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Access to the 2014 Investor Day Materials
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In person participants
» Download the App for today’s event
Webcast participants

 Go to www.thomsonreuters.com and click on Investor Relations

» Click on the link next to the microphone icon, which will take you to
the 2014 Investor Day page
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Delivering the Power of the Enterprise
Transforming the Enterprise
Capitalizing on New Opportunities
Pathways to Growth

Break

Delighting Our Customers

Delivering on Our Commitments
Our Value Creation Roadmap

Q&A
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Tim Collier

Stephane Bello

President & Chief Executive Officer
Chief Transformation Officer
President, Legal

President, Financial & Risk

Chief Technology Officer &
Global Head of Platform, Financial & Risk

CFO, Financial & Risk

Chief Financial Officer



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

*  This presentation contains forward-looking statements, including, without limitation, those related to the outlook, prospects and operating performance of
our company and our Financial & Risk and Legal business segments, Financial & Risk’s target 2015 EBITDA margin, Thomson Reuters 2017 adjusted EPS
performance goal, and target annual cost savings by 2017 from our transformation initiatives. 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. In particular, forward-looking
statements related to future financial targets and goals are based on certain material assumptions. These assumptions include, without limitation, revenue
growth assumptions (such as organic revenue growth, revenue mix composition/changes and contributions from acquisitions), the expected impact of
various scale and operating leverage initiatives (such as platform and organizational simplification efforts), the anticipated impact of certain capital strategy
Initiatives (such as share repurchases) and effective tax rate assumptions.

«  Our actual results in future periods may differ materially from those currently expected because of a number of risks and uncertainties. The risks and
uncertainties 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 and uncertainties. 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. Forward-looking
statements are provided for the purpose of providing information about current expectations. 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, adjusted
EBITDA and the related margin and adjusted earnings per share (EPS).

+ Please see the “Investor Relations” section of our website for a reconciliation of each of these measures to the most directly comparable IFRS financial
measure. You can also find IFRS reconciliations in the tables attached to our earnings release dated February 12, 2014, which is also available on
www.thomsonreuters.com.
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Competitive Advantages
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. . _ DNA of innovation
Proprietary news, Critical mass in

data & analytics ~ Markets that matter Globally
renowned
brands
Global technology capabilities H |g h ly integ rated
m\’:\(l)of‘ﬂfslt(?vrvnser Long-term customer
Global presence relationships

Talented, motivated & committed employees

77 THOMSON REUTERS



Our Journey

Transformative M&A

REUTERS Financial ° #2in global * Eikon
B 9 \/ VeStlaW & Risk market segment < Elektron
*Tradeweb SWEET & MAXWELL « #11n _North » WestlawNext
9 American market « Sweet &
. . segment Maxwell
FindLaw™ W\ b complinet ’
Find a lawyer. Find answers ]te * #1 in North
ul = Tax & )  ONESOURCE
L . American market .
) ccounting seament » Checkpoint
PA SCHOLARONE™ ™ ™isincoe g
PXall . IP & « #1 in global « Cortellis
W)-WORID-CHECK [ Science market segment < Serion
L Lawm
MarkMonitor

Continuous product
development & innovation
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# Scale
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Transforming the Enterprise

THOMSON

THOMSON
REUTERS

REUTERS

Today... Future
Strategic Guidance

- Stand alone businesses

- Limited shared assets

- Low level platform
integration
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Transformation Starts with Innovation & Enabled by Scale

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

* Discover and nurture
- Build a TRI innovation process that is underpinned by metrics

Accelerate
Innovation

* Leverage and scale across TRI

 Focus on scale economies

Take Advantage * Re-allocate resources to those activities that drive value

of Our Scale * Enhance our customer facing activities

« Create a single set of purpose and values across TRI

Enable Our

Talent - Create common signature processes across TRI (e.g. innovation, pricing, etc.)

