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MANAGEMENT DISCUSSION SECTION
Operator: Good day, ladies and gentlemen, and welcome to the IntercontinentalExchange Fourth
Quarter 2012 Earnings Conference Call. At this time, all participants are in a listen-only mode and
later, we will conduct a question-and-answer session. In the interest of time during the Q&A
session, we request that you ask one question and one follow-up question. [Operator Instructions]
As a reminder, this call is being recorded.
I would now like to introduce your host for today’s conference, Kelly Loeffler, Vice President of
Investor Relations and Corporate Communications.

Kelly L. Loeffler, Vice President, Investor Relations & Corporate Communications
Thank you, Bethany. Good morning. ICE’s fourth quarter and full year 2012 earnings release and
presentation can be found in the Investors section of our website at theice.com. These items will be
archived and our call will be available for replay.
Today’s call may contain forward-looking statements. These statements, which we undertake no
obligation to update, represent our current judgment and are subject to risks, assumptions and
uncertainties. Please note that the numbers discussed today refer to our adjusted operating results,
which we believe are more reflective of the performance of our business. You’ll find a non-GAAP
reconciliation in the earnings release and presentation, as well as an explanation of why we deem
this information to be meaningful and how management uses these measures. The materials
presented today reflect futures volumes that have been restated to include previously-cleared swap
contract volume.
For a description of the risks that could cause our results to differ materially from those described in
forward-looking statements, please refer to the company’s Form 10-K, which was filed with the SEC
this morning.

w w w .Ca ll St r eet . com • 1- 8 7 7- F ACT S ET • Co p yr i gh t © 2 0 0 1- 2 0 1 3 Ca l l Str e et 1
E

IntercontinentalExchange, Inc.
Company▲

ICE
Ticker▲

Q4 2012 Earnings Call
Event Type▲

Feb. 6, 2013
Date▲

With us today are Jeff Sprecher, Chairman and Chief Executive Officer; Scott Hill, Chief Financial
Officer; and Chuck Vice, President and Chief Operating Officer. I’ll now turn the call over to Scott.

Scott A. Hill, Chief Financial Officer & Senior Vice President
Thanks, Kelly. Good morning and thank you all for joining us today. Our performance in 2012 once
again set us apart, as we generated our seventh consecutive year of record revenues and
earnings. We demonstrated that it is possible to sustain growth on top of growth, even in a lower
volatility risk-averse environment.
Amidst significant regulatory change, we have delivered responsive solutions based on our
investments in clearing, technology, and innovative products. This strong execution, along with
positive secular trends, a market and customer-focused strategy, and a global business model,
continue to enable our growth.
I’ll start this morning on slide 5, where I’ll recap our 2012 performance. Revenues grew 3% to a
record $1.4 billion on a 10% increase in futures contract volume. Net income attributable to ICE
was $552 million, up 8% year-to-year.
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Operating margin increased to 61%. Diluted earnings per share rose 9%, and operating cash flow
grew 3% to $733 million. We achieved many milestones over the course of the year. Brent became
the world’s leading crude oil futures contract.
We provided solutions for regulatory reform. We introduced over 150 new commodity products and
we expanded our options market with more than 100 million options contracts traded in our energy
and ag markets for the first time. And in December, we announced our plans to acquire NYSE
Euronext to form the world’s premier global derivatives and equity market operator.
Moving to slide 6, I will detail our fourth quarter results. Consolidated revenues were $323 million,
down 1% from the prior fourth quarter. However, consolidated operating expenses were also down
1%, yielding operating income of $192 million, which was roughly in line with the prior year.
Excluding our NYSE Euronext transaction expenses, adjusted operating margin was 62% and
adjusted diluted earnings per share grew 5% from last year’s fourth quarter to $1.84. Importantly,
we delivered this margin expansion and earnings growth, even as we executed on a number of
strategic initiatives listed on the right side of the slide. We expanded our efforts in the Emission,
OTC FX and CDS markets. We transitioned our swap contracts to futures market. And we began
developing the clearing solution for Liffe and reached an agreement to acquire NYSE Euronext.
This performance demonstrates our ability to simultaneously meet our customers’ needs, respond
to market and regulatory evolution, advance strategic growth initiatives, and innovate in our market
to deliver growth and value to our shareholders.
Turning to slide 7, you can see the detail of our revenue and expense components for the fourth
quarter. Transaction & Clearing revenue were $277 million, a decline of 4% year-to-year, as market
participants remained cautious against an uncertain political, economic, and regulatory backdrop.
Volatility was also relatively low in virtually all of our products, though Brent, emissions, and ags
grew at a healthy pace. Market data revenues grew 14% to a record $37 million in the fourth
quarter, demonstrating continued demand for the commodity markets we operate.
Our OTC Credit revenues, while down from the prior fourth quarter, improved sequentially to $36
million, including $19 million in CDS Clearing revenue. And during the quarter, ICE Clear Credit set
a daily record of $14.5 billion in Notional Cleared.
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On the right side of slide 7, you can see that operating expenses declined 1% to $131 million and
operating margin was 59%. Excluding $9 million of expense associated with the NYSE Euronext
deal, operating margin expanded from the prior year by 2 points to 62%. For 2013, as noted on the
lower right side of slide 7, we expect adjusted operating expenses to increase in the range of 3% to
5% compared to our 2012 adjusted operating expenses of $527 million. The expense guidance
excludes expenses related to NYSE Euronext deal and some duplicate [ph] min (6:24) expenses
expected in the first half of 2013, all of which will be excluded from our non-GAAP expenses. This
information is included in the Guidance section of our earnings release.
Please flip to slide 8, where I’ll review the fourth quarter results for our futures products. Revenue
declined 2% over the prior fourth quarter on a longer set decline in average daily volume amid a
risk adverse environment and lower volatility across most of our asset classes. Within our energy
futures market, Brent, Emissions, European natural gas and energy options all posted solid volume
gains. Brent crude volume increased 6% over the prior fourth quarter and, as we reported in
January’s volume release, Brent volume grew 17% compared to the prior January, with record
open interest.
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Brent futures and options open interest today stands at approximately 3 million contracts, which is
75% above last January’s levels. Continued growth in the Brent futures contract is supported by the
development of Brent options and complementary contracts, such as refined oil futures.
For the fourth quarter, Emissions average daily volume grew 40% to a record 48 million contracts,
as Phase III of the EU Emissions Trading Scheme approached. In November, ICE began [ph]
auctions for the UK Government on our option platform, which is integrated with our liquid well high
screen for secondary trading. The middle distillate market remains relatively soft, as the Gasoil
market remains in vaporation (7:46). However, there continues to be strong participation in this
market and Gasoil options volumes doubled from the prior fourth quarter.
