluding current 
portion 569,587 563,348 591,900 765,359 959,340 

Total stockholders' equity 502,634 646,608 589,574 619,483 723,499 
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ITEM 7. MANAGEMENT'S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND 
RESULTS OF OPERATIONS 

You should read the following discussion and analysis in conjunction with the information set forth under 

"Selected Financial Data" in Item 6 of this report and our consolidated financial statements and related notes in 

Item 8 of this report. The statements in this discussion related to our expectations regarding our future 

performance, liquidity and capital resources, and other non-historical statements in this discussion, are forward

looking statements. These forward looking statements are subject to numerous risks and uncertainties, including, 

but not limited to, the risks and uncertainties described in "Risk Factors" in Item IA of this report and "Business 

� Cautionary Note Regarding ForwardLooking Statements" in Item 1 of this report. Our actual results may 

differ materially from those contained in or implied by any forward looking statements. 

Overview 

In 2015, we strengthened our position as a leader in information services through the build-out of our 
service offerings and acquisitions. Our information services are predicated on an authoritative identity used to 
help clients promote and protect their businesses. We continuously strive to improve our authoritative identity. In 
2015, we added additional authoritative identity capabilities including mobile advertising identification and 
attributes such as age, gender and television viewing data. With this foundation, chief marketing officers use our 
comprehensive suite of services to identify the appropriate audience, activate marketing campaigns, measure 
campaign performance and conduct full resource allocation planning. Additionally, as a global provider of brand 

TLDs, companies rely on us to manage their digital presence. 

Revenue for the year increased 9.0% to $1.05 billion as compared to $963.6 million in 2014. This increase 
in revenue was driven by a 19.7% increase in Security Services revenue to $168.0 million as compared to 
$140.3 million in 2014, a 15.9% increase in Marketing Services revenue to $170.4 million as compared to 
$14 7.0 million in 2014, a 6.8% increase in NPAC Services revenue to $507.1 million as compared to 
$474.8 million in 2014, and a 1.5% increase in Data Services revenue to $204.5 million as compared to 
$201.4 million in 2014. 

On December 9, 2015, we amended our 2013 Credit Facilities and entered into a $350 million incremental 
term loan facility. The incremental term loan has an annual amortization rate of 40% and matures on 
January 22, 2018, with our 2013 Credit Facilities. The incremental term loan facility incurs interest at a rate of 
LIB OR plus 4.00% and the interest on our 2013 Term Facility increased to a rate of LIB OR plus 4.5% in 
accordance with its terms. 

On March 26, 2015, the FCC approved a competitor to serve as the next LNPA and authorized the NAPM to 
begin contract negotiations with that competitor. On April 6, 2015, we filed a Petition for Review asking the U.S. 
Court of Appeals for the District of Columbia Circuit to "hold unlawful, vacate, enjoin, and set aside" the FCC's 

Order approving the North American Numbering Counsel's recommendation. On June 19, 2015, the Court of 
Appeals granted the requests made by third-party petitioners to intervene in the case. On July 21, 2015, the Court 
of Appeals dismissed the FCC' s motion to hold the case in abeyance pending further FCC action and ruled that 
the issues raised in the FCC' s motion to dismiss should be addressed in the parties' briefs on the merits. We filed 
our initial brief on September 21, 2015; the briefing schedule concluded on December 17, 2015. Oral arguments 
will take place in 2016. 

On April 7, 2015, we amended our seven regional contracts with the NAPM. Under this amendment, we 
will provide LNPA services for an annual fixed fee of $496.1 million until the termination of these contracts. The 

contracts will automatically renew on July 3, 2016 for additional one-year terms commencing as of 
October 1, 2016, unless NAPM provides a notice of non-renewal at least 90 days prior to the end of the then
current term. Once a notice of non-renewal is provided, NAPM must also provide us with at least 180-days 
advance notice of its intention to terminate these contracts. We cannot be certain how long we will provide 
LNPA services. In addition to LNPA services, we will provide certain transition services on a cost-plus basis. On 
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January 27, 2016, the NAPM Transition Oversight Manager published a presentation containing a preliminary 
overall transition timeline for LNP A services. This preliminary timeline showed the transition period extending 
through the third quarter of 2017. 

Prior to this amendment, we provided LNPA services under our contracts with NAPM for a fixed fee with a 
6.5% annual price escalator. This contract was due to expire on June 30, 2015. The 2015 LNPA service fixed fee 
under the prior contract terms represents the impact of a 6.5% annual escalator on the 2014 LNPA service fixed 
fee of $465.8 million, resulting in a 2015 LNPA service fixed fee of $496.1 million. Under the April 7, 2015 
amendment, the annual LNPA service fixed fee remains the same at $496.1 million for the duration of the 
amended term of the contracts. As a result, the amendment did not have an impact on our revenue growth rate for 
the year ended December 31, 2015. 

Loss of the NPAC contracts will have a material adverse impact on our future operating results when 
compared to our current financial profile. We expect to lose approximately $500 million of annual revenue and 
this loss will adversely impact our income from operations and operating margin. Additionally, this loss may 
have a disproportionate material negative impact on our operating margin because of the largely fixed and shared 
cost structure that is designed to support all of our services. As a result of the uncertain contract end date and due 
to our cost structure, which is organized by function, we are currently analyzing the impact of the termination of 
the contracts on our income from operations in an effort to quantify such impacts. Our disclosure will expand as 

we evaluate the cost structure that will be in place to support our ongoing business or as we learn more about the 
timing of the NPAC contract termination. 

Recent Developments 

Management has initiated an organizational review of the business in connection with the integration of our 
recent acquisitions, the review of our go-to-market strategies and the anticipated loss of our NPAC contracts. 

While we perform this review, we will maintain the current operating and reporting structure. 

Our Company 

We were founded to meet the technical and operational challenges of the communications industry when the 
U.S. government mandated local number portability in 1996. We provide the authoritative solution that the 
communications industry relies upon to meet this mandate. Since then, we have grown to offer a broad range of 
real-time information services, including marketing services, security services, and data services. 

Our costs and expenses consist of cost of revenue, sales and marketing, research and development, general 
and administrative, depreciation and amortization, and restructuring charges. 

Cost of revenue includes all direct materials costs, direct labor costs, and indirect costs related to the 
generation of revenue such as indirect labor, outsourced services, materials and supplies, payment processing 

fees, and general facilities costs. Our primary cost of revenue is personnel costs associated with service 
implementation, product maintenance, client deployment and client care, including salaries, stock based 
compensation and other personnel related expense. In addition, cost of revenue also includes costs relating to our 
information technology and systems department, including data costs, network costs, data center maintenance, 
database management, data processing costs and general facilities costs. Cost of revenue also includes costs 
relating to developing modifications and enhancements of our existing technology and services, as well as 
royalties paid to third parties related to our U.S. Common Short Code services and registry gateway services. 

Sales and marketing expense consists of personnel costs, such as salaries, sales commissions, travel, stock
based compensation, and other personnel-related expense; costs associated with attending and sponsoring trade 
shows; facilities costs; professional fees; costs of marketing programs, such as Internet and print marketing 
programs, as well as costs for product branding, market analysis and forecasting; and client relationship 
management. 
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Research and development expense consists primarily of personnel costs, including salaries, stock based 
compensation and other personnel related expense; contractor costs; and the costs of facilities, and computer and 
support services used in service and technology development. 

General and administrative expense consists primarily of personnel costs, including salaries, stock-based 
compensation, and other personnel-related expense, for our executive, administrative, legal, finance and human 
resources functions. General and administrative expense also includes facilities, support services and professional 
services fees. 

Depreciation and amortization relates to amortization of identifiable intangibles, and the depreciation of our 
property and equipment, including our network infrastructure and facilities related to our services. 

Restructuring charges relate to the termination of certain employees and reduction in or closure of leased 

facilities. 

Critical Accounting Policies and Estimates 

The discussion and analysis of our financial condition and results of operations are based on our 
consolidated financial statements, which have been prepared in accordance with U.S. generally accepted 
accounting principles, or U.S. GAAP. The preparation of these financial statements in accordance with U.S. 
GAAP requires us to utilize accounting policies and make certain estimates and assumptions that affect the 
reported amounts of assets and liabilities, the disclosure of contingencies as of the date of the financial statements 
and the reported amounts of revenue and expense during a fiscal period. The U.S. Securities and Exchange 
Commission, or SEC, considers an accounting policy to be critical if it is important to a company's financial 
condition and results of operations, and if it requires significant judgment and estimates on the part of 

management in its application. We have discussed the selection and development of the critical accounting 
policies with the audit committee of our Board of Directors, and the audit committee has reviewed our related 
disclosures in this report. 

Although we believe that our judgments and estimates are appropriate and reasonable, actual results may 
differ from those estimates. In addition, while we have used our best estimates based on the facts and 

circumstances available to us at the time, we reasonably could have used different estimates in the current period. 
Changes in the accounting estimates we use are reasonably likely to occur from period to period, which may have 
a material impact on the presentation of our financial condition and results of operations. If actual results or 
events differ materially from those contemplated by us in making these estimates, our reported financial 
condition and results of operations could be materially affected. See the information in our filings with the SEC 
from time to time and Item lA of this report, "Risk Factors," for certain matters that may bear on our results of 
operations. 

Revenue Recognition 

We provide wireline and wireless number portability, implement the allocation of pooled blocks of 
telephone numbers and provide network management services pursuant to seven contracts with N APM. The 
aggregate fees for transactions processed under the contracts are determined by an annual fixed-fee pricing 

model. If actual volume of transactions in a given year is above or below the contractually established volume 
range for that year, the annual fixed fee may be adjusted up or down, respectively. At each reporting period, we 
assess the volume of transactions in comparison to the contractually established volume range for that year and 
determine the probability of an adjustment, either up or down, to the annual fixed fee. If we determine an 
adjustment is probable and measurable, we record the adjustment to revenue in the reporting period in which our 
assessment is made. We have not recorded any adjustments to the annual fixed fee since the inception of these 
contract terms in January 2009. 

For more information regarding our revenue recognition policy, please see Note 2 to our Consolidated 
Financial Statements in Item 8 of Part II of this report. 

36 



Service Level Standards 

Some of our private commercial contracts require us to meet minimum service level standards and impose 
corresponding penalties for failure to meet those standards. We record a provision for these performance-related 

penalties when we become aware that we have failed to meet required service levels, which results in a 
corresponding reduction of our revenue. 

Business Combinations 

We make significant estimates, assumptions, and judgments when valuing acquired assets, assumed 

liabilities, contractual contingencies and contingent consideration in connection with applying the acquisition 
method of accounting for business combinations. These assumptions and estimates are based on historical 
experience, market conditions, and information obtained from the management of the acquired company. Critical 
estimates in valuing certain intangible assets include, but are not limited to, historical and projected customer 
retention rates, estimated future cash flows, the appropriate discount rates, and the expected use of the acquired 
assets and any anticipated cost savings. These estimates are inherently uncertain and unpredictable. In addition, 
unanticipated events and circumstances may occur which may affect the accuracy or validity of such estimates. 
These factors are also considered in determining the useful life of the acquired intangible assets. 

Goodwill and Intangible Assets 

In accordance with the Intangibles-Goodwill and Other Topic of the Financial Accounting Standards Board, 
or FASB, Accounting Standards Codification, or ASC, we test our goodwill for impairment on an annual basis, 
or on an interim basis if an event occurs or circumstances change that indicate an impairment may have occurred. 

Our 2015 annual goodwill impairment analysis, which we performed for our single reporting unit as of 
October 1, 2015, did not result in an impairment charge. We compared our enterprise value to our reporting unit 
carrying value as of October 1, 2015. As a result of this analysis, we determined that the estimated fair value of 
our reporting unit was substantially in excess of the carrying value. We believe that the assumptions and 
estimates used to determine the estimated fair value of our reporting unit are reasonable; however, there are a 
number of factors, including factors outside of our control, such as stock price volatility, that could cause actual 
results to differ from our estimates. 

The fair value of our goodwill and intangible assets could be impacted by future adverse changes including, 
but not limited to: ( a) a significant adverse change in the business climate; (b) a substantial decline in our market 
capitalization, (c) an adverse action or assessment by a regulator; (d) unanticipated competition and loss of 
customer contracts; (e) loss of key personnel; or (f) a realignment of our resources or restructuring in response to 
changes to industry and market conditions. Future adverse changes could cause the fair value of our reporting 
unit or intangible assets to fall below their respective carrying values, resulting in a potential impairment charge. 
In addition, changes in our organizational structure or how our management allocates resources and assesses 
performance could cause us to have more than one operating segment or reporting unit and require a reallocation 
and impairment analysis of our goodwill and intangible assets under a new organizational structure. 

An impairment charge could have a material effect on our consolidated financial statements because of the 
significance of goodwill and intangible assets to our consolidated balance sheet. As of December 31, 2015, we 
had $1.19 billion of goodwill and $529.3 million of intangible assets. 

Accounts Receivable, Revenue Recovery Collections, and Allowance for Doubtful Accounts 

Accounts receivable are recorded at the invoiced amount and do not bear interest. In accordance with our 
contracts with NAPM, we bill a revenue recovery collections fee, or RRC fee, equal to a percentage of monthly 
billings to our clients. The aggregate RRC fees collected may be used to offset uncollectible receivables from an 
individual client. On August 1, 2015, the RRC rate was increased from to 0.50% to 0.75% and remained at that 
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level through December 31, 2015. Any accrued RRC fees in excess of uncollectible receivables are paid back to 
the clients annually on a pro rata basis. All other receivables related to services not covered by the RRC fees are 
evaluated and, if deemed not collectible, are appropriately reserved. 

Income Taxes 

We recognize deferred tax assets and liabilities based on temporary differences between the financial 
reporting bases and the tax bases of assets and liabilities. These deferred tax assets and liabilities are measured 
using the enacted tax rates and laws that will be in effect when such amounts are expected to reverse or be 
utilized. The realization of deferred tax assets is contingent upon the generation of future taxable income. When 
appropriate, we recognize a valuation allowance to reduce such deferred tax assets to amounts that are more 
likely than not to be ultimately realized. The calculation of deferred tax assets, including valuation allowances, 
and liabilities requires us to apply significant judgment related to such factors as the application of complex tax 

laws, changes in tax laws and our future operations. We review our deferred tax assets on a quarterly basis to 
determine if a valuation allowance is required based upon these factors. Changes in our assessment of the need 
for a valuation allowance could give rise to a change in such allowance, potentially resulting in additional 
expense or benefit in the period of change. 

Our income tax provision includes U.S. federal, state, local and foreign income taxes and is based on pre tax 
income or loss. In determining the annual effective income tax rate, we analyzed various factors, including our 
annual earnings and taxing jurisdictions in which the earnings were generated, the impact of state and local 
income taxes and our ability to use tax credits and net operating loss carryforwards. 

We assess uncertain tax positions and recognize income tax benefits when, based on the technical merits of 
a tax position, we believe that if a dispute arose with the taxing authority and was taken to a court of last resort, it 
is more likely than not (i.e., a probability of greater than 50 percent) that the tax position would be sustained as 
filed. If a position is determined to be more likely than not of being sustained, the reporting enterprise should 
recognize the largest amount of tax benefit that is greater than 50 percent likely of being realized upon ultimate 
settlement with the taxing authority. Our practice is to recognize interest and penalties related to income tax 
matters in income tax expense. 

We file income tax returns in the United States Federal jurisdiction and in many state and foreign 
jurisdictions. The tax years 2009 through 2014 remain open to examination by the major taxing jurisdictions to 
which we are subject. During 2015, the IRS completed an examination of the Company's federal income tax 
return for the years ended 2009 through 2012. The audit resulted in no adjustments. The IRS has initiated an 
examination of the 2010 federal income tax return of Neustar Information Services, Inc. (formerly 
T ARGUSinformation Corporation), a subsidiary of the Company. We do not currently believe that the outcome 
will have a material adverse effect on our financial position, results of operations or cash flows. 

Stock-Based Compensation 

We recognize stock-based compensation expense in accordance with the Compensation - Stock 
Compensation Topic of the F ASB ASC which requires the measurement and recognition of compensation 
expense for stock-based awards granted to employees based on estimated fair values on the date of grant. 

See Note 12 to our Consolidated Financial Statements in Item 8 of Part II of this report for information 
regarding our assumptions related to stock-based compensation and the amount of stock-based compensation 
expense we incurred for the years covered in this report. 

We estimate the fair value of our restricted stock unit awards based on the fair value of our common stock 
on the date of grant. Our outstanding restricted stock unit awards are subject to service based vesting conditions 
and performance-based vesting conditions. We recognize the estimated fair value of service-based awards, net of 
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estimated forfeitures, as stock based compensation expense over the vesting period on a straight-line basis. 
Awards with performance-based vesting conditions require the achievement of specific financial targets at the 
end of the specified performance period and are subject to the employee's continued employment over the 

vesting period. We recognize the estimated fair value of performance-based awards, net of estimated forfeitures, 
as stock-based compensation expense over the vesting period, which considers each performance period or 
tranche separately, based upon our determination of the level of achievement of the performance targets. At each 
reporting period, we reassess the level of achievement of the performance targets for the related performance 
period. Determining the level of achievement of the performance targets involves judgment, and the estimate of 
stock-based compensation expense may be revised periodically based on changes in performance. If any 
performance goals specific to the restricted stock unit awards are not met, we do not recognize any compensation 
cost for such awards, and we reverse any such compensation costs to the extent previously recognized. 

During 2015, we revised our estimate of achievement of the performance target for the 2015 performance 
year, resulting in an increase in stock based compensation expense of $3.8 million (see Note 12 to our 
Consolidated Financial Statements in Item 8 of Part II of this report). 

Consolidated Results of Operations 

Year Ended December 31, 2014 Compared to the Year Ended December 31, 2015 

The following table presents an overview of our results of operations for the years ended 

December 31, 2014 and 2015. 

Years Ended December 31, 

Revenue 
Operating expense: 

Cost of revenue (excluding depreciation and amortization 
shown separately below) 

Sales and marketing 
Research and development 
General and administrative 
Depreciation and amortization 
Restructuring charges 

Income from operations 
Other (expense) income: 

Interest and other expense 
Interest income 

Income before income taxes 
Provision for income taxes 

Net income 

Net income per share: 
Basic 

Diluted 

Weighted average common shares outstanding: 
Basic 

Diluted 
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2014 2015 2014 vs. 2015 

$ $ $ Change % Change 

(in thousands, except per share data) 

$963,588 $1,049,958 $86,370 9.0% 

247,115 286,236 39,121 15.8% 

198,142 206,292 8,150 4.1% 
27,739 25,677 (2,062) (7.4)% 

104,970 118,648 13,678 13.0% 
117,785 122,691 4,906 4.2% 

6,521 3,858 (2,663) (40.8)% 

702,272 763,402 61,130 8.7% 

261,316 286,556 25,240 9.7% 

(26,218) (33,578) (7,360) 28.1% 
445 552 107 24.0% 

235,543 253,530 17,987 7.6% 
71,849 78,068 6,219 8.7% 

$163,694 $ 175,462 $11,768 7.2% 

$ 2.84 $ 3.21 

$ 2.75 $ 3.14 

57,647 54,643 

59,535 55,904 



Revenue 

Revenue. Revenue increased $86.4 million driven by strong demand for our Security and Marketing 
Services and a $32.3 million increase in revenue from NPAC Services. Security Services revenue increased 

$27.7 million driven by an increase in revenue of $18.9 million from domain name registries and an increase in 
revenue of $8. 8 million driven by demand for our DNS services. In particular, the increase in revenue from 
domain name registries was driven by the addition of new top-level domains, of which $7.3 million is due to the 
acquisition of Bombora in July 2015 and $5.2 million to the incremental revenue from the acquisition of .CO 
Internet in April 2014. Revenue from our Marketing Services increased $23.4 million driven by increased 
demand for our services that help clients make informed and high impact decisions to promote their products and 
services including $2.7 million from the acquisition of MarketShare in December 2015. Data Services revenue 
increased $3.0 million. In particular, revenue from user authentication and rights management services increased 
$7.3 million, including $6.3 million of revenue due to the recognition of deferred revenue upon the expiration of 

our contract to serve as the registry operator for U.S. Common Short Codes. In addition, revenue from caller 
identification services increased $5.0 million, of which $2.1 million was due to the acquisition of the caller 
authentication assets from 1NS. These increases were partially offset by a decrease of $9.3 million in revenue 
from carrier provisioning services driven by the completion of client projects and consolidation of the customer 
base. 

Expense 

Cost of revenue. Cost of revenue increased $39.1 million due to an increase of $17.3 million in costs related 

to our information technology and systems, an increase of $15.1 million in personnel and personnel related 
expense, an increase of $5 .8 million in royalty costs, and an increase of $0.9 million in contractor costs incurred 
to support business operations. The increase in costs related to our information technology and systems was 
driven by increased data processing, telecommunications, and maintenance costs. Personnel and personnel
related expense increased due to headcount growth from acquisitions and to support our business growth. Of the 
total increase in royalty costs, $5.5 million was driven by the recognition of deferred costs upon the expiration of 
our contract to serve as the registry operator for U.S. Common Short Codes. 

Sales and marketing. Sales and marketing expense increased $8.2 million due to an increase of $6.4 million 
in personnel and personnel-related expense, an increase of $2.9 million in advertising and marketing costs, 

partially offset by a decrease of $1.1 million in maintenance and general facilities costs. The increase in 
advertising and marketing costs was driven by an increase of $7.1 million in costs associated with advertising 
campaigns to drive brand awareness and other professional fees, partially offset by a decrease of $4.2 million in 
costs associated with NP AC-related campaigns. 

Research and development. Research and development expense decreased $2.1 million due to a decrease of 
$1.6 million in personnel and personnel-related expense and a decrease of $0.5 million in maintenance and 
general facilities costs. 

General and administrative. General and administrative expense increased $13. 7 million due to an 
increase of $14.5 million in professional fees, an increase of $2.0 million in maintenance and other 
administrative costs, partially offset by a decrease of $2.8 million in personnel and personnel-related expense. 
The increase in professional fees was driven by an increase in costs of $10.9 million incurred to pursue new 
business opportunities and an increase in costs of $3.6 million incurred to support corporate initiatives. 

Depreciation and amortization. Depreciation and amortization expense increased $4.9 million due to an 
increase of $4.3 million in amortization expense related to acquired intangible assets. In addition, depreciation 
expense increased $0.6 million. 
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Restructuring charges. Restructuring expense decreased $2.7 million. Restructuring charges recorded during 
2014 were related to our 2014 restructuring program, which aligned our resources to serve our clients more 
effectively. The plan was completed as of December 31, 2014. Restructuring charges recorded during 2015 were 

related to our 2015 restructuring program, which was implemented in the fourth quarter to create greater 
efficiencies. 

Interest and other expense. Interest and other expense increased $7.4 million due to a $3.3 million loss on 
debt modification and extinguishment, recorded in the fourth quarter of 2015 and incurred in connection with the 
2015 Incremental Term Facility, and an increase of $2.2 million foreign currency transaction losses. In addition, 
interest expense increased $3.4 million driven by additional borrowings under the 2015 Incremental Term 
Facility and an increase in the interest rate under our 2013 Term Facility. The increase in interest and other 
expense was partially offset by a net decrease of $1.5 million in losses on asset disposals. 

Interest income. Interest income for the year ended December 31, 2015 was comparable to that recorded for 
the year ended December 31, 2014. 

Provision for income taxes. Our effective tax rate for the year ended December 31, 2015 increased to 30.8% 
from 30.5% for the year ended December 31, 2014, primarily due to a discrete benefit for our domestic 
production activities deduction recorded during the year ended December 31, 2014, which was not applicable for 
the year ended December 31, 2015. Excluding discrete tax items, our annual effective tax rate was approximately 
35.4% and 35.7% for the years ended December 31, 2015 and 2014, respectively. 
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Year Ended December 31, 2013 Compared to the Year Ended December 31, 2014 

The following table presents an overview of our results of operations for the years ended December 31, 
2013 and 2014. 

Years Ended December 31, 

2013 2014 2013 vs. 2014 

$ $ $ Change % Change 

Revenue 
Operating expense: 

Cost of revenue (excluding depreciation and amortization 
shown separately below) 

Sales and marketing 

(in thousands, except per share data) 

$902,041 $963,588 $ 61,547 

212,572 247,115 34,543 
178,017 198,142 20,125 
27,993 27,739 (254) 
93,930 104,970 11,040 

100,233 117,785 17,552 

6.8% 

16.3% 
11.3% 

(0.9)% 
11.8% 

17.5% 

Research and development 
General and administrative 

Depreciation and amortization 
Restructuring charges 2 6,521 6,519 325,950.0% 

Income from operations 
Other (expense) income: 

Interest and other expense 
Interest income 

Income before income taxes 
Provision for income taxes 

Net income 

Net income per share: 
Basic 

Diluted 

Weighted average common shares outstanding: 
Basic 

Diluted 

Revenue 

612,747 

289,294 

(34,527) 
357 

255,124 
92,372 

$162,752 

$ 2.52 

$ 2.46 

64,463 

66,108 

702,272 89,525 

261,316 (27,978) 

(26,218) 8,309 
445 88 

235,543 (19,581) 
71,849 (20,523) 

$163,694 $ 942 

$ 2.84 

$ 2.75 

57,647 

59,535 

Revenue. Revenue increased $61.5 million driven by strong demand for our Security and Marketing 
Services and a $28.4 million increase in revenue from NPAC Services. Security Services revenue increased 

14.6% 

(9.7)% 

(24.1)% 
24.6% 

(7.7)% 
(22.2)% 

0.6% 

$26.8 million driven by an increase in revenue of $16.3 million from domain name registries and an increase in 
demand for our DNS services. In particular, the increase in revenue from domain name registries was driven by 
.CO Internet, which contributed $12.6 million since we acquired this entity in 2014. Revenue from our Marketing 
Services increased $20.8 million driven by increased demand for our services that help clients make informed 
and high impact decisions to promote their businesses. Data Services revenue decreased $14.5 million driven by 
a total decrease of $16.2 million in revenue due to contractual changes in caller identification services, partially 
offset by an increase of $6.9 million in revenue from carrier provisioning services. The remaining decrease in 
Data Services revenue was driven by lower revenue from common short codes and user authentication and rights 
management services. 
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Expense 

Cost of revenue. Cost of revenue increased $34.5 million due to an increase of $18.3 million in personnel 
and personnel-related expense and an increase of $16.1 million in costs related to our information teclmology and 

systems. The increase in personnel and personnel-related expense included an increase in stock based 
compensation. The increase in costs related to our information technology and systems was driven by increased 
data processing, telecommunications, and maintenance costs. 

Sales and marketing. Sales and marketing expense increased $20.1 million due to an increase of 
$11.9 million in personnel and personnel-related expense, an increase of $4.0 million in advertising and 
marketing costs and an increase of $4.2 million in maintenance and general facilities costs. The increase in 
personnel and personnelrelated expense was driven by an increase in stock based compensation. The increase in 
advertising and marketing costs was driven by $8.7 million in NP AC-related costs, partially offset by a decrease 

in costs associated with other professional fees. 

Research and development. Research and development expense decreased $0.3 million due to a decrease of 
$0.6 million in maintenance and general facilities costs, partially offset by an increase of $0.3 million in 
personnel and personnel-related expense. 

General and administrative. General and administrative expense increased $11.0 million due to an increase 
of $7.6 million in professional fees, an increase of $5.7 million in personnel and personnel-related expense and a 
decrease of $2.2 million in maintenance and other administrative costs. The increase in professional fees was 

driven by $9.0 million in costs related to the NPAC selection process, partially offset by a decrease in 
acquisition-related costs. The increase in personnel and personnel related expense was driven by an increase of 
$7.1 million in stock based compensation expense, partially offset by a decrease in other personnelrelated costs. 

Depreciation and amortization. Depreciation and amortization expense increased $17.6 million due to an 
increase of $11.8 million in amortization expense related to acquired intangible assets. In addition, depreciation 
expense increased $5.7 million related to an increase in capitalized software development costs and build out of 
facilities. 

Restructuring charges. Restructuring expense increased $6.5 million attributable to our 2014 restructuring 
activities. We implemented this restructuring program to align our resources to serve our clients more effectively. 

Interest and other expense. Interest and other expense decreased $8.3 million due to a $10.9 million loss on 
debt modification and extinguishment, recorded in the first quarter of 2013 and incurred in connection with the 
refinancing of our 2011 Credit Facilities. This decrease was partially offset by a $2.5 million increase in losses 
recorded in connection with asset disposals and an increase in interest expense driven by additional borrowings 
under the 2013 Credit Facilities. 

Interest income. Interest income for the year ended December 31, 2014 was comparable to that recorded for 

the year ended December 31, 2013. 

Provision for income taxes. Our effective tax rate for the year ended December 31, 2014 decreased to 30.5% 
from 36.2% for the year ended December 31, 2013. During 2014, we recorded $12.2 million of discrete items 
primarily associated with a change in estimate of our domestic production activities deduction for the years 2009 
through 2013 and recognition of unrecorded tax benefits upon the completion of an IRS audit for the year ended 
December 31, 2009. During 2013, we recorded $4.8 million of discrete tax benefits primarily due to research tax 
credits and a worthless stock deduction. Excluding discrete tax items, our effective tax rates were approximately 
38.1 % and 35.7% for the years ended December 31, 2013 and 2014, respectively. This decrease was driven by 

our domestic production activities deduction. 
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Liquidity and Capital Resources 

Our principal source of liquidity is cash provided by our financing and operating activities. Our principal 
uses of cash have been to fund acquisitions, share repurchases, capital expenditures and debt service 

requirements. We anticipate that our principal uses of cash in the future will be for debt service requirements and 
capital expenditures. 

Total cash and cash equivalents were $89.1 million at December 31, 2015, a decrease of $237.5 million 
from $326.6 million at December 31, 2014. This decrease in cash and cash equivalents was due to cash used for 
acquisitions and share repurchases, partially offset by cash provided by operations and cash proceeds from 
borrowings under our 2015 Incremental Term Facility. 

We believe that our existing cash and cash equivalents, cash from operations and available borrowings 

under our credit facilities will be sufficient to fund our operations for the next twelve months. 

Credit Facilities 

On January 22, 2013, we entered into a credit facility that provided for a $325 million senior secured term 
loan facility, or 2013 Term Facility, and a $200 million senior secured revolving credit facility, or the 2013 
Revolving Facility, and together with the 2013 Term Facility, the 2013 Credit Facilities. In addition, on 
January 22, 2013, we closed an offering of $300 million aggregate principal amount of senior notes, or Senior 
Notes. On December 9, 2015, we amended our 2013 Credit Facilities to provide for an $350 million incremental 

term loan, or the 2015 Incremental Term Facility. For further discussion of this debt, see Note 7 to our 
Consolidated Financial Statements in Item 8 of Part II of this report. 

Discussion of Cash Flows 

2015 compared to 2014 

Cash flows from operations 

Net cash provided by operating activities for the year ended December 31, 2015 was $355.3 million, as 
compared to $319. 7 million for year ended December 31 2014. This $35.7 million increase in net cash provided 

by operating activities was the result of an increase in net income of $11.8 million, an increase in net changes in 
operating assets and liabilities of $24.1 million and a decrease in non-cash adjustments of $0.2 million. 

Non-cash adjustments decreased $0.2 million primarily due to a decrease of $23.6 million in stock-based 
compensation and a net decrease of $1.7 million in loss (gain) on asset disposals. These decreases of 
$25.3 million were partially offset by an increase of $12.4 million in deferred income taxes, an increase of 
$4.9 million in depreciation and amortization expense, a loss on debt modification and extinguishment of 
$3.3 million recorded in the fourth quarter related to our 2015 Incremental term Facility, an increase of 
$2.4 million in the provision for doubtful accounts, a decrease of $1.1 million in tax benefit from equity awards, 

and an increase of $1.0 million in amortization of deferred financing costs and original issue discount on debt. 

Net changes in operating assets and liabilities increased $24.1 million primarily due to an increase of 
$50.9 million in accounts payable and accrued expenses, an increase of $6.5 million in income taxes, an increase 
of $4.3 million in other assets and an increase of $2.5 million in deferred costs. These total increases of 
$64.2 million in net changes in operating assets and liabilities were partially offset by a decrease of $14.2 million 
in other liabilities, a decrease of $12.8 million in prepaid expenses and other current assets, a decrease of 
$9.0 million in deferred revenue, a decrease of $3.1 million in accounts and unbilled receivables and a decrease 
of $1.0 million in notes receivable. 

44 



Cash flows from investing 

Net cash used in investing activities for the year ended December 31, 2015 was $790.4 million, as compared 
to $180.9 million for year ended December 31, 2014. This $609.6 million increase in net cash used in investing 
activities was due to an increase of $637.6 million in cash used for acquisitions, partially offset by a decrease of 
$28.0 million in cash used for purchases of property and equipment. 

Cash flows from financing 

Net cash provided by financing activities was $196.8 million for the year ended December 31, 2015, as 
compared to net cash used of $33.6 million for the year ended December 31, 2014. This $230.4 million increase 

in net cash provided by financing activities was primarily the result of net proceeds of $149.7 million from the 
2015 Incremental Term Facility and a $84.1 million decrease in cash used for share repurchases and for the net 
down of employee shares. These total net increases in cash provided by financing activities of $233.8 million 
were partially offset by a decrease of $1.1 million in tax benefit from equity awards, a decrease of $1.1 million in 
cash proceeds from the issuance of stock, an increase of $0.8 million in cash used in principal repayments on 
capital lease obligations, and an increase of $0.3 million in restricted cash. 

2014 compared to 2013 

Cash flows from operations 

Net cash provided by operating activities for the year ended December 31, 2014 was $319.7 million, as 
compared to $287.9 million for the year ended December 31, 2013. This $31.8 million increase in net cash 
provided by operating activities was the result of an increase in non-cash adjustments of $21.3 million, an 
increase in net changes in operating assets and liabilities of $9.5 million and an increase in net income of 
$0.9 million. 

Non cash adjustments increased $21.3 million driven by an increase of $23.8 million in stock based 
compensation, an increase of $17.6 million in depreciation and amortization expense, an increase of $6.4 million 

in excess tax benefits from stock option exercises, an increase of $1.1 million in loss of asset disposals, and an 
increase of $0.8 million in bad debt expense. These increases in non-cash adjustments were partially offset by a 
decrease of $17 .2 million in deferred income taxes and a $10.9 million loss on debt modification and 
extinguishment recorded in 2013 that did not reoccur in 2014. 

