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ITEM 7.01. Regulation FD Disclosure

The investor presentation (the “Investor Presentation”) furnished as Exhibit 99.1 and incorporated herein by reference, was used at the investor day of FTI Consulting, Inc.
(“FTI Consulting”) held on November 13, 2017 (“Investor Day”) and may be used by FTI Consulting in various other presentations to investors from time to time. A copy of the
Investor Presentation and the webcast of the Investor Day have been posted to the FTI Consulting Investor Relations website at
www.fticonsulting.com/insights/featuredperspectives/investor-day/webcast. A replay of the webcast of the Investor Day will be available for 90 days. The text of the transcript of
the Investor Day presentations (the “Transcript”) is furnished as Exhibit 99.2 and incorporated herein by reference.

The Investor Presentation and the Transcript contain forward-looking statements within the meaning of the federal securities laws. These forward-looking statements are
necessarily based on certain assumptions as of the date such forward-looking statements were made and are subject to significant risks and uncertainties. FTI Consulting does not
undertake any responsibility for the adequacy, accuracy or completeness or to update any of these statements in the future. Actual future performance and results could differ
from that contained in or suggested by the forward-looking statements.

The information included herein, including Exhibit 99.1 and Exhibit 99.2 furnished herewith, shall not be deemed to be “filed” for purposes of Section 18 of the Securities
Exchange Act of 1934, as amended (the “Exchange Act”), or otherwise subject to the liabilities of that section, nor shall it be incorporated by reference into any filing pursuant to
the Securities Act of 1933, as amended, or the Exchange Act, regardless of any incorporation by reference language in any such filing, except as expressly set forth by specific
reference in such filing.

 
ITEM 9.01. Financial Statements and Exhibits

(d) Exhibits
 
Exhibit

No.   Description

99.1   Investor Presentation presented at FTI Consulting, Inc.’s Investor Day on November 13, 2017

99.2   Transcript of FTI Consulting, Inc.’s Investor Day on November 13, 2017
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SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, as amended, FTI Consulting, Inc. has duly caused this report to be signed on its behalf by the
undersigned thereunto duly authorized.
 

  FTI CONSULTING, INC.

Dated: November 16, 2017   By: /s/ CURTIS LU

   
Curtis Lu
General Counsel
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2017 Investor Day 10 on the Park at the Time Warner Center Exhibit 99.1



Opening Remarks Mollie Hawkes Managing Director of Investor Relations



Cautionary Note About Forward-Looking Statements This presentation includes "forward-looking statements" within the meaning of Section 27A of the Securities Act of 1933, as amended, and Section 21E of the Securities Exchange Act of 1934, as amended, which involve uncertainties and risks. Forward-looking statements include statements concerning our plans, objectives, goals, strategies, future events, future revenues, future results and performance, expectations, plans or intentions relating to acquisitions, share repurchases and other matters, business trends and other information that is not historical, including statements regarding estimates or projections of our future financial results. When used in this presentation, words such as "anticipates," "estimates," "expects," "goals," "intends," "believes," "forecasts," "objectives," "over time" and variations of such words or similar expressions are intended to identify forward-looking statements. All forward-looking statements, including, without limitation, estimates or sustainability of our future financial results, are based upon our expectations at the time we make them and various assumptions. Our expectations, beliefs, projections or estimates are expressed in good faith, and we believe there is a reasonable basis for them. However, there can be no assurance that management's expectations, beliefs, projections or estimates will be achieved, and the Company's actual results may differ materially from our expectations, beliefs, projections and estimates. The Company has experienced fluctuating revenues, operating income and cash flow in prior periods and expects that this will occur from time to time in the future. Other factors that could cause such differences include declines in demand for, or changes in, the mixof services and products that we offer, the mix of the geographic locations where our clients are located or where services are performed, fluctuations in the price per share of our common stock, adverse financial, real estate or other market and general economic conditions, which could impact each of our segments differently, the pace and timing of the consummation and integration of past and future acquisitions, the Company's ability to realize cost savings and efficiencies, competitive and general economic conditions, retention of staff and clients and other risks described under the heading “Part II, Item 1A Risk Factors" in the Company's Quarterly Report on Form 10-Q for the quarter ended June 30, 2017, filed with the Securities and Exchange Commission (“SEC”) and in the Company's other filings with the SEC, including the risks set forth under "Risks Related to Our Reportable Segments" and "Risks Related to Our Operations.” We are under no duty to update any of the forward-looking statements to conform such statements to actual results or events and do not intend to do so.