In the North American natural gas market, low volatility and low prices, along with mild weather,
significantly curtailed trading activity at the end of 2012 and in January. Our user base remains
solidly weighted towards commercials and the move to futures markets has been extremely well
received.
Finally, we saw volume and revenue growth in almost all of our ag markets. Average daily volume
in Sugar increased 12% from the prior fourth quarter and our total ag open interest grew 9% in
2012.
Let’s turn now to our Credit business on slide 9. Fourth quarter CDS revenues were $36 million.
This includes $17 million from Creditex and $19 million from CDS clearing. Our clearing houses
continue to set the industry pace, with more than $37 trillion cleared in gross notional across nearly
400 unique CDS instruments.
While the credit execution business remains challenged, we see several catalysts for improvement
in CDS markets over the course of 2013. Later this quarter, mandated clearing for U.S. indexes will
begin.
We also announced regulatory approval for portfolio margining for the buy-side, where we’ve now
cleared $120 billion of gross notional to-date. We have filed for the necessary approvals for client
clearing in Europe and we’ll expand our product and customer base further in 2013.
Finally, we continue to work with the industry on developing a CDS futures product and we’ll update
you as we progress toward launch.
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Let’s review our cash generation and return on investment on slide 10. For the year, we generated
$733 million of operating cash flow and we ended the fourth quarter with $1.6 billion in cash and no
net debt. We did a small borrowing to facilitate some inter-company transactions at the end of
2012, which increased debt and cash by an equal amount. This borrowing will be repaid during the
first quarter.
We used more than $50 million of our strong cash flow during 2012 to repurchase 417,000 shares
of ICE stock and perhaps most importantly, our returns on invested capital remains well above our
cost of capital and above the returns of the S&P and our competition. Our cash generation, strong
balance sheet and consistent value creation support our ability to continue to invest in growth and
innovation to the benefit of our customers and shareholders.
I’ll wrap up my remarks on slide 11. We are proud of our track record of organic growth and
successful integration of acquired companies. While 2012 featured another challenging market
environment, you can see on this slide that our revenues have consistently risen. Our expenses
remain well managed and our earnings have continued to grow.
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And as the chart reflects, this performance clearly distinguishes us among our peers. We do not
rest on past accomplishments, though. Rather, we continue to raise the bar on how we define
success and we remain committed to delivering revenue and double digit earnings growth in 2013.
That’s what our investors expect from us and that is the measure of success to which we hold
ourselves. And as you saw in 2012, if we come up short of our expectations, it’s a self-correcting
problem due to our performance-based culture and compensation.
Our current business is solid and well positioned to continue to benefit from strong secular trends.
We have identified and are executing important strategic initiatives across geographies and asset
classes. We are leading markets through extraordinary change and we have a great opportunity in
front of us to integrate with NYSE Euronext to create the premier global exchange in a growth
company that will be focused on our customers, innovations and value creation.
With that, I encourage you to review the guidance in the press release, and I’ll be happy to take
your questions during Q&A. Jeff, over to you.

Jeffrey C. Sprecher, Chairman & Chief Executive Officer
Thank you, Scott, and good morning, everyone. I’ll recap some of the drivers of our 2012
performance and how they position us for the current year and beyond. Then I’ll provide an update
on our transaction with NYSE Euronext and on our clearing services agreement with NYSE Liffe.
As Scott detailed, ICE’s seventh consecutive record year came amid a dynamic macro
environment. I want to recognize our team at ICE, who drove double digit volume growth while
exercising very strong expense discipline.
On slide 12, you can see that growth in our customer base has continued amid extended economic
uncertainty and regulatory change, demonstrating the rising demand for risk management. In 2010,
connections to the ICE platform averaged 8,000 per day. In 2012, we averaged 15,000 per day.
Our revenues were driven by a balanced mix of U.S. and international customers, as a result of our
global commodity products. We’ve positioned the company at the forefront of global change by
responding to shifts in the environment and in our customers’ requirements.
This responsive culture is consistent with ICE’s founding principles that were formed when Chuck
Vice, Edwin Marcial and I began mapping out the business many years ago. While ICE has
expanded significantly from that time, these objectives remain central. We focus on the needs of
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end users in our markets. We promote market transparency and we remain flexible enough to
evolve.
Scott walked you through the performance of our futures business and on slide 13, I’ll provide more
detail on our global energy markets. Total energy volume grew 13% in 2012 and Open Interest rose
strongly to 70 million contracts. Open Interest in Brent Futures & Options contracts doubled yearon-year to 2.7 million contracts at the end of January 2013.
The Brent North Sea crude oil contract continues to drive growth. We’re working with the [ph] global
oil industry (14:14) to respond to demand for contracts to meet their hedging requirements. The
underlying physical production of seaborne Brent crude continues to increase, protecting its
longevity as the global oil benchmark. In 2012, Brent became the world’s largest crude oil futures
contract by contract volume, out-trading WTI by more than 1 billion barrels.
Commitment of Trader reports confirm that commercial customers have moved towards the Brent
benchmark, which causes commodity indices to re-weight in favor of Brent. We continue our strong
support for the WTI contract as the leading U.S. crude oil benchmark and we believe that WTI
volume could benefit from growing U.S. production, as storage and pipelines adjust to a less
import-driven U.S. market.
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And while WTI futures volumes were down sharply this year across energy exchanges, we believe
that if the Brent WTI spread were to narrow, we would see a return to spread trading that has
diminished in recent years, as the contract’s largely disconnected.
Turning to natural gas, our volumes in 2002, we recorded a 27% increase in European natural gas
futures volume and a 12% increase in U.S. natural gas volume. In recent quarters, U.S. natural gas
prices have shown very low volatility and basis relationships have been evolving with the rapidly
changing production landscape, causing trading activity in both North American gas and power to
be muted. We maintain a close dialogue with our end users, who tell us that the transition of our
swaps product to futures contracts have allowed them to seamlessly continue risk management in
the normal course of business.
We do believe that the ongoing uncertainty around the U.S. and EU swaps [ph] we’re making
(16:05) have had overall trading activity limitations and has caused them, to some extent, to be
turned down. That being said, we’re very pleased with the reaction from end users in our energy
markets, who provide consistently positive feedback on our futures transition. Our customers have
been willing to take on the increased regulatory requirements of the futures market, where possible,
rather than face the complex and uncertain remaining issues in the swaps market.
Going into more detail on slide 14, we continue to introduce new products to meet global demand.
