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Item 2.02 Results of Operations and Financial Condition.
On May 4, 2017, Cambium Learning Group, Inc. (the "Company") issued a press release announcing its financial results for the three months ended
March 31, 2017. A copy of the press release is attached hereto as Exhibit 99.1.
Item 7.01 Regulation FD Disclosure.
On May 4, 2017, the Company hosted a conference call to discuss its financial results for the three months ended March 31, 2017. A transcript of
the conference call is attached hereto as Exhibit 99.2.
The information in this current report on Form 8-K and the exhibits attached hereto shall not be deemed “filed” for purposes of Section 18 of the
Securities Exchange Act of 1934, as amended (the “Exchange Act”), or otherwise subject to the liabilities of that section, nor shall it be deemed incorporated
by reference in any filing under the Securities Act of 1933, as amended, or the Exchange Act, regardless of any general incorporation language in such filing.
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Exhibit 99.1

Cambium Learning Group Reports First Quarter 2017 Financial Results
Digital Segments Learning A-Z and ExploreLearning Record Double-Digit Top Line Growth
DALLAS, TX – May 4, 2017 – Cambium Learning ® Group, Inc. (NASDAQ: ABCD, the “Company”), a leading educational solutions and services company
committed to helping all students reach their full potential, announced today financial results for its first quarter ended March 31, 2017.
“Cambium Learning Group delivered solid results in the first quarter, our seasonally lowest-volume quarter of the year,” said John Campbell, Chief Executive
Officer. “Our 100% digital segments Learning A-Z and ExploreLearning recorded Bookings increases in the double digits, even with our ExploreLearning
segment up against a very strong comparison from last year. The resilience of our emerging higher-margin business model, along with a lower interest burden,
drove net income growth from a year-ago loss, and our historical first quarter Cash Income loss was flat with last year despite an overall Bookings decrease of
10%. Our solutions continue to be recognized for excellence, recently winning 15 awards, and Learning A-Z was again lauded as being one of the best places
to work in Arizona. We have begun the year on strong executional footing, making selected investments in growth and building our sales pipeline as we
move toward the important back-to-school season.”
Financial Snapshot
For the quarter ended March 31, 2017, the Company reported the following financial results:
Three Months Ended March 31,
(in millions)

2017

GAAP net revenues
GAAP net income
Net income margin %
EBITDA
Adjusted EBITDA
Adjusted EBITDA margin %

$

Bookings
Cash income
Cash income margin %

$

$ Change

2016

36.0
$
2.5
7%
8.7
9.0
25 %

33.7
$
(0.1)
—%
6.1
6.4
19 %

2.3
2.6

19.1
$
(10.8)
(57)%

21.3
$
(10.8)
(51)%

(2.2)
—

2.6
2.6

First Quarter 2017 Financial Highlights
•

•

Generally Accepted Accounting Principles (GAAP) net revenues for the first quarter of 2017 increased by 7% to $36.0 million compared with $33.7
million in 2016 . GAAP net revenues by segment for the three months ended March 31, 2017, and the change from the same period of 2016, were as
follows:
◦

Learning A-Z® - $18.2 million, increased $2.5 million or 16%

◦

Voyager Sopris Learning ® - $11.0 million, decreased $(1.3) million or (11)%

◦

ExploreLearning ® - $6.8 million, increased $1.2 million or 21%.

Bookings for the first quarter of 2017 decreased by (10)% to $19.1 million compared with $21.3 million in the first quarter of 2016, with strong
growth at the Learning A-Z and ExploreLearning segments offset by a decline in the Voyager Sopris Learning segment.
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•

Technology-enabled Bookings represented 75% of total first quarter 2017 Bookings compared with 57% of first quarter 2016 Bookings.
Technology-enabled Bookings grew 18% compared to the three months ended March 31, 2016.

•

The Company reported a net income of $2.5 million during the first quarter of 2017, increasing $2.6 million compared to net loss of $0.1 million
during the first quarter of 2016. Adjusted EBITDA was $9.0 million, increasing $2.6 million from $6.4 million in 2016. The increase in GAAP net
revenues drove improvement in both net income and Adjusted EBITDA. Costs for the quarter benefited from careful expense management and the
right-sizing actions taken in late 2016 to accelerate Voyager Sopris Learning’s transformation from slower-growing legacy products toward newer
and technology-enabled solutions, partially offset by strategic investments into high-return, technology-enabled opportunities through segmentspecific development, marketing and sales programs to support full-year and long-term growth.

•

Net interest expense was $1.2 million for the first quarter of 2017, down $0.5 million from the first quarter of 2016 as a result of the scheduled debt
amortization payments and voluntary prepayments made during 2016.

•

Cash Income was $(10.8) million, flat compared to Cash Income in the first quarter of 2016. Capital expenditures totaled $4.5 million in the first
quarter of 2017 versus $5.0 million in the first quarter of 2016.

•

The Company had cash and cash equivalents of $4.6 million at March 31, 2017. For the three months ended March 31, 2017, cash used in
operations was $5.0 million, cash used in investing activities was $4.5 million, and cash provided by financing activities was $9.3 million. At
March 31, 2017, the principal amount of term loans outstanding was $74.4 million, the revolving credit facility outstanding was $11.0 million and
there was $18.8 million available under the revolving credit facility.

•

The Company’s technology-enabled products continue to receive industry recognition. Cambium Learning Group was recently awarded 14 Best
Educational Software (BESSIE) awards from ComputED Gazette, which is more BESSIE awards than any other company. Of the 14 BESSIE awards,
Learning A-Z earned eleven. Additionally, ExploreLearning Gizmos® was recognized as the best supplemental resource for science by the
Association of American Publishers (AAP)'s 2017 REVERE Awards for education innovation.