« Train our best and brightest on the skills that matter

Transformation Team Already Established and Active

" THOMSON REUTERS
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Take Advantage of Our Scale with 5 Levers

Scale Initiatives

Support Functions

Technical Infrastructure

Content

Platforms

Location Strategy

Simpler processes and smaller
footprint

Smaller footprint focused on value-
add activities

Focus on high value content

~ 20 versatile innovation platforms

Critical mass: 20-50 key locations
and 5 global hubs

13



Scale Inltlatlves Research Planning Execution

- —
E—
Infrastructure
S
Platforms —

Location Strategy —

** THOMSON REUTERS
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Support Functions
Automate, Share & Outsource

S —
—

High-cost locations Over-weight in
headcount &

costly
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Need for
automation,
sharing &
outsource
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Technology

Outsource Non-Core & Consolidate Platforms
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Network

Infrastructure

Development

Total Tech
— Spend.:
$3.3 billion

» QOutsourcing more of our
non-core infrastructure

» Consolidate platforms

16



Content
Scale, Automate & Differentiate

&7 THOMSON REUTERS
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Location

Defragment & Build Critical Mass

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

e g

Americas
~250 Locations

=l
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Europe, Middle {fil§ Ele
East, Africa i @ Asia Pacific
~110 Locations ~80 Locations
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The Prize

Scale Initiatives 2017 Target

Increasing

Support Functions
Focus on Our

Technical Customers
Infrastructure
$400M+

Annual Acceleratin
Content - :

Platforms

Location Strategy

Enabling Our
Talent

7% THOMSON REUTERS



Productivity & Growth
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Playbook
Scale Initiatives More EfflClent_ Operating
Machine
Workforce Planning Faster Growth & Innovation
.
.
Business Process Improving Returns




President, Legal
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A Strong, Successful & Dynamically Evolving Business
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- -

$3.4B

Revenue

35.6%

Operating Profit EBITDA Margin

777 THOMSON REUTERS



Global Legal Market Opportunity

“Growth” Sectors | US Print
~78%: Market growing mid-single digit ~7 %: Market declining mid-single digit

US Online Legal Information
~15%: Market declining low-single digit

Business Development

Solutions Est. Global Legal
Solutions
Education & Professional Market

Development $17B Litigation Solutions

. . : Investigative Solutions
Practice, Financial & Court Case

Management Systems

23



7% THOMSON REUTERS

Strong #1 Positions Across Market Segments

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

WestlawNext’ Practical Law”

#1 legal research service in US #1 global provider of Know How content

THOMSON REUTERS

FindLaw ELITE

#1 consumer legal website in US #1 global provider of large law firm financial

and practice management systems

Revista Dos Tribunais

#1 legal information provider in Brazil

24
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An Evolution

Jurisdiction Specific Law Firm-Centric Legal Information

THOMSON REUTERS

HISTORICAL MINDSET

25



Our Historical Approach

US Focused

« The largest legal services market with « Scalable model in large markets

historically strong growth - Authoritative, comprehensive source of content

- Stable and mature legal industry that values

quality legal services and offerings - Strong legacy, brand and customer relationships

5% THOMSON REUTERS
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An Evolution

HISTORICAL MINDSET

Jurisdiction Specific Law Firm-Centric Legal Information

WHAT’S CHANGED

Buy-side Strength Technology Demand for Efficiency

¢ THOMSON REUTERS
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What's Changed?

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Corporate Counsel Greater Usage of Drive for Efficiency
Influence Increasing Technology

42% 50%

VS. 96%

¥ 5%
« 42% of Chief Legal Officers plan 59% of Chief Legal Officers 96% of law firm leaders
to increase in-house lawyers making greater use of believe that a focus on
- 5% of CLO’s plan to decrease technology tools to drive Improved practice efficiency
in-house lawyers! efficiency (last 12 months)?! Is a permanent change in the

legal market?

2 Altman Weil’s 2013 Law Firms in Transition Survey
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An Evolution

HISTORICAL MINDSET

Jurisdiction Specific Law Firm-Centric Legal Information

WHAT’S CHANGED

Buy-side Strength Technology Demand for Efficiency

A Smarter Way to Work Integrating Content, Expertise and Technologies

THOMSON REUTERS

29



We Deliver a Wide Range of Solutions & Services
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30



&7 THOMSON REUTERS

We Deliver a Wide Range of Solutions & Services
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Legal Information &
Know-How

Litigation
Solutions

Business Law

L
IS
¢ Solutions

&

Investigative
Solutions
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We Deliver a Wide Range of Solutions & Services

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Legal Information &

Know-How
_ Litigation
Education & Solutions
Professional
Development
Business Law
Solutions
Practice, Financial & Court
Case Management Systems
Investigative
Solutions

32



We Deliver a Wide Range of Solutions & Services
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Business Development Legal Information &

Solutions Know-How
_ Litigation
Education & Solutions
Professional
Development
Business Law
Solutions
Practice, Financial & Court
Case Management Systems
Investigative
Solutions