In 2012, we added 150 new products that contributed to our $64 million in new product revenue.
Product development, supported by ICE Clear Europe, has generated meaningful incremental
revenue, since that clearing house’s launch just over four years ago. And just last week, we
announced the slate of 16 new products, including iron ore, Chinese coal, and refined oil futures.
We continue to [ph] derive (17:10) our Brazilian market initiatives towards – forward to meet their
needs at the developing OTC energy and fixed income markets. And while those revenues won’t be
material this year, we’re very pleased with our progress and our partnerships at both the [ph] Cetip
(17:25) and BRIX.
In Europe, our Emissions business grew, with futures and options volumes up 23% in 2012. Prices
in January have been very low, but Emissions volumes actually grew 31% in January versus last
year. I also want to mention that, despite a challenging CDS market environment, the market
remains highly engaged in clearing and planning for its further evolution. We have deep experience
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in meeting our customers’ regulatory requirements and our framework for financial swap clearings
remains unmatched.
If we move to slide 15, I’ll provide you an update on our transaction to acquire NYSE Euronext and
on our clearing services agreement with NYSE Liffe. So starting with the NYSE Liffe clearing
agreement, NYSE Liffe chose to utilize ICE Clear Europe as its clearing provider once its clearing
delivery timeline, expense and development requirements became evident amid an evolving
regulatory environment. Liffe concluded that an outsource solution would provide the greatest
certainty [ph] required under the proposed EMIR legislation compliance requirements (18:36). Due
to the expensive development work, testing and approvals that are needed prior to the transition to
ICE Clear, it was important that this work begin right away, which it did in December of 2012.
We’re also very pleased with the progress and pace of our planning work to acquire NYSE
Euronext and we’re eager to begin executing on the growth opportunities that this expanded
portfolio brings us. We’ve outlined on the slide the main areas of focus at this time, including our
focus on integration planning and synergy capture, the integration of Liffe’s business and portfolio
optimization. The move of business on exchange has been amplified by global regulatory reform
and there are many areas of need to provide compliance solutions.
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As ICE moves in larger addressable asset classes, we’ll be able to serve more of our customers’
demands for capital efficiency and risk management tools, which are driving end users to reduce
operational risk. This will continue to be a long-term growth driver in our industry. ICE’s expertise in
derivatives will be extended via this transaction into the interest rate space, with opportunities for
serving customers across futures and OTC markets. And while both rates and equities appear to be
at cyclical lows, there are indications that these markets are poised to grow.
Importantly, our customers in the global OTC markets are interested in what ICE’s solutions for
interest rate swaps could look like, based on how we’ve supported their evolution in the energy and
credit markets. The range of opportunities available in this transaction is well suited to our strengths
across clearing, technology, new products and regulatory compliance.
In the United States, NYSE’s visibility and brand have again made it the number one listings venue
for IPOs globally, despite a very tough equity market. And we believe there’s a very solid case for
new opportunities in NYSE’s U.S. Equity business and its many valuable pieces, including its data,
listings, options market and its various other initiatives. We’ll continue to put a focus on areas
where, together, we can bring more confidence and regulatory parity to markets.
We started a discussion with European stakeholders regarding the potential IPO of the Euronext
business, which includes Continental European operations. Our planned approach to these
strategic assets would be to make a prudent investment case for new shareholders, provide for a
stable and local capital market operator, create a strong, independent competitor in the exchange
space. Our focus, however, is on completing the steps to close the acquisition. So we’ll provide
additional information on the potential for a Euronext IPO as those plans are developed.
And finally, in terms of process, last week, we filed our first draft of our registration statement with
the SEC. And on January 16, we completed our Hart-Scott-Rodino filing in the U.S.
The EU and the UK approval process is very extensive, but we’re working to streamline these
approvals through a dialogue with regulators. And as the approval process continues, we’ll keep
you apprised of developments.
I hope you can see, however, that we remain very enthusiastic about this transaction and our future
as a growth leader in the global marketplace.
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If we turn to slide 16, I’ll highlight key themes for ICE in 2013. While economic and regulatory
uncertainties remain, these are often drivers of growth at ICE. Companies rely on our markets to
hedge risk where uncertainty exists and we’re expanding the ways in which we can serve the
needs of our customers around the world.
We’ve consistently delivered growth on top of growth and we believe that this will continue to be the
case, by developing customer-centric solutions that support our users. The strong secular trends
we’ve seen in commodities have not abated and our customer growth continues as we expand our
product set. We believe that financial reform implementation will bring confidence back to the
derivatives market and together with cyclical improvements in credit markets and the move to
exchange trading and clearing, a healthy volume environment can be supported over the long term.
With our strong core business, new growth initiatives and our NYSE Euronext transaction, we
believe that we’re best positioned to capitalize on change and to continue to lead. We had a very
solid 2012, with 9% EPS growth, adjusted operating margin expansion and 18% returns on
invested capital. ICE’s growth drivers and our growth targets remain differentiated.
So on behalf of everyone at ICE, I’d like to thank our customers for their business in 2012. And I’d
also like to thank the buy-side and the sell-side professionals who recognized Scott Hill, Kelly
Loeffler and the ICE Investor Relations team and me in the 2012 Institutional Investors Survey. And
thank you to my colleagues at ICE for delivering the best year in our company’s history. I have
every confidence that 2013 will be another record year for us.
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I’ll now ask Bethany, our operator, to conduct the question-and-answer session.
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QUESTION AND ANSWER SECTION
Operator: [Operator Instructions] And once again, in the interest of time, we ask that you limit your
questions to one question and one follow-up question. Our first question comes from the line of
Rich Repetto with Sandler O’Neill. Your line is open.
<Q – Rich Repetto – Sandler O’Neill & Partners LP>: Morning, Jeff. Good morning, Scott.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Good morning.
<Q – Rich Repetto – Sandler O’Neill & Partners LP>: I guess – and congrats on a strong
quarter, but since we’re limited on questions, I’m going to focus on the transaction with the NYSE.
Jeff, you mentioned in your prepared remarks and you’ve mentioned in the media about [ph]
strength in (24:41) the equity market structure. I think you’d mentioned something about parity in
your prepared remarks. How much time you’ll spend looking at it and what are some of the – can
you give us some hints on how you would try to improve the NYSE’s position and I guess in the
U.S. equity market structure?
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<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Sure. Well, first of all, NYSE graciously
allowed us to do diligence on their businesses as we were negotiating the transaction and we were
pleasantly surprised by many of the things we saw inside their U.S. equity franchise, particularly the
strong listings business that I mentioned to you and the fact that they have a very robust data and
data dissemination business that they’re strengthening right now. So there’s some very good
components in there. Also, we maintain a strong interest in the options business in our core
commodity franchise and we’re looking to help expand that through acquisition of NYSE’s equity
options businesses.