First Quarter 2017 Segment Discussion
Net Revenues, Bookings, Net Income, and Cash Income changes by segment for the three months ended March 31, 2017, compared to the same period of
2016 were:
Q1 - 2017
% Change
Net Revenues

Learning A-Z
Voyager Sopris Learning
ExploreLearning
Shared Services
Cambium Learning Group, Inc.

Bookings

16 %
(11)%
21 %

21 %
(40)%
11 %

7%

(10)%

Net Income

Cash Income

12%
1,396%
47%
2%
2,580%

6%
—%
(17)%
6%
—%

Bookings decreased (10)% for the three months ended March 31, 2017 compared to 2016. By segment:
•

Learning A-Z reported a 21% growth in Bookings for the three months ended March 31, 2017 compared to prior year.

•

Voyager Sopris Learning reported a (40)% Bookings decrease for the three months ended March 31, 2017 versus prior year. Bookings for the
segment’s print and transactional solutions declined 48%, which was partially offset by technology-enabled solutions Bookings growth of 10%.

•

ExploreLearning reported an 11% growth in Bookings for the three months ended March 31, 2017 versus prior year.

2017 Outlook
Mr. Campbell concluded, “Our strategy for 2017 remains to invest selectively in products, marketing and sales to: put personalized, adaptive and scalable
solutions that work in students’ hands; revolutionize our competitive role in the educational marketplace; and deliver ongoing improvements in our
financial results as technology-enabled solutions rise as a percentage of our mix. We continue to expect Bookings growth this year to be driven by strong
performances from our two 100% technology
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subscription businesses, Learning A-Z and ExploreLearning, and a significant slowing of decline at Voyager Sopris Learning as its mix shifts more toward
strategic growth products from legacy products. We look for these gains to be reflected in further expansion in our Cash Income, Adjusted EBITDA, and cash
flow generation. Our mission is to leverage technology to create solutions that produce results in the classroom and allow every learner to achieve his or her
potential. 2017 is off to a solid start.”
The Company expects 2017 company-wide Bookings growth to be in a range from 6% to low double-digit percentage growth, with most of the growth
expected in the second half of the year during the Company’s seasonally strong periods. Bookings for Learning A-Z and ExploreLearning are expected to
grow at least 15%, and the Company expects Voyager Sopris Learning Bookings to range between flat with 2016 at the top end to single digit percentage
declines on the low end. Cambium Learning Group’s business is highly seasonal, with Bookings historically peaking during the third quarter, which
represents by far the preponderance of Bookings, revenue, and income each year.
The Company expects 2017 capital expenditures for product development to be roughly consistent with the $17.3 million expended in 2016 and 2017
general capital expenditures to be roughly consistent with the $2.7 million expended in 2016. The Company expects its 2017 Cash Income margin to grow
between one and three percentage points compared to 2016, depending on top-line growth. The Company expects its 2017 Adjusted EBITDA margin to be
roughly consistent with 2016.
Cambium Learning Group will refine its outlook as the year progresses to the more seasonably significant quarters.
Conference Call
Cambium Learning Group's management team will conduct a conference call at 9 a.m. EDT today (May 4, 2017) to discuss its financial results. Participants
are encouraged to listen to the presentation via a live web broadcast at www.cambiumlearning.com in the Investor Relations section. In addition, a live dialin is available at 703.639.1224 or 844.707.0670, passcode #6988407.
A replay will be available at 404.537.3406 or 855.859.2056, passcode #6988407, until May 5, 2017. The webcast will also be archived on the Company’s
Investor Relations page.
Cambium Learning Group also announces investor information, including news about its business and financial performance, SEC filings, notices of investor
events, investor presentations, and press and earnings releases, on its website in the Investor Relations section.
Non-GAAP Financial Measures
EBITDA, Adjusted EBITDA, and Cash Income are not prepared in accordance with GAAP and may be different from similarly named, non-GAAP financial
measures used by other companies. Non-GAAP financial measures should not be considered a substitute for, or superior to, measures of financial performance
prepared in accordance with GAAP. The Company believes these non-GAAP measures provide useful information to investors because they reflect the
underlying performance of the ongoing operations of the Company and provide investors with a view of the Company’s operations from management’s
perspective. Adjusted EBITDA and Cash Income remove significant restructuring, non-operational, or certain non-cash items from earnings. The Company
uses Adjusted EBITDA and Cash Income to monitor and evaluate the operating performance of the Company and as the basis to set and measure progress
toward performance targets. Further, the Cash Income measure directly affects compensation for employees and executives. The Company generally uses
these non-GAAP measures as measures of operating performance and not as measures of the Company’s liquidity. The Company’s presentation of EBITDA,
Adjusted EBITDA, and Cash Income should not be construed as an indication that our future results will be unaffected by unusual, non-operational, or noncash items.
About Cambium Learning Group, Inc.
Cambium Learning ® Group is a leading educational solutions and services company committed to helping all students reach their full potential. Cambium
Learning accomplishes this goal by providing evidence-based solutions and expert professional services to empower educators and raise the achievement
levels of all students. The company’s award-winning brands include: Learning A-Z® (www.learninga-z.com), ExploreLearning ® (www.explorelearning.com),
Kurzweil Education ® (www.kurzweiledu.com), and Voyager Sopris Learning ® (www.voyagersopris.com), which, together, provide breakthrough technology
solutions for students and teachers—including best-in-class intervention and supplemental instructional programs; gold-standard professional
development; valid and reliable assessments; and products that enable access to learning for all students. Cambium Learning Group, Inc. (NASDAQ:
ABCD), is based in Dallas, Texas. For more information, visit www.cambiumlearning.com.
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Media and Investor Contact:
Barbara Benson
Cambium Learning Group, Inc.
investorrelations@cambiumlearning.com
LHA
Jody Burfening/Carolyn Capaccio
212.838.3777
ccapaccio@lhai.com