Net changes in operating assets and liabilities increased $9.5 million primarily due to an increase of 
$20.3 million in accounts and unbilled receivables, an increase of $12.0 million in other liabilities, an increase of 
$12.0 million in prepaid expenses and other current assets, and an increase of $1.1 million in deferred revenue. 
These increases in net changes in operating assets and liabilities were partially offset by a decrease of 
$14.6 million in income taxes, a decrease of $18.2 million in accounts payable and accrued expenses, a decrease 

of $1.7 million in notes receivable, and a decrease of $0.8 million in deferred costs. 

Cash flows from investing 

Net cash used in investing activities for the year ended December 31, 2014 was $180.9 million, as compared 
to $155.1 million for the year ended December 31, 2013. This $25.7 million increase in net cash used in investing 
activities was due to an increase of $15.3 million in cash used for acquisitions, an increase of $6.9 million in cash 
used to purchase property and equipment, and a decrease of $3.5 million in cash received from the sale and 
maturities of investments. 

Cash flows from financing 

Net cash used in financing activities was $33.6 million for the year ended December 31, 2014, as compared 
to $249.6 million for the year ended December 31, 2013. This $216.0 million decrease in net cash used in 
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financing activities was due to a net increase in cash of $143.3 million from debt, a decrease of $85.4 million in 
cash used for the purchase of our Class A common stock, and a decrease of $11.4 million in cash used for debt 
offering costs. In particular, the net increase in cash from debt of $143.3 million was attributable to borrowings 

of $175.0 million in 2014 compared to net proceeds of $31.7 million attributable to our debt refinancing 
completed in 2013. These increases in net cash used in financing activities were partially offset by a decrease of 
$12.7 million in cash proceeds from the issuance of stock, a decrease of $6.4 million in excess tax benefits from 
stock option exercises, an increase of $2. 7 million in cash used for the net down of employee shares, and an 
increase of $1.8 million in cash used for principal repayments on capital lease obligations. 

Contractual Obligations 

Our principal commitments consist of obligations under our Senior Notes, Amended 2013 Credit Facilities, 
and leases for office space, computer equipment and furniture and fixtures. The following table summarizes our 

long-term contractual obligations as December 31, 2015: 

Payments Due by Period 

Less More 
Than 2-3 4-5 Than 

Total 1 Year Years Years 5 Years 

(in thousands) 

Capital lease obligations $ 6,948 $ 5,079 $ 1,869 $ $ 
Operating lease obligations 142,751 21,276 41,339 38,809 41,327 
2013 Term Facility(!) 330,812 23,033 307,779 

Senior N otes<l) 395,325 13,500 27,000 27,000 327,825 
2013 Revolving Facility(!) 182,310 3,647 178,663 
2015 Incremental Term Facility<1l 370,987 153,556 217,431 

Total $1,429,133 $220,091 $774,081 $65,809 $369,152 

(1) Interest expense related to the 2013 Term Facility has been calculated using a rate of 4.9%. Interest expense 
related to the Senior Notes has been calculated using a fixed 4.5% interest rate. Interest expense related to 
the 2013 Revolving Facility has been calculated using a rate of 4.0%. Interest expense related to the 2015 
Incremental Term Facility has been calculated using a rate of 4.4%. 

Some of our commercial commitments are secured by standby letters of credit. The following is a summary 
of our commercial commitments secured by standby letters of credit by commitment date as of 
December 31, 2015: 

Less More 
Than 1-3 4-5 Than 

Total 1 Year Years Years 5 Years 

(in thousands) 

Standby letters of credit $ 18,370 $ 17,699 $ 35 $ 636 $ 

The amounts presented in the tables above may not necessarily reflect our actual future cash funding 
requirements because the actual timing of the future payments made may vary from the stated contractual 
obligation. As of December 31, 2015, we had $7.5 million of unrecognized tax benefits recorded in other long
term liabilities along with interest and penalties accrued thereon and $38. 7 million of long-term deferred tax 

liabilities. Due to the uncertainty with respect to the timing of payments in individual years in connection with 
these tax liabilities, we are unable to make reasonably reliable estimates of the period of cash settlement with the 
respective taxing authority. Therefore, we have not included these amounts in the contractual obligations table 
above. See Note 11 to the consolidated financial statements in Item 8 of Part II of this report for a discussion on 
income taxes. 
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Effect of Inflation 

Inflation generally affects us by increasing our cost of labor and equipment. We do not believe that inflation 
had any material effect on our results of operations during the years ended December 31, 2013, 2014 and 2015. 

Off-Balance Sheet Arrangements 

We had no off balance sheet arrangements as of December 31, 2014 and 2015. 

ITEM 7A. QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK 

We are exposed to a variety of market risks, including changes in interest rates affecting the return on our 
Amended 2013 Credit Facilities and foreign currency fluctuations. 

As of December 31, 2015, borrowings under our Amended 2013 Credit Facilities were approximately 
$825.6 million. A hypothetical change in interest rates by 100 basis points would not have a material impact on 
our financial position. 

We have accounts on our foreign subsidiaries' ledgers which are maintained in the respective subsidiary's 
local foreign currency and remeasured into the United States dollar. As a result, we are exposed to movements in 
the exchange rates of various currencies against the United States dollar and against the currencies of other 
countries in which we sell services. As of December 31, 2015, our assets and liabilities related to non-dollar 

denominated currencies were primarily related to intercompany payables and receivables. An increase or 
decrease of 10% in foreign exchange rate would not have a material impact on our financial position. 

Because our sales and expense are primarily denominated in local currency, the impact of foreign currency 
fluctuations on sales and expenses has not been material, and we do not employ measures intended to manage 
foreign exchange rate risk. 
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REPORT OF INDEPENDENT REGISTERED PUBLIC ACCOUNTING FIRM 

Board of Directors and Stockholders 

NeuStar, Inc. 

We have audited the accompanying consolidated balance sheets of NeuStar, Inc. as of December 31, 2014 
and 2015, and the related consolidated statements of operations, comprehensive income, stockholders' equity, 
and cash flows for each of the three years in the period ended December 31, 2015. Our audits also included the 
financial statement schedule listed in the Index at Item 15(a)(2). These financial statements and schedule are the 
responsibility of the Company's management. Our responsibility is to express an opinion on these financial 
statements and schedule based on our audits. 

We conducted our audits in accordance with the standards of the Public Company Accounting Oversight 

Board (United States). Those standards require that we plan and perform the audit to obtain reasonable assurance 
about whether the financial statements are free of material misstatement. An audit includes examining, on a test 
basis, evidence supporting the amounts and disclosures in the financial statements. An audit also includes 
assessing the accounting principles used and significant estimates made by management, as well as evaluating 
the overall financial statement presentation. We believe that our audits provide a reasonable basis for our 
opinion. 

In our opinion, the financial statements referred to above present fairly, in all material respects, the 
consolidated financial position of NeuStar, Inc. at December 31, 2014 and 2015, and the consolidated results of 

its operations and its cash flows for each of the three years in the period ended December 31, 2015, in conformity 
with U.S. generally accepted accounting principles. Also, in our opinion, the related financial statement schedule, 
when considered in relation to the basic financial statements taken as a whole, presents fairly in all material 
respects the information set forth therein. 

We also have audited, in accordance with the standards of the Public Company Accounting Oversight Board 
(United States), NeuStar, Inc.'s internal control over financial reporting as of December 31, 2015, based on 
criteria established in Internal Control - Integrated Framework issued by the Committee of Sponsoring 
Organizations of the Treadway Commission (2013 framework) and our report dated February 29, 2016 expressed 

an unqualified opinion thereon. 

McLean, Virginia 
February 29, 2016 
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NEUSTAR, INC. 

CONSOLIDATED BALANCE SHEETS 

(in thousands, except share and per share data) 

ASSETS 

Current assets: 
Cash and cash equivalents 
Restricted cash 
Accounts receivable, net of allowance for doubtful accounts of $3,154 and 

$4,512, respectively 

Unbilled receivables 
Prepaid expenses and other current assets 
Deferred costs 
Income taxes receivable 
Deferred income tax assets 

Total current assets 

Property and equipment, net 
Goodwill 
Intangible assets, net 
Other assets, long-term 

Total assets 

See accompanying notes. 
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$ 

December 31, 

2014 2015 

326,577 $ 89,097 
2,191 2,363 

155,086 167,593 

13,084 17,712 
21,112 30,216 

6,951 6,676 
15,956 5,883 
10,380 

551,337 319,540 

161,604 147,764 
692,269 1,186,983 
302,622 529,279 

15,458 18,681 

$1,723,290 $2,202,247 



NEUSTAR, INC. 

CONSOLIDATED BALANCE SHEETS 

(in thousands, except share and per share data) 

LIABILITIES AND STOCKHOLDERS' EQUITY 

Current liabilities: 
Accounts payable 
Accrued expenses 
Deferred revenue 
Notes payable 

Capital lease obligations 
Other liabilities 

Total current liabilities 
Deferred revenue, long-term 
Notes payable, long-term 
Capital lease obligations, long-term 

Deferred income tax liabilities, long-term 
Other liabilities, long-term 

Total liabilities 
Commitments and contingencies 
Stockholders' equity: 

Preferred stock, $0.001 par value; 100,000,000 shares authorized; no shares 

issued and outstanding as of December 31, 2014 and 2015 
Class A common stock, par value $0.001; 200,000,000 shares authorized; 

80,917,293 and 80,233,896 shares issued; and 55,080,441 and 53,516,287 
outstanding at December 31, 2014 and 2015, respectively 

Class B common stock, par value $0.001; 100,000,000 shares authorized; 3,082 
and 2,270 shares issued and outstanding at December 31, 2014 and 2015, 
resp ecti vel y 

Additional paid-in capital 
Treasury stock, 25,836,852 and 26,717,609 shares at December 31, 2014 and 

2015, respectively, at cost 
Accumulated other comprehensive loss 
Retained earnings 

Total stockholders' equity 

Total liabilities and stockholders' equity 

See accompanying notes. 
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$ 

December 31, 

2014 2015 

8,439 $ 28,392 
94,771 134,632 
73,908 91,006 

4,692 131,272 

3,702 4,791 
23,125 10,875 

208,637 400,968 
27,017 22,998 

759,780 957,509 
5,579 1,831 

49,111 38,701 
53,683 56,741 

1,103,807 1,478,748 

81 80 

674,385 729,273 

(898,520) (920,439) 

(1,645) (1,904) 
845,182 916,489 

619,483 723,499 

$1,723,290 $2,202,247 



NEUSTAR, INC. 

CONSOLIDATED STATEMENTS OF OPERATIONS 

(in thousands, except per share data) 

Year Ended December 31, 

Revenue 
Operating expense: 

Cost of revenue (excluding depreciation and amortization shown 
separately below) 

Sales and marketing 
Research and development 

General and administrative 
Depreciation and amortization 
Restructuring charges 

Income from operations 
Other (expense) income: 

Interest and other expense 
Interest income 

Income before income taxes 
Provision for income taxes 

Net income 

Net income per common share: 
Basic 

Diluted 

Weighted average common shares outstanding: 
Basic 

Diluted 

See accompanying notes. 
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2013 

$902,041 

212,572 
178,017 

27,993 

93,930 
100,233 

2 

612,747 

289,294 

(34,527) 
357 

255,124 
92,372 

$162,752 

$ 2.52 

$ 2.46 

64,463 

66,108 

2014 2015 

$963,588 $1,049,958 

247,115 286,236 
198,142 206,292 

27,739 25,677 

104,970 118,648 
117,785 122,691 

6,521 3,858 

702,272 763,402 

261,316 286,556 

(26,218) (33,578) 
445 552 

235,543 253,530 
71,849 78,068 

$163,694 $ 175,462 

$ 2.84 $ 3.21 

$ 2.75 $ 3.14 

57,647 54,643 

59,535 55,904 



NEUSTAR, INC. 

CONSOLIDATED STATEMENTS OF COMPREHENSIVE INCOME 

(in thousands) 

Year Ended December 31, 

2013 2014 2015 

Net income $162,752 $163,694 $175,462 
Other comprehensive (loss) income, net of tax: 

Available for sale investments, net of tax: 
Change in net unrealized (losses) gains, net of tax of $(73), $72 and 

$(37) respectively 
Reclassification for gains included in net income, net of tax of 

$(28), $(17) and $(39) respectively 

Net change in unrealized (losses) gains on investments, net of 
tax 

Foreign currency translation adjustment, net of tax: 
Change in foreign currency translation adjustment, net of tax of 

$(70) and $(765) and $(1,118) respectively 

Reclassification adjustment included in net income, net of tax of $0, 
$183 and $991 respectively 

Foreign currency translation adjustment, net of tax 

Other comprehensive loss, net of tax 

Comprehensive income 

See accompanying notes. 
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(112) 

(44) 

(156) 

126 

126 

(30) 

$162,722 

112 (58) 

(26) (62) 

86 (120) 

(1,219) (1,696) 

285 1,557 

(934) (139) 

(848) (259) 

$162,846 $175,203 



NEUSTAR, INC. 

CONSOLIDATED STATEMENTS OF STOCKHOLDERS' EQUITY 

Balance at December 31 ,  2012 
Issuance of shares from 

employee equity plans 
Stock based compensation 

expense 
Replacement equity awards in 

business acquisition 
Common stock repurchase 
Common stock received for 

tax withholding 
Net excess tax beneft from 

stock option exercises 
Net income 
Other comprehensive loss 

Balance at December 31 ,  2013 
Issuance of shares from 

employee equity plans 
Stockbased compensation 

expense 
Common stock repurchase 
Common stock received for 

tax withholding 
Net excess tax beneft from 

stock option exercises 
Net income 
Other comprehensive loss 

Balance at December 31 ,  2014 
Issuance of shares from 

employee equity plans 
Issuance of shares for 

business acquisitions 
Stockbased compensation 

expense 
Conversion of Class B 

common stock to Class A 
common stock 

Common stock repurchase 
Common stock received for 

tax withholding 
Net excess tax beneft 

(shortfall) from stock 
option exercises 

Net income 
Other comprehensive loss 

Balance at December 31 ,  2015 

(in thousands) 

Class A Class B Additional 
Common Stock Common Stock 

Paid-in 
Shares Amount Shares Amount -- --- --- ---
85,959 $ 86 3 $

1 , 189 

87,148 87 3 

832 

(7,063) (7) 

80,917 81 3 

2,5 1 1  2 

572 

1 (1) 
(3,767) (4) 

80,234 $ 80 2 $
-- -- - --

Capital 

$532,743 

21 ,145 

40,606 

924 

7,378 

602,796 

5,893 

64,379 

1,317 

674,385 

10,425 

13,331 

40,810 

(9,678) 

$729,273 

Treasury 
Stock 

$(604,042) 

2,540 

(285,277) 

(7,073) 

(893,852) 

5,100 

(9,768) 

(898,520) 

5,055 

(26,974) 

$(920,439) 

See accompanying notes. 
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Accumulated 
Other 

Comprehensive Retained 
Loss Earnings 

$ (767) $ 718,588 

162,752 
(30) 

(797) 881 ,340 

(199,852) 

163,694 
(848) 

(1 ,645) 845,182 

(104,155) 

175,462 
(259) 

$(1 ,904) $ 916,489 
---

Total 
Stockholders' 

Equity 

$ 646,608 

23,686 

40,606 

924 
(285,277) 

(7,073) 

7,378 
162,752 

(30) 

589,574 

10,994 

64,379 
(199,859) 

(9,768) 

1,317 
163,694 

(848) 

619,483 

15,482 

13,332 

40,810 

(104,159) 

(26,974) 

(9,678) 
175,462 

(259) 

$ 723,499 



NEUSTAR, INC. 

CONSOLIDATED STATEMENTS OF CASH FLOWS 

(in thousands) 

Operating activities: 
Net income 
Adjustments to reconcile net income to net cash provided by operating activities: 

Depreciation and amortization 
Stock based compensation 
Loss on debt modification and extinguishment 
Amortization of deferred financing costs and original issue discount on debt 
Tax benefit from equity awards 
Deferred in come taxes 
Provision for doubtful accounts 
Amortization of bond premium 
Loss (gain) on disposal of assets 

Changes in operating assets and liabilities, net of acquisitions: 
Accounts receivable 
Unbilled receivables 
Notes receivable 
Prepaid expenses and other current assets 
Deferred cos ts 
Income taxes 
0 ther assets 
Other liabilities 
Accounts payable and accrued expenses 
Deferred revenue 

Net cash provided by operating activities 
Investing activities: 

Purchases of property and equipment 
Sales and maturities of investments 
Businesses acquired, net of cash acquired 

Net cash used in investing activities 
Financing activities: 

Decrease (increase) in restricted cash 
Proceeds from note payable 
Extinguishment of note payable 
Payments under notes payable obligations 
Principal repayments on capital lease obligations 
Debt issuance costs 
Proceeds from issuance of stock 
Tax benefit from equity awards 
Repurchase of restricted stock awards and common stock 

Net cash (used in) provided by financing activities 
Effect of foreign exchange rates on cash and cash equivalents 

Net (decrease) increase in cash and cash equivalents 
Cash and cash equivalents at beginning of year 

Cash and cash equivalents at end of year 

Supplemental cash flow information: 
Cash paid for interest 

Cash paid for income taxes 

Non cash investing activities: 
Property and equipment acquired under capital leases 

Accounts payable incurred to purchase property and equipment 

Non cash equity awards in business acquisition 

See accompanying notes. 
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Year Ended December 31, 

2013 2014 2015 

$ 162,752 $ 163,694 $ 175,462 

100,233 1 17,785 122,691 
40,606 64,379 40,810 
10,886 3,326 
3,397 3,385 4,380 

(7,876) (1,495) (361) 
(17,423) (34,668) (22,265) 

6,174 7,015 9,399 
123 

1,057 (678) 

(27,418) (8,973) (11 , 197) 
(3,759) (1,865) (2,757) 
2,740 1,008 

(3,853) 8,100 (4,716) 
1,200 377 2,875 
7,131 (7,485) (989) 

(3,456) (3,907) 402 
1,567 13,533 (666) 

12,117 (6,05 1) 44,860 
2,716 3,773 (5,237) 

287,857 319,662 355,339 

(53,239) (60, 161) (32,137) 
3,543 

( 105,419) ( 120,698) (758,295) 

(155,115) ( 180,859) (790,432) 

685 130 (172) 
624,244 175,000 350,000 

(592,500) 
(8,126) (8,125) (8,125) 
(1,686) (3,466) (4,306) 

(11 ,410) (25,274) 
23,686 10,994 9,915 
7,876 1,495 361 

(292,350) ( 209,627) ( 1 25,563) 

(249,581) (33,599) 196,836 
(107) (1,936) 777 

(116,946) 103,268 (237,480) 
340,255 223,309 326,577 

$ 223,309 $ 326,577 $ 89,097 

$ 14,700 $ 15,846 $ 16,878 

$ 100,125 $ 107,231 $ 108,290 

$ 3,496 $ 8,460 $ 683 

$ 1,884 $ 1,842 $ 4,468 

$ 924 $ $ 



NEUSTAR, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

1. DESCRIPTION OF BUSINESS AND ORGANIZATION 

NeuStar, Inc. (the Company or Neustar) offers authoritative, hard-to-replicate data sets and proprietary 
analytics that provide insights to help clients promote and protect their businesses. The Company's proprietary, 
cloud-based platforms and differentiated data sets offer informative, real-time analytics, which enable clients to 
make actionable, data-driven decisions. The Company provides chief marketing officers a comprehensive suite 
of services to plan their media spend, identify and locate desired customers, invest effectively in marketing 
campaigns, deliver relevant offers and measure the performance of these activities. Security professionals use the 
Company's solutions to maximize web performance and protect against malicious attacks. The Company enables 
the exchange of essential operating information across multiple carriers to provision and manage services, 
assisting clients with fast and accurate order processing and immediate routing of customer inquiries. The 

Company provides communications service providers in the United States critical infrastructure that enables the 
dynamic routing of calls and text messages. 

2. SUMMARY OF SIGNIFICANT ACCOUNTING POLICIES 

Basis of Presentation and Consolidation 

The consolidated financial statements include the accounts of the Company and its wholly-owned 
subsidiaries. All material intercompany transactions and accounts have been eliminated in consolidation. The 
Company consolidates investments where it has a controlling financial interest. The usual condition for 
controlling financial interest is ownership of a majority of the voting interest and, therefore, as a general rule, 
ownership, directly or indirectly, of more than 50% of the outstanding voting shares is a condition indicating 
consolidation. The Company does not have any variable interest entities. 

Use of Estimates 

The preparation of financial statements in conformity with U.S. generally accepted accounting principles 
(U.S. GAAP) requires management to make estimates and assumptions that affect the reported amounts of assets 
and liabilities, the disclosure of contingent assets and liabilities at the date of the financial statements and the 
reported amounts of revenue and expense during the reporting periods. Significant estimates and assumptions are 
inherent in the analysis and the measurement of deferred tax assets; the identification and quantification of 
income tax liabilities due to uncertain tax positions; identification and valuation of acquired intangibles; and 
recoverability of goodwill. The Company bases its estimates on historical experience and assumptions that it 
believes are reasonable. Actual results could differ from those estimates. 

Fair Value of Financial Instruments 

Fair value is the price that would be received in the sale of an asset or paid to transfer a liability in an 

orderly transaction between market participants at the measurement date. The Fair Value Measurements and 
Disclosure Topic of Financial Accounting Standards Board (FASB) Accounting Standards Codification (ASC) 
establishes a fair value hierarchy that prioritizes the inputs to valuation techniques used to measure fair value and 
requires that assets and liabilities carried at fair value be classified and disclosed in one of the following three 
categories: 

• Level 1. Observable inputs, such as quoted prices in active markets; 

• Level 2. Inputs, other than quoted prices in active markets, that are observable either directly or 
indirectly; and 

• Level 3. Unobservable inputs for which there is little or no market data, which require the reporting 
entity to develop its own assumptions. 

56 



NEUSTAR, INC. 
NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

The Company evaluates assets and liabilities subject to fair value measurements on a recurring and non
recurring basis to determine the appropriate level at which to classify them for each reporting period. Due to their 
short-term nature, the carrying amounts reported in the accompanying consolidated financial statements 
approximate the fair value for cash and cash equivalents, accounts receivable, accounts payable and accrued 
expenses. The Company determines the fair value of its $325 million senior secured term loan facility (2013 
Term Facility) and $350 million incremental term loan facility (2015 Incremental Term Facility) using pricing 
service quotations as quoted by Bloomberg (Level 2) (see Note 7). The Company believes the carrying value of 
its revolving credit facility (2013 Revolving Facility) approximates the fair value of the debt as the term and 
interest rate approximates the market rate (Level 2) (see Note 7). The Company determines the fair value of its 
$300 million aggregate principal amount of 4.50% senior notes due 2013 (Senior Notes) using a secondary 

market price on the last trading day in each period as quoted by Bloomberg (Level 2) (see Note 7). 

The estimated fair values of the Company's financial instruments are as follows (in thousands): 

December 31, 

2014 2015 

Cash and cash equivalents 
2013 Term Facility (including current portion, net of discount) 

2013 Revolving Facility 
2015 Incremental Term Facility (including current portion, net of 

discount) 
Senior Notes (including current portion) 

Cash and Cash Equivalents 

Carrying 
Amount Fair Value 

$326,577 $326,577 
308,290 289,794 

175,000 175,000 

300,000 255,750 

Carrying 
Amount Fair Value 

$ 89,097 $ 89,097 
300,328 296,013 

175,000 175,000 

337,947 341,326 
300,000 249,000 

The Company considers all highly liquid investments, which are investments that are readily convertible 
into cash and have original maturities of three months or less at the time of purchase, to be cash equivalents. 

Restricted Cash 

As of December 31, 2014 and 2015, cash of $2.2 million and $2.4 million, respectively, was restricted as 
collateral for certain of the Company's outstanding letters of credit and for deposits on leased facilities. 

Concentrations of Credit Risk 

Financial instruments that are potentially subject to a concentration of credit risk consist principally of cash, 
cash equivalents, and accounts receivable. The Company's cash management and investment policies are in place 
to restrict placement of these instruments with only financial institutions evaluated as highly creditworthy. 

With respect to accounts receivable, the Company performs ongoing evaluations of its clients, generally 
granting uncollateralized credit terms to its clients, and maintains an allowance for doubtful accounts based on 
historical experience and management's expectations of future losses. Clients under the Company's contracts 
with North American Portability Management LLC (NAPM) are charged a Revenue Recovery Collection (RRC) 

fee (see "Accounts Receivable, Revenue Recovery Collections and Allowance for Doubtful Accounts" below). 

Accounts Receivable, Revenue Recovery Collections and Allowance for Doubtful Accounts 

Accounts receivable are recorded at the invoiced amount and do not bear interest. In accordance with the 
Company's contracts with NAPM, the Company bills a RRC fee to offset uncollectible receivables from any 
individual client. The RRC fee is based on a percentage of monthly billings. On July 1, 2013 the RRC fee was 
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NEUSTAR, INC. 
NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

reduced from 0.65% to 0.50% and remained at that level through July 31, 2015. On August 1, 2015, the RRC fee 
was increased to 0. 75%. The RRC fees are recorded as an accrued expense when collected. If the RRC fee is 
insufficient, the uncollectible amounts can be recovered from the clients. Any accrued RRC fees in excess of 
uncollectible receivables are paid back to the clients annually on a pro rata basis. RRC fees of $2.5 million and 
$3.2 million are included in accrued expenses as of December 31, 2014 and 2015, respectively. All other 
receivables related to services not covered by the RRC fees are evaluated and, if deemed not collectible, are 
reserved. The Company recorded an allowance for doubtful accounts of $3.2 million and $4.5 million as of 
December 31, 2014 and 2015, respectively. Bad debt expense amounted to $6.2 million, $7.0 million and 
$9.4 million for the years ended December 31, 2013, 2014 and 2015, respectively. 

Deferred Financing Costs 

Direct and incremental costs related to the issuance of debt are capitalized as deferred financing costs and 
are reported as a reduction to notes payable on the Company's consolidated balance sheets. The Company 
amortizes deferred financing costs using the effective-interest method and records such amortization as interest 
expense. Amortization of debt discount and annual commitment fees for unused portions of available borrowings 
are also recorded as interest expense. 

Property and Equipment 

Property and equipment, including leasehold improvements and assets acquired through capital leases, are 
recorded at cost, net of accumulated depreciation and amortization. Depreciation and amortization of property 
and equipment are determined using the straight-line method over the estimated useful lives of the assets, as 
follows: 

Computer hardware 
Equipment 
Furniture and fixtures 

Leasehold improvements 
Building 

3 - 5 years 
5 years 
5 - 7 years 

Lesser of related lease term or useful life 
30 years 

Amortization expense of assets acquired through capital leases is included in depreciation and amortization 
expense in the consolidated statements of operations. Replacements and major improvements are capitalized; 
maintenance and repairs are charged to expense as incurred. Impairments of long-lived assets are determined in 
accordance with the Property, Plant and Equipment Topic of the FASB ASC. 

The Company capitalizes software development and acquisition costs in accordance with the Intangibles -

Goodwill and Other, Internal-Use Software Topic of the FASB ASC, which requires the capitalization of costs 
incurred in connection with developing or obtaining software for internal use. Costs incurred to develop the 
internal-use software are capitalized, while costs incurred for planning the project and for post-implementation 
training and maintenance are expensed as incurred. The capitalized costs of purchased technology and software 
development are amortized using the straight-line method over an estimated useful life of three to five years. 
During the years ended December 31, 2014 and 2015, the Company capitalized costs related to internal use 
software of $23.1 million and $21.3 million, respectively. Amortization expense related to internal use software 
for the years ended December 31, 2013, 2014 and 2015 was $29.7 million, $29.4 million and $25.3 million, 
respectively, and is included in depreciation and amortization expense in the consolidated statements of 

operations. 
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NEUSTAR, INC. 
NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

Segment Reporting 

Operating segments are components of an enterprise about which discrete financial information is available 
that is evaluated regularly by the chief operating decision maker (CODM) in deciding how to allocate resources 
and in assessing performance. As of December 31, 2015, the Company's organizational structure and internal 
financial reporting was aligned by functional area to reflect the manner in which the CODM allocates resources 
and assesses performance. This alignment by functional area resulted in a single operating segment and single 
reporting unit. 

Goodwill 

Goodwill represents the excess of the purchase price over the fair value of assets acquired, as well as other 
identifiable intangible assets. In accordance with the Intangibles - Goodwill and Other Topic of the FASB ASC, 
goodwill and indefinite-lived intangible assets are not amortized, but are reviewed for impairment at least 
annually and upon the occurrence of events or changes in circumstances that would reduce the fair value of such 
assets below their carrying amount. For the purposes of the Company's annual impairment tests completed on 
October 1, 2014 and October 1, 2015, the Company identified and assigned goodwill to one reporting unit (see 
Note 4). 

Goodwill is tested for impairment at the reporting unit level using a two-step approach. The first step is to 

compare the fair value of a reporting unit's net assets, including assigned goodwill, to the book value of its net 
assets, including assigned goodwill. For the Company's impairment analysis completed as of October 1, 2014 
and October 1, 2015, the fair value of the single reporting unit was based upon the Company's enterprise value, 
which was substantially in excess of the carrying value. If the fair value of the reporting unit is greater than its 
net book value, the assigned goodwill is not considered impaired. If the fair value is less than the reporting unit's 
net book value, the Company performs a second step to measure the amount of the impairment, if any. The 
second step is to compare the book value of the reporting unit's assigned goodwill to the implied fair value of the 
reporting unit's goodwill, using a theoretical purchase price allocation. If the carrying value of goodwill exceeds 
the implied fair value, an impairment has occurred and the Company is required to record a write-down of the 

carrying value and charge the impairment as an operating expense in the period the determination is made. There 
were no goodwill impairment charges recognized during the years ended December 31, 2013, 2014 and 2015. 

Identifiable Intangible Assets 

Identifiable intangible assets are amortized over their respective estimated useful lives using a method of 
amortization that reflects the pattern in which the economic benefits of the intangible assets are consumed or 
otherwise used and are periodically reviewed for impairment. There were no intangible asset impairment charges 
recognized during the years ended December 31, 2013, 2014 and 2015. 

The Company's identifiable intangible assets are amortized as follows: 

Years Method 

Acquired technologies 3 - 8  Straight-line 
Client lists and relationships 3 - 13 Straight-line 
Trade names and trademarks 3 Straight-line 
Non-compete agreement 3 Straight-line 

Amortization expense related to identifiable intangible assets is included in depreciation and amortization 

expense in the consolidated statements of operations. 
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NEUSTAR, INC. 
NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

hnpairment of Long-Lived Assets 

In accordance with Property, Plant and Equipment Topic of the FASB ASC, the Company reviews long
lived assets and certain identifiable intangible assets for impairment whenever events or changes in 
circumstances indicate the carrying amount of an asset may not be recoverable. The Company measures 
recoverability of assets to be held and used by comparing the carrying amount of the assets to future 
undiscounted net cash flows expected to be generated by the assets. Recoverability measurement and estimating 
undiscounted cash flows is performed at the lowest possible level for which there are identifiable cash flows. If 
the carrying amount of the assets exceeds the future undiscounted cash flows expected to be generated by those 
assets, such assets fail the recoverability test and an impairment charge would be recognized, measured as the 

amount by which the carrying amount of the assets exceeds the fair value. Assets to be disposed of are recorded 
at the lower of the carrying amount or fair value less costs to sell. 

Revenue Recognition 

The Company recognizes revenue when the price is fixed or determinable, persuasive evidence of an 
arrangement exists, services have been performed, and collectability is reasonably assured. The Company 
assesses whether the price is fixed or determinable based on the contractual payment terms and whether the sales 
is price is subject to refund or adjustment. 

For revenue arrangements that consist of monthly recurring fees for an established amount of transactions, 
the Company recognizes the monthly fee as services are provided. For transactions in excess of the established 
amount of transactions, the Company recognizes revenue on a per-transaction basis. 

Revenue derived from the real-time and batch delivery of data for marketing analytics is recorded upon 
delivery of such data to the client. Revenue associated with engagements requiring periodic updates of data over 
the course of the service period, where cash is received or collectible in advance, are recorded as deferred 
revenue, and recognized on a straight-line basis over the service period, which is usually twelve months. 

For revenue arrangements with separate deliverables, the consideration is allocated based on the relative 
selling price for each deliverable. The selling price for each contract deliverable can be established based on 
vendor specific objective evidence (VSOE) or if VSOE is not available, third-party evidence (TPE) is used. An 
estimate of selling price (ESP) is used if neither VSOE nor TPE is available. VSOE, when determinable, is 
established based on the Company's pricing for the specific service sold separately. In determining whether 
VSOE exists, the Company utilizes a bell-shape curve approach. This approach drives the requirement for a 
substantial majority of actual selling prices for a service to fall within a narrow range of the median pricing. 

Client set-up and implementation fees are not considered separate deliverables. These fees are deferred and 

recognized on a straight-line basis over the term of the contract, ranging from one to three years. The Company 
also receives annual technology fees from certain clients in exchange for access to intellectual property, standard 
technical support, emergency 24 hour support, and system upgrades on a when-and if available basis. These 
technology fees are not considered separate deliverables. As a result, technology fees are deferred and recognized 
on a straight line basis over the service period, which is usually twelve months. 

Under its seven contracts with NAPM, the Company provides number portability administration center 
services. As discussed below under the heading "Revenue Recognition - Significant Contracts," the Company 
determined the fixed and determinable fee on an annual basis and recognized such fee on a straight-line basis 

over twelve months. 
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The Company also generates revenue from its telephone number administration services under two 
government contracts: North American Numbering Plan Administrator (NANPA) and National Pooling 
Administrator (NPA). Under its NANPA contract, the Company earns a fixed annual fee and recognizes this fee 
as revenue on a straight-line basis as services are provided. Under its NPA contract, the Company earns a fixed 
fee associated with administration of the pooling system. The Company recognizes revenue for this contract on a 
straight-line basis over the term of the contract. 

Professional Services 

The Company's professional services revenue is comprised of fees for consulting services that support a 

client's pre- and post implementation activities, including plan and design, optimization, support and training 
services. Consulting services may be provided on a stand-alone basis or bundled within a multiple element 
arrangement. For consulting services provided on a stand-alone basis, revenue is recognized as services are 
performed. For consulting services bundled within a multiple element arrangement, the services are evaluated for 
separability by determining if they have stand alone value to the client. The selling price for the consulting 
services is established using the VSOE, TPE, ESP hierarchy. For consulting services with no stand-alone value, 
the contract fee allocated to the consulting services is combined with the consideration from the undelivered 
elements in the arrangement and recognized as revenue when all other revenue recognition criteria have been 
met. 