But I think when I talk about changes to market structure, it’s very clear that there’s already existing
dialogue going on. NYSE’s been a very small part of that dialogue and I’m hoping that attention that
will be paid to ICE and to NYSE as a part of this transaction will increase the pulpit that both we
and the New York Stock Exchange has to make comments about how the market structure can be
improved. And so to a certain degree, we’re taking advantage of the attention that you all are giving
us, to point out problems and to try to be creative with [ph] our – with these (26:24) solutions.
I generally think the pendulum has swung too far in some of the reforms that were put in place in
the markets and that the market itself needs to come up with solutions that it can take back to
market participants and to regulators in a collaborative way. And I know, just from our short time
having announced this deal five weeks ago, that a lot of people in those industries have reached
out to me and my colleagues at ICE with ideas on how things can be improved. So I’m relatively
optimistic that the pendulum has swung far enough and it’s going to come back to a more rational
environment.
<Q – Rich Repetto – Sandler O’Neill & Partners LP>: Okay. I thought you might say some about
rebates, because I know you haven’t been fond of the rebate structure there, but...
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: All right. I’ll say something about rebates.
I just read where another exchange has offered up a rebate structure where it has a negative
capture rate for the company. I learned a long time ago if you want to stand out on a corner and
hand out $5 bills, you will attract a line of people. I do not understand why anyone would take their
shareholder value or take – to benefit one class of customer and, in this case, targeted at one
specific company to move their business and treat that particular company and its customers
differently than all other people in the marketplace.
And I hope that kind of behavior will stop in that industry. It’s destructive. It’s not good for
shareholders. It’s not, long-term, good for investors. And where we see those kinds of things, I’ll be
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vocal about them because I do come in as an outsider and, hopefully, can have some credibility,
along with my colleagues, to point out things that patently seem absurd.
<Q – Rich Repetto – Sandler O’Neill & Partners LP>: I’m glad I dragged that out of you. I’ll
consider that my follow-up and thank you. Thanks.
Operator: Our next question comes from the line of Howard Chen with Credit Suisse. Your line is
open.
<Q – Howard Chen – Credit Suisse Securities (USA) LLC (Broker)>: Hi, good morning,
everyone.
<A – Scott Hill – IntercontinentalExchange, Inc.>: Good morning.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Good morning.
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<Q – Howard Chen – Credit Suisse Securities (USA) LLC (Broker)>: Jeff, a question on your
core energy and commodities trading business, when we look back at the underlying user growth
expansion in 2012, it looks like you saw a flattening of total user growth in the first half and then a
sharp acceleration in the back half, so I was wondering if you can provide maybe a bit more detail
and color on what you attribute that flattening and then that re-acceleration to and what does that
all tell you as you set up into 2013 and beyond? Thanks.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Sure. I think a couple of things are going
on, one in our Brent market, which is our flagship energy product, that commercial users have long
known about Brent and, in fact, when we bought the International Petroleum Exchange of London,
it was a commercial exchange, for all intents and purposes. There were almost no none
commercial participants in that exchange, other than the floor community.
And what you’ve seen now is a bit, I think, of a lagging of response, where indices and other people
that look at volume trends in rebalancing their indexes, portfolio managers that look at how to
approach commodities look backward to rebalance and saw the performance of our Brent markets
in 2011 and then took the beginning of 2012 to think about how to readdress their portfolio and then
found us in the back half of the year.
The second trend that’s going on, which is quite an interesting trend, is that the U.S. energy
markets are fundamentally changing, as we speak, and the country is becoming more natural gasoriented and that natural gas is coming – because it was associated initially with fracing, you got
gas coming in areas that were oil-oriented and so you have a different basis relationship between
the gas markets. And that was not well understood in the beginning of 2012, but as we moved
through the year, more and more people started to think about their exposure to natural gas and we
see increasingly a lot of mix change going on in the gas business.
And the last trend that hit us in the back half of the year was we announced that we were moving
from swaps to futures. When you – the difference in those markets are profound. A lot of people
tend to underestimate the regulatory differences of being fully regulated futures but our OTC
markets were principals only. In other words, there were no brokers.
In regulated futures, we can have regulated futures brokers, who can act on behalf of their
customers, so we opened up that. Secondly, when we were OTC, you had to have high capital
requirements to participate. In regulated futures, retail investors can participate. So we’ve
broadened our addressable market and I think those three trends are what played out in the back
half of the year.
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<Q – Howard Chen – Credit Suisse Securities (USA) LLC (Broker)>: Great. Thanks for
wrapping that all together. And my follow-up, as we get closer to these mandatory and clearing
deadlines, was hoping you could speak to some of the trends you’re seeing in CDS Clearing postportfolio margining approval. And just a broad question, I mean, how active are you able to be on
the interest rate swap clearing conversation, given all that you have going on at the company?
Thanks.
<A – Scott Hill – IntercontinentalExchange, Inc.>: Yes. So just with regards to the CDS part of it,
Howard, we are seeing the interest in activity around the CDS Clearing significantly increase, as
you might expect, over the last kind of two to three months, particularly with the approval that we
got on the portfolio margining, which was the key element of the buy-side offer and we had it for the
sell-side. We needed it for the buy-side. So once we had that locked down, the conversations have
accelerated and it’s our full expectation that as we get to the mandatory clearing later this quarter,
and certainly throughout the rest of the year, that you’ll see a quick acceleration in the buy-side’s
clearing.
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And with portfolio margining, it’s our expectation that it will go beyond just the mandated index,
because, as you know, what the portfolio margining does, it allows people to move in their index
and single name and get the efficient capital treatment that they’ve desired. So we’re quite hopeful
and that hope is based on customer conversations that, as we get into March and throughout the
rest of the year, we will begin to see a significant ramp on the buy-side clearing.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: And on interest rates, a couple of things
going on. First of all, because we don’t have regulatory approvals, we’re not actively engaged with
NYSE in a joint dialog because we would have fund jumping issues, but ICE is, and long has been,
looking at and working behind the scenes on the interest rate space. We have a lot of domain
knowledge in our company about that space that we’ve acquired over time. And so we have
independently been working on initiatives here that will allow us, we hope, to move relatively quickly
once the acquisition is completed.
<Q – Howard Chen – Credit Suisse Securities (USA) LLC (Broker)>: Great, thanks for taking
the questions.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Thank you.
Operator: Our next question comes from the line of Ken Worthington with JPMorgan. Your line is
open.
