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Item 2.02 Results of Operations and Financial Condition

On November 4, 2026, Red Violet, Inc., a Delaware corporation (the “Company”), issued a press release announcing its financial results for the third
quarter ended September 30, 2026 (the “Earnings Release”). A copy of the Earnings Release is furnished herewith as Exhibit 99.1.

Also on November 4, 2026, following the issuance of the Earnings Release, the Company conducted a conference call to discuss the reported financial
results for the third quarter ended September 30, 2026. The Company had issued a press release on October 21, 2026 to announce the scheduling of the
conference call. A copy of the transcript of the conference call is furnished herewith as Exhibit 99.2.

The information included herein and in Exhibit 99.1 and Exhibit 99.2 shall not be deemed “filed” for purposes of Section 18 of the Securities Exchange Act

of 1934, as amended (“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 or the Exchange Act, as amended, except as expressly set forth by specific reference in such filing.

Item 9.01 Financial Statements and Exhibits
(d) Exhibits.

99.1 Press Release, dated November 4, 2026

99.2 November 4, 2026 conference call transcript

104 Cover page Interactive Data File (embedded within the inline XBRL file).
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hereunto duly authorized.
Red Violet, Inc.

Date: November 5, 2026 By: /s/ Derek Dubner

Derek Dubner
Chief Executive Officer (Principal Executive Officer)



Exhibit 99.1

red violet Reports Third Quarter 2026 Financial Results

Revenue Increases 20% to a Record $27.8 Million Producing a Record $12.7 Million in Cash Flow from Operations

BOCA RATON, Fla. — November 4, 2026 — Red Violet, Inc. (NASDAQ: RDVT), a leading identity intelligence and analytics company, today announced
financial results for the quarter ended September 30, 2026.

“red violet delivered another record revenue quarter, surpassing $100 million in trailing twelve-month revenue for the first time, and generating record
operating cash flow,” stated Derek Dubner, red violet’s CEO. “The continued expansion of digital interactions, coupled with increasingly sophisticated Al-
driven fraud, is fueling demand for identity resolution, fraud prevention, and compliance solutions. Our proprietary platform and longitudinal identity graph
deliver accurate identity intelligence that informs critical decisions and supports customers’ daily workflows. We believe these secular tailwinds, combined
with our strengthening competitive advantages, position us to capture a growing share of this expanding market.”

Third Quarter Financial Results

For the three months ended September 30, 2026 as compared to the three months ended September 30, 2025:

*  Total revenue increased 20% to $27.8 million.

*  Gross profit increased 25% to $21.0 million. Gross margin increased to 76% from 73%.

*  Adjusted gross profit increased 22% to $23.7 million. Adjusted gross margin increased to 85% from 84%.

*  Net income increased 29% to $5.4 million, which resulted in earnings of $0.35 per basic and diluted share. Net income margin increased to 20% from
18%.

*  Adjusted EBITDA increased 22% to $11.0 million. Adjusted EBITDA margin increased to 40% from 39%.
*  Adjusted net income increased 23% to $7.3 million, which resulted in adjusted earnings of $0.48 and $0.47 per basic and diluted share, respectively.
*  Net cash provided by operating activities increased 25% to $12.7 million.

*  Cash and cash equivalents, together with investments in U.S. Treasury securities, totaled $165.7 million as of September 30, 2026, with no debt.

Third Quarter and Recent Business Highlights

*  Closed an underwritten public offering of 1,916,667 shares of common stock, including 250,000 shares of common stock sold pursuant to the full
exercise of the underwriters’ option, providing net proceeds of $108.7 million, after deducting underwriting discounts and commissions and offering
expenses.

*  Added 383 customers to IDI™ during the third quarter, ending the quarter with 11,252 customers.

*  Added 19,688 users to FOREWARN® during the third quarter, ending the quarter with 462,861 users. Over 665 REALTOR® Associations throughout
the U.S. are now contracted to use FOREWARN.

Conference Call

In conjunction with this release, red violet will host a conference call and webcast today at 4:30 pm ET to discuss its quarterly results and provide a
business update. Please click here to pre-register for the conference call and obtain your dial in number and passcode. To access the live audio webcast,
visit the Investors section of the red violet website at www.redviolet.com. Please login at least 15 minutes prior to the start of the call to ensure adequate
time for any downloads that may be required. Following the completion of the conference call, an archived webcast of the conference call will be available
on the Investors section of the red violet website at www.redviolet.com.



About red violet®

At red violet, we build proprietary technologies and apply analytical capabilities to deliver identity intelligence. Our technology powers critical solutions,
which empower organizations to operate with confidence. Our solutions enable the real-time identification and location of people, businesses, assets and
their interrelationships. These solutions are used for purposes including identity verification, risk mitigation, due diligence, fraud detection and prevention,
regulatory compliance, and customer acquisition. Our cloud-native, Al-embedded identity intelligence platform, CORE™, is purpose-built for the
enterprise, yet flexible enough for organizations of all sizes, bringing clarity to massive datasets by transforming data into intelligence. Our solutions are
used today to enable frictionless commerce, enhance safety, and mitigate fraud and the related financial losses borne by society. For more information,
please visit www.redviolet.com.

Company Contact:
Camilo Ramirez
Red Violet, Inc.
561-757-4500
ir@redviolet.com

Investor Relations Contact:
Steven Hooser

Three Part Advisors
214-872-2710
ir@redviolet.com

Use of Non-GAAP Financial Measures

Management evaluates the financial performance of our business on a variety of key indicators, including non-GAAP metrics of adjusted EBITDA,
adjusted EBITDA margin, adjusted net income, adjusted earnings per share, adjusted gross profit, adjusted gross margin, and free cash flow ("FCF").
Adjusted EBITDA is a non-GAAP financial measure equal to net income, the most directly comparable financial measure based on US GAAP, excluding
interest income, income tax expense, depreciation and amortization, share-based compensation expense, acquisition-related costs, litigation costs, and
write-off of long-lived assets. We define adjusted EBITDA margin as adjusted EBITDA as a percentage of revenue. Adjusted net income is a non-GAAP
financial measure equal to net income, the most directly comparable financial measure based on US GAAP, adjusted to exclude share-based compensation
expense, amortization of share-based compensation capitalized in intangible assets, acquisition-related costs, litigation costs, and write-off of long-lived
assets, and to include the tax effect of adjustments. We define adjusted earnings per share as adjusted net income divided by the weighted average shares
outstanding. We define adjusted gross profit as gross profit plus depreciation and amortization of certain intangible assets, and adjusted gross margin as
adjusted gross profit as a percentage of revenue. We define FCF as net cash provided by operating activities reduced by purchase of property and
equipment and capitalized costs included in intangible assets.