Significant Contracts 

The Company provides number portability administration center (NPAC) services (NPAC Services), which 
include wireline and wireless number portability, implementation of the allocation of pooled blocks of telephone 
numbers and network management services in the United States pursuant to seven contracts with N APM, an 
industry group that represents all telecommunications service providers in the United States. The aggregate fees 
for transactions processed under these contracts are determined by an annual fixed-fee pricing model under 
which the annual fixed fee (Base Fee) was set at $437.4 million, $465.8 million and $496.1 million in 2013, 2014 

and 2015, respectively. In the event that the volume of transactions in a given year is above or below the 
contractually established volume range for that year, the Base Fee may be adjusted up or down, respectively, 
with any such adjustment being applied against invoices in the following year. The Company determines the 
fixed and determinable fee under these contracts on an annual basis at the beginning of each year and recognizes 
this fee on a straight-line basis over twelve months. 

The total amount of revenue derived under the Company's contracts with NAPM, which is comprised of 
fees for NP AC Services, connection service fees related to the Company's NP AC Services and fees for system 
enhancements, was approximately $446.4 million, $474.8 million and $507.1 million for the years ended 

December 31, 2013, 2014 and 2015, respectively. 

Fees under the Company's contracts with NAPM are billed to telecommunications service providers based 
on their allocable share of the total transaction charges. This allocable share is based on each respective 
telecommunications service provider's share of the aggregate end-user services revenue of all U.S. 
telecommunications service providers, as determined by the Federal Communications Commission. The 
Company also bills an RRC fee equal to a percentage of monthly billings to its clients, which is available to the 
Company if any client under the contracts to provide NPAC Services fails to pay its allocable share of total 
transactions charges. 

On April 7, 2015, the Company amended its seven regional contracts with NAPM. Under the amendment 
contracts, the Company will provide Local Number Portability Administrator (LNPA) services for an annual 
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fixed fee of $496.1 million until the termination of these contracts. The contracts will automatically renew on 
July 3, 2016 for additional one-year terms commencing as of October 1, 2016 unless NAPM provides a notice of 
non-renewal at least 90 days prior to the end of the then-current term. Once a notice of non-renewal is provided, 
NAPM must also provide the Company with at least 180 days advance notice of its intention to terminate the 
contracts. 

Loss of the NP AC contracts will have a material adverse impact on the Company's future operating results 
when compared to its current financial profile. The Company expects to lose approximately $500 million of 
annual revenue and this loss will adversely impact its income from operations and operating margin. 
Additionally, this loss may have a disproportionate material negative impact on the Company's operating margin 
because of the largely fixed and shared cost structure that is designed to support all of the Company's services. 

Service Level Standards 

Some of the Company's private commercial contracts require the Company to meet service level standards 
and impose corresponding penalties on the Company if the Company fails to meet those standards. The Company 
records a provision for these performance-related penalties in the period in which it becomes aware that it has 
failed to meet required service levels, triggering the requirement to pay a penalty, which results in a 
corresponding reduction to revenue. 

Cost of Revenue and Deferred Costs 

Cost of revenue includes all direct materials costs, direct labor costs, and indirect costs related to the 
generation of revenue such as indirect labor, outsourced services, materials and supplies, payment processing 
fees, and general facilities cost. The Company's primary cost of revenue is personnel costs associated with 
service implementation, product maintenance, client deployment and client care, including salaries, stock based 
compensation and other personnel related expense. In addition, cost of revenue includes costs relating to 
developing modifications and enhancements of the Company's existing technology and services, as well as 
royalties paid related to U.S. common short code services and registry gateway services. Cost of revenue also 

includes costs relating to the Company's information technology and systems department, including network 
costs, data center maintenance, database management, data processing costs and general facilities costs. 

Deferred costs represent direct labor related to professional services incurred for the setup and 
implementation of contracts. These costs are recognized in cost of revenue on a straight line basis over the 
contract term. Deferred costs also include royalties paid related to the Company's U.S. common short code 
services and registry gateway services, which are recognized in cost of revenue on a straight-line basis over the 
contract term. Deferred costs are classified as such on the consolidated balance sheets. 

Research and Development 

The Company expenses its research and development costs as they are incurred. Research and development 
expense consists primarily of personnel costs, including salaries, stock based compensation and other personnel
related expense, consulting fees, and the costs of facilities and computer and support services used in service and 
technology development. 

Advertising 

The Company expenses advertising costs as they are incurred. Advertising expense was approximately 
$15 .4 million, $17. 8 million and $15. 9 million for the years ended December 31, 2013, 2014 and 2015, 
respectively. 
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Stock-Based Compensation 

The Company accounts for its stock-based compensation plans under the recognition and measurement 

provisions of the Compensation - Stock Compensation Topic of the F ASB ASC. The Company estimates the 
value of stock option awards and awards under the Company's employee stock purchase plan using the Black
Scholes option-pricing model. The fair value of restricted stock units is measured by reference to the closing 
market price of the Company's common stock price on the date of grant. For stock-based awards subject to 
graded vesting, the Company has utilized the "straight-line" method for allocating compensation cost by period. 
The Company presents benefits of tax deductions in excess of the compensation cost recognized (excess tax 
benefits) as a financing cash inflow with a corresponding operating cash outflow. 

Basic and Diluted Net Income per Common Share 

In accordance with the Earnings Per Share Topic of the FASB ASC, unvested share-based payment awards 
that contain non-forfeitable rights to dividends or dividend equivalents (whether paid or unpaid) are participating 
securities that should be included in the computation of earnings per share under the two-class method. The 
Company's restricted stock awards are considered to be participating securities because they contain non
forfeitable rights to cash dividends, if declared and paid. In lieu of presenting earnings per share pursuant to the 
two-class method, the Company has included shares of unvested restricted stock awards in the computation of 
basic net income per common share as the resulting earnings per share would be the same under both methods. 

Basic net income per common share is computed by dividing net income by the weighted-average number 
of common shares and participating securities outstanding during the period. Unvested restricted stock units and 
performance vested restricted stock units (PVRSU s) are excluded from the computation of basic net income per 

common share because the underlying shares have not yet been earned by the stockholder and are not 
participating securities. Shares underlying stock options are also excluded because they are not considered 
outstanding shares. Diluted net income per common share assumes dilution and is computed based on the 
weighted-average number of common shares outstanding after consideration of the dilutive effect of stock 
options, unvested restricted stock units and PVRSUs. The effect of dilutive securities is computed using the 
treasury stock method and average market prices during the period. Dilutive securities with performance 
conditions are excluded from the computation until the performance conditions are met. 

Income Taxes 

The Company accounts for income taxes in accordance with the Income Taxes Topic of the F ASB ASC. 
Deferred income tax assets and liabilities are determined based on temporary differences between the financial 
reporting bases and the tax bases of assets and liabilities. Deferred income tax assets are also recognized for tax 
net operating loss carryforwards. These deferred income tax assets and liabilities are measured using the enacted 
tax rates and laws that will be in effect when such amounts are expected to be reversed or utilized. Valuation 
allowances are provided to reduce such deferred income tax assets to amounts more likely than not to be 
ultimately realized. 

The income tax provision includes U.S. federal, state, local and foreign income taxes and is based on pre tax 
income or loss. In determining the annual effective income tax rate, the Company analyzes various factors, 
including the Company's annual earnings and taxing jurisdictions in which the earnings will be generated, the 

impact of state and local income taxes and the ability of the Company to use tax credits and net operating loss 
carryforwards. 

The Company assesses uncertain tax positions in accordance with income tax accounting standards. Under 

these standards, income tax benefits should be recognized when, based on the technical merits of a tax position, 

63 



NEUSTAR, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

the Company believes that if a dispute arose with the taxing authority and were taken to a court of last resort, it is 
more likely than not (i.e., a probability of greater than 50 percent) that the tax position would be sustained as 
filed. If a position is determined to be more likely than not of being sustained, the reporting enterprise should 
recognize the largest amount of tax benefit that is greater than 50 percent likely of being realized upon ultimate 
settlement with the taxing authority. The Company's practice is to recognize interest and penalties related to 
income tax matters in income tax expense. 

Foreign Currency 

Assets and liabilities of consolidated foreign subsidiaries, whose functional currency is the local currency, 

are translated to U.S. dollars at fiscal year-end exchange rates. Revenue and expense items are translated to U.S. 
dollars at the average rates of exchange prevailing during the fiscal year. The adjustment resulting from 
translating the financial statements of such foreign subsidiaries to U.S. dollars is reflected as a foreign currency 
translation adjustment and reported as a component of accumulated other comprehensive loss. 

Transactions denominated in currencies other than the functional currency are recorded based on exchange 
rates at the time such transactions arise. Subsequent changes in exchange rates result in transaction gains or 
losses, which are reflected within interest and other expense in the consolidated statements of operations. 

Comprehensive Income 

Comprehensive income is comprised of net earnings and other comprehensive income (loss), which includes 
certain changes in equity that are excluded from income. The Company includes unrealized holding gains and 
losses on available-for-sale securities, if any, and foreign currency translation adjustments in other 
comprehensive income (loss) in the consolidated statements of comprehensive income. Comprehensive income 
was approximately $162.7 million, $162.8 million and $175.2 million for the years ended December 31, 2013, 
2014 and 2015, respectively. 

Recent Accounting Pronouncements - Effective 

In April 2015, the FASB issued ASU 2015-03, Simplifying the Presentation of Debt Issuance Costs. ASU 
2015-03 requires debt issuance costs related to a recognized debt liability to be presented in the balance sheet as 
a direct deduction from the carrying value of that debt liability, consistent with debt discounts. The guidance is 
effective retrospectively for fiscal years, and interim periods within those years, beginning after 
December 15, 2015. Adoption prior to that date is permitted for financial statements that have not been 
previously issued. The Company adopted ASU 2015-03 in the fourth quarter of 2015. The Company's adoption 
of ASU 2015-03 resulted in a balance sheet reclassification to present deferred financing costs of $18.8 million 

as a deduction from the carrying value of the debt as of December 31, 2014 (see Note 7). 

In November 2015, the FASB issued ASU No. 2015-17, Balance Sheet Classification of Deferred Taxes. 

ASU 2015-17 requires deferred tax liabilities and assets to be classified as noncurrent in the consolidated balance 
sheet. The standard is effective for financial statements issued for annual periods beginning after 
December 15, 2016, and interim periods within those annual periods. Early adoption is permitted for financial 
statements that have not been previously issued. The ASU may be applied either prospectively to all deferred tax 
liabilities and assets or retrospectively to all periods presented. The Company adopted ASU 2015-17 on a 
prospective basis in the fourth quarter of 2015. Prior periods were not retrospectively adjusted. 
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Recent Accounting Pronouncements - Not Yet Effective 

In May 2014, the FASB issued ASU 2014-09, Revenue from Contracts with Customers (Topic 606). Under 
this standard, revenue is recognized when promised goods or services are transferred to customers in an amount 
that reflects the consideration to which a company expects to be entitled in exchange for those goods or services. 
On July 9, 2015, the FASB deferred the effective dates of the standard by one year. As a result, the standard will 
be effective for annual and interim periods beginning after December 15, 2017. Companies may adopt the 
standard as early as the original effective date (i.e. annual reporting periods beginning after December 15, 2016). 

Early adoption prior to that date is not permitted. The standard allows for either full retrospective adoption, 
meaning the standard is applied to all of the periods presented, or a modified retrospective adoption, meaning the 
standard is applied only to the most current period presented. The Company is currently evaluating the impact of 
adoption on its consolidated financial statements. 

In September 2015, the FASB issued ASU 2015-16, Simplifying the Accounting for Measurement-Period 

Adjustments (Topic 805): Business Combinations, which requires that an acquirer recognize adjustments to 
provisional amounts that are identified during the measurement period in the reporting period in which the 
adjustment amounts are determined. The standard is effective for fiscal years beginning after December 15, 2015, 
including interim periods within those fiscal years. The guidance is to be applied prospectively to adjustments to 
provisional amounts that occur after the effective date of the standard, with earlier application permitted for 
financial statements that have not been issued. The Company does not expect that the adoption of this ASU will 
have a significant impact its consolidated financial statements. 

In February 2016, the FASB issued ASU 2016-02, Leases. ASU 2016-02 requires that long-term lease 
arrangements be recognized on the balance sheet. The standard is effective for interim and annual periods 
beginning after December 15, 2018, and early adoption is permitted. The Company is currently evaluating the 

impact of adoption on its consolidated financial statements. 

3. ACQUISITIONS 

The application of the acquisition method of accounting for business combinations requires management to 
make significant estimates and assumptions in the determination of the fair value of the assets acquired and 
liabilities assumed in order to properly allocate purchase price consideration. These assumptions and estimates 
include a market participant's expected use of the asset and the appropriate discount rates from a market 

participant's perspective. The Company's estimates are based on historical experience and information obtained 
from the management of the acquired company and are determined with assistance from an independent third
party. The Company's significant assumptions and estimates made in connection with the application of the 
acquisition method of accounting for business combinations include the cash flows that an acquired asset is 
expected to generate in the future, the weighted-average cost of capital, long-term projected revenue and growth 
rates and estimated replacement costs . 

. CO Internet Acquis ition 

On April 14, 2014, the Company acquired .CO Internet S.A.S (.CO Internet) and certain associated assets . 
. CO Internet is the exclusive operator of the worldwide registry for Internet addresses with the ".co" top-level 
domain. This acquisition expanded the Company's registry services, which includes the .biz and .us top-level 
domains. Total consideration for this purchase, which was subject to certain customary working capital 
adjustments, included cash consideration of $113. 7 million, of which $86.7 million was paid at closing and 
$27 .0 million was deposited into escrow for the satisfaction of potential indemnification claims and certain 
performance obligations. In addition, the Company may be required to make a contingent payment of up to 
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$6.0 million prior to or during the first quarter of 2020 in the event that the sellers satisfy certain post-closing 
performance obligations. The transaction was accounted for under the acquisition method of accounting in 
accordance with Business Combination Topic of the FASB ASC. 

Of the total preliminary purchase price of $114.8 million, which reflected initial estimates of .CO Internet's 
closing date working capital, the Company recorded $85.1 million of definite-lived intangible assets and 
$36.3 million of goodwill. During 2014, the Company adjusted the amounts recorded as preliminary purchase 
price and goodwill based upon the finalization of the acquired company's working capital as of the closing. As of 
December 31, 2014, the adjusted preliminary purchase price was $115.1 million and the adjusted goodwill 
balance recorded in connection with the transaction was $36.6 million. As of December 31, 2014, the preliminary 

purchase price was pending the finalization of the valuation of acquired deferred income tax assets and assumed 
income and non-income based tax liabilities. As of December 31, 2015, the adjusted purchase price was 
$118.1 million and the adjusted goodwill balance was $39.6 million. The consolidated balance sheet as of 
December 31, 2014 has been retrospectively adjusted to include the effect of the measurement period 
adjustments. The goodwill is expected to be deductible for tax purposes. During 2014, the Company recorded 
$2.1 million of acquisition costs in general and administrative expense related to this transaction. 

Goodwill represents the excess of the .CO Internet purchase price over the estimated fair value of the net 
assets acquired. The opportunity to gain .CO Internet's innovative domain marketing capabilities and to expand 

the Company's registry services, among other factors, were the reasons for the establishment of the purchase 
price, resulting in the recognition of goodwill. 

Bombora Acquisition 

On July 30, 2015, the Company acquired Bombora Technologies Pty Ltd (Bombora). Bombora is the 
registry services provider for the ".au" top-level domain and many other top-level domains. This acquisition 
expanded the Company's registry services, which includes the .biz, .us and .co top-level domains. Total 
consideration for this purchase, which was subject to certain customary working capital adjustments, included 

cash consideration of $87.4 million, of which $55.5 million was paid to the sellers at closing and $31.9 million 
was deposited into escrow pending the satisfaction of certain performance obligations. The transaction was 
accounted for under the acquisition method of accounting in accordance with the Business Combination Topic of 
the F ASB ASC. 

The total preliminary purchase price was $91.8 million, consisting of cash consideration of $87.4 million 
and contingent consideration of $4.4 million, which is the estimated fair value of such consideration as of the 
acquisition date. During 2015, the Company adjusted the amounts recorded as preliminary purchase price and 
goodwill based upon the finalization of the acquired company's working capital and the valuation of certain 

acquired deferred income tax assets as of closing. As of December 31, 2015, the adjusted preliminary purchase 
price was $87.7 million. 

As of December 31, 2015, of the total preliminary purchase price of $87.7 million, the Company recorded 
$44.9 million of definite-lived intangible assets, $65.7 million of goodwill, and $22.9 million of net liabilities. 
The definite-lived intangible assets consist of $37.8 million of client relationships and $7.1 million of acquired 
technology. The Company is amortizing client relationships on a straight-line basis over an estimated useful life 
of 5 to 13 years. Acquired technology is being amortized on a straight-line basis over an estimated useful life of 3 
to 5 years. The allocation of the purchase price is preliminary pending the finalization of the fair value of 

acquired deferred income tax assets and assumed income and non-income based tax liabilities. The goodwill is 
not expected to be deductible for tax purposes. During the year ended December 31, 2015, the Company 
recorded $2.0 million of acquisition costs in general and administrative expense related to this transaction. 
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Goodwill represents the excess of the Bombora preliminary purchase price over the estimated fair value of 
the net assets acquired. This acquisition further positions the Company as a leader in launching and operating 
top-level-domains. The opportunity to expand the Company's registry services, among other factors, were the 
reasons for the establishment of the purchase price, resulting in the recognition of goodwill. 

MarketShare Acquisition 

On December 9, 2015, the Company completed its acquisition of MarketShare Partners, LLC 
(MarketShare), a marketing analytics technology provider to major brands. The acquisition of MarketShare 
expands the Company's marketing services by creating a complete data-driven solution to Chief Marking 

Officers (CM Os) as they plan, optimize and allocate their entire marketing budget and resources across all 
channels. The combination of the Company's leadership in authoritative identity, audience targeting and 
segmentation as well as real-time media measurement, together with MarketShare's expertise in predictive 
analytics, enables the Company to provide a single solution that solves CMOs' critical resource allocation 
challenges. CM Os are able to look across their entire business, from campaign planning to execution, online to 
offline, to get a complete, accurate reading of what is driving their sales and effectively allocate their resources 
across all sales channels as well as media platforms. 

The transaction was accounted for under the acquisition method of accounting in accordance with the 

Business Combination Topic of the F ASB ASC and revenue of $2. 7 million and operating expense of 
$5.2 million has been included in the Company's consolidated statement of operations since the date of 
acquisition. 

The total preliminary purchase price was $442.4 million, consisting of cash consideration of $429.1 million 
and non-cash consideration of $13.3 million paid in shares of NeuStar Class A Common Stock, which shares are 
subject to certain transfer restrictions. Of the total cash consideration, $53.7 million was deposited in escrow, of 
which $45.0 million will be available to satisfy indemnification claims (Indemnity Escrow) and $5.8 million will 
be available to holders of unvested MarketShare equity awards in the event such holders' employment is 

terminated without cause within the first six months following December 9, 2015 (Equity Escrow). An additional 
$2.5 million and $0.4 million of the purchase consideration was deposited into separate escrow accounts and will 
be available to fund purchase price adjustments required under the purchase agreement and to reimburse certain 
costs and expenses of the stockholder representative, respectively. During the year ended December 31, 2015, the 
Company recorded $8.7 million of acquisition costs in general and administrative expense related to this 
acquisition. 
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Under the acquisition method of accounting, the total preliminary purchase price was allocated to 
MarketShare's net tangible and intangible assets acquired and liabilities assumed based on their estimated fair 
values as of December 9, 2015. The allocation of the preliminary purchase price is pending the finalization of the 
acquired company's working capital as of the closing date and the finalization of the fair value of acquired 
deferred income tax assets and assumed income and non-income based tax liabilities. The following table 
summarizes the preliminary purchase price allocation based on the estimated fair value of the acquired assets and 
assuming liabilities (in thousands): 

Cash and cash equivalents 
Accounts receivable 

Prepaids and other assets 
Accounts payable and accrued expenses 
Deferred revenue 
Deferred tax liability 

Net tangible assets acquired 

Customer relationships 
Acquired identified technology 
Goodwill 

Total preliminary purchase price allocation 

$ 7,504 

9,280 

6,343 

(8,292) 
(2,062) 

(10,862) 

1,911 

30,000 
100,000 
310,529 

$442,440 

The Company allocated $130.0 million of the total preliminary purchase price to definite-lived intangible 

assets acquired, consisting of customers relationships and acquired technology. Customer relationships represent 
agreements with existing customers. The Company utilized a replacement cost and lost profits methodology to 
estimate the fair value the customer relationships. Under this method, the Company's significant assumptions and 
estimates included costs associated with recreating the customer relationship, and the revenue projected to be lost 
while the customer relationships are recreated. The value of customer relationships will be amortized on a 
straight-line basis over the estimated useful life of 10 years. 

Acquired technology represents technology that had reached technological feasibility and for which 
development has been completed as of the date of the acquisition. The Company utilized the excess earnings 

methodology, a variation of the income approach, to estimate the fair value of the acquired technology. Under 
this method, the Company's significant assumptions and estimates included projected revenue, an obsolescence 
factor, contributory asset charge, discount rate and tax amortization benefit. The value of the acquired technology 
will be amortized on a straight-line basis over the estimated useful life of 8 years. 

Goodwill represents the excess of the MarketShare preliminary purchase price over the estimated fair value 
of the net assets acquired. With this acquisition, the Company has the ability to provide CM Os a comprehensive 
suite of services to plan their media spend, identify and locate desired customers, invest in the right marketing 
campaigns, deliver relevant offers and measure the performance of these activities. The opportunity to offer this 

comprehensive suite of services, among other factors, were the reasons for the establishment of the purchase 
price, resulting in the recognition of a significant amount of goodwill. As of December 31, 2015, of the total 
goodwill balance of $310.5 million, approximately $201.2 million is expected to be deductible for tax purposes. 

The total preliminary purchase price included non-cash consideration of $13 .3 million in shares of NeuStar 
Class A Common Stock. The fair value of the Neustar Class A Common Stock was determined using Neustar's 
closing stock price of $23.31 as reported on the New York Stock Exchange on December 9, 2015, the date of the 
acquisition. 
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Pro Forma Financial Information for the MarketShare Acquisition 

The following unaudited pro forma financial information summarizes the Company's results of operations 
for the period indicated as if the Company's acquisition of MarketShare had been completed as of the beginning 
of the earliest period presented. These pro forma amounts (unaudited and in thousands) are not indicative of the 
results that would have actually been obtained if the acquisition occurred as of the beginning of the periods 
presented and should not be construed as representative of the future consolidated results of operations or 
financial condition of the combined entity. The pro forma financial information for all periods presented also 
includes the effect of related financing, amortization expense from the acquired intangible assets, adjustments to 
interest expense and related tax effects. 

Pro forma revenue 

Pro forma income from operations 

Pro forma net income 

Caller Authentication Assets Acquisition 

Year Ended December 31, 

2014 2015 

$1,010,647 $1,101,391 

$ 227,435 $ 262,512 

$ 115,287 $ 124,145 

On December 18, 2015, the Company acquired caller authentication assets from Transaction Network 
Services, Inc. for approximately $220.0 million in cash. The acquisition of these assets accelerates the 
Company's ability to launch next generation mobile identity solutions for service providers, businesses and 
consumers. These mobile identity solutions include subscriber data storage and management, caller identification 
and verification services. Total consideration for this purchase, which is subject to certain customary working 
capital adjustments, included cash consideration of $220.0 million, of which $22.0 million was deposited into 
escrow to satisfy post-closing indemnification claims. The transaction was accounted for under the acquisition 
method of accounting in accordance with the Business Combination Topic of the FASB ASC. 

As of December 31, 2015, of the total preliminary purchase price of $220.0 million, the Company recorded 
$111.9 million of definitelived intangible assets, $108.0 million of goodwill and $0.1 million of net assets. The 
definite-lived intangible assets consist of $98.0 million of client relationships and $13.9 million of acquired 
technology. The Company is amortizing client relationships on a straight line basis over an estimated useful life 
of 10 years. Acquired technology is being amortized on a straight-line basis over an estimated useful life of 5 
years. The allocation of the purchase price is preliminary pending the finalization of the fair value of acquired 
deferred income tax assets and assumed income and non-income based tax liabilities. The goodwill is expected to 
be deductible for tax purposes. During the year ended December 31, 2015, the Company recorded $1.8 million of 

acquisition costs in general and administrative expense related to this transaction. 

Goodwill represents the excess of the preliminary purchase price of the caller authentication assets over the 
estimated fair value of the net assets acquired. With this acquisition, the Company has enhanced its position in 
the caller authentication market that includes subscriber data storage, database management, caller identification 
and verification services. The opportunity to expand the Company's caller authentication services, among other 
factors, were the reasons for the establishment of the purchase price, resulting in the recognition of goodwill. 
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4. GOODWILL AND INTANGIBLE ASSETS 

Goodwill 

The Company's goodwill as of December 31, 2014 is as follows (in thousands): 

December 31, 
2013(1) Acquisitions(2l 

Gross goodwill $736,414 $43,981 
Accumulated impairments (93,602) 

Net goodwill $642,812 $43,981 

Adjustments 

$2,476 

$2,476 
---

(1) Balance as originally reported prior to the reflection of measurement period adjustments. 

(2) See Note 3 for a discussion of acquisitions. 

The Company's goodwill as of December 31, 2015 is as follows (in thousands): 

December 31, 
Foreign 

Currency 
2014(l) Acquisitions(z) Adjustments Disposals(3l Translation 

Gross goodwill $782,871 $500,534 $(1,149) $(1,236) $(435) 
Accumulated impairments (93,602) 

Net goodwill $689,269 $500,534 $(1,149) $(1,236) $(435) 

(1) Balance as originally reported prior to the reflection of measurement period adjustments. 

(2) See Note 3 for a discussion of acquisitions. 

December 31, 
2014(1) 

$782,871 

(93,602) 

$689,269 

December 31, 
2015 

$1,280,585 

(93,602) 

$1,186,983 

(3) Reflects the goodwill associated with the Company's sale of certain Data Services assets and liabilities used 
to deliver lawful intercept services. 

The Company's 2014 and 2015 annual goodwill impairment analysis was performed as of October 1 in each 
respective year and did not result in an impairment charge. 

As of the date of the Company's 2015 annual impairment test, the estimated fair value for the Company's 
reporting unit was substantially in excess of the carrying value. The Company believes that the assumptions and 
estimates used to determine the estimated fair value of its reporting unit are reasonable; however, there are a 
number of factors, including factors outside of the Company's control, such as stock price volatility, that could 

cause actual results to differ from the Company's estimates. Such differences may be material. Changes in 
estimates and assumptions could have a significant impact on whether or not an impairment charge is recognized 
and also the magnitude of any such charge. 

Any changes to the Company's key assumptions about its business and its prospects, or changes in market 
conditions, could cause the fair value of its reporting unit to fall below its carrying value, resulting in a potential 
impairment charge. In addition, changes in the Company's organizational structure or how the Company's 
management allocates resources and assesses performance could result in a change of its operating segments or 
reporting units, requiring a reallocation and an interim impairment analysis of goodwill. A goodwill impairment 
charge could have a material effect on the Company's consolidated financial statements because of the 
significance of goodwill to its consolidated balance sheet. 
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Intangible Assets 

Intangible assets consist of the following (in thousands): 

Weighted-
Average 

December 31, Amortization 
Period 

2014 2015 (in years) 

Intangible assets: 
Client lists and relationships $ 409,638 $ 578,085 8.9 
Accumulated amortization (151,017) (196,806) 

Client lists and relationships, net 258,621 381,279 

Acquired technology 91,959 214,212 6.3 
Accumulated amortization (48,248) (66,335) 

Acquired technology, net 43,711 147,877 

Trade name 8,030 8,030 3.0 
Accumulated amortization (7,785) (7,919) 

Trade name, net 245 111 

Non compete agreement 100 100 3.0 
Accumulated amortization (55) (88) 

Non compete agreement, net 45 12 

Intangible assets, net $ 302,622 $ 529,279 

During the years ended December 31, 2014 and 2015, the Company acquired the following intangible assets 
(in thousands) (see Note 3). 

Intangible assets acquired: 
Client lists and relationships 
Acquired technology 

Total intangible assets acquired 

For the Year Ended December 31, 

2014 2015 

$86,100 
4,900 

$91,000 

$171,267 
122,300 

$293,567 

Amortization expense related to intangible assets, which is included in depreciation and amortization 
expense, was approximately $50.5 million, $62.3 million and $66.6 million for the years ended 
December 31, 2013, 2014 and 2015, respectively. Amortization expense related to intangible assets for the years 
ended December 31, 2016, 2017, 2018, 2019, 2020 and thereafter is expected to be approximately $95.4 million, 

$86.8 million, $84.1 million, $72.7 million, $43.7 million and $146.6 million, respectively. Intangible assets as 
of December 31, 2015 will be fully amortized during the year ended December 31, 2028. 
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5. PROPERTY AND EQUIPMENT 

Property and equipment consists of the following (in thousands): 

December 31, 

2014 2015 

Computer hardware $ 148,974 $ 163,087 
Equipment 3,472 3,811 
Furniture and fixtures 13,973 14,213 
Leasehold improvements 66,306 68,117 

Construction in-progress 7,060 4,455 
Capitalized software 188,927 195,022 
Building 4,072 4,072 
Land 271 271 

433,055 453,048 
Accumulated depreciation and amortization (271,451) (305,284) 

Property and equipment, net $ 161,604 $ 147,764 

The Company entered into capital lease obligations of $8.5 million and $0.7 million during the years ended 
December 31, 2014 and 2015, respectively, primarily for computer hardware. As of December 31, 2014 and 
2015, unamortized capitalized software costs were $39.3 million and $37.6 million, respectively. Amortization 

expense of assets recorded under capital leases is included in depreciation and amortization expense. 

Depreciation and amortization expense related to property and equipment for the years ended 
December 31, 2013, 2014 and 2015 was $49.7 million, $52.7 million and $56.1 million, respectively. 
Amortization of capitalized software costs for the years ended December 31, 2013, 2014 and 2015 was 
$29.7 million, $29.4 million and $25.3 million, respectively. 

6. ACCRUED EXPENSES 

Accrued expenses consist of the following (in thousands): 

Accrued compensation 
RRC reserve 
Accrued interest 
Other 

Total 
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December 31, 

2014 2015 

$58,814 

2,496 
6,212 

27,249 

$94,771 

$ 84,757 
3,159 
7,190 

39,526 

$134,632 
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7. NOTES PAYABLE 

Notes payable consist of the following (in thousands): 

2013 Term Facility (net of discount) 
2013 Term Facility deferred financing fees 
2013 Revolving Facility 
2013 Revolving deferred financing fees 
Senior Notes 
Senior Notes deferred financing fees 
2015 Incremental Term Facility (net of discount) 
2015 Incremental Term Facility deferred financing fees 

Total 
Less: current portion, net of discount 

Long-term portion 

Credit Facilities and Senior Notes 

December 31, 

2014 2015 

$308,290 

(2,599) 
175,000 

(3,226) 
300,000 

(12,993) 

764,472 

(4,692) 

$759,780 

$ 300,328 
(1,683) 

175,000 
(2,162) 

300,000 
(11,637) 
337,947 

(9,012) 

1,088,781 
(131,272) 

$ 957,509 

On January 22, 2013, the Company entered into a credit facility that provided for a $325 million senior 
secured term loan facility (2013 Term Facility) and a $200 million senior secured revolving credit facility (2013 

Revolving Facility, and together with the 2013 Term Facility, the 2013 Credit Facilities). In addition, the 
Company closed an offering of $300 million aggregate principal amount of senior notes (Senior Notes). 

On December 9, 2015, the Company amended its 2013 Credit Facilities to provide for (i) the permissibility 
of an incremental term facility under the Company's existing 2013 Credit Agreement (the 2013 Credit 
Agreement), (ii) the addition of a senior secured leverage financial maintenance covenant; (iii) streamlined 
conditions for the incurrence of an incremental term facility to be used for a permitted acquisition; (iv) a required 
escrow and prepayment (such prepayment to be for the benefit of the incremental facility lenders) by the 
Company under certain specified circumstances; and (v) certain tax related changes favorable to the Company to 
the terms of the 2013 Credit Agreement and related security agreement. 

On December 9, 2015, the Company borrowed $350 million (the 2015 Incremental Term Facility, and 
together with the 2013 Term Facility and the 2013 Revolving Facility, the Amended 2013 Credit Facilities). The 
proceeds of the 2015 Incremental Term Facility were used to consummate the acquisition of MarketShare and to 

pay related fees and expenses. 

The Amended 2013 Credit Facilities include: (1) the 2013 Term Facility; (2) the 2013 Revolving Facility, 

and (3) the 2015 Incremental Term Facility. In addition, under the Amended 2013 Credit Facilities, the Company 
has available the potential for additional incremental loan facilities in an amount such that after giving effect to 
the incurrence of any such incremental loans, either (a) the aggregate amount of incremental loans (including the 
2015 Incremental Term Facility) loans does not exceed $400 million or (b) the Consolidated Secured Leverage 
Ratio (as defined in the Amended 2013 Credit Facilities) on a pro forma basis after giving effect to any such 
increase would not exceed 2.50 to 1.00. The 2013 Term Facility, 2013 Revolving Facility and 2015 Incremental 
Term Facility mature on January 22, 2018. As of December 31, 2015, outstanding borrowings under the 2013 
Revolving Facility were $175.0 million and available borrowings under the same facility were $8.2 million, 
exclusive of outstanding letters of credit totaling $16.8 million. 
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Principal payments under the 2013 Term Facility of $2.0 million are due on the last day of each fiscal 
quarter beginning on March 31, 2013 and ending on December 31, 2017. The remaining 2013 Term Facility 
principal balance of $284.4 million is due in full on January 22, 2018, subject to early mandatory prepayments. 
The outstanding borrowings under the 2013 Revolving Facility of $175.0 million are due in full on 
January 22, 2018. Principal payments under the 2015 Incremental Term Facility of approximately $25.0 million 
are due on the last day of the last month of each of the two first fiscal quarters within each year beginning on 
March 31, 2016 and principal payments of approximately $45.0 million are due on the last day of the last month 
of each of the last two fiscal quarters within each year. The remaining 2015 Incremental Term Facility principal 
balance of $70.0 million is due in full on January 22, 2018. 

