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UNITED STATES SECURITIES AND EXCHANGE COMMISSION
Washington, D.C. 20549
Form 10-K

p ANNUAL REPORT PURSUANT TO SECTION 13 OR 15(d)
OF THE SECURITIES EXCHANGE ACT OF 1934
For the fiscal year ended December 31, 2006

0 TRANSITION REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES
EXCHANGE ACT OF 1934
For the transition period from to

Commission file number: 000-26659

Move, Inc.
(Exact Name of Registrant as Specified in its Charter)

Delaware 95-4438337
(State or Other Jurisdiction of (LR.S. Employer
Incorporation or Organization) Identification No.)
30700 Russell Ranch Road 91362
Westlake Village, California (Zip Code)

(Address of Principal Executive Offices)

Registrant s telephone number, including area code:
(805) 557-2300

Securities Registered Pursuant to Section 12(b) of the Act:

Title of Each Class Name of Each Exchange on Which Registered
Common Stock, par value $.001 per share The NASDAQ Stock Market LLC
Warrants to purchase Common Stock, par value $.001 per The NASDAQ Stock Market LLC
share

Securities Registered Pursuant to Section 12(g) of the Act:
None

Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities
Act. Yesp Noo

Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the
Act. Yeso Nop
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Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the
Securities Exchange Act of 1934 during the preceding 12 months (or for such shorter period that the registrant was
required to file such reports), and (2) has been subject to such filing requirements for the past 90 days. Yesp Noo

Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K is not contained
herein, and will not be contained, to the best of registrant s knowledge, in definitive proxy or information statements
incorporated by reference in Part III of this Form 10-K or any amendment to this Form 10-K. b

Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, or a non-accelerated
filer. See definition of accelerated filer and large accelerated filer in Rule 12b-2 of the Exchange Act. (Check one):
Large Accelerated Filer o Accelerated Filer p  Non-Accelerated Filer o

Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Exchange
Act). Yeso Nop

Aggregate market value of voting common stock held by non-affiliates of the registrant as of
June 30, 2006* $ 657,323,961
Number of shares of common stock outstanding as of February 26, 2007 154,901,278

* Based on the closing price of the common stock of $5.48 per share on that date, as reported on The NASDAQ
Stock Market and, for purposes of this computation only, the assumption that all of the registrant s directors,
executive officers and beneficial owners of 10% or more of the registrant s common stock are affiliates.

DOCUMENTS INCORPORATED BY REFERENCE

In accordance with General Instruction G(3) to Form 10-K, certain information in the registrant s definitive proxy
statement to be filed with the Securities and Exchange Commission relating to the registrant s 2007 Annual Meeting of
Stockholders is incorporated by reference into Part III.

Table of Contents 3



Edgar Filing: MOVE INC - Form 10-K

MOVE, INC.

FORM 10-K
For the Fiscal Year Ended December 31, 2006

INDEX
Page
PART1
Item 1. Business 3
Item 1A. Risk Factors 12
Item 1B. Unresolved Staff Comments 20
Item 2. Properties 20
Item 3. Legal Proceedings 21
Item 4. Submission of Matters to a Vote of Security Holders 21
PART 11
Item 5. Market for Registrant s Common Equity. Related Stockholder Matters and Issuer Purchases of
Equity Securities 21
Item 6. Selected Financial Data 23
Item 7. Management s Discussion and Analysis of Financial Condition and Results of Operations 25
Item 7A. Quantitative and Qualitative Disclosures About Market Risk 42
Item 8. Financial Statements and Supplementary Data 43
Item 9. Changes in and Disagreements with Accountants on Accounting and Financial Disclosure 82
Item 9A. Controls and Procedures 82
Item 9B. Other Information 85
PART III
Item 10. Directors. Executive Officers and Corporate Governance 85
Item 11. Executive Compensation 85
Item 12. Security Ownership of Certain Beneficial Owners and Management and Related Stockholder
Matters 85
Item 13. Certain Relationships and Related Transactions. and Director Independence 85
Item 14. Principal Accounting Fees and Services 85
PART IV
Item 15. Exhibits and Financial Statement Schedules 85
SIGNATURES 91