Accelerating Growth at FTI Steven H. Gunby President & Chief Executive Officer



Accelerating Growth at FTI WELCOME



Today’s Agenda Time Presentation Presenter 10:05 – 10:45 a.m. Accelerating Growth at FTI Steven H. Gunby, President & Chief Executive Officer 10:45 – 11:00 a.m. Accelerating Growth: Corporate Finance & Restructuring Michael C. Eisenband & Carlyn R. Taylor, Global Segment Co-Leaders, Corporate Finance & Restructuring 11:00 – 11:15 a.m. Accelerating Growth: Economic Consulting Chris Osborne, Global Segment Leader, Economic Consulting 11:15 – 11:30 a.m. Accelerating Growth: Forensic & Litigation Consulting Paul S. Ficca, Global Segment Leader, Forensic & Litigation Consulting 11:30 – 11:45 a.m. Accelerating Growth: Technology Sophie Ross, Global Segment Leader, Technology 11:45 – 12:00 p.m. Accelerating Growth: Strategic Communications Mark McCall, Global Segment Leader, Strategic Communications 12:00 – 12:30 p.m. Lunch Break 12:30 – 1:00 p.m. Making the Company More than the Sum of Its Parts: Panel Discussion Steven H. Gunby, President & Chief Executive Officer (Moderator) Jeffrey S. Amling, Chief Marketing Officer & Head of Business Development; Charles D. Overstreet, Global Practice Leader, Health Solutions; John Klick, Senior Vice President; Holly Paul, Chief Human Resources Officer; Paul Linton, Chief Strategy & Transformation Officer 1:00 – 1:15 p.m. Making the Company More than the Sum of Its Parts: Europe, Middle East & Africa Kevin Hewitt, Chairman of Europe, Middle East & Africa 1:15 – 1:45 p.m. Financial Review Ajay Sabherwal, Chief Financial Officer 1:45 – 2:15 p.m. Questions & Answers FTI Consulting Executive Team 2:15 – 2:30 p.m. Closing Remarks Steven H. Gunby, President & Chief Executive Officer



As You Know, We Have Great Positions and Great People and We Serve the World’s Leading Corporations and Law Firms



Two-Year Average EPS Performance Two-year average GAAP EPS and Adjusted EPS are calculated by adding the GAAP EPS and Adjusted EPS for each annual period and dividing by two. See Appendix for definition of Adjusted EPS and reconciliations to its most comparable GAAP measure. $2.22 $2.07 $1.86 $1.71



Two-Year Average Adjusted EPS Two-year average GAAP EPS and Adjusted EPS are calculated by adding the GAAP EPS and Adjusted EPS for each annual period and dividing by two. See Appendix for definition of Adjusted EPS and reconciliations to its most comparable GAAP measure.



A Simple Economic Formula for Professional Services Organic Adjusted EBITDA growth or decline Disciplined use of cash Results



How We Drive Double-Digit Adjusted EPS Growth Mid-single digit Adjusted EBITDA growth by organic means Disciplined use of cash Sustained double-digit Adjusted EPS growth plus a growing, vibrant company that attracts and motivates powerful professionals



After Years of Decline, We Have Begun to Turn the Ship We have turned the ship, but not yet moving in the right direction as forcefully as we can and need to. Two-year average GAAP EPS and Adjusted EPS are calculated by adding the GAAP EPS and Adjusted EPS for each annual period and dividing by two. See Appendix for definition of Adjusted EPS and reconciliations to its most comparable GAAP measure.



