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

 
Operator: 
 
Good morning. My name is Emily and I will be your Conference Operator today. At this time, I would like to 
welcome everyone to the Real Matters Fourth Quarter 2017 Conference Call. All lines have been placed on mute to 
prevent any background noise. After the speakers' remarks, there will be a question-and-answer session. If you 
would like to ask a question during this time, simply press star, then the number one on your telephone keypad. If 
you would like to withdraw your question, please press the pound key. 
 
Thank you. Lyne Fisher, Vice President of Investor Relations, you may begin your conference. 
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Lyne Fisher: 
 
Thank you, Operator. Thank you and good morning, everyone. Welcome to Real Matters' Fourth Quarter and Fiscal 
2017 Financial Results Conference Call. With me today are Real Matters' Chief Executive Officer, Jason Smith, and 
Chief Financial Officer, Bill Herman. 
 
This morning before the market opened, we issued a news release announcing our fourth quarter and fiscal 2017 
results for the period ending September 30, 2017. The release, accompanying slide presentation, as well as 
financial statements and MD&A, have been posted in the Investor Relations section of our website at 
realmatters.com. 
 
During the call, we may make certain forward-looking statements that relate to our current expectations and views 
of future events, including, but not limited to, future market share and transaction volume. We have based these 
forward-looking statements on our current expectations and projections about future events and financial trends 
that we believe might affect our financial condition, results from operations, business strategy and financial needs. 
A comprehensive discussion of the risks that impact Real Matters can be found in the Company's final long form 
perspective, dated May 5, 2017, available at www.sedar.com. 
 
Actual results may differ materially from those indicated or underlying forward-looking statements as a result of 
various factors including those described under the heading Important Factors Affecting Results from Operations, 
outlined in the Strategy and Outlook section of the Company's MD&A for the years ended December 30, 2017 and 
2016. 
 
As a reminder, we refer to non-GAAP measures and key performance indicators in our slide presentation, 
including, market share, net revenue, net revenue margins, Adjusted EBITDA and Adjusted EBITDA margins, 
adjusted net income and adjusted net income per share. These non-GAAP measures are described within our 
MD&A, where you will also see reconciliations to the nearest IFRS measures. 
 
With that, I'll now turn over the call to Jason. 
 
Jason Smith: 
 
Thank you, Lyne, and good morning, everyone, and thank you for joining us on the call today. We are very pleased 
with our financial performance in 2017 and where we ended the year on a number of measures. We delivered 
market-adjusted revenue growth of 26%, driven by our performance in both the Appraisal and Title and Closing 
businesses. We exited the year with a 6.5% market share in appraisals, an increase of 30% over the prior year, 
which will translate into continued revenue growth in 2018 and beyond. 
 
We also made significant headway in the Title and Closing business, growing market share and readying ourselves 
to expand our reach into that market by leveraging the franchise value of our existing client relationships with 
more than 60 of the top 100 lenders in the United States.  
 
Turning to Slide 3 for a look at some of the highlights. We recorded revenues of $83 million in Q4, up from $81 
million in the prior-year quarter, which we estimate translated into market-adjusted organic growth of 17% for the 
quarter.  
 
Looking at our fiscal 2017 results, revenues were up 22% to $303 million in 2017. The increase was due in part to 
our acquisition of Linear, as well as solid organic growth driven by market share gains, which I'll come back to in a 
moment. The acquisition of Linear contributed $38 million to the year-over-year increase in revenues. As I 
mentioned earlier, on a market-adjusted basis, revenues increased 26% in 2017.  
 
While the mortgage origination market in the United States has continued to be very robust, similar to Q3, last 
year's strong refi market as a result of Brexit made Q4 a tough comp on a year-over-year basis. Despite the 
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significant market headwinds, we were able to grow market share significantly with our clients during the year, 
including all of our live Tier 1 lenders, and we are very happy with where we existed 2017 in terms of market 
share.  
 
Our market share gains were led by our Tier 1 lenders, which accounted for roughly half of our revenue growth, as 
we saw significant increases across the board in 2017. As I said earlier, the true value of these gains will be 
captured in our financial results for years to come. 
 
We remain confident in the franchise value of our top 100 clients, and we continue to believe they will represent a 
significant and growing part of the mortgage origination market going forward. You don't have to look too far to 
see evidence of this. Each of the regulated banks has posted increases in their origination volumes in recent 
quarters on a sequential basis. We are on plan to date and we remain confident in achieving our objective of 15% 
to 20% market share in appraisals by 2021.  
 
Turning to Title and Closing, our market share increased 17%. The refi market was down 41% in 2017. Recall that 
on a comparable basis, the summer of 2016 represented the peak of the refi market, making it a very tough comp 
for us in 2017. Despite that, we were able to grow title and closing revenues on a market-adjusted basis in 2017. 
We have hardened our existing title and closing platform such that we can now meet the requirements of 
regulated banks.  
 
To that end, at the Mortgage Banker Association conference in October, we announced that we are expanding our 
platform into the title and closing industry, and we are actively engaged in the sales cycle with many of our Tier 2 
lenders. Title and closing was top of mind with all of the clients we met with at the conference.  
 
Our clients know the impact we have made in the Appraisal business and they are equally excited to see how we 
can leverage our network management capabilities to drive greater performance in the title and closing market. 
We now have one Sales and Account Management Team, presenting one unified brand, value proposition and 
network management platform to the industry. Given the feedback we've received in recent months, I can tell you 
that this is resonating with our clients.  
 