EXHIBIT 4.01

EXHIBIT 21.01
EXHIBIT 23.01
EXHIBIT 31.01
EXHIBIT 31.02
EXHIBIT 32.01
EXHIBIT 32.02
EXHIBIT 99.01



Edgar Filing: MOVE INC - Form 10-K

This Annual Report on Form 10-K and the documents incorporated herein by reference contain forward-looking
statements based on our current expectations, estimates and projections about our industry, beliefs, and certain
assumptions made by us. Words such as believes,  anticipates,  estimates, expects, projections, —may, potentia

continue and words of similar import constitute forward-looking statements. The forward-looking statements
contained in this report involve known and unknown risks, uncertainties and other factors that may cause our actual
results to be materially different from those expressed or implied by these statements. These factors include those
listed under Risk Factors,  Business, and elsewhere in this Form 10-K, and the other documents we file with the
Securities and Exchange Commission, ( SEC ), including our reports on Form 8-K and Form 10-Q, and any
amendments thereto. Other unknown or unpredictable factors also could have material adverse effects on our future
results. The forward-looking statements included in this Annual Report on Form 10-K are made only as of the date of
this Annual Report. We cannot guarantee future results, levels of activity, performance or achievements. Accordingly,
you should not place undue reliance on these forward-looking statements. Finally, we expressly disclaim any intent or
obligation to update any forward-looking statements to reflect subsequent events or circumstances.
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PART 1
Item 1. Business.
OVERVIEW

Move, Inc. ( Move , we , our ,or us ) creates online resources and tools to help consumers throughout the moving pro
by providing real estate property listings and other content related to residential real estate, moving and settling into a
new community.

In 2006, we changed the company s name from Homestore, Inc. to Move, Inc. and successfully launched our new
Move.com™ web site. The name change symbolizes the scope and commitment we have for our corporate strategy
and we believe will increase our brand awareness and better communicate to consumers and customers what we do.
With the Move.com web site we introduced greatly expanded content, particularly for new homes and rental property
listings and new tools to assist the consumer in the moving process. We believe making improvements in the
consumer experience will help us to retain and expand the consumer audience for our web sites. We also introduced
new product offerings designed to help improve the productivity and profitability of real estate professionals.

In addition to Move.com, we operate the following consumer web sites:

REALTOR.com® (www.realtor.com)

Welcome Wagon® (www.welcomewagon.com)

Moving.com (Www.moving.com)

SeniorHousingNet'™ (www.seniorhousingnet.com)

Homeplans.com (www.homeplans.com)

FactoryBuiltHousing.com (www.factorybuilthousing.com)
Our network of highly-visited industry web sites is the leading consumer destination on the Internet for residential real
estate and move-related information based on number of visitors, time spent on our web sites and number of property
listings. Collectively, the Move network of web sites attracted an average of 9.5 million unique users per month in
2006, according to data obtained from third-party Internet traffic auditor comScore Media Metrix. On average, visitors
to the Move network visit us more than two times per month and spend approximately 27 minutes per month on one
or more of our sites.
We are the exclusive provider of REALTOR®-represented existing homes, new homes and rental listings across
America Online, including AOL.com, Netscape, CompuServe and AOL City Guide and The Microsoft Network
( MSN ), and we are the exclusive provider of new homes and apartment listings on Yahoo! Other significant portal
relationships for the Move network include Excite.com and iWon.com (both part of InterActiveCorp), Internet

Broadcast Systems, Inc. and its web sites for 61 local and network-affiliated TV stations, and United Online through
its NetZero and Juno brands.

Table of Contents 6
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In addition to our consumer web sites, our Welcome Wagon business provides movers with a customized gift book
populated with merchant advertising as well as coupons and special offers from local and national advertisers

delivered via offline direct mail. We also provide a variety of architects home plans to consumers considering building
a new home through our Homeplans business, as well as software solutions to real estate agents to assist them in
managing their client interactions through our TOP PRODUCER® business.

Except for our Homeplans business, all of our services are free to consumers. We generate a substantial majority of
our revenue from selling advertising and marketing solutions to real estate industry participants, including real estate
agents, homebuilders and rental property owners, as well as to other local and national advertisers interested in
reaching our consumer audience before, during or after a move.

Most of our revenue is derived from subscription-based services that allow our customers to easily budget for our
services. With the launch of the Move.com web site in 2006, we broadened our offerings to include more

3
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services for which customers only pay us when a specific action occurs ( performance-based solutions ) and plan to
introduce additional performance-based solutions in 2007. Even with these new pricing models available, we still
expect a majority of our revenue to be derived from subscription-based products. Our sales force consists of a
combination of internal phone-based account executives and field sales personnel.

We were incorporated in the State of Delaware in 1993 under the name of InfoTouch Corporation. In February 1999,
we changed our corporate name to Homestore.com, Inc. In May 2002, we changed our name to Homestore, Inc. In
June 2006, we changed our name to Move, Inc. See Item 7, Management s Discussion and Analysis of Financial
Condition and Results of Operations for a further description of our history. Our corporate headquarters are in
Westlake Village, California. Our phone number is (805) 557-2300. Our periodic and current reports are available,
free of charge, on our web site, www.move.com, as soon as possible after such material is electronically filed with, or
furnished to, the SEC.