<Q – Ken Worthington – JPMorgan Securities LLC>: Would actually love to follow-up on
Howard’s question. So the two things, the change in basis for nat gas and the migration from OTC
to listed, you said, or maybe implied, that at depressed volumes, and probably it was further hurt by
the low volatility, but as the market gets used to these changes, do volumes kind of – or
participation just kind of recover back to where they were or does these kind of changes set up for
greater participation in the future and, therefore, greater activity levels at any given level of
volatility? I’m just trying to understand what the implications are longer term, if it’s just a recovery or
is there actual paradigm shift leading to further growth? Does that make sense?
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Yes, absolutely. I think there is a
paradigm shift. I think the United States is going to become a gas, natural gas-oriented, energy
economy and, while prices will be low because we have an abundance of gas, on a percentage
basis, a $0.10 or $0.20 move is a large move and, as people become more dependent on natural
gas, they will want to hedge out their risks.
What we see going on right now is, as mentioned, natural gas in this country used to be largely a
South to North movement, and now it’s an East to West movement, and so the relationships that
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people had on how they hedged their risk versus the benchmark contracts that we offer are
changing. And some of those relationships are unknown because the logistical challenges of
moving this gas around are great. And in talking to some very senior people in the industry, they’re
starting to get a handle on how the markets will work in times of low volatility and high volatility.
And I think they become more adept at that, you’ll see the larger dealers more proactively offering
to hedge their customers’ business because they can understand the risks. So I’m long-term bullish
on it and I think, in other words, you want to be in the U.S. natural gas business as the U.S. is
becoming a natural gas economy.
And if you look at the numbers, Ken, September, October, we were seeing a decent re-acceleration
in nat gas. People kind of took November and December off, but January got us right back around
those same levels, so even in the near-term, we did see some pick-up in the fall and in January, it’s
an encouraging start, down against a really difficult compare, but an encouraging start relative to
the last half year.
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<Q – Ken Worthington – JPMorgan Securities LLC>: Awesome. Okay, thank you. And then on
emissions, I’d love to hear outlook, you had some stuff in the prepared remarks, where in Phase III,
volumes zoomed in 4Q. Prices are really low. So what are the political and regulatory themes that
drive activity maybe in 2013 and then pricing has dropped so much, it feels like it’s going to cost as
much to trade one of these contracts as the cost of the contract itself. So does pricing need to
change here, given the decline in the value of the contract itself?
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Oh, those are good questions. First of all,
there’s a lot of uncertainty around the political response to the low prices, as you’re aware I believe,
and we are participating actively in that dialogue. Prices fell because in Phase III, we moved to a
price-based auction process to – for new contracts. And we run those auctions in the UK. So far,
our auctions have been successful and have cleared the market. There was a failure in auctions
run on the European continent by others, but we continue to see robust trading.
The one thing I can say, Ken, having spent time over there and really worked in these markets, so
with our colleagues, is there is a true commitment to reduce carbon in Europe and there is a
commitment to doing that in a – in the most free market rate-based way possible. And so I think the
politicians and the regulators over there will come to some rational conclusions. They are working
quickly to shore up the program because they want it to continue to succeed and so all that bodes
well for us.
Very hard to predict volumes as we go through an uncertain regulatory condition, we’ve seen that in
other markets, obviously, in the past few years with – regulatory uncertainty. But it does appear that
in Europe, the people involved want to get this quickly nailed down, which is a good thing.
<A – Scott Hill – IntercontinentalExchange, Inc.>: Yes. And again, just looking at the numbers,
Ken, I mean, the fourth quarter emissions volumes were up off the third quarter, which is unique
among a number of our products, so even with all the dynamics that you suggested, it increased
2Q to 3Q. It increased Q3 to Q4. So the interest in trading in those products on our exchange
remains high.
<Q – Ken Worthington – JPMorgan Securities LLC>: Great, thank you very much.
Operator: Our next question comes from the line of Chris Allen with Evercore. Your line is open.
<Q – Chris Allen – Evercore Partners (Securities)>: Morning, guys.
<A – Scott Hill – IntercontinentalExchange, Inc.>: Good morning.
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<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Good morning.
<Q – Chris Allen – Evercore Partners (Securities)>: Scott, I just wanted to talk a little bit on the
expense guidance. You inferred flexibility on the compensation side. Just looking at the guidance
range, we – I mean, should we be thinking about that’s the level would be – I mean, a good level to
think about to produce double digit earnings growth and if we see a scenario next year where it’s
more flattish revenue growth, you’d see a pull back as we saw this year? I guess I’m trying to drive
at like how conservative is your guidance estimate moving forward on the expense side?
<A – Scott Hill – IntercontinentalExchange, Inc.>: Look, as I said in our prepared remarks, our
compensation is tied to our performance. Our expectation this year is we’ll grow double digit
earnings. You can figure out from that my expense guidance that that suggests that we think we’re
going to have a solid revenue growth year. If that comes, if we don’t make that objective, just like
you saw on 2012, the compensation self-corrects.

corrected transcript

That’s the model we’ve got. Just to give you an example, we give performance-based restricted
shares. And the number of shares people get are completely tied to the performance of our
company and those shares go down through the manager level of our company. So that tells you
that a large number of people in our company get those shares. Now, even though we were very
close on our objectives, we came under or we came up just short, and yet there was a 25% haircut
on the number of RSUs that was granted. So when we say we’ve got a performance-based culture,
our compensation plans back it up and it’s a meaningful impact if we don’t get to the objectives we
set.
<Q – Chris Allen – Evercore Partners (Securities)>: Great. Thanks, guys. And then just, I just
wanted to ask a little bit on the data service fees line, continued stable to upper progression there.
Yesterday, [ph] CME (41:26) talked about lower screen count and then a pullback in terms of
collocation demand, implying less user demand overall, just wondering if you’ve seen any impact.
You have an announced pricing change that’s kicking in first quarter 2013. Based on this chart on
slide 12, it seems like you’ve seen a continued growth in [ph] your user side (41:44). So any color
on that front would be helpful as well.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Let me take part of it at the higher level.
We have a collocation regime, but we’ve never really looked at that as a driver of revenue. And the
reason is that, over time, computers generally gets smaller. Over time, the power consumption of a
computer goes down. Over time, the cooling consumption goes down. So to the extent you’re
selling real estate power or cooling, you’re in a market that – where the footprint is going down.
And so that particular part of trading is not something that we have focused on necessarily as a
revenue opportunity. We provide collocation services and all the things I just mentioned to help
facilitate people who want to trade, but not necessarily as a different line.