The 2015 Incremental Term Facility (i) was issued with a Eurodollar rate margin of 4.00% and a 
corresponding base rate margin of 3.00%, (ii) was issued with 400 basis points of original issue discount and 
additional customary fees, and (iii) has an annual amortization percentage of 40% of the aggregate principal 
amount with quarterly amortization percentages of 7.1 %, 7.1 %, 12.9%, and 12.9% for the first, second, third, and 
fourth quarters respectively. Pursuant to the provisions of the 2013 Credit Agreement, the Eurodollar rate margin 
on the existing term loans under the 2013 Credit Agreement was increased as a result of the pricing on the 2015 
Incremental Term Facility to 4.50%, with a corresponding base rate margin of 3.25%. The amortization schedule 
for the existing term loans under the 2013 Credit Agreement remained unchanged at 2.5% per annum. 

The Company may voluntarily prepay the borrowings under the Amended 2013 Credit Facilities at any time 
in minimum amounts of $1 million or an integral multiple of $500,000 in excess thereof. The Amended 2013 
Credit Facilities provide for mandatory prepayments with the net cash proceeds of certain debt issuances, 
insurance receipts, and dispositions. The Amended 2013 Credit Facilities also contain certain events of default, 
upon the occurrence of which, and so long as such event of default is continuing, the amounts outstanding may, 
at the option of the required lenders, accrue interest at an increased rate and payments of such outstanding 
amounts could be accelerated, or other remedies undertaken. 

As of December 31, 2014 and 2015, deferred financing costs and loan origination fees related to the 2013 

Credit Facilities and Amended 2013 Credit Facilities were $6.3 million and $25.2 million, respectively. Total 
amortization expense of the deferred financing costs and loan origination fees was $2.0 million, $2.1 million and 
$3.0 million for the years ended December 31, 2013, 2014 and 2015, respectively, and is reported as interest 
expense in the consolidated statements of operations. 

Senior Notes 

On January 22, 2013, the Company closed an offering of $300 million aggregate principal amount of 4.50% 
senior notes due 2023 to qualified institutional buyers pursuant to Rule 144A, and outside of the United States 

pursuant to Regulation S, under the Securities Act of 1933, as amended. The Senior Notes were issued pursuant 
to an indenture, dated as of January 22, 2013, among the Company, certain of its domestic subsidiaries, or the 
Subsidiary Guarantors, and The Bank of New York Mellon Trust Company, N.A., as trustee, or the Indenture. 
The Senior Notes are the general unsecured senior obligations of the Company and are guaranteed on a senior 
unsecured basis by the Subsidiary Guarantors. In the third quarter of 2013, the Company conducted an exchange 
offer pursuant to which it exchanged the Senior Notes for new notes guaranteed by the Subsidiary Guarantors, 
with terms substantially identical in all material respects to those of the original Senior Notes, except that the 
new notes are not subject to restrictions on transfer or to any increase in annual interest rate. 

Interest is payable on the Senior Notes semi-annually in arrears at an annual rate of 4.50%, on January 15 
and July 15 of each year, beginning on July 15, 2013. The Senior Notes will mature on January 15, 2023. Interest 
accrues from January 22, 2013. As of December 31, 2014 and 2015, accrued interest under the Senior Notes was 

74 



NEUSTAR, INC. 
NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

$6.2 million and $6.2 million, respectively. At December 31, 2015, the estimated fair value of the Senior Notes 
was $249.0 million and was determined using a secondary market price on the last trading day in each period as 
quoted by Bloomberg (Level 2 inputs). 

At any time and from time to time prior to July 15, 2016, the Company may redeem up to a maximum of 
35% of the original aggregate principal amount of the Senior Notes with the proceeds of certain equity offerings, 
at a redemption price equal to 104.50% of the principal amount thereof, plus accrued and unpaid interest thereon, 
if any, to the redemption date (subject to the right of holders of record on the relevant record date to receive 
interest due on the relevant interest payment date); provided that: (1) at least 65% of the original aggregate 
principal amount of the Senior Notes remains outstanding; and (2) the redemption occurs within 90 days of the 

completion of such equity offering upon not less than 30 nor more than 60 days prior notice. 

Prior to January 15, 2018, the Company may redeem some or all of the Senior Notes by paying a "make
whole" premium based on U.S. Treasury rates. During the 12-month period commencing on January 15 of the 
relevant year listed below, the Company may redeem some or all of the Senior Notes at the prices listed below, 
plus accrued and unpaid interest, if any, to, but not including, the redemption date (subject to the right of holders 
of record on the relevant record date to receive interest due on the relevant interest payment date): 2018 at a 
redemption price of 102.25%; 2019 at a redemption price of 101.50%; 2020 at a redemption price of 100.75%; 
and 2021 and thereafter at a redemption price of 100.00%. If the Company experiences certain changes of control 

together with a ratings downgrade, it will be required to offer to purchase all of the Senior Notes then outstanding 
at a purchase price equal to 101.00% of the principal amount thereof, plus accrued and unpaid interest, if any, to 
the date of purchase. If the Company sells certain assets and does not repay certain debt or reinvest the proceeds 
of such sales within certain time periods, it will be required to offer to repurchase the Senior Notes with such 
proceeds at 100.00% of their principal amount, plus accrued and unpaid interest, if any, to the date of purchase. 

The Senior Notes contain customary events of default, including among other things, payment default, 
failure to provide certain notices and defaults related to bankruptcy events. The Senior Notes also contain 
customary negative covenants. 

As of December 31, 2014 and 2015, deferred financing costs related to the Senior Notes were $13.0 million 
and $11.6 million, respectively. Total amortization expense of the deferred financing costs was $1.2 million, 
$1.3 million and $1.4 million for the years ended December 31, 2013, 2014 and 2015, respectively, and is 
reported as interest expense in the consolidated statements of operations. 

Future Principal Payments 

Future principal payments under the Amended 2013 Credit Facilities and the Senior Notes as of 

December 31, 2015, are as follows (in thousands): 

2016 
2017 
2018 
2019 
2020 
Thereafter 

Total future principal payments 

75 

$ 148,125 
148,125 
529,375 

300,000 

$1,125,625 
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Debt Refinancing costs 

On January 22, 2013, the Company used the proceeds received from the 2013 Term Facility and Senior 
Notes to repay outstanding principal borrowings of $592.5 million (the "refinanced debt"). Certain investors in 
the refinanced debt reinvested in either or both of the 2013 Credit Facilities and Senior Notes and the change in 
the present value of future cash flows between the investments was less than 10%. Accordingly, the Company 
accounted for this refinancing event for these investors as a debt modification. Certain investors in the refinanced 
debt either did not invest in the 2013 Credit Facilities or Senior Notes or the change in the present value of future 
cash flows between the investments was greater than 10%. Accordingly, the Company accounted for this 
refinancing event for these investors as a debt extinguishment. In applying debt modification accounting, during 
the first quarter of 2013, the Company recorded $10.9 million in interest and other expense, comprised of 

$9.4 million in loss on debt extinguishment and $1.5 million in debt modification expense, in connection with 
this refinancing event. 

On December 9, 2015, the Company amended its 2013 Credit Facilities to include the 2015 Incremental 
Term Facility. Certain investors in the 2013 Credit Facilities reinvested in the 2015 Incremental Term Facility 
and the change in the present value of future cash flows between the investments was less than 10%. 
Accordingly, the Company accounted for this refinancing event for these investors as a debt modification. 
Certain investors in the 2013 Credit Facilities either did not invest in the 2015 Incremental Term Facility or the 
change in the present value of future cash flows between the investments was greater than 10%. Accordingly, the 
Company accounted for this refinancing event for these investors as a debt extinguishment. In applying debt 
modification accounting, the Company recorded $3.3 million in interest and other expense, comprised of 
$2.5 million in loss on debt extinguishment and $0.8 million in debt modification expense, in connection with 

this refinancing event. 

8. COMMITMENTS AND CONTINGENCIES 

Capital Leases 

The following is a schedule of future minimum lease payments due under capital lease obligations as of 
December 31, 2015 (in thousands): 

2016 
2017 

Total minimum lease payments 
Less: amounts representing interest 

Present value of minimum lease payments 
Less: current portion 

Capital lease obligation, long-term 

$ 5,079 
1,869 

6,948 

(326) 

6,622 
(4,791) 

$ 1,831 

The following assets are capitalized under capital leases at the end of each period presented (in thousands): 

Equipment and hardware 
Furniture and fixtures 

Subtotal 
Less: accumulated amortization 

Net assets under capital leases 
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December 31, 

2014 2015 

$ 44,350 
1,005 

45,355 

(35,192) 

$ 10,163 

$ 44,984 
1,053 

46,037 

(38,713) 

$ 7,324 
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Operating Leases 

The Company leases office space llllder noncancelable operating lease agreements. The leases terminate at 
various dates through 2023 and generally provide for scheduled rent increases. 

The Company leases 91,574 square feet of office space for its corporate headquarters in Sterling, Virginia 
from a third party. The initial term of the lease commenced on October 1, 2010 and terminates January 31, 2021. 
The Company has two five-year options to renew the lease, and the rent for the applicable renewal term will be 
determined if and when the Company exercises its applicable option to renew the lease. The Company recognizes 
rent incentives and leasehold improvements funded by landlord incentives on a straight line basis, as a reduction 
of rent expense, over the initial term of the lease. 

Future minimum lease payments llllder noncancelable operating leases as of December 31, 2015, are as 
follows (in thousands): 

2016 $ 21,276 
2017 21,130 
2018 20,209 
2019 19,989 

2020 18,820 
Thereafter 41,327 

$142,751 

Future minimum sublease receipts llllder noncancelable operating leases for the years ended 
December 31, 2016, 2017, and 2018, are expected to be approximately $6.3 million, $0.5 million, and $0.4 
million, respectively. 

Rent expense was $12.6 million, $14.1 million, and $11.5 million for the years ended December 31, 2013, 
2014 and 2015, respectively. 

Contingencies 

On July 15, 2014, the Oklahoma Firefighters Pension and Retirement System (OFPRS), individually and on 
behalf of all other similarly situated stockholders, filed a putative class action complaint in the United States 
District Court for the Eastern District of Virginia, Alexandria Division, or the Alexandria Division, against the 
Company and certain of its senior executive officers. The OFPRS complaint asserted claims for purported 
violations of Sections lO(b) and 20(a) of the Securities Exchange Act of 1934 and SEC Rule lOb-5 on behalf of 
those who purchased the Company's securities between April 19, 2013 and Jlllle 6, 2014, inclusive, and sought 
llllspecified compensatory damages, costs and expenses, including attorneys' and experts' fees, and injunctive 
relief. 

On October 7, 2014, the Alexandria Division issued an order appointing lead counsel and designating The 
Indiana Public Retirement System, or IPRS, as lead plaintiff. On November 6, 2014, the IPRS filed an amended 
complaint and on December 8, 2014, the Company moved to dismiss IPRS's amended complaint. On 

December 22, 2014, IPRS filed its opposition to the Company's motion to dismiss. On December 29, 2014, the 
Company filed a reply brief to the IPRS opposition. The Alexandria Division heard oral arguments on the 
motions on January 22, 2015 and on January 27, 2015, and issued an order granting the Company's motion to 
dismiss IPRS's amended complaint with prejudice. On February 25, 2015, counsel for IPRS filed a notice of 
appeal. 
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On July 28, 2015, the IPRS, on behalf of itself and the proposed settlement class, on the one hand, and 
certain of the Company's senior executive officers on the other hand, entered into a Stipulation and Agreement of 
Settlement with the Alexandria Division, which sets forth the terms and conditions of the proposed settlement of 
the claims. The Alexandria Division granted preliminary approval of the settlement on September 22, 2015. The 
final hearing before the Alexandria Division took place on December 3, 2015 and a Final Order was entered 
dismissing all claims with prejudice. The settlement amount did not have a material impact to the Company's 
consolidated financial position and results of operations. 

9. RESTRUCTURING CHARGES 

2014 Restructuring Plan 

In the fourth quarter of 2013, the Company aligned its teams into a functional organization. This initiative 
continued into 2014 with the alignment of the sales and marketing teams into key industry verticals to serve the 
Company's clients more effectively. Under this plan, the Company recorded restructuring charges of $6.5 million 
for the year ended December 31, 2014. As of December 31, 2014 the plan was complete and no further charges 
are expected. 

2015 Restructuring Plan 

In the fourth quarter of 2015, the Company initiated a restructuring program to create greater efficiencies. 
The Company recorded restructuring charges of $3.9 million for the year ended December 31, 2015 in 
connection with this plan. As of December 31, 2015, the plan was complete and no further charges are expected. 

Summary of Accrued Restructuring Plans 

Accrued restructuring costs are recorded in other current liabilities presented in the Company's consolidated 
balance sheets. The additions and adjustments to the accrued restructuring liability related to the Company's 
restructuring plans as described above for the year ended December 31, 2015 are as follows (in thousands): 

December 31, Additional Cash December 31, 
2014 Costs Payments 2015 

2014 Restructuring Plan: 
Severance and severance-related costs $ 374 $ $ (374) $ 
Lease and facility exit costs 136 (136) 

2015 Restructuring Plan: 
Severance and severance related costs 3,858 (499) 3,359 

Total restructuring $ 510 $ 3,858 $ (1,009) $ 3,359 
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10. INTEREST AND OTHER EXPENSE 

Interest and other expense consists of the following (in thousands): 

Interest and other expense: 
Interest expense 
Loss on debt modification and extinguishment 
(Gain) loss on asset disposals 

Foreign currency transaction (gain) loss 
Other 

Total interest and other expense 

Year Ended December 31, 

2013 2014 2015 

$23,907 
10,886 

(236) 

(179) 
149 

$34,527 

$24,864 

1,302 

104 

(52) 

$26,218 

$28,209 
3,326 

(193) 

2,236 

$33,578 

Interest expense includes the amortization of loan origination fees and deferred financing costs related to the 

Company's 2013 Credit Facilities and the Company's 2015 Incremental Term Loan (see Note 7). 

11. INCOME TAXES 

The components of income before provision for income taxes are as follows (in thousands): 

Domestic 
Foreign 

Income before provision for income taxes 

Year Ended December 31, 

2013 2014 2015 

$252,001 
3,123 

$255,124 

$233,274 

2,269 

$235,543 

$249,851 

3,679 

$253,530 

The provision for income taxes consists of the following components (in thousands): 

Year Ended December 31, 

2013 2014 2015 

Current: 
Federal $ 90,636 $ 84,553 $ 77,941 
State 17,249 16,559 14,153 
Foreign 1,910 5,405 8,655 

Total current 109,795 106,517 100,749 

Deferred: 
Federal (13,775) (29,039) (17,163) 
State (3,611) (5,653) (2,646) 
Foreign (37) 24 (2,872) 

Total deferred (17,423) (34,668) (22,681) 

Total provision for income taxes $ 92,372 $ 71,849 $ 78,068 
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A reconciliation of the statutory United States income tax rate to the effective income tax rate follows: 

Year Ended December 31, 

2013 2014 2015 

Statutory federal tax rate 35.0% 35.0% 35.0% 
State taxes (net of federal benefit) 4.0 3.8 3.5 
Domestic production activities deduction (1.2) (6.5) (3.8) 
Settlements and statute expirations (3.6) 
Other (1.6) (1.4) (0.3) 
Change in valuation allowance (0.4) 

Effective tax rate 36.2% 30.5% 30.8% 
-- -- --

During 2014, the Company recorded $12.2 million of discrete tax benefits primarily associated with a 
change in estimate of its domestic production activities deduction for the years 2009 through 2013. During 2015, 
the Company recorded $11.6 million of discrete tax benefits primarily associated with the recognition of 

unrecorded tax benefits upon the completion of an Internal Revenue Service audit of the Company's federal 
income tax returns for the years ended December 31, 2009 through December 31, 2012. 
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The Company realized certain tax benefits attributable to stock-based compensation, of which the excess tax 
benefit over the amount recorded for financial reporting purposes was $7.9 million and $1.5 million for the years 
ended December 31, 2013 and 2014, respectively, and has been recorded as an increase to additional paid-in 
capital. For the year ended December 31, 2015, the Company had a tax shortfall of $9.2 million which was 
recorded as a decrease to additional paid-in capital. Deferred income taxes reflect the net tax effects of temporary 
differences between the carrying amount of assets and liabilities for financial reporting purposes and the amounts 
used for income tax purposes. Significant components of the Company's net deferred income taxes are as follows 
(in thousands): 

Deferred tax assets: 
Domestic NOL carryforwards 
Foreign NOL carryforwards 
Deferred revenue 
Accrued compensation 
Stock based compensation expense 
Foreign currency translation adjustments 
Deferred rent 

Basis differences in notes payable 
Other 

Total deferred tax assets 
Valuation allowance 

Total deferred tax assets, net 

Deferred tax liabilities: 
Unbilled receivables 
Depreciation and amortization 

Identifiable intangible assets 
Deferred costs 
Other 

Total deferred tax liabilities 

Net deferred tax liabilities 

December 31, 

2014 2015 

$ 24,230 $ 27,041 
4,052 6,557 
4,993 15,519 
6,063 5,832 

40,418 23,964 
1,122 

11,423 9,489 

6,213 
5,247 7,803 

96,426 103,540 

(4,584) (8,552) 

91,842 94,988 

(5,108) (6,842) 
(46,988) (41,931) 

(70,471) (81,851) 
(3,335) (3,065) 
(4,671) 

(130,573) (133,689) 

$ (38,731) $ (38,701) 

As of December 31, 2015, the Company had U.S. net operating loss carryforwards for federal tax purposes 
of approximately $69.6 million which expire, if unused, in various years from 2020 to 2035. As of 
December 31, 2015, the Company had $29.1 million of net operating losses that are ultimately available for 
carryforward indefinitely under U.K. tax law and the Company has a full valuation allowance against its deferred 
tax asset associated with its U.K. net operating loss carryforwards. As of December 31, 2015, the Company had 

other foreign net operating loss carryforwards of approximately $3.7 million, of which $2.6 million can be 
carried forward indefinitely under current local tax laws and $1.1 million which expire, if unused, in years 
beginning 2016. 

As of December 31, 2015, the amount of earnings from foreign subsidiaries that the Company considers 
indefinitely reinvested and for which deferred taxes have not been provided was approximately $2.9 million. It is 
not practicable to determine the income tax liability that would be payable if such earnings were not indefinitely 
reinvested. 
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As of December 31, 2014 and 2015, the Company had umecognized tax benefits of $13.6 million and 
$7.5 million, respectively, of which $12.8 million and $6.9 million, respectively, would affect the Company's 
effective tax rate if recognized. The net change in the liability for umecognized income tax benefits is as follows 
(in thousands): 

Balance at January 1, 2013 
Increase related to current year tax positions 
Increase related to prior year tax positions 
Reductions due to lapse in statutes of limitations 
Settlements 

Balance at December 31, 2013 
Increase related to current year tax positions 
Increase related to prior year tax positions 
Reductions due to lapse in statutes of limitations 
Settlements 

Balance at December 31, 2014 
Increase related to current year tax positions 
Increase related to prior year tax positions 
Positions assumed in acquisitions 
Reductions due to lapse in statutes of limitations 
Settlements 

Balance at December 31, 2015 

$ 4,403 
1,748 

766 
(100) 

6,817 
3,116 
4,939 

(1,190) 

(78) 

13,604 
1,742 

282 
1,368 

(115) 
(9,374) 

$ 7,507 

The Company recognizes interest and penalties related to uncertain tax positions in income tax expense. 
During the years ended December 31, 2013 and 2014, potential interest and penalties were insignificant. During 
the year ended December 31, 2015, the Company recognized potential interest and penalties of $2.3 million, 
including interest and penalties related to uncertain tax positions of acquired companies. 

The Company files income tax returns in the United States federal jurisdiction and in many state and foreign 
jurisdictions. The tax years 2009 through 2014 remain open to examination by the major taxing jurisdictions to 
which the Company is subject. During 2015, the IRS completed an examination of the Company's federal 
income tax return for the years ended December 31, 2009 through December 31, 2012. The audit resulted in no 
adjustments. The IRS has initiated an examination of the 2010 federal income tax return of Neustar Information 
Services, Inc. (formerly TARGUSinformation Corporation), a subsidiary of the Company. Management does not 
currently believe that the outcome will have a material adverse effect on the Company's financial position, 
results of operations or cash flows. 

The Company anticipates that total umecognized tax benefits will decrease by approximately $1.7 million 
over the next 12 months due to the expiration of certain statutes of limitations and settlement of tax audits. 

12. STOCKHOLDERS' EQUITY 

Preferred Stock 

The Company is authorized to issue up to 100,000,000 shares of preferred stock, $0.001 par value per share, 

in one or more series, to establish from time to time the number of shares to be included in each series, and to fix 
the rights, preferences, privileges, qualifications, limitations and restrictions of the shares of each wholly 
unissued series. As of December 31, 2014 and 2015, there are no shares of preferred stock issued or outstanding. 
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Conunon Stock 

The Company is authorized to issue up to 200,000,000 shares of Class A common stock, $0.001 par value 
per share and 100,000,000 shares of Class B common stock, $0.001 par value per share. Each holder of Class A 
and Class B common stock is entitled to one vote for each share of common stock held on all matters submitted 
to a vote of stockholders. Subject to preferences that may apply to shares of preferred stock outstanding at the 
time, the holders of Class A and Class B common stock are entitled to receive dividends out of assets legally 
available at the time and in the amounts as the Company's Board of Directors may from time to time determine. 

Stock-Based Compensation 

The Company maintains six compensation plans: the N euStar, Inc. 1999 Equity Incentive Plan (1999 Plan); 
the NeuStar, Inc. 2005 Stock Incentive Plan (2005 Plan); the Amended and Restated NeuStar, Inc. 2009 Stock 
Incentive Plan (2009 Plan); the Targus Information Corporation Amended and Restated 2004 Stock Incentive 
Plan (TARGUSinfo Plan); the AMACAI Information Corporation 2004 Stock Incentive Plan (AMACAI Plan) 
(collectively, the Plans), and the Neustar, Inc. Employee Stock Purchase Plan (ESPP). The Company may grant 
to its directors, employees and consultants awards under the 2009 Plan in the form of incentive stock options, 
nonqualified stock options, stock appreciation rights, shares of restricted stock, restricted stock units, 
performance vested restricted stock units (PVRSUs) and other stock-based awards. As of December 31, 2015, a 

total of 3,885,907 shares were available for grant or award under the 2009 Plan. 

The Company's ESPP permits employees to purchase shares of common stock at a 15% discount from the 
market price of the stock at the beginning or at the end of a six-month purchase period, whichever is less. The 
six-month purchase periods begin on May 1 and November 1 each year. During the year ended December 31, 
2015, the Company issued 127,618 shares under the ESPP. As of December 31, 2015, a total of 277,564 shares 
were available to be issued under the ESPP. 

The term of any stock option granted under the Plans may not exceed ten years. The exercise price per share 
for options granted under the Plans may not be less than 100% of the fair market value of the common stock on 

the option grant date. The Board of Directors or Compensation Committee of the Board of Directors determines 
the vesting schedule of the options, with a maximum vesting period of ten years. Options granted generally vest 
with respect to 25% of the shares underlying the option award on the first anniversary of the grant date and 
2.083% of the shares on the last day of each succeeding calendar month thereafter. The options expire seven to 
ten years from the date of grant and are forfeitable upon termination of an option holder's service. 

The Company has granted and may in the future grant restricted stock to directors, employees and 
consultants. The Board of Directors or Compensation Committee of the Board of Directors determines the 
vesting schedule of the restricted stock, with a maximum vesting period of ten years. Restricted stock granted 

generally vests in equal annual installments over a three to four-year term. 

Stock based compensation expense recognized for the years ended December 31, 2013, 2014 and 2015 was 
$44.2 million, $64.4 million, and $41.0 million, respectively. As of December 31, 2015, total unrecognized 
compensation expense was estimated at $47.7 million, which the Company expects to recognize over a weighted 
average period of approximately 1.6 years. Total unrecognized compensation expense as of December 31, 2015 
is estimated based on outstanding non-vested stock options, non vested restricted stock units and non-vested 
PVRSUs. Stock based compensation expense may increase or decrease in future periods for subsequent grants or 
forfeitures. 
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Stock Options 

The Company utilizes the Black Scholes option pricing model to estimate the fair value of stock options 
granted. The weighted-average grant date fair value of options granted during the year ended December 31, 2014 
was $5.70. No options were granted during the years ended December 31, 2013 and 2015. The following are the 
weighted-average assumptions used in valuing the stock options granted during the year ended 
December 31, 2014, and a discussion of the Company's assumptions. 

Dividend yield 
Expected volatility 
Risk-free interest rate 
Expected life of options (in years) 

Year Ended 
December 31, 2014 

- %  

27.83% 
1.06% 
3.35 

Dividend yield - The Company has never declared or paid dividends on its common stock and does not 
anticipate paying dividends in the foreseeable future. 

Expected volatility - Volatility is a measure of the amount by which a financial variable such as a share 
price has fluctuated (historical volatility) or is expected to fluctuate (expected volatility) during a period. The 
Company considered the historical volatility of its stock price over a term similar to the expected life of the grant 
in determining its expected volatility. 

Risk-free interest rate - The risk-free interest rate is based on U.S. Treasury bonds issued with similar life 
terms to the expected life of the grant. 

Expected life of the options - The expected life is the period of time that options granted are expected to 
remain outstanding. The Company determined the expected life of stock options based on the weighted average 
of (a) the time-to-settlement from grant of historically settled options and (b) a hypothetical holding period for 
the outstanding vested options as of the date of fair value estimation. The hypothetical holding period is the 
amount of time the Company assumes a vested option will be held before the option is exercised. To determine 
the hypothetical holding period, the Company assumes that an unexercised option will be exercised at the 

midpoint of the time between the date of fair value estimation and the remaining contractual life of the 
unexercised option. 
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The following table summarizes the Company's stock option activity: 

Weighted 
Average 

Weighted- Aggregate Remaining 
Average Intrinsic Contractual 
Exercise Value Life 

Shares Price (in millions) (in years) 

Outstanding at December 31, 2012 3,296,040 $24.81 
Options granted 
Options exercised (896,168) 24.35 
Options forfeited (362,754) 26.57 

Outstanding at December 31, 2013 2,037,118 24.70 
Options granted 580,000 26.44 

Options exercised (332,142) 22.87 
Options forfeited (241,071) 26.90 

Outstanding at December 31, 2014 2,043,905 25.23 
Options granted 
Options exercised (503,053) 25.01 
Options forfeited (183,948) 29.74 

Outstanding at December 31, 2015 1,356,904 $24.70 $ 1.7 2.9 

Exercisable at December 31, 2015 1,066,900 $24.23 $ 1.7 2.2 

Exercisable at December 31, 2014 1,424,154 $24.67 $ 4.5 2.2 

Exercisable at December 31, 2013 1,362,624 $24.13 $35.1 2.9 

The aggregate intrinsic value of options exercised for the years ended December 31, 2013, 2014 and 2015 
was $21.3 million, $2.6 million, and $1.7 million, respectively. 

The following table summarizes information regarding options outstanding at December 31, 2015: 

Options Outstanding Weighted-
Average Options Exercisable 

Weighted- Remaining Weighted-
Number of Average Contractual Number of Average 

Options Exercise Life Options Exercise 
Range of Exercise Price Outstanding Price (in years) Exercisable Price 

$ 9.10 - $12.10 3,739 $10.40 0.63 3,739 $10.40 
$12.11 - $15.50 107,503 15.39 0.15 107,503 15.39 
$15.51 - $18.10 22,050 17.28 0.91 22,050 17.28 
$18.11 - $21.10 60,164 19.14 1.83 60,164 19.14 
$21.11 - $24.10 222,410 22.79 1.11 222,410 22.79 
$24.11 - $26.97 873,961 26.45 3.83 583,957 26.45 
$30.14 - $32.02 67,077 31.51 2.84 67,077 31.51 

1,356,904 $24.70 2.90 1,066,900 $24.23 
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Restricted Stock A wards 

The following table summarizes the Company's non-vested restricted stock activity: 

Weighted- Aggregate 
Average Intrinsic 

Grant Date Value 
Shares Fair Value (in millions) 

Outstanding at December 31, 2012 305,390 $25.93 
Restricted stock granted 
Restricted stock vested (112,177) 25.39 

Restricted stock forfeited (38,441) 26.27 

Outstanding at December 31, 2013 154,772 26.24 
Restricted stock granted 
Restricted stock vested (102,775) 25.92 
Restricted stock forfeited (12,803) 25.76 

Outstanding at December 31, 2014 39,194 27.21 
Restricted stock granted 
Restricted stock vested (34,269) 26.57 
Restricted stock forfeited (4,925) 31.64 

Outstanding at December 31, 2015 $ - $-

The total aggregate intrinsic value of restricted stock vested during the years ended December 31, 2013, 
2014 and 2015 was approximately $5.1 million, $3.4 million and $1.0 million, respectively. During the years 
ended December 31, 2013, 2014 and 2015, the Company repurchased 41,042, 38,852 and 13,207 shares of 
common stock, respectively, for an aggregate purchase price of $1.9 million, $1.3 million and $0.4 million, 
respectively, pursuant to the participants' rights under the Company's stock incentive plans to elect to use 
common stock to satisfy their minimum tax withholding obligations. 

Performance Vested Restricted Stock Units 

During 2012, the Company issued awards of PVRSUs to eligible employees under a 2012 long-term 
incentive plan. These awards were multi-year grants, structurally different than previous awards, and specifically 
designed to motivate employees to execute the Company's transformation strategy to become a global leader in 
information services. The structure of these awards is described in more detail below under 2012 Long-Term 

Incentive Program. In addition to the issuance of awards under the 2012 long-term incentive plan, the Company 
issued awards to eligible new and existing employees in each of 2013, 2014 and 2015. The structure of these 

awards is further described below under Long-Term Incentive Program. 

2012 Long-Term Incentive Program 

For executive management, the awarded PVRSUs are subject to five one-year performance periods, the first 
of which began on January 1, 2012 and ended December 31, 2012 and the last of which begins on 
January 1, 2016 and ends on December 31, 2016. Each executive is eligible to earn up to 150% of one-fifth of the 
award with respect to each annual performance period subject to the achievement of the respective performance 
goals for each one-year performance period. For non-executive management, the PVRSUs awarded are subject to 
three one-year performance periods, the first of which began on January 1, 2012 and ended December 31, 2012 

and the last of which began on January 1, 2014 and ended on December 31, 2014. Each non executive was 
eligible to 
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earn up to 150% of one-third of the award with respect to each annual performance period subject to the 
achievement of the respective performance goals for each one-year performance period. For both executive and 
non-executive management, the performance goals for each of the 2012, 2013 and 2014 performance periods 
were: (i) Non-NPAC Revenue, (ii) Total Revenue, and (iii) Adjusted Net Income. For executive management, the 
performance goals for the 2015 performance period were: (i) Non-NPAC Revenue, (ii) Total Revenue, and 

(iii) Adjusted Net Income. The performance goals for the future one-year performance period will consist of 
financial measures, weights and payouts to be established no later than 90 days after the beginning of such 
period. 

Subject to each participant's continued service and to certain other terms and conditions, the portion of the 
award earned (a) by executive management with respect to the first three performance periods vested on 
January 1, 2015, and the portion of the award earned with respect to the fourth performance period vested on 
January 1, 2016, and the portion of the award, if any, earned with respect to the final performance period will 
vest on January 1, 2017; and (b) by non-executive management with respect to all three performance periods, 
75% of the earned amount vested on the first business day of 2015, and the remaining 25% of the earned amount 
vested on the first business day of 2016. Compensation expense related to these awards is recognized over the 
requisite service period based on the Company's estimate of the achievement of the performance target and the 

length of the vesting period. 

Long-Term Incentive Program 

The awarded PVRSUs are subject to three one-year performance periods. Each participant is eligible to earn 
up to 150% of one-third of the award with respect to each annual performance period, subject to the achievement 

of the respective performance goals for each one year performance period. The performance goals for each of the 
2013, 2014 and 2015 performance periods were: (i) Non-NPAC Revenue, (ii) Total Revenue, and (iii) Adjusted 
Net Income. The performance goals for the future one-year performance periods will consist of financial 
measures, weights and payouts to be established no later than 90 days after the beginning of each such period. 

Subject to each participant's continued service and to certain other terms and conditions, the portion of the 
award, if any, earned will vest on March 1 in the year following the respective annual performance period. 

Compensation expense related to these awards is recognized over the requisite service period based on the 
Company's estimate of the achievement of the performance target and the length of the vesting period. 

Non-Vested PVRSU Activity 

The fair value of a PVRSU is measured by reference to the closing market price of the Company's common 

stock on the date of the grant. The Company recognizes the estimated fair value of PVRSUs, net of estimated 
forfeitures, as stock based compensation expense over the vesting period, which considers each performance 
period or tranche separately, based upon the Company's determination of the level of achievement of the 
performance target. As of December 31, 2015, the level of achievement of the performance target awards for 
PVRSUs' 2013, 2014 and 2015 performance years was 111.2%, 123.5% and 130.9%, respectively. 

During 2015, the Company revised its estimate of the level of achievement of the performance target awards 

for the PVRSUs performance year of 2014 from 100% of target to reflect the final achievement of 130.9% of 
target. The Company's consolidated net income for the year ended December 31, 2015 was $175.5 million and 
diluted earnings per share was $3.14 per share. If the Company had continued to use the previous estimate of the 
level of achievement of 100% of the performance target for the PVRSUs performance year of 2015, the as 
adjusted net income for the year ended December 31, 2015 would have been approximately $178.1 million and 
the as adjusted diluted earnings per share would have been approximately $3.19 per share. As of 
December 31, 2014, the performance periods for PVRSUs performance years 2012 and 2013 were complete and 
the levels of achievement of the performance targets were fixed. 
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The following table summarizes the Company's non-vested PVRSU activity: 

Weighted-
Average 

Grant Date 
Shares Fair Value 

Non-vested December 31, 2012 971,023 $31.72 
Granted 909,220 42.93 
Vested (159,346) 22.85 
Forfeited (280,430) 35.51 

Non-vested December 31, 2013 1,440,467 39.04 
Granted 963,479 34.11 
Vested (312,676) 32.26 
Forfeited (280,318) 37.91 

Non-vested December 31, 2014 1,810,952 37.76 
Granted 1,435,835 26.16 
Vested (1,718,280) 37.37 
Forfeited (161,935) 31.67 

Non-vested December 31, 2015 1,366,572 $26.78 

Aggregate 
Intrinsic 

Value 
(in millions) 

$32.8 

During the years ended December 31, 2014 and 2015, the Company granted 963,479 and 
1,435,835 PVRSUs, respectively, with an aggregate fair value of $32.9 million and $37 .6 million, respectively. 
The total aggregate intrinsic value of PVRSUs vested during the years ended December 31, 2013, 2014 and 2015 
was approximately $6.7 million, $13.4 million and $45.8 million, respectively. During the years ended 
December 31, 2013, 2014 and 2015, the Company repurchased 60,075, 122,312 and 683,127 shares of common 
stock, respectively, for an aggregate purchase price of $2.5 million, $5.1 million and $18.2 million, respectively, 
pursuant to the participants' rights under the Plans to elect to use common stock to satisfy their minimum tax 
withholding obligations. 