OUR OPPORTUNITY

Our business is based on a simple objective: to connect consumers, at any point in their move cycle, with the content,
tools, services and professional connections they need to make the move successful. This simple objective sits in the
middle of a very large business opportunity because the process of moving by consumers is one that attracts a
significant amount of marketing and advertising spend, by a very broad group of businesses.

Our analysis of industry data suggests real estate professionals, including agents, brokers, home builders and
apartment managers, spend approximately $9 billion each year marketing to these consumers. In addition, other data
we have gathered estimates that other advertisers, including local merchants, home improvement retailers, product
manufacturers, home services providers and mortgage companies, spend between $10 to $14 billion attempting to
reach the very same audience. Taken together, these businesses represent more than $20 billion in annual advertising
and marketing spend specifically targeted at the mover audience.

This valuable consumer mover audience is already overwhelmingly on the Internet. In fact, the National Association
of REALTORS® 2006 Study of Home Buyers and Sellers found that 80% of all home buyers are using the Internet in
their home search process. Yet, historically and still today, the overwhelming majority of the marketing dollars
targeted towards these consumers is spent on newspaper ads, print guides, direct mail and other offline sources. These
methods do not allow for interactivity and may use data that is incomplete or quickly becomes outdated. Additionally,
these methods typically reach consumers only within specific local markets and are often distributed on a weekly or
less frequent basis.

That disconnect between today s inefficient advertising practices and the growing online presence of consumers is a
market growth opportunity for online media and one on which we are focused. We believe the migration of this large,
frequently inefficient marketing spend from offline venues to the Internet is starting to accelerate.

STRATEGY

We are introducing the Move'™ brand to consumers as the content rich, friendly, trusted and helpful resource they will
want to use  whether they are thinking about a possible move, are in the midst of searching for their perfect place to
live, or are attempting to connect with real estate professionals and service providers in a new community. In our
efforts to execute on our vision and build a viable long-term business, we are focusing on the following elements:

Provide consumers the highest quality and deepest breadth of content possible. We view the move process as a cycle

beginning with thinking and searching; followed by buying, selling or renting; then financing, moving, settling in; and
finally, nesting. We want to provide consumers with content, tools, services and professional connections relevant to
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every phase of the cycle:

Property listing content. An important part of our strategy for the Move.com web site is to give consumers
access to the most comprehensive selection of resale, new home and rental listings possible. In addition to
offering prominent access directly to REALTOR.com® s unique and comprehensive database of
REALTOR®-represented properties, consisting primarily of resale listings, the launch of the Move.com

4
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web site dramatically expanded the volume of listings for new homes and apartments. We have had in
REALTOR.com® the most comprehensive database of resale listings for many years, but with the Move.com
initiative we also have the most comprehensive database of listings of newly built homes and rentals, and are
working to increase this lead and continuously improve the data quality.

Other move-related content. In addition to property listings, we provide finance, moving and home and garden
content. Our Home Finance offerings include information and decision support tools that help consumers
understand and satisfy their home financing and mortgage needs. Additionally, consumers have access to our

Find a Lender directory, which provides access to a variety of lending professionals. Our Moving channel
contains content, tools and interactive guides for consumers moving to new homes or relocating to another
community, including self-storage information, salary calculators, and school reports. Our Home & Garden
channel is an online resource for consumers seeking to make improvements to their existing home, including
remodeling, landscaping and home maintenance needs.

Neighborhood and community content. Consumers rank the quality of the neighborhood as the most important
factor in determining where to live, according to the National Association of REALTORS® 2006 Study of
Home Buyers and Sellers. A rich content experience surrounding neighborhoods and the local community is a
crucial element in our content strategy. While we already have a limited amount of neighborhood content
available on the Move Network, throughout 2007 we plan to significantly enhance our neighborhood content
and tools and add user-generated content from both consumers and real estate professionals.

Build durable and scaleable business models. We believe a diverse base of customers, products and pricing models
provides more stability during changes in economic cycles and allows customers more flexibility in their marketing
programs. Our customer base includes both real estate professionals and other types of advertisers wishing to reach
movers. Our products range from advertising services, including listing enhancements, graphical display ads,
directories, and direct mail, to technology solutions. During 2006, we broadened our offerings to include more
performance-based solutions; however, we still expect a majority of our revenue to be derived from subscription based
products.

