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The comments below may include forward-looking statements within the meaning of US securities laws. For a
discussion of risk factors which could affect future results, please refer to the Risk Factors section of today’s press
release, copies of which can be obtained either from the web or from our offices in London or New York. Instinet
filed for an IPO last week: we are happy to answer questions today about Instinet’s historical results but we are
limited by SEC regulations as to what we can say about the offering itself, and about prospects for Instinet’s future
performance. We should also point out that the registration statement discussing Instinet, which is on file with the
SEC, is subject to SEC review and, therefore, the information included in the filing may change.

Financial Highlights

David Grigson, Finance Director:

You will see in the press release, and you will see on the following slides, that we have used the definition of
‘normalised earnings’. This excludes the amortisation of goodwill and the gains on business disposals. We have
also used the definition of ‘underlying’. This excludes the impact of acquisitions, of disposals, of significant once-
off investments, and any currency impact as well.



Financial Headlines (Slide)

Revenue is up by about 15% and we have seen a significant step up in our investment spend this year. We have
also seen significant once-off gains from business disposals. As a result, our reported profits are up 4% and our
earnings per share is up 26%. Cash generation has been strong and we have moved the full year dividend to 16p, or
about 9%.

The three key themes are: first, the strength of the core Reuters business, Reuters Financial, as demonstrated by
improving revenue trends, strong underlying profit growth and excellent cash conversion. Second, there is the
continuing growth of Instinet in 2000, and these two provided us with the confidence and the means for Reuters to
make significant investments in its future. That is the key, and third theme, of this presentation.

Financial Performance (Slide)

I will pick out some of the key figures from this slide, but I shall cover most of these in more detail later in the
presentation. Revenues in 2000 were just under £3.6 billion, up 15%. On an underlying basis, revenues grew 13%.
This compares with the 11% underlying growth reported at the third quarter stage. Operating profits from the
divisions before the costs incurred on the Business Transformation Initiative were £609 million, ahead by 11% on
an underlying basis. Group and operating profit did not keep pace with revenue growth because of increased
investment principally in Instinet and in Reuterspace.

Spending on the separately identified initiatives within our Business Transformation Programme totalled £139
million, £11 million shy of our estimate of £150 million a year ago. Our share of the losses incurred by our joint
ventures and other associated partners was £16 million.

The only other figure worth drawing your attention to is the large gain of £271 million from the disposal of fixed
asset investments. This has grown from £202 million at the halfway stage because of further profitable disposals
within the Greenhouse Fund, and the disposal of our 25% stake in Safetynet. I would remind you that, included in
the £271 million of disposals gains is the £160 million gain arising from the TIBCO software follow-on share offer
that we reported at the halfway stage, and that this is purely a book profit. No cash was received by Reuters.

Moving on down the P&L account to taxation, earnings and dividends. The actual tax rate in 2000 was 17% and
there are two main reasons why this is below the 33% tax rate that applies to our normalised profit. First, the £160
million book gain arising from the TIBCO Software follow-on share offer is free of tax. Second, we received tax
deductions in the US arising from the exercise of TIBCO Software stock options. These are options being
exercised by people who stayed with Reuters as part of TIBCO Finance at the time of the TIBCO Software IPO.

It is likely that we will receive once-off benefits of a similar nature in 2001, but there are too many uncertainties
and variables for me to predict the impact on our actual tax rate at this stage. What I am, however, prepared to give
some guidance on is that our normalised tax rate is going to change going forward. It is likely to move up from the
33% rate we saw in 2000, partly as a consequence of changes to UK tax legislation affecting UK-based
multinationals, and partly because the geographical mix of our profits is tilting towards higher taxed jurisdictions.
We are doing everything in our power to mitigate this impact, so we believe it is prudent to alert you to our
expectation that underlying tax rates for Reuters may be moving up, probably by between 1-3% this year.

Finally, the dividend, which is up to 16p for the year, a 9% increase. We have been true to the policy statement
made last year that we would move the dividend in line with the performance of the core Reuters Financial
business.

Underlying revenue growth by quarter (Slide)

The new information that you have not seen before is the underlying revenue growth in quarter four which, for the
total Group — this is the orange bars — was 17%. Instinet’s underlying revenue growth in the fourth quarter was
44%, well ahead of the previous two quarters. This clearly was the main driver for the Group as a whole. If you
exclude Instinet from the figures — and I am now looking at the blue bars — you will see a very strong
performance from the core Reuters business, up 11%.

You will see when we come to look at the divisional performance a little later that this is mainly driven by a strong
finish to the year in Reuters Trading Solutions. I will be reminding you then that revenues in the comparable
quarter last year, particularly for this part of Reuters, were impacted by pre-millennium jitters. The 11% in quarter
four probably flatters our performance by 2% or so.

Movement in normalised PBT (Slide)

The movement in PBT from year to year. This is an important slide because it demonstrates a point I made earlier.
The strong underlying profit growth in Reuters Financial and in Instinet are providing the means to fund the
significant level of investment taking place in Reuters.

Last year we reported normalised PBT as £591 million. Within what I have called core Reuters, our Reuters
Financial business, grew 19% on an underlying basis, contributing £83 million to our profit growth. We consider it
a significant competitive advantage to be able to invest on such a financially strong base both in developing the



new ways to do business through the business transformation programme, and through Reuterspace in expanding
our customer base beyond our traditional wholesale financial market.

It is a similar story with Instinet. The profit growth from our core US and international equities business has more
than paid for the investment required to develop and then launch our fixed income securities platform and our
retail brokerage product which, as we announced in December, is now planned to be offered through Instinet’s
wholesale operation.

Other movements in normalised PBT include the non-repeat of a large one-off accrual reversal of £25 million that
provided a boost to 1999 profits, and £20 million of negative net currency impact caused by the strength of sterling
against the euro.