As we mentioned on our last quarterly call, we've already signed master service agreements with lenders for a 
variety of title and closing products, including collateral review, title search and defaults, which we view as a 
stepping stone into the broader market opportunity for title and closing services. 
 
In parallel to this, we are also continuing to work on our purchase pilot and are in discussions to expand the pilot 
with other top 100 lenders. We see this as our longer-term opportunity that isn't included in our plans through 
2021. That said, we are comfortable that we can achieve our stated 2021 market share goal of 1% to 3% with our 
existing products and client base without penetrating the purchase market.  
 
From an operations perspective, we continue the roll-out of enhanced inspection scheduling in more markets 
during the fourth quarter, which has allowed us to further reduce turnaround times. Our inspection scheduling is 
also creating a better experience for consumers by allowing them to select appointment times that are based on 
data, including the availability and capacity of the best qualified local appraiser in the area and on our network. 
Through our logistics capabilities, we are able to offer consumers realistic options for inspection times which drives 
better fulfillment of appointment preferences, which so far has resulted in meeting 95%-plus of consumers 
preferred inspection time. This is just one example of how we can continue to apply our network management 
capabilities to drive greater efficiencies for lenders, field agents and consumers on our platform.  
 
With that, I'll hand it over to Bill. Bill? 
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Bill Herman: 
  
Thank you, Jason, and good morning, everyone. To echo Jason's remarks, we are very pleased with our 
performance in Q4, and for the year as well. We continue build long-term franchise value with our clients, which is 
coming through in our market share gains and in our top line revenue growth on a market-adjusted basis. We have 
a lot of runway ahead of us and continue to expect higher volumes to translate into growing profitability for Real 
Matters. Our business is built to scale, such that increasing transaction volumes translates to margin expansion and 
that's why we're confident we'll achieve our long-term net revenue and Adjusted EBITDA margin targets.  
 
Turning to Slide 4, fourth quarter net revenue decreased modestly to $24 million from $25 million in 2016, and net 
revenue margins were down 180 basis points to 29%, principally due to the change in revenue mix in the U.S. As 
you know, net revenue margins in our Title and Closing business are higher than in our appraisal business, and so a 
higher proportional appraisal revenue impacts both net revenue and net revenue margins.  
 
Transaction costs were up 5% in Q4 due to organic and acquisition growth. Organic revenue growth from the 
launch of new clients, market share gains with existing clients and a change in revenue mix were partially offset by 
lower mortgage originations in the quarter. Revenue mix alone, and excluding FX, contributed $2.8 million to the 
increase in transaction cost compared to fourth quarter of 2016.  
 
As we've stated before, we expect to benefit from a network effect with appraisers as we build market share and 
increased volume on the platform, which will allow us to lower transaction cost as a percentage of revenues over 
the long term. The network effect in our Appraisal business delivered margin improvements in the fourth quarter, 
which helped to offset some of the mix-related margin declines and lower margin revenues in our Title and Closing 
business.  
 
For fiscal 2017, net revenues increased to $92 million, up 35% from 2016, and net revenue margins increased to 
31% from 28% in 2016. The increase in net revenue was due in part to the acquisition of Linear, as well as lower 
transaction cost to service organic appraisal revenue growth in the second half of 2017.  
 
Transaction cost increased 17% to $210.7 million in fiscal 2017, due to organic and acquisition growth. Organic 
revenue growth from the launch of new clients, market share gains with existing clients, revenue mix and FX 
accounted for $17.4 million of the increase in transaction costs from fiscal 2016. Transaction costs were also 
impacted by our transition of certain title and closing services to a network-managed business model from a 
traditional business model.   
 
Over the course of 2017, we onboarded and deployed several new appraisal clients, including two Tier 1 lenders, 
which increased our transaction costs in the first half of the year relative to revenues. However, as I highlighted in 
my earlier comments, we benefited from a network effect in the second half of 2017 that allowed us to lower 
appraisal costs and improve margins during that period. Also recall that the third and fourth quarters are typically 
our strongest in terms of volume on the platform, and so we have historically benefited from higher margins in the 
back half of the year. 
 
As we look forward, you should expect to see a continued shift in our net revenue margin profile, as we continue 
to move more of our Title and Closing business to a network management model. However, we remain on target 
to deliver net revenue margin in the 35% to 40% range by 2021.  
 
Working our way down the income statement, consolidate operating expenses increased $1.8 million in the fourth 
quarter of fiscal 2017. Higher operating expenses in our Corporate segment accounted for the majority of the 
increase over the same quarter last year due to stock-based compensation expense of $0.4 million and higher 
professional fees of $0.3 million.  
 
We invested to support the growth of our network management capabilities during the quarter to support new 
client deployments and growth from market share gains which included staffing up our new Denver facility. Some 
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of these costs were offset, as we've begun to transition our Title and Closing business away from a more traditional 
labor-intensive model to our network management model.  
 
Looking at fiscal 2017, consolidated operating expenses increased $31 million compared to fiscal 2016. Higher 
operating expenses in our U.S. segment accounted for the majority of the increase driven primarily by acquisitions 
and investments to support organic growth. Corporate segment operating cost increased $3.5 million due to stock-
based compensation expense, a significant portion of which was triggered on our IPO. In 2017, we also hired 
additional staff to support our platform and growth strategies, including public company readiness and we 
incurred higher public company costs and higher provisions for certain receivables. 
 
The result of the foregoing changes to revenues, transaction costs and operating expenses was a decline in 
Adjusted EBITDA to $2.9 million from $5.3 million in the fourth quarter of 2016. This decline was primarily due to 
the decline in the mortgage origination market, increased U.S. operating expenses, which I have just discussed, and 
a change in U.S. segment revenue mix as well as higher Corporate segment cost.  
 