FORWARD-LOOKING STATEMENTS

This press release contains "forward-looking statements," as that term is defined under the Private Securities Litigation Reform Act of 1995 (PSLRA),
which statements may be identified by words such as "expects," "plans," "projects," "will," "may," "anticipate," "believes," "should," "intends,"
"estimates," and other words of similar meaning. Such forward looking statements are subject to risks and uncertainties that are often difficult to predict,
are beyond our control and which may cause results to differ materially from expectations, including whether the continued expansion of digital
interactions and Al-driven fraud will continue to fuel demand for identity resolution, fraud prevention, and compliance solutions; and whether the
Company’s proprietary platform and longitudinal identity graph, combined with its competitive advantages, will enable it to capture a growing share of this
expanding market. Readers are cautioned not to place undue reliance on these forward-looking statements, which are based on our expectations as of the
date of this press release and speak only as of the date of this press release and are advised to consider the factors listed above together with the additional
factors under the heading "Forward-Looking Statements" and "Risk Factors" in red violet's Form 10-K for the year ended December 31, 2025, filed on
March 4, 2026, as may be supplemented or amended by the Company's other filings with the Securities and Exchange Commission (the “SEC”). We
undertake no obligation to publicly update or revise any forward-looking statement, whether as a result of new information, future events or otherwise,
except as required by law.
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RED VIOLET, INC.

CONDENSED CONSOLIDATED BALANCE SHEETS

ASSETS:

Current assets:

Cash and cash equivalents
Short-term investments

(Amounts in thousands, except share data)

(unaudited)

Accounts receivable, net of allowance for doubtful accounts of $239 and $231 as of

September 30, 2026 and December 31, 2025, respectively

Prepaid expenses and other current assets
Total current assets

Long-term investments

Property and equipment, net

Intangible assets, net

Goodwill

Right-of-use assets

Deferred tax assets

Other noncurrent assets

Total assets

LIABILITIES AND SHAREHOLDERS' EQUITY:
Current liabilities:

Accounts payable

Accrued expenses and other current liabilities
Current portion of operating lease liabilities
Deferred revenue

Total current liabilities

Noncurrent operating lease liabilities

Other noncurrent liabilities

Total liabilities

Shareholders' equity:

Preferred stock—S$0.001 par value, 10,000,000 shares authorized, and 0 shares
issued and outstanding, as of September 30, 2026 and December 31, 2025

Common stock—S$0.001 par value, 200,000,000 shares authorized, 16,050,406 and
14,151,350 shares issued and outstanding, as of September 30, 2026 and

December 31, 2025
Additional paid-in capital
Retained earnings
Accumulated other comprehensive loss
Total shareholders' equity
Total liabilities and shareholders' equity

September 30, 2026

December 31, 2025

$ 68,058 § 43,557
36,286 -

13,626 10,697

3,677 2,281

121,647 56,535

61,320 -

926 882

43,073 39,264

5,227 5,227

2,179 2,570

2,918 6,585

658 949

$ 237,948 $ 112,012
$ 2,638 $ 1,977
2,746 4,469

487 396

1,634 1,028

7,505 7,870

2,080 2,396

796 820

10,381 11,086

16 14

200,826 88,628

27,077 12,284

(352) -

227,567 100,926

$ 237,948 $ 112,012




CONDENSED CONSOLIDATED STATEMENTS OF OPERATIONS
(Amounts in thousands, except share data)

Revenue

Costs and expenses'”

Cost of revenue (exclusive of depreciation and amortization)

Sales and marketing expenses
General and administrative expenses
Depreciation and amortization
Total costs and expenses

Income from operations

Interest income

Income before income taxes
Income tax expense

Net income

Earnings per share:

Basic

Diluted

Weighted average shares outstanding:
Basic

Diluted

RED VIOLET, INC.

(1) Share-based compensation expense in each category:
Cost of revenue (exclusive of depreciation and amortization)
Sales and marketing expenses

General and administrative expenses

Total

(unaudited)
Three Months Ended September 30, Nine Months Ended September 30,
2026 2025 2026 2025
$ 27,751  $ 23,083 80,299 $ 66,860
4,018 3,622 11,655 10,784
6,160 5,402 17,768 16,431
8,971 6,777 25,138 20,204
2,837 2,706 8,434 7,903
21,986 18,507 62,995 55,322
5,765 4,576 17,304 11,538
1,069 386 1,807 1,033
6,834 4,962 19,111 12,571
1,389 749 4318 2,232
$ 5445 §$ 4,213 14,793  $ 10,339
$ 035 3 0.30 1.01 3 0.74
$ 035 § 0.29 099 $§ 0.71
15,342,614 14,027,994 14,575,079 14,014,993
15,754,154 14,618,657 14,914,635 14,567,167
$ 15 $ - 44 $ -
233 206 608 594
1,831 1,500 5,713 4,535
$ 2,079 $ 1,706 6,365 $ 5,129




RED VIOLET, INC.
CONDENSED CONSOLIDATED STATEMENTS OF CASH FLOWS
(Amounts in thousands)

(unaudited)