On our data business, we have a history of entering new markets. And when we enter new
markets, almost de facto, the data that we have is scant and poor. And as we penetrate markets,
our data becomes richer and we have a history of giving away data or making things free initially.
And as they become more certain, then we bring them up to our normal rates of charging.
And I think you can see that in the case of how we penetrated certain new markets now and have
such a rich data set that the people are willing to pay for it.
<Q – Chris Allen – Evercore Partners (Securities)>: Great, thanks, guys.
Operator: Our next question comes from the line of Alex Kramm with UBS. Your line is open.
<Q – Alex Kramm – UBS Securities LLC>: Good morning.
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<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Morning.
<Q – Alex Kramm – UBS Securities LLC>: Just wanted to come back to the deal for a second. It
sounds like, obviously, a month and a half ago, you announced this deal, seems to be a lot of focus
on ICE Clear, given the relationship there. But wondering how much of an opportunity the
management team, or you personally, have had to meet with more people at NYX, and now that
the deal is public, get to know the businesses a little bit more. I know you can’t really get the ground
– hit the ground running yet, but to what degree has your thoughts about synergies or
rationalization of certain businesses changed since maybe a month and a half ago? Thanks.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Well, it’s a good question. First of all,
Duncan Niederauer and his management team have been fabulous and completely engaged with
us, daily conversations going on for planning, integration planning and also continue to helping ICE
just understand their businesses. They have a 200 year old company that has many, many more
complexities than our 12 year old company. And so we continue to learn about it and discuss ways
of improving and working – improving their and our business as we combine.
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We look at the synergy bucket really pretty basically, which is one bucket of synergies on how ICE
can integrate Liffe and move into the interest rates business, which are all cost-based, no revenue
synergies there. One bucket on how we can put together our corporate cultures and technology
and one bucket that really NYSE has already previously identified as their Project 14, which we
wanted to validate and also take credit for, as we would continue the work that they’ve started postmerger.
We’ve not looked at or talked about synergies with the potential spin-off of Euronext. There are
other parts of their businesses in – that they continue to move forward on various initiatives that we
will inherit and we’ll have a better opportunity months from now to see what those look like. They
have – as they mentioned to you, I think, on their call yesterday, a number of initiatives where there
are positive momentum and noises around them. And so we have the advantage of waiting to see
how those play out and then we can make a more informed decision on what those look like in a
combined company.
So in that regard, we have our antenna up and the dialog is very deep and robust, but we have not
announced any new synergies.
<Q – Alex Kramm – UBS Securities LLC>: Okay. All right and then just maybe just for Scott, just
to come back to Chris Allen’s question here on the guidance, I think the guidance range is
something like $10 million in total and I was a little surprised to see the D&A range of $5 million
here. So can you talk about the comp obviously being a big variable, but it looks like there’s some
variability here. And it looks to me, I would say, is there something where you should have some
sort of visibility. So maybe you can just explain why you have such a big range there and what the
moving pieces are? Thanks.
<A – Scott Hill – IntercontinentalExchange, Inc.>: Yeah. So if I understand the question
correctly, it’s on a $0.5 billion of expense, which is why we had a $10 million range. And I think
that’s fairly tight and we’ve been pretty good about giving you expense guidance. At 3% to 5%
expense growth and double digit earnings growth, you will see a return on the comp line to 100%
budget – or bonus assumption. And that cost me about $6 million, that alone was one point of the
growth. If you take that out, it’s 2% to 4%. The D&A, we told you we’d spend about $60 million to
$70 million in capital. Ultimately, that’s going to flow back to the D&A line.
There’s some growth there. We spent about $60 million or so in non-real estate capital in 2012, so
as I kind of step back and look at it, if you go down line by line, SG&A is going to be about in line
with where it was last year. D&A is going to be only slightly up from where it was last year.
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Professional services is going to be about in line with where it was last year and you’re going to see
a bit of an increase in comp.
And again, frankly, that’s getting us back to 100% achievement of our double digit target. It’s hiring
a very modest number of people and it’s supporting growth again on top of growth, so I think it’s a
pretty tight range for a company pretty focused on growth.
<Q – Alex Kramm – UBS Securities LLC>: All right. I’ll follow up on that. Thanks.
Operator: Our next question comes from the line of Roger Freeman with Barclays. Your line is
open.
<Q – Roger Freeman – Barclays Capital, Inc.>: Thanks. Jeff, you want to come back to a point
you touched on interest rates swaps and that you’ve been kind of doing work in the background,
because one of things I wonder about it is the timing of the deal closing and sort of inability to
directly work with NYSE in the process, but the market’s gotten pretty much switched over to swap
clearing by third quarter, which is about when this deal may close, so you said relatively quickly you
think you can come to market, I mean feels like it almost has to happen within a short number of
months. I mean, is that fair way to think about that?
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Well, if I had a magic wand, I’d close the
deal tomorrow and so we...
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<Q – Roger Freeman – Barclays Capital, Inc.>: Well, sure.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Could get working, but I think what you’re
referring to is largely U.S. timetable. Europe is slightly behind that. And as you may have seen, the
EMIR legislation just suffered another timing setback in the last couple of days. And if you look at
the NYSE interest rate footprint, it’s largely European-based, so I think we certainly have more time
there. But longer-term, I’m really convinced that clearing houses that can manage customer capital
in a way that people feel confident about and do it transparently and with a close relationship with
the Treasury functions, are going to attract business and I really think we can differentiate our
capabilities.
We have the benefit, frankly, of building a new clearing house and looking at best practices across
all existing clearing houses when we did that and we have the benefit of building technology in the
Internet age that can be lightweight and easily connectible. And we – and underneath here, have
been hiring a lot of quantitative people and Treasury type people, which is really the hiring that
Scott just referred to, to build out our capabilities, that I think, ultimately over time, we will be able to
attract business and thereby build growth across asset classes. And that’s the basic investment
pieces that we’re making in this transaction.
<Q – Roger Freeman – Barclays Capital, Inc.>: Okay, good. And a fair point on the European
timeline. And I guess the other question is going back to CDS and kind of the outlook there, one of
the issues I think on kind of broader adoption is the challenges in [ph] clearing financial CDS
(51:26), so I just wanted to see if there’s an update on whether that’s been worked out. And then
also on the sovereign CDS, I was wondering if you have any color on why the SEC’s taking so long
to approve? I would have thought Europe would have been a tougher regulatory body to get
through.
