Innovation
Drives
Growth
2016 Company Report

For CoStar,
2016 was the year
where bold innovation
met explosive growth.
As the leading provider of commercial real estate information,
analytics and online marketplaces, we worked throughout the
year to deliver new tools, technologies and service offerings
that created value and opportunity for the clients, businesses,
markets and consumers we serve.
At the same time, we focused on building our business steadily
and strategically by making smart investments in our sales
force, our multifamily business, our research organization and
our information platform.

Five-Year CAGR: High-Margin Incremental Revenue

$900M

Annual Revenue
In Millions

$800M

Our focus on driving continuous innovation while fostering
smart and steady growth earned us significant recognition in
2016. CoStar was recognized by Forbes magazine among the
Most Innovative Growth Companies in the world, placing it in
the top ten companies within the Software & Services category
for the third year in a row.
Fortune Magazine named CoStar to its 100 Fastest Growing
Companies list for 2016, recognizing our commitment to
product advancement, client support services and industry
leadership. CoStar was the only commercial real estate
technology company to receive the prestigious placement.

$

838M

2016 annual revenue
18% increase over 2015

$

215M*

2016 adjusted EBITDA
139% increase over 2015

112M

$

2016 net-new bookings

90%

98%

for subscription-based
services on annual
contracts

for clients with a
tenure of 5+ years

Renewal rate

Renewal rate

%
24
CAGR

$600M
$400M
$200M
2012

2013

2014

2015

2016

*Reconciliation of non-GAAP financial measures in this report to their GAAP-basis results can be found, along with definitions for those terms, in the Company’s Annual Report
on Form 10-K filed with the SEC on February 26, 2016, and the Company’s Quarterly Report on Form 10-Q filed with the SEC on April 28, 2016, each of which is available on the
Company’s website: www.costargroup.com/investors/sec-filings.
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CEO Letter
Dear Shareholders,
We had another excellent year in 2016, as we continued to build
upon the premier commercial real estate information, analytics
and marketing platform.
The commercial real estate market is massive, with over $50
trillion in assets around the globe – and the services we deliver
are having an enormous impact in the markets we serve.
Over 100 million people are currently employed in commercial
real estate spaces that their companies have found using CoStar
information and analytics, and 83% of all commercial real estate
transactions in the US in 2016 involved the use of CoStar at some
point. We now have over 50 million visits to our websites each
month.

“83% of all commercial
real estate transactions in
the US in 2016 involved
the use of CoStar at some
point. We now have over
50 million visits to our
websites each month.”
Andrew C. Florance

Founder & Chief Executive Officer

Our customer base continues to grow as we expand upon our
existing service offerings and deliver new, innovative solutions.
Nearly everyone involved in commercial real estate can benefit
from our wide range of solutions, including brokers, banks,
institutional investors, owners, property managers, government
agencies, appraisers, retailers, corporations and insurance
companies. Most excitingly, in 2016, millions of people found their
homes using our Apartments.com site.
Across our company, we believe that innovation drives growth.
We continue to invest in all aspects of our business—from
sales to research and technology to marketing— to grow our
leadership position as it relates to our service offerings. We
believe these investments will drive highly profitable revenue
growth for many years to come, and we began seeing the fruits
of our capital deployment in 2016.
Financially, we continued to deliver exceptionally strong results.
In 2016, we grew revenue by $126 million to $838 million, an
increase of 18% compared to 2015. Our renewal rate for clients of
five years or more is an outstanding 98%. We now have 101,000
CoStar North American subscribers, up 17% from 86,000 in 2015.
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Investment Drives Growth
in Sales and Improves
Client Experiences
In 2016, our sales force
generated $112 million of net
new subscription bookings
with strong performance
throughout the year. We
achieved net new bookings
of greater than $25 million in
each of the four quarters of
2016. We had our best year
selling CoStar Suite, and the
fourth quarter of 2016 was
the second highest quarter
ever for both CoStar sales
and Apartments.com sales.
Apartments.com bookings
were exceptionally strong in
the fourth quarter and were
up 62% year-over-year as our
investment in that sales force
began to yield results.

We dramatically
increased EBITDA by
$125 million over the
prior year, reaching
$215 million for the
full year of 2016. This
is an increase of 139%
over the full year of
2015.
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In 2016, we made significant
incremental investments in
sales and customer service
that we believe will deliver
long-term competitive
advantages for many years
to come.