Maintain strong relationships with the real estate industry. To provide consumers with timely and comprehensive
real estate listings, access to real estate professionals and other home and real estate-related information and resources,
we have established relationships with the following key industry participants and in many cases receive preferential
promotion in their marketing activities:

National Association of REALTORS® (NAR). The NAR is the largest trade association in the United States that
represents residential and commercial real estate professionals, including brokers, agents, property managers,
appraisers, counselors and others engaged in all aspects of the real estate industry. NAR had approximately
1.36 million members as of December 31, 2006. Under our agreement with NAR, we operate NAR s official
web site, REALTOR.com®. REALTOR is a registered collective membership mark which may be used only
by real estate professionals who are members of NAR and subscribe to its code of ethics.

National Association of Home Builders (NAHB). The NAHB is the second-largest real estate trade association
in the United States. As of December 31, 2006, NAHB had approximately 235,000 members. Under our
agreement with NAHB, we operate NAHB s official new homes listing web site, Move.com New Homes.

Manufactured Housing Institute (MHI). The MHI is a non-profit national trade association representing all
segments of the manufactured and modular housing industries, including manufactured home producers,
retailers, developers, community owners and managers, suppliers, insurers and financial service providers. As
of December 31, 2006, the MHI had approximately 315 corporate members, and 53 state and regional
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associated members.

American Moving and Storage Association (AMSA). AMSA is a non-profit national trade association
representing the domestic and international moving and storage industry. As of December 31, 2006, AMSA
had approximately 3,200 moving company members.

5
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Multiple Listing Services (MLS). An MLS is a database which allows real estate brokers representing sellers
under a listing contract to widely share information about properties with real estate brokers who may represent
potential buyers or wish to cooperate with a seller s broker in finding a buyer for the property. MLSs are
typically managed by a governing body of local brokers and/or agents who are members of the MLS. We have
relationships with approximately 900 MLSs nationwide, which aggregate local property listings by geographic
location and allow us to display their listing content on our REALTOR.com® site.

PRODUCTS AND SERVICES

In the fourth quarter of 2005, we realigned our business to better ensure that each of our products and services directly
support our strategy and target markets. We now operate under two business segments: Real Estate Services and
Move-Related Services, which for the year ended December 31, 2006, represented approximately 72% and 28% of
our revenue, respectively. For information regarding the results of operations of each of our segments, see

Management s Discussion and Analysis of Financial Conditions and Results of Operations contained in Item 7 and
Note 11 to our Consolidated Financial Statements contained in Item 8 of this Form 10-K.

Real Estate Services Move-Related Services
REALTOR.com® Welcome Wagon®

TOP PRODUCER® Retail Advertising
Move!™ Rentals Homeplans

Move!™ New Homes Moving.com

REAL ESTATE SERVICES

Our Real Estate Services segment provides marketing solutions that allow real estate professionals to reach and
connect with the highly targeted consumer audience we have attracted to our web sites. We do this by allowing our
customers to customize the property listing information contained on our web sites and by allowing our customers to
connect their personal or corporate web site directly to our database of property information, our professional
directories and to traditional Internet advertising products such as banner ads. We also provide software applications
to help real estate professionals manage relationships with their current and prospective customers.

Revenue from the Real Estate Services segment is derived from a variety of advertising and software services,
including enhanced listings, display advertising, customer relationship management applications and web site
development and hosting. These solutions have traditionally been offered on a subscription basis. With the launch of
the Move.com web site in 2006, we introduced performance-based pricing models, in particular to our new home and
rental customers.

REALTOR.com®

The REALTOR.com® web site offers consumers a comprehensive suite of services, tools and content for all aspects of
the residential real estate transaction. We display on REALTOR.com® listing content received from approximately
900 MLSs across the United States, resulting in a searchable database of approximately 3.5 million existing homes for
sale. We also provide a directory of approximately 1.36 million REALTORS® to help guide buyers and sellers
through the real estate transaction process. The property listings on REALTOR.com® typically provide information
that is more detailed and timely than the information included in other media channels, such as newspaper classified
advertisements and print magazines.

Table of Contents 12
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In addition to property listings and neighborhood profiles, we offer consumers information and tools designed to assist
them in understanding the value of their home, preparing the home for sale, listing and advertising the home, home
affordability, the offer process, applying for a loan and understanding the mortgage options available, closing the
purchase and planning the move.