On January 1, 2016 and January 4, 2016, 38,796 and 259,711 PVRSUs, respectively, vested with an 
aggregate intrinsic value of $0. 9 million and $6.0 million, respectively. The Company repurchased 13,151 and 
104,499 shares with respect to the PVRSUs that vested on January 2, 2016 and January 4, 2016, respectively, for 
an aggregate purchase price of $0.3 million and $2.4 million, respectively, pursuant to the participants' rights 
under the Plans to elect to use common stock to satisfy their minimum tax withholding obligations. 
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Restricted Stock Units 

The following table summarizes the Company's restricted stock units activity: 

Shares 

Outstanding at December 31, 2012 922,550 
Granted 736,111 
Vested (178,337) 
Forfeited (102,162) 

Outstanding at December 31, 2013 1,378,162 
Granted 43,201 
Vested (200,283) 
Forfeited (149,266) 

Outstanding at December 31, 2014 1,071,814 
Granted 1,486,374 
Vested (294,992) 
Forfeited (189,076) 

Outstanding at December 31, 2015 2,074,120 

Weighted-
Average 

Grant Date 
Fair Value 

$33.20 
48.55 
38.50 
39.66 

40.23 
28.80 
37.75 
44.80 

39.60 
26.54 
42.10 
33.68 

$30.42 

Aggregate 
Intrinsic 

Value 
(in millions) 

$49.7 

During the years ended December 31, 2013, 2014 and 2015, the Company granted 736,111, 43,201 and 
1,486,374 restricted stock units, respectively, to certain employees with an aggregate fair value of $35.7 million, 
$1.2 million and $39.4 million, respectively. 

The restricted stock units issued to non-management directors of the Company's Board of Directors will 
fully vest on the earlier of the first anniversary of the date of grant or the day preceding the date in the following 
calendar year on which the Company's annual meeting of stockholders is held. Upon vesting of restricted stock 

units, each director's restricted stock units will automatically be converted into deferred stock units and will be 
delivered to the director in shares of the Company's stock six months following the director's termination of 
board service unless a director elected near-term delivery, in which case the vested restricted stock units will be 
delivered on August 15 in the year following the initial grant. 

Employee Stock Purchase Plan 

The Company estimated the fair value of stock-based compensation expense associated with its ESPP using 
the Black-Scholes option pricing model, with the following weighted-average assumptions: 

Dividend yield 
Expected volatility 

Risk-free interest rate 
Expected life of employee stock purchase plan options (in months) 

Year Ended 
December 31, 2015 

- %  

34.82% 

0.11% 
6 

Dividend yield - The Company has never declared or paid dividends on its common stock and does not 
anticipate paying dividends in the foreseeable future. 
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Expected volatility - Volatility is a measure of the amount by which a financial variable such as a share 
price has fluctuated (historical volatility) or is expected to fluctuate (expected volatility) during a period. The 
Company considered the historical volatility of its stock price over a term similar to the expected life of the 
option to purchase shares under the ESPP during a 6 month purchase period. 

Risk-free interest rate - The risk-free interest rate is based on U.S. Treasury bonds issued with similar life 
terms to the expected life of the ESPP options. 

Expected life of ESPP options - The expected life of ESPP options was based on the six-month purchase 
period. 

Share Repurchase Programs 

2010 Share Repurchase Program 

On July 28, 2010, the Company announced that its Board of Directors had authorized a $300 million share 
repurchase program. Share repurchases under the program were made through a Rule 10b5-1 plan, open market 
purchases, privately negotiated transactions or otherwise as market conditions warranted, at prices the Company 
deemed appropriate, and subject to applicable legal requirements and other factors. During the year ended 

December 31, 2013, the Company repurchased 0.8 million shares at an average price per share of $44.09 for an 
aggregate purchase price of approximately $35.4 million. All repurchased shares were accounted for as treasury 
shares. 

2013 Share Repurchase Plan 

On May 2, 2013, the Company announced that its Board of Directors authorized a $250 million share 
repurchase program. The program commenced in the second quarter of 2013 and expired on December 31, 2013. 
Under this program, during the year ended December 31, 2013, the Company repurchased 5.1 million shares of 
its Class A common stock at an average price per share of $49.44 per share for a total purchase price of 

$249.9 million. All repurchased shares were accounted for as treasury shares. 

2014 Share Repurchase Plan 

On January 29, 2014, the Company announced that its Board of Directors authorized a $200 million share 
repurchase program. The program conunenced on January 30, 2014 and expired on December 31, 2014. Share 
repurchases under the program were completed in accordance with Rule 1 Ob5-1 and Rule 1 Ob-18 of the 
Securities and Exchange Act of 1934. All repurchased shares were retired. The Company repurchased 7 .1 million 
shares of its Class A common stock at an average price of $28.30 per share for a total purchase price of 

$199.9 million. As of September 30, 2014, the share repurchase program was complete. 

2015 Share Repurchase Plan 

On March 26, 2015, the Company announced that its Board of Directors authorized a $150 million share 
repurchase program. The program commenced on March 27, 2015 and was terminated on November 4, 2015. 
Share repurchases under the program were completed in accordance with Rule 10b5-1 and Rule lOb-18 of the 
Securities and Exchange Act of 1934. All repurchased shares were retired. During the year ended 
December 31, 2015, the Company repurchased 3.8 million shares of its Class A common stock at an average 

price of $27.65 per share for a total purchase price of $104.2 million. 
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13. BASIC AND DILUTED NET INCOME PER COMMON SHARE 

The following table provides a reconciliation of the numerators and denominators used in computing basic 
and diluted net income per common share (in thousands, except per share data): 

Computation of basic net income per common share: 
Net income 

Weighted average common shares and participating 
securities outstanding - basic 

Basic net income per common share 

Computation of diluted net income per common share: 
Weighted average common shares and participating 

securities outstanding - basic 
Effect of dilutive securities: 

Stock-based awards 

Weighted average common shares outstanding - diluted 

Diluted net income per common share 

Year Ended December 31, 

2013 2014 2015 

$162,752 $163,694 $175,462 

64,463 57,647 54,643 

$ 2.52 $ 2.84 $ 3.21 

64,463 

1,645 

66,108 

57,647 

1,888 

59,535 

$ 2.46 $ 2.75 

54,643 

1,261 

55,904 

$ 3.14 

Diluted net income per common share reflects the potential dilution of common stock equivalents such as 
options and warrants, to the extent the impact is dilutive. The Company used income from continuing operations 
as the control number in determining whether potential common shares were dilutive or anti-dilutive. The same 
number of potential common shares used in computing the diluted per-share amount from continuing operations 
was also used in computing the diluted per share amounts from discontinued operations even if those amounts 
were anti-dilutive. 

Common stock options to purchase an aggregate of 104,167, 1,176,879 and 1,187,611 shares were excluded 

from the calculation of the denominator for diluted net income per common share due to their anti-dilutive effect 
for the years ended December 31, 2013, 2014, and 2015, respectively. 

14. ACCUMULATED OTHER COMPREHENSIVE LOSS 

The following table provides a reconciliation of the changes in accumulated other comprehensive loss, net 
of tax, by component (in thousands): 

Gains and Currency 
Losses on Translation 

Investments Adjustment Total 

Balance at December 31, 2012 $ 142 $ (909) $ (767) 
Other comprehensive (loss) income (156) 126 (30) 

Balance at December 31, 2013 (14) (783) (797) 
Other comprehensive income (loss) 86 (934) (848) 

Balance at December 31, 2014 72 (1,717) (1,645) 
Other comprehensive loss (120) (139) (259) 

Balance at December 31, 2015 $ (48) $(1,856) $(1,904) 
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15. SEGMENT INFORMATION 

The Company engages in business activities as a single entity and the chief operating decision maker 
reviews consolidated operating results and allocates resources based on consolidated reports. The Company has a 
single operating segment. 

Management has initiated an organizational review of the business in connection with the integration of its 
recent acquisitions, the review of its go-to-market strategies and the anticipated loss of its NPAC contracts. 
While the Company performs this review, the Company will maintain the current operating and reporting 
structure. 

Enterprise-Wide Disclosures 

Revenue by geographical areas is based on the billing addresses of our clients. Geographic area revenue and 
service revenue from external clients for the years ended December 31, 2013, 2014 and 2015, and geographic 
area long-lived assets as of December 31, 2014 and 2015 are as follows (in thousands): 

Revenue by geographical areas: 
United States 
International 

Total revenue 

Revenue by service: 
Marketing Services 

Security Services 
Data Services 
NPAC Services 

Total revenue 

Property and equipment, net 
United States 
Australia 
Other 

Total property and equipment, net 

16. EMPLOYEE BENEFIT PLANS 

Year Ended December 31, 

2013 2014 2015 

$839,367 $901,136 $ 973,628 
62,674 62,452 76,330 

$902,041 $963,588 $1,049,958 

$126,165 $146,991 $ 170,368 

113,507 140,315 167,995 
215,954 201,438 204,461 
446,415 474,844 507,134 

$902,041 $963,588 $1,049,958 

December 31, 

2014 2015 

$161,542 $145,077 
2,171 

62 516 

$161,604 $147,764 

The Company has a 401(k) Profit-Sharing Plan for the benefit of all employees who meet certain eligibility 
requirements. This plan covers substantially all of the Company's full-time employees. The Company makes 
matching and other discretionary contributions under this plan, as determined by the Board of Directors. The 
Company recognized contribution expense totaling $6.9 million, $7.5 million and $8.1 million for the years 
ended December 31, 2013, 2014 and 2015, respectively. 
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17. SUPPLEMENTAL GUARANTOR INFORMATION 

The following schedules present condensed consolidating financial information of the Company as of 
December 31, 2014 and 2015 and for the years ended December 31, 2013, 2014 and 2015 for (a) Neustar, Inc., 
the parent company; (b) certain of the Company's 100% owned domestic subsidiaries (collectively, the 
Subsidiary Guarantors); and (c) certain wholly-owned domestic and foreign subsidiaries of the Company 
(collectively, the Non-Guarantor Subsidiaries). Investments in subsidiaries are accounted for using the equity 
method; accordingly, entries necessary to consolidate the parent company and all of the guarantor and non
guarantor subsidiaries are reflected in the eliminations column. Intercompany amounts that will not be settled 
between entities are treated as contributions or distributions for purposes of these consolidated financial 

statements. The guarantees, as outlined in Note 7, are full and unconditional and joint and several. A Subsidiary 
Guarantor will be released from its obligations under the Senior Notes when: (a) the Subsidiary Guarantor is sold 
or sells substantially all of its assets; (b) the Subsidiary Guarantor is designated as an unrestricted subsidiary as 
defined by the Senior Notes; (c) the Subsidiary Guarantor's guarantee of indebtedness under the Senior Notes is 
released (other than discharge through repayment); or (d) the requirements for legal or covenant defeasance or 
discharge of the indenture have been satisfied. 
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CONDENSED CONSOLIDATED BALANCE SHEET 

DECEMBER 31, 2014 

(in thousands) 

Guarantor Non-Guarantor 
NeuStar, Inc. Subsidiaries Subsidiaries Eliminations Consolidated 

ASSETS 
Current assets: 

Cash and cash equivalents $ 297,565 $ 19,606 $ 9,406 $ $ 326,577 
Restricted cash 1,260 931 2,191 
Accounts receivable, net 93,519 59,868 1,699 155,086 
Unbilled receivables 3,115 9,652 317 13,084 
Prepaid expenses and other current assets 17,042 3,526 544 21,112 
Deferred costs 4,798 2,153 6,951 
Income taxes receivable 18,935 7 (2,986) 15,956 
Deferred income tax assets 3,600 6,853 (73) 10,380 
Intercompany receivable 24,674 (24,674) 

Total current assets 464,508 102,589 11,973 (27,733) 551,337 
Property and equipment, net 149,024 12,566 14 161,604 
Goodwill 95,388 565,425 31,456 692,269 
Intangible assets, net 16,836 280,962 4,824 302,622 
Net investments in subsidiaries 841,436 (841,436) 
Deferred income tax assets, long-term 284 (284) 
Other assets, long-term 13,521 1,917 20 15,458 

Total assets $1,580,713 $963,459 $48,571 $(869,453) $1,723,290 

LIABILITIES AND STOCKHOLDERS' 
EQUITY 

Current liabilities: 
Accounts payable $ 7,025 $ 1,332 $ 82 $ - $ 8,439 
Accrued expenses 72,423 20,243 2,105 94,771 
Income taxes payable 2,986 (2,986) 
Deferred revenue 29,952 42,177 1,779 73,908 
Notes payable 4,692 4,692 
Capital lease obligations 3,702 3,702 
Other liabilities 21,882 1,202 114 (73) 23,125 
Intercompany payable 12,267 12,407 (24,674) 

Total current liabilities 139,676 80,207 16,487 (27,733) 208,637 
Deferred revenue, long-term 8,592 18,425 27,017 
Notes payable, long-term 759,780 759,780 
Capital lease obligations, long-term 5,579 5,579 
Deferred income tax liabilities, long-term 3,813 45,582 (284) 49,111 
Other liabilities, long-term 44,246 9,437 53,683 

Total liabilities 961,686 153,651 16,487 (28,017) 1,103,807 
Total stockholders' equity 619,027 809,808 32,084 (841,436) 619,483 

Total liabilities and stockholders' equity $1,580,713 $963,459 $48,571 $(869,453) $1,723,290 
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NEUSTAR, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

CONDENSED CONSOLIDATED BALANCE SHEET 

DECEMBER 31, 2015 

(in thousands) 

Guarantor Non-Guarantor 
NeuStar, Inc. Subsidiaries Subsidiaries Eliminations Consolidated 

ASSETS 

Current assets: 
Cash and cash equivalents 
Restricted cash 
Accounts receivable, net 
Unbilled receivables 
Prepaid expenses and other current assets 

Deferred costs 
Income taxes receivable 
Intercompany receivable 

Total current assets 
Property and equipment, net 
Goodwill 

Intangible assets, net 
Net investments in subsidiaries 
Other assets, long-term 

Total assets 

LIABILITIES AND STOCKHOLDERS' 

EQUITY 

Current liabilities: 
Accounts payable 
Accrued expenses 
Income taxes payable 
Deferred revenue 
Notes payable 
Capital lease obligations 
Other liabilities 

Intercompany payable 

Total current liabilities 
Deferred revenue, long-term 
Notes payable, long-term 
Capital lease obligations, long-term 
Deferred income tax liabilities, long-term 

Other liabilities, long-term 

Total liabilities 
Total stockholders' equity 

Total liabilities and stockholders' equity 

$ 48,061 $ 27,092 
1,260 1,103 

91,899 71,062 
2,357 14,694 

23,080 8,551 

1,119 2,876 
10,661 
26,030 

204,467 125,378 
135,445 9,302 

94,153 984,017 

13,751 462,848 
1,545,227 

16,071 1,283 

$2,009,114 $1,582,828 

$ 18,945 $ 7,522 
98,761 29,262 

3,068 
24,929 46,153 

131,272 
3,927 
9,937 279 

18,199 

287,771 104,483 
8,239 9,734 

957,509 
1,825 

42,865 

41,978 8,652 

1,297,322 165,734 
711,792 1,417,094 

$2,009,114 $1,582,828 
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$ 13,944 $ $ 89,097 
2,363 

4,632 167,593 
661 17,712 

1,868 (3,283) 30,216 

2,681 6,676 

(4,778) 5,883 
(26,030) 

23,786 (34,091) 319,540 
3,017 147,764 

108,813 1,186,983 

52,680 529,279 
(1,545,227) 

2,635 (1,308) 18,681 

$190,931 $(1,5 80,626) $2,202,247 

$ 1,925 $ - $ 28,392 
6,609 134,632 
1,496 (4,564) 

19,924 91,006 
3,283 (3,283) 131,272 

864 4,791 
659 10,875 

7,831 (26,030) 

42,591 (33,877) 400,968 
5,025 22,998 

957,509 
6 1,831 

7,658 (11,822) 38,701 

6,111 56,741 

61,391 (45,699) 1,478,748 
129,540 (1,534,927) 723,499 

$190,931 $(1,5 80,626) $2,202,247 



NEUSTAR, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

CONDENSED CONSOLIDATED STATEMENT OF OPERATIONS 

YEAR ENDED DECEMBER 31, 2013 

(in thousands) 

Guarantor Non-Guarantor 
NeuStar, Inc. Subsidiaries Subsidiaries Eliminations Consolidated 

Revenue $620,987 $269,979 $14,899 $ (3,824) $902,041 
Operating expense: 

Cost of revenue ( excluding 
depreciation and amortization 
shown separately below) 163,288 49,646 3,204 (3,566) 212,572 

Sales and marketing 84,540 89,757 3,744 (24) 178,017 
Research and development 17,840 10,140 13 27,993 

General and administrative 84,963 8,258 943 (234) 93,930 
Depreciation and amortization 41,164 59,050 19 100,233 
Restructuring charges 2 2 

391,797 216,851 7,923 (3,824) 612,747 

Income from operations 229,190 53,128 6,976 289,294 
Other (expense) income: 

Interest and other expense (34,474) 15 (68) (34,527) 
Interest income 336 1 20 357 

Income before income taxes and equity 
income in consolidated subsidiaries 195,052 53,144 6,928 255,124 

Provision for income taxes 66,795 23,994 1,583 92,372 

Income before equity income in 
consolidated subsidiaries 128,257 29,150 5,345 162,752 

Equity income in consolidated subsidiaries 34,495 2,516 (37,011) 

Net income $162,752 $ 31,666 $ 5,345 $(37,011) $162,752 

Comprehensive income $162,791 $ 31,697 $ 5,245 $(37,011) $162,722 
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NEUSTAR, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

CONDENSED CONSOLIDATED STATEMENT OF OPERATIONS 

YEAR ENDED DECEMBER 31, 2014 

(in thousands) 

Guarantor Non-Guarantor 
NeuStar, Inc. Subsidiaries Subsidiaries Eliminations Consolidated 

Revenue $675,857 $301,167 $14,484 $(27,920) $963,588 
Operating expense: 

Cost of revenue ( excluding 
depreciation and amortization 
shown separately below) 162,696 98,001 10,567 (24,149) 247,115 

Sales and marketing 142,215 57,879 1,629 (3,581) 198,142 
Research and development 25,516 2,190 33 27,739 

General and administrative 95,343 8,956 861 (190) 104,970 
Depreciation and amortization 48,954 67,464 1,367 117,785 
Restructuring charges 3,842 2,442 237 6,521 

478,566 236,932 14,694 (27,920) 702,272 

Income (loss) from operations 197,291 64,235 (210) 261,316 
Other (expense) income: 

Interest and other expense (26,377) 52 107 (26,218) 
Interest income 418 9 18 445 

Income (loss) before income taxes and 
equity income in consolidated 
subsidiaries 171,332 64,296 (85) 235,543 

Provision for income taxes 35,893 35,179 777 71,849 

Income (loss) before equity income in 
consolidated subsidiaries 135,439 29,117 (862) 163,694 

Equity income in consolidated subsidiaries 28,255 1,345 (29,600) 

Net income (loss) $163,694 $ 30,462 $ (862) $(29,600) $163,694 

Comprehensive income $163,138 $ 30,725 $ (1,417) $(29,600) $162,846 
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NEUSTAR, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

CONDENSED CONSOLIDATED STATEMENT OF OPERATIONS 

YEAR ENDED DECEMBER 31, 2015 

(in thousands) 

Guarantor Non-Guarantor 
NeuStar, Inc. Subsidiaries Subsidiaries Eliminations Consolidated 

Revenue $713,860 $347,043 $27,248 $(38,193) $1,049,958 
Operating expense: 

Cost of revenue ( excluding 
depreciation and amortization 
shown separately below) 185,058 115,025 18,407 (32,254) 286,236 

Sales and marketing 148,710 62,004 1,253 (5,675) 206,292 
Research and development 21,712 3,945 20 25,677 

General and administrative 105,887 12,416 609 (264) 118,648 
Depreciation and amortization 52,624 65,742 4,325 122,691 
Restructuring charges 3,858 3,858 

517,849 259,132 24,614 (38,193) 763,402 

Income (loss) from operations 196,011 87,911 2,634 286,556 
Other (expense) income: 

Interest and other expense (32,604) 334 (1,308) (33,578) 
Interest income 482 153 (83) 552 

Income before income taxes and equity 
income in consolidated subsidiaries 163,889 88,398 1,243 253,530 

Provision for income taxes 50,238 27,048 782 78,068 

Income before equity income in 
consolidated subsidiaries 113,651 61,350 461 175,462 

Equity income in consolidated subsidiaries 61,811 1,007 (62,818) 

Net income $175,462 $ 62,357 $ 461 $(62,818) $ 175,462 

Comprehensive income (loss) $175,434 $ 62,179 $ 408 $(62,818) $ 175,203 
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NEUSTAR, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

CONDENSED CONSOLIDATED STATEMENT OF CASH FLOWS 

YEAR ENDED DECEMBER 31, 2013 

(in thousands) 

Guarantor Non-Guarantor 
NeuStar, Inc. Subsidiaries Subsidiaries Eliminations Consolidated 

Net cash provided by operating activities $ 284,854 $ 126,933 $11,318 $(135,248) $ 287,857 
Investing activities: 

Purchases of property and equipment (48,794) (4,435) (10) (53,239) 
Sales and maturities of investments 3,543 3,543 
Businesses acquired, net of cash 

acquired (105,419) (105,419) 

Net cash used in investing activities (150,670) (4,435) (10) (155,115) 
Financing activities: 

Decrease in restricted cash 221 250 214 685 
Proceeds from note payable 624,244 624,244 
Extinguishment of note payable (592,500) (592,500) 
Payments under notes payable 

obligations (8,126) (8,126) 

Principal repayments on capital lease 
obligations (1,686) (1,686) 

Debt issuance costs (11,410) (11,410) 
Proceeds from issuance of stock 23,686 23,686 
Tax benefit from equity awards 7,854 22 7,876 
Repurchase of restricted stock awards 

and common stock (292,350) (292,350) 
Distribution to parent (127,045) (8,203) 135,248 

Net cash used in financing activities (250,067) (126,795) (7,967) 135,248 (249,581) 
Effect of foreign exchange rates on cash 

and cash equivalents (7) (100) (107) 

Net (decrease) increase in cash and cash 
equivalents (115,890) (4,297) 3,241 (116,946) 

Cash and cash equivalents at beginning of 
period 330,849 5,372 4,034 340,255 

Cash and cash equivalents at end of period $ 214,959 $ 1,075 $ 7,275 $ $ 223,309 
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NEUSTAR, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

CONDENSED CONSOLIDATED STATEMENT OF CASH FLOWS 

YEAR ENDED DECEMBER 31, 2014 

(in thousands) 

Guarantor Non-Guarantor 
NeuStar, Inc. Subsidiaries Subsidiaries Eliminations Consolidated 

Net cash provided by (used in) operating 
activities $ 296,280 $ 191,873 $(1,255) $(167,236) $ 319,662 

Investing activities: 
Purchases of property and equipment (58,174) (1,833) (154) (60,161) 
Businesses acquired, net of cash 

acquired (120,698) (120,698) 

Net cash used in investing activities (178,872) (1,833) (154) (180,859) 
Financing activities: 

Decrease in restricted cash 127 3 130 
Proceeds from note payable 175,000 175,000 
Payments under notes payable 

obligations (8,125) (8,125) 
Principal repayments on capital lease 

obligations (3,466) (3,466) 
Proceeds from issuance of stock 10,994 10,994 
Tax benefit from equity awards 1,490 5 1,495 
Repurchase of restricted stock awards 

and common stock (209,627) (209,627) 
(Distribution to) investment by parent (171,322) 4,086 167,236 

Net cash (used in) provided by 
financing activities (33,734) (171,195) 4,094 167,236 (33,599) 

Effect of foreign exchange rates on cash 
and cash equivalents (1,068) (314) (554) (1,936) 

Net increase in cash and cash equivalents 82,606 18,531 2,131 103,268 

Cash and cash equivalents at beginning of 
period 214,959 1,075 7,275 223,309 

Cash and cash equivalents at end of period $ 297,565 $ 19,606 $ 9,406 $ $ 326,577 
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NEUSTAR, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

CONDENSED CONSOLIDATED STATEMENT OF CASH FLOWS 

YEAR ENDED DECEMBER 31, 2015 

(in thousands) 

Guarantor Non-Guarantor 
NeuStar, Inc. Subsidiaries Subsidiaries Eliminations Consolidated 

Net cash (used in) provided by operating 
activities $(394,901) $ 600,268 $ 98,832 $ 51,140 $ 355,339 

Investing activities: 
Purchases of property and equipment (30,304) (1,833) (32,137) 
Businesses acquired, net of cash acquired (16,949) (641,228) (100,118) (758,295) 

Net cash used in investing activities (47,253) (643,061) (100,118) (790,432) 
Financing activities: 

Increase in restricted cash (172) (172) 
Proceeds from note payable 350,000 350,000 
Payments under notes payable obligations (8,125) (8,125) 
Principal repayments on capital lease 

obligations (4,306) (4,306) 
Debt issuance costs (25,274) (25,274) 

Proceeds from issuance of stock 9,915 9,915 
Tax benefit from equity awards 361 361 
Repurchase of restricted stock awards and 

common stock (125,563) (125,563) 
Investment by parent 50,166 974 (51,140) 

Net cash provided by financing activities 197,008 49,994 974 (51,140) 196,836 

Effect of foreign exchange rates on cash and cash 
equivalents (4,358) 285 4,850 777 

Net (decrease) increase in cash and cash 
equivalents (249,504) 7,486 4,538 (237,480) 

Cash and cash equivalents at beginning of period 297,565 19,606 9,406 326,577 

Cash and cash equivalents at end of period $ 48,061 $ 27,092 $ 13,944 $ $ 89,097 
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NEUSTAR, INC. 
NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

18. QUARTERLY FINANCIAL INFORMATION (UNAUDITED) 

The following is unaudited quarterly financial information for the two year period ended December 31, 
2015. In management's opinion, the unaudited financial information has been prepared on the same basis as the 
audited information and includes all adjustments (consisting only of normal recurring adjustments) necessary for 
fair presentation of the quarterly financial information presented. 

Summary consolidated statement of operations: 
Revenue 
Income from operations 
Net income 
Net income per common share - basic 

Net income per common share - diluted 

Summary consolidated statement of operations: 

Revenue 
Income from operations 
Net income 
Net income per common share - basic 

Net income per common share - diluted 
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Mar. 31, 
2014 

Quarter Ended 

Jun. 30, 
2014 

Sep. 30, 
2014 

Dec. 31, 
2014 

(in thousands, except per share data) 

$229,897 
55,339 
31,683 

$ 0.52 

$ 0.50 

Mar. 31, 
2015 

$237,457 $243,859 
64,750 66,799 
36,847 48,173 

$ 0.62 $ 0.87 

$ 0.61 $ 0.84 

Quarter Ended 

Jun. 30, 
2015 

Sep. 30, 
2015 

$252,375 

$ 

$ 

74,428 
46,991 

0.85 

0.82 

Dec. 31, 
2015 

(in thousands, except per share data) 

$251,388 $256,767 $261,653 $280,150 
79,461 78,110 80,736 48,249 
46,214 45,058 50,282 33,908 

$ 0.83 $ 0.81 $ 0.93 $ 0.64 

$ 0.81 $ 0.80 $ 0.91 $ 0.62 



ITEM 9. CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANTS ON ACCOUNTING AND 
FINANCIAL DISCLOSURE 

Not applicable. 

ITEM 9A. CONTROLS AND PROCEDURES 

Attached as exhibits to this Form 10-K are certifications of our Chief Executive Officer and Chief Financial 
Officer, which are required in accordance with Rule 13a-14 of the Securities Exchange Act of 1934, as amended. 
This "Controls and Procedures" section includes information concerning the controls and controls evaluation 
referred to in the certifications. The report of Ernst & Young LLP, our independent registered public accounting 
firm, regarding its audit of our internal control over financial reporting is set forth below in this section. This 
section should be read in conjunction with the certifications and the Ernst & Young report for a more complete 

understanding of the topics presented. 

Evaluation of Disclosure Controls and Procedures 

We conducted an evaluation of the effectiveness of the design and operation of our "disclosure controls and 
procedures" as of the end of the period covered by this Form 10-K. The controls evaluation was conducted under 
the supervision and with the participation of management, including our Chief Executive Officer and Chief 
Financial Officer. Disclosure controls are controls and procedures designed to reasonably assure that information 
required to be disclosed in our reports filed under the Securities Exchange Act of 1934, such as this Form 10-K, 

is recorded, processed, summarized and reported within the time periods specified in the SEC's rules and forms. 
Disclosure controls are also designed to reasonably assure that such information is accumulated and 
communicated to our management, including the Chief Executive Officer and Chief Financial Officer, as 
appropriate to allow timely decisions regarding required disclosure. Our quarterly evaluation of disclosure 
controls includes an evaluation of some components of our internal control over financial reporting, and internal 
control over financial reporting is also separately evaluated on an annual basis for purposes of providing the 
management report which is set forth below. 

The evaluation of our disclosure controls included a review of the controls' objectives and design, our 
implementation of the controls and their effect on the information generated for use in this Form 10-K. In the 

course of the controls evaluation, we reviewed identified data errors, control problems or indications of potential 
fraud and, where appropriate, sought to confirm that appropriate corrective actions, including process 
improvements, were being undertaken. This type of evaluation is performed on a quarterly basis so that the 
conclusions of management, including the Chief Executive Officer and Chief Financial Officer, concerning the 
effectiveness of the disclosure controls can be reported in our periodic reports on Form 10-Q and Form 10-K. 
Many of the components of our disclosure controls are also evaluated on an ongoing basis by our finance 
organization. The overall goals of these various evaluation activities are to monitor our disclosure controls, and 
to modify them as necessary. Our intent is to maintain the disclosure controls as dynamic systems that change as 
conditions warrant. 

Based upon the controls evaluation, our Chief Executive Officer and Chief Financial Officer have concluded 
that, as of the end of the period covered by this Form 10-K, our disclosure controls were effective to provide 
reasonable assurance that information required to be disclosed in our report filed under the Securities Exchange 
Act of 1934 is recorded, processed, summarized and reported within the time periods specified by the SEC, and 
that material information related to N euStar and its consolidated subsidiaries is made known to management, 
including the Chief Executive Officer and Chief Financial Officer, particularly during the period when our 
periodic reports are being prepared. We reviewed the results of management's evaluation with the Audit 
Committee of our Board of Directors. 
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Management Report on Internal Control Over Financial Reporting 

Our management is responsible for establishing and maintaining effective internal control over financial 
reporting to provide reasonable assurance regarding the reliability of our financial reporting and the preparation 

of financial statements for external purposes in accordance with U.S. GAAP. Internal control over financial 
reporting includes those policies and procedures that (i) pertain to the maintenance of records that in reasonable 
detail accurately and fairly reflect the transactions and dispositions of the assets of the Company; (ii) provide 
reasonable assurance that transactions are recorded as necessary to permit preparation of financial statements in 
accordance with U.S. GAAP; and (iii) provide reasonable assurance regarding authorization to effect the 
acquisition, use or disposition of Company assets, as well as the prevention or timely detection of unauthorized 
acquisition, use or disposition of the Company's assets that could have a material effect on the consolidated 
financial statements. 

Management assessed our internal control over financial reporting as of December 31, 2015, the end of our 
fiscal year. Management based its assessment on criteria established in Internal Control - Integrated Framework 
issued by the Committee of Sponsoring Organizations of the Treadway Commission (2013 framework). 
Management's assessment included evaluation of such elements as the design and operating effectiveness of key 
financial reporting controls, process documentation, accounting policies and our overall control environment. 
This assessment is supported by testing and monitoring performed by our finance organization. 

Based on this assessment, management has concluded that our internal control over financial reporting was 
effective as of the end of the fiscal year to provide reasonable assurance regarding the reliability of financial 

reporting and the preparation of financial statements for external reporting purposes in accordance with U.S. 
GAAP. 

Our independent registered public accounting firm, Ernst & Young LLP, independently assessed the 
effectiveness of the Company's internal control over financial reporting. Ernst & Young has issued an attestation 
report, which is included at the end of this section. 

Inherent Limitations on Effectiveness of Controls 

A control system, no matter how well designed and operated, can provide only reasonable, not absolute, 

assurance that the control system's objectives will be met. The design of a control system must reflect the fact 
that there are resource constraints, and the benefits of controls must be considered relative to their costs. Other 
inherent limitations include the realities that judgments in decision-making can be faulty and that breakdowns 
can occur because of simple error or mistake. Controls can also be circumvented by the individual acts of some 
persons, by collusion of two or more people, or by management override of the controls. Projections of any 
evaluation of controls effectiveness to future periods are subject to risks. Over time, controls may become 
inadequate because of changes in conditions or deterioration in the degree of compliance with policies or 
procedures. 

Changes in Internal Control over Financial Reporting 

On a quarterly basis we evaluate any changes to our internal control over financial reporting to determine if 
material changes occurred. There were no changes in our internal controls over financial reporting during the 
quarterly period ended December 31, 2015 that have materially affected, or are reasonably likely to materially 
affect, our internal control over financial reporting. 
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REPORT OF INDEPENDENT REGISTERED PUBLIC ACCOUNTING FIRM 

Board of Directors and Stockholders 
NeuStar, Inc. 

We have audited NeuStar, Inc.'s internal control over financial reporting as of December 31, 2015, based on 
criteria established in Internal Control - Integrated Framework issued by the Committee of Sponsoring 
Organizations of the Treadway Commission (2013 framework) (the COSO criteria). NeuStar, Inc.'s management 
is responsible for maintaining effective internal control over financial reporting, and for its assessment of the 
effectiveness of internal control over financial reporting included in the accompanying Management Report on 
Internal Control Over Financial Reporting. Our responsibility is to express an opinion on the company's internal 
control over financial reporting based on our audit. 