Nine Months Ended September 30,

2026 2025
CASH FLOWS FROM OPERATING ACTIVITIES:
Net income $ 14,793  $ 10,339
Adjustments to reconcile net income to net cash provided by operating activities:
Depreciation and amortization 8,434 7,903
Share-based compensation expense 6,365 5,129
Write-off of long-lived assets 12 3
Provision for bad debts 791 408
Noncash lease expenses 391 382
Accretion of discount on investments in U.S. Treasury securities, net (54) -
Deferred income tax expense 3,791 2,020
Changes in assets and liabilities:
Accounts receivable (3,720) (2,766)
Prepaid expenses and other current assets (486) (610)
Other noncurrent assets 291 58
Accounts payable 661 637
Accrued expenses and other current liabilities (1,757) (701)
Deferred revenue 606 147
Operating lease liabilities (225) (289)
Net cash provided by operating activities 29,893 22,660
CASH FLOWS FROM INVESTING ACTIVITIES:
Purchases of investments in U.S. Treasury securities (98,938) -
Purchase of property and equipment (263) (439)
Capitalized costs included in intangible assets (10,555) (7,679)
Net cash used in investing activities (109,756) (8,118)
CASH FLOWS FROM FINANCING ACTIVITIES:
Proceeds from issuance of common stock, net of issuance costs 108,705 -
Taxes paid related to net share settlement of vesting of restricted stock units (1,219) (860)
Repurchases of common stock (3,122) (653)
Dividend payable - (4,181)
Net cash provided by (used in) financing activities 104,364 (5,694)
Net increase in cash and cash equivalents $ 24,501 $ 8,848
Cash and cash equivalents at beginning of period 43,557 36,504
Cash and cash equivalents at end of period $ 68,058 $ 45,352
SUPPLEMENTAL DISCLOSURE INFORMATION:
Cash paid for interest $ - S -
Cash paid for income taxes $ 570 $ 683
Share-based compensation capitalized in intangible assets $ 1,471  § 1,146
Retirement of treasury stock $ 4341 $ 1,513
Right-of-use assets obtained in exchange of operating lease liabilities $ - $ 1,153



Use and Reconciliation of Non-GAAP Financial Measures

Management evaluates the financial performance of our business on a variety of key indicators, including non-GAAP metrics of adjusted EBITDA,
adjusted EBITDA margin, adjusted net income, adjusted earnings per share, adjusted gross profit, adjusted gross margin, and FCF. Adjusted EBITDA is a
non-GAAP financial measure equal to net income, the most directly comparable financial measure based on US GAAP, excluding interest income, income
tax expense, depreciation and amortization, share-based compensation expense, acquisition-related costs, litigation costs, and write-off of long-lived assets.
We define adjusted EBITDA margin as adjusted EBITDA as a percentage of revenue. Adjusted net income is a non-GAAP financial measure equal to net
income, the most directly comparable financial measure based on US GAAP, adjusted to exclude share-based compensation expense, amortization of
share-based compensation capitalized in intangible assets, acquisition-related costs, litigation costs, and write-off of long-lived assets, and to include the tax
effect of adjustments. We define adjusted earnings per share as adjusted net income divided by the weighted average shares outstanding. We define
adjusted gross profit as gross profit plus depreciation and amortization of certain intangible assets, and adjusted gross margin as adjusted gross profit as a
percentage of revenue. We define FCF as net cash provided by operating activities reduced by purchase of property and equipment, and capitalized costs
included in intangible assets.

The following is a reconciliation of net income, the most directly comparable US GAAP financial measure, to adjusted EBITDA:

Three Months Ended September 30, Nine Months Ended September 30,
(Dollars in thousands) 2026 2025 2026 2025
Net income $ 5,445 $ 4213 $ 14,793 $ 10,339
Interest income (1,069) (386) (1,807) (1,033)
Income tax expense 1,389 749 4,318 2,232
Depreciation and amortization 2,837 2,706 8,434 7,903
Share-based compensation expense 2,079 1,706 6,365 5,129
Acquisition-related costs 225 (12) 533 358
Litigation costs 84 60 269 73
Write-off of long-lived assets 11 - 12 3
Adjusted EBITDA $ 11,001 $ 9,036 $ 32,917 $ 25,004
Revenue $ 27,751 $ 23,083 $ 80,299 $ 66,860
Net income margin 20% 18% 18% 15%
Adjusted EBITDA margin 40% 39% 41% 37%

The following is a reconciliation of net income, the most directly comparable US GAAP financial measure, to adjusted net income:

Three Months Ended September 30, Nine Months Ended September 30,

(Dollars in thousands, except share data) 2026 2025 2026 2025
Net income $ 5445 § 4213 3 14,793 $ 10,339
Share-based compensation expense 2,079 1,706 6,365 5,129
Amortization of share-based compensation

capitalized in intangible assets 411 413 1,231 1,235
Acquisition-related costs 225 (12) 533 358
Litigation costs 84 60 269 73
Write-off of long-lived assets 11 - 12 3
Tax effect of adjustments”) (915) (423) (2,098) (1,529)
Adjusted net income $ 7,340 $ 5957 $ 21,105  $ 15,608
Earnings per share:
Basic $ 035 § 030 $ 1.01 $ 0.74
Diluted $ 035 § 029 $ 099 $ 0.71
Adjusted earnings per share:
Basic $ 048 § 042 3 145 3 1.11
Diluted $ 047  § 041 $ 142§ 1.07
Weighted average shares outstanding:
Basic 15,342,614 14,027,994 14,575,079 14,014,993
Diluted 15,754,154 14,618,657 14,914,635 14,567,167




(1) The tax effect of adjustments is calculated using the expected combined federal and state statutory tax rate, which was approximately 26.00% for the
three and nine months ended September 30, 2026 and 2025. The resulting tax effect may differ from applying such rate to total adjustments due to the
tax treatment of certain items. Beginning with our Annual Report on Form 10-K for the year ended December 31, 2025, we updated the methodology
for determining the income tax effects of adjustments in calculating non-GAAP adjusted net income. Prior-period amounts have been revised to
conform to the current methodology and presentation. These revisions did not affect our previously reported GAAP financial statements.

The following is a reconciliation of gross profit, the most directly comparable US GAAP financial measure, to adjusted gross profit:

Three Months Ended September 30, Nine Months Ended September 30,

(Dollars in thousands) 2026 2025 2026 2025
Revenue $ 27,751 $ 23,083 $ 80,299 $ 66,860
Cost of revenue (exclusive of depreciation and

amortization) (4,018) (3,622) (11,655) (10,784)
Depreciation and amortization related to cost of revenue (2,765) (2,651) (8,227) (7,746)
Gross profit 20,968 16,810 60,417 48,330
Depreciation and amortization of certain intangible

assets") 2,702 2,615 8,080 7,627
Adjusted gross pr()fit $ 23,670 $ 19,425 $ 68,497 $ 55,957
Gross margin 76% 73% 75% 72%
Adjusted gross margin 85% 84% 85% 84%

(1) Depreciation and amortization of certain intangible assets primarily consists of the amortization of capitalized internal-use software development
costs, which are included within intangible assets and amortized over their estimated useful lives.