&7 THOMSON REUTERS



We Deliver a Wide Range of Solutions & Services
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Business Development Legal Information &
Solutions Know-How
. N Litigation
ucation .
Solutions
Professional SOLUTIONS
FROM
Development Z- THOMSON
% REUTERS Business Law
| 7 Solutions
Practice, Financial & Court $
Case Management Systems |
Investigative
Solutions

&7 THOMSON REUTERS
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Thomson Reuters Legal
2013 Revenues
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“Growth” Sectors US Print
~43% of portfolio grew double-digit ~17% of portfolio declined mid-single digit

US Practice

Global
: US Online Legal Information
P r aCt | C e T R L eg al Reve nuye ~40% of portfolio — declined slightly
$3.4B
Manage 3% growth
| US Practice
Thrive

35



Thomson Reuters Legal
2013 Revenues
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“Growth” Sectors US Print
~43% of portfolio grew double-digits ~17% of portfolio declined mid-single digits

 Includes: « Managing the business to preserve revenue

— OQOutside the US « Minimal capital investment
— US Software businesses » Market size of ~$1B

— US Service businesses

- Capital investment directed towards US Online Legal Information

building: ~40% of portfolio declined slight/
— P?actice management and TR Legal Reven ue _ e o
workflow tools $3 4B « Westlaw is the clear market leader
— Business development "
solutions 3% growth « Capital investment funding

re-imagination of lawyer workflow:
— Development of Know-How content
— Broad integration & connectivity
between our offerings

« Strong growth from:
— Small Law Client Development
— Practice, Financial and Court
Case Management
« Market size of ~$3B

« Market size of ~$13B

36



We are Shifting Capital Investment

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

US Print (<3%) US Print (<3%)

~1/3 ' ~2/3 ~2/3 ’
“Growth” US Online “Growth”
Sectors Legal Sectors

~1/3 US Online
Legal

THOMSON REUTERS
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Our Business Is Diverse & Evolving

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Software and Services Non-US Revenues
Percentage of total TR Legal revenues Percentage of total TR Legal revenues

20% 17%

- -_ -
2009 2013 2009 2013
f:-,...':i THOMSON REUTERS
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Globally Scalable Growth Businesses
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Elite Serengeti / Concourse

Large Law Firm Corporate Counsel
Enterprise Business Management System Matter Management & eBilling

€ Product Code by Category Inquiry - Windows Internet Explorer

@v [3E hitpi/f1a-2k8-dev2ThOLTE_3E_DEVZTE Anebuif3E.asped/Dashboard/ProductCodeCategorylng v| ’ E3 TRACKER
T}r Fawvarites | {;3 3E Accounts Payable Dashbo... L:j PA-2.7 Beta Schedule E 3E 2,7 PAT List - &l rems  ®# Resource Scheduler - Ha.., @ West, Deb (Professianal) -... EI Custorr a a MATTERS s FINANCIAL LIBRARY III REPORTS “ ANALYTICS ® USERS
m -
]SE Product Code by Category Inquing I | &
3E Product Code by Category Inquiry O gt
w0
=
Parameters  Dashboard [=BI -Tnomas v. Acme: Matter Profile
=
Product Code by Category Pie Chart 2
r,. Lead Co. Person: John Approver Lead OC: Leslev Smith
Start Date 5/1/2011 3 =i Matter ID: 20100001 Lead Firm: Shriber & Handy (Seattle)
End Date 7/31/2012 Matter Type (Template): Litigation Law Type: Employment-Discrimination/Disabilities Law
Currency usD Summary of Dispute: ~ Thomas was hired as a baggage handler. Training proceeded at a very slow pace in spite of efforts to accommodate Thomas® hearing disability. Thomas woult
Payee separate series of classes for Themas alone. Ater eight months, Thomas moved to baggage area, where she was disciplined repeatedly for failing to show up
Payee Predicate Matter Status: MATTER OPEN SINCE 1/1/2010
Preferred Supplier Most Recent Status Report: 2/14/2014 by Jeff Casemanager - No change since 10M10/2012 status report:
Lost redwell of documents was found in a file cabinet- as suspected, insurance policies coverages and threshold were altered many times. Will need to make ¢
Category Office Equipment
Product Code Incomplete Tasks: A\ Acme Airlines - Watter Profile incomplete ®Show incomplete fislds
1 unapproved invoice(s)
Product Type
Legend
) : = Information required of Lead Law Firm
Legend (.
I o b
|::|Hzn\0 %/ COMPANY & SETUP INFORMATION
\\ E] Black Pens Full Matter Name/Parties Involved: Alice May Thomas v. Acme Airlines and Acme Holdings
(8] Dell Laptop Black Pens 0.00 0.00 0.0( Short Matter Name: *Thomas v. Ame
. Dell Laptop 0.00 0.00 0.0t Lead Company Person: John Approver
(= one ' Desk Ph 0.00 100.00 0.0
L one 1 1 - Organizational Unit: Acme Holdings = 2. Acme Airlines = a. Domestic
5| Desktop Computer Deskiop Computer 0.00 100.00 0.0(
G - " | ool .00 Practice Group: Litigation
Busparscicyboaad [or e S 1 1 - Matter ID- 20100001
TN File Credenza 0.00 0.00 0.0 -
|| File Credenza
0.00 200.00 0.0t V/  LAWFIRM INFORMATION
F i J » Lead Qutside Counsel: Lesley Smith