Business transformation programme (Slide)

Let us talk about the business transformation programme. As we have seen, spending on the separate initiatives
that make up the business transformation programme was £139 million. These are costs that are incremental to the
existing cost base, such as contractors, consultants, severance costs, etc. Of this £139 million, £88 million was
spent on developing the new products and business architectures. The main focus has been on creating the new
low-cost flexible and scaleable IP-based architecture that will enable us to reduce our operating costs and bring
more competitive services to market faster.

There are also opportunities to apply the same technologies to the way we do things internally, and this is where
the balance of the investment of £51 million has been spent. Examples here include investing in customer
relationship management systems, introducing web-enabled internal systems and processes, the creation of
regional share service centres, building a global procurement capability, reforming our HR and marketing
functions. All expensive but necessary prerequisites to becoming a leaner, more fast moving and more responsive
organisation.

We plan to spend a further £150 million in 2001 in roughly the same two-thirds/one-third split. Towards the end of
2001 and into 2002 these costs will start to fall away as the projects are completed and as our existing internal
resources move from supporting our heavy duty legacy products to supporting the new more granular product
offerings.

We remain convinced that these programmes will deliver considerable bottom line impact to the Group. These
benefits will be derived from revenue growth as well from reductions to our cost base. It is too early to have seen
any top line benefits, but on the cost side we have to date eliminated 286 posts as a direct result of these
programmes. The £150 million of cost savings that we committed to last year remain absolutely in our sights, and
we are determined to see these savings flow all the way through to our operating profits and our operating margins.
We will see some of this in 2001, the majority in 2002, and the full benefit in 2003.

Cash Flow Movement (Slide)

This is a slide with a lot of information on it and with a very positive message coming out of it. Strong cash
generation has always been one of the recognised strengths of this company, and I am delighted to report that my
arrival does not appear to be a catalyst for a sudden change of fortune. Cash conversion of our operating profits
before business transformation was a 108%, with strong performances from Reuters Financial (103% cash
conversion), and Instinet (117%) — that is an excellent performance.

Net debt as of 31 December was £34 million compared with net cash of £41 million last time, a total movement of
£75 million. The strength of the Reuters balance sheet is a considerable source of competitive advantage as we
enter these more uncertain times.

Divisional Operating Profit (Slide)

This slide shows our divisional operating profit, which simply breaks out our £609 million, that is pre-business
transformation cost by division. I will talk about each division in turn but before I do, I will just put you on notice
that this is the last time you will see the Reuters Information/Reuters Trading Solutions, RI/RTS split. The reason,
very simply, is that this is not the way we are managing the business going forward. As you know, Philip Green
now has responsibility for the whole of Reuters Financial and is managing the business as a single division. The
retrofitting of costs with complicated allocations causes the profit split between RI and RTS to be somewhat
arbitrary, and for this reason I only intend to talk about profits at the Reuters Financial or the RS level. The same
does not apply to revenue which I will be analysing in more detail for both RI and RTS.

Reuters Financial (Slide)

In overall terms, both revenues and profits in RF were up 7%. On an underlying basis operating profits from RF
were up 19%, and this compares with a 6% increase in underlying revenue implying tight control over cost. On an



underlying basis cost moved just 3%.

There were some benefits beginning to flow through from the transformation programme, as I have already
mentioned, but there were also pressures the other way. We are, for instance, having to support the existing product
base at the same time as we devote greater amounts of internal resource to the development and the deployment of
our new technologies. We have also started to build up Consulting as a necessary pre-requisite in the move to
providing our clients with solutions rather than simply selling products.

Reuters Financial Underlying Revenue Growth (slide)

This charts shows how our revenues grew quarter by quarter in both RI and RTS. The RI graph, which has a very
solid feel about it, demonstrates the recurring nature of our information-based revenue strengths. The improvement
to 9% growth in the last quarter was certainly helped by sales of 3000 Xtra that started to come through into
revenues towards the end of the year, and Peter Job will say more about that.

We have always predicted that revenues in RTS would pick up towards the end of the year and we did indeed
finish strongly. However, as I have said, revenue growth in this quarter was always going to be flatter by
comparison with the equivalent quarter last year, which was the last leading up to the millennium. However,
despite the self-warning, quarter four growth rates, supported by an improving order book, point to a positive start
to 2001.

Reuters Information (Slide)

This chart shows the absolute revenues and growth rates across a spectrum of RI products. Further underlying
growth in RI revenues was 8%. At the top end we are seeing the early success of 3000 Xtra beginning to make an
impact on the numbers. Sales of this premium priced flagship product, whether in upgrading existing customers or
selling to new ones, will be the key driver of revenue growth at the top end going forward.

In the middle tier are our domestic products, and the success stories this year are the contributions of Reuters Plus
in the US, which had an excellent year, and Reuters First in Japan. We have always had a strong domestic base in
Europe and we are delighted that we are seeing the same successes elsewhere now.

At the lower end of the spectrum, our newer range of products aimed at clients who want to reach out to their
customers has shown terrific growth, albeit off a low base.

Growth in all other areas reflects the growing demand in all other areas of information sets and datafeeds. It is
worth noting that about 40% of these revenues are pass-throughs. An example is exchange fees that come with an
equal and opposite cost attached.

Reuters Trading Solutions (Slide)

RTS has three main sources of revenue. First, we have transactions, which were flat overall but were down 2% on
an underlying basis, reflecting a slow decline in accesses in foreign exchange markets. Revenue declines in
traditional conversational dealing products were partially offset by good growth in our forward matching products
and by sales of automated dealing solutions for the treasury market. Our Applications and Enterprise Solutions
revenues are derived from delivering trading room systems and enterprise-wide efficiency solutions. Underlying
revenues were up 9% for the full year having been down 6% in the first half. Growth has been driven by sales of
middleware technologies that provide the backbone for the interconnectivity of specialist systems and also by the
sales of order-routing solutions. Our retail solutions revenues grew rapidly off a low base. These revenues are
derived from the provision of online information and technology solutions to providers of personal financial
services.