The following is a reconciliation of net cash provided by operating activities, the most directly comparable US GAAP financial measure, to FCF:

Three Months Ended September 30, Nine Months Ended September 30,
(Dollars in thousands) 2026 2025 2026 2025
Net cash provided by operating activities $ 12,671 $ 10,172 $ 29,893 $ 22,660
Less:
Purchase of property and equipment 95) (187) (263) (439)
Capitalized costs included in intangible assets (3,752) (2,695) (10,555) (7,679)
Free cash flow $ 8824 $ 7290 $ 19,075  $ 14,542

In order to assist readers of our condensed consolidated financial statements in understanding the operating results that management uses to evaluate the
business and for financial planning purposes, we present non-GAAP measures of adjusted EBITDA, adjusted EBITDA margin, adjusted net income,
adjusted earnings per share, adjusted gross profit, adjusted gross margin, and FCF as supplemental measures of our operating performance and liquidity.
We believe they provide useful information to our investors as they eliminate the impact of certain items that we do not consider indicative of our cash
operations and ongoing operating performance. In addition, we use them as an integral part of our internal reporting to measure the performance and
operating strength of our business.



We believe adjusted EBITDA, adjusted EBITDA margin, adjusted net income, adjusted earnings per share, adjusted gross profit, adjusted gross margin,
and FCF are relevant and provide useful information frequently used by securities analysts, investors, and other interested parties in their evaluation of the
operating performance of companies similar to ours and are indicators of the operational strength of our business. We believe adjusted EBITDA eliminates
the uneven effect of considerable amounts of non-cash depreciation and amortization, share-based compensation expense, and the impact of other items not
indicative of our ongoing operating performance. Adjusted EBITDA margin is calculated as adjusted EBITDA as a percentage of revenue. We believe
adjusted net income provides additional means of evaluating period-over-period operating performance by eliminating certain non-cash expenses and other
items that might otherwise make comparisons of our ongoing business with prior periods more difficult and obscure trends in ongoing operations. Adjusted
net income is a non-GAAP financial measure equal to net income, adjusted to exclude share-based compensation expense, amortization of share-based
compensation capitalized in intangible assets, and other items not indicative of our ongoing operating performance, and to include the tax effect of
adjustments. We define adjusted earnings per share as adjusted net income divided by the weighted average shares outstanding. Our adjusted gross profit is
a measure used by management in evaluating the business’s current operating performance by excluding the impact of prior historical costs of certain assets
that are expensed systematically and allocated over the estimated useful lives of the assets, which may not be indicative of the current operating activity.
We define adjusted gross profit as gross profit plus depreciation and amortization of certain intangible assets. We believe adjusted gross profit provides
useful information to our investors by eliminating the impact of certain non-cash depreciation and amortization, and primarily the amortization of software
developed for internal use, providing a baseline of our core operating results that allow for analyzing trends in our underlying business consistently over
multiple periods. Adjusted gross margin is calculated as adjusted gross profit as a percentage of revenue. We believe FCF is an important liquidity measure
of the cash that is available, after capital expenditures, for operational expenses and investment in our business. FCF is a measure used by management to
understand and evaluate the business’s operating performance and trends over time. FCF is calculated by using net cash provided by operating activities,
less purchase of property and equipment and capitalized costs included in intangible assets.

Adjusted EBITDA, adjusted EBITDA margin, adjusted net income, adjusted earnings per share, adjusted gross profit, adjusted gross margin, and FCF are
not intended to be performance measures that should be regarded as an alternative to, or more meaningful than, financial measures presented in accordance
with US GAAP. In addition, FCF is not intended to represent our residual cash flow available for discretionary expenses and is not necessarily a measure of
our ability to fund our cash needs. The way we measure adjusted EBITDA, adjusted EBITDA margin, adjusted net income, adjusted earnings per share,
adjusted gross profit, adjusted gross margin, and FCF may not be comparable to similarly titled measures presented by other companies, and may not be
identical to corresponding measures used in our various agreements.

SUPPLEMENTAL METRICS

The following metrics are intended as a supplement to the financial statements found in this release and other information furnished or filed with the SEC.
These supplemental metrics are not necessarily derived from any underlying financial statement amounts. We believe these supplemental metrics help
investors understand trends within our business and evaluate the performance of such trends quickly and effectively. In the event of discrepancies between
amounts in these tables and the Company's historical disclosures or financial statements, readers should rely on the Company's filings with the SEC and
financial statements in the Company's most recent earnings release.

We intend to periodically review and refine the definition, methodology and appropriateness of each of these supplemental metrics. As a result, metrics are
subject to removal and/or changes, and such changes could be material.

(Unaudited)

(Dollars in thousands) Q4'24 Q1'25 Q2'25 Q3'25 Q4'25 Q1'26 Q226 Q3'26
Customer metrics
IDI - billable customers” 8,926 9,241 9,549 9,853 10,022 10,422 10,869 11,252
FOREWARN - users® 303,418 325,336 346,671 372,209 390,018 417,680 443,173 462,861
Revenue metrics
Contractual revenue %" 77% 74% 77% 75% 77% 75% 77% 78%
Gross revenue retention %" 96% 96% 97% 96% 95% 95% 95% 96%
Other metrics
Employees - sales and marketing 95 90 92 105 99 104 104 108
Employees - support 11 11 11 11 12 13 13 13
Employees - infrastructure 28 29 29 32 37 36 35 39
Employees - engineering 57 62 63 66 73 77 79 89
Employees - administration 25 24 28 28 29 30 30 29
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We define a billable customer of IDI as a single entity that generated revenue in the last three months of the period. Billable customers are typically
corporate organizations. In most cases, corporate organizations will have multiple users and/or departments purchasing our solutions; however, we
count the entire organization as a discrete customer.

We define a user of FOREWARN as a unique person that has a subscription to use the FOREWARN service as of the last day of the period. A unique
person can only have one user account.

Contractual revenue % represents revenue generated from customers pursuant to pricing contracts containing a monthly fee and any additional
overage divided by total revenue. Pricing contracts are generally annual contracts or longer, with auto renewal.