Tree | acalin



Globally Scalable Growth Businesses

Eindl aw Firm Central

Small Law Firm

Small Law Firm _
Practice Mgmt

Business Development

Anne Marie Wilson-Wyatt -

HOME

THE FINDLAW DIFFERENCE

< > MONDAY, JANUARY 18, 2014

Business Development Solutions for Small Law Firms o SR e
: Tasks o
Abrahamson - Auto Accident
Open tasks v Abrahamson, Ashlee
9 am
Client Meeting with Mary Johnson
10 am ) ~ Research Innocent Owner Defense...
Client Meeting with Robert Smith ' Aceves v. Quickmart | Maon, Dec 23
) SMITH V. PLATT Brady Acquisition Litigation
11 am 7 Call court clerk Brady and Howel
ATT RACT CO N N ECT GROW =" Aceves v. Quickmart | Mon, Dec 23
12 P N ABC Tech Acquisition
() Call JuanC. ABC Tech
1PM . . . . .
Client Meeting ~ Financial Review Selgas v Henderson County ...
D iti = Aceves v. Quickmart | Mon, Dec 23 Brady Acquistion Litigatic
2 o eposition i
+ NEW TASK
Legal Research Practical Law i
= Browse for practical law documents:
Search Q

select a practice area -

TH 0 M S 0 N R E UTE R S Jurisdiction: Allstates | Change




Globally Scalable Growth Businesses

©00000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000

Practical Law + Acauired February 2013
A” Customer Segments e #1 GIOba”y In Know-How content

Global Know-How  Valuable to both general counsel and law firm
m e — PLCIPUK Log in a5 a different user | Contactus |EE US & Global I aWye rS
Practical Law — D : . .
- Significantly improves efficiency — critical key
B o0 for lawyers today

~ Corporate e % Ask a question

Guidance from expert practitioners
e = Prospectus Directive: European Parliament approves - CheCk'IIStS

Omnibus Il Directive with amendments
® Company administration and meetings ® Acquisitions: auctions Warch 12, 2014

® Company formation and constitution * Asset acquisitions Proxy advisors- Best Practice Principles for H OW-tO - d O C u m e ntS
* Corporate governance ® Share acquisitions: private Shareholder Voting Research 2014

March 07, 2014

Company law Corporate transactions

® Directors ® Public mergers & acquisitions
® Financial reporting * Joint ventures Prospectus Directive: draft Commission delegated
® Share capital- structure, allotment and transfers ® Private equity and venture capital ﬁgrucl:iulurnguor;iupplemeniary prospechises C u rre nt a,Wa,re n eSS
4 :

® Shareholder rights and remedies ® Reorganisations, schemes and demergers

o Returns of value What's Market: deals added 22 February 2014 -7
Equity capital markets March 2014 .
* Forecast to grow > 20% in 2014
* Initial public offerings ® Partnership and LLPs Takeover Code: amendments to reflect the replacement
® Listing, Prospectus, Disclosure and Transparency Rules ® Owner-managed businesses piifcioRijandiComp eiionlEommission

March 04, 2014

* Rights issues and other secondary issues Other

® Financial promotion RSS View all updates
e Market conduct ® General contract and boilerplate

® Corporate crime (including the Bribery Act 2010
* US securities law: issues for non-US companies P ( 9 v )

[ T B P
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Solid Foundation & Well Positioned for the Future

- We will maintain our strong market position in online legal research by
Investing In & managing it accordingly

* We will continue to invest in our Growth Sectors to build on our strong and
growing market positions

* No one is better positioned to meet the needs of our customers for more
Integrated, connected & globally scalable solutions