Reuterspace (Slide)

Revenues in Reuterspace grew 50% year on year, boosted by the acquisition of Tower Group in 1999 and Yankee
and ORT in 2000. Putting aside these acquisitions, all of which are progressing nicely to plan, underlying revenues
grew 16% driven by sales of new services to online customers. Despite the fact that a number of the websites
taking our new feeds have closed down, there is still a steady flow of new customers as our quarter-by-quarter
revenue performance, which shows a consistently improving trend, clearly demonstrates.

As we made clear a year ago, Reuterspace is an investment vehicle exploring new options for Reuters beyond the
wholesale financial market. Principal areas of investment include the development of retail financial portals and
reuters.com, the expansion of our online media capability and the funding of various business-to-business (B2B)
incubation initiatives, one or two of which you have seen outside today. Reuterspace also carries a large proportion
of the Group’s brand marketing expenditure and the full cost of running the Greenhouse Fund, the profits from
which are shown below the line in gains and disposals.

Greenhouse Fund (Slide)



The chart does two things: it shows the very positive impact that the Fund had on our group’s profits in 2000, and
it shows the values contained within the Fund; the quoted at market value and the unquoted at the lower cost or
estimated realisable value. The net contribution from the Greenhouse Fund to the Group’s overall net gains in 2000
was £53 million. When added to the £37 million taken last year and the profits taken in 1998 and 1997, the
cumulative net profit contribution from the assets of the Greenhouse Fund now stands at £127 million. The
combination of the level of disposals and the general collection in valuation has clearly had an impact on the value
of the portfolio quoted investments, which now stands at £99 million. The cost of these investments is £30 million,
suggesting that there is still considerable scope for further profits from the Greenhouse Fund.

The increase in the at book value of the unquoted proportion of the portfolio reflects the £184 million of new
investments made during the year. Where this represents additional capital raised by existing investments, we have
seen considerable value appreciation in the last funding round, suggesting that the team’s judgment and the
ecosystem advantages of the fund can be expected to bring further reward.

Instinet (Slide)

The story of Instinet is well written, including the IPO registration filing that took place last week, but it is a
positive story that is worth repeating. Overall revenues were up 53%, driven of course by the growth in trading
activity on equity markets world-wide but also boosted by the acquisition of Lynch Jones Ryan at the beginning of
the year.

Underlying revenue growth, which was up 40% for the year as a whole, picked up again in the fourth quarter,
driven more by gains in market share than any acceleration in the growth of trading activity. The growth in
operating profit lagged the growth in revenue. This is due, as we have seen earlier, to the high levels of investment
incurred in the development and roll-out of the fixed income securities platform and the development of the retail
brokerage offering. Total investment in these two initiatives was £66 million in 2000.

Instinet US equities (Slide)

Focusing on the US equities business in Instinet, this chart maps US equities revenue growth against growth in
NASDAQ trading volumes. It clearly shows us how far Instinet’s growth rate lagged behind market growth in the
first quarter at a time when so much of the increased trading activity was being driven by day traders and retail
brokers. As the froth began to blow away and the growth in trading volumes was fuelled instead by institutional
activity, so Instinet regained market share to the point where in two of the last three months of 2000 it exceeded
10% of the total US market, i.e. NASDAQ and NYSE added together, a figure never previously achieved. The
growth in market share achievements has continued into 2001. In January NASDAQ volumes were up 53%,
having recorded record highs earlier in the month, and overall market share of Instinet has remained at Q4 levels.

Joint Ventures, Associates and Investment Income (Slide)

Just looking at our joint ventures and partnerships, this slide shows the breakdown of our share of profits and
losses of our key strategic partners. It is worth drawing your attention to Radianz, our joint venture with Equant,
who are building a rapidly scaleable extranet for the financial community. Radianz, which opened its doors to
business in July last year, is making significant investments, enhancing the network it inherited from Reuters.
Operating losses to date have been lower than forecast, as Radianz has chosen not to build its sales and business
support capability too far ahead of the roll-out of the enhanced network. We should expect to see these losses
increase this year as the investment phase accelerates in advance of attracting new clients. We have also seen new
losses from start-ups such as Atriax, which is a Radianz client, and Multex Investor Japan.

These ventures are not just about capital appreciation. Each of these partners is critical to the advancement of
Reuters strategy and, in time, we will see benefits flow through to Reuters profits as a result of our relationship
with them. Suffice it to say that the sum of the whole — Reuters plus its partners — is greater than the sum of the
individual parts.

Prospects for 2001 (Slide)

As ever, the final slide is on prospects. In Reuters Financial, we expect the pace of growth in the first half of this
year to match that experienced in the second half of last. Equity market volumes have been strong in the first few
weeks of 2001.

In summary, we believe that the strength of our core business will once again provide us with the confidence and
the means to invest in our future.

END
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The comments below may include forward-looking statements within the meaning of US securities laws. For a
discussion of risk factors which could affect future results, please refer to the Risk Factors section of today’s press
release, copies of which can be obtained either from the web or from our offices in London or New York. Instinet
filed for an IPO last week: we are happy to answer questions today about Instinet’s historical results but we are
limited by SEC regulations as to what we can say about the offering itself, and about prospects for Instinet’s future
performance. We should also point out that the registration statement discussing Instinet, which is on file with the
SEC, is subject to SEC review and, therefore, the information included in the filing may change.

Peter Job, Chief Executive

Over the last year, we have set out to transform ourselves, to transform the way our customers deal with their
customers, and to transform our market from one of one million+ professionals in dealing rooms to 50 to 60
million people with big money, or sizeable money. We set out to complete the transformation of Reuters not only
as an information provider, but also as a provider of information, technology, and secure communications too —
covering all three parts of the spectrum. We want to be a universal house.