<A – Scott Hill – IntercontinentalExchange, Inc.>: That one was a tough regulatory body to get
done. I’m kind of like Jeff. I’d like this magic wand to wave it through. But at the end of the day, I
think all regulators are wanting to be more cautious and to better understand the risks that are
being [ph] examined. With Western European sov is, (51:55) just as an example, those are
European names clearing in a European clearinghouse. And the regulatory approval that we need
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is from the U.S.-regulated, the SEC. But they have oversight among many other regulators at
various clearinghouse and they want to make sure they understand the business that’s going
through there.
So I think it’s just people being prudent and cautious. It’s frustrating for us, because we’re very
confident in the solution we’ve got. The FSA has signed off on it. [ph] We are already clearing, saw
the nice clear credit (52:22). So I wish I could give you a better reason as to why, but I think it’s just
an abundance of caution that’s common across regulators today wanting to make sure every T is
crossed a couple of times. So we’re continuing to work through, because there is demand for those
products and we are ready to clear them. So we’ll just – we’ll continue to work closely with the SEC
and try and get it over the hurdle.
With regards to the financials and other products, I would tell you we will continue to develop more
products as we move forward, working through options and tranches in a number of other products
to make available for clearing, but [ph] financial CDS (53:04) has some unique risks, in that some of
those financials are our clearing members. And so those probably aren’t up at the front of the line in
terms of product development, but there’s still opportunity for further product development to be
had and to get revenue growth from that.
And then, as I mentioned in our prepared remarks, an area where we are focused is we now have a
license for market and an opportunity to develop a CDS future and we’re working very closely with
the industry. The early reaction has been positive. And as I mentioned in my remarks, we’ll give you
guys an update as we move forward and get closer to a launch, but that’s a product where we’re
spending a lot of time right now and where we think there is a good opportunity for us inside 2013.
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<Q – Roger Freeman – Barclays Capital, Inc.>: Okay. Thanks a lot.
Operator: Thank you. Once again, ladies and gentlemen, in the interest of time, we ask that you
limit yourselves to one question and one follow-up. Our next question comes from the line of Niamh
Alexander with KBW. Your line is open.
<Q – Niamh Alexander – Keefe, Bruyette & Woods, Inc.>: Thanks and, yeah, I’m going to followup on the credit derivatives, because you gave us a really neat update last quarter and you made
some huge progress in getting the license and, incredibly, getting the dealers to move on screen
and we’ve since heard about the [ph] client to dealer (54:16) venues moving on screen, which really
bodes well. I guess in the meantime, you’ve been busy raising your prices for NYX. But can you tell
– give – what can you share with us about the [ph] credit in next future (54:25) product? Is it this
quarter or is it next quarter? Have you gotten kind of commitment and incentives for dealers yet?
Maybe you can share a little bit about how to think about the economics.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Sure. Well, first of all, we’ve gone out to
the market and asked the question and it’s a question that you see in the press. Do you want us to
just take the existing swaps type contract and future-ize it or should we take the opportunity to
develop a contract that is a little more conducive to the way people may handle risk or do you do
both or some combination? And how big should this contract be and what should the [ph] pics
(55:06) size be and who are the natural users of the contract and that kind of thing? So we’re doing
our homework, because we think that there will be a – ultimately a large suite of credit products that
can be traded on exchange, but we would like our initial entry into that – we’d like opening night to
be a hit, so that we can lever off of that.
And so that’s just taking a lot of conversation. As Scott mentioned, the conversations have been
good. People are interested. The OTC credit default swap market in single names has been very
challenged, frankly, since the Lehman collapse. It’s been on a downward trajectory and there are a
lot of people that want to manage credit risk that would like to have the tools to do that and so we
see people helping us and trying new things.
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As you alluded to, we now have companies that are streaming prices in the OTC market. And we
have been engaged with those companies about the types of futures products that we could
potentially offer and how they could modify those streaming algorithms to help us frame the market
and give us prices on the first day. And those conversations are going well.
So it’s a very different environment today, I think, than just a few years ago, where there’s a – there
is a real appetite, in our mind, to create a headline product and a lot of good dialogue. Frankly, the
– there’s no negativity. The dialogue is all around the nuances of what would be the best product
and how should it relate to existing risk that’s out there.
So we’re cautiously optimistic that it could be a very good opportunity for us and I think, [ph] Niamh
(56:56) you know, I’ve personally said – stuck my neck out, that I think credit is an under-traded
asset class and it wants to be standardized and listed. And I think if we do it right, it will do well.
And we’ve seen a huge uptake in trading of cash credit in the form of bonds and I think that the
market would prefer to trade risk in a more standardized derivative and concentrate that risk on an
exchange. And so that’s what we’ve been working on for the last few years. And I do think it’s a –
2013 opportunity and I do think it’s something that we will be launching at the end of the first
quarter or early in the second quarter, depending upon the readiness of the market.
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<Q – Niamh Alexander – Keefe, Bruyette & Woods, Inc.>: Okay, thanks so much, Jeff. I
appreciate you expanding on that. And then secondarily back to the energy product and, I guess,
we talked about earlier about the dynamics of the pricing in [ph] vast markets (57:54) and how
maybe that’s shifting the volume demand and then some of the characteristics there, but you know
coming at it from the customer perspective, even this morning’s Journal article about how some of
the large pension funds are reconsidering their strategy of investing in options indices or just in
commodities indices, should we say.
And you know if there’s one consultant telling one pension fund oftentimes, you’ve got a lot of
consultants telling others to do something similar and engage in similar strategy. Is that something
that you’ve seen yet? Have you been to identify maybe some of the – those customers pulling back
a little bit?
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Yeah, I think what we see is
conversations with our sales people about how less correlated commodities are to equities and that
phenomenon bodes well for institutional investments that are looking for diversity, as I think you’re
probably uniquely aware of after the Lehman collapse, everything seemed to be correlated, and
everything seemed to be correlated to government action, to a certain degree, and now it does feel
like we’re going back to a disconnect, where fixed income and equities and commodities will have
their own unique trading behavior going forward. And I think that bodes well for commodities.
<Q – Niamh Alexander – Keefe, Bruyette & Woods, Inc.>: Okay.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: And as well particularly for Brent,
particularly as those indexes have started to add heavier weight to Brent, which has contributed to
our growth and will continue to do so.
<Q – Niamh Alexander – Keefe, Bruyette & Woods, Inc.>: Okay. That was kind of opposite of
what I guess they’re saying that some of these pensions funds are pulling back from index investing
in commodities.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Well, I think right now, it looks like
everybody’s rushing in equities.
<Q – Niamh Alexander – Keefe, Bruyette & Woods, Inc.>: See how that goes.
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<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: And we appreciate all of those – all of
you listening that have done that in ICE stock.
<Q – Niamh Alexander – Keefe, Bruyette & Woods, Inc.>: Thanks.