Forward-Looking Statements
Some of the statements contained herein constitute forward-looking statements. These statements relate to future events, including the future financial
performance of Cambium Learning Group, Inc., and involve known and unknown risks, uncertainties, and other factors that may cause the markets, actual
results, levels of activity, performance, or achievements of Cambium Learning Group, Inc., to be materially different from any actual future results, levels of
activity, performance, or achievements. These risks and other factors you should consider include, but are not limited to, the ability to successfully attract
and retain a broad customer base for current and future products, changes in customer demands or industry standards, success of ongoing product
development, maintaining acceptable margins, the ability to control costs, K-12 enrollment and demographic trends, the level of educational funding, the
impact of federal, state, and local regulatory requirements on the business of the company, the loss of key personnel, the impact of competition, the
uncertainty of general economic conditions and financial market performance, and those other risks and uncertainties listed under the heading “RISK
FACTORS” in Cambium Learning Group, Inc.’s Form 10-K and other reports filed with the Securities and Exchange Commission. In some cases, you can
identify forward-looking statements by terminology such as “may,” “should,” “expects,” “plans,” “anticipates,” “believes,” “estimates,” “predicts,”
“potential,” “continue,” “projects,” “intends,” “prospects,” or “priorities,” or the negative of such terms, or other comparable terminology. These
statements are only predictions. Actual events or results may differ materially. Cambium Learning Group, Inc., does not assume or undertake any obligation
to update the information contained in this press release, and expressly disclaims any obligation to do so, whether as a result of new information, future
events, or otherwise.
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Cambium Learning Group, Inc. and Subsidiaries
Condensed Consolidated Statements of Operations
(In thousands, except per share data)
(unaudited)
Three Months Ended March 31,
2017

Net revenues
Cost of revenues:
Cost of revenues
Amortization expense

$

2016

35,970

$

33,674

6,185
4,090

7,007
3,650

Total cost of revenues
Research and development expense
Sales and marketing expense
General and administrative expense
Shipping and handling costs
Depreciation and amortization expense

10,275
3,098
12,910
4,991
118
681

10,657
3,120
12,311
5,002
159
841

Total costs and expenses
Income before interest and income taxes
Net interest expense

32,073
3,897
(1,227)

32,090
1,584
(1,764)

2,670
(140)

(180)
78

Income (loss) before income taxes
Income tax (expense) benefit
Net income (loss)
Net income (loss) per common share:
Basic
Diluted
Average number of common shares and equivalents outstanding:
Basic
Diluted

$

2,530

$

(102)

$
$

0.05
0.05

$
$

(0.00)
(0.00)

46,203
47,439
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45,739
45,739

Cambium Learning Group, Inc. and Subsidiaries
Condensed Consolidated Balance Sheets
(In thousands, except per share data)
March 31, 2017

December 31, 2016

(Unaudited)

ASSETS
Current assets:
Cash and cash equivalents

$

4,608

$

4,930

Accounts receivable, net

7,968

13,378

Inventory

2,999

2,864

Restricted assets, current
Other current assets
Total current assets
Property, equipment and software at cost

988

988

9,931

11,235

26,494

33,395

63,683

62,885

(40,261)

(39,378)

Property, equipment and software, net

23,422

23,507

Goodwill

47,842

47,842

1,138

1,266

Accumulated depreciation and amortization

Acquired curriculum and technology intangibles, net
Acquired publishing rights, net
Other intangible assets, net
Pre-publication costs, net

439

585

2,043

2,150

17,621

17,397

Restricted assets, less current portion

2,014

2,278

Other assets

3,298

3,520

Total assets

$

124,311

$

$

2,156

$

131,940

LIABILITIES AND STOCKHOLDERS' EQUITY (DEFICIT)
Current liabilities:
Accounts payable
Accrued expenses

9,004

Revolving credit facility
Current portion of long-term debt
Deferred revenue, current

2,172
11,720

11,000

—

7,060

7,350

66,926

83,318

96,146

104,560

Long-term debt

65,831

67,130

Deferred revenue, less current portion

10,944

11,395

9,892

10,117

86,667

88,642

—

—

Total current liabilities
Long-term liabilities:

Other liabilities
Total long-term liabilities
Stockholders' equity (deficit):
Preferred stock ($.001 par value, 15,000 shares authorized, zero shares issued and outstanding at March 31, 2017 and
December 31, 2016)
Common stock ($.001 par value, 150,000 shares authorized, 52,743 and 52,738 shares issued, and 46,211 and 46,206
shares outstanding at March 31, 2017 and December 31, 2016, respectively)

53

53

287,150

286,943

(331,015)

(333,545)

(12,784)

(12,784)

Pension and postretirement plans

(1,906)

(1,929)

Accumulated other comprehensive loss

(1,906)

(1,929)

(58,502)

(61,262)

Capital surplus
Accumulated deficit
Treasury stock at cost (6,532 shares at March 31, 2017 and December 31, 2016)
Accumulated other comprehensive loss:

Total stockholders' equity (deficit)
$

Total liabilities and stockholders' equity (deficit)
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124,311

$

131,940

Cambium Learning Group, Inc. and Subsidiaries
Reconciliation of Net Income (Loss) to Adjusted EBITDA and Cash Income
(unaudited)
Three Months Ended March 31,
(in thousands)

2017

Net income (loss)
Reconciling items between net income (loss) and EBITDA:
Depreciation and amortization expense
Net interest expense
Income tax expense (benefit)

$

2016

2,530

Income from operations before interest, income taxes, and depreciation and amortization (EBITDA)
Non-operational or non-cash costs included in EBITDA but excluded from Adjusted EBITDA:
Merger, acquisition and disposition activities
Stock-based compensation and expense
Adjusted EBITDA
Change in deferred revenues
Change in deferred costs
Capital expenditures