Adjusted EBITDA
margins climbed to 31%,
up 60% from the prior year’s
margins of 19%. We continue
to make significant and
important investments, but we
still expect to grow EBITDA as
well.
We have made a number of
strategic moves to grow our
service offering. We expanded
our presence in continental
Europe with our acquisitions
of Belbex and Thomas Daily.
We launched – and saw a rapid
rise in usage and adoption
of – valuable tools such as
CoStar Market Analytics for
Multifamily and Office, Lease
Analysis and Lease Comps.

In order to put our sales
representatives in close
proximity to our clients and
prospects, we made an
investment to open 30 new
sales offices across the US
in 2016. This has helped us
forge stronger relationships,
increase our local presence
and voice, and share the value
of our products and services
more consistently and with
deeper resonance.

We ended 2016 with
nearly 700 sales staff
and client relationship
managers, which
represents a 30%
increase in sales
employees over the
same time a year
earlier.

Our team of 80 CoStar client
relationship managers came
together over the past year,
dedicated to helping ensure
our customers know how
to get the most out of their
CoStar products and services.
These managers are also
dedicated to helping clients
promote their listings across
our online marketplaces to
the greatest advantage; learn
how our data can help them
develop new business; identify
other solutions that may
help them as their businesses
evolve; and learn first-hand
about new enhancements as
CoStar continues to innovate.
Our client relationship
managers conducted over
53,000 client training
sessions since we launched
the program in April 2016,
reinforcing the CoStar brand
in every customer contact.
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Investment
in Research

Investment
in CoStar Suite

Research is the cornerstone of CoStar. It is what
has differentiated us and allowed us to achieve
outsized returns over many years. Investments in
research are an excellent use of capital as we look
to strengthen our competitive advantage for years
to come.

We continue to see strong
demand for CoStar’s analytic
capabilities. Nearly forty percent
of our revenue now comes from
owners, lenders, and institutional
investors. The commercial real
estate debt and equity sector is
now one of our biggest growth
drivers.

In the fourth quarter of 2016, we began an
expansion of CoStar’s research capabilities to
support our increasing needs by opening a new
research headquarters in Richmond, Virginia. We
are doing more than just adding more researchers;
we are working to make all of our researchers
more productive, knowledgeable and effective. In
particular, they’re focused on educating clients and
prospects about the benefits that come with listing
properties on CoStar.
When we interact with brokers, we are reaching out
to make sure they’re maximizing exposure for their
properties. Our goal is to position clients “frontand-center” across our massive audience of buyers,
brokers, and tenants, so that they can sell their
properties as quickly as possible and earn their fees.
Some 200,000 professionals subscribe to our
services and our audience is responsible for nearly
one trillion dollars in leasing and sales transactions
a year. On a typical day, these professionals execute
eight million searches for properties on our sites.
Beyond that, 93% of the top 1,000 US brokerage
firms use our sites to search for properties for sale
or lease.
On a per-researcher basis, we are dramatically
increasing the number of interviews conducted. We
believe that having more researchers that are more
productive will translate to higher quality data.
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We expect outsized
growth in the debt
and equity area
in the future, and
we are prioritizing
our investments in
research, product
development, and
sales accordingly.
We have invested to
dramatically increase
the number of markets
that our economists
cover with quarterly
written reports.
We now offer daily property–level
forecasting into CoStar, making
this an even more powerful tool.
Building on the success and
popularity of our multifamily
underwriting reports, we released

an underwriting report focused
on office properties. We also plan
to release underwriting reports for
the industrial sector in 2017. All told, we
added 50 new customizable real time
charts and analyses to our products
throughout the past year.
In 2016, we also integrated our CoStar
and Portfolio Strategy services into
one unified platform, migrating 200
remaining client companies from the old
Portfolio Strategy platform to CoStar.
This migration represents approximately
1,800 individual users, and the
conversions have resulted in $4.6 million
in net new annualized revenue. We
believe that by combining the high-level
analytics of the Portfolio Strategy team
with the granular, current, on-the-fly
analytics of CoStar, we have a best of
breed analytics combination
going forward.
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Investment
in Multifamily
Beginning in the second
quarter of 2014, we began
investing aggressively to
expand our platform into
the multifamily sector. Since
then, we have transformed
Apartments.com into a
tremendously valuable brand.