For fiscal 2017, we generated Adjusted EBITDA of $9.4 million compared to $12.8 million in 2016. The major 
components of change we've already covered off throughout our remarks today. As I mentioned earlier, and on 
previous calls, we're investing to support growth and our long-term strategies.  
 
Rather than running down the remainder of the income statement, I simply want to highlight that we recognized a 
recovery of $1.2 million in the fourth quarter of fiscal 2017 due to the settlement of certain amounts owing to the 
sellers of Linear, partially offset by additional IPO cost which reflect professional and consulting fees. For fiscal 
2017, we incurred acquisition and IPO costs of $1.6 million for third party services in fiscal '17, which also included 
a recovery related to the sellers of Linear which I just mentioned.  
 
Turning to Slide 5 for a quick look at our segment results, reported revenues in our U.S. segment increased to $74 
million from $72 million in the fourth quarter of 2016, and U.S. revenues increased to $271 million from $218 
million for fiscal '17. This segment accounted for nearly 90% of our fiscal 2017 revenues and will continue to 
represent the majority of our growth going forward. Based on the current MBA forecast, the first quarter of 2018 
looks to be robust compared to Q1 2017, and as we've outlined in our comments, these are simply estimates, so 
we'll be evaluating our performance against a variety of data sources as we always do when we report in Q1. Our 
strategy, however, remains focused on growing market share with our clients irrespective of what the market 
does.  
 
Finally, taking a look at the Canadian segment, revenues were flat in the fourth quarter. However, Canadian 
segment revenues increased $1.5 million for fiscal 2017, led by higher appraiser volumes as a result of increased 
market share.  
 
With that, I'll turn it back over to Jason for some closing remarks. 
 
Jason Smith: 
 
Thanks, Bill. To summarize, we delivered a great quarter, and even a greater year, in line with our expectations. 
We posted market-adjusted revenue growth of 26%, increased our appraisal market share by 30% and our title 
and closing share by 17%, despite significant market headwinds. Our market share gains will provide an excellent 
baseline from which we can continue to deliver growth throughout fiscal 2018. We will do this across all of our 
businesses by leveraging the franchise value of our existing client relationship with more than 60 of the top 100 
lenders in the U.S. and the strength of our network management platform.  
 
With that, Operator, we'd like to open it up for questions now. 
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Operator: 
 
At this time, I would like to remind, in order to ask a question, please press star, followed by the number one on 
your telephone keypad.  
 
Your first comes from the line of Daniel Chan with TD Securities. Your line is open. Please go ahead.  
 
Daniel Chan: 
 
Hi, good morning guys.  
 
Jason Smith: 
 
Good morning Daniel. 
 
Daniel Chan: 
 
As we look out to fiscal 2018, what are your expectations in terms of revenue growth and possibly margins? 
 
Bill Herman: 
 
Dan, this is Bill. I think, again, with the revenue growth that we saw in 2017, I think we're going to see a 
continuation of that into 2018. Clearly, we've got a lot of investments in some pretty significant client relationships 
that again are going to translate into that continued growth as we see it into 2018. From a margin expansion 
perspective, I think that again we've got a 2021 target that we're headed towards, so I think a combination of 
things coming together will arguably help us continue to expand our margins as we think forward, whether that's 
the network effect from the appraisal side of the house or increasing some of what otherwise be our total top line 
revenues from our Title and Closing business.  
 
Jason, any other thoughts on that? 
 
Jason Smith: 
 
No, I think that's a great overview. The big driver for our growth is market share expansion. The mortgage market 
will fluctuate as—I think as we were able to see through some of the MBA revisions they can go back 
retrospectively and be all over the map. We've got great line of sight into our clients and what they're seeing in 
their pipelines in terms of readiness for that additional volume, and so as we continue to grow market share we're 
bullish on that marketplace. I'd reiterate that 2017 was a robust year in terms of market activity, just a tough comp 
in terms of 2016 with a Brexit-related bump in the market. 
 
Daniel Chan: 
 
Okay, thanks. Do you still have two of your Tier 1 customers that you need to onboard onto the platform? If so, do 
you have any more visibility now on when you may be able to do that? 
 
Jason Smith: 
 
That's a great question. You'll recall that we have master services agreements with all of the Tier 1s and there's 
some multiple segments of these banks that our services are relevant to, and so we've been expanding into all 
those segments across both Appraisal and Title and Closing, but the big origination markets are on the appraisal 
side are very important to us. We are engaging very well with those remaining customers and I think in 2018 we'll 
see a great expansion of those relationships. 
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Daniel Chan: 
 
Okay, great. Just a final one for me. You're obviously gaining significant wallet share with your Tier 1s. Are those 
tracking to what your expectations are? 
 
Jason Smith: 
  
Yes. I think in both the Tier 2s and the Tier 1s, we're right on track. We've launched a number of new Tier 2s in 
2017. Some of these lenders, although the top 100 lenders control 92% of the spend, they can move around in 
terms of their short-term strategies, grabbing share, focused on marketing campaigns, etc. We're focused on 
having the great clients over the long run versus chasing short-term strategies with the lenders, and so we're 
across the board focused on deep expansion with all of those customers.  
 
Daniel Chan: 
 
Great. Thank you. 
 
Jason Smith: 
 
Yes. 
 
Operator: 
 
Your next question comes from the line of Thanos Moschopoulos with BMO Capital Markets. Your line is open. 
Please go ahead. 
 
Thanos Moschopoulos: 
 
Hi, good morning.  
 