We announced the strategy a year ago, having thought about it a good deal beforehand — it was not just pulled out
of a hat. It is probably for that reason that we have not had to alter it, despite the alterations in the market since
then, and we do not think we will have to alter it. What is more, virtually everything in detail, which I stood here a
year ago and said we would do, we have substantially done.

Let us look at the parts in detail.

2000: strong sales performance across the board (Slide)

I will not dwell on this too much, because David Grigson has been so comprehensive. Here is the vision that
Reuters is no longer just imprisoned in a narrow area of very high energy, highly skilled professionals at the top of
the market, but it actually has a spectrum of service that goes from $0 per month — on Yahoo! you can get a very
good service from Reuters at $0 per month. Yahoo! pays us, but you do not pay to see Yahoo! At the top end, there
is the high quality trader, perhaps paying $1,500 a month. This graph shows how we are filling in, right across the
spectrum, and therefore realising the vision of getting to a much, much bigger and broader market for the
company.

The Internet, and these sorts of tools, have opened up the last mile. We are no longer stuck, in getting to this larger
market, by considerations of cost. The cost has already been spent by somebody else, and it is a question of us
exploiting those channels.

From products to solutions (Slide)

When we look at the provision — which I have talked about before — of information packages to our customers to
deliver to their customers, just to show you how popular that now is, we have about 500 financial institutions
which have our information going down to their websites. We have a webfarm in Geneva where we take the
interrogations of those websites and at the moment it is running at about 400 million page views per month —
pretty big numbers.

We must now be seen to be positioned as an integrated supplier of all sorts of solutions and we are probably the
only one in our sector who can do this. If you are a bank, there is no one else to whom you can turn, except
Reuters, if you want a combination of strategy which solves an information problem, a technology problem, and a
secure communications problem. We provide the information in all the different pieces, right across that spectrum,
so that you can choose your cost, if you want to go to your sales staff and then out from them to the customers. We
provide the middleware, which links your dealing room or your risk management, right down to your sales staff
and, if necessary, right through to the customers. Of course, we also provide now through Radianz, which is doing
nicely and is a good business concept, the ability to communicate securely across a whole universe of users,
instead of just using the line that comes into your building to see Reuters services.

I have tried to picture how, in this new world, we are able to offer this kind of straight-through-processing, with a
combination of software, information and communications. You will see the words ‘Reuters Consulting’, and this
is the way we crystallise it. There are 400 to 500 people in Reuters Consulting around the world — because we are
saying that you can do this in any country where you are operating. We can bring to bear resources which are not
resources such as you see in the KPMGs or the Arthur Andersens, which allow you to choose between different
products and suppliers. We are not pretending to be that, and we do not intend to be that. We are saying that we
have a force of people who can consult with you, since you want a strategic partner and not a bevvy of little
suppliers. Since that will be us — we hope — we can provide a force of people behind this who will assemble the
solution and put these pieces together for you in a manner that you can carry out your electronic strategy. There is
practically no client in mind who is not desperate, at the moment, to crystallise an electronic strategy, right down to
his customers’ level, and to find a strategic partner to help him build it.



The fact that we are well on the way here was demonstrated by some announcements of some fairly big deals in
the last quarter. These helped Philip Green’s numbers move up as demonstrated in the slide which David Grigson
showed you earlier. Let us not mistake the importance of this. In a downturn you can take terminals out of a
dealing room, in an upturn you can put them in fairly quickly. If you have an embedded technology solution which
encompasses your middleware right down through your processes, it will be difficult to solve, patiently put in, but
once in it is not removed in a downturn. This is an enormously stable addition to that wonderful subscription base
that Reuters have.

Transactions: strong Instinet performance in equities (Slide)

Ten years ago when I took over, foreign exchange and money markets were quite a large part of our business. The
percentage that they account for in our business today has halved. We still earn more from those markets in
absolute terms than we did 10 years ago, but we have very substantially reduced our reliance on them.
Nevertheless, things continue to move. There are few fee-dealing positions on the whole, as you see from our
numbers but, as David said, new things are happening in the market, it is moving on. People want to show more of
what is happening in the market to the corporate client, that is what Atriax is all about — the initiative we went
into with Deutsche Bank, Chase and Citibank last year. That is what the automated solutions are: where the bank
ultimately can connect directly to its favourite corporate customers and execute its business almost without a touch
of human hand. There are growth areas that enable us to keep this business moving.

The big story is in Instinet. There are limits to what I can say about Instinet because of the impending flotation. We
have had very near 10% of the entire US equities market for nearly four months. This is big news, this is a big
company. Why? David Grigson mentioned some of the reasons: the froth has blown off, the day trader has been
blown away, we are back to the institutional demand, which is where Instinet excels. Instinet had the wisdom to
plan for the huge demands on capacity that have been made by the expansion of the markets, and it was there
reliably — not without pain and cost — to cater for that expansion. It has earned the trust of its institutional client
base and it is rewarded with market share.

What threatens that? You all heard the word ‘Supermontage’. Supermontage is a revitalisation by Nasdaq of its
screen service, and good luck to them. They, like everybody else, have to move on. Concerns? Yes, there were
some because we did not want them, in moving on, to affect Instinet’s vital interest. How could that have been
affected? We thought Instinet could have been affected if Nasdaq had both a real issue monopoly and a commercial
monopoly, forcing ECNs like Instinet to put their liquidity onto Nasdaq screens.

There are also quite a number of very complicated arguments, which I will not go into here, about whether the
resulting displays on Supermontage would somehow downgrade the ECN quotations below the broker/dealer
quotations in a manner which time and price priority did not really allow.

I am glad to say that we were tremendously engaged in the eight revisions of this proposal. We were ceaselessly
active in Washington through Instinet’s Chief Executive, Doug Atkin. We think we had a considerable impact on
the process, and many improvements from our point of view have been made in this proposal since it was first
presented.