Gross revenue retention is defined as the revenue retained from existing customers, net of reinstated revenue, and excluding expansion revenue.
Revenue is measured once a customer has generated revenue for six consecutive months. Revenue is considered lost when all revenue from a
customer ceases for three consecutive months; revenue generated by a customer after the three-month loss period is defined as reinstated revenue.
Gross revenue retention percentage is calculated on a trailing twelve-month basis. The numerator of which is revenue lost during the period due to
attrition, net of reinstated revenue, and the denominator of which is total revenue based on an average of total revenue at the beginning of each month
during the period, with the quotient subtracted from one. Our gross revenue retention calculation excludes revenue from idiVERIFIED, which is
purely transactional and currently represents less than 3% of total revenue.
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EXHIBIT 99.2

Red Violet, Inc. (NASDAQ: RDVT)

Third Quarter 2026 Earnings Results Conference Call

Company Participants:

Camilo Ramirez, Senior Vice President, Finance and Investor Relations
Derek Dubner, Chairman and Chief Executive Officer

Dan MacLachlan, Chief Financial Officer

Operator:

Good day ladies and gentlemen, and welcome to red violet’s third quarter 2026 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 follow at that
time.

As a reminder this call is being recorded.

I would now like to introduce your host for today’s conference Camilo Ramirez, Senior Vice President, Finance and Investor
Relations. Please go ahead.

Camilo Ramirez:

Good afternoon and welcome. Thank you for joining us today to discuss our third quarter 2026 financial results.

With me today is Derek Dubner, our Chairman and Chief Executive Officer, and Dan MacLachlan, our Chief Financial Officer.
Our call today will begin with comments from Derek and Dan, followed by a question and answer session.

I would like to remind you that this call is being webcast live and recorded. A replay of the event will be available following the
call on our website. To access the webcast, please visit our Investors page on our website www.redviolet.com.

Before we begin, I would like to advise listeners that certain information discussed by management during this conference call
are forward-looking statements covered under the Safe Harbor Provisions of the Private Securities Litigation Reform Act of
1995. Actual results could differ materially from those stated or implied by our forward-looking statements due to risks and
uncertainties associated with the company’s business. The company undertakes no obligation to update the information provided
on this call. For a discussion of risks and uncertainties associated with red violet’s business, I encourage you to review the
company’s filings with the



Securities and Exchange Commission, including the most recent Annual Report on Form 10-K and the subsequent 10-Qs.

During the call, we may present certain non-GAAP financial information relating to adjusted gross profit, adjusted gross margin,
adjusted EBITDA, adjusted EBITDA margin, adjusted net income, adjusted earnings per share, and free cash flow.
Reconciliations of these non-GAAP financial measures to their most directly comparable US GAAP financial measure are
provided in the earnings press release issued earlier today. In addition, certain supplemental metrics that are not necessarily
derived from any underlying financial statement amounts may be discussed and these metrics and their definitions can also be
found in the earnings press release issued earlier today.

With that, I am pleased to introduce red violet’s Chairman and Chief Executive Officer, Derek Dubner.

Derek Dubner:

Thanks, Camilo. Good afternoon, everyone, and thank you for joining us.

We are pleased to report another record quarter for red violet, with revenue and operating cash flow reaching new highs and
trailing twelve-month revenue surpassing $100 million for the first time. These results continue a sustained period of strong
growth, healthy margins, and customer additions at levels near the highest in our history. The expansion of digital interactions
and increasingly sophisticated Al-driven fraud are reinforcing the need for trusted identity intelligence, and our differentiated
capabilities are translating that need into growing customer adoption. Thank you to our team for the execution that continues to
make this possible.

Over the last several quarters, we have spent considerable time discussing who we are, how we built this business, what
differentiates our platform, the defensibility of our competitive position, and the opportunities that lie ahead. If you are new to
our story, I would encourage you to review the transcripts from our last several quarterly earnings calls. Our recent, highly
successful capital raise gave us additional opportunities to explore those topics with new and existing investors who participated
in the offering. We have since had many follow-up meetings with investors, along with introductions to others getting to know
red violet. Given those extensive discussions, my remarks today will be more concise and focused on the record quarter we just
delivered.

Let’s briefly run through the numbers. Third-quarter revenue increased 20% to a record $27.8 million. Adjusted gross margin
was 85%. Adjusted EBITDA increased 22% to $11.0 million, with a margin of 40%. Adjusted net income increased 23% to $7.3
million, which resulted in adjusted earnings of $0.47 per diluted share. We generated a record $12.7 million in operating cash
flow, up 25%. That’s another Rule of 60 quarter, combining 20% revenue growth with a 40% adjusted EBITDA margin, a strong
combination of growth and profitability.

On the customer front, IDI added 383 billable customers during the quarter, bringing our total to 11,252. We continue to onboard
customers at a pace at or near our highs and well above what we were seeing a year ago. FOREWARN added 19,688 users,
ending the quarter with 462,861



users. Its growing network reinforces its position as the leading proactive safety solution for face-to-face engagement.

Growth remained broad-based across the industries we serve, with continued strength in Financial Services, Corporate Risk,
Background Screening, Law Enforcement, Legal, and Collections. These markets have different demand drivers, but they share a
growing need to resolve identities accurately and make informed decisions quickly. We are seeing that need translate into new
customer relationships and continued increasing utilization across our existing base. Put simply, the business is firing on all
cylinders. September was our highest revenue month in our history and October was just as good.

Contractual revenue represented 78% of total revenue in the quarter. Importantly, there were no meaningful one-time
transactional revenue contributions, with results instead reflecting regular-course business activity across a diverse customer
base. We believe that breadth is an important indication of the underlying momentum in the business.

Within our public sector business, we continue to win and onboard law enforcement agencies, building on the progress we have
discussed over the past several quarters. We are also advancing at the state level, supporting identity resolution and fraud
prevention activities, including a recent multi-year contract we signed in October with another Secretary of State. These wins
demonstrate the relevance of our capabilities across a widening range of government use cases.

At the federal level, we continue to make inroads, educating agencies about IDI, the capabilities of our platform, and how our
intelligence can support their missions. Developing these relationships takes time, but we are encouraged by our progress and
remain focused on building this opportunity for the long term.

Across these markets, our competitive advantages continue to strengthen. The depth and accuracy of our longitudinal identity
graph, supported by our cloud-native, Al-embedded platform, provide intelligence that informs critical decisions and supports
daily workflows. We continue to extend the use of Al throughout the business, enhancing how we aggregate and analyze data,
how customers engage with our products and solutions, and how we develop new capabilities. Internally, Al-powered automation
is streamlining processes and increasing productivity across the organization. These efforts build on our proprietary foundation,
accelerating innovation and strengthening the value we deliver to customers. We believe this continued advancement positions us
to capture a growing share of an expanding market.