$

4,771
1,227
140

4,491
1,764
(78)

8,668

6,075

127
200

154
208

8,995
(16,843)
1,563
(4,532)
$

Cash income

(102)

(10,817)

6,437
(13,786)
1,538
(4,990)
$

(10,801)

Cambium Learning Group, Inc. and Subsidiaries
Reconciliation of Bookings to Net Revenues by Segment – 2017
(unaudited)
Three Months Ended March 31, 2017
(in thousands)

Bookings
Change in deferred revenues
Other
Net revenues

Voyager Sopris
Learning

Learning A-Z

ExploreLearning

Consolidated

$

9,899
8,285
1

$

6,337
4,577
93

$

2,876
3,981
(79)

$

19,112
16,843
15

$

18,185

$

11,007

$

6,778

$

35,970
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Reconciliation of Net Income to EBITDA, Adjusted EBITDA and Cash Income by Segment – 2017
(unaudited)
Three Months Ended March 31, 2017
(in thousands)

Voyager Sopris
Learning

Learning A-Z

Net income
Reconciling items between net income and EBITDA:
Depreciation and amortization expense
Net interest expense
Income tax expense
Income from operations before interest, income taxes, and
depreciation and amortization (EBITDA)
Non-operational or non-cash costs included in EBITDA but
excluded from Adjusted EBITDA:
Merger, acquisition and disposition activities
Stock-based compensation and expense

$

Adjusted EBITDA
Change in deferred revenues
Change in deferred costs
Capital expenditures - product development
Capital expenditures - general expenditures

8,868

$

635

$

Other

2,676

—
—
—

—
—
—

—
—
—

8,868

635

2,676

—
47

—
70

—
24

8,915
(8,285)
615
(1,929)
(173)
$

Cash income

Explore
Learning

(857)

705
(4,577)
559
(1,493)
(70)
$

$

(9,649)

$

(1,742)

$

2,530

4,771
1,227
140

4,771
1,227
140

(3,511)

8,668

127
59

2,700
(3,981)
389
(760)
(90)

(4,876)

Consolidated

127
200

(3,325)
—
—
—
(17)
$

(3,342)

8,995
(16,843)
1,563
(4,182)
(350)
$

(10,817)

Deferred Revenue by Segment – 2017
(unaudited)
March 31, 2017
(in thousands)

Voyager Sopris
Learning

Learning A-Z

ExploreLearning

Consolidated

Deferred revenue, current
Deferred revenue, less current portion

$

40,062
5,217

$

13,386
3,684

$

13,478
2,043

$

66,926
10,944

Deferred revenue

$

45,279

$

17,070

$

15,521

$

77,870

Deferred Costs by Segment – 2017
(unaudited)
March 31, 2017
(in thousands)

Voyager Sopris
Learning

Learning A-Z

ExploreLearning

Consolidated

Deferred costs, current
Deferred costs, less current portion

$

3,660
451

$

2,313
603

$

1,272
193

$

7,245
1,247

Deferred costs

$

4,111

$

2,916

$

1,465

$

8,492
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Cambium Learning Group, Inc. and Subsidiaries
Reconciliation of Bookings to Net Revenues by Segment – 2016
(unaudited)
Three Months Ended March 31, 2016
(in thousands)

Voyager Sopris
Learning

Learning A-Z

Bookings
Change in deferred revenues
Other

$

8,166
7,650
(88)

$

Net revenues

15,728

ExploreLearning

Consolidated

$

10,553
3,133
(1,350)

$

2,599
3,003
8

$

21,318
13,786
(1,430)

$

12,336

$

5,610

$

33,674

Reconciliation of Net Income (Loss) to EBITDA, Adjusted EBITDA and Cash Income by Segment – 2016
(unaudited)
Three Months Ended March 31, 2016
(in thousands)

Net income (loss)
Reconciling items between net income (loss) and EBITDA:
Depreciation and amortization expense
Net interest expense
Income tax benefit
Income from operations before interest, income taxes, and
depreciation and amortization (EBITDA)
Non-operational or non-cash costs included in EBITDA but
excluded from Adjusted EBITDA:
Merger, acquisition and disposition activities
Stock-based compensation and expense

Learning A-Z

$

7,925

$

—
—
—

—
67

7,978
(7,650)
853
(1,858)
(237)
(914)
9

$

(49)

—
53

$

(49)

Explore
Learning

—
—
—

7,925

Adjusted EBITDA
Change in deferred revenues
Change in deferred costs
Capital expenditures - product development
Capital expenditures - general expenditures
Cash income

Voyager Sopris
Learning

(4,855)

$

$

(102)

4,491
1,764
(78)

4,491
1,764
(78)

1,825

(3,626)

6,075

154
60

1,853
(3,003)
266
(543)
(67)
$

Consolidated

(9,803)

—
—
—

—
28

18
(3,133)
419
(2,012)
(147)
$

Other

1,825

(1,494)

154
208

(3,412)
—
—
—
(126)
$

(3,538)

6,437
(13,786)
1,538
(4,413)
(577)
$

(10,801)
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Cambium Learning Group, Inc. – First Quarter 2017 Earnings Conference Call, May 4, 2017
ViaVid has made considerable efforts to provide an accurate transcription. There may be material errors, omissions, or inaccuracies in the reporting of the substance of the conference
call. This transcript is being made available for information purposes only.
1-888-562-0262 1-604-929-1352 www.viavid.com