Jason Smith: 
  
Good morning Thanos. 
 
Thanos Moschopoulos: 
 
Good morning. Maybe starting off with the net revenue margins to help us understand some of the moving parts 
there. It sounds like, if I understood it correctly, that your appraisal net revenue margin increased year-over-year 
but maybe declined on the title and closing side as you're ramping the Title 2.0 platform. Did I understand that 
correctly? 
 
Bill Herman: 
 
I think there's a couple of things here. Your question was on, I believe, a year-over-year basis, Thanos, just to make 
sure... 
 
Thanos Moschopoulos: 
 
Yes. 
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Bill Herman: 
 
Clearly there's a few things going on in our net revenue margins on the year. Obviously the contribution of Linear 
for the full year was a significant contributor to net revenue margins year-on-year. There's a partial offset to that 
obviously from the increase of activity, organic growth in the appraisal side of the house. When you're looking at it 
on a dollar basis those are probably the most significant contributors.  
 
When you isolate it down and distill it down to the quarter and just to see how we performance of late, it really 
was about revenue mix. Thinking of the quarter in particular, there was a pretty significant uptick of revenues from 
the appraisal side of the house, which we all know to be lower margin on a net revenue basis contributor, versus 
title and closing.  
 
When you look through that mix and you look at our quarters in particular, this last quarter, you're seeing revenue 
mix impact margins, together with some lower margin business coming in in the Title side which was nicely offset 
by the network effect in the appraisal side of the house. We're gaining that market share—sorry, that gain in 
margin that we're expecting, my apologies, which is great, which again we're looking forward into 2021 to 
continue to build on as we look forward. 
 
Thanos Moschopoulos: 
 
To clarify a point, clearly the Title business has a much higher net revenue margin, but as you launch and you 
migrate customers to the Title 2.0 platform, remind me what that does to the Title net revenue margin 
specifically? 
 
Bill Herman: 
 
Yes, so Thanos, when we think about the business that is our Title and Closing business, I mean, and I always like to 
use this as sort of the benchmark by which to measure, when we bought the Title and Closing business it was doing 
about $60 million of revenue, $40 million in net revenue, $10 million in EBITDA, all very rough estimates, but as we 
think forward in the network management environment that we're looking to execute on not only in the short 
term but clearly over the longer-term, those numbers, assuming a $60 million base of revenues, changed to a $30 
million net revenue number and a $15 million EBITDA contribution.  
 
That's how we're seeing those—the impact of moving to network management effect, the Title and Closing 
business in particular, but really again all of that change is built into but we're thinking of when we look to 2021, all 
of that has been built in, that transition to the network management platform is already there, and so we're 
expecting to see continued expansion of net revenue margins through to 2021. 
 
Jason Smith: 
 
I think what I'd add to that, Bill, is the output of course through the network management model is significantly 
better service level, and so that being quality, be it in customer service, be it in turnaround time. Those are the big 
drivers for market share growth. So it allows us to be more scalable as a business but really driving that enhanced 
value proposition to our customers which has allowed us as we've demonstrated in the appraisal business to grow 
market share rapidly. 
 
Thanos Moschopoulos: 
 
Great. Just remind us on the timeframe, is it basically the goal is to have the bulk of your centralized refi business 
for title and closing on the platform by the first half of calendar '18? Would that be the timeframe? 
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Jason Smith: 
 
Yes, that's correct. As we've communicated, the first focus was really on hardening the business and—which really 
for regulated banking is that you can meet all of their requirements, and that's not just technical security, that's 
operational adherence to all of the state and national regulatory agencies, all the audit functions, etc. We've put a 
large focus on that. The second piece, we're starting to move the network and the operating model to that of the 
network platform approach that we use in appraisal. Then the last leg of that is actually porting it, literally, on the 
appraisal platform and that work is well underway.  
 
We're in a position now where we can be servicing our Tier 2 lenders, providing an enhanced value proposition 
than existed prior to the acquisition and then enjoy greater scale and even a further enhancement of those key 
KPIs as we move into the platform at the end of—towards the end of Q2. 
 
Thanos Moschopoulos: 
 
Great. Maybe just a housekeeping question. Would you happen to have your market share exiting the year for the 
Title and Closing business? 
 
Bill Herman: 
 
Yes, so Thanos, this is Bill again. When we calculate our exit market share for Title and Closing, we're a little over 
0.3%, 0.32. 
 
Thanos Moschopoulos: 
 
Great. Thanks guys. I'll pass the line. 
 
Operator: 
 
Your next question comes from the line of Robert Young with Canaccord. Your line is open. Please go ahead.  
 
Robert Young: 
 
Hi, good morning. I wanted to continue one of Dan's earlier questions. He was talking about two of the Tier 1s 
which hadn't launched yet. Of the four that you have launched, I think one hasn't started to ramp yet, and I was 
hoping to get an update there. 
 
Jason Smith: 
 
Robert, can you ask your question again? Sorry. 
 
Robert Young: 
 
Sure. 
 
Jason Smith: 
 
Your focus is on the four that we have live or on the two that—in the core origination channel that we're still 
moving through the sales cycle? 
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Robert Young: 
 
The four that you have launched. I believe that there's three that are ramping and a fourth one that would be 
slower, and I was hoping that you could give an update on that fourth one. 
 
Jason Smith: 
 
Yes, so we actually are ramping with all four. What we're really focused on at this year-end is giving an overall 
market share number. It's a lot of work. You guys saw how much the MBA moved their estimates around; in fact, 
adjusting 2016 by about 15% retroactively. Freddie and Fannie haven't moved their numbers. We've done a lot of 
work working with our customers, every available data source to sort of come up with that key KPI, that market 
share penetration in the overall appraisal business, and we're going to do that once a year, and then what we're 
going to provide throughout the quarters in 2018 is some more qualitative data points with respect to how we're 
growing in share within that customer base.  
 
