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TRI Legal Business

Changing with a changing market

Capitalizing on a « Efficiency and the proliferation of technology are driving change

changing marketplace « We are capitalizing on these changes to drive improved growth

* QOur business mix has evolved to include a number of solutions
offerings, including:

Our Solutions Businesses — Legal Managed Services

11 H J)
target the “evolving — Investigative Solutions
needs of lawyers

— Business Development
— Legal Enterprise Solutions

Re-imagining Legal «  Providing “know how” guidance leveraging our successful
workflows to give Practical Law acquisition

competitive edge - Delivering lawyers the “how” and not just the “what”
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Disruptions in the legal market = Opportunity

Economic Pressures i\ﬁ
n

Regulatory Changes Technology Evolution
e ey

Evolving customer needs

Law firms: Corporations:
Focusing on increased Managing risk &
efficiency legal/compliance costs

= Power has shifted = Regulatory burden

to Corporations growing
= Alternative service = Cost of

providers taking on non-compliance

commoditized work increasing

Government:
Modernizing legal &
regulatory systems

= New technologies
enabling greater
access to justice

= Antiquated or paper
based systems
costly to maintain
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Business mix transitioning to faster growing services

FY 2010

33% of revenue

$0.6B

$1.0B

$3.0 Billion revenues

21% of revenue

46% of revenue

Nine Months 2015

Solutions Businesses
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46% of revenue
+6% vs. prior year

14% of revenue
-7% vs. prior year

$0.4B

$1.1B

$2.5 Billion revenues
+2% vs. prior year

$1.0B

40% of revenue
+1% vs. prior year

U.S. Print

U.S. Online Legal Information




TRI Legal

Organic revenue growth

4% -

3%
3% 1 2%
2% -
Ex. U.S. Print

1% - 1%
_1% i

-1%
_2% i

FY 2013 FY 2014 Nine Months 2015

§7% THOMSON REUTERS®



TRI Solutions Businesses = Legal’s growth engine

Legal Managed Services
Solution: E-Discovery and Managed Services

Customer: Global Corporations and Global Law Firms

Solutions Businesses
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U.S. Print

$0.4B
$1.1B
+6%

$2.5 Billion revenues
(Nine Months 2015)

U.S. Online Legal Information



TRI Solutions Businesses = Legal’s growth engine

Legal Managed Services
Solution: E-Discovery and Managed Services

Customer: Global Corporations and Global Law Firms

Investigative

Solution: Investigations and Regulatory Compliance
Customer: U.S. State & Federal Gov't and U.S. Corporations

Solutions Businesses
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U.S. Print

$0.4B
$1.1B
+6%

$2.5 Billion revenues
(Nine Months 2015)

U.S. Online Legal Information



TRI Solutions Businesses = Legal’s growth engine

Legal Managed Services
Solution: E-Discovery and Managed Services
Customer: Global Corporations and Global Law Firms

Investigative
Solution: Investigations and Regulatory Compliance
Customer: U.S. State & Federal Gov't and U.S. Corporations

Business Development
Solution: Business Development and Marketing
Customer: Law Firms

Solutions Businesses U.S. Print
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$0.4B
$1.1B
+6%

$2.5 Billion revenues
(Nine Months 2015)

U.S. Online Legal Information



TRI Solutions Businesses = Legal’s growth engine

Legal Managed Services
Solution: E-Discovery and Managed Services
Customer: Global Corporations and Global Law Firms

Investigative $0.48
Solution: Investigations and Regulatory Compliance $1.1B
Customer: U.S. State & Federal Gov't and U.S. Corporations +6%

$2.5 Billion revenues

Business Development (Nine Months 2015)

Solution: Business Development and Marketing
Customer: Law Firms

Legal Enterprise Solutions
Solution: Practice and Financial Management
Customer: Global Corporations and Global Law Firms

Solutions Businesses U.S. Print U.S. Online Legal Information
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Strategy:

Leverage our traditional strengths to capitalize on changing market

Where we were...

Target = Law firms and
Customer librarians

...Where we are going

= Wider Customer Base
— Corporate legal depts.
— Governments
— End-user lawyers

Leveraging our
Westlaw Strength

= Quality content

Customer relatio * Unlocking Adjacent Budgets
— Technology
— Marketing

— Labor & 3rd party spend

NG - Legal research
Market budgets

Technology

Domain expertis

Brand strength

= Providing Global Solutions
— Integrating content & expertise with
software & services

= Jurisdictionally
specific content
(via M&A)

Offerings
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Special Note

This presentation consists of these slides and the associated remarks and comments, which are related and
intended to be presented and understood together.

The discussion contains forward-looking statements including but not limited to, those related to opportunities
and expectations for the Legal business. Forward-looking statements are those which are not historical facts.
These and other statements that relate to future results and events are based on Thomson Reuters current
expectations.

Our actual results in future periods may differ materially from those currently expected because of a number of
risks, uncertainties and assumptions. The risks, uncertainties and assumptions that we believe are material are
outlined in our disclosure filings and materials, which you can find on www.thomsonreuters.com. Please
consult these documents for a more complete understanding of these risks, uncertainties and assumptions. We
disclaim any intention or obligation to update or revise any forward-looking statements, whether as a result of
new information, future events or otherwise, except as may be required by law. This information may not be
appropriate for other purposes.

Non-IFRS Financial Measures

This presentation contains disclosures of certain non-IFRS financial measures. These measures include
revenues from ongoing businesses.

Please see the “Investor Relations” section of our website for a reconciliation of the measure to the most directly
comparable IFRS financial measure.

11