We conducted our audit in accordance with the standards of the Public Company Accounting Oversight 
Board (United States). Those standards require that we plan and perform the audit to obtain reasonable assurance 
about whether effective internal control over financial reporting was maintained in all material respects. Our 
audit included obtaining an understanding of internal control over financial reporting, assessing the risk that a 
material weakness exists, testing and evaluating the design and operating effectiveness of internal control based 
on the assessed risk, and performing such other procedures as we considered necessary in the circumstances. We 
believe that our audit provides a reasonable basis for our opinion. 

A company's internal control over financial reporting is a process designed to provide reasonable assurance 

regarding the reliability of financial reporting and the preparation of financial statements for external purposes in 
accordance with generally accepted accounting principles. A company's internal control over financial reporting 
includes those policies and procedures that (1) pertain to the maintenance of records that, in reasonable detail, 
accurately and fairly reflect the transactions and dispositions of the assets of the company; (2) provide reasonable 
assurance that transactions are recorded as necessary to permit preparation of financial statements in accordance 
with generally accepted accounting principles, and that receipts and expenditures of the company are being made 
only in accordance with authorizations of management and directors of the company; and (3) provide reasonable 
assurance regarding prevention or timely detection of unauthorized acquisition, use, or disposition of the 
company's assets that could have a material effect on the financial statements. 

Because of its inherent limitations, internal control over financial reporting may not prevent or detect 
misstatements. Also, projections of any evaluation of effectiveness to future periods are subject to the risk that 
controls may become inadequate because of changes in conditions, or that the degree of compliance with the 
policies or procedures may deteriorate. 

In our opinion, NeuStar, Inc. maintained, in all material respects, effective internal control over financial 
reporting as of December 31, 2015, based on the COSO criteria. 

We also have audited, in accordance with the standards of the Public Company Accounting Oversight Board 

(United States), the consolidated balance sheets of NeuStar, Inc. as of December 31, 2014 and 2015, and the 
related consolidated statements of operations, comprehensive income, stockholders' equity, and cash flows for 
each of the three years in the period ended December 31, 2015 and our report dated February 29, 2016 expressed 
an unqualified opinion thereon. 

McLean, Virginia 
February 29, 2016 
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ITEM 98. OTHER INFORMATION 

On February 24, 2016, or the Effective Date, our Board of Directors, or the Board, upon the 
recommendation of our Compensation Conunittee, or Conunittee, amended and restated the NeuStar 2010 Key 

Employee Severance Pay Plan, or the Plan. Each of our named executive officers is a "key employee" participant 
in the Plan. 

The principal effects of the amendment and restatement of the Plan were to: 

(1) Rename the Plan the NeuStar, Inc. 2016 Key Employee Severance Pay Plan; 

(2) Revise the definitions of "good reason" and "cause" under the Plan; 

(3) Modify the cash severance benefit payable under the Plan in connection with a qualifying termination 
of employment to be (a) in the case of the Chief Executive Officer, or CEO, 150% of the CEO's annual 

salary and target annual bonus, payable over the 18-month period following the date of termination, 
and (b) in the case of key employees other than the CEO, 100% of the employee's annual salary and 
target annual bonus, payable over twelve months following the date of termination; 

(4) Modify the cash severance benefit payable in connection with a qualifying termination occurring 
within the two-year period following a corporate transaction to be (a) in the case of the CEO, 200% of 
the CEO's annual salary and average annual bonus (based on the bonus received for the three full 
calendar years prior to the corporate transaction), payable over eighteen months following termination, 
and (b) in the case of key employees other than the CEO, 150% of the employee's annual salary and 

average annual bonus, payable over twelve months following termination; 

(5) Conform the restricted period during which a key employee's non-compete and non-solicitation 
obligations apply following termination of the key employee's employment to match the applicable 
post-termination severance period, subject to the Compensation Conunittee's ability to extend the post
termination non-compete and non-interference restrictions by up to an additional one-year period, 
provided that the Company pay additional cash severance during such extended restricted period; 

(6) Add a net "better-of'' cutback provision which would reduce the aggregate payments payable to the key 
employee, under the Plan or otherwise, in connection with change in control under Section 280G of the 
Internal Revenue Code of 1986, as amended, or Code, to the maximum amount that would result in no 

such payments being subject to excise tax under Code Section 4999, if such reduction would result in 
greater amount of such payments, on a net after-tax basis, than without such reduction. 

In addition, upon the approval of the Board following the recommendation of the Committee, the Company 
entered into individual letter agreements with each of Lisa A. Hook, President and CEO, Paul S. Lalljie, Senior 
Vice President and Chief Financial Officer, and Leonard Kennedy, Senior Vice President, General Counsel, or 
the Letter Agreements, which further modify the definition of "good reason" applicable to Ms. Hook and Messrs. 
Lalljie and Kennedy for purposes of the Plan. 

The foregoing description of the key changes to the Plan does not purport to be complete and is qualified in 
its entirety by reference to the Plan, a copy of which is attached as Exhibit 10.11 to this Annual Report on Form 
10-K, and is incorporated herein by reference, and to the form of Letter Agreement, a copy of which is attached 
as Exhibit 10.12 to this Annual Report on Form 10-K and is incorporated herein by reference. 
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PART III 

ITEM 10. DIRECTORS, EXECUTIVE OFFICERS AND CORPORATE GOVERNANCE 

Information about our directors and executive officers and our corporate governance is incorporated by 
reference to our definitive proxy statement for our 2016 Annual Meeting of Stockholders, or our 2016 Proxy 
Statement, which is anticipated to be filed with the Securities and Exchange Commission within 120 days of 
December 31, 2015, under the headings "Board of Directors," "Executive Officers and Management'' and 
"Governance of the Company." Information about compliance with Section 16(a) of the Exchange Act is 
incorporated by reference to our 2016 Proxy Statement under the heading "Section 16(a) Beneficial Ownership 
Reporting Compliance." Information about our Audit Committee, including the members of the Audit 
Committee, and Audit Committee financial experts, is incorporated by reference to our 2016 Proxy Statement 
under the heading "Governance of the Company." Information about the NeuStar policies on business conduct 

governing our employees, including our Chief Executive Officer, Chief Financial Officer and our controller, is 
incorporated by reference to our 2016 Proxy Statement under the heading "Governance of the Company." 

ITEM 11. EXECUTIVE COMPENSATION 

Information required by Item 11 of this report is incorporated by reference to our 2016 Proxy Statement, 
under the heading "Compensation." 

ITEM 12. SECURITY OWNERSHIP OF CERTAIN BENEFICIAL OWNERS AND MANAGEMENT 

AND RELATED STOCKHOLDER MATTERS 

Information required by Item 12 of this report is incorporated by reference to our 2016 Proxy Statement, 
under the headings "Beneficial Ownership of Shares of Common Stock'' and "Equity Compensation Plan 
Information." 

ITEM 13. CERTAIN RELATIONSHIPS AND RELATED TRANSACTIONS AND DIRECTOR 

INDEPENDENCE 

The information required by Item 13 of this report is incorporated by reference to our 2016 Proxy 

Statement, under the heading "Governance of the Company." 

ITEM 14. PRINCIPAL ACCOUNTING FEES AND SERVICES 

Information about the fees for professional services rendered by our independent registered public 
accounting firm in 2014 and 2015 is incorporated by reference to our 2016 Proxy Statement, under heading 
"Audit and Non-Audit Fees". Our audit committee's policy on pre-approval of audit and permissible non-audit 
services of our independent registered public accounting firm is incorporated by reference from the discussion 
under the heading "Governance of the Company." 
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PART IV 

ITEM 15. EXHIBITS, FINANCIAL STATEMENT SCHEDULES 

(a) Documents filed as part of this report: 

(1) 

Page 

Report of Independent Registered Public Accounting Firm 49 
Consolidated Financial Statements covered by the Report of Independent Registered Public 

Accounting Firm: 

(2) 

Consolidated Balance Sheets as of December 31, 2014 and 2015 50 
Consolidated Statements of Operations for the years ended December 31, 2013, 2014 and 2015 52 

Consolidated Statements of Comprehensive Income for the years ended December 31, 2013, 
2014 and 2015 53 

Consolidated Statements of Stockholders' Equity for the years ended December 31, 2013, 2014 
and 2015 54 

Consolidated Statements of Cash Flows for the years ended December 31, 2013, 2014 and 2015 55 
Notes to Consolidated Financial Statements 56 

Schedule for the three years ended December 31, 2013, 2014 and 2015: 

II - Valuation and Qualifying Accounts 

(a) (3) and (b) Exhibits required by Item 601 of Regulation S-K: 
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NEUSTAR, INC. 

SCHEDULE II - VALUATION AND QUALIFYING ACCOUNTS 

As of December 31, 

2013 2014 2015 

(in thousands) 

Allowance for Doubtful Accounts 

Beginning balance $ 2,161 $ 2,507 $ 3,154 

Additions 6,174 7,015 9,399 
ReductionsOl (5,828) (6,368) (8,041) 

Ending balance $ 2,507 $ 3,154 $ 4,512 

Deferred Tax Asset Valuation Allowance 

Beginning balance $ 3,965 $ 2,821 $ 4,584 

Additions 37 2,841 4,001 
Reductions (1,181) (1,078) (33) 

Ending balance $ 2,821 $ 4,584 $ 8,552 

(1) Includes the reinstatement and subsequent collections of account receivable that were previously written
off. 

Exhibit Index 

See exhibits listed under the Exhibit Index below. 
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SIGNATURES 

Pursuant to the requirements of Section 13 or 15(d) of the Securities Exchange Act of 1934, the registrant 

has duly caused this report to be signed on its behalf by the undersigned, thereunto duly authorized on 
February 29, 2016. 

NEUST AR, INC. 

By: /s/ Lisa A. Hook 

Lisa A. Hook 
President and Chief Executive Officer 

We, the undersigned directors and officers of NeuStar, Inc., hereby severally constitute Lisa A. Hook and 
Paul S. Lalljie, and each of them singly, our true and lawful attorneys with full power to them and each of them 
to sign for us, in our names in the capacities indicated below, any and all amendments to this Annual Report on 
Form 10-K filed with the Securities and Exchange Commission. 

Pursuant to the requirements of the Securities Act of 1934, this report has been signed below by the 

following persons on behalf of the registrant and in the capacities indicated on February 29, 2016. 

Signature 

/s/ Lisa A. Hook 

Lisa A. Hook 

/s/ Paul S. Lalljie 

Paul S. Lalljie 

/s/ James G. Cullen 

James G. Cullen 

/s/ Paul D. Ballew 

Paul D. Ballew 

/s/ Gareth Chang 

Gareth Chang 

/s/ Joel P. Friedman 

Joel P. Friedman 

/s/ Mark N. Greene 

Mark N. Greene 

/s/ Ross K. Ireland 

Ross K. Ireland 

/s/ Paul A. Lacouture 

Paul A. Lacouture 

/s/ Deborah D. Rieman 

Deborah D. Rieman 

/s/ Michael J. Rowny 

Michael J. Rowny 

/s/ Hellene S. Runtagh 

Hellene S. Runtagh 

Title 

President, Chief Executive Officer 
(Principal Executive Officer) and Director 

Senior Vice President and Chief Financial Officer 
(Principal Financial Officer and 
Principal Accounting Officer) 

Chairman, Board of Directors 

Director 

Director 

Director 

Director 

Director 

Director 

Director 

Director 

Director 
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Exhibit Index 

Exhibits identified in parentheses below are on file with the SEC and are incorporated herein by reference. 
All other exhibits are provided as part of this electronic submission. 

Exhibit 
Number 

(2.1) 

(2.2) 

(2.3) 

(3.1) 

(3.2) 

(4.1) 

(10.1) 

10.1.1 

Description of Exhibit 

Agreement and Plan of Merger, dated as of October 10, 2011, by and among NeuStar, Inc., Tumi 
Merger Sub, Inc., Targus Information Corporation and Michael M. Sullivan, as Stockholder 
Representative, incorporated herein by reference to Exhibit 2.1 to our Current Report on 
Form 8-K, filed October 11, 2011. 

Asset Purchase Agreement, dated as of September 9, 2015, by and among NeuStar, Inc. and 
Transaction Network Services, Inc., incorporated by reference to Exhibit 2.1 to our Current Report 
on Form 8-K filed September 9, 2015. 

Securities Purchase Agreement, dated as of November 5, 2015, by and among NeuStar, 
MarketShare, the Sellers (as defined therein), the Warrant Holders (as defined therein), and 
Shareholder Representative Services LLC, as the Sellers Representative, incorporated by reference 
to Exhibit 2.1 to our Current Report on Form 8-K Filed November 6, 2015. 

Third Restated Certificate of Incorporation, incorporated herein by reference to Exhibit 3.1.2 to our 
Quarterly Report on Form 10-Q, filed October 29, 2015. 

Amended and Restated Bylaws, incorporated herein by reference to Exhibit 3.2 to our Quarterly 
Report on Form 10-Q, filed October 29, 2015. 

Indenture, dated as of January 22, 2013, among NeuStar, Inc., each of the subsidiary guarantors 
party thereto and The Bank of New York Mellon Trust Company, N.A., as trustee, incorporated 
herein by reference to Exhibit 99.1 to our Current Report on Form 8-K, filed January 22, 2013. 

Contractor services agreement entered into the 7th day of November 1997 by and between N euStar, 
Inc. and North American Portability Management LLC, as amended, incorporated herein by 
reference to (a) Exhibit 10.1 to our Quarterly Report on Form 10-Q, filed August 15, 2005; (b) 
Exhibit 10.1.1. to our Annual Report on Form 10-K, filed March 29, 2006; (c) Exhibit 10.1.2 to our 
Quarterly Report on Form 10-Q, filed August 14, 2006; (d) Exhibit 10.1.3 to our Quarterly Report on 
Form 10-Q, filed August 14, 2006**; (e) Exhibit 99.1 to our Current Report on Form 8-K, filed 

September 22, 2006; (f) Exhibit 10.1.1 to our Annual Report on Form 10-K, filed March 1, 2007; (g) 
Exhibit 10.1.2 to our Quarterly Report on Form 10-Q, filed November 5, 2007**, (h) Exhibit 10.1.1 
to our Annual Report on Form 10-K, filed February 28, 2008, (i) Exhibit 10.1.2 to our Quarterly 
Report on Form 10-Q, filed November 10, 2008; G) Exhibit 99.1 to our Current Report on Form 8-K, 
filed on January 28, 2009; (k) Exhibit 10.1.3 to our Quarterly Report on Form 10-Q, filed on 
August 4, 2009; and (l) Exhibit 10.1.4 to our Quarterly Report on Form 10-Q, filed on October 30, 
2009, (m) Exhibit 10.1.1 to our Annual Report on form 10 K, filed February 26, 2010; (n) Exhibit 
10.1.2 to our Quarterly Report on Form 10-Q, filed on July 28, 2010; (o) Exhibit 10.1.1 to our 
Quarterly Report on Form 10-Q, filed April 27, 2011; and (p) Exhibit 10.1.1 to our Quarterly Report 

on Form 10-Q, filed November 5, 2012; (q) Exhibit 10.1.1 ** to our Annual Report on Form 10-K, 
filed February 28, 2013; (r) Exhibit 10.1.2 to our Quarterly Report on Form 10-Q, filed May 2, 2013; 

(s) Exhibits 10.1.3**, 10.1.4** and 10.1.5, respectively, to our Quarterly Report on Form 10-Q, filed 
July 30, 2013; (t) Exhibit 10.1.6** to our Quarterly Report on Form 10-Q, filed October 30, 2013; 

(w) Exhibit 10.1.2 to our Annual Report on Form 10-K, filed February 28, 2014; (x) Exhibit 99.1 to 
our Current Report on Form 8-K filed on April 8, 2015; and (y) Exhibit 10.1.1 to our Quarterly 
Report on Form 10-Q filed on July 30, 2015. 

Amendment No. 99 dated December 3, 2015 to the contractor services agreement by and between 
NeuStar, Inc. and North American Portability Management LLC. 
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Exhibit 
Number 

(10.2) 

(10.3) 

(10.4) 

(10.5) 

(10.6) 

(10.7) 

(10.8) 

(10.9) 

(10.10) 

10.11 

10.12 

(10.13) 

(10.14) 

(10.15) 

(10.16) 

(10.17) 

Description of Exhibit 

NeuStar, Inc. 1999 Equity Incentive Plan (the "1999 Plan"), incorporated herein by reference to 
Exhibit 10.8 to Amendment No. 3 to our Registration Statement on Form S-1, filed May 27, 2005 
(File No. 333-123635).t 

NeuStar, Inc. 2005 Stock Incentive Plan (the "2005 Plan"), incorporated herein by reference to 
Exhibit 10.51 to our Quarterly Report on Form 10-Q, filed August 8, 2007.t 

T ARGUS Information Corporation Amended and Restated 2004 Stock Incentive Plan, 
incorporated herein by reference to Exhibit 99.1 to our Registration Statement on Form S-8, filed 
November 18, 2011 (File No. 333-177979).t 

AMACAI Information Corporation 2004 Stock Incentive Plan, incorporated by reference to 
Exhibit 99.1 to our Registration Statement on Form S-8, filed November 14, 2011 

(File No. 333-177976).t 

Loudoun Tech Center Office Lease by and between Merritt-LTl, LLC, Landlord, and NeuStar, 
Inc., Tenant, incorporated herein by reference to Exhibit 99.1 to our Current Report on Form 8-K, 
filed on June 2, 2009. 

Loudoun Tech Center Office Lease by and between Merritt-LTl, LLC, Landlord, and NeuStar, 
Inc., Tenant, incorporated herein by reference to (a) Exhibit 10.37 to Amendment No. 2 to our 

Registration Statement on Form S-1, filed May 11, 2005 (File No. 333-123635) and (b) 
Exhibit 99.2 to our Current Report on Form 8-K, filed June 2, 2009. 

Lease, dated January 20, 2010, by and between Ridgetop Three, L.L.C. and NeuStar, Inc., 
incorporated herein by reference to (a) Exhibit 99.1 to our Current Report on Form 8-K, filed 
January 20, 2010, and (b) Exhibit 10.61.1 to our Quarterly Report on Form 10-Q, filed October 28, 
2010. 

Credit Agreement dated as of January 22, 2013 among NeuStar, Inc., Morgan Stanley Senior 
Funding Inc., as Administrative Agent, Initial Swing Line Bank and Collateral Agent, and the 
guarantors, other agents and lenders party thereto, incorporated herein by reference to Exhibit 10.3 to 
our Current Report on Form 8-K, filed January 22, 2013. 

Security Agreement dated January 22, 2013 among NeuStar, Inc., Morgan Stanley Senior Funding 
Inc., as Collateral Agent for the secured parties thereto, and the subsidiaries of NeuStar, Inc. party 

thereto, incorporated herein by reference to Exhibit 10.3 to our Current Report on Form 8-K, filed 
January 22, 2013. 

NeuStar, Inc. 2016 Key Employee Severance Pay Plan. t 

Side Letter to NeuStar, Inc. 2016 Key Employee Severance Pay Plan.t 

Executive Relocation Policy, incorporated herein by reference to Exhibit 10.29 to our Quarterly 
Report on Form 10-Q, filed August 4, 2009. t 

Form of Nonqualified Stock Option Agreement under the 2005 Plan, incorporated herein by 
reference to Exhibit 99.4 to our Current Report on Form 8-K, filed March 5, 2007.t 

Form of Incentive Stock Option Agreement under the 2005 Plan, incorporated herein by reference 
to Exhibit 10.47 to Amendment No. 3 to our Registration Statement on Form S-1, filed May 27, 

2005 (File No. 333-123635).t 

Form of Indemnification Agreement, incorporated by reference to Exhibit 10.15 to NeuStar, Inc.'s 
Annual Report on Form 10-K, filed February 29, 2012.t 

Summary Description of Non-Management Director Compensation incorporated herein by 
reference to Exhibit 10.22 to our Quarterly Report on Form 10-Q, filed July 26, 2012. t 
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Exhibit 
Number 

(10.18) 

(10.19) 

(10.2) 

(10.21) 

(10.22) 

(10.23) 

(10.24) 

(10.25) 

(10.26) 

(10.27) 

(10.28) 

(10.29) 

(10.3) 

(10.31) 

Description of Exhibit 

Forms of Directors' Restricted Stock Unit Agreement, incorporated herein by reference to (a) 
Exhibit 99.2 to our Current Report on Form 8-K, filed April 14, 2006;(b) Exhibit 10.36 to our 
Quarterly Report on Form 10-Q, filed August 4, 2009; (c) Exhibit 10.46 to our Quarterly Report on 
Form 10-Q, filed July 28, 2011; (d) Exhibit 10.47 to our Quarterly Report on Form 10-Q, filed July 
28, 2011; (e) Exhibit 10.38 to our Quarterly Report on Form 10-Q, filed July 26, 2012; and (f) 
Exhibit 10.39 to our Quarterly Report on Form 10-Q, filed July 26, 2012.t 

Form of Performance Award Agreement under the NeuStar, Inc. 2005 Stock Incentive Plan, as 
amended, incorporated herein by reference to Exhibit 99 .1 to our Current Report on Form 8-Kl A, 
filed February 28, 2008.t 

Form of Restricted Stock Agreement under the NeuStar, Inc. 2005 Stock Incentive Plan, as 
amended, incorporated herein by reference to Exhibit 99.2 to our Current Report on Form 8-K/A, 
filed February 28, 2008.t 

Second Form of Restricted Stock Agreement under the NeuStar, Inc. 2005 Stock Incentive Plan, as 
amended, incorporated herein by reference to Exhibit 99.3 to our Current Report on Form 8-K/A, 
filed February 28, 2008.t 

Form of Nonqualified Stock Option Agreement under the NeuStar, Inc. 2009 Stock Incentive Plan, 
incorporated by reference from Exhibit 99.2 to our Current Report on Form 8-K, filed 

December 15, 2009. t 

Form of Performance A ward Agreement under the N euStar, Inc. 2009 Stock Incentive Plan, 
incorporated herein by reference to Exhibit 99.1 to our Current Report on Form 8-K, filed 
March, 1, 2010. t 

Form of Restricted Stock Agreement under the NeuStar, Inc. 2009 Stock Incentive Plan, 
incorporated herein by reference to Exhibit 99.2 to our Current Report on Form 8-K, filed 

March 1, 2010. t 

Form of Performance A ward Agreement under the N euStar, Inc. 2009 Stock Incentive Plan, as 
amended, incorporated herein by reference to Exhibit 10.46 to our Quarterly Report on Form 10-Q, 
filed April 27, 2011. t 

Form of Restricted Stock Agreement under the NeuStar, Inc. 2009 Stock Incentive Plan, as 

amended incorporated herein by reference to Exhibit 10.47 to our Quarterly Report on Form 10-Q, 
filed April 27, 2011. t 

Form of Nonqualified Stock Option Agreement under the NeuStar, Inc. 2009 Stock Incentive Plan, 
incorporated herein by reference from Exhibit 10.48 to our Quarterly Report on Form 10-Q, filed 
April 27, 2011. t 

NeuStar, Inc. Deferred Compensation Plan incorporated herein by reference from Exhibit 10.27 to 

our Annual Report on Form 10-K, filed February 13, 2015.t 

Form of Agreement Respecting Noncompetition, Nonsolicitation and Confidentiality, incorporated 
herein by reference to Exhibit 10.41 to our Quarterly Report on Form 10-Q, filed May 12, 2008. 

Employment Agreement, made as of January 15, 2009, by and between NeuStar, Inc. and Paul 
Lalljie, incorporated herein by reference to Exhibit 99.2 to our Current Report on Form 8-K, filed 

January 15, 2009, as superseded by Compensation Agreement, made as of December 9, 2009, by 
and between Neustar, Inc. and Paul Lalljie, incorporated herein by reference to Exhibit 99.1 to our 
Current Report on From 8-K, filed on December 15, 2009.t 

NeuStar, Inc. 2009 Performance Achievement Reward Plan, incorporated herein by reference to 
Exhibit 99.1 to our Current Report on Form 8-K, filed February 27, 2009. t 
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Exhibit 
Number 

(10.32) 

(10.33) 

(10.34) 

(10.35) 

(10.36) 

(10.37) 

(10.38) 

(10.39) 

(10.4) 

(10.41) 

(10.42) 

(10.43) 

(10.44) 

(10.45) 

(10.46) 

(10.47) 

Description of Exhibit 

Amended and Restated NeuStar, Inc. Corporate Bonus Plan (formerly known as the 2009 
Performance Achievement Award Plan), incorporated herein by reference to Annex B to NeuStar's 
Definitive Proxy Statement on Schedule 14A, filed April 17, 2014.t 

Form of Performance A ward Agreement under the N euStar, Inc. 2005 Stock Incentive Plan, 
incorporated herein by reference to Exhibit 99.2 to our Current Report on Form 8-K, filed 
February 27, 2009.t 

Form of Performance A ward Agreement under the N euStar, Inc. 2009 Stock Incentive Plan, 
incorporated herein by reference to Exhibit 99.3 to our Current Report on Form 8-K, filed 
December 15, 2009.t 

NeuStar, Inc. 2009 Stock Incentive Plan, incorporated herein by reference to Exhibit 99.1 to our 
Current Report on Form 8-K, filed on April 13, 2009.t 

Amended and Restated N euStar. Inc. 2009 Stock Incentive Plan, incorporated herein by reference 
to Annex B to our Definitive Proxy Statement on Schedule 14A, filed on April 17, 2015.t 

Form of Agreement Respecting N oncompetition, N onsolicitation and N ondisparagement, 
incorporated herein by reference to Exhibit 10.42 to our Annual Report on Form 10-K, filed 
February 25, 2011.t 

Board Stock Ownership Guidelines, incorporated herein by reference to Exhibit 10.43 to our Annual 
Report on Form 10-K, filed February 25, 2011. 

Form of Performance A ward Agreement under the N euStar, Inc. 2005 Stock Incentive Plan, as 
amended, incorporated herein by reference to Exhibit 99.3 to our Current Report on Form 8-K, 
filed July 13, 2007. t 

Form of Restricted Stock Agreement under the NeuStar, Inc. 2005 Stock Incentive Plan, 
incorporated by reference to Exhibit 10.45 to Amendment No. 3 to our Registration Statement on 

Form S-1, filed May 27, 2005 (File No. 333-123635).t 

Amended and Restated N euStar, Inc. 2009 Stock Incentive Plan. t 

NeuStar, Inc. Employee Stock Purchase Plan. t 

Registration Rights Agreement, dated January 22, 2013, among NeuStar, Inc., the guarantors 
signatory hereto and J.P. Morgan Securities LLC, Morgan Stanley & Co. LLC and RBC Capital 
Markets, LLC, incorporated by reference to Exhibit 10.1 to our Current Report on Form 8-K, filed 
January 22, 2013. 

Form of Restricted Stock Unit Award Agreement, incorporated by reference to Exhibit 99.1 to our 
Current Report on Form 8-K,filed March 2, 2012. t 

Form of Performance-Vested Restricted Stock Unit Award Agreement, incorporated by reference 
to Exhibit 99.2 to our Current Report on Form 8-K,filed March 2, 2012. t 

Amendment No. 1 to the Credit Agreement and Security Agreement, dated as of December 9, 

2015, by and among NeuStar, Inc., certain subsidiaries of NeuStar, Inc. party thereto as 
Guarantors, Morgan Stanley Senior Funding, Inc., as Administrative Agent and Collateral Agent, 
and the Lenders party thereto, incorporated by reference to Exhibit 10.1 to our Current Report on 
Form 8-K, filed on December 9, 2015. 

Amendment No. 2 to Credit Agreement dated as of December 9, 2015, by and among NeuStar, 
Inc., certain subsidiaries of NeuStar, Inc. party thereto as Guarantors, Morgan Stanley Senior 
Funding, Inc., as Administrative Agent, Collateral Agent and Lead Arranger, the other Lead 
Arrangers party thereto, the Increasing Lenders party thereto, and the Assuming Lenders party 
thereto, incorporated by reference to Exhibit 10.2 to our Current Report on Form 8-K, filed on 
December 9, 2015. 
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Exhibit 
Number 

21.1 

23.1 

24.1 

31.1 

31.2 

32.1 

(99.1) 

(99.2) 

101.INS 

101.SCH 

101.CAL 

101.DEF 

101.LAB 

101.PRE 

Description of Exhibit 

Subsidiaries of N euStar, Inc. 

Consent of Ernst & Young LLP, independent registered public accounting firm. 

Power of Attorney (included on the signature page herewith). 

Chief Executive Officer Certification pursuant to Section 302 of the Sarbanes-Oxley Act of 2002. 

Chief Financial Officer Certification pursuant to Section 302 of the Sarbanes-Oxley Act of 2002. 

Certification of Chief Executive Officer and Chief Financial Officer pursuant to 18 U.S. C. Section 
1350, as adopted pursuant to Section 906 of the Sarbanes-Oxley Act of 2002. 

Update to the Functional Requirements Specification, which is attached as Exhibit B to the 
contractor services agreement by and between NeuStar, Inc. and North American Portability 
Management, LLC. 

Update to the Interoperable Interface Specification, which is attached as Exhibit C to the contractor 
services agreement by and between NeuStar, Inc. and North American Portability Management, 
LLC. 

XBRL Instance Document 

XBRL Taxonomy Extension Schema 

XBRL Taxonomy Extension Calculation 

XBRL Taxonomy Extension Definition 

XBRL Taxonomy Extension Label 

XBRL Taxonomy Extension Presentation 

Compensation arrangement. 
** Confidential treatment has been requested or granted for portions of this document. The omitted portions of 

this document have been filed with the Securities and Exchange Commission. 
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New TLDs

Afilias supports all types of new TLDs, including dotBrands, dotCities, dotCommunities and dotGenerics with 
turnkey technical and value-added services.

The Experts in New TLDs

Afilias is the world's largest provider of domain registry services, supporting more than 20 million registrations 
across 16 different TLDs, six of which are new TLDs under contract with ICANN!  In fact, Afilias has more new 
TLD registrations than all other registry services providers combined.             

Afilias uses a world-class, ICANN-compliant registry 
services technology platform to operate a diverse 
collection of domain registries, including .org, .info 
and .mobi. No other firm in the world has the breadth and 
depth of experience preparing, launching and operating 
such a large collection of TLDs.  

Working in close collaboration with ICANN, our registrar 
channel partners, and our TLD registry customers, we 
have been planning and investing in anticipation of the 
current explosion of new TLDs. The new TLD business is 
a long-term strategic focus for Afilias. As an industry 
leader, we have been a pioneering every major domain registry technology development including EPP, 
DNSSEC, IDNs and IPv6. We continue to invest in domain registry technologies, security, managed DNS 
services, the mobile Internet and database technologies so that our registry services technology and 
innovations continue to meet -- and exceed -- ICANN’s tough technical requirements now and in the future. 
 Our proven ICANN-compliant registry services platform is designed to manage and operate top level domains 
in a secure, reliable and efficient manner. No new TLD customer is too small - or large - for us. And as your 
new TLD begins to grow, Afilias' services are already scaled to meet your changing needs.

Most new TLDs aim to succeed; however, the success record of new gTLDs is mixed. Afilias launched the 
most successful new gTLD ever (http://www.afilias.info/blogs/roland-laplante/10-years-internet-was-changed-
forever).   Launched in 2001, the .INFO gTLD is a great study of a successful new TLD lifecycle. Learn more 
about .INFO (http://www.info.info/).
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As the experts in new 
TLDs, Afilias will share 
the secrets to our 
success in launching 
and operating .INFO. 
Afilias has also 
developed materials to 
help you understand the 
benefits, challenges and 
opportunities of applying 
for, managing and 
outsourcing the 
operations of your new 
TLD. No matter if your 
organization plans to 

apply for a new TLD for your company, city or regional government, or niche community of interest, you will 
enjoy the many benefits that your new TLD can provide if you arm yourself with knowledge, build the right 
team, and partner wisely.  

New TLD Application Tip: Learning from the Market Stats to Estimate new TLD Volume – BLOG
(http://www.afilias.info/blogs/roland-laplante/new-tld-application-tip-learning-history-estimate-new-tld-volume)

New TLD Application Tip: Premium Domains Can Support a Sustained Revenue Stream – BLOG
(http://www.afilias.info/blogs/roland-laplante/new-tld-application-tip-premium-domains-can-support-sustained-
revenue-stream)

What ARE the lessons from past launches?  The Chief Marketing Officer of Afilias gave this compelling new 
TLD presentation (http://afilias.info/webfm send/221)at the September 26, 2011 New Domains conference in 
Munich, Germany. The presentation shows detailed statistics about new TLDs, trends and key lessons learned. 
When it comes to new TLDs, is history a prelude to the future? Judge for yourself.

Afilias has developed some great education materials and we welcome you to spend some time reviewing our 
e-books, videos, blogs and webinars. Please visit the dot Brand (http://afilias.info/dotbrand) section to learn 
about how your firm can succeed with a new gTLD (or several gTLDs), or visit the dot City
(http://afilias.info/dotcity) section to learn about how your city or region can succeed with a new TLD, or visit the 
dot Niche (http://afilias.info/dotniche) section to learn how your association or community of interest can 
succeed with a new gTLD.

Let’s start a conversation about your New TLD. Contact the Afilias New TLD Team
(http://www.afilias.info/newTLD-partner-form) today.

Blog

• New cyberthreats: Have you been exposed at home? (/blogs/ram-mohan/new-cyberthreats-have-you-been-exposed-
home)
Apr 09, 2020
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• 5 Easy Must Do’s on World Backup Day (/blogs/ram-mohan/5-easy-must-do%E2%80%99s-world-backup-day)
Mar 31, 2020
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FAQ (/faq)

Afilias Email Newsletter (/newsletter)

Afilias Facebook Link (http://www.facebook.com/dotINFO)

Afilias Twitter Link (http://www.twitter.com/Afilias)

Afilias YouTube Link (http://www.youtube.com/user/AfiliasLimited)

Afilias LinkedIn Link (http://www.linkedin.com/companies/afilias)

Afilias Google+ (https://plus.google.com/106277859905372813285?prsrc=3)

© Afilias, Inc. All rights reserved.