Since REALTOR.com® is the official web site of NAR, as the operator of the web site we present basic MLS property
listings on the REALTOR.com® web site at no charge to real estate professionals. We also offer the
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following services to enable real estate professionals to manage their online content and branding presence and better
connect with home buyers and sellers:

Enhanced listings. Enhanced listing products allow real estate professionals to promote their own listings by adding
multiple photos, virtual tours and printable brochures to the basic listing. The product also provides real estate
professionals opportunities for personal promotion in the form of custom copy, photographs, text effects, links to their
home page and more. Enhanced listings are priced based on geographic market and number of annual listings, and are
sold on an annual subscription basis. Historically, we have sold enhanced listings directly to individual real estate
agents. During 2006, we experienced an increase in real estate brokers purchasing enhanced listings on behalf of their
agents. However, we believe that the majority of our contracts will continue to be with individual agents for the
foreseeable future. Our listing enhancement product represented approximately 25%, 22%, and 19% of our overall
revenue for fiscal years 2006, 2005 and 2004, respectively;

Display ad products. We provide numerous opportunities for real estate professionals to promote individual
properties, themselves or their company brand. These products are priced based on geographic market and are sold on
a three, six or twelve month subscription bases:

Featured Homes™ allows agents or brokers to more prominently display a limited number of their property
listings on the REALTOR.com® web site by presenting them first in any search of their respective zip codes;

Featured Agent'™ allows a limited number of agents to promote themselves and their services on
REALTOR.com® within a geographically targeted real estate audience;

Featured Company'™ allows a limited number of brokers to promote themselves and their services on
REALTOR.com® to a geographically targeted real estate audience;

Featured Community allows a limited number of agents or brokers to promote themselves and their community
on REALTOR.com® to a geographically targeted real estate audience; and

Featured CMA™ allows a limited number of agents or brokers to present consumers with information about
their local market conditions and, in the process, recognize the value of contacting them for professional
consultation and assistance; and

Our Featured Homes product represented 11% of our overall revenue for fiscal year 2006.

Web sites. We design, host, and maintain personal and corporate web sites for real estate professionals. We offer a
series of template web sites designed specifically for agents and brokers, which are sold on an annual subscription

basis. The Enterprise, our media design and production business unit, designs and builds customized web sites for

brokerage customers seeking web sites with specialized features and expanded functionality.

TOP PRODUCER®

Our primary Top Producer product, 7# , is the leading customer relationship management (CRM) software specific to
real estate agents. Top Producer s 7i web-based application features client management, appointment and task
scheduling, Internet lead distribution and follow-up, prospecting automation, comparative market analysis, customer
presentations and mobile data synchronization. Products are co-branded for some of the country s largest franchise
brands, such as RE/MAX, Keller Williams, Coldwell Banker, Century 21, ERA, GMAC and Real Estate One. We
believe that our ability to assist real estate professionals in managing relationships with their customers enables us to
better distinguish the value of our media properties.
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The Top Producer CRM software was sold exclusively as a desktop application until the fourth quarter of 2002. As of
July 2006, Top Producer is offered exclusively as a web-based application that is purchased through an initial annual
subscription. We currently have over 65,000 subscribers using the web-based CRM software.

During 2006, we launched Market Snapshot, a product that allows real estate professionals to effortlessly provide
real-time MLS market updates and trend analysis to their online prospects and clients. Market Snapshot is currently
purchased through an annual subscription and is available on a stand alone basis, or bundled with 7i and other Top
Producer products.
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Move'™ Rentals (formerly RENTNET®)

Prior to the launch of the Move.com web site in the second quarter of 2006, our RENTNET web site included only
content submitted by our rental property owner and manager customers who paid us to include it on our RENTNET
web site. In some markets where we did not have a large customer base and thus there was limited content on our site
relative to all available rental properties in that particular market, this led to a poor consumer experience on our
RENTNET web site. With the launch of the Move.com web site in the second quarter of 2006, we began to index web
sites featuring rental listing content and present the indexed listings to consumers based on their search criteria. With
this new vertical search capability, we were able to substantially increase the available rental listing content that had
been accessible through the RENTNET web site.

We display these listings at no charge to consumers or to rental owners and managers. We also offer the following
services to enable rental property owners and managers to enhance, promote and supplement those listings:

Showcase Listings. Showcase Listings allow rental property owners and managers to promote their listings by giving
them priority placement, adding enhanced property descriptions, highlighting unique property amenities, displaying
multiple photos, offering interactive floor plans and more. Showcase Listings are priced based on geographic market
and are sold on a monthly subscription basis; and

Featured Listings. Featured Listings allow rental property owners and managers to obtain priority placement for their
listings on the search results page. The Featured Listings displayed in the top positions are based on consumer-defined
criteria and the relevancy of listing detail to those criteria. Featured Listings are offered on a cost-per-click basis.

Move'™ New Homes (formerly HomeBuilder.com®)

Prior to the launch of the Move.com web site in the second quarter of 2006, our HomeBuilder.com web site included
only content that was submitted to us by our home builder customers who paid us to include it on our
Homebuilder.com web site. In some markets where we did not have a large customer base and thus there was limited
content on our site relative to all available new homes in that particular market, this led to a poor consumer experience
on our HomeBuilder.com web site. With the launch of the Move.com web site in the second quarter of 2006, we
began to index web sites featuring new home listing content and present the indexed listings to consumers based on
their search criteria. With this new vertical search capability, we were able to substantially increase the new home
listing content that had been accessible through the HomeBuilder.com web site.

