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Practical Law

Strong Growth Verticals Accelerating Organic Growth
Strategic Priorities Key Focus Areas

~$400M
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Unique content — Fast growing Legal & Corporates “How-To”
Practical Law- p

roduct

(1) Products reported in Legal Professionals and Corporates Segments
(2) Government reported in Legal Professionals Segment
(3) Products reported in Tax & Accounting Professionals and Corporates Segments
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Practical Law
Powerful Business Built with Proprietary Content & Experts = Competitive Advantage

O Trusted guidance, checklists and forms that help our customers
practice law effectively, efficiently and with less risk

O Our in-house team of ~600 attorney editors come from the same
world as our customers with many years of practice...

Q ...their full-time job is to create that guidance and keep it current

“...It’s like having a large team, supporting the practice, at a
fraction of the cost...”
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Strong & Consistent Performance Since Acquisition — Expanding Market

[ Demand for TR’s Advanced, Trusted & Branded “How-To” Products is Increasing ]
Deep, Long-Term Customer Relationships Afford Advantaged Position

Revenue Performance
($Millions)

+17% CAGR

~$130m

2013 2020

« Significant growth since 2013 acquisition

* Driven primarily by investing in expert editorial
staff & expanding content...

+ ...also leveraging Thomson Reuters sales
channel & go-to-market scale

p

Revenue Breakdown by Customer Segment

Corporates

38%

Corporates
30% Legal Prof.

62%
Legal Prof

70%
2013 2020

« Underpinning growth is greater focus &
penetration of corporate legal departments
Substantial Opportunity

 International expansion opportunities
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Practical Law
Market Trends - Prevailing Tailwinds Provide New Growth Opportunities

Large Addressable Spend; with Significant Headroom Among Continually Working to Stay #1 & Ahead of
Current TR Customers for the Existing Product the Competition

Primary Competitors
Lexis+ Launch
New global offerings

@m LexisNexis _ Bloomberg

$bn potential spend to

. Potential : address with new content

Our Position Remains Strong & Growing
Whitespace ~$500m ‘white-space’ to Despite competition sales remain strong

address with current product Customers value our in-house editorial
expertise & high-quality production model

Competitors —
~$700m vended market “.. PL is the ‘gold standard’, competitors don’t
segment growing at 15% measure up. They offer more shiny things at a

lower price, but once you look ‘under-the-hood’
— it becomes clear that PL is superior... ”

2020
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Practical Law
Market Trends - Prevailing Tailwinds Provide New Growth Opportunities

There are Strong Underpinning COVID Disruption has Increased the
Drivers of Practical Law Spend Strength of the Value Proposition

Pressure on Law Firms * ‘ Legal demand changing

to improve productivity, client service ] Shifting practice area emphasis e.g.
and compete (M&A to Bankruptcy)

Pressure on Corporate General PL demand remains strong
Counsels | PL can help educate those shifting focus

to do more work in-house, spend less on "* Pra Ctical Law ‘l

_ Value proposition more important for
outside counsel

remote working

Changing ways of working
to adapt to new operating models and ||* ‘H Customer Testimonial
technology use “. PL is an ‘attorney in a box...”
v
Regulatory & Legal Change C‘:StomerlTlfStrimonia'h
. . . “_.Practical Law is like having that wise
increase in volume, complexity and “» ‘” mentor down the hall —when there is no
enforcement ‘down the hall’...” y
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Practical Law
Change Program Will Improve Customer Experience & Accelerate Growth

Organic Revenue Growth Drivers Benefits of Transition to Operating Company

Drive our GTM engine to further exploit headroom

Accelerating & & share of wallet
Refining Our *  Enhance brand & value proposition awareness in

long tail of the legal market
Go-To-Market | Reimagine the e2e customer experience through
use of digital

Digital as a significant contributor to sales & renewals
& Improved Customer Experience

More targeted, integrated set of products, modular
entitlement & single customer ID that drive valuable

Driving *  Next stage of combining editorial expertise with outcomes for customers
Product technology to get to the answer faster
* Ease of use - Meet our customers where they

e Eiel work through software integration Secure, modernized & simplified technology architecture

& operations

+  Expand jurisdictional coverage
+  Expand new practice areas & sectors
*  Explore adjacent markets

New Content in

New Markets

O Cr T+

Self-replenishing pipeline of world-class internal talent
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