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Mr. Scott Durchslag 

Chief Executive Officer 

Angie's List (ANGI) 

1030 East Washington Street 

Indianapolis, IN  46202 

 

Dear Mr. Durchslag: 

 

I’ve been writing to the Senior Management and Board of Directors of Angie’s List since February of 2014. The 

common stock of ANGI was trading at $17.47; now it trades at roughly $6.00.  My research has been spot on, and you 

can read it on my website – or through Thomson Reuters, FactSet and Bloomberg.  The reason for this letter is to 

further illustrate an attractive strategy for the ANGI shareholder. 

 

In the Home Services segment of the market, charging a fee for a consumer membership doesn’t make sense in the 

current market.  Too many organizations have entered the fray.  And over the long-term, do you really think ANGI has 

the wherewithal to effectively compete with the likes of Google, Facebook, Amazon and even HomeAdvisor?  In the 

beginning for ANGI, charging for a consumer membership worked because ANGI offered a service that was truly 

scarce in the market.  Now, the service has been commoditized by organizations with significantly more resources than 

ANGI both financially as well as the ability to write incredible software code.    

 

To compete effectively in this market, ANGI needs to achieve scale.  I suggest developing a close operating 

relationship with Microsoft.  To illustrate, YELP is currently providing its service to Microsoft through search and 

maps.  And since the arrangement includes search, the YELP service extends into Yahoo.  And this further increases 

the scale and reach of YELP.  Why not ANGI?  You could provide Home Services and Health Care reviews and 

recommendations to Microsoft.  This would give ANGI the scale necessary to effectively compete in the market. 

 

The Health Care component, however, is key right now because no one is really offering an effective service in this 

segment of the market.  Yet it remains the most important decision in a person’s life – quality Health Care.  As a result, 

this type of service hasn’t addressed the needs of the market right now. Everyone should be able to find a good dentist, 

doctor and hospital whenever or wherever the need arises. 

 

In any event, developing a close operating relationship with Microsoft would yield significant benefits for not only the 

market but also the ANGI shareholder.  It would provide ANGI with scale!  And it would work regardless of any 

merger scenario.  To further illustrate, I recommended ANGI merge with HomeAdvisor in September 2014, because it 

made good business sense.  Fortunately, ANGI has the currency (publicly-traded equity) to structure a deal of this 

magnitude.  The question is whether the structure is credibly enough to warrant financing in the capital markets.  

 

I believe my structure would warrant financing in the capital markets.  I’m only asking for 10 minutes of your time to 

further explain my thesis.   

 

Sincerely, 

Ken Copley 

Capital Executive LLC 
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