Operator: Our next question comes from the line of Patrick O’Shaughnessy with Raymond James.
Your line is open.
<Q – Patrick O’Shaughnessy – Raymond James & Associates, Inc.>: Hi. So my question would
be in Europe, with the financial transaction tax that they keeping talking about and then it seems
like they have a group of 11 or 12 countries that are interested. How much does that concern you
about negatively impacting the long-term value of the NYSE Euronext franchise?
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<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Well, first of all, taxing a product that you
sell is probably never a healthy thing, but the way I look at it, frankly, is that the marginal user that
will no longer manage risk or make an investment because of the transaction cost is probably a feesensitive customer. And that, in our world, is probably an algorithmic trader who has the least net
income contribution to the company. So I think, while on a volume basis, you hear people talking
about large downturns, I’m not sure on an economic basis it’s as Draconian. We have seen in our
markets – we’ve always at ICE, I think, been a little bit of a laggard when it comes to bringing
algorithmic trading into our markets. We want it and it’s a part of our industry right now, but we want
it to be constructive and provide liquidity. And we have seen that in markets where we don’t have
algorithmic traders, we can provide liquidity with people with [ph] a mouse, who are actually willing
to pay us more for the opportunity to capture the bid offer spread (61:34).
So I’m not sure it’s as negative as maybe the press would make it to be with respect to NYSE. And
frankly, anything that can help the – help prevent the fragmentation that goes on in the equity
markets is probably a good thing in the long run. And that tax, in an odd way, may actually
contribute to less fragmentation.
<A – Scott Hill – IntercontinentalExchange, Inc.>: Yeah. And, Patrick, you’ve got to remember,
it’s 11 out of 27 and three of those 11 announced plans already that are completely different. And
now all 11 of them have to agree on exactly the same plan for it to come into effect. So you can
imagine just getting to a point where you have an agreed tax is likely to take quite some time, if
ever. And then once that happens, it’s just as Jeff said.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: You know, the UK has a stamp duty tax
on shares that trade there – the difference in the – my understanding is the difference in the
transaction tax being discussed now is the revenues would go to the – to Brussels, the EU,
whereas the stamp duty tax in the UK revenues are going to the UK Government. But it doesn’t
look like the London Stock Exchange has necessarily suffered that much to me. It’s actually been
doing quite well under Xavier’s leadership.
<Q – Patrick O’Shaughnessy – Raymond James & Associates, Inc.>: Great. I appreciate your
thoughts. Thank you.
<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Thank you.
Operator: Thank you. Our final question will come from Brian Bedell with ISI Group. Your line is
open.
<Q – Brian Bedell – International Strategy & Investment Group, Inc.>: Hi. Good morning, folks.
<A – Scott Hill – IntercontinentalExchange, Inc.>: Good morning.
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<A – Jeff Sprecher – IntercontinentalExchange, Inc.>: Morning.
<Q – Brian Bedell – International Strategy & Investment Group, Inc.>: Jeff or Scott, can you
give us a sense of the revenue impact from the Liffe clearing arrangement beginning in the third
quarter? Obviously, it makes a lot of sense, given your platform’s already built. Just on the expense
side, it’s not any kind of significant increase, but just to get a sense as to maybe annualized
revenue, obviously, it depends on volumes and maybe if you could base it on, say, either January
Liffe volumes, for example?
<A – Scott Hill – IntercontinentalExchange, Inc.>: Yeah, we haven’t really given guidance on
that. And it’s out in the back half of the year and we haven’t provided those terms of the contract.
So I really, I don’t want to provide a number to you here. What I will tell you is that it was a heavily
negotiated deal. It is a good commercial arrangement from Liffe’s standpoint. As you said, we
benefit because it leverages most of our existing infrastructure, so we’re able to do it at a far
smaller investment than would have been the case otherwise. And we’ve got a track record of
having done this. We did [ph] leave LCH. We did transition a big amount of OI over, (64:21) so it’s a
good deal for both sides. It gives Liffe the certainty they needed. It gives us the opportunity to drive
some more volume [ph] through (64:31) a fixed infrastructure, but in terms of specific guidance, I’d
ask your patience a bit as we get further into the build-out for us to give any specific numbers.
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<Q – Brian Bedell – International Strategy & Investment Group, Inc.>: Sure. That’s fair enough
and then just maybe a follow-up question on the long-term use of excess capital that you’ll be
generating from the very strong free cash flow from the deal. As we look out into 2014 and 2015,
can you just give us a sense of what your priorities would be for deployment of that excess capital
and including the potential capital from the IPO of Euronext?
<A – Scott Hill – IntercontinentalExchange, Inc.>: Yes, that’s a great question and I think what
we would expect to do in the future will be largely guided by what you’ve seen us do in the past,
with one exception, as we’ve noted. Post-close of the deal, we will begin to pay a dividend, a dollar
amount about the same as you see today at $300 million. So that will be one use of capital that you
haven’t seen us do historically.
Beyond that, there really are going to be three focuses and I’ll give them to you in order. We are
going to continue to be a growth company. And we will look for opportunities to invest in further
growth, whether that’s internal CapEx, internal software development, M&A opportunities, et cetera,
we will continue to focus on that. In the immediate term right after the deal, we will focus on
deleveraging and, depending on when the deal closes, we’ll likely be around 2.5 times levered on a
combined basis.
As you know historically, we’ve been closer to and a little below one and we will quickly work our
way towards that number. I would expect within a year, we’ll get down below two and quickly into
the one to 1.5 range, with an objective to get to one over time.
And then in addition to that, just as we did on – admittedly a smaller scale with the Creditex deal,
that there is going to be a number of shares that will put dilution into the market and we’ll use cash
flow to buy those shares back opportunistically to reduce that dilution impact.
So again, it’s a combination of what you’ve seen in the past. It’s going to be growth. It’s going to be
deleveraging. It’s going to be share buybacks. But then post-close, for the first time in the
company’s history, we will begin to pay a dividend.
<Q – Brian Bedell – International Strategy & Investment Group, Inc.>: Okay, great. That’s very
helpful. Thank you.
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Operator: That does conclude the question-and-answer session. I’d like to turn it back to
management for any closing statements.

Scott A. Hill, Chief Financial Officer & Senior Vice President
Thank you, Bethany, and thank you all for joining us this morning. We’ll keep you informed as we
proceed with the NYSE Euronext acquisition and also with the progress of the many other initiatives
that we have underway. And I’d like to wish you all a Happy New Year of Snake.
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Operator: Ladies and gentlemen, this does conclude your conference. You all may disconnect and
have a good day.
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