World-class content, global technology platforms,
Industry leadership & the trust of our customers

&7 THOMSON REUTERS
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T David Craig
President, Financial & Risk
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Trusted for the Decisions that Matter Most
Across the Global Financial Community

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Driving Performance, Connectivity, Navigating Complex Risk & Regulation

Buy-Side Institutional Sell-Side Buy-Side Corporate

Investment Banking Investor Relations
Private Market Funds |

M&A Advisory

(e.9.VC, PE) Gl e | Corporate Development

Investment Managers ST e Corporate Treasury

Buy-side Sales & Trading
Portfolio Managers

Sales Desks Corporate Treasury

% Trading
Buy-side Traders

Trading Desks

A\
Inter-Dealer Market

Data & Analytics g Open Connectivity OTC Liquidity

44



(3
.......
......

The Transformation: 2013 Re-Cap
A Year of Delivery

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Connect Simplify Perform
Customers v Products & Commercials v Culture and Talent v
Users v Infrastructure v/ Accountability v
Communities & Venues v Organization v Growth v

45



We Have Simplified Our Organization & Changed Our Culture

2012
- Many businesses & products,
competing P&Ls
* Product push — London and New York
* High complexity & duplication
- Management by “inspection”

2012

>850 Products and Services

24 Sectors

2014

* One business, externally & internally
Single unified platform approach
Customer pull — regional

Cleaner, simplified operating model
Management by “expectation”

2013 2014 & Beyond
415, 140 Strategic 100 Strategic, Unified Platform

12

~23K Employees

7% THOMSON REUTERS

~18.5K (2014)

46



We Have Aligned Our Organization for the Future

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

DESIGN & MANAGE BUILD & OPERATE GO TO MARKET
“Propositions” “Platforms and Content” “Customers and Regions”

EUROPE/

AMERICAS EMEA

UNIEIED CONTENT,

FINANCIAL SLATEORM ANALYTICS &
GROUP VALUATION STRATEGIC CUSTOMERS & SOLUTIONS
SERVICES

STRATEGY & OPERATIONS

Organized Around User Sectors Organized Around Customer Segments

e e 0
[ S
T o
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A Winning Proposition

Financial & Risk has achieved a record number of award wins in 2013-14

__ o ]
p g waters Risk
FX-Week mnm':%% : %‘(}g (')}?ndl rankings F‘iﬁ% SRS
° e
Inside Reference Data Av:ds I:de h Data:m}ams E CE B Ga rtner@ %‘3
e ' 4 : '701.
v AS‘TME e, ENErgyRisk v 39 Awards
e U F i 1 o [ W ChartisResearch
J % \‘ FOR ASIA
tm J W™ |on Amia LA M v 8 Industry Accolades
(GIOBAL A t ot CLIMATE CHANGE BUSINESS JOURNAL
AMERICAN BANKER. HINANCE TELNSEL, +

@YARKETS CHOICE AWARDS s _:.‘- d
FINANCIAL NEWS i EDISON AWARDS e TEg
= Winner 2013

&7 THOMSON REUTERS
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We Are Responding to Significant Market Re-Structure

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Regulatory Burden/
Structural Change

Changing Role of Buy- Re-Evaluation of Core
Side & Trading Competencies/ Cost

Technology & Data Driven Re-Balancing of Global
Innovation & Trading Markets

&7 THOMSON REUTERS
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Financial & Risk
2013 Revenues

“Growth” Sectors

Recoveries
~11% of revenue declined mid-single digit

~ 44% of revenue grew mid-single digit

Transactions
11%

Non Desktop
33%

12013 Revenues from ongoing businesses

Desktop

~45% of revenue declined mid-single digit

F&R Revenue
$6.6B1

THOMSON REUTERS
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Three Primary Growth Pathways

Transforming and Growing the Core

Building Industry Solutions and Partnerships

Expanding Liquidity and New Trading Models

&7 THOMSON REUTERS
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Three Primary Growth Pathways

Transforming and Growing the Core

« Large but low-growth market, going through a restructure

Drive customer retention and share gains in Core Desktop, Feeds and Elektron

- Open Transaction and Open Community enabling the Desktop
- Game-changing, integrated FX offering

- News & Content best-in-breed and “The Aggregator”

- Improved training, service and support

Increasing community (the buy-side) penetration and share with Desktop (Eikon),
Feeds (Elektron) and Risk (Accelus)

Strengthened regional go-to-market and investment in rapidly emerging hubs

Improving the commercial pricing approach
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Eikon & Elektron Progress