I think Robert, moving from 5% to 6.5% over the year with 30% growth, we are so pleased with our revenue CAGR 
guidance by 2021 is that 25% range. So that key drivers, that 30%, about half of that 30% growth this year came 
from the Tier 1s and we're seeing that consistent market share growth across all of our live customers, the other 
customers we're—in other segments of their business and we are actively now we've brought the value 
propositions together focused on appraisal and title and closing within those large market segments to achieve our 
long-term goals. 
 
Robert Young: 
 
Okay. Then like you said, half of the growth came from the larger customers and last quarter you said that you're 
seeing the larger regulated banks getting more aggressive in the mortgage lending business overall. I think you 
touched on this a bit. Could you just talk about what that means for 2018, what it means for your business and the 
focus on the Tier 1 lenders? 
 
Jason Smith: 
 
Yes, I think we're still a couple of months into the first quarter. We're not trying to call the mortgage market for 
2018. I think the MBA showed how even the retrospective numbers can be moved around, but I would say that the 
feedback we're getting from the clients and their pipelines is strong and that we expect our market share 
expansion, which we control, to be delivering on plan.  
 
We look out and we see ourselves focused on that 2021 of growing to 15% to 20% market share on the appraisal 
side, 1% to 3% in the title side and sort of see a healthy, robust mortgage market through that period of time. 
 
Robert Young: 
 
Okay, and then maybe I'll ask you about the cash balance. You've got a fair amount of cash on the balance sheet 
and just maybe talk about your plans for that in 2018, and I'll pass the line. 
 
Jason Smith: 
  
Sure. As I think we've been consistent to this end, which is first and foremost the growing within our large 
regulated banks on both the appraisal and the title side is very important, it's the key driver of value creation for 
the business. So, always maintaining a strong balance sheet is a focus for the Company. We do have a robust 
corporate development capability in the business. The title and closing market is such a massive opportunity. 
Looking at areas where we still don't have licensing, they do tend to be the smaller states. And other opportunities 
to provide a full service offering as we engage with our customers is our focus. We are a growth company, where 
we've got—we've made a large investment in Linear. We've got great customers. We've got a focused team with 



 
Real Matters – Fourth Quarter and Fiscal 2017 Conference Call – November 28, 2017 
 
 

11 

our platform. So our key focus is to drive growth organically and be thoughtful around acquisition opportunities 
that can help that along with a primary focus on the title and closing market. 
 
Robert Young: 
 
Okay, great. Thanks. 
 
Jason Smith: 
 
Thanks Robert. 
 
Operator: 
 
Your next question comes from the line of David Ridley-Lane with Bank of America Merrill Lynch. Your line is open. 
Please go ahead. 
 
David Ridley-Lane: 
 
Thank you. I wanted to ask—there was a recent acquisition by CoreLogic of Mercury Network, a provider of 
appraisal software. Wondering if you see that impacting the competitive landscape for you, and just curious as to 
what percentage of your U.S. business came through banks using that Mercury software. 
 
Jason Smith: 
 
Sure. Well, I'll start with your last question. Almost none, and that's really a segmentation issue and I think we've 
known that the management team at Mercury both under their previous ownership and the ownership previously 
very well and are highly engaged with our customer base. I think with 92% of the appraisal volume coming through 
the top 100 banks, the sort of the connectivity solutions that that customer base largely uses are other means, and 
so as of this date we don't have one customer that is a Mercury connected platform. There's thousands of lenders 
that make up sort of the bottom segment, the bottom two tiers of the mortgage market and that platform 
historically has been focused on that segment.  
 
Our approach to connecting is it's very much with our customers and our customer alignment and we're focused 
on our value proposition being top of mind with the customers. We work with our customers to figure out what 
the most effective method of adding value to their appraisal and coming to title and closing operations is, and if 
that means connecting to another partner then we will, but for the most part we're really focused on engaging 
direct with our customers and understanding their unique issues and delivering value with our network platform. 
 
David Ridley-Lane: 
 
Got it. It's just not your customer base, pretty clearly. Just want to ask since there are a lot of moving pieces on the 
net revenue margin, based on the outlook for purchase and refinancing volumes on your plans to transition the 
Title business to the network model, should we expect net revenue margins to be down a little bit in fiscal '18 
given those trends? 
 
Bill Herman: 
 
David, this is Bill. When we're thinking of 2018, it's really—there's a couple of combinations of things that are 
happening in our expectations for 2018 and beyond and it really resonates this way whereby the revenue growth 
we expect to come from title and closing, not to say it's not coming from appraisal, but it'll be a greater proportion 
of our total revenues, not only through to 2021 but you're starting to see some of that manifest itself into 2018 so 
you're naturally going to get a lift in net revenue margins from just the shift in revenue mix. Then, in addition to 
that, the network effect that again that we've seen in our appraisal business has really started to—you could really 
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see it show its stripes, as it were, in Q4 is really the next sort of element that helps us improve margins as we think 
forward.  
 
I get your question. There might be a little bit of maybe short-term noise, like really short term, depending on how 
the market performs, refi versus purchase, but as we're thinking longer-term, those are the elements that are 
going to drive our margins forward. 
 
David Ridley-Lane: 
 
Understood. I did want to ask on the initial conversations with existing appraisal clients around adding those 
refinancing, title services, is there any—in terms of quantifying that pipeline the number of customers you're 
having conversations with or MSAs that you signed? Just trying to get a sense of how big the pipeline is. 
 