I will not say more now, and I am sure more will come out in the lead up to the flotation of Instinet, but that is the
picture as we see it.

Instinet meantime ploughs on with fixed income. Its product is improving all the time. It does not yet have as
significant market share in fixed income, but we at Reuters know that transaction solutions take a long time to
embed but, once embedded, they are well worth it.

Retail: Instinet simply was not being rewarded by the market for the heavy P&L expense of probably three or four
years’ advertising to establish a retail presence on the Internet. On mature reflection, although its product was
ready — a courageous decision — it was felt that it was better to simply say, what is Instinet really good at now:
execution and clearing. We can offer private label execution and private label clearing to retail organisations that
are already out there. We are doing that and we are already clearing very large numbers of trades for them. We
have not exited any market through this, but we did abandon an initiative — I think courageously.

Reuterspace: firming up opportunities in new markets (Slide)

Last time we talked I said that Reuterspace had managed to spread out our news over something like 900 websites,
and we had about 40 million unique users a month. This figure is now 1,400 websites and we have around 70
million plus unique users per month. This has completely galvanised our immediate business, which used to tank
along making small losses from newspapers and televisions.

We made the decision last year to accelerate investment that you have been hearing about. Where was the money
spent? Producing a service for the Internet in Korea. Korea is one of the biggest users of the Internet: some of the
biggest sites in the world are in Korea. Our news for the Internet is in 20 languages, and has been a fantastic
success. We must also answer the question — which we are trying to do, although it will take time — is Reuters



going to depend only on financial corporations and its media outlets for its future growth? The answer has to be
no. We have to sell to other corporations; we have to sell to different verticals that we select.

That is what last year’s activity was all about. It was about finding information and buying it, which is high quality
and targeted at the kind of user who is not a financial professional but wants to compete in an area of technology or
communications. Somebody who is going to look at the Tower Group, a nice acquisition which is growing fast;
Yankee, ditto. Somebody who wants to look at something which is special and will enable him to improve his
corporate performance, his performance in his corporation. Factiva is doing very nicely. It is now a $250 million
business, number two in its field. When we at Reuters were alone in it, it was not number two. It is a necessary
bolt-on to that corporate sale that gives you access to a detailed database as well as Reuters news flows.

What else? We are starting to pull the pieces together now. The agreement with Yahoo! We can now use their
excellent navigation software to put on the front end of all this. Who is Yahoo!‘s major software supplier? TIBCO
Software. TIBCO Software is now one the building blocks of the worldwide web; that is why it is doing so well.
Yahoo! has always used its software, so where we make a sale of Yahoo! Navigation software, of our specialist
content, our news, our half of Factiva, then we can also add on a sale of TIB portal builder. All these things are
coming together. TIBCO Software is not solely a financial investment for Reuters. All these things have to be
brought together in order to get this positioning outside the financial markets, and it is happening.

There are quite a few landmarks that have been passed and are being passed in the consumer area: the revamp of
our Internet sites and the delivery of research. However, I should just say — with regard to the Greenhouse Fund
— that Reuters is not a venture capital company; Reuters does not want to be a venture capital company. What
Reuters wants to be is a company that is able to take risks in technology investment, spot the leading edge
technologies and make money doing it if possible. In our first round of investments, which started six or seven
years ago, we have achieved that, banking £137 million out of sales with the Greenhouse. This was not exactly
licking our wounds in this area and within the £99 million or so investments we still have publicly quoted there is a
good deal of profit locked up.

However, we have moved on to make our second load of bets around the end of last year. It is continuing, and we
have selected careful portfolios. We have selected them in the area where we believe things will really happen in
technology. People are recoiling at the moment from the excesses of the dot.com fever as if technology would
never be any good again but, of course, it will be and very shortly too, and it will be in finance. So we have
clustered a lot of little investments around what people need when they start to develop an e-finance strategy. We
have abandoned the idea of a float and, on the whole, I am glad we did; I am glad the market conditions forced
that. We will go to people now who, like us, are in search not only of venture capital investments but also to
understand the inner technologies that will work the future. We are saying to them we did make our bets rather
well first time round. We have made another lot now and we will see how those pan out — probably not this year
but in the years after. Come with us and we will invest some more in the leading edge things in the future.

I believe our judgment will be vindicated in the future as it has been in the past. Therefore, I am quite bullish about
Greenhouse but I realise, to put it all into perspective, that this is not going to be an IPO year and this will be a
year in which you have to manage and bring together your investments. Since we have clustered them quite neatly
to help one another and since we can use them in our business (we are using 15 or 16 Greenhouse companies out
of 70-odd at the moment in our business) we can be of vital assistance in all sorts of ways to these people.

Doing things differently (Slide)

The turn of the Millennium was the year of doing things differently at Reuters in all sorts of ways. Without
explaining this slide, I will just tell you what Tom Glocer was telling me in the office before I came here. Why is it
different? He said over the weekend he logged into Reuters Markets Monitor web, which is a new product we are
currently testing, and he was able to permission himself, look through the catalogue, see what he wanted,
permission himself for it, pay by credit card in 10 minutes. Perhaps that should be five minutes but it is still a huge
advance in terms of the administrative structure and everything else over where we were before the Internet came
along. Is this a threat? No — it is an opportunity of massive proportions.

Doing things differently is the challenge of Tom Glocer and the new generation of management. We will have a
new, strong team who will do it even faster. David Grigson has come in as Financial Director and, as we said, we
are fortifying ourselves below board level with a Chief Marketing Officer and the smooth succession with Tom,
which I am very proud of. I could not be handing over to anybody better than him in my opinion.
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The comments below may include forward-looking statements within the meaning of US securities laws. For a
discussion of risk factors which could affect future results, please refer to the Risk Factors section of today’s press
release, copies of which can be obtained either from the web or from our offices in London or New York. Instinet
filed for an IPO last week: we are happy to answer questions today about Instinet’s historical results but we are
limited by SEC regulations as to what we can say about the offering itself, and about prospects for Instinet’s future
performance. We should also point out that the registration statement discussing Instinet, which is on file with the
SEC, is subject to SEC review and, therefore, the information included in the filing may change.