CORPORATEPARTICIPANTS
Scott McWhorter, General Counsel and Corporate Secretary
John Campbell, Chief Executive Officer
Barbara Benson, Chief Financial Officer
CONFERENCECALLPARTICIPANTS
Neil Weiner, Foxhill Capital Partners
PRESENTATION
Operator:
Good day, ladies and gentlemen, and welcome to Cambium Learning Group Inc’s First Quarter 2017 Earnings Conference Call. At this time, all
participants are in a listen-only mode. Later, we will conduct a question-and-answer session and instructions will be given at that time. If anyone
should require assistance during the conference, you may press star, then zero, on your touchtone telephone. As a reminder, this conference is
being recorded.
I would now like to turn the call over to Scott McWhorter, General Counsel and Corporate Secretary. Please go ahead.
Scott McWhorter:
Thank you, and welcome, everyone, to Cambium Learning Group’s First Quarter 2017 Earnings Conference Call. I’m Scott McWhorter, Cambium’s
General Counsel. With me today are John Campbell, Cambium Learning’s Chief Executive Officer, and Barbara Benson, Chief Financial Officer.
Statements made on this call, including those during the question-and-answer session, may contain forward-looking statements that are subject to
risks and uncertainties. Please refer to the Safe Harbor statement included in today’s press release, as well as Cambium Learning Group’s
periodic filings with the SEC for a complete discussion of the risks and uncertainties that could cause actual results to differ materially from those
expressed today.
We will be discussing certain non-GAAP financial results including EBITDA, Adjusted EBITDA, and Cash Income. The press release and Form 10Q issued earlier today contain a reconciliation of these non-GAAP financial measures to the most comparable GAAP measures.
Because of the high percentage of amortization expense, deferred revenue, and other non-cash, non-operational items in our reported GAAP
income, we report these non-GAAP measures as key performance metrics. Management believes these metrics help portray the underlying
trajectory of the business and give you a view of operations from Management’s perspective since these are the metrics used internally to assess
performance.
Now, it is my pleasure to turn the call over to John Campbell.
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John Campbell:
Thanks, Scott. Good morning, everyone, and thank you for joining us today. The first quarter of any year is our seasonally lowest volume period
and Cash Income in this period is always negative, so we’re careful not to extrapolate trends. Having said that, Bookings of our higher-margin
technology-enabled solutions represented 75% of first quarter 2017 Bookings mix compared with 57% a year-ago and grew 18% in dollars. Further,
the greater resilience of our emerging business model kept our historical first quarter Cash Income loss flat with last year, despite total Bookings
decreasing 10%. Coupled with a lower interest burden from our 2016 debt pay downs, we drove net income growth from a year-ago loss. This is a
good start for the year.
Let’s look at our segments’ performance. Learning A-Z, the standard bearer of our digitally-enabled solutions strategy, grew Bookings 21% in the
first quarter in what was a great quarter for the segment.
Most of the year-over-year increase came from the flagship Raz-Plus product, but Science A-Z where we completed a redesign early last year,
also showed impressive growth in the first quarter of 2017.
We believe education will continue to shift more to a blended model and Learning A-Z offers the perfect resources to ensure teachers and students
have easy access to developmentally-appropriate content in multiple formats. In fact, as we noted on last quarter’s call, Learning A-Z hit an
internal milestone this year with students completing more than 5 billion digital and mobile activities since we start measuring in 2005.
In 2017 at Learning A-Z, we’re continuing to execute our product development, marketing, and sales plans, as we make selected investments in
growth to drive penetration of schools and districts. Recently, Learning A-Z was again lauded as being one of the best places to work in Arizona
and we’re very proud of that so that we can continue to recruit more great people to join our talented employees. With its differentiated literacy
solutions that save teachers’ time and money, and a well-tuned strategy for 2017, Learning A-Z is off to a great start for the year.
Let’s move now to ExploreLearning. This segment grew Bookings 11% in the first quarter which is impressive after very strong growth in the first
quarter 2016. We expect continued strong momentum with Gizmos. We’ve seen strong sales growth in Gizmos since the upgrade to HTML5 was
completed in early 2016 which enabled Gizmos to work on Chromebooks.
We recently added new exciting Gizmos on tablets including solving algebraic equations, Big Bang Theory, Chemical Reactions, Carbon Cycle,
Weathering, and Melting Points. As our Gizmos’s library expands, we provide educators ever more opportunities for rich inquiry and exploration in
their classrooms to support student success in STEM with rigorous new academic standards.
Reflex has enjoyed strong growth since its launch as more districts discover how effective and engaging this product is for students working on
math fact fluency. We’re confident in ExploreLearning having a great 2017.
At Voyager Sopris Learning, first quarter Bookings declined 40% for the quarter. Timing certainly played a part in the slow start to the year as there
are several customers who made purchases in the first quarter 2016 that we expect to make purchases later this year.
While we’re frustrated to start off the year on this note at Voyager Sopris, we are encouraged by the level of activity building up to a stronger Q3.
Our Voyager Sopris Learning team is marching towards the seasonally important part for the year. So, our focus right now is on sales
presentations and calls, customer trials and pilots, and building pipeline.
2

Cambium Learning Group, Inc. – First Quarter 2017 Earnings Conference Call, May 4, 2017
ViaVid has made considerable efforts to provide an accurate transcription. There may be material errors, omissions, or inaccuracies in the reporting of the substance of the conference
call. This transcript is being made available for information purposes only.
1-888-562-0262 1-604-929-1352 www.viavid.com