Eikon Desktops Elektron Points of Presence

(‘000s)

122

Live
Launching in 2014

Q4 2012 Q1 2013 Q2 2013 Q3 2013 Q4 2013
® Installed

®gs
.......
L]
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Eikon Desktop & Revenue Breakdown
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End-State Total % Desktops

1 Current Status

. Eikon Desktop Universe

THOMSON REUTERS

End-State Desktop Revenue

Current Status
55%

. Non-Eikon
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Three Primary Growth Pathways

Building Industry Solutions and Partnerships

* The Risk & Compliance market continues to grow > 10%
« Continued share gain and growth in our Risk & Compliance business
* New & enhanced propositions in solutions

- Launch of global KYC “Accelus OrglID” service
- Pricing & Valuation services growth
- Trade & Market Surveillance including Benchmarks
- Operational Risk & Financial crime prevention
- Global supply chain
- Conduct Risk
» Open platform allowing customers to innovate around big data challenges (Open Eikon & App pilot)

« Content, distribution and alliance partnerships growth



Three Primary Growth Pathways

* New currency / regional, e.g. RMB
- New trading models, e.g. Fixed Income

* New transaction and liquidity venues
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Stable Scalable
Infrastructure

Simplified
Operating Model
and Structure

&7 THOMSON REUTERS

Unified Open

Platform for

Innovation &
Solutions

Simplified
Commercial
Structure

Industry-Wide
Open Community

Data-Driven

Customer
Experience &
Intelligence
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nilip Brittan
nief Technology Officer &

obal Head of Platform
Financial & Risk
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Core Values Driving Success with Our Unified Platform

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Delight the Customer
Vision Innovation Laser Talent Culture of Unparal_leled
Focus Excellence Quality

7% THOMSON REUTERS
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Our Unified Platform Vision Roadmap
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Content
Platform

Analytics
Flatform

Transactions
Platform

Enterprise Platform (TREP)

Desktop

Feeds

Elektron

Unified APIs

Lnified AP|s
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On Target Closing Legacy Platforms

2012 2013 2014 2015 and Beyond

CETTT—CY EIKON
TN o

Bridge Data Network, BDN a, THOMSON REUTERS
Integrated Data Network (full-tick network), IDN FTN ELE KTRON

Integrated Data Network (bandwidth optimised network), IDN BON

Thomson Data Network, TDN

.E THOMSON REUTERS

Product
Infrastructure

I

Real-Time Data
Networks

[




Low latency feeds
from over 400
exchange-traded
and OTC markets
along with analytics,
distribution platform
and transactional
connectivity

Elektron Points of Presence deployment

Live
Launching in 2014

THOMSON REUTERS



Improving Customer Satisfaction

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

In the past we were seeing your data 100ms behind the competition.
Now with Elektron your data is coming in 10ms to 15ms faster than
your competitors. Very happy.

- APAC trader

g J
—~—

THOMSON REUTERS

ELEKTRON

Elektron Real Time content quality is significantly \7 By moving to Elektron and leveraging the new,

improved. The venues available are much, much logicized Elektron data model we’ve been able to
better than expected. remove hundreds of lines of code from every
application connected to your feeds

— NY based trader, International bank
\ / - London based development manager, International Bank

- J

Leng
o, lole®
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.
.
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2013 Was a Watershed Year

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Eikon Desktops

THOMSON REUTERS

EIKON

122

2011 2012 2013

&7 THOMSON REUTERS
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In Eikon grew by 163% in 2013

grew by 20,000 and the volume of messages
sent over our network reached record highs - in excess of 11
million messages in a day

/7% Increase Iin usage since October launch

THOMSON REUTERS
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Open for Innovation

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

- Eikon v4 enables continuous innovation: new customer-
delighting apps, agile releases and server-side updates

Open for
Business.

* Transaction-enabling the platform

« Opening platform to customers and third parties

« Standardized APIs

Open Platform Whitepaper

THOMSON REUTERS
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CFO, Financial & Risk
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Delivering on Our Commitments

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Last Year | said ... Building on our Progress...