QUESTIONS & ANSWERS

Question: I have two questions. First on Instinet, I see the number of accesses grew from 21,000 to 30,000 at the
end of 2000. Is it possible to break that out between the US and the international businesses, and can you tell us
how much of the growth from the US came from the increase in accesses?



On Reuters Information you mentioned that some of the growth came from a ‘pass-through’ of things like
exchange fees. If we strip that out from your slide it looks like the underlying growth rate falls from about 8% to
6.5%. Is that a more realistic number or is it unfair to try and strip those out? Is growth in that ‘pass-through’
category a normal feature of the Reuters Information Division?

Peter Job, Chief Executive: We will provide the number of terminals inside and outside the United States.
Broadly speaking, 2000 was the year of great growth of the international, as well as the US domestic business of
Instinet, so we will find a good deal of that outside as well as inside the US.

Regarding your other question, it is not really as simple as that because some comes in from third parties. We keep
some part of the sale for ourselves, so it is not a ‘full pass-through’. We keep some of the profit and so there is
margin in it. I am not sure whether it is not a bit of an antic to restate revenue and I believe you should take it as it
is if you want my opinion.

Tom Glocer, Executive Director: I believe what is important is the ‘apples-to-apples’ comparison regarding
exchange fees. Also, to the extent they are there, the communications costs have been in both the revenue line and
the cost line with the obvious margin diluting effect of a ‘pass-through’ historically through time. So, on that basis
when you see the growth over time it is real growth.

Question: I have two questions. The mid tier access number has declined, yet you said the revenue was up 9%.
Can you explain that?

The second question concerns the £500 million investment you were making over two years which originally
included £300 million restructuring and £200 million e-architecture. The £88 million that you call product
architecture was that e-architecture costs? Can you explain whether you still have that split, or is there just simply
the £300 million restructuring charge over two years which includes product architecture?

Peter Job: Yes, we did say £50 million over four years as well as two times £150 million. Of course, a lot of the e-
architecture spending is actually finishing up in the business transformation programmes that Tom Glocer has
taken charge of last year and this. However, there is some residual work that we are still spending on, for instance
the whole revamp of Reuters.com and putting out the new web sites in the US and Germany. So, there is a certain
amount of technical expenditure. Also the e-architecture is occurring outside the area of business transformation. It
is not as much as £40 million, and it probably will not go on for four years because I would anticipate that we
would start to look for profits rather than just investment in a lesser time than that. Things are going rather well
and I believe we will be able to do that.

David Grigson, Finance Director: The answer to the question of middle tiers is as a result of a business in Asia
called AFE, which I believe we disposed of, or moved from a wholly-owned to a joint venture during the course of
the year, and we have taken the accesses out. Clearly from a revenue perspective it has had the minimum amount
of difference as you can see.

Question: What do we see of the achievable underlying three year top line and bottom line growth rate?

Peter Job: In the next six months we can hope to match the good pace of development in the last six in Reuters
Financial. Maybe Tom in his own time will forecast further out than I have over these past ten years, but at least
you have pushed me six months ahead which is pretty good going.

Question: Tom – could you talk to us a little about how your style will evolve over the next couple of years, and
where we might see any differences from Peter Job? In relation to that, could you perhaps talk about acquisitions?
Are you interested in any of the parts of Bridge, either because you want them, or because you want to keep them
out of the hands of somebody else?

Tom Glocer: Naturally, Peter and I are different people and I am sure that, in the fullness of time, that may be
reflected in operating style or even in strategy. However, the remarkable point is that this is not a radical transition.
The Business Transformation Programme was very much conceived of and initiated fully in Peter’s regime,
although I played a significant part, as did the other senior executives from Reuters who are here today.

On the issue of acquisitions, something has been made – certainly in the media – of the fact that I spent a good
amount of my life before Reuters being a mergers and acquisitions lawyer. The question always arises whether that
means one is very predisposed to making acquisitions. It is a two-edged sword: I am not shy about making
acquisitions – I certainly know how to go about doing so and I understand the strategic benefits. I also have pretty
good insights into how to go about and value them. On the other hand, I am quite familiar with the academic
literature, which suggests that only about 30% of acquisitions in total ever redound to the benefit of the acquiring
company. I would therefore not read too much into it, one way or another.

The bottom line is that I am not shy to do acquisitions – they certainly play a major part in the development of any
company, or they should – but we will not rush in to make them just for the sake of being acquisitive, or being
American, or any other label.

You also asked about Bridge. As a general matter, certainly the lawyer in me returns to the ‘no comment’ on
acquisitions going forward. However, I can be a little more helpful since I have moved to London now – despite
the trans-Atlantic link. Most of the companies that have now come to play a part of Bridge – ADP, Telerate and
Knight Ridder before it – were very well shopped on the market before. We had the chance, and did in fact look at
them. You can certainly read something into the fact that we passed on each of them the last time around, and my



personal opinion – without any offence to Bridge – is that none of those properties has improved in attractiveness
in the era under joint management. If that gives you any indication of how we view Bridge, it is a fair assumption
to take away.

Question: What are your thoughts about expanding the Greenhouse Fund? What sort of priority will that have,
with the easing off of your investment in the core business?

Secondly, following on from the previous question, where do you see your major challenges coming from, having
successfully rationalised and reorganised the business in the past 18 months?

Peter Job: We are probably well out of the idea of floating Greenhouse. I much prefer the current strategy, which
is to look for people in much the same state as us – in need of experimental enlightenment, if you like, about new
technologies, and prepared to put experimental investment money behind it of a venture capital nature. If we can
find like-minded people, which we should be able to report on at the half year, then we will share the costs of
financing new investments with them.