We have become
the clear number
one apartment
Internet Listing
Site based on a
combination of
measurement
factors including
traffic, SEM
traffic, SEO, total
communities, leads
delivered, brand,
revenue, and
EBITDA.
Our leadership position
is strong and growing in
multifamily, and we are
still in the earliest phases.
We intend to build on that
competitive advantage.
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The apartment sector has an
asset value approaching $4
trillion in the US, with more
than 100 million Americans
living in rental properties.
We feel that we have built
a significant competitive
advantage in the apartments
space for generating
marketing and information
dollars. We also believe that
the assets we are building to
serve the multifamily side of
commercial real estate are
synergistic with our office,
industrial, retail, and land
service offerings, since many
institutional users are active
across the multiple verticals
we offer.
The close of 2016 marked the
culmination of nearly two
years of work to make those
investments in multifamily
a success. I’d like to take a
moment to take stock of how
we have used your capital
to create real value through
Apartments.com.
First, let’s look at the
amazing revenue growth
we’ve achieved in a very
short time. In the second
quarter of 2014 when we
acquired Apartments.com, it
had $86 million of revenue.

As we exited
2016, our monthly
revenue annualized
for Apartments.com
advertising reached
$240 million, an
increase of $154
million.
Based on this level of revenue
growth, we believe we are now
the largest, most successful
player in the online multifamily
industry. We did this by utilizing
our information advantage,
rebuilding websites to refocus
on the renter as the ultimate
customer, and being the
first to aggressively brand an
apartment marketing site in
the same manner any mega
consumer sector would.
Our effort to draw more renters
to our sites to create more value
for our advertisers has been a
huge success. In the month we
closed the Apartments.com
acquisition, the site drew just
five million unique visitors for
its advertisers. By January
of 2017, that number had
quadrupled to more than 22
million unique visitors.

As we have
increased visitors and
the time they spend
on our sites, we have also
dramatically increased total
page views – from 23 million
a month on Apartments.com
at acquisition time, to nearly
a quarter billion per month
on our network now. That is a
ten-fold increase in views. We
are still hard at work increasing
our traffic for our advertisers,
and visits to Apartments.com
are up 42% year-over-year,
according to comScore.
Also in 2016, the second full
year of operation of the new
Apartments.com, we had
165 million more visits to the
network than we had in 2015.
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More traffic has equaled more leads for
our advertisers. At the time of acquisition,
Apartments.com generated 2.8 million
leads per quarter. We increased that
number by 210%, to 8.7 million in the
fourth quarter of 2016, and we are still
working hard to grow that lead flow. We’ve
increased leads 62% year-over-year alone.

As we’ve grown traffic and
leads, we have also grown
sales. In the second quarter of
2014, total Apartments.com
bookings were $1.1 million.
That number has grown more
than 12 fold to $13.7 million in
the fourth quarter of 2016.
The impact on our overall business has been
significant as well. In the first quarter of
2014, before we acquired Apartments.com,
our overall CoStar Group bookings were
$13.7 million for the quarter. Bookings grew
114% to $29.3 million in the fourth quarter
of 2016.
We believe our investments in
Apartments.com puts us on a new
trajectory for sales and, ultimately, margin
expansion.
When we acquired Apartments.com
in 2014, the site had 18,000 properties
advertised at an average monthly price per
property of $441. At the end of 2016, we
had 34,000 properties, an increase of 86%
- and we increased the average price per
listing 37% to $606 a month.
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As the number of advertised properties has
grown, we have gained very valuable data
for our information products. There were
no electronic unit level feeds connecting
Apartments.com into customer property
management systems when we acquired it.
Now, we have over 20,000 electronic feeds
covering the majority of our advertisers’
properties. Because of this high-speed flow
of content, we have collected a trillion rent
data points.
We have worked hard to win clients over to
Apartments.com. We held nearly 200,000
meetings with customers in 2016, and what
we hear in focus groups today is that they
now consider us the best sales force with
the best customer service. During our nearly
22,000 surveys we asked: “On a scale of one
to ten, how likely are you to recommend
Apartments.com to a friend?” We scored
9.7 on average, a number that truly speaks
for itself. I believe the levels of customer
satisfaction we’ve achieved, along with our
consistently hard work, have resulted in the
23% sales productivity increase, on average,
of our Apartments.com representatives
in 2016.

and we think that is an essential
and wise investment. By year-end
2017, we plan to have invested
approximately $100 million in
branding Apartments.com, per year,
across three consecutive years – a
total brand investment in excess of
$300 million. It is getting harder to
find people who are not familiar with
Apartments.com.

We are investing in an aggressive
marketing campaign to drive even greater
awareness of Apartments.com in 2017.
You will once again see Jeff Goldblum in
the role of Silicon Valley Maverick Brad
Bellflower, as he shows renters from
all walks of life a better way to find an
apartment using the Apartminternet.

