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Angie’s List (ANGI) 
 

Shareholder Value 

Capital Executive LLC recognizes the incredible value 

within ANGI.  But something is wrong with ANGI.  

Consider the relative performance of ANGI in the market!  

At its IPO, ANGI closed at $13 on 11/16/11.  Now, ANGI 

trades around $6.50 a share, which represents a decline in 

shareholder value of 50%.  Where is the creation of value?  

Why did ANGI destroy shareholder value when the 

market (RTY) created significant shareholder value?   

 

Furthermore, ANGI’s closest peer (YELP) has created 

significant shareholder value.  At its IPO, YELP closed at 

$15 on 3/1/12.  Now, it trades around $76 a share.  This 

represents an ROI greater than 400%, which epitomizes 

the creation of shareholder value.  Why is there such a 

significant difference in shareholder value? 

 

At the end of the day, both ANGI and YELP should 

basically operate from the same business model.  Both 

provide consumption advice on service providers through 

the consumer review process.   For example, YELP serves 

the entertainment segments (restaurants and bars) whereas 

ANGI serves the repair and maintenance market for the 

home and health care segments.    

 

Every shareholder must ask this basic question: “why did 

ANGI destroy shareholder value when the market actually 

created significant value for the shareholder?”    

 

Furthermore, why did the CEO realize cash compensation 

of more than $23 million since the IPO, even though the 

business strategy of ANGI destroyed ~$300 million of 

market capitalization (shareholder value)!   

 

Several reasons can explain the destruction of ANGI’s 

shareholder value: a) the consumer pricing strategy; b) the 

lack of quality data; c) an inefficient allocation of capital. 

 

The tiered, consumer pricing strategy of ANGI is flawed, 

misaligned and self-defeating.  It values the membership 

fee more than the membership itself.  The objective is to 

penetrate 100% of the target market.  The greater the 

penetration, the greater the leverage with the service 

provider, especially with advertising.  The objective is to 

serve the membership, which builds the membership, 

which creates the value for the service provider, which 

generates the ROI for the ANGI shareholder.  

 

Unless ANGI modifies its consumer pricing strategy, 

HomeAdvisor and “healthgrades” will completely 

mitigate ANGI in the market – because both of these 

competitors value the membership itself, not the 

membership fee.  And by building their membership base, 

both of these competitors will be able to extract greater 

value from the service provider – because they’ll be able 

to offer a larger market to the service provider.   

 

Ironically, both competitors could become very valuable 

to ANGI in a rollup strategy.   From these competitors, 

ANGI could acquire an expertise, strengthen a weakness, 

eliminate the redundancy, create the efficiency and 

generate a healthy return for the shareholder.  It’s a fairly 

straightforward recapitalization strategy. 

 

The ANGI consumer pricing strategy requires an 

inefficient allocation of capital.  According to its five year 

average, ANGI recognizes 92% of its revenue as a sales 

and marketing expense.  The market position (the 

consumer pricing strategy) creates this waste.  The 

objective is to serve the consumer and build the 

membership base, which creates the value for the service 

provider.  And extracting the value from the service 

provider generates the return for the shareholder.   

 

Reposition ANGI as the empathetic facilitator of satisfied 

transactions for both the home and health care segments of 

the market.  ANGI still has the cachet in the market.  It’s a 

great message to the market – but time is running out! 

 

For a more detailed analysis on ANGI, please visit the 

Capital Executive LLC website (Publications/ANGI). 

 

Sincerely,     

Ken Copley  
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