In the meantime, we have made quite a few. We have substantially reinvested the profits we made out of the
Greenhouse, although we have not used a great deal of the original shareholder capital in this, if any. We are
looking after that portfolio, so there is a good deal of work at the moment in managing a portfolio of this type,
since the outgoing market, effectively, has gone away, and may stay away for quite a few months, if not for the
whole year. So there is a job in managing at the moment, rather than enthusiastically investing. At the same time,
however, we have more money to spend – there is a good deal of profit locked up in the Greenhouse – and we will
be looking to do that with strategic partners, whom we believe we can attract.

Tom Glocer: In terms of the challenges going forward, we obviously have a great deal on our plate. We have the
capacity, given the strength of Reuters management in general, to do that. I see the major challenge being one of
execution and focus on what we have already committed to, both in terms of cost savings, and ongoing margin
improvements. We need to ensure that we are able to extract the synergies from the various parts of the group,
whether they are 100% owned, or partially floated as in the case of TIBCO and Instinet soon, along the lines that
Peter was describing – that virtuous circle.

There will obviously be competitive challenges coming up. We have been operating in quite a benign, competitive
environment, certainly compared to the one Peter inherited when he began, with the number of competitors in the
market data world. I always think that the great challenge is not to be complacent and to recognise that the
disruptive change, usually technology-led, can come from below. This is one reason why we are all so pleased that
we have made great progress outside the trading room, going down the price curve, and also in the States, where
there is so much competitive ferment constantly going on.

Question: You changed the way you report the breakdown of some of the costs in these figures. I wonder whether
you could givesome more detail on some of the movements of the individual components of the cost base. The
areas I am thinking of are staff. This is so that we can gauge the impact of the headcount changes to which you
referred, David; secondly, production and communications, which, as I remember, were flat in the first half. Has
that continued? Thirdly, data costs.

David Grigson: Dealing with headcount first, headcount of total Reuters went up from about 16,500 to around
18,000 but, if you take out the headcount increases that took place in Instinet, partly because of acquisitions –
Lynch Jones Ryan in February – and also because of the need to keep pace with the significant amount of new
volume activity, and if you also take out the acquisitions which took place in Reuterspace, you find that the
headcount within our core Reuters financial business went down a couple of hundred. I believe I referred to some
of the reasons for that.

The major increases elsewhere have taken place within Instinet. If you pick up the registration document, you will
see that they are all fairly well described in there. There have been significant increases in costs in the production
and communications equipment side of that business, in the region of 60% as described in there, for the first three
quarters. That has continued and is all about keeping pace with the amount of volume activity. Elsewhere that has
been pretty flat.

On the cashflow side, you will have seen that our depreciation has come down year on year about £30 million,
reflecting smaller amounts of capex in the core business as well. I do not believe that there are any other
significant movements on the cost base that I am aware of outside of Instinet. The principal drivers have been in
Instinet and Reuterspace: in Reuterspace mainly because of acquisition as well as building some central resource in
order to look for the opportunities that exist in that space, and also in Instinet.

Question: I have a couple of questions to try to get a better feel for margin potential of some of your businesses.
First, on Instinet, 2000 was a very big year of investment. Where are you now on the Instinet investment curve,
and to what extent is that investment going to unwind and allow margins to get back up again? Secondly, David,
you said that transformation costs are likely to fall away towards the end of 2001: what exactly do you mean by
“fall away”? Does that £150 million become zero, or will be there some ongoing cost that we can expect?

Peter Job: I am not to say anything forward-looking about Instinet at all and I cannot. Looking at the margins
going forward, I would love to be able to speak to it but we have to turn the clock back to zero if we offend the



regulations concerning IPOs and we do not want to do that. Therefore, you will get a great deal of that information
when the next document is published but I just cannot give it now.

David Grigson: On the transformation costs I believe I said that we expect them to fall away and, because they are
truly incremental costs that sit above our existing cost base, we should expect that to happen. These are
contractors, consultants, projects that have an end date and once that happens, the costs disappear. There will also
be some severance costs in those numbers as well – there have been and will continue to be – and they are once-off
in nature as well.

We expect some of those costs to start unwinding towards the end of this year in some of the programmes. We
expect some of the programmes to continue into next year, and therefore there will be equivalent costs into next
year but, over time, these costs will become substitutional in the business as opposed to incremental. In other
words, we will simply take in the new technologies, the development trends will pick them up and the existing
resource that is working flat out on supporting the current business will move across and start working on these. It
will be very hard into 2002 to start to track where these costs are going. We will always be able to track the
consultant/contractor severance element, because they will be separate, identifiable and very much incremental,
but over time the costs will be absorbed in the business and the concept of a transformation cost will disappear,
which will happen through the course of 2002.

Our focus is very much on the bottom line effects of these costs, both in terms of the costs themselves and the cost
savings in the short term, the revenue benefits in the longer term that will start to flow through them. Our focus,
therefore, is about offering profit growth and margin improvement and over time we would like to migrate your
thinking in that direction as well.

Peter Job: We have not tried to do that this time. This is very different from other companies on whose boards I
sit. It is very often a rationalisation programme which is very cut and dried. We will try to cut and dry this for you
but, as time goes on, we will see that this is a renovation of the architecture of the company on which Tom is
engaged, both administratively and also product-wise. It will generate revenue so it will not just be about
rationalising costs. At some point, probably when I am already off the stage, these two will be able to reformulate
it for you in a much more interesting way.

Question: What are the objectives for return on capital over the next three to five years, even further out? Please
specify if that would be before or after strategic and financial investments?

Peter Job: I am not sure that Tom has had the chance to formulate himself on the subject. Although it is a very
good question, I suggest that we should come back to it in July when Tom will be sitting in this seat and not I.
Tom, do you have anything to add?