Activity for LANGUAGE! Live in particular is encouraging. This product did perform well in the first quarter, up over 60% but on small numbers. We
had a lot of success with Voyager Sopris, Language Essentials for Teachers of Reading and Spelling or LETRS, which provides the deep
foundational knowledge necessary for teachers to understand how students learn to read, write, and spell, and why some of them struggle.
A report issued in April by the Institute of Education Sciences prepared by the Regional Education Laboratory of Florida State University showed
that in target schools in Mississippi, the average rating of quality of instruction increased from the 31st percentile to the 58th percentile. The
average rating of student engagement increased from the 37th percentile to the 53rd percentile, and the average rating of teaching competencies
increased from the 30th percentile to 44th percentile.
Teachers who had not yet participated in the letters program by the end of the study had lower measures of instructional quality, student
engagement, and teacher competencies than teachers who had completed the program.
We’re very pleased that LETRS was able to provide such positive results for the Mississippi Department of Education and thrilled to have a report
such as this, to help districts and Boards of Education throughout the country understand how effective this program can be. We’re in discussions
with leaders in other states who want this kind of progress to be replicated in their states and districts.
Our suite of technology-enabled products is aimed directly at the market’s needs for digital solutions that offer quality intervention, and are proven
to work. Because LANGUAGE! Live and Velocity continue to receive positive response from teachers and learners, we’re confident that the
strategic trajectory we’re on is the correct one.
Again, this is the promise of educational technology and this is the promise of Cambium Learning and we aim to fulfill that promise.
I would be remiss if I did not mention that our solutions continue to be recognized for excellence. We won 35 awards in 2016 and to-date this year,
we’ve won 15 awards. We took home 14 Best Educational Software or BESSIE awards. The BESSIE awards target innovative and content rich
programs and websites that provide parents and teachers with a technology to foster educational excellence. We won more than any other
education software company. Learning A-Z alone took home 11 of these awards.
In March, we were honored to have ExploreLearning Gizmos to be recognized as the Best Supplemental Resource for Science by the Association
of American Publishers 2017 REVERE Awards for education innovation. This Award recognizes exemplary learning resources for preK-12
students, educators and administrators, as well adult learners. Each entry was rigorously evaluated with feedback from both professional
educators and product developers.
In terms of our expectations for the full year, we continue to expect Bookings for our higher-margin technology-enabled solutions to approach 80%
of our volume and we expect our two 100% technology subscription businesses, Learning A-Z and ExploreLearning, to continue to grow in double
digits.
We expect to significantly slow the topline decline at Voyager Sopris Learning as strategic growth products grow and the legacy products diminish
in the mix, and we’ve begun the year on strong executional footings, making selected investments in growth and building our sales pipeline as we
move towards the important back-to-school season.
In closing, Cambium Learning’s mission is to leverage technology, to create solutions that are personalized, adaptive, scalable, and designed to
achieve results in the classroom. These solutions are demanded by
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teachers, students and parents, and we’re excellently positioned to deliver them. We function from our core principals which are: that every learner
has untapped potential; the teacher is the foundation of education and must be supported; and data, instruction, and practice drive improvement.
Our aim is to help every child, every learner, to reach his or her full potential.
Now I’ll turn the call over to Barbara for a review of the financials in more detail on our outlook. Barbara?
Barbara Benson:
Thanks, John, and good morning, everyone. To frame the quarter, as John mentioned, our business is highly seasonal and the first quarter is our
smallest. Q1 has represented only 13% to 14% of full year Bookings for the past several years. Our Bookings will ramp up through the year to
peak in the third quarter, the period in which we generate the vast majority of our Bookings and income for a given year. Because of this, first
quarter results should not be considered necessarily indicative of full year results or trending.
With that said, let’s walk through the Q1 numbers starting with Bookings. Both the Learning A-Z and ExploreLearning segments had double-digit
growth in the first quarter of 2017 compared to the first quarter of 2016. Bookings for the Learning A-Z segment were $9.9 million in the first quarter
of 2017, up $1.7 million or 21% compared to the first quarter of 2016.
We acknowledge that first quarter 2016 gave us a fairly soft comparable period due to the heavy early renewals in late 2015 but we’re pleased to
see the year start off at Learning A-Z with such good momentum. We expect Learning A-Z to have full year 2017 Bookings growth over prior year
of at least 15%.
Bookings for the ExploreLearning segment were $2.9 million in the first quarter of 2017, up $0.3 million or 11% compared to the first quarter of
2016 with a continuation of the strong growth momentum in both the Gizmos and Reflex product lines. We were especially pleased with the growth
considering that there was $0.5 million Booking in the first quarter of 2016 that was already renewed in fourth quarter 2016. We expect
ExploreLearning to have full year 2017 Bookings growth over prior year of at least 15%.
Bookings for the Voyager Sopris Learning segment were $6.3 million in the first quarter of 2017, down $4.2 million or 40% compared to the first
quarter of 2016. Voyager Sopris Learning’s technology-enabled products did show some growth in the quarter, $0.2 million or 10% primarily from
LANGUAGE! Live. These are small dollars in Q1 but we did see good LANGUAGE! Live trending and activity so far this year.
The Bookings decline was generated by the legacy print-based product lines which were down 48%. As John mentioned, Voyager Sopris
Learning’s first quarter results were also impacted by timing with several customers who made purchases in the first quarter of 2016 and who we
expect to make 2017 purchases, but later in the year.
Considering the momentum that we see on our newer strategic products offset by the expected ongoing decline in our legacy print-based products,
we expect Voyager Sopris Learning Bookings for full year 2017 will be somewhere between flat with 2016 levels at the high side, to single-digit
percentage declines compared to 2016, on the low end. Most of the momentum we see now will translate into sales around the start of the new
school year in August and September.
Combined company-wide Bookings were $19.1 million in the first quarter of 2017, down 10% compared to the first quarter of 2016. First quarter