As a result, there is a strong
emerging profitability story for
Apartments.com. In the fourth
quarter of 2016, Apartments.com
swung from requiring investment to
generating profits. We expect that
the profit profile of Apartments.com
will fit the target margins investors
expect from our CoStar business
over the years to come.

We believe we’ve delivered the most
aggressive branding campaign for online
apartment rental listings ever executed,

Today, our Apartments.com
sales team is at full capacity with
approximately

225 field reps. There are over
80,000 large properties that
we are targeting to advertise on
Apartments.com that are not yet
doing so, so we have an enormous
opportunity to continue to grow
our EBIDTA with high incremental
margins on new sales.
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LoopNet

2017 and Beyond

Our plan is to continue to strengthen
our LoopNet marketing solutions, which
are currently generating $100 million
annually. There is a lot of room to grow
LoopNet’s marketing revenue and we
look forward to making the very most of
that opportunity.

We are well on our way to achieving
more than $1 billion in revenue in 2018
and are committed to achieving a 40%
adjusted EBITDA margin exiting 2018.

According to Hitwise, in
January 2017, LoopNet
and our network of online
commercial real estate
marketplaces captured
nearly four times as
many visits as the next
50 websites in that space
combined.
That kind of market presence is
unprecedented; our customers tell
us that LoopNet really generates the
leads they need to lease and sell their
properties.
LoopNet.com is an extremely strong
brand and highly effective tool for
marketing commercial real estate
properties that are for sale or for rent.
For some time, however, many brokers
used LoopNet’s marketing site to also
gather information about commercial
real estate market performance.
Although they may not yet know it,
the information they’ve found pales in
comparison to the rich, comprehensive
and granular data and analytics
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More importantly, we have made
strategic investments in the business
that I believe will continue to help us
build upon the premier commercial real
estate platform in the world.

provided in the CoStar Suite
services we offer. Over the years,
we’ve successfully moved tens of
thousands of brokers from LoopNet
information to CoStar information, but
there’s more work to be done.

Andrew C. Florance

Founder & Chief Executive Officer

Over the next two years, we will work
to migrate tens of thousands of
LoopNet information users to CoStar’s
superior information platform, with
the potential to generate more than
a hundred million dollars of upsell and
cross-selling subscription fees. Most of
these prospects will carefully consider
the accuracy and comprehensiveness of
the information in CoStar before they
make a commitment to invest more
with us to use CoStar. In anticipation,
we have been hard at work upgrading
our research capabilities to ensure that
our information is the best it has ever
been when we begin the upselling effort
later this year. Post-integration, LoopNet
is expected to become a pure and
optimized marketing platform.
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CoStar
CoStar delivers immediate,
verified commercial real
estate data that helps
clients confidently spot great
opportunities and make
smart choices ahead of
competitors.

From owners to investors,
lenders and brokers to
managers, professionals
across every aspect of
commercial real estate
benefit from our trusted data
and intelligence solutions.

We combine the power of
our independent research
organization – the industry’s
first and largest – with global
data delivery, software and
application solutions that
help our clients act with
purpose.

As CoStar continues to
move forward in its efforts
to fully integrate the CoStar
and LoopNet commercial
real estate research and
marketing platforms, clients
will realize even greater
benefits in 2017.

During 2016:

83

%

Of commercial
real estate
transactions
included a
CoStar user*

1.4M

Daily database
updates*

5M

Searches
made daily*

CoStar helps clients:
Know more now:
Combining verified data, updated in real
time, with analysis and context
Make it happen:
Providing access to a community of
experts and deal-makers, giving clients
the confidence to make the big decisions
Build tomorrow:
Helping users build their books of
business, and their reputation

*Across CoStar and LoopNet
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LoopNet
LoopNet continues to
retain its significant lead in
commercial real estate online
searches.
Monthly traffic to the
marketplace is thriving,
with more than five million
monthly visitors coming
to look for their next place
of business or investment
property*. End users, tenants
and investors make up 99%
of the traffic to LoopNet

and the site continues to
deliver quality leads to its
advertisers.
In 2016, LoopNet launched
a next generation
website offering mobile
responsiveness, Google
Map integration, improved
search capabilities and a new
design. Following the launch,
the brand saw a 15 percent
average weekly increase in
total leads submitted.**

Every Day on LoopNet:

1,900 1.6M 930K
Listings added**

*Google Analytics, 2016
**LoopNet internal data, 2016
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Searches**