We display these listings at no charge to consumers or to home builders. We also offer the following services to
enable home builders to enhance, promote and supplement those listings:

Showcase Listings. Showcase Listings allow home builders to promote their listings by giving them priority
placement, adding enhanced property descriptions, highlighting unique property amenities, displaying multiple
photos, elevations and plans, offering interactive floor plans and more. Showcase Listings are priced based on
geographic market and are sold on a monthly subscription basis;

Featured Listings. Featured Listings allow home builders to obtain priority placement for their listings on the search
results page. The Featured Listings displayed in the top positions are based on consumer-defined criteria and the

relevancy of listing detail to those criteria. Featured Listings are offered on a cost-per-click basis; and

Web sites. For customers seeking web sites with specialized features and expanded functionality, we design and build
feature rich customized web sites for home builders. In addition to the design and set-up of the web sites, we also offer
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hosting and maintenance services.
MOVE-RELATED SERVICES

Our Move-Related Services segment provides advertising products and lead generation tools including display,
text-link and rich media advertising positions, directory products, price quote tools and content sponsorships on our
Move.com™ and other related web sites. In addition, it includes our Welcome Wagon® new-mover

8

Table of Contents

17



Edgar Filing: MOVE INC - Form 10-K

Table of Contents

direct mail advertising products, sales of new home plans, and related magazines through our Homeplans business,
and Moving.com lead generation products for professional moving, truck rental, and self storage businesses.

Welcome Wagon®

Our Welcome Wagon business offers local and national merchants the opportunity to reach movers through targeted
direct mail services. The Welcome Wagon New Mover program integrates local merchant and national advertiser
information into a welcome gift delivered through the mail to new homeowners shortly after their move. The welcome
gift contains a customized neighborhood address book with merchant advertiser listings as well as coupons and
special offers from local and national advertisers. Advertisers in the local gift book also receive priority in
WelcomeWagon.com s new online Local Business Directory, which was launched in 2006. Advertisers typically pay
for the product on an annual contract basis, but we recognize revenue when we deliver impressions by mailing the
product. The Welcome Wagon gift book represented approximately 11%, 12% and 14% of our overall revenue for
fiscal years 2006, 2005 and 2004, respectively.

Additionally, our Welcome Wagon business offers local merchants solo marketing opportunities through its Pinpoint
Mail™ product, which is sold on a per mailing basis. Launched in the fourth quarter of 2004, the Welcome Wagon
Early Advantage'™ product is designed for advertisers who wish to reach new movers at their existing addresses prior
to their actual move.

Retail Advertising

Our Retail Advertising business provides advertisers such as mortgage companies, home improvement retailers,
moving service providers and other consumer product and service companies with an efficient way to target
consumers in the move cycle. We offer these advertising customers a variety of products and services across the entire
Move network of web sites, particularly in our Finance, Moving and Home & Garden content areas on Move.com.
These products and services include graphical display advertisements, text links, sponsorships and directories. Pricing
models include cost per thousand impressions (CPM), cost-per-click and subscription based sponsorships of specific
content areas.

Homeplans (formerly Homestore Plans and Publications)

Our Homeplans business offers both consumers and building professionals the ability to browse our Homeplans.com
web site and select, modify and purchase new home designs and project plans from one of the largest selections of
home plans available. Homeplans has business relationships with many designers that provide us the right to sell the
designers home plans directly to consumers and building professionals. These plans are sold not only through our
Homeplans.com web site, but also through magazines that are distributed at leading retailers and newsstands
nationwide. The Internet has become an increasingly important channel of distribution for the sale of home plans, and
our Homeplans web site is one of the most heavily trafficked web sites in the home plans category, distributing its
home plan content through approximately 400 affiliate partner sites.

Moving.com
In February 2006, we purchased Moving.com, which provides consumers with quotes from moving companies, truck
rental companies and self-storage facilities, as well as other move-related information. The majority of revenue for

Moving.com is derived from cost-per-lead products.

COMPETITION
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We face competition in each segment of our business.
REAL ESTATE SERVICES

We compete with a variety of online companies and web sites providing real estate content that sell classified
advertising opportunities to real estate professionals and sell advertising opportunities to other advertisers seeking to
reach consumers interested in products and services related to the home and real estate. We also compete with
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web sites that attract consumers by offering rebates for home purchases or rental leases, and then charge the real estate
professional who performed the transaction a referral fee for the introduction. However, these sites generally have a
limited amount of real estate content and an even more limited directory of qualified REALTORS®.