Our capital allocation strategy remains unchanged. Our first priority is investment in the business, including our platform,
proprietary data assets, product development, and go-to-market capabilities. We continue to identify and evaluate strategic M&A
opportunities that can strengthen our capabilities and accelerate our growth. We ended the quarter with over $165 million in cash
and U.S. Treasury investments and no debt, giving us substantial capacity to pursue these priorities with discipline.

We are very pleased with how the business is performing, and we remain focused on the large opportunity ahead. We have a
strong foundation, meaningful secular tailwinds, and the resources



to invest in our next phase of growth. Thank you to our team, our customers, our partners, and our shareholders for your
continued support.

With that, I’ll turn it over to Dan.
Dan MacLachlan:

Thanks, Derek, and good afternoon, everyone.

This was another strong quarter, with record revenue and record cash flows, with broad-based growth across nearly every part of
the business. We also completed a public offering that generated approximately $109 million in net proceeds, significantly
expanding our financial capacity to invest in our platform, our data assets, our go to market, and other strategic opportunities. We
built this company with a disciplined approach to capital allocation, and that same discipline will continue to guide how we
deploy our balance sheet.

With that as context, let me take you through the quarter.
For clarity, all the comparisons I will discuss today will be against the third quarter of 2025, unless noted otherwise.

Total revenue was a record $27.8 million, up 20% over the prior year. We generated record adjusted gross profit of $23.7 million,
resulting in an adjusted gross margin of 85%, up 1 percentage point. Adjusted EBITDA increased 22% to $11.0 million,
producing an adjusted EBITDA margin of 40%, also up 1 percentage point. Adjusted net income increased 23% to a record $7.3
million, resulting in adjusted earnings of 47 cents per diluted share.

Turning to the details of our P&L, as mentioned, revenue for the third quarter was $27.8 million, with each of our five revenue
verticals contributing solid growth.

We added 383 billable customers to IDI during the quarter, ending with 11,252 customers.

Financial and Corporate Risk posted another strong quarter, with growth spread across its core industries. Financial Services, the
largest industry in the vertical, grew steadily on deeper usage across the existing customer base. Both Background Screening and
Insurance delivered accelerated growth, with continued adoption of our enhanced Background Screening offerings and stronger
conversion of our Insurance pipeline.

Investigative was again our fastest-growing vertical on a percentage basis, with all four industries, Law Enforcement, Private
Investigators, Bail Bonds, and Process Servers, posting strong double-digit growth. Law Enforcement stood out in particular,
with continued strong adoption. We now serve more than 1,000 agencies, compared to more than 17,000 agencies nationwide,
leaving us with significant runway for further penetration.

Collections also continued to build on the momentum we have seen over the past several quarters. Coming out of the pandemic,
this vertical was stagnant for an extended period, due to government subsidies and collections moratoria. Over the past few years,
we started to see early signs of a recovery, those signs developed into a clear trend, and we have now delivered several



consecutive quarters of strong growth, with this quarter among the strongest. Consumer delinquencies remain elevated, more
accounts are entering collections, and our customers are relying on our solutions at higher volumes to locate and recover them.
Against that backdrop, we believe Collections remains well positioned to continue contributing to our growth.

Emerging Markets grew strongly again this quarter, with gains across a broad set of industries. Government, Repossession,
Legal, Retail, and Marketing all contributed to the growth. We remain early in our penetration of many of these markets and
continue to see significant opportunity across the vertical.

Turning to Real Estate, the vertical delivered solid growth during the quarter, driven by continued strength in FOREWARN,
partially offset by softness in IDI’s Real Estate business.

IDI’s Real Estate business remained soft against a difficult housing backdrop, declining at a high single digit rate year over year.
The tentative signs of improvement we noted last quarter did not carry through, and we expect the softness to persist until market
conditions improve.

FOREWARN had another strong quarter, with double-digit revenue growth. We added 19,688 users during the quarter, bringing
the total to 462,861 users, and we now have more than 665 REALTOR® Associations under contract.

The scale we have achieved with FOREWARN is an important competitive advantage. We recently introduced Community
Alerts, which allows an agent to flag a concerning interaction and quickly alert the broader FOREWARN network. The breadth
of our network creates a level of reach that is difficult to replicate, increasing the value of the protection we provide to every user.

Overall, contractual revenue accounted for 78% of total revenue in the quarter, up 3 percentage points from the prior year. Gross
revenue retention remained strong at 96%, consistent with the prior year.

Moving back to the P&L, cost of revenue, exclusive of depreciation and amortization, increased $0.4 million, or 11%, to $4.0
million. Adjusted gross profit increased 22% to $23.7 million, resulting in an adjusted gross margin of 85%, up 1 percentage
point.

Our sales and marketing expenses increased $0.8 million, or 14%, to $6.2 million for the quarter, driven primarily by increased
personnel related expenses and higher provision for bad debt.

Our general and administrative expenses increased $2.2 million, or 32%, to $9.0 million for the quarter, driven primarily by
higher personnel related expenses and acquisition related activity.

Depreciation and amortization increased $0.1 million, or 5%, to $2.8 million for the quarter.
Net income increased $1.2 million, or 29%, to $5.4 million for the quarter.

Adjusted net income increased $1.4 million, or 23%, to $7.3 million, resulting in adjusted earnings of 47 cents per diluted share.



Turning to the balance sheet, cash and cash equivalents were $68.1 million at September 30, 2026, compared to $43.6 million at
December 31, 2025. Cash and cash equivalents, together with our investments in U.S. Treasury securities, totaled $165.7 million
as of September 30, 2026.

Current assets totaled $121.6 million, compared to $56.5 million at year-end, while current liabilities were $7.5 million, down
from $7.9 million.

We generated $12.7 million in cash from operating activities in the third quarter, compared to $10.2 million in the same period
last year.

Free cash flow for the quarter was a record $8.8 million, a 21% increase from $7.3 million a year ago.

We did not repurchase any shares during the third quarter. Year to date through September 30, 2026, we repurchased 74,500
shares at an average price of $41.87 per share under our stock repurchase program. As of September 30, 2026, we had $15.5
million remaining under the program.