Page 4 of 4The Experts in New TLDs | Afilias

5/27/2020https://afilias.info/global-registry-services/new-tlds/new-tld-experts



 
 

 
 
 
 

EXHIBIT KM-41 
 





��������� ���	
���	�����������������	�������������������
������������������	���

��������������������������� !� �����	
���	
������
�����
"�	�
���������
����
��
����
���
��
��
���	������ ��#

$%&'()&�*+,�-..�/&0*1�-2,03&.'�4-0*,-0*&56�+7�2+8)9&:�;-*'�-)&�7+)�9-.&�-2)+99�,%&�<*,&)*&,�/'�3-)0+89�5+4-0*=*-4&�)&9&..&)96�/8,�*+*&�-)&�>89,�90,,0*1�-)+8*5�?-0,0*1�,+�/&�2.-04&5:
@%+),�5+4-0*�*-4&9�%-3&�.+*1�/&&*�A)0B&5�/&2-89&�,%&'()&�&-9'�,+�)&4&4/&)6�&3&*�07�,%&'�5+*(,�9A&..-*',%0*1�0*�A-),028.-)C,%0*D�ED25:2+4:�F..�,%&�,?+=�-*5�,%)&&=.&,,&)�2+4/0*-,0+*9�?&)&�9*-AA&5�8A�'&-)9-1+6�/8,�,%&�G%+FH<�)&A+),�09�,%&�I0)9,�<(3&�9&&*�,+�5&I0*0,03&.'�5&2.-)&�,%-,�,%&�7+8)=.&,,&)�2+4/0*-,0+*96D*+?*�0*�,%&�0*589,)'�-9�JJJJ96�-)&�-..�+228A0&5�-9�?&..:K)-,:�L&2D:�M-,9:�N))):O+)�,%+9&�9,0..�/&*,�+*�+/,-0*0*1�-�7+8)=2%-)-2,&)�PMJ6�J07&%-2D&)�-�7&?�'&-)9�/-2D�9811&9,&5�)&A.-20*1�+*&.&,,&)�?0,%�-�*84/&):�G%+FH<�505�*+,�2%&2D�-..�+7�,%&�-550,0+*-.�2+4/0*-,0+*9�,%-,�7+)48.-�4-D&9�A+990/.&:$%&)&�-)&�-.9+�9%+),�5+4-0*�*-4&9�-3-0.-/.&�+*�,+A=.&3&.�5+4-0*9�+,%&)�,%-*�:2+46�0*2.850*1�:/0B6�:*&,6�-*54-*'�4+)&:O+)�,%&�)&9,�+7�896�,%&�1++5�*&?9�09�,%-,�5+4-0*�*-4&9�%-3&�/&2+4&�.&99�04A+),-*,�+3&)�,%&�'&-)9�-9�A&+A.&*-301-,&�,%&�G&/�30-�N++1.&�9&-)2%�)-,%&)�,%-*�/'�,'A0*1�PMJ9�0*,+�,%&0)�/)+?9&)�/-)9:�F*5�7+)�?%-,�0,(9?+),%6�0,�9%+8.5�/&�-�?%0.&�/&7+)&�-..�,%&�I03&=2%-)-2,&)�2+4/0*-,0+*9�-)&�2.-04&5Q�RS�,+�,%&�I07,%�A+?&)�09TT6UUT6VWS:XYZ[\]̂_̀a�\b�cdefghF)&�G-2D'�@,-),8A�i-4&9�M&-..'�i&2&99-)'jG%'�k+8�G+*(,�O0*5�$83-.8�+*�-�;-A�+7�,%&�G+).5(9�<*,&)*&,�K+4-0*9$?&&,� @%-)&� l+44&*,<*,&)*&,mno�pqm�rstulFJJ�vO�GFM�w�GvMJK�GFM�<<w@Hvi@vMxKOvMNx�vO�x;H<Mx@�=�OMxx�viJ<ix�NF;xw@Hvi@vMxKP:@�NMxxi�lFMKw@Hvi@vMxK

yz{�p|}~�q����~��{���ss��������~��~{������{��������|�����|��~������yz�}����{���~�}�q����~��{��{��}~��~�|���}�|�{�����������{|��{����������~z{�o����{{���������{{�{��������~���z{��
pn�y��u�u�y ¡ �¢£¤¥¦£�z��q����||�{���{�~�~z{�|���{��{�{�§{���{�}|����̈�|~{�~�|��q�{���©�ª «� ¬ «ªp�}��q�{�����}��������z|~§�}���§���{��p{������ª ®¦�ª® ̄¯§{����s��{�{���{���°{��p�§±}�������}��±�z���²{��~|�§�}��|��|��{�}��



 
 

 
 
 
 

EXHIBIT KM-42 
 



Ideas
Our home for bold arguments and big thinkers.

The world is nearly out of good “.com” domain 
names—and even the fourth circuit of the United States 
Court of Appeals agrees.

DOT.COMPLEX

The world is running out of domain names—what 
will we do when they’re all gone?

June 2, 2017

By Alan Dunn

Time to get more creative.
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As global internet usage rises, .com naming is going to 
get more and more complicated. Our languages only 
contain a finite number of meaningful words, so brand 
naming is becoming much more than coming up with a 
unique, snazzy moniker—it also involves knowledge of 
intellectual property rights, law, and a large of dash of 
luck.

Many well-known brands have encountered challenges 
securing their preferred domain names. For example, 
Google renamed their parent company “Alphabet,” but 
it doesn’t own alphabet.com—BMW does. In 2014, 
Microsoft spent $2.5 billion to acquire Mojang, the 
Swedish company behind the popular Minecraft video 
game, but it didn’t get the domain name minecraft.com 
with it—that belongs to an Australia mining-
engineering company, MineCraft Consulting PTY Ltd. 
(Oh yeah—that Minecraft.) Meanwhile, Nissan has 
spent over 20 years trying to acquire nissan.com from a 
man named Uzi Nissan, and it took Apple 16 years to 
acquire apple.co.uk from a British company called 
Apple Illustrations.

Acronyms get even messier. Governmental 
organizations such as CIA.com, NSA.com, FBI.com, 
Mossad.com, and Mi6.com are all owned by private 
individuals and companies. A Google search for BOA 
(an acronym often used by Bank of America) may show 
a page covered in Bank of America listings, but a visit to 
BOA.com will rattle anybody with a fear of snakes. 
ABBA.com is not the Swedish group, but an acronym 
for the American Bed and Breakfast Association; 
DND.com isn’t owned by Dungeons and Dragons; and 

Page 2 of 9Domain-name registration problems are going to become a lot worse when we run out of ...

5/6/2020https://qz.com/994698/domain-name-registration-problems-are-going-to-become-a-lot-wors...



MOFO.com is actually safe to view at work. (It’s owned 
by the law firm, Morrison & Foerster).

First come, first served

So why don’t the big guys pull rank when it comes to 
owning their digital properties as well as their 
marketplace? That’s because most domain-name 
registries operate on a simple first-come, first-served 
rule for reservations and registrations. While this 
model is likely the only fair way to service a broad 
community, it has its drawbacks.

Take Tesla, for example. Most people know of Elon 
Musk’s company, but fewer people know it was named 
after Nikola Tesla, the renowned Serbian inventor. As 
Tesla isn’t a word created for a brand—such as Jeep, 
Chapstick, or Jacuzzi—it’s more likely to be adopted by 
others who share the same appreciation for the original 
inventor. For example, Tesla Tecnologia e 
Comunicação owns tesla.com.br (Brazil), TESLA MR 
Scanning operates owns tesla.dk (Denmark), Tesla 
CRM Software GmbH owns tesla.de (Germany), and 
The Tesla Company owns tesla.gr (Greece). In theory, 
all of these owners have just as much right to a primary 
Tesla domain name as the others.

Some brands have been able to acquire their preferred 
domain names through cash or creative equity deals, 
such as Uber, which agreed to trade 2% of the 
company’s shares to Universal Music for the domain 
name uber.com, or Slack, which paid $60,000 for the 
domain name slack.com. Others will opt for less-
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friendly methods such as litigation or filing a Uniform 
Dispute Resolution Process (UDRP). The latter involves 
a great risk in the case of a loss, including almost 
always a higher cost.

Domain names are a critical part of a company’s 
infrastructure, so it’s important for them to fight for 
them: Not only are they the storefront for a brand’s 
image online, but they also play a crucial role in 
everything from email to e-commerce. Many of today’s 
greatest companies even employ “global domain-name 
managers” who often have years of trademark and IP 
experience.

Let’s say you spend tens of thousands of dollars (and 
portion of your sanity) on securing your desired 
domain name—then what about wrestling back the 
attached social-media handles?

The real @SlimShady

It’s hard to say who the real Slim Shady is, since 
@slimshady hasn’t tweeted since opening his account 
in 2007.

Like domain names, social handles also operate on a 
first-come, first-served basis, causing very similar 
confusion throughout social platforms.

For example, when Donald Trump won the 2016 US 
presidential election, Mike Pence also won his slot as 
vice president. Another winner was a Florida man 
whose name did not appear on a ballot—he describes 
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himself as a “software developer, grandpa and nature 
lover. Not a Christo-fascist politician.” He is also 
named Mike Pence, and he happens to operate the 
@mikepence Twitter handle.




 

The webpage cannot be displayed

Most likely cause:
• Some content or files on this webpage require a p

I tried to see if Twitter co-founder @jackdorsey had 
anything to say about this, but I quickly realized that 
attempt might be futile. In fact, a whole bunch of tech 
leaders’ Twitter handles look a whole lot different than 
their real world counterparts. If the CEO of Twitter 
doesn’t have control over his own name’s Twitter 
handle, what hope do the rest of us have?
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And it’s just not personal names, either. Brands are 
subject to others using their preferred handles with 
almost no recourse.

Social handles are often more challenging to acquire 
than domain names as there are fewer resolution 
methods available for an acquisition. Buying a social 
handle can be tricky, and selling a Twitter handle is 
actually against Twitter’s rules. For the most part, any 
decision to release or transfer a handle is left in the 
hands of the social handle’s owner. Some people, like 
Haje Jan Kamps, have used trademark law to find 
creative ways to acquire their handle for the cost of an 
application fee. However, successful attempts are few 
and far between.

The future of .com
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To counteract these challenges, brands have started 
investing in branded digital-naming solutions for the 
future.

In 2014, ICANN—the Internet Corporation for 
Assigned Names and Numbers, which oversees primary 
DNS and IP regulation, maintenance, and co-
ordination for the internet—introduced a series of new, 
generic, top-level domain names (gTLDs). This added 
more options to an ever-shrinking pool of quality .com 
domain names. New domain name extensions like .club 
and .link have shown good success with respect to new 
registrations—while others like .bible and .rodeo are 
still trying to find a wider following. But this last round 
of new gTLD applications also saw over 600 brands 
spend more than a collective $100 million on 
application fees alone for brand-related domain name 
extensions. Nike now owns .nike, BMW owns .bmw, 
and McDonald’s even owns .mcdonalds, which is a full 
180-degree turn from 1994, when Joshua Quittner tried 
to get the ubiquitous restaurant chain to acquire 
McDonalds.com.

“The thing about domain names is that they have 
become a precious commodity in their own right,” says 
David Taylor, a partner at Hogan Lovells and domain-
name panellist for the World Intellectual Property 
Organization. “The opportunity provided by the ICANN 
new gTLD program has enabled many brands to move 
to the right of the dot, with a .brand. Given the 
application fee was $185,000, these are relatively costly 
domain names, but it’s often a cheaper option to paying 
large sums out to acquire a pre-registered and lovingly 
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owned .com domain name that is being used for a 
genuine business or activity.”

Over the next few years, we may see the face of the 
internet change as more brands shift to using branded 
extensions. Barclay’s, Canon, and BNP Paribas are 
already early adopters who have made the move, taking 
control over everything to the left of the dot. When a 
brand owns an entire extension and can actually 
control who can register, it puts a lot more power in 
their hands. Applications for new gTLDs have now 
closed, but it shouldn’t be too long until ICANN opens 
up the opportunity for more branded domain names 
once more.

In the meantime, people will continue to call Minecraft 
Australia for game support, tag @mikepence in their 
political discussions, and question whether or not Paul 
Ryan is selling guitars on the side.

I’d say that you could email us at quartz.com with any 
questions, but then the joke would be on you.

Subscribe to the Daily Brief, our morning email 
with news and insights you need to understand our 
changing world.

Sign me up

Quartz Daily Brief

Enter your email
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Brief Internet Updated: August 26, 2017 

.Com Domains Reach a Saturation Point with 
127.5 Mln Registered Domains; New TLDs Are 
On a Rise

By Aarzu Khan September 22, 2016 830  0

The number of Domain registrations worldwide is growing 
at a staggering pace. According to the latest data sheet 
released by Verisign, the global leader in domain 
registration and internet security, the total number of 
domains registered reached 334.6 million TLDs (Top 
Level Domains) by the end of June 2016. In Q2 2016 
alone, 7.9 million new domains were registered, resulting in 
2.4% increase over the first quarter of 2016.

Low-budget yet feature-enriched smartphones have led to 
steady internet adoption worldwide. With the majority of the 
audience shifting to the web, it is mandatory for every 
business to have an online presence. And to do that, 
registering a domain name is the first step. The domain 
name is l ke a unique identity of the business or individual 
on the web. Hence, it isn’t a surprise that businesses and 
individuals are in a rush to get their unique domain names 
registered.
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Although .Com TLD is the most popular one; it is also the 
most saturated one. Every common name with a.Com TLD 
is already registered. Despite the saturation, businesses 
and individuals seem to prefer a domain name with .Com, 
albeit with some work around.

Adver isements

By the end of June 2016, around 143.2 million domains 
with .Com or .Net TLDs were registered. However, it is 
the .Com TLD that enjoys the lion’s share of the total 
registered domain names. Around 127.5 million domain 
names are .Com TLDs, followed by .Net TLD with 15.8 
million domain names.

Other TLDs Are Gaining Grounds

Data from the second quarter also highlights some 
interesting shifts in the world of Internet.

Due to the non-availability of domain names with .com 
and .net TLD, individuals, and businesses are now 
preferring other TLDs. They are not changing their names 
but just the TLDs, l ke .co, .ws, .name, or, country specific 
TLDs, like .us, .uk, .in, etc. As a result, the quarterly growth 
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of .Com and .Net TLDs have declined considerably in the 
second quarter of 2016. In Q2 2016, new domain names 
registered with .com and .net TLDs reached 8.6 million, 
slightly down from 8.7 million in the year-ago quarter.

This slight decline is a clear indication of the beginning of a 
new internet revolution.

The Verisign report highlights that ccTLDs (Country Specific 
Top level Domains) accounted 45% share of total domains 
that were registered during the second quarter of 2016. The 
total registration of ccTLD domains clocked 149.9 million 
during the second quarter, a neglig ble 1% growth 
compared to the previous quarter.

Adver isements

.tk, .cn and .de emerged as the top three ccTLDs, 
beating .uk, .au and .us.

In August 2011, ICANN founding member introduced gTLD 
– generic Top Level Domains, like .xys, .cloud, .rich etc. At 
that time, many people did argue that gTLDs are 
unnecessary. Today, nearly after five years, the growth of 
the internet has a different story to tell. In the current time, 
looking at the rush for domain names, his introduction of 
gTLDs is a boon! In Q2 2016, the registration of gTLDs 
totalled 22 million. With 6.6% share of total domains 
registered in the second quarter, gTLDs are gaining 
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grounds. The three most popular gTLDs are .xyz, .top 
and .wang.

As of 20 September 2016, there are 1641 TLDs available
for people to register their domain with. As the demand for 
Geographical and category based gTLDs is on the rise, 
most of the top popular brands have applied for Brand TLD 
to secure their names. For example, the Internet giant 
Yahoo! has applied for .yahoo while Google is waiting 
for .google to be approved by ICANN.
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Is the dot-com era coming to an end? 
Published: June 9, 2015 at 9:30 a.m. ET 

Will dot.pizza or dot.bike replace the dot.com? 

By Caitlin Huston 

Generic top-level domains owned by Donuts Donuts 

GOOG +1.10%  AMZN +1.32% 

In the future, the familiar dot-com domains on the Internet may be as outdated as today’s Myspace page. 

At least, that’s what Donuts, a domain registry company, is banking on. 

“We believe over time that we will effectively replace dot-com,” said Richard Tindal, co-founder and chief operating officer of Donuts. 

Donuts spent $58 million to apply for 307 top-level domains, and thus far has about 190 under contract. With that tally, Donuts says 
it is and expects to be the owner of the most new, generic top-level domains, beating out other top applicants such as Google 
GOOG, +1.10% and Amazon AMZN, +1.32%. 

A generic top-level domain is the ending of a Web address to the right of the dot, as in “.pizza” or “.photography”. The Internet 
Corporation for Assigned Names and Numbers (Icann), the nonprofit that coordinates domain names and Internet Protocol 
addresses, started the application program in 2012 to introduce new top-level domains to the marketplace. So far, Icann has 
delegated more than 640 domains, and expects to delegate about 1300 by the end of the process. 

Donuts acts as a registry, meaning it sells the top-level domains to registrars such as GoDaddy. The registrar then licenses the chosen 
domain name to the customer, an individual or business, while Donuts runs the technical side of the domain. 

“In essence, the registry operator becomes the custodian of a piece of the Internet’s core infrastructure,“ Tindal said. 

Some of Donuts’ more popular domain holdings include “.technology” and “.photography.” While other domains, such as 
“.plumbing,” are gaining momentum but aren’t moving quite as fast, largely due to the old-school nature of the plumbing industry, 
Tindal said. 
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LEARN MORE

One reason businesses pay for these domains rather than a dot-com or a dot-org is the“cool” factor of the suffixes, according to 
Tindal. 

“These are just more attractive and more hip,” Tindal said. 

It may help that businesses looking for a dot-com have fewer options, because the more popular names have been around longer and 
have already been taken, said Kurt Pritz, executive director of the Domain Name Association. 

“It’s certainly true that shorter, more memorable names are more available with the new [top-level domains],” Pritz said. 

Still, Pritz said the release of the new domains doesn’t necessarily mean that brands or businesses will get rid of their legacy domain. 
Instead, Pritz is expecting businesses to acquire new domains related to their brand in addition to the dot-coms. 

Tindal said Donuts has seen growth from both existing and new businesses, but in the future he expects most growth to come from 
new top-level domains, which will have the bigger market share. 

As of the last week in May, there were 117.3 million total registered dot-com domains compared with more than 5.7 million top-level 
domains, according to Andrew Brier of namestat.org, a top-level domain tracking website. But on a net daily basis, new top-level 
domain registrations were growing approximately twice as fast as dot-com registrations. 

The new generic top-level domains are also gaining traction internationally. Icann has introduced non-Latin characters for the first 
time, so suffixes can appear in characters such as Chinese or Cyrillic, said Akram Atallah, president of Icann’s global domains 
division. 

“The demand has been there,” Atallah said. 

The top three suffixes by volume at the end of May were “.xyz” and “.网址” which translates from Chinese to English as web address, 
and then “.science”, according to namestat.org. Donuts doesn't own those suffixes and Tindal said the current top-selling domains 
are more generic and lower priced, and thus more people are buying them.

TOP 10 BIGGEST SELLING GTLDS 

1. .xyz 

2. .网址

3. .science 

4. .club 

5. .party 

6. .wang 

7. .berlin 

8. .top 

9. .link 

10. .realtor 

Source: namestat.org 

Overall, the release of the new top-level domains was meant to introduce more innovation and increase competition in the domain 
space, with the hope of lowering the cost of having a web presence, said Atallah. That lowered cost is especially important for opening 
the Internet to users in developing countries, he said. 

For the registries, just applying for a single top-level domain costs $185,000, but it can cost the applicant more to get the tech 
support and hosting services in place. 

When there are no other applicants and the application is approved by Icann, the cost for the domain is just the $185,000, along with 
a $25,000 annual fee. That is relatively cheap, given how valuable some names can be. 

“Google and Amazon have helped us immeasurably [in terms of raising awareness].” 

— - Richard Tindal, chief operating officer of Donuts. 
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If there are other legitimate applicants, Icann directs them to decide through private arbitration, which can involve bidding or a 
partnership. An exception is sometimes made for community priority, when an independent panel views an applicant as being most 
representative of the domain. 

If it can’t be decided privately, Icann hosts an auction. In a high profile case, Google Inc. paid $25 million for “.app,” beating Amazon 
Inc. and other applicants.

To apply for all its names--Donuts narrowed its initial applications down to 307 from 3,000 — the company raised more than $150 
million in a 2012 round led by Austin Ventures.

Donuts still has 21 active applications and is waiting on domains such as “.music” which has several other applicants including 
Amazon. 

“The more people applied for one, the most popular it’s going to be,” Tindal said. 

Amazon still has 54 active applications including “.song,” “.bot” and “.buy” listed on Icann’s site. Google still has 16 active 
applications, including “.map,” “.kid” and “.car.”

But Donuts said it doesn’t consider Amazon or Google to be competition, and instead credits their presence and high profile auctions 
for raising awareness of the new top-level domains--a key issue for their growth. 

“Google and Amazon have helped us immeasurably,” Tindal said. 
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Threat Intelligence Platform (T P) May 05, 2020 12:59 PM PDT Views: 504

WhoisXML API May 04, 2020 8:05 AM PDT Views: 888

Afilias May 04, 2020 7:52 AM PDT Views: 275

Radix Apr 29, 2020 12:22 PM PDT Views: 502

WhoisXML API Apr 29, 2020 11:29 AM PDT Views: 929

Afilias Apr 29, 2020 11:15 AM PDT Views: 1,154

Afilias Apr 27, 2020 7:11 AM PDT Views: 577

WhoisXML API Apr 20, 2020 9:08 PM PDT Views: 1,081

WhoisXML API Apr 17, 2020 4:01 PM PDT Views: 2,185

RELATED

How Cyber Threat Intelligence Feeds Can Support MSSPs

Addressing Business Email Compromise in the Time of Coronavirus with 
Email Validation

New MailYourBallot.vote Site Supports Vote-By-Mail Amid COVID 
Concerns

Radix Temporarily Waives Off Domain Restoration Fee

Brand Monitor and Typosquatting Data Feed: Two Assets to Support 
Spear-Phishing Prevention

Combating COVID-19 Cybercrime – What Internet Infrastructure 
Providers Like Afilias Are Doing

Prime Domains Released for the PR Industry: Historic Release of 64,000 
Premium Names Ending in .PR

Looking Into a Possible Coronavirus-Themed Survey Scam Turning Out 
to Be a False Positive

Coronavirus: Cybersecurity Implications and Fraudulent Infection Maps
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I make a point of reading CircleID. There is no getting around the utility 

of knowing what thoughtful people are thinking and saying about our 

industry.

VINTON CERF
Co-designer of the TCP/IP Protocols & the Architecture of the Internet
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HomeRegister a .BZ DomainRegistrarsWhy .BZMarketing MaterialPolicyFAQAbout Nic.bzNewsWhois?

Contact 
Us

Why Use

Home » Why .BZ? 

Why .BZ?

Domain Name Availability

With so many people registering their domain name with a “.com” extension, chances are the name you want won’t be available. You’re 
more likely to find the very name you want if you choose to register a .bz domain name instead. Register your .bz domain name today!

Short and Sweet

A “.bz” domain name quickly says “business” to people. And, it can rapidly mean a “buzz” for your online business. Even Sweeter, .bz is 
reliable and secure like .com but you don’t have to scramble or go to great lengths for a name.  The sweetest part, your business name is 
available now! Get it working for you today! 

 “.BZ” Sounds Better

A “.bz” domain name creates a unique and memorable web presence for your online business. 

“.BZ” is Exotic

The TLD (Top Level Domain) .bz represents the beautiful country of Belize.  To learn more about Belize click here. 

Sell More!

Registrars! Add .bz and offer your registrants a wider TLD selection and sell more domain names. 

The Better Alternative
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Afilias Worldwide offices

Provide your registrants with a better alternative to “.biz” domain names. Why not offer a “.bz” domain name? After all, “.bz” means 
business.

Impressive Network

.bz holds an impressive network of over 50 registrars worldwide; including the top 10 registrars such as GoDaddy and Network Solutions. 
Become an accredited .bz registrar today!

World Class Registry Technology

Served by world-class domain registry technology, .bz ensures fast DNS resolution, internet stability and global redundancy. 

Easy Integration

Easy integration with EPP (Extensible Provisioning Protocol) compliant registration gateway.

No News at this time

more news and events»

What is a domain name?
A domain name is the address of your website, for example www.belizenic.bz. It is unique and once a... read more

What is a Top Level Domain?
The Top Level Domains (TLDs) are the highest hierarchical level in the international Domain Name System (DNS)... read more

more Frequently Asked Questions»

University Management Limited

#115 Barrack Road

3rd Floor

Belize City, Belize C.A.

tel: +(501) 223 1607

fax: +(501) 223 2242

email: info@nic.bz

Building 3, Suite 105

300 Welsh Road
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Horsham, PA 19044

tel: +(1) 215 706 5700

toll free: +(1) 866 dot.INFO

fax: +(1) 215 706 5701

email: support@afilias.info

view complete list >>
Home | About Nic.bz | Policy | Register a Domain! | Registration Guidelines | Whois? | Partners | Contact Us
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.Com Domain Registrations Back Under 128 Million
DECEMBER 16, 2016  BY MICHAEL BERKENS 5 COMMENTS

Verisign is reporting that the number of .Com domain names in the Domain Name Base have 
fallen below 128 Million.

Back in September of this year we reported the number of .com domain name had broken 
through the 128 million mark for the first time.

For the record, Verisign defines the Domain Name Base “is the active zone plus the number of 
domain names that are registered but not configured for use in the respective Top-Level 
Domain zone file plus the number of domain names that are in a client or server hold status.”

As Verisign has warned in earnings calls, there was a huge increase in .Com registrations in the 
4th Quarter of last year especially numeric domain names and those domain name with 
random letters, that were registered mostly by those in China. Other domain name investors in 
the rest of the world also jumped into those type of domain registrations to sell to domain 
investors in China.  The renewal rate on those domain name were expected to be lower than 
the normal .com registrations rate.

It one of the rare period of times that the number of .com domain registrations have actually 
dropped.
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« WHAT DO YOU WANT IN 2017 ?

GODADDY/NAMEFIND SELLS 50 THREE CHARACTER .COM DOMAINS »

We will have better numbers when Verisign publishes their Domain Name Report for the 4Q of 
2016 in 2017.

FILED UNDER: .COM, DOMAIN INDUSTRY, VERISIGN

About Michael Berkens
Michael Berkens, Esq. is the founder and Editor-in-Chief of TheDomains com. Michael is also 
the co-founder of Worldwide Media Inc. which sold around 70K domain to Godaddy.com in 

December 2015 and now owns around 8K domain names . Michael was also one of the 5 Judges selected for 
the the Verisign 30th Anniversary .Com contest.

Comments

Paul Stahura says 

DECEMBER 16, 2016 AT 3:03 PM

peak com

REPLY

Michael Castello says 

DECEMBER 18, 2016 AT 4:19 PM

Then, “Peak” all domain names Paul. You can’t separate .com from the others. They are 
all part of a defined hierarchy. Expect a collapse in the domain space soon. There are too 
few reaons to own domain names now unless they are exceptional. There is no longer the 
foundation for direct navigation unless they are .premium com global or ccTLD/nTLD 
local. We are sitting on a bubble that really has less purpose in a search engine 
dominated web. Unless something fundamentally changes in the balance of how people 
navigate the web, the influx of new extensions will only suffice to help search engines 
more. The mechanisms to reach traffic were accessible for everyone for free with direct 
navigation and memorable addresses, where now, it is becoming too expensive to place 
for relevance in search for small and mid-sized businesses. Is short; search loves over-
saturation.

REPLY

Michael Castello says 

DECEMBER 18, 2016 AT 4:21 PM

Then, “Peak” all domain names Paul. You can’t separate .com from the others. They are 
all part of a defined hierarchy. Expect a collapse in the domain space soon. There are too 
few reaons to own domain names now unless they are exceptional. There is no longer the 
foundation for direct navigation unless they are .premium com global or ccTLD/nTLD 
local. We are sitting on a bubble that really has less purpose in a search engine 
dominated web. Unless something fundamentally changes in the balance of how people 
navigate the web, the influx of new extensions will only suffice to help search engines 
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SAKTHIMICRO on Post the best .com you have for 
sale for $1,000 or less

Dan The Man on What they do right – what do they 
do wrong – Afternic
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Purple Marijuana on Post the best .com you have for 
sale for $1,000 or less

POLLS

How Many .Web Domains Will Be Registered 1 Year 
After Launch

 Under 500,000

 500K - 750K

 750K- 1 Million

 1 Million - 1.5 Million

 1.5 Million - 2 Million

 2 million - 2.5 Million

 2.5 Million -5 Million

 5 Million - 7.5 Million
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 More than 10 Million

  VOTE   

View Results
Polls Archive
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Presentation
Operator

Good day, everyone. Welcome to VeriSign's Third Quarter 2016 Earnings Call. Today's conference is being
recorded, and unauthorized recordings of this call are not permitted.

At this time, I would like to turn the conference over to Mr. David Atchley, Vice President of Investor
Relations and Corporate Treasurer. Please go ahead, sir.

David Atchley
VP & Corporate Treasurer

Thank you, operator, and good afternoon, everyone. Welcome to VeriSign's Third Quarter 2016 Earnings
Call. With me are Jim Bidzos, Executive Chairman, President and CEO; Todd Strubbe, Executive Vice
President and COO; and George Kilguss, Executive Vice President and CFO.

This call and our presentation are being webcast from the Investor Relations section of our verisign.com
website. There, you will also find our third quarter 2016 earnings release. At the end of this call, the
presentation will be available on that site, and within a few hours, the replay of the call will be posted.

Financial results in our earnings release are unaudited, and our remarks include forward-looking
statements that are subject to the risks and uncertainties that we discussed in detail in our documents
filed with the SEC, specifically the most recent reports on Forms 10-K and 10-Q, which identify risk factors
that could cause actual results to differ materially from those contained in the forward-looking statements.
VeriSign retains its long-standing policy not to comment on financial performance or guidance during the
quarter unless it is done through a public disclosure.

The financial results in today's call and the matters we will be discussing today include GAAP and non-
GAAP measures used by VeriSign. GAAP to non-GAAP reconciliation information is appended to our
earnings release and slide presentation, as applicable, each of which can be found on the Investor
Relations section of our website.

In a moment, Jim and George will provide some prepared remarks. And afterward, we will open up the call
for your questions.

With that, I would like to turn the call over to Jim.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Thanks, David, and good afternoon, everyone. I'm pleased to report another solid third quarter for
VeriSign. Third quarter results were in line with our objectives of offering security and stability to our
customers while generating profitable growth and providing long-term value to our shareholders.

Before I get into the third quarter results, I want to comment on 2 areas of focus for the company. First,
last week, VeriSign issued an 8-K detailing the completion of the Root Zone Maintainer Service Agreement
or RZMA and the .com Registry Agreement extension amendment. The RZMA between VeriSign and ICANN
is now effective, and VeriSign has been discharged from those responsibilities under the cooperative
agreement. Additionally, NTIA approved the .com extension which extends the .com Registry Agreement
between VeriSign and ICANN until November 30, 2024, to coincide with the term of the RZMA. VeriSign
agreed to cooperate with NTIA as it determines whether to exercise their right to extend the term of the
Cooperative Agreement before it expires on November 30, 2018.

Second, as we stated earlier this year, a significant part of our corporate strategy for 2016 was to evaluate
for acquisition top level domains that are currently in operation and those that have not yet been awarded.
Consistent with this strategy, as announced in August, VeriSign entered into an agreement for the future
assignment of the .web TLD. While there's still steps that need to occur before we become the registry
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operator for .web, we are excited about the .web opportunity as we believe that we are well positioned to
make it successful.

I'll comment now on third quarter operating highlights. We reported revenue of $288 million, up 8.2%
year-over-year, and we delivered strong financial performance, including $165 million in free cash flow. We
ended the third quarter with 144.1 million .com and .net domain name registrations in the domain name
base.

Our financial position is strong with $1.8 billion in cash, cash equivalents and marketable securities at
the end of the quarter. As a part of managing our business, during the third quarter, we continued our
share repurchase program by repurchasing 2.2 million shares for $177 million. We continually evaluate
the overall cash and investing needs of the business and consider the best uses for our cash, including
potential share repurchases.

At the end of September, the domain name base in .com and .net was 144.1 million, consisting of 128.4
million .com registrations and 15.8 million .net registrations. This represents an increase of 6.6% year-
over-year and a net increase of 0.9 million domain name registrations from the end of the second quarter.
During the quarter, we processed 8.3 million new registrations.

In the second quarter of 2016, the renewal rate was 73.8% compared with 72.7% for the same quarter of
2015. While renewal rates are not fully measurable until 45 days after the end of the quarter, we believe
that the renewal rate for the third quarter of 2016 will be approximately 72.3%. This preliminary rate
compares favorably to 71.9% achieved in the third quarter of 2015.

There are many factors that drive domain growth. These include, but are not limited to, Internet adoption,
economic activity, e-commerce activity and registrar go-to-market strategies. During the second half
of 2015 and the first quarter of 2016, we experienced an increased volume of new domain name
registrations, primarily from our registrars in China. The volume of these new registrations has been
inconsistent and periodic compared to prior periods and, by the end of the first quarter of 2016, reverted
back to a more normalized registration pace.

Also, as discussed for the last 3 quarters, we still expect the fourth quarter of 2016 to be somewhat
unique, as the value of domain name registrations up for renewal, the volume of domain name
registrations up for renewal in the quarter will have a larger-than-normal percentage of first-time
renewing registrations as a result of the strong performance during Q3 and Q4 of 2015. While it's difficult
to assess what the renewal characteristics of these registrations will be due to the large upcoming Q4
2016 expiring base, we still expect fourth quarter deletions to be elevated, with many of these deletions
occurring towards the end of the fourth quarter. Based on these and other factors, we expect the full
year 2016 domain name base growth range of between 1% and 2%, despite a net increase to the -- a
net decrease to the domain name base of between 1.5 million and 2.8 million registrations in the fourth
quarter.

Now I'd like to turn the call over to George.

George E. Kilguss
Executive VP & CFO

Thanks, Jim, and good afternoon, everyone. Revenue for the third quarter totaled $288 million, up 8.2%
year-over-year. During the quarter, 58% of our revenue was from customers in the U.S. and 42% was
from international customers. GAAP operating income in the third quarter totaled $175 million, up 13.2%
from $154 million in the third quarter of 2015. The GAAP operating margin in the quarter came to 60.8%
compared to 58.1% in the same quarter a year ago. GAAP net income totaled $114 million compared to
$92 million a year earlier, which produced diluted GAAP earnings per share of $0.90 in the third quarter
this year compared to $0.70 for the third quarter last year.

As of September 30, 2016, the company maintained total assets of $2.3 billion and total liabilities of $3.5
billion. Assets included $1.8 billion of cash, cash equivalents and marketable securities, of which $421
million were held domestically, with the remainder held abroad.
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I'll now review some additional third quarter metrics, which include non-GAAP operating margin, non-
GAAP earnings per share, diluted share count, operating cash flow and free cash flow. I will then discuss
our 2016 full year guidance.