Our primary competitors for online real estate advertising dollars include Lending Tree (a division of
InterActiveCorp), HouseValues.com, AgentConnect.com (a division of Next Phase Media, Inc.), HomeGain (a
division of Classified Ventures, LLC), Oodle, Trulia, Google and Zillow. In addition, our Move'™ Rentals web site
faces competition from ApartmentGuide.com, Rent.com, ForRent.com and Apartments.com, and our Movet™ New
Homes web site competes directly with NewHomeGuide.com, iNest (a division of InterActiveCorp) and
NewHomeSource.com. Our Move.com web site also faces competition from general interest consumer web sites that
offer home, moving and finance content, including ServiceMagic, Inc. (a division of InterActiveCorp), Gigamoves (a
division of eBay), and Living Choices (a division of Network Communications, Inc.).

The barriers to entry for web-based services and businesses are low. In addition, parties with whom we have listing
and marketing agreements could choose to develop their own Internet strategies or competing real estate sites. While
we are the exclusive provider of all real estate content for America Online (AOL), The Microsoft Network (MSN) and
we are the exclusive provider of new homes and apartment listings on Yahoo!, each of these businesses have longer
operating histories in the Internet market, greater name recognition, larger consumer bases and significantly greater
financial, technical and marketing resources than we do. The rapid pace of technological change constantly creates
new opportunities for existing and new competitors and it can quickly render our existing technologies less valuable
should one of these businesses decide to create online real estate businesses that are competitive with us. While we
believe we would have an advantage on listing content for some time over other online businesses, we may not be able
to maintain that advantage forever, and they could create other products and services that could be more attractive to
consumers.

Newspapers and home/apartment guide publications are the two primary offline competitors of our media offerings.
We compete with newspapers and home/apartment guide publications for the advertising dollars spent by real estate
professionals to advertise their offerings. In addition, newspapers and the publishers of home/apartments guides,
including Classified Ventures, Inc., PRIMEDIA Inc., and Network Communications, Inc., have extended their media
offerings to include an Internet presence. We must continue to work to shift more real estate advertising dollars online
if we are to successfully compete with newspapers and real estate guides.

Our TOP PRODUCER® business faces competition from First American s MarketLinx, Inc. subsidiary and Fidelity
National Information Solutions, Inc. which offers competing solutions to real estate professionals. Top Producer also
competes with horizontal customer relationship management offerings such as Microsoft Corporation s Outlook
solution, Best Software Inc. s ACT! solution, Salesforce.com and FrontRange Solution, Inc. s GoldMine product. Some
providers of real estate web site solutions, such as A La Mode, Inc., are also offering contact management features

which compete with products from Top Producer. Certain Internet media companies such as HomeGain and
HouseValues, Inc. are providing drip marketing solutions that incorporate aspects of lead management, which, over
time, could pose a competitive threat to Top Producer.

MOVE-RELATED SERVICES

Our Welcome Wagon® business competes with numerous direct marketing companies that offer advertising solutions
to local and national merchants. Competitors include Imagitas, Inc., ADVO Inc., Valpak Direct Marketing Systems,
Inc., Pennysaver and MoneyMailer, LLC. These competitors, like Welcome Wagon, target homeowners at various
stages of the home ownership life cycle with advertising from third parties.
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Our Homeplans business faces direct competition from several large publishing companies that print multiple
publications, including home plan publications. Our major competitors include Hanley Wood, LLC and The
Garlinghouse Company. We also face competition from other smaller companies offering home plans for sale over the
Internet, such as coolhouseplans.com.

Our Moving.com business competes with other web sites that offer comparable products, such as 123movers.com and
VanLines.com.
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SEASONALITY

Our Welcome Wagon® business in our Move-Related Services segment is the one most affected by seasonality. Our
revenue in this line of business is significantly impacted by the number of household moves in the United States each
year. Due to weather and school calendars, a disproportionate percentage of moves take place in the second and third
calendar quarters relative to the first and fourth quarters. As a result, we distribute a larger number of our Welcome
Wagon new mover gift books in the second and third quarters each year.

Also, traffic generally declines on all our web sites during the fourth quarter due to weather and the holiday season
when consumers are less likely to search for real estate. Historically, this has caused revenue from our Retail
Adpvertising business to decline in the fourth quarter, as this business includes revenue models that are directly tied to
traffic levels.