Jason Smith: 
 
Yes. I think it's exceeding our expectations, is sort of what I would say off the top of my head. We drove the 
combination of our sales and account management teams and the rebranding of Solidifi based on the discussions 
we were having with the customers. Right now with over 60 of the top 100 banks as customers we are actively 
engaging across that entire stream of customers, not just appraisal in all their segments or valuation of all their 
segments, but now title and closing. We are engaged in RFI and RFPs on the title and closing slide within those Tier 
2 and Tier 1 customers, and I would tell you that that is faster than we were anticipating. Our original model did 
not have a Tier 2 bank coming live in even with a small part of their business into the very back-end of 2018.  
 
This is a very large market, just a share of a couple of Tier 2 banks doubles the existing business and so we're laser-
focused on that growth but doing it in a disciplined way that drives that network management value proposition 
and allows us to grow share over the long run. We're being very thoughtful about it but we're engaging very 
aggressively based on the feedback that we've had from the client base. 
 
David Ridley-Lane: 
 
Understood. Thank you very much. 
 
Operator: 
 
Your next question comes from the line of Paul Steep with Scotia Capital. Your line is open. Please go ahead. 
 
Paul Steep: 
 
Great. 
 
Bill Herman: 
 
Good morning Paul. 
 
Paul Steep: 
 
Good morning. Just one quick follow-up. On the inspection scheduling product, just what's the thought process in 
terms of the roll-out there across the base? 
 
Jason Smith: 
 
We're live. We've been actually working on this for years. It's a great question, Paul. The challenges in consumer 
scheduling are not what would look like on the surface to have an app that allows the consumer to select their 
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times or even an app for the appraisers since so many of them manage their schedules and their times in an offline 
world, not in a calendar or on a platform. We've been really thoughtful around how we were going to nail the 
logistics management capabilities such that we could understand where there's capacity, where we can 
understand the right appraiser. If you're going to have a complex multimillion dollar property you have to have the 
right appraiser and not just any appraiser, and the reality is is that for consumers today when they've—or 
historically when they've been able to connect with an appraiser they're agreeing a set time and so you've got 99% 
of adherence to that SLA, and what we were really focused on was if we set an expectation with a consumer, 
we've got to deliver it because nothing will create more noise within that bank than 10% of the customers taking 
the time off work, we set an expectation.  
 
We really focused on fulfillment. We opened it up market by market because the challenge for us was not so much 
in the consumer or the lender side, but in really ensuring that we had that capacity and using evidence to drive the 
road map. We've increased the number of markets dramatically, it's open and we manage this across our customer 
base, and so we're seeing a reduction in turnaround times because there's less lag there when we do that, but 
we're very thoughtful to make sure that we're delivering a highly compliant appraisal to the lender.  
 
The devil's in the detail. I like the analogy that if we were FedEx delivering 90% of the toys to little Billy and Jane 
before Christmas is not a good number, 10% after Christmas on Boxing Day would create more noise than an 
organization would want to handle. We're very focused on the tails, very focused on actually enhancing the net 
promoter score for our customers versus moving away with a shiny object.  
 
Paul Steep: 
 
Great. Just fast last one for me. On the shift in the title business towards network, it's clear that you're going to 
finish by Q2 and you've given us the impact on the top line. How should we think about what's going to happen 
with internal resources and the shift of where you'll put staff there? Are people are going to shift more to Title 2.0 
or what's going to happen on the internals of that piece of the business as we going through the first half? Thanks. 
 
Jason Smith: 
 
Yes. I would answer that in two ways, Paul. The first I would talk about are in the R&D investment. So these are not 
two different products, this is the exact same platform that runs appraisal and notary network management or 
abstract network management, attorney network management, as well as our Canadian businesses, and so they're 
deployed in different data centers but we get enormous scale off of being focused on that one platform approach. 
We were very disciplined in how we thought through our R&D investment on, to support another large channel 
and we didn't do it in a short term little pop, so it will be a disciplined and continue to be a disciplined and 
consistent investment in features and functionality that create enhancements in key KPIs that allow us to grow 
market share with our customers. 
 
I do not expect any change on the technology side, either up or down. We're very happy with our investment over 
the long run and have a very disciplined product road map to that end. On the operations side, you see quite a 
dramatic transformation. As Bill laid out the long term example, margins, what you really see is a transformation in 
the number of bodies that exist below our lines doing processing related tasks to pushing it out to the network 
who does it right the first time and gets paid very well to do it, and these are local market experts, they know the 
local title agent. Forty percent of counties in the United States are still on microfiche, and so having that local 
market expert that understands the registration process in that local market creates fewer errors but it also 
reduces the follow-up and chasing and error correction issues that we have to do on the downside.  
 
As we make this movement and we're very thoughtful around it by customer we're really focused on the new 
growth, all the new growth, all of it, through our Tier 2 and Tier 1 will happen in the appraisal-like stack, and as we 
think through rationalizing the existing business it will transform to that model that's more reflective of the 
appraisal side of the business.  
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Paul Steep: 
 
Great. Just one quick clarification, if I might. On the channel side of it, could you give us a sense of where you are 
today for the title piece we just talked about and where you think we might be sort of halfway through next year in 
terms of the shift to the business as to how much is going to be pushed out through that channel? Thank you. 
 
Jason Smith: 
  
I don't have an exact percentage for you in terms of how you might see that occur. I think Bill's comments around 
the higher margins on the title and closing side regardless of the model and the growth there, off that sort of the 
appraisal side just on an absolute dollar basis, and so we'll be very thoughtful and doing the right investments 
based on KPIs and market share gains for our customers on the long run. 
 