Third quarter non-GAAP operating expense, which excludes $13 million of stock-based compensation,
totaled $100 million as compared to $99 million in the second quarter of 2016 and $99 million in the same
quarter a year ago. Non-GAAP operating margin for the third quarter was 65.3% compared to 62.7% in
the same quarter of 2015.

Non-GAAP net income for the third quarter was $119 million, resulting in non-GAAP diluted earnings per
share of $0.93 based on a weighted average diluted share count of 127.7 million shares. This compares
to $0.78 in the third quarter of 2015 and $0.91 last quarter based on 131.7 million and 130.6 million
weighted average diluted shares, respectively.

Dilution related to the convertible debenture was 20.8 million shares based on the average share price
during the third quarter compared with 18 million for the same quarter in 2015 and 21.9 million shares
last quarter. The share count was reduced by the full effect of the second quarter 2016 repurchase activity
and the weighted effect of the 2.2 million shares repurchased during the third quarter.

Operating cash flow was $168 million and free cash flow was $165 million for the third quarter compared
with $155 million and $157 million, respectively, for the third quarter last year.

With respect to full year 2016 guidance, revenue for 2016 is now expected to be in the range of
$1,135,000,000 to $1,140,000,000, representing an annual growth rate of approximately 7% to 7.5%.
This revenue guidance is narrowed from the $1,130,000,000 to $1,140,000,000 range given on our last
earnings call. Full year 2016 non-GAAP operating margin is now expected to be between 63.5% and
64.5%, increased from the 62.5% to 64% range provided during the last call.

Our non-GAAP interest expense and non-GAAP nonoperating income net is still expected to be an expense
of between $110 million and $116 million.

Capital expenditures for the year are now expected to be between $30 million and $35 million, decreased
from the $35 million and $45 million range given on our last call. Cash taxes for the year are still expected
to be between $10 million and $20 million. Substantially all of the expected cash taxes in 2016 are
international, primarily as a result of domestic tax attributes, including cash tax benefits from our
convertible debentures. In summary, the company continued to demonstrate sound financial performance
during the third quarter of 2016.

Now I'll turn the call back to Jim for his closing remarks.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Thank you, George. In closing, during the third quarter, we continued to protect, grow and manage the
business while delivering value to our shareholders. We think that our focus on profitable growth and
disciplined execution will extend the long trend lines of growth in our top and bottom line and allow us to
continue our consistent track record of generating and returning value to our shareholders in the most
efficient manner. We believe the 2 developments I spoke of, the com extension and our move to becoming
the registry operator for the .web extension, will result in securing stability for our customers and our
business as well as long-term growth opportunities for the company.
We will now take your questions. So operator, we're ready for the first question.
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Question and Answer
Operator

[Operator Instructions] And we do have our first question from Sterling Auty with JPMorgan.

Sterling Auty
JP Morgan Chase & Co, Research Division

I want to start with -- can you help us really understand the net impacts from both the .com extension
and the signing of the Root Zone Maintainer? Feels like there was a number of moving parts, but maybe
summarize the net impacts of both of those on the business.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Sure, Sterling. Let me try to just, I guess, factually state what's actually changed. First of all, the IANA
transition was completed, and the IANA contract between NTIA and ICANN was allowed to sunset. So
ICANN is now accountable to the community under enhanced accountability mechanisms. Second, the
term of VeriSign's .com registry agreement with ICANN is now extended to November 30, 2024. So the
next renewal cycle for .com will be in 2024, not in 2018. Third, the Root Zone Maintainer portion of the
transition is now complete as VeriSign will continue the Root Zone Maintenance function it has historically
performed, but now under a new contract called the RZMA between VeriSign and ICANN. Fourth, there
are 2 amendments to the Cooperative Agreement between VeriSign and NTIA. Amendment 33 discharges
VeriSign from its Root Zone Maintenance responsibilities, and Amendment 34 approved the extension
of the .com agreement to 2024 and gives NTIA the right to extend the Cooperative Agreement past
its current expiration of 2018. It also allows NTIA to conduct a public interest review for purposes of
making the extension decision. And also, VeriSign still has the right, I would point out, under Amendment
32, to seek removal of the pricing restrictions in the com registry agreement if we demonstrate to the
department that market conditions no longer warrant such restrictions. Those are the basic factual
changes in all of these various events of the last 30 days or so.

Sterling Auty
JP Morgan Chase & Co, Research Division

So one follow-up to it, on that last point. So if the Cooperative Agreement is allowed to expire, what does
that mean for pricing? Do you automatically get the ability to raise prices? Will you seek a request from
the DOJ? So what happens on the pricing front if Cooperative Agreement does go away?

D. James Bidzos
Founder, Executive Chairman, President & CEO

So if NTIA decides -- and it's their process and their decision, but if they do decide to allow the
Cooperative Agreement to sunset as opposed to exercising their right to extend it -- so I don't want
speculate on that process because that's NTIA's decision, whether to sunset it or extend it beyond
2018. I can tell you that we agreed to work with NTIA as they go through their process and make the
decision. However, I would point out one thing, which is that if there's a change to or a termination of or
expiration of the Cooperative Agreement, the com registry agreement itself contains something called the
cooperation clause that states that VeriSign and ICANN will negotiate in good faith to amend the terms
of the registry agreement, the com registry agreement, as necessary, for consistency with changes to or
expiration of the Cooperative Agreement. If that helps.

Sterling Auty
JP Morgan Chase & Co, Research Division

Well, it does, but it kind of still leaves a little ambiguity. So if it goes away and you renegotiate with
ICANN, I would imagine one of things that, if I'm in your shoes, you'd be interested in is negotiating
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back the ability to raise prices. Or would you still be under a consent decree of the Department of Justice
through 2024 to keep .com prices capped?

D. James Bidzos
Founder, Executive Chairman, President & CEO

So I think I can answer part of that, I'm just trying to avoid speculating. But if -- in your scenario, if
you're assuming that the Cooperative Agreement is allowed to sunset and there is no other contractual
relationship or provision or restrictions relationship between DOJ, DOC and VeriSign, then VeriSign will
negotiate in good faith, as we're both required to under the agreement, with ICANN to effect whatever
changes need to be effected as a result of the sunset of the Cooperative Agreement. So that certainly
would include pricing, but I don't want to speculate what that would look like today.

Sterling Auty
JP Morgan Chase & Co, Research Division

Okay. And last -- so just to clarify then. Really, the cap on pricing that the DOJ effectively helped put into
place is not like what -- when the DOJ steps in and declares a company a monopoly and puts in a consent
decree, where they have direct oversight and capping. You're saying that the price agreement that the
DOJ market power study helped is really just entirely encapsulated within the Cooperative Agreement?

D. James Bidzos
Founder, Executive Chairman, President & CEO

I believe that's correct. It's a fact that the relationship that we have with NTIA is the mechanism by
which the price caps are imposed on .com and that NTIA, where appropriate for its oversight through the
Cooperative Agreement, consults with DOJ on issues of -- competitive issues, et cetera. So if that went
away, there would be -- at that point, if that's all that happened and the Cooperative Agreement sunset-
ed, there would -- there is no other relationship -- contractual relationship that we have at this point. So
we don't have that type of relationship that you described upfront your question.

Operator

Our next question comes from Steve Ashley with Robert W. Baird.

Steven Michael Ashley
Robert W. Baird & Co. Incorporated, Research Division

Well, I'm going to just pick up right where Sterling left off and just keep drilling down so -- because it is
something we're all very interested in. If the Cooperative Agreement sunsets, who will control pricing? And
you talked to him about you would negotiate with ICANN. Would ICANN have the authority to set pricing,
veto pricing? We're just trying to understand where authority for setting and enforcing pricing would reside
if the Cooperative Agreement sunsets on November 18, 2018.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Well, I don't want to speculate on what that process in detail would look like, and therefore, it's hard to
say where it would come out. But it would -- according to the language that's in the documents today, it
would be the result of a good-faith negotiation between VeriSign and ICANN. Essentially, the DOC is not
in the picture if the Cooperative Agreement is allowed to sunset. So having said that, I would say that
trying to determine what that will yield, I think, would be speculating. But I would observe that ICANN's
policies at least are fairly consistent in how they've applied pricing across TLD, certainly since the new
gTLD program. There are a number of legacy TLDs, of course, like .com and .net and .org and others. But
it's just difficult to speculate on a process that only gets invoked under a set of circumstances that are 2
years away. And I think the main point is, is that the pricing imposed on .com since -- at least since 2006
has come directly from DOC. So that mechanism goes away. But in terms of what happens and who has
the authority, it's a good-faith negotiation between VeriSign and ICANN. That much is factual.

Steven Michael Ashley
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Robert W. Baird & Co. Incorporated, Research Division

Great. And then I'd just like to ask a question on deferred revenue. It declined sequentially for not a lot, a
little bit for the second time consecutively. That hasn't been kind of the norm over the past years. Is there
any comment around the small sequential decline in deferred revenue we're seeing?

George E. Kilguss
Executive VP & CFO

Nothing other than it typically does slow down as the year progresses. Typically, at least historically, we
used to have very large registrations in the first quarter, so we get a bump in deferred revenue, and it
would decline sequentially over the years. More recently, that bump in Q1 has gotten less, and so some of
the changes year-over-year have rolled through. But nothing material that I'm aware of, Steve.

Operator

[Operator Instructions] And our next question comes from Walter Pritchard with Citi.

Walter H Pritchard
Citigroup Inc, Research Division

Two questions. One, on -- you've been pretty clear on the Q4 trajectory given what happened last year.
Can you talk about how you look at that into Q1?

George E. Kilguss
Executive VP & CFO

So Walter, this is George. We'll give you Q1 guidance on our fourth quarter call. But again, the reason
for the large range that we put in place this particular quarter is the fact that it was a fairly large amount
of names that came up for renewal -- or will come up for renewal in this quarter. And the cohort or the
type of names that they are, they're related to Chinese investment community, we really don't have a
tremendous amount of data around that. And so we're really waiting to take a look at those names as they
come up for renewal. In the middle of November and early December, we'll get a better look at that. And
once we have a better look at that, it'll give us a little more clarity into Q1. But as we've always said, the
Q4 is a relatively unique event. There's over 4 million names that are really coming up for renewal as a
result of the demand that happened last year. And so we're really waiting to take a look at that before
providing guidance to Q1.

Walter H Pritchard
Citigroup Inc, Research Division

And then, George, just on the expenses, you had a very good -- or I guess the expenses very low,
declining year-over-year by about 3% in the quarter. Can you talk about the sustainability -- I guess, first,
the source of the expense declines year-over-year and then the sustainability of that trajectory as you
look into Q4 and beyond?

George E. Kilguss
Executive VP & CFO

Yes. I would say -- I mean, as you commented on, I think we've done a pretty good job of trying to keep
expenses level. I mean when you talk about year-over-year, you're looking at the third quarter, and I think
it's probably more appropriate to look at the 9 months because things can move from quarter-to-quarter.
When I look at the 9 months, on a non-GAAP basis, expenses in total are down a little bit. You're correct
there. But we're seeing some movement in between the groups. So we've seen an increase in our cost of
goods sold. We've got more labor going on there. Sales and marketing, we've talked about that. It's been
lower, but we do have an intention to put more money to work there, and I always think that's really more
of a timing function. R&D is down. We have reduced labor there. We -- as we talked about last quarter, I
believe, we did close our Indian development corporation over there last year, and so we're getting some
benefits from a labor perspective through the P&L at the present time. And then G&A is up a little bit. We
do have some subtly higher labor, and we've incurred some higher legal costs this quarter. As far as your
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questions to the sustainability, we really try to manage the total expense of the company, the entire $400
million number on an annual basis, and we try to allocate those dollars to where they are. Clearly, we try
to gain efficiencies, but, at the same time, we're not starving the business. And as you know, our business
is relatively dynamic. As the cyber environment continues to evolve, we absolutely want to make sure we
put enough resources into maintaining the security and stability of the business. So we'll continue to be
vigilant on that, but to date, they've -- we've done a good job at keeping them in the range where they've
been historically.

Operator

We are taking a follow-up question from Sterling Auty with JPMorgan. It's also our final question.

Sterling Auty
JP Morgan Chase & Co, Research Division

Just a housekeeping follow-up question. Can you remind us what the total number of names that are up
for renewal in the fourth quarter? And if you're willing to give it for the first quarter, so March, actually are.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Yes. So a couple of data points. The names that were up for renewal this quarter was 28.7 million, and the
names that are up for Q4 are going to be 32 million names that are up for renewal.

Sterling Auty
JP Morgan Chase & Co, Research Division

All right, great. And how about March of '17? Or is it too early to give that?

D. James Bidzos
Founder, Executive Chairman, President & CEO

I would say it's too early for that at this point.

Sterling Auty
JP Morgan Chase & Co, Research Division

And actually -- and maybe one other we didn't touch upon. So early here in the quarter, so you've got the
guidance for the decline in the base, but there was a pop actually in the zone file, like 350,000 names the
1 week and including a pretty healthy pop in .net. Anything that you can ascribe the jump to?

D. James Bidzos
Founder, Executive Chairman, President & CEO

Yes. We ran some marketing activities in the quarter around .net, and they were actually relatively
successful. And so we're -- the team's evaluating the programs to see if we want to run some more of
those. But we had a marketing program basically, and those numbers are -- roughly right about 300
names came in from those marketing programs.

Sterling Auty
JP Morgan Chase & Co, Research Division

And when you talk about those marketing programs, are these different than -- I think about, in the
past, that you ran marketing programs with registrars at the end market to spur demand. But are these
those types of things? Or are these kind of incentives where maybe you're giving discount on registry fees
on .net above certain thresholds? Or anything like that?

D. James Bidzos
Founder, Executive Chairman, President & CEO

The programs vary from program to program. This was more of a program we were looking to see if we
ran a short-term program, what would be the effect of. Sometimes we run programs throughout the year,
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much longer-term programs, and we're questioning the effectiveness of those compared to some shorter-
rate programs -- shorter-term programs. And this one was a relatively short program. We just wanted to
understand the duration of programs and get some feedback as we think about 2017.

Operator

And that does conclude our question-and-answer session. I'd like to turn the call over to David Atchley for
closing remarks.

David Atchley
VP & Corporate Treasurer

Thank you, operator. Please call the Investor Relations department with any follow-up questions from this
call. Thank you for your participation. This concludes our call. Have a good evening.

Operator
Once again, that does conclude today's call. We appreciate your participation.
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Presentation
Operator

Good day, everyone. Welcome to the VeriSign's Fourth Quarter and Full Year 2016 Earnings Call. Today's
conference is being recorded, and unauthorized recording of this call is not permitted.

At this time, I would like to turn the conference over to Mr. David Atchley, Vice President of Investor
Relations and Corporate Treasurer. Please go ahead, sir.

David Atchley
VP & Corporate Treasurer

Thank you, operator, and good afternoon, everyone. Welcome to VeriSign's Fourth Quarter and Full Year
2016 Earnings Call. With me are Jim Bidzos, Executive Chairman, President and CEO; Todd Strubbe,
Executive Vice President and COO; and George Kilguss, Executive Vice President and CFO.

This call and our presentation are being webcast from the Investor Relations section of our verisign.com
website. There you will also find our fourth quarter and full year 2016 earnings release. At the end of this
call, the presentation will be available on that site. And within a few hours, the replay of the call will be
posted.

Financial results in our earnings release are unaudited, and our remarks include forward-looking
statements that are subject to the risks and uncertainties that we discuss in detail in our documents filed
with the SEC, specifically the most recent reports on Forms 10-K and 10-Q, which identify risk factors that
could cause actual results to differ materially from those contained in the forward-looking statements.

VeriSign retains its longstanding policy not to comment on financial performance or guidance during the
quarter unless it is done through a public disclosure.

The financial results in today's call and the matters we will be discussing today include GAAP and non-
GAAP measures used by VeriSign. GAAP to non-GAAP reconciliation information is appended to our
earnings release and slide presentation, as applicable, each of which can be found on the Investor
Relations section of our website.

In a moment, Jim and George will provide some prepared remarks. And afterward, we will open the call
for your questions.

With that, I would like to turn the call over to Jim.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Thanks, David, and good afternoon, everyone. I'm pleased to report another solid quarter, which capped
another solid year for VeriSign. The year marks some significant milestones for the Internet community
and for VeriSign with the completion of the IANA transition, our signing of the Root Zone Maintainer
service agreement with ICANN and the .com registry agreement extension amendment, which extends
the .com registry agreement until the end of November 2024.

Our fourth quarter and full year 2016 results were in line with our objectives of offering security and
stability to our customers while generating profitable growth and providing long-term value to our
shareholders.

During 2016, VeriSign delivered strong financial performance, including reporting $1,142,000,000 in
revenues, expanding free cash flow to $666 million and producing full year 2016 non-GAAP operating
margins of 64.5%. Operationally, 2016 was a solid year for the company. VeriSign processed 35.8 million
new .com and .net domain name registrations and finished the year with 142.2 million .com and .net
names in the domain name base.
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During the year, we marked more than 19 years of uninterrupted availability of the VeriSign DNS for .com
and .net.

As part of managing our business, during the fourth quarter, we continued our share repurchase program
by repurchasing 2 million shares for $160 million. During the full year 2016, we repurchased 7.8 million
shares for $637 million. Effective today, the Board of Directors increased the amount of VeriSign common
stock authorized for share repurchase by approximately $641 million to a total of $1 billion authorized and
available under the share repurchase program, which has no expiration.

Our financial position is strong with $1.8 billion in cash, cash equivalents and marketable securities at the
end of the year. We continually evaluate the overall cash and investing needs of the business and consider
the best uses for our cash, including potential share repurchases.

At the end of December, the domain name base in .com and .net was 142.2 million, consisting of 126.9
million names for .com and 15.3 million names for .net. This represents an increase of 1.7% year-over-
year. As noted in prior conference calls, the fourth quarter of 2016 was somewhat unique as the volume
of domain name registrations up for renewal in the quarter had a larger-than-normal percentage of first-
time renewing registrations due to the strong performance during Q3 and Q4 2015 coming from China
investors.

As first-time renewing names have a lower renewal rate than previously renewed names, fourth quarter
2016 deletes were elevated and resulted in the domain name base decrease of 1.9 million net names
after processing 8.8 million new gross registrations during the quarter. This larger percentage of first-time
renewing names also leading to an overall -- is also leading to an overall preliminary fourth quarter 2016
renewal rate of 67.5%. This preliminary rate compares to 73.3% achieved in the fourth quarter of 2015.

In the third quarter of 2016, the renewal rate was 73% compared with 71.9% for the same quarter of
2015. While activity from China has normalized over the last few quarters, the China names surge of late
2015 declined but did carry over into the first quarter of 2016. As a result, we expect the small group of
names to contribute to a slight increase in deletes towards the end of the current Q1 and the beginning of
Q2.

Based on these and other factors, we expect full year 2017 domain name base growth of between 0.5%
and 2.5%, with an increase to the domain name base of between 0.7 million and 1.2 million registrations
in the first quarter.

Now I'd like to provide 2 updates before handing the call over to George. First, as it relates to our
becoming a registry operator for .web, on January 18, 2017, the company received a civil investigative
demand from the Antitrust division of the U.S. Department of Justice requesting certain information
related to VeriSign's potential operation of the .web TLD. The CID is not directed at VeriSign's existing
registry agreements. As we said at the time of the auction last July, we strongly believe VeriSign is well
positioned to grow and widely distribute .web to provide an additional option to the marketplace given our
proven track record of reliability and stability, and we look forward to explaining our views as we respond
to the CID and continue to cooperate with the DOJ.

Second, we continually evaluate the strategic opportunities for our business. And as you may have seen
earlier today, we have decided it is in the best interest to sell our iDefense business to Accenture. As
part of this sale, VeriSign will continue as an iDefense customer to benefit from the threat intelligence
information provided by iDefense. The announcement of the iDefense sale only relates to iDefense and is
not a sale of our other VeriSign security services offerings, including DDoS Protection and Managed DNS.
The terms of this transaction are not being disclosed, and the financials associated with this business are
not material to our overall business. We anticipate closing in the next few months, subject to customary
closing conditions.

And now I'd like to turn the call over to George.

George E. Kilguss
Executive VP & CFO
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Thanks, Jim, and good afternoon, everyone. For the year ended December 31, 2016, the company
generated revenue of $1,142,000,000, up 7.8% from fiscal 2015 and delivered GAAP operating income of
$687 million, up 13% from $606 million for the full year 2015.

Revenue for the fourth quarter totaled $286 million, up 5% year-over-year and down 0.4% sequentially.
The small sequential decline was a result of the 1.9 million reduction in the domain name base during the
quarter that Jim discussed earlier. During the quarter, 59% of our revenue was from customers in the U.S.
and 41% was from international customers.

GAAP operating income in the fourth quarter totaled $169 million, up 6.6% from $158 million in the fourth
quarter of 2015. The GAAP operating margin in the quarter came to 59% compared to 58.1% in the same
quarter a year ago.

GAAP net income totaled $106 million compared to $102 million a year, which produced diluted GAAP
earnings per share of $0.84 in the fourth quarter this year compared to $0.76 for the fourth quarter last
year.

As of December 31, 2016, the company maintained total assets of $2.3 billion and total liabilities of $3.5
billion. Assets included $1.8 billion of cash, cash equivalents and marketable securities, of which $368
million were held domestically, with the remainder held abroad.

I'll now review some additional fourth quarter financial metrics, which include non-GAAP operating margin,
non-GAAP earnings per share, diluted share count, operating cash flow and free cash flow. I will then
discuss our 2017 full year guidance.

Fourth quarter non-GAAP operating expense, which excludes $14 million of stock-based compensation,
totaled $103 million as compared to $100 million in the third quarter of 2016 and $103 million in the
same quarter a year ago. The sequential increase was primarily a result of increased marketing expenses
deployed in the quarter.

Non-GAAP operating margin for the fourth quarter was 63.9% compared to 62.4% in the same quarter
of 2015. Non-GAAP net income for the fourth quarter was $115 million, resulting in non-GAAP diluted
earnings per share of $0.92 based on a weighted average diluted share count of 125.5 million shares. This
compares to $0.79 in the fourth quarter of 2015 and $0.93 last quarter based on 133.4 million and 127.8
million weighted average diluted shares, respectively.

Dilution related to the convertible debentures was 20.6 million shares based on the average share price
during the fourth quarter compared with 21.4 million for the same quarter in 2015 and 20.8 million shares
last quarter. The share count was reduced by the full effect of third quarter 2016 repurchase activity and
the weighted effect of the 2 million shares repurchased during the fourth quarter.

Operating cash flow was $195 million and free cash flow was $198 million for the fourth quarter compared
with $189 million and $176 million, respectively, for the fourth quarter last year.

With respect to full year 2017 guidance, the financial guidance that I will provide reflects the expected
completion of the iDefense asset sale within the next few months. Revenue for 2017 is expected to be in
the range of $1,138,000,000 to $1,158,000,000. Full year 2017 non-GAAP operating margin is expected
to be between 64% and 65%. Our non-GAAP interest expense and non-GAAP nonoperating income net is
expected to be an expense of between $93 million and $100 million. Capital expenditures for the year are
expected to be between $35 million and $45 million. And finally, cash taxes for the year are expected to
be between $15 million and $25 million.

Substantially all of the expected cash taxes in 2017 are international, primarily because of domestic tax
attributes including cash tax benefits from our convertible debentures. These convertible debentures
continue to generate cash tax benefits while they remain outstanding, and they are an important part of
our capital structure. Although we will have the right to redeem these debentures under the terms of the
indentures starting in August of 2017, our intention, based on current conditions, is not to redeem these
debentures, which will allow the cash tax benefits to continue to accrue.
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In summary, the company continued to demonstrate sound financial performance during the fourth
quarter and full year 2016.

Now I'll turn the call back to Jim for his closing remarks.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Thank you, George. In closing, during last year, we expanded our work to protect, grow and manage the
business while continuing our focus to provide long-term value to our shareholders. We think that our
focus on profitable growth and disciplined execution will extend the long trend lines of growth in our top
and bottom line and allow us to continue our consistent track record of generating and returning value to
our shareholders in the most efficient manner.
We will now take your questions. Operator, we are ready for the first question.
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Question and Answer
Operator

[Operator Instructions] We will take our first question from Gregg Moskowitz of Cowen and Company.

Gregg Steven Moskowitz
Cowen and Company, LLC, Research Division

First question. You mentioned that Q4 renewal rates are expected to be 67.5%. Was there any change in
renewal rates outside of China in the quarter?

George E. Kilguss
Executive VP & CFO

Gregg, thanks for the question. In general, our renewal rates, both domestically and internationally,
had been relatively consistent with one another. But the vast majority of the decline that we saw in our
international renewal rates really related to the China names. That was the biggest factor. Everything else
stayed relatively consistent for us.

Gregg Steven Moskowitz
Cowen and Company, LLC, Research Division

Okay, perfect. And then within the Q1 net-add guidance, are you assuming essentially the same renewal
rates from China that you saw in Q4?

George E. Kilguss
Executive VP & CFO

Yes. For the group of names that are similar -- the group of names, it was about 750,000 to 1 million
names that came in, in the first quarter of 2016 that was also from what we believe to be the China
investor phenomena. We expect those to have similar renewal rates as the names that renewed in the
fourth quarter of 2016.

Gregg Steven Moskowitz
Cowen and Company, LLC, Research Division

Perfect. And just a couple other quick ones, if I may. I understand and certainly can appreciate that you
don't want to get overly granular with respect to the iDefense contribution. Having said that, the 2017
revenue guidance is below where The Street was. And just I think any sort of additional color you might
be able to provide, even if not getting, again, overly granular, might just be helpful in sort of reconciling
where The Street was previously versus your guidance.

George E. Kilguss
Executive VP & CFO

Sure. I mean, I think there's a variety of factors that go into our revenue guidance, which is $1.138 billion
to $1.158 billion for next year. Clearly, we had a very strong 2017. We were up 7.8% -- I'm sorry, '16,
we were up 7.8% in 2016 versus 4.9% in 2015. And as we've talked about, a lot of that revenue growth
was from a unique event, which was attributed to the strong China investor community. And as we've
mentioned, about 1/3 of those names renewed in the fourth quarter. So we do have some names, as I just
mentioned, coming up in the first quarter that should -- if they had the same renewal rate, will delete out
of the zone sometime in the late first quarter, early second quarter. And so that's part of what's influencing
it. Also, to a lesser extent, you're correct; the iDefense business, we expect that revenue to get out of
the business as we close this transaction. And so without disclosing any details on the iDefense business,
which we're not, I would say it's really those 2 factors that are giving our view of revenue today. And as
always, we'll update our guidance each quarter as we get more visibility into the year.

Gregg Steven Moskowitz
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Cowen and Company, LLC, Research Division

Okay, great. And then just one last one for Jim. Just following up on the civil investigative demands from
the DOJ with respect to .web. What would be the sort of the procedure and time line from here just as you
understand it?

D. James Bidzos
Founder, Executive Chairman, President & CEO

Sure. Well, I think in my comments, I not only said all I should; I think I said all there really is to say
at this point. There's no information beyond what I told you. I can give you a little bit more color, I
guess. I mean, we certainly said in the past that inorganic growth is part of our growth strategy, and
sometimes regulatory review becomes part of that process. So we received the CID, which is kind of like
a subpoena. We've been discussing it with the DOJ since shortly after we received it. And we've provided
some information already, and we're continuing to cooperate. So like I said in my remarks, we believe
we're well positioned to grow .web. We think that the industry is extremely competitive. Beyond that, it's
just too early in the process to say anything beyond that. It's just speculation, and I really can't do that.

Operator

We will take our next question from Gray Powell of Wells Fargo Securities.

Gray Wilson Powell
Wells Fargo Securities, LLC, Research Division

Just a couple of questions, if I may. So looks like .com has shown a decent recovery and growth over
the last month, but .net does remain under some pressure. Is there any residual churn issue on .net? Or
should we just expect more muted growth there, on that domain going forward?

George E. Kilguss
Executive VP & CFO

Well .net was also impacted by the China activity in 2015. And so we did see some of .net names also
churn out of the zone in the fourth quarter of 2016. They're -- .net is still a great brand for us globally. It's
well recognized. We continue -- it continues to do well in markets internationally as well as domestically.
But there is a lot of choice in the domain name industry. And there's clearly competition, whether it be
from ccTLDs or other technologies. But we still are looking to drive demand in .net, and it's still a great
brand for us globally.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Certainly, .net is not the brand that .com is. Com is a stronger brand, but there are 15.3 million .net
registrations. It's a globally recognized and trusted brand. It had, in the past couple of years, actually
dipped briefly below 15 million names, and it's recovered. So I think its growth trajectory is just a little bit
different than .com, but it's still a very, very strong and recognized brand. It's the second-largest generic
TLD behind com.

Gray Wilson Powell
Wells Fargo Securities, LLC, Research Division

Understood. Okay, that's helpful. And then could you give an update on foreign language versions of .com
and .net that you're introducing? Just how many are up and running today? What kind of traction are they
seeing? And then just what's the schedule for the remaining domains going forward?

D. James Bidzos
Founder, Executive Chairman, President & CEO

Todd, do you want to start it?

Todd B. Strubbe
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Executive VP & COO

Yes. Well, we currently have 3 of the transliterations of com and net generally available. That's 2 of the
Korean or Hangul transliterations, 1 for com and 1 for net. And then the Japanese were katakana script
of .com. At this point, we're not providing any additional details on other launches. As we mentioned last
quarter, we do continue to work on our licensing process to operate the Chinese IDNs, and we will update
as we develop our plans further.

Operator

[Operator Instructions] We will take our next question from Sterling Auty of JPMorgan.

Hazal Mine Kansu
JP Morgan Chase & Co, Research Division

This is Mine Kansu in for Sterling. I wanted to ask a follow-up on the iDefense sales. Can you talk a little
bit more about the timing and the rationale of the sale and if there are any plans for divestments in
security business? And then also my second question is just on the other revenue in the quarter. It seems
a little bit higher than what we expected. So if there's anything that's driving that, any color there would
be really helpful.

D. James Bidzos
Founder, Executive Chairman, President & CEO

I don't know if you're on a cell phone. The very end of that was a little difficult to understand. You said
that other revenue was a little bit higher in the quarter and then you said something else that I think -- at
least I wasn't able to get.

Hazal Mine Kansu
JP Morgan Chase & Co, Research Division

Can you -- is it better now?

George E. Kilguss
Executive VP & CFO

A little.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Yes, a little. Try again, please. We got your -- I got your first -- yes, I got your first question.

Hazal Mine Kansu
JP Morgan Chase & Co, Research Division

I was just asking about the other revenue, if anything was different in the quarter. Yes.

D. James Bidzos
Founder, Executive Chairman, President & CEO

So let me address your first question about iDefense. I think you were asking about strategic rationale.
We've certainly said consistently that we're certainly better suited to be a consumer rather than a
producer of threat intelligence. Our primary business is obviously the secure and stable operation of
infrastructure supporting .com and .net. That's our primary mission. That's the most important thing that
we do. We obviously need good cyber defenses in order to do that, but we will continue to be an iDefense
customer and receive it. But it's a little different than the other security services. And as I mentioned
in my remarks, this is specifically iDefense. It's not our Managed DNS business and it's not our DDoS
Protection businesses. So I think it's just sort of a logical sort of business procession [ph] for us. Your
other question was about other revenue, and I'll ask George maybe to address that.

George E. Kilguss



VERISIGN, INC. FQ4 2016 EARNINGS CALL |  FEB 09, 2017

Copyright © 2019 S&P Global Market Intelligence, a division of S&P Global Inc. All Rights reserved.

spglobal.com/marketintelligence 11

Executive VP & CFO

Yes. So there was nothing unusual in the quarter. I'm not sure how your models track our revenue
performance, but nothing unusual from an other revenue perspective.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Yes, and if I can just throw out some additional color for you. I mean, we've had, as you know, a number
of different growth initiatives and we did monetize some patents in 2016, and we expect to do so in 2017
as well but the amount is not material. We've adjusted our growth efforts to align with a rapidly changing
domain name market. Some of those changes include shifts in traditional channels for domain names,
possible secondary market activity and corresponding changes to how we invest in marketing. So while
we're planning to realize 2017 revenue from these other efforts, we don't expect it to be material, and
none of it's in our guidance.

Operator

We will take our final question from Jason Velkavrh of Robert W. Baird.

Jason Edward Velkavrh
Robert W. Baird & Co. Incorporated, Research Division

First question is on the expense side. I believe last quarter, you mentioned an intent to put a little more
money to work in sales and marketing. I was just hoping you could provide some more color around this.
And if that took place this quarter, sort of what initiative that is going towards?

George E. Kilguss
Executive VP & CFO

Yes. Sure, Jason, be happy to. So if you looked at the quarter from a non-GAAP basis, we had about
$103 million of expenses in the quarter. That was up about $3 million from the third quarter, where we
had about $100 million. And the majority, if not all of that increase was spent in the marketing area. We
continue to partner with our registrars to put more marketing dollars in various markets to drive domain
name growth. And so we were able to put that money to work, and we continue to look to opportunities to
partner with registrars to do that in markets that we think can drive profitable growth for us.

Jason Edward Velkavrh
Robert W. Baird & Co. Incorporated, Research Division

Got it. That's helpful. And then a question on the new gTLDs, the .com, .net transliterations. Realize it's a
small base and early. But just curious, what are you seeing there in terms of renewal rates for those that
have lapped versus what you see for .com and .net?

Todd B. Strubbe
Executive VP & COO

We haven't really -- the general availability for the earliest ones was not until second quarter of 2016. So
we're not up to our first year.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Yes, we haven't lapped yet.

Todd B. Strubbe
Executive VP & COO

Yes, don't have lapped.

Jason Edward Velkavrh
Robert W. Baird & Co. Incorporated, Research Division



VERISIGN, INC. FQ4 2016 EARNINGS CALL |  FEB 09, 2017

Copyright © 2019 S&P Global Market Intelligence, a division of S&P Global Inc. All Rights reserved.

spglobal.com/marketintelligence 12

Got it. I guess, maybe, do you have an expectation for that to be any different? Or do you expect that to
be around the same as...

Todd B. Strubbe
Executive VP & COO

I think it's too early to tell. They are such a different product.

D. James Bidzos
Founder, Executive Chairman, President & CEO

Yes. We don't guide to the renewal rates, but there's only a few more months and that information will be
available.

Operator

That concludes today's question-and-answer session. I will now turn the call back to Mr. David Atchley for
final comments.

David Atchley
VP & Corporate Treasurer
Thank you, operator. Please call the Investor Relations Department with any follow-up questions from this
call. Thank you for your participation. This concludes our call. Have a good evening.
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