GEOGRAPHIC REGIONS
We derive all of our revenue from our operations in North America.
INFRASTRUCTURE AND TECHNOLOGY

We seek to maintain and enhance our market position with consumers and real estate professionals by building

proprietary systems and consumer features into our web sites, such as search engines for real estate listings and the

technologies used to aggregate real estate content. We regard many elements of our web sites and underlying

technologies as proprietary, and we attempt to protect these elements and underlying technologies by relying on

trademark, service mark, patent, copyright and trade secret laws, restrictions on disclosure and other methods. See
Intellectual Property below.

Our web sites are designed to provide fast, secure and reliable high-quality access to our services, while minimizing
the capital investment needed for our computer systems. We have made, and expect to continue to make,
technological improvements designed to reduce costs and increase the attractiveness to the consumer and the
efficiency of our systems. We expect that enhancements to our web sites, and our products and services, will come
from internally and externally developed technologies.

Our systems supporting our web sites must accommodate a high volume of user traffic, store a large number of
listings and related data, process a significant number of user searches and deliver frequently updated information.
Significant increases in utilization of these services could potentially strain the capacity of our computers, causing
slower response times or outages. During 2006, we relocated all of our data systems operations from a facility in
Thousand Oaks, California to Phoenix, Arizona. We now host our Move.com™, REALTOR.com®,
SeniorHousingNet™.com, Welcome Wagon®, and Homeplans.com web sites, as well as custom broker web pages and
the on-line subscription product for TOP PRODUCER® in Phoenix, Arizona. See  Risk Factors Internet Industry
Risks for a more complete description of the risks related to our computer infrastructure and technology.

INTELLECTUAL PROPERTY
We regard substantial elements of our web sites and underlying technology as proprietary. We attempt to protect our

intellectual property by relying on a combination of trademark, service mark, patent, copyright and trade secret laws,
restrictions on disclosure, and other methods.
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Despite our precautions, our intellectual property is subject to a number of risks that may materially adversely affect
our business, including, but not limited to:

it may be possible for a third party to copy or otherwise obtain and use our proprietary information without
authorization, or to develop similar technology independently;

we could lose the use of the REALTOR.com® trademark or the REALTOR.com® domain name, or be unable
to protect the other trademarks or web site addresses that are important to our business, and therefore would
need to devote substantial resources toward developing an independent brand identity;
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we could be subject to litigation with respect to our intellectual property rights or those of third parties
providing us with content or other licensed material;

we may be required to license additional technology and information from others, which could require
substantial expenditures by us; and

legal standards relating to the validity, enforceability and scope of protection of proprietary rights in
Internet-related businesses are uncertain and continue to evolve, and we can give no assurance regarding our
ability to protect our intellectual property and other proprietary rights.

See  Risk Factors Risks Related to Our Business for a more complete description of the risks related to our
intellectual property.

EMPLOYEES

As of December 31, 2006, we had 1,666 full-time equivalent employees. We consider our relations with our
employees to be good. No employee is represented by a collective bargaining agreement and we have never had a
work stoppage. We believe that our future success will depend in part on our ability to attract, integrate, retain and
motivate highly qualified personnel and upon the continued service of our senior management and key technical
personnel. See Risk Factors Risks Related to Our Business.

AVAILABLE INFORMATION

We file annual reports on Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K and amendments
to those reports, as well as our proxy statements and other information, with the Securities and Exchange Commission
( SEC ). In most cases, those documents are available, without charge, on our web site at http://investor.move.com as
soon as reasonably practicable after they are filed electronically with the SEC. Copies are also available, without
charge, from Move, Inc., Investor Relations, 30700 Russell Ranch Road, Westlake Village, CA 91362. You may also
read and copy these documents at the SEC s public reference room located at 100 F Street, N.E., Washington, D.C.
20549 under our SEC file number (000-26659), and you may obtain information on the operation of the public
reference room by calling the SEC at 1-800-SEC-0330. In most cases, these documents are available over the Internet
from the SEC s web site at http://www.sec.gov.

Item 1A. Risk Factors.

You should consider carefully the following risk factors and other information included or incorporated by reference
in this Form 10-K. The risks and uncertainties described below are not the only ones we face. Additional risks and
uncertainties not presently known to us or that we deem to be currently immaterial also may impair our business
operations. If any of the following risks actually occur, our business, financial condition and operating results could
be materially adversely affected.

Risks Related to our Business

Changes to our product offerings on our new home and apartment web sites may not be accepted by our customers.
In the past, we have charged homebuilders and rental owners to list their properties on our HomeBuilder.com® and

RENTNET® web sites. When we launched the Move.com™ web site on May 1, 2006, we replaced our new home site,
HomeBuilder.com®, and our apartment rental site, RENTNET®, with Move.com'™, In conjunction with this change,
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we began to display any new home and apartment listing for 