» Challenging market - Remains a challenging market

- Making solid progress on removing
complexity across products & platforms

- Need to remove complexity

* Install discipline » Greater commercial discipline
* Results through:
— Platform Simplification & Consolidation
— Size & Scale

— Return to modest growth

» Target “nearing” 30% EBITDA margin » Target “nearing” 30% EBITDA margin
for 2016 for 2015

7% THOMSON REUTERS

* Delivering on benefits of scale
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Opportunity
Achieving the Benefits of Size and Scale

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

- A simplified business model — Unified platform

— Simplified commercial structure

— Simplified operating model and structure
— Stable scalable infrastructure

— Smart fact based decisions

— More efficient allocation of capital
- An optimized cost base that is yielding positive operating leverage

- Building the platform for growth

Expected to Lead to Faster Growth & Margin Improvement

&7 THOMSON REUTERS



2013 Results

The Starting Point for EBITDA Margin Growth

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Excluding Excluding
($ Millions) Full Year Q4 All 2013
Charges Charges
2013 2012 Change 2013 2013
Revenues $6,648 $6,802 -2% $6,648 $6,648
Adjusted EBITDA $1,457 $1,691 -14% $1,629 $1,702
Adjusted EBITDA Margin 21.9% 24.9% 24.5% 25.6%

Results for ongoing businesses.

%7 THOMSON REUTERS




Financial & Risk Business Model

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

F&R Revenue

B Recurring ® Transactions & Outright ® Recoveries

THOMSON REUTERS

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

The Business Model

%= Recurring model is commercially attractive

— Retention is the most critical component
(up 30bp in 2013)

== Built in annual price rise realization
= Far greater commercial policy discipline

sk EXiting recoveries revenues = low margin
pass through data

= Some revenue loss from small disposals &
exiting unprofitable contracts

m Some revenue loss from product upgrades
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Revenue Dynamics
2013-15

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

F&R Revenue Dynamics F&R Revenue Drivers

- Enterprise approach built on an Open Unified
Platform will shift revenue composition

— Holistic sales approach
— Delivery platform agnostic

— Pricing & functionality tiered to end user
community requirements

— Not a “one size fits all” pricing formula

— Wil reduce complexity in customer order
management

* Positive change in revenue mix as higher

2013 2015 margin revenues become a larger proportion
m Recoveries ™ Desktop ™ Non Desktop = Transactions of the base

THOMSON REUTERS
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The Path To Nearing 30% EBITDA Margin for 2015

EBITDA

: 25.6%* ~0.5%
margin

*2013 EBITDA margin excludes all 2013 one time charges
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Composition of Expense Base

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

F&R Expense Base

B People B Real Estate & Other
®m Content and Technology ®m Recoveries costs

*2013 Expenses excluding all 1x charges
E THOMSON REUTERS

F&R Expense Drivers

2/3' of total expense base is people
related

— A significant reduction in FTEs since
start of 2012 (~3,000)

— Direct result of simplification and
scale progress

Targeting ~$250M (net) reduction
across 2014-15 in total expenses

77



Platform Simplification

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

2012 2013 2014 2015 and Beyond

|

EIKON’”
'
’

| Original

| 5 " |Cost $150M
Integrated Data Network (full-tick network), IDN FTN ELE KTRON

Integrated Data Network (bandwidth optimised network), IDN BON

Thomson Data Network, TDN

Complexity

Product
Infrastructure

J[

Real-Time Data
Networks

Data Center Closures > g
77 THOMSON REUTERS
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Platform Simplification

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

2012 2013 2014 2015 and Beyond

|

EIKON’”
'
| New

| 5 " |Cost $200M
Integrated Data Network (full-tick network), IDN FTN ELE KTRON

Integrated Data Network (bandwidth optimised network), IDN BON

Thomson Data Network, TDN

Complexity

Product
Infrastructure

|

|

Real-Time Data
Networks

- THOMSON REUTERS
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Platform Simplification

2012 2013 2014 2015 and Beyond

|

a) EIKON
CETTET ol

Product
Infrastructure

2014-15
— .
) | will
Bridge Data Network, BDN a, THOH!SDN REUTERS include
Integrated Data Network (full-tick network), IDN FTN ELE KTRON ~$125M

Integrated Data Network (bandwidth optimised network), IDN BON

Thomson Data Network, TDN

THOMSON REUTERS

Real-Time Data
Networks

|
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The Path To Nearing 30% EBITDA Margin for 2015

2013 Revenue : Plaj[f_orm_
Simplification

EBITDA

: 25.6%* ~0.5% ~2.0%
margin

*2013 EBITDA margin excludes all 2013 one time charges
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Organizational Simplification