The challenge, and you referenced the technology buildout, when you're building these businesses, there's one 
further step and that's the network. One of the reasons why we said Tier 1 banks on the origination channel, the 
large origination channel, later—I think it was to the back into 2019 that we wanted a small piece of one of those 
Tier 1 banks, is not then because of the technology, the operating model, but it's having the breadth in every single 
in that network, in every single county across the U.S., where the Tier 2s we can be very thoughtful in terms of 
regional Tier 2 lenders, build out the networks and get that scale. You can't just build a network ahead of volume. 
We're good at this. We've done this very well on the appraisal side of the business. But that whole margin profile 
enhances or expresses itself, the end game, through the technology, the operating model, the internal staffing 
model and the network model. I would tell you that I think we've been very disciplined in how we did it on the 
appraisal side without massive swings. We also believe in operational discipline. We'll just be thoughtful for how 
we build that out. 
 
Paul Steep: 
 
Okay, thank you. 
 
Jason Smith: 
 
You're welcome. 
 
Operator: 
 
Your next question comes from the line of Richard Tse with National Bank Financial. Your line is open.  
 
Richard Tse: 
 
Yes. Thank you. On the appraisal side looking out to 2021 in terms of the market share, so the progression from 
today, I guess 2018 going forward, is it fairly linear or is this sort of weighted from one end to the other? Just kind 
of want to understand how that sort of rolls out. 
 
Jason Smith: 
  
I would say more linear, would be how I'd answer your question, Richard. 
 
Richard Tse: 
 
Okay. I think you guys are clearly making some waves here. I haven't really heard much in the way in today's 
comments on the kind of environment and how the incumbents are responding. Is price something, a tactic that's 
being used now or is there some other thing that your competitors are responding with?  
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Jason Smith: 
  
Well I would say that I think given the regulated nature of both the appraisal and title and closing we have not 
seen a price response passed through services and consumer, the homeowner that's buying, and so really focusing 
on fantastic service, reducing the internal cost that the bank needs to have that are not recoverable because we've 
done the job right the first time is our key focus and really enhancing that end consumer's experience.  
 
From a competitive perspective, I'd say that we're engaging well and growing share based on execution. I think 
that delivering high quality and fast turn times in both of the service offerings is what's key and having a platform 
and an approach to do it is—and the right network has proven to be right for us. So there's nothing specific that I 
would highlight in terms of the competitive response, Richard. 
 
Richard Tse: 
 
Okay, and then obviously a lot of moving parts here across a couple of different business lines. So as we look out to 
the next 12 months, what would you say are sort of the couple of key milestones that we should be sort of 
watching for and evaluating to sort of ensure that your kept right on track with respect to the program here going 
forward? 
 
Jason Smith: 
 
Well I think title and closing, title and closing, title and closing. I think we're planning on keeping you guys abreast 
on how that engagement with those larger Tier 2 lenders is going, the launches, the market share. I'd look to some 
early wins with some Tier 1 banks in other segments of the title and closing market such that we can start engaging 
with them and be laying the tracks to that longer-term origination opportunity in the title side. I think we'll, much 
like we did at the Mortgage Bankers Association, provide you guys with opportunities to understand how that 
network effect and that technology is playing out in the business as its transforming and those are our big drivers. 
We're continuing to connect the enhanced consumer experience across the appraisal and the title side. It's a big 
focus for us. We believe it's very important to our banks given the demographic of new homebuyers. We're very 
focused on not just having great, flashy apps and technology but great fulfillment. We're very thoughtful around 
how we set those expectations and so I think continue to track our milestone development there will be important 
in 2018.  
 
Richard Tse: 
 
Okay. Just a last one for me. I get this question a lot and I'm actually kind of curious to see what you think about 
this. With the expiry of the lock-up period, what's your take, realizing kind of any sort of huge gyrations either way, 
maybe give us some impressions on that from your perspective.  
 
Jason Smith: 
 
Yes, I mean, I think there's certainly from my perspective some overhang there. I think we are in a robust mortgage 
market. We're continuing to grow share. We're continuing to deliver on the title and closing. We're very focused 
on that long term 2021 goal. I know that it's a tough business to comp relative to others. I think the benefits for us 
in terms of the massive stickiness of this market, we have such a small share of a very large market, we have a 
fantastic franchise base of customers. We'll continue execution of that.  Very hopeful that the stock will perform 
very well in the long run as we continue to deliver fantastic results.  
 
Q2 2018, so that's the January, February, March timeframe, is forecast to be very similar to the previous Q2. 
Essentially it's just after Trump was elected and the Brexit bump came off, I think just our market share, massive 
30% this year, market share expansion in appraisal, the growth in the title and closing market, will translate well 
over nicely to revenues and sort of neutralize the mortgage market. We remain very focused on delivering and 
building a great company over the long run. 
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Richard Tse: 
 
Okay, great. Thank you Jason. 
 
Jason Smith: 
  
Thanks Richard. 
 
Operator: 
 
Your next question comes from the line of Anshu Deora from Raymond James. Your line is open. Please go ahead. 
 
Anshu Deora: 
 
Good morning guys. 
 
Anshu Deora: 
 
Can you discuss the 0.3% market share in the T&C market at the end of this quarter, right? At the time of IPO, it 
was indicated that REAL had 0.6% market share and that was the first quarter of 2017. Could you just discuss what 
happened there? 
 