Listing views**

The brand doubled its field-based
and inside sales teams to respond to
the incredible demand in the market;
introduced tiered advertising and a new
“add a listing” feature that links directly
to the CoStar database; and began
integrating listing distribution partners
CityFeet and Showcase, both of which
will relaunch in 2017 as part of the overall
CoStar/LoopNet unification effort.
During 2016, LoopNet also took its first
steps toward a full integration with
the CoStar product, which will offer
tremendous benefits, visibility and ease
of use to clients in 2017.
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Apartments.com
awareness for
Apartments.com, and
propelled the site to even
greater heights in traffic.
Advertising efforts were
sustained year-round with
nearly 7,000 commercials run
on top programming across
major networks, combined
with innovative digital and
social integrations.

2016 marked a year
of new highs for
Apartments.com, the
premier marketplace for
renting a home in the
United States.
Apartments.com made
significant investments in
marketing and technology in
2016, exceeding expectations
across areas including
sales revenue, customer
subscriptions, website visitors,
total listings inventory, and
overall customer satisfaction.

As a result, the brand
maintained its leadership
position as the #1 most
trafficked apartments listing
site, with over approximately
11.5 million average monthly
unique visitors (up 79% YOY),
with total site visits doubling
to 374 million.†

The brand kicked off 2016 in
a big way with a Super Bowl
ad campaign that achieved
the highest ever brand

24M

*

True LeadsTM

ComScore, 2016
*Apartments.com internal data

†
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47

%*

Properties
added

900K+

*

Total listings

In 2016, we also continued our efforts to
provide the most options of available rental
units by expanding into new multifamily market
segments and increasing the number of properties
on our automated feeds program by 47%. As a result,
total listings grew to over 900,000 units including
apartments, townhomes, condos, and single family
homes, broadening the selection of rental options to
meet different consumer needs.*
We accomplished all this while maintaining a low
cost position and increasing the overall value to our
advertising clients. Last year we delivered nearly 24
million True LeadsTM to our communities, an increase
of 45% over the previous year. True Leads are the most
valuable leads a property can get – as they represent
serious, in-market renters that come to our clients as
highly qualified prospects.
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BizBuySell

Lands of America
The CoStar Land Network is the largest online
marketplace for rural real estate, with its
leading listing websites Lands of America and
Land And Farm collectively receiving 3.8 million
visits* and 16 million page views* each month.

BizBuySell operates the leading network of
business-for-sale marketplaces, with over one
million monthly unique visitors and an average
of 7,500 new paid listings added monthly in
2016.* The websites, comprised of BizBuySell,
BizQuest and FindaFranchise, achieved a 20%
increase in total subscribers from year-end
2015 to year-end 2016.**

Published quarterly, LAND and Texas LAND
magazines are the largest rural property
publications in the country, reaching 75,000
high-end readers and land enthusiasts.

BizBuySell has greater than 80% market share
among business brokers, according to the
Business Brokerage Press Industry Survey. Over
7,800 sold business comps were submitted by
broker subscribers in 2016.

Continued technology investments throughout
the year likewise delivered strong year-overyear results, with a 10% increase in unique
visits* and 7% growth in organic sessions.*

In 2016, BizBuySell
websites generated:

116M 48M
Page views†

Listing views†

* Google Analytics, January-December 2016
**LoopNet internal data, January-December 2016
† Connexivity/Hitwise
∞Than any other business-for-sale listing marketplace, Connexivity/Hitwise
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9X

More visits∞

14% 24%
Revenue
increase

Increase in
mobile searches

* Google Analytics, January-December 2016
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CoStar in
the Community

CoStar
International
CoStar’s international presence
grew steadily throughout 2016.
CoStar Europe acquired Germany’s
leading commercial real estate
news aggregator, Thomas Daily,
significantly broadening its
international presence and serving
German investors, which represent
an important economic influence
in both US and UK markets.
CoStar UK successfully completed
the transition of clients from
the retired FOCUS product to
CoStar Suite; the major surveying
practices and many of the small
and medium practices in the UK
all use CoStar Suite today.

CoStar
International
also built upon its
acquisition of Belbex
in Spain in 2015, tripling
resources and preparing
to launch products into the
Madrid marketplace in the
coming months.
CoStar Canada expanded
its operations in 2016, with
significant investments in a new
local research center; a new
headquarters office; expanded
leadership; and entry into the key
Ottawa and Edmonton markets
in addition to Toronto, Vancouver
and Calgary.