2017 Bookings mix by segment was: 52% Learning A-Z, 15% ExploreLearning, and 33% Voyager Sopris Learning.
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Overall, technology-enabled products made up 75% of the first quarter 2017 Bookings mix compared to 57% in the first quarter of 2016. Our full
year goal for 2017 is to achieve approximately 80% of our mix from technology-enabled products.
GAAP net revenues for first quarter 2017 grew $2.3 million or 7% to $36 million. A large portion of GAAP revenues for the first quarter represents
the recognition tail of prior year Bookings. Costs and expenses, excluding depreciation and amortization, were flattish - down around 1% - quarterover-quarter with the benefit of last year’s cost right-sizing activities at Voyager Sopris Learning offset by planned investments in development,
marketing and sales at Learning A-Z and ExploreLearning to support full year growth at those segments.
Adjusted EBITDA grew $2.6 million or 40% quarter-over-quarter and EBITDA margin grew from 19% to 25%, with the impact of the GAAP revenue
growth combined with the flattish costs and expenses. Additionally, our higher-margin segments Learning A-Z and ExploreLearning comprised 69%
of net revenues for the first quarter of 2017 compared to 63% of net revenues for the first quarter of 2016. Adjusted EBITDA margin for the full
year 2017 is expected to be roughly consistent with the full year 2016 margin of 28%.
Capital expenditures were $4.5 million in first quarter of 2017, lower than first quarter of 2016 by approximately $0.5 million. The decline was driven
by Voyager Sopris Learning which had high first quarter 2016 expenditures due to the work on Velocity. We continue to expect full year 2017 cap
ex to be roughly the same as 2016.
Cash Income was consistent quarter-over-quarter at a $10.8 million loss with lower overall Bookings and the planned investments in our growing
product lines offset by the benefits of last year’s cost right-sizing activities at Voyager Sopris Learning, lower capital expenditures, and a higher
portion as a topline mix coming from our higher-margin segments. It is normal for us to operate with a Cash Income loss in the first quarter due to
seasonality. We expect full year 2017 Cash Income margins to grow between one and three percentage points compared to 2016 depending on
topline growth.
Interest expense was $1.2 million in Q1 2017 compared to $1.8 million in Q1 2016, lower as a result of the scheduled and voluntary principal
payments made in 2016. With the operational improvement and the lower interest expense, we were able to report much improved net income of
$2.5 million in the first quarter of 2017 compared to a net loss of $0.1 million in the first quarter of 2016.
Moving on to the balance sheet. Cash and cash equivalents at March 31 was $4.6 million. During the first quarter of 2017, we paid $1.8 million of
scheduled amortization payments and ended the quarter with $74.4 million outstanding on our term loans. In line with our historical seasonal
pattern, we expect to use cash in the first half of the year and generate cash in the third and fourth quarters. Our revolving credit facility continues
to serve us well with the seasonal cash pattern. We borrowed $11 million on the revolver in the first quarter of 2017 and we’ve borrowed an
additional $3 million to-date in the second quarter.
Cash used in operations was $5 million in Q1 2017 compared to $8.3 million in Q1 2016 with first quarter 2017 cash flow benefited by lower
incentive compensation payments, the return of cash from a certificate of deposit that was collateralizing a letter of credit, and lower cash interest
payments due to the declining principal amount of debt.
In summary, we had solid results in the first quarter of 2017 and our 2017 outlook has not changed from the guidance we provided at the year end
call in March. With that, I’d like to move on to our Q&A session.
Operator:
Ladies and gentlemen, at this time, if you have a question, please press star then one on your touchtone telephone. Once again, if you have a
question at this time, please press star then one on your touchtone
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telephone. If your question has been answered or you wish to remove yourself from the queue, please press the pound key. Our first question
comes from the line of Neil Weiner with Fox Hill Capital Partners. Your line is now open.
Neil Weiner:
Good morning, John and Barbara. A good quarter. A couple of questions here. In Voyager, in terms of the Bookings decline, I know it’s a very
small portion in the first quarter, but would you say part of that issue was-is your planned obsolescence of existing products that you’re trying to
phase out? Or was it all products just didn’t have any Bookings?
John Campbell:
I’ll comment first. I think really, it’s difficult to make too much of any kind of assumption about a quarter that is generally 12% to 14% of our sales.
So, things move in and out for timing reasons more than any other. To answer your question on terms of-I don’t think it’s really related to our plan
of product obsolescence. I think it’s more related to timing. We’ve seen a lot of opportunities that we had planned for Q1 move to Q3 and I think
that’s the biggest cause but at the same time, I’ll open it to Barbara to give any further comments.
Barbara Benson:
Yes, and Neil just to give some idea of the magnitude of timing. We had really three customers that made up about $2.8 million in the first quarter
year-over-year Bookings decline. These are customers that we expect to make purchases later in the year, but obviously, we won’t know the
ultimate year-over-year impact until those purchases are complete and whether they’re ultimately at the same amount or more or less than in prior
year.
So, timing certainly is always impactful to us looking at a single quarter and especially in Q1 on small numbers. You know as far as the Legacy
print-based products, they were down 48% and we do expect declines in those throughout the whole year although, you know certainly not at 48%
levels. So, I think John’s right, more timing for Q1.
Neil Weiner:
Same with the Voyager, in terms of Velocity, what have you seen? I know it’s the first quarter but in terms of activity versus kind of in late last
year, I know you launched it in the second half of last year but what are you seeing in terms of activity and pipeline in Velocity?
John Campbell:
Yes, I think what we’re seeing mostly to be honest with you is a lot pilots. People are signing up to try it with actual kids and I think that’s really
where Velocity is right now. So, I think as the year grows, some of those pilots will turn into sales particularly in Q3. But I think the biggest thing
right now is that’s a pretty innovative product. In fact, I’d argue it’s our most innovative product in all of Cambium.
So, it takes a little while I think for the marketplace to understand exactly what it is and as we do that, we’re getting more and more pilots. So
that’s mostly what we’re seeing, lots of pilots, presentations, being in front of people and we expect some of that to turn into sales in Q3.
Whereas LANGUAGE! Live which has been out for a couple of years now, has really tremendous momentum now, up 60% in the first quarter on