Bill Herman: 
 
Sure. I think it's best expressed as this is ultimately an estimate, it's an estimate at any given point in time, and 
when we look at the 17% increase in market share that'll be enjoyed in title and closing, existing 2017 versus 2016, 
it really is a reflection of what happened to the size of the market. That's really the short of it, and how do we 
participate relative to that market size. When you think of how refi, for example, performed in total relative to 
purchase, the total size of the market, it was a significant decline, clearly over the period some 40%-plus, and I 
think that played out in our market share numbers. But at the end of the day laser-focused on the growth. I mean, 
the prospects for growth as we think forward into 2021 and  how we're going to continue to look forward, again, I 
think this is going to play out the way we intend it to and we're going to be in that 1% to 3% range by 2021.  
 
The other thing I think we would remark about is the MBA's revised estimate for 2016 was not insignificant and 
that obviously had a factor on the manner in which we think about our total market share in that space. 
 
Anshu Deora: 
 
Okay, that was very helpful. The MD&A also mentioned how REAL earned lower margin services revenue in the 
Title and Closing. Which service within T&C was this? 
 
Bill Herman: 
 
I'm sorry, just to make sure, so were you referring to—sorry, I missed the question, I apologize. Can you repeat it? 
 
Anshu Deora: 
 
Yes, that's okay. The MD&A mentions how REAL earned lower margin service revenue in the Title and Closing 
service line. Which service within T&C was this? 
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Bill Herman: 
 
Yes. We have some search only, some collateral review type work, those are the types of services that impacted 
margins in this quarter in particular as we look to our Q4 results in our Title and Closing business. But again, as we 
think—thinking forward and how we're going to grow those revenues in Title and Closing in particular, it's not 
going to be from those revenue streams but rather the focus on the refi side, more mortgage origination market, 
and that's where we see the growth forward. 
 
Jason Smith: 
 
Yes. 
 
Anshu Deora: 
 
Okay. My last question for you and then I'll pass the line is the market-adjusted revenue growth for the full year Q3 
was 13% and fourth quarter was 17%. Why was the first half of this year going much faster and is that the way I 
should be thinking about that?  
 
Jason Smith: 
  
Well, I'll kick it off and see if Bill wants to add. But Q1 for us, October, November, December last year, was quite 
robust. You had Brexit, low interest rates was driving a lot of refi activity and so you still had that hangover from 
that sort of spike in the mortgage market. That's the biggest driver is, back to your question about market share on 
the Title side, I mean the 2016 you've got some different numbers, the MBA made a very significant retrospective 
change to the 2016 numbers by 15%. We've calibrated to that, although we don't agree with it, nor does Freddie 
and Fannie, but these are—the best we can do is estimates. But no matter how you look at it 2016, based on 
Brexit, created a lot of refi volume that was a one-time hit based on our fiscal years that was captured and part of 
our Q1. We focused on consistent market share expansion throughout 2017, which has been a great and robust 
mortgage market, it just still is a tough compare against the peaks that were caused by Brexit.  
 
We anticipate based on where the market's looking for 2018—or sorry, calendar 2018, that this noise will go away. 
 
Anshu Deora: 
 
Okay. Thanks Jason and Bill. 
 
Jason Smith: 
 
You're welcome. 
 
Operator: 
 
Your next question comes from the line of Hubert Mak with Cormark Securities. Your line is open. Please go ahead. 
 
Hubert Mak: 
 
Hey, thanks. I just have one question on the Title and Closing business. I think I heard you talk about potentially 
getting a Tier 2 on for 2018. I guess I'm just trying to understand in terms of your pipeline are you—what's the 
actual deployment timeframe? Is this much—sorry, slower than sort of your typical Tier 3, Tier 4 from signing to 
deployment? If you can kind of give us some color on that. Secondly, obviously it sounds like you have a pretty 
robust pipeline especially on your Tier 2 as well. In terms of the other Tier 2s, let's just say broadly you're working 
on, are they sort of holding off until your first one gets successfully lived or are they sort of moving forward with 
you despite maybe you having the first one live? 
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Jason Smith: 
 
Great. Fantastic question, Hubert. I would say number one that yes, and you know I'm a big crossing the chasm 
fan, so without a doubt the Tier 3 lenders, the Tier 2 lenders and the Tier 1 lenders do think differently than one 
another and classically a lot of work we had to do in the appraisal side of the business to be thoughtful in how we 
penetrate each of those tiers. The fact that we have existing master services agreements and deliver our appraisal 
business so well against these channels, has dramatically reduced that issue. I think also the challenging KPIs that 
the industry has on the title and closing side and also provided us with a great opportunity to accelerate some of 
that.  
 
I would tell you the Tier—that each lender has a different driver based on where they are in operating their own 
business and so some of that can drive. We've been focused on having a good cross-section of customers really 
focused on strong regional lenders with an emphasis on regulated banks such that we can be disciplined in how we 
build out the networks at the same time. So yes, we're going for revenue growth but we're building out our 
networks at the same time and you can't build out the network before volume or you have burnt the network.  
 
We've built up this strong capability on the appraisal side and so that's what's driving us forward, but the sales 
cycle here is much faster than it was for us on the appraisal side of the business. 
 
Hubert Mak: 
 
Okay, great. Thanks. 
 
Jason Smith: 
 
You're welcome.  
 
Operator: 
 
We have no further questions at this time. I will now turn the call back  over to Mr. Jason Smith. 
 
Jason Smith: 
 
Thank you Operator. That wraps things up for today, and I'd like to thank you all for joining us on the call. Have a 
great day. 
 
Operator: 
 
This concludes today's conference. You may now disconnect. 