Tom Glocer: Only to observe that, historically, the firm has done very well in terms of return on both assets and in
invested capital. I see no reason why we would not continue in the same vein. It is true that I do not have specific
targets, sitting up here today, but it is something to which David and I will return.

Question: I have three questions. Obviously you cannot say anything going forward about Instinet, but looking
back, could you describe for us a little of what has been the driver behind that margin decline which, even when
you strip out the investment spend, has been quite significant. Is there anything that you can strip out in terms of
the pricing pressure versus the mix change in the business. That would be quite useful for people’s understanding,
particularly for mine.

The second point is that what you said on Consulting is relatively new. I do not remember it being said in previous
discussions we have had here. Could you expand on that a little? You said 400-500 people. Will that be enough?
How many do you have currently and where do you see that going in a couple of years’ time?

Finally, David said that when it comes to Reuters Financial we are taking a step back, and you said that the
financial disclosure will not be down to the profit level because of the cost problems. Remembering back perhaps a
year or 18 months ago, one of the reasons for the change in the structure of the business was that you thought that
having better information at the product level was going to help your resource allocation. What does this tell us
about your view on resource allocation? Is the game changing? Is there something new such that you need to
change that way of looking at your business?

Peter Job: I will take the Instinet question. Philip Green is in charge of Reuters Financial and he will answer the
second question.

The first question was about Instinet’s margins. The factors you should take into account are many and varied.
First of all, capacity utilisation. There has been a huge preoccupation in all our businesses – not least Instinet –
planning for decimalisation, its effect on trading, huge increases in volumes, increases in numbers of clients as
well as numbers of trades, all driving quite heavy investments in capacity. These have borne fruit, as I have said, in
the relatively good reward we have had in market share in recent times. It has not been without pain, but we have
managed it. I am not allowed to say that we will continue to manage it, but let us hope we can. That is one factor.

The second factor is that people have tended to ask: “Why didn’t you just float Instinet at the top of the market
when everything was fine?” That is not the point. First, we do not particularly want to float something at a very



high price which later goes down: we want sustainable value. Also, for a company of this size, it takes a long time
to prepare it for flotation. That means checking through all the processes, that the management process is right,
that the compliance processes are right. This is a brokerage company subject to all the rules and regulations. We
have added a considerable level of cost to the administrative perfection of this business in order to prepare it for
public float. Our auditors have been all over it and it is going through with good colours. That has been an element
of cost which was not there perhaps in a more pioneering era.

On top of that, you have the other two factors, which are that with volume you get more volume discount,
obviously. The order handling rules that came in two or three years ago, as well as computer handling and the ease
of handling small orders, have tended to make order sizes smaller. These latter two things affect levels of revenue
per share and per trade, but on the other hand the trade-off is that you get a fixed cost base which you are
expanding to enough capacity, and therefore you do not have incremental costs to the same extent in handling
those trades and those shares. I hope that is a comprehensive enough picture for you.

Philip Green, Chief Executive Reuters Financial: There are two dimensions to the Reuters Financial vision. One
is that you heard Peter refer to content technology and connectivity. The other thing you heard David talk about is
product solutions. If you bring those two things together you need a different set of skills and competencies to
complement the traditional Reuters salesforce. Consulting is different, and it is not classic management consulting,
this is primarily customisation and integration. Traditionally Reuters has sold shrink-wrapped well-supported
product. TIBCO has sold creative innovative solutions.

When we brought TIBCO and Reuters together in the finance space we needed to have the ability to do both
product and solutions. We set up Reuters Consulting about a year ago as the primary channel for Reuters Solutions,
not necessarily the exclusive channel but the primary channel. Some of the people that Peter was talking about, we
already had some of this activity anyway, and we did not simply classify it as Reuters Consulting at that time. We
do need additional skills and competencies, and we have hired some of those. It is a different business, different
reporting, different competencies, different incentives and billable in exactly the same way as traditional
consulting. We see it as an integral part of delivering the vision for Reuters Financial.

Tom Glocer: We are following our customer in an overall service vision that aims to give not only information
and trading solutions separately, but rather integrated ‘view and do’ solutions that are well-integrated into the
workflow of our financial services customers. Having separate management, having separate P&Ls, although
Philip and I worked significantly over the past year to bridge them, still creates an extra layer of work. If you went
to your trading desks or to the IT departments, they never thought of us as one or the other. The great strength of
Reuters is always the combination of those two – technology and content – plus the communications aspects.

In terms of resource allocation, whether this will now result in great fuzziness, Peter had the good sense a while
ago to introduce value-based management as a tool into the firm, for example pulling out of Instinet Retail, or how
we allocate resources across the Group. David mentioned the 280-odd people that we have pulled out of Reuters
Finance this year and added them into other operations like Reuters Consulting. That is an aspect of resource
allocation at work. Obviously, in the consulting area, to the extent that you have the ability to track utilisation and
return, the more people the better. So, if we had 5000 people in Reuters Consulting and they were all at a 90%
utilisation rate, great. It is a different mindset and you need to organise it differently to capture value.

Question: Can you give us a small geographical tour, particularly of Japan, China, and India? It would be
interesting to know how the growth rates there compare with the overall averages?

Peter Job: Generally speaking, there are signs of movement in Asia Pacific but it has taken a long time. As you
may remember we never really gave up growing in Japan because we put quite significant investment behind it in
the late 1980s/early 1990s and, even when the market turned down, we were still able to keep on growing profit
and revenue.

The other places have been rather more distressing, and although we have managed to keep profits even, there has
been considerable difficulty in keeping the business growing. This is beginning to change. China, Hong Kong are
now vibrant. In a couple of months, I am going to China for the first time in a while with Tom and, although I am
not up to date with that, I can see that it is coming along strongly. India is okay. Thailand, Indonesia and the
Philippines are not quite recovering and therefore impacting a little on the otherwise rock solid market in
Singapore. Trade is patchy but it is definitely better than it was when you were here a year ago. Korea is quite
good.

END