In closing, we enter the final quarter of the year growing across nearly every market we serve, with a platform our customers
continue to rely on more deeply. What stands out is the consistency of the contribution across the business rather than from any
single driver. That diversification is by design and gives us confidence in the durability of our growth as we close out the year
and head into 2027.

With that, our operator will now open the line for Q&A.

QUESTIONS AND ANSWERS

Operator:

(Operator Instructions) Our first question comes from the line of Alex Sklar from Raymond James. Alex, your line is now open.
Alexander Sklar:

Great, thank you, and hi Derek, Dan. Maybe first one for me, can you just update us on what you're seeing as it relates to the
your upmarket push? You flagged another statewide contract on the public sector side, I think closed right after the quarter. But
what are you seeing in the new logo deal sizes broadly versus maybe a year ago and how sales cycles progressing for these larger
prospects?

Dan MacLachlan:

Thanks, Alex. This is Dan, and I'm happy to address your question. Yes. | mean we're really excited what we're seeing in the
business, not only in the pipeline, but what we're seeing in conversion. As Derek mentioned, obviously a nice public sector win
with the Secretary of State. As you're aware, annually, we do release kind of a metric around larger enterprise wins and
customers that generate in excess of $100,000 a year.



But we track that quarterly, and we look at the cohorts of customers from the $10,000 to $25,000 from the $25,000 to $100,000
and $100,000 and above. And what we're seeing in the business is incredible strength across the board in all those cohorts, both
in that movement up tier in the larger tier customers, but as well as those $10,000 to $25,000, $25,000 to $75,000 a year
customers. And so that's what really excites us is that the business continues to grow in scale, both in pipeline and conversion,
and the movement up tier has been very successful to date.

Alexander Sklar:

Okay. And Dan, maybe another one for you. Just a very nice uptick in the contractual revenue mix this quarter, you flagged it.
So if you look at that base, it's growing 25% above the group. Can you just talk about the drivers behind that? Is this converting
some of your existing transactional base to contractual? Or is it tied to kind of the new logo growth and increasing mix of people
coming on with guaranteed pricing?

Dan MacLachlan:

Yes. Thanks, Alex. Yes. Look, I mean it's really a combination of both. Most of the customers we're bringing on today think of
those as more medium and larger enterprise which you'll normally see in some kind of contract.

Now the great thing about those businesses, as you can imagine, not only do you have the opportunity to win the volume in a
particular use case, you have the ability to cross-sell across the organization. And that really is what moves the needle when we
talk about contractual revenue.

But we're still seeing really good uptick in onboarding from the small and medium-sized business customers as well. But you're
absolutely right, that 78% number for the quarter shows that it's solid business. As Derek discussed, there were no material
onetime transactional revenue that came in the quarter. So that's very sound foundational structural revenue. And that gives us
obviously a lot of clarity into what Q4 and 2027 is prepared to be because of that strong revenue base.

Derek Dubner:

Yes, Alex, just it's basically a continuation of what we've been seeing for now multiple quarters. And it's just, the execution is
there; very proud of the team, very proud of what we're building, how quickly we're building it. And our path to market is so
much faster than it was. It's accelerating. So just very pleased, just more of the same, very consistent performance for multiple
quarters now.

Alexander Sklar:
Great, thank you both.
Operator:

Thank you. Our next question comes from the line of Joshua Reilly from Needham. Joshua, your line is now open.



Joshua Reilly:
Great, thank you for taking my questions. Maybe just starting off on the identity orchestration platform customers that you serve.

I've been doing some work in the space, and it seems like they're starting to see a pretty meaningful inflection in terms of their
volume and adoption of different use cases across commercial and government markets. How is that customer set contributing to
growth for you guys relative to the rest of the business?

Derek Dubner:

Yes. Thanks, Josh. Appreciate the question. You're absolutely right. And given that we are powering a number of those, when I
say powering, integrated into key aspects of their solutions to many out there in the industry. As their volumes increase, that's
wonderful. It's more demand on them. We all know the secular tailwinds I've talked about, and that's, I'm sure, consistent for
them with digital transactions increasing exponentially and sophistication in Al fraud.

So there's a terrific demand for what they do, and that translates to better volumes for us. And so we're always trying to enhance
what they need, increase and optimize the relationship.

And we've talked a lot about that the last few quarters in adding incremental data sets into our engine to solve for more identity
use cases and be a part of that wallet share and part of that relationship with their end user. And we're building out a number of
capabilities with a very deep product roadmap using a lot of intelligence, as we say and Al, of course and analyzing risk signals
so that we can inform not only them, but all of our direct connect large and medium enterprise and of course small customers,
smaller size, small business.

So we absolutely see it, and it's growing.
Joshua Reilly:
Awesome. Great. And then if you look at the current demand environment, do you think it makes sense to ramp up sales hiring?

And how do you think about the near-term trade-off in EBITDA margins relative to making these hiring decisions and ramping
productivity of hires?

And maybe could you comment specifically on how you're thinking about accelerating the hiring for the FOREWARN
opportunity in the home healthcare piece?

Dan MacLachlan:
Yes. Thanks, Josh, and this is Dan. Yes, correct.
Look, we're seeing demand across the business.

Obviously we're opening new markets, new use cases, home healthcare with FOREWARN is a great example of that.



And we're going to continue to invest in our go-to-market, our infrastructure, our product development. You'll see that in the
supplemental metrics that we released, right, additional incremental headcount on sales and marketing, additional incremental
headcount on engineering and infrastructure. We've talked about that for a number of quarters. And we just see tremendous
opportunity. We're in the early innings. We're going to continue to invest there.

Now one of the great things about this business is even with that investment, and you've seen it over the last several quarters by
adding additional headcount, we've still been able to incrementally grow our margin nicely.

We think about this business in the long term. Obviously we're public. We're mindful quarter-to-quarter, but we don't drive the
business for the quarter-to-quarter cadence. And so it will ebb and flow a little bit. But ultimately, because of the operational
leverage of the business, even with that investment, we're able to continue to drive nice incremental margins.

Operator:

Our next question comes from the line of Matthew Mouse from B. Riley Securities. Matthew, your line is now open.
Josh Nichols:

It's Josh Nichols from Riley. Thanks for taking my question. Yes. I mean Rule of 60 has a real nice ring to it.

I notice you did some engineering hiring during the quarter. You've talked about previously Al ramp-up and investment, but
EBITDA margin still hitting 40% level.