small numbers but I expect it to be up all year long.
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So, it’s a story of two different products; one, that really just came out and the other that’s been out for a couple of years and the market now,
understands it and demands it.
Neil Weiner:
So, would you say it’s going to take a year or two for Velocity to get to the same level in terms of momentum as LANGUAGE! Live?
John Campbell:
Yes, to be honest I would say it’s going to take some time.
Neil Weiner:
Okay and then I see cap ex is going to be same as last year. Can you just layout in each of the segments what is expected in terms of either
upgrades or product offerings for the remainder of the year. I mean you can just give it in a general sense.
John Campbell:
I’ll give you a general sense and if you need more detail, Barbara can supply that. On a general sense, Learning A-Z’s focus really is to improve
the products that we already have. We already have eight products and there’s a lot there.
So we have a quite a lot of investment in development in terms of the products that we already have out there. Things like improving rostering,
improving the reports. There’s so many items that you know now that we’re in roughly 18% of the classrooms with those products, a lot of demand
for improvement. So that’s really where we’re going to focus on at Learning A-Z.
At ExploreLearning, we really have three areas that we’re spending development resources on. One is as I mentioned in the notes, all additional
Gizmos we’re adding including, we’re going to be adding quite a few additional algebra Gizmos which I think is important. Then we also have
Reflex which has had great success so far always more to do on it, more gains, more reporting.
Reporting is obviously a very important thing to all districts now to show not only effectiveness but also to help the teacher know where to
intervene and when to intervene. Finally, we have a third product that’ll come out late in 2018, at ExploreLearning on the Reflex platform. So,
there’s development ongoing all the time on that so we can come out with it late in 2018.
Then at Voyager Sopris Learning, we’re really focused on a handful of products; primarily those that are digitally enabled. So, you’ll see continued
enhancement to both LANGUAGE! Live and Velocity as well as the digital enhancements to some of the other products. So that’s the overall. I
don’t know if Barbara, you wanted to add anything to that.
Barbara Benson:
No. Other than just to say directionally as far as cap ex dollars go, as I mentioned we do expect those to remain pretty flat with 2016 with the
segment makeup of that being: Learning A-Z, cap ex growing approximately in-line with their topline growth; ExploreLearning, kicking it up just a bit
in 2017 in preparation for the releases of that new product in late 2018; and then reductions at Voyager Sopris Learning because there was such a
high amount of development to get Velocity out the door last year although they will continue to improve upon that product this year.
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Neil Weiner:
So just a follow up to that, is kind of the level of cap ex kind of you look out three to five years that you need to keep all the product lines fresh
and being at the forefront of EdTech in both LAZ, EL and what you’re doing in Velocity and LANGUAGE! Live or are we still in an elevated state?
John Campbell:
Yes, I’ll answer it generally and Barbara will follow up. The reality is, with all of these products that are digitally-enabled products, there are
essentially new releases every month. So, it is our belief and our intention to continue to develop these releases every month so that we always
win and that’s what we’ve seen as you know, taking a look at for instance Learning A-Z over the last 14 years. We’ve invested in it every month,
every quarter, every year, and as the result as have had growth for 14 years. I think that’s what’s necessary for these digitally-enabled products.
Barbara, you want to say anything else?
Barbara Benson:
Yes. Just generally over a longer-term horizon we would expect to see cap ex growth every year but reducing as a percentage of Bookings.
Certainly, in any given year if there was a new product development or some opportunity that we see for higher investment, we would pursue that
but generally over time, that’s what we’d expect to see. We have a bit of the unique opportunity in 2017 to keep it flat because we did have a
heightened cap ex number last year at Voyager Sopris Learning.
Neil Weiner:
Got you and then John, I know you know it’s been like Waiting for Godot for Voyager to cross that line to get positive Bookings but are you-how
confident are you this year that this is zenith of the-this is the crossover and that it’s going to get-we should get positive Bookings growth after this
year?
John Campbell:
Yes, a very good question and I understand it and appreciate it. I think what’s different now is we have a really great team at Voyager Sopris
Learning now. We just had operations meeting yesterday going over the pipeline for Q3 in quite some detail. We had a lot of pipeline for Q3 and Q3
as you know often is roughly anywhere from 45% to 50% of the year. So Q3 is a really big deal for any of these education businesses and
certainly Voyager Sopris Learning.
So, what I’m most interested in to answer your question is really LANGUAGE! Live. LANGUAGE! Live has been out there. It’s a great product.
We’ve beaten Read180 head-to-head in a number of places and so this is the time that I expect to see success with LANGUAGE! Live in Q3, and
that’s really what we have to learn from.
So, when you say when we’re to hit that intersection, when we see growth, when we see a turnaround, we’re really looking at Q3 and the success
that we hope to have from that from the pipeline that we have in our system.
Barbara Benson:
I would just add to that. I mean certainly a return to Bookings growth will be welcome but we’ve also been really pleased with the strategic
progress that we’ve made in transitioning that segment to technology-enabled solutions and just a reminder of sort of how that progressed. We had
23% of Bookings from
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technology-enabled solutions back in 2013 and that grew to 30% last year and we expect to see almost 40% this year. So, certainly that’s been
good to see even in light of Bookings declines.
Neil Weiner:
Got you. Okay. I’ll get back in line. Thank you.
Operator:
As a reminder, ladies and gentlemen, if you have a question, please press star then one on your touchtone telephone. That’s star then one.
I am showing no further questions, so that’s it. I’d like to turn the conference back over to Management for closing remarks.
John Campbell:
Thanks again to everyone for joining us on our call today. We will be presenting at the ASU GSV Summit next week and at the Needham
Emerging Technology Conference in mid-May and look forward to reporting our second quarter results in our next call. Have a great day and thank
you.
Operator:
Ladies and gentlemen, thank you for participating in today’s conference. This does conclude the program and you may all disconnect. Everyone
have a wonderful day.
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