CoStar Builds is CoStar’s company-wide volunteer
and philanthropy program. Together, we offer our
time, effort and contributions to help improve,
sustain and brighten the communities in which we
live and work.
Our goal is to make a difference, and our focus
spans three key areas: nurturing and sustaining the
environment; serving and helping communities in
need; and fostering and furthering children’s health
and education.
Our employees contribute thousands of hours each
year to support worthy causes in our local markets
and beyond, including:

CoStar UK

16%

YOY increase
in revenue

89%

CoStar Suite
renewal rate*

15.8K
CoStar suite
users*

*As of December, 2016
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Financial
Highlights
Operations

Shareholder Information
Stock Listing
Symbol: CSGP NASDAQ Listed
Independent Auditors
Ernst & Young LLP
8484 Westpark Drive
McLean, VA 22102

2011

2012

2013

2014

2015

2016

$251,738

$349,936

$440,943

$575,936

$711,764

$837,630

$14,656

$9,915

$29,734

$44,869

$(3,465)

$85,071

$0.62

$0.37

$1.05

$1.46

$(0.11)

$2,62

23,527

26,949

28,212

30,641

31,950

32,436

2011

2012

2013

2014

2015

2016

Cash, cash equivalents and
investments

$573,379

$177,726

$277,943

$544,163

$437,325

$577,175

Total assets

$770,117

$1,155,583

$1,250,440

$2,070,483

$2,079,571

$2,185,063

$659,177

$826,343

$927,862

$1,513,546

$1,543,780

$1,654,213

In thousands, except in share data

Revenues
Net income
Net income per share-diluted
Weighted average outstanding
shares-diluted

Balance sheet

In thousands, except in share data

Stockholders’ equity

Reconciliation of quarterly
EBITDA with 2014–2016
quarterly net income

2014

Richard Simonelli
Vice President,
Investor Relations
202-346-6394
rsimonelli@costar.com

2015

2016

In millions

Q1

Q2

Q3

Q4

Q1

Q2

Q3

Q4

Q1

Q2

Q3

Q4

Net income

$9.7

$8.2

$13.0

$13.9

$(6.1)

$(15.0)

$(5.4)

$23.0

$16.7

$15.6

$23.2

$29.6

Purchase amortization

6.2

17.0

16.1

15.5

13.5

13.5

17.1

13.9

11.9

11.5

11.3

10.8

Depreciation and other
amortization

3.7

3.7

4.1

4.2

4.3

5.1

5.4

5.7

5.6

5.9

6.8

6.3

Interest income

(0.1)

(0.1)

(0.0)

(0.3)

(0.3)

(0.1)

(0.0)

(0.1)

-0.1

-0.2

-0.3

-1.2

Interest expense

1.6

3.8

2.7

2.4

2.3

2.4

2.4

2.3

2.5

2.5

2.5

2.6

Income tax expense (benefit), net

5.9

5.0

7.8

7.3

0.6

(7.4)

2.6

10.2

11.2

10.2

14.2

15.9

$27.0

$37.6

$43.7

$43.0

$14.3

$(1.5)

$22.1

$55.0

$47.8

$45.6

$57.7

$64.0

EBITDA
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CoStar Group, Inc.
(NASDAQ:CSGP) is the leading
provider of commercial real
estate information, analytics
and online marketplaces.
Founded in 1987, CoStar
conducts expansive, ongoing
research to produce and
maintain the largest and most
comprehensive database
of commercial real estate
information. Our suite of
online services enables clients
to analyze, interpret and
gain unmatched insight on
commercial property values,
market conditions and current
availabilities. LoopNet is
the most heavily trafficked
commercial real estate
marketplace online with more
than 10 million registered
members. Apartments.
com, ApartmentFinder.com
and ApartmentHomeLiving.
com form the premier online
apartment resource for renters
seeking great apartment
homes and provide property
managers and owners a proven

Transfer Agent and Registrar
American Stock Transfer & Trust
Company, LLC
6201 15th Avenue
Brooklyn, NY 11219

platform for marketing their
properties. Through an exclusive
partnership with Move, a
subsidiary of News Corporation,
Apartments.com is the
exclusive provider of apartment
community listings across
Move’s family of websites,
which include realtor.com®,
doorsteps.com and move.
com. CoStar Group’s websites
have attracted an average of
more than 24 million unique
monthly visitors in aggregate
in the first quarter of 2016.
Headquartered in Washington,
DC, CoStar maintains offices
throughout the US and in
Europe and Canada with a
staff of approximately 2,600
worldwide, including the
industry’s largest professional
research organization. For more
information,
visit costargroup.com.
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