One, is there much more investment that you guys are looking to do on that? If you could talk about some of the opportunity and
how you're going to be leveraging that and how to think about balancing the internal investments in some of those growth
initiatives versus the profitability which has been so strong.

Derek Dubner:
Yes. Thanks, Josh. It's Derek.

As we've talked about, the opportunity is very large. And we've been investing in the engineering team, product development
team for some time now. And we have increased our investment over a number of quarters in the Al team, the deep learning
team, to enhance sort of Al throughout the enterprise, as we've talked about. We've talked about a number of use cases for Al.

I guess I'll run through them real quickly. Aggregating and analyzing data. We see massive volumes of data as you know, and we
analyze those risk signals which inform our solutions and inform our customers.

We are also accelerating the path and have accelerated the path to new features, new functionality that a year ago, two years ago
would have taken so much longer to serve a number



of industries that we're excited about, think of law enforcement and background screening and others.

And, so building out new applications there, are very exciting. And, of course, using Al assisted development and bringing in
these team members that are utilizing for a very significant advantage. And I don't mind, of course we've had a large team, a
decent-sized team already who have been utilizing Al for years now in doing what we do. So it's very exciting.

As you can see from the financials, despite our investment, you're still seeing these extraordinarily healthy margins, and that's the
model. And, so it's really, I'll simplify it, it's really turning dials.

Where is the opportunity? Where do we want to point and aim and shoot? And what does that do? And when we analyze that
and we see it and we say go, there's an opportunity there straight line to revenue in some short, medium, or long term. And if it's
something that didn't come to fruition or wouldn't come to fruition, it's very easy for us to dial it back and point resources to
another direction.

So excited about also, of course with Al, the increase in productivity of all of the employees.

We are developing these features and these products at 10x what we normally did. And it's extraordinary when we have these
meetings and we talk about where they are in the pipe and where they are with development and the path to commercialization.

So it's extremely exciting. We are building out new applications. We just talk a tiny bit about that because it's very exciting, and
that we have not made an announcement yet.

But new applications, new ways of interacting with our solutions that we think are going to change the way all customers of this
industry evaluate, analyze, investigate, and perform their decision-making.

So, we're excited about those opportunities, and we'll continue to invest because we can and because we're disciplined about it.
And really, we take that very seriously over here.

Josh Nichols:

Appreciate the color there. Always good, Derek.
Derek Dubner:

Thanks Josh.

Operator:

Thank you. Our next question comes from the line of Eric Martinuzzi from Lake Street Capital Markets. Eric, your line is now
open.

Eric Martinuzzi:

Yes. Congrats on the successful quarter.
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I wanted to talk about the impact of the equity raise. You talked about a net $109 million with regard to your M&A pipeline. Just
curious to know if that has opened up the aperture. Do we have an increased appetite now for unique data sets or unique
technologies? Just a layer deeper on the M&A pipeline would be appreciated.

Derek Dubner:
Sure. Thanks, Eric. Appreciate it.

As we've talked about, we've always looked at opportunities for perhaps tuck-ins, if you will, in the way of, as I said, more data
assets in this proprietary engine that we've built, in the way of looking at certain technologies of companies out there that for us
would be a “buy or build” analysis, or it's perhaps so unique that is something we would want to jump on immediately. And, for a
number of years, we've been very much behind the scenes, powering a number of solutions out there.

And as we mature, we're becoming more of a well-known front-facing brand or brands, and that's why you're seeing the success
that we've been able to put up for a number of quarters.

So, if there was an opportunity to acquire a company that perhaps had a well-established presence in a vertical where we were
early with a great brand and there was extraordinary synergy. And, by the way, synergy would have to work for all three of those,
then we would move on it.

We have a funnel of opportunities that we look at. Up until, I don't know I would say last year, we've knocked on the door on a
few, and it either didn't meet our expectations in the way of synergistic or valuation.

And as we know there has been not much in the way of small M&A over the last few years, especially coming out of '22, 23 and
'24 because the public markets obviously corrected valuation pretty quickly. But in the private markets, founder-led businesses
perhaps figured they will endure and make it out the other side. But, we're seeing more and more opportunities where it's difficult
for them to get capital, and they realize that there's a great home here with a lot of synergy.

So, we're doing work, and we have a very high bar, and we don't mind walking away from deals. And when we see the one we
want, we will transact.

Eric Martinuzzi:

Okay. And then on the FOREWARN community alerts, is this just kind of an added free benefit on top of the current
subscription? Or is there a monetization element to the additional functionality?

Derek Dubner:

Right now, it is a free benefit inside the FOREWARN subscription, and we're very excited to do that because FOREWARN
stands alone as a network -- a network of a data-driven safety solution with over 460,000 users, primarily only in real estate today
but it's growing, and it's
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going to be in a number of verticals in the future. And with that many in the network, there's safety in numbers.

So, when an individual subscriber has a concerning interaction with somebody, they can alert their local community around that
phone number. And immediately, there's a proactive effect of protecting the members around them. And, so we're excited to
bring that to the current base because we started this product, this FOREWARN brand, as essential safety for all. And that's been
the mission.

We've been dedicated to primarily only safety and not adding marketing functions or other different functions that sort of cloud
the mission, if you will, of a real estate subscriber or another industry now using it for unlimited searches, not having to pick and
choose because there's a price associated with the search which could be construed as perhaps discriminating or whatever
violation of law, they can look up everybody to ensure their safety to prevent fraud and it's a powerful benefit.

We're hearing great reactions from the base, and we're excited to bring it to them at no cost.
Eric Martinuzzi:

Got it. Thanks for taking my question.

Derek Dubner:

Thanks Eric.

Operator:

Thank you. This concludes the question and answer session. I would now like to turn it over to Derek Dubner for closing
remarks

Derek Dubner:

Thank you for joining us today. Another record quarter and more than $100 million in trailing twelve-month revenue reflect the
consistency of our execution and the growing importance of our identity intelligence across the markets we serve. We are pairing
strong growth with substantial profitability and cash generation while continuing to invest in innovation and extend our
competitive advantages. With powerful secular tailwinds and the resources to pursue the significant opportunity ahead, we
remain confident in our next phase of growth. Thank you again to our team for their continued dedication and to our customers
and shareholders for your trust and support. We look forward to updating you on our progress next quarter.

Operator:

Thank you. This concludes today's conference call. Thank you for participating. You may now disconnect.
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