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

';I(Fs‘j’ FTE Composition
Down 20%
20 10% 10%

18.5 2014

e FTEs 2204
18.5k

21%

EGTM WNEnable mDesign m®mBuild mContent

2012 2013 2014

i "% THOMSON REUTERS



The Path To Nearing 30% EBITDA Margin for 2015

2013 Revenue R Organizational |,
Simplification Simplification

EBITDA

: 25.6%* ~0.5% ~2.0% ~2.0% ~30%
margin

*2013 EBITDA margin excludes all 2013 one time charges

.....
0 e
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Enterprise Platform Driving Innovation, Growth & Margin

Unified Open
Stable Scalable Platform for Industry-Wide

Infrastructure Innovation & Open Community
Solutions

Setting the Foundation for Stronger Growth

Data-Driven

Simplified Customer

Simplified

Operating Model
and Structure

Commercial

Structure Experience &

Intelligence

“% THOMSON REUTERS

Draft and Confidential
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The Ingredients for Accelerating Growth

1. Targeting gradual improvement in revenue growth
— Driven by revenue mix dynamics, not just improving market environment (50% of revenue base grew 9% in 2013)

— Enterprise model expected to bolster growth in the mid/long term
= Some negative revenue impact in the short-term due to platform consolidations

2. Shift to enterprise model expected to deliver scale benefits
— Target $400M+ of savings
—  WIll be used to drive EPS and FCF/share and to fund growth initiatives

3. Driving shareholder returns through operational improvements & balanced Capital
Strategy
— Three key levers: revenue growth, scale initiatives and share buybacks
= Varying contribution from each over time

86



The New Valuation Creation Paradigm:
Evolving Revenue Base = New Growth Dynamics

Growth segments overtook our Transform segments in 2013

- Transform . Growth

2012

-5%
9%

7% THOMSON REUTERS
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The New Valuation Creation Paradigm:
Evolving Revenue Base = New Growth Dynamics

Growth segments overtook our Transform segments in 2013

- Transform . Growth

2012 2013 2014 2017

Changing revenue mix should
drive gradual improvements in

overall revenue growth rate

THOMSON REUTERS



The Prize

Scale Initiatives 2017 Target

Increasing

Support Functions
Focus on Our

Technical Customers
Infrastructure
$400M+

Annual Acceleratin
Content - :

Platforms

Location Strategy

Enabling Our
Talent

7% THOMSON REUTERS



The Levers of Value Creation

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Three levers to drive shareholder value over the long term

Revenue Growth

|

Double Digit EPS CAGR by 2017

Scale/Operating Leverage
pErEIg e ~$1/Share Improvement

Share Repurchases




Delivering Results

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Revenue Scale/ Capital
Transformation Strategy
~$0.55 ~$0.05-$0.20 ~$2.80 B

$1.83 I

— ~%$1/Share

tl
. emen
ting ~ 507° \mpéoc\:lAGR
Targe Digit EP
2013 Adjusted EPS* Revenue Dynamics _S_ca_le Share 2017 Adjusted EPS
* Excluding Q4 2013 Charge of $275 million Initiatives Buybacks

Assumes Effective Tax Rate in line with 2014 guidance
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Delivering Results

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Revenue Scale/ Capital
Transformation Strategy
~$0.55 ~$0.05-$0.20 ~$2.80 B

$1.83 I

— ~%$1/Share

Ll
. emen
ting ~ 507° \mpsroc\:IP\GR
Targe Digit EP
2013 Adjusted EPS* Revenue Dynamics _S_ca_le Share 2017 Adjusted EPS
* Excluding Q4 2013 Charge of $275 million Initiatives Buybacks

Assumes Effective Tax Rate in line with 2014 guidance
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Incentive Plans Drive Transformation

Management incentive plans aligned to driving shareholder value

Revenue Growth (50%)

Annual Incentives = =

Cash Ol (50%)

Earnings per Share (50%)

e

FCF per Share (50%)

Long Term

Incentives

7% THOMSON REUTERS



A Strategy for Strong Returns

1. TRI Transformation program aimed at delivering the power of our entire enterprise
to customers

— Expand in existing markets with potential to tap new markets (e.g. corporations, governments, etc.)

— Focus on activities that constitute true differentiators in the eyes of our Customers

2. Capital Strategy aligned with shift from Portfolio approach to an Enterprise Model

— Fewer acquisitions, greater focus on organic growth

3. Ability to deliver strong shareholder returns
— Driven primarily through scale initiatives in the near term

— F&R margin nearing 30% in 2015
— Targeting ~$2.80 EPS CAGR in 2017 - ~$1/share improvement (~50% higher than 2013)

SN THOMSON REUTERS
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