How We Have Done Adjusted EBITDA growth from organic means Disciplined use of cash Sustained double-digit Adjusted EPS growth over time



Messages from the Segments (I) Great U.S. restructuring business particularly on creditor side But more company-side than most people knew Some commitment to: Performance Improvement Overseas Transaction Services Good people Good technology Historically, pursued a very integrated approach to our offering Slow to adapt to market changes Leading provider of independent advisory investigation and disputes services around the world Numerous awards for forensic accounting, insurance, disputes, risk and investigations and cybersecurity Terrific people we have Financial results from 2014-2016 were underwhelming Continue to gain share in U.S. restructuring practice Growing share outside the U.S., particularly in EMEA Expanding our suite of services to stressed companies Continue focus on key industries where we have the right to win Powerful Performance Improvement position where we have continued to invest Strong Transaction Advisory Services Good people Good technology Nimble aggressive strategy moving forward that is responsive to the market in multiple ways Fundamental rethinking Cost Refocused strategy Construction Solutions established as a global leader with #1 positions in most places around the globe Turned EMEA to a profitable business with real upside Powerful positions in Asia Renewed focus on growth in U.S. FLC TECH CFR



ECON SC Messages from the Segments (II) One of first business to embrace the discipline of ongoing fundamental rethinks of the strategy Took a business that had been declining substantially for five years and turn it into a growth engine First half of 2017 was weak but now back on track World’s leading economic consulting business Mergers Anti-trust litigation Financial market issues Intellectual property Regulatory proceedings International arbitrations Solid financial growth 2014-2016 but a dip this year and in particular in the second half of this year Opportunity to grow 3 pillars of the business Public Affairs Corporate Communications Financial Communications Gaining share in the largest cross-border complicated issues and deals Real deepening of client relationships Deep expertise in critical industries Maintaining Compass Lexecon’s leading position in the U.S. Expanding adjacent businesses in the U.S. Continuing to grow in EMEA Growing behind small successful positions in Asia Pacific



Where Do I See Us on This Journey? Great people that are growing parts and moving the business forcefully ahead, in parts Great People Vibrant enterprise where that is the norm Alignment of management team through changing incentives, disciplines and accountability Siloed segments with independent leadership Dynamic management team in place, seizing opportunities Disciplined capital allocation controls (M&A, buyback, debt repayment) Use of capital focused on acquisitions Adjusted EBITDA growth plus strong free cash flows drives double-digit Adjusted EPS growth EPS Decline Sustained Adjusted EPS growth company Double-digit Adjusted EPS growth Sharply declining organic growth Slowed the decline of Adjusted EBITDA and aligned management incentives to grow EBITDA Sustained Adjusted EBITDA growth



Accelerating Growth at FTI: Corporate Finance & Restructuring Michael Eisenband & Carlyn Taylor Global Segment Co-Leaders



Leading Provider of Restructuring Services and Experts in Business Transformation and Transactions with Industry Specialists’ Insights 44 offices 930+ professionals 15 countries #1 Restructuring Adviser The Deal (2007 – 2017) Global Turnaround Consulting Firm of the Year Turnaround Atlas Awards (2015 – 2017) Strategy Firm of the Year M&A Atlas Awards (2017) 2010 2016 2020 Restructuring Business Transformation/Transactions Our Future Is Bright Revenue growth, shifting contributions 20 Industries



Our fastest-growing practices involve transactions Our M&A-focused teams have a higher win rate when combined with industry specialization and/or stressed company work Firmwide strength in addressing various phases of the M&A lifecycle, creating cross-segment synergies and maximizing client response Transactions Stressed Companies Proven brand name in advising “stressed” companies over competition Private equity investors in stressed companies know and trust us Stressed company work often leads to opportunities on debtor-side work and/or transaction-related work Industry Specialization Industry Specialization Four-Pillar Global Strategy Supported by a Steadfast Empowered Leadership Team and a Supercharged Culture of Collaboration Global Diversification in Restructuring Communication Collaboration Transactions Global Diversification in Restructuring Stressed Companies One CF&R Transparency Inclusiveness “Diversified” means that we equally value and vigorously pursue debtor and secured and unsecured creditor assignments Creating leading practices around the globe to address multinational, cross-border, contentious insolvency and wind-down/asset recovery opportunities Continue to build strong industry practices, which has been a differentiator for us, specifically in those industries going through long-run disruptive change waves Allows us to successfully open up new opportunities to build adjacent performance improvement, strategy and transaction work



Corporate Finance & Restructuring, Perhaps More Than Any Other Segment, Gets Affected by Substantial Market Volatility, Especially in the Restructuring Space Overall, we have been succeeding despite historically low levels of bankruptcy caused by low interest rates and credit market support of weak corporate credits. As energy and commodities markets improved, FTI’s restructuring practice revenues declined accordingly from the 1H16 to 1H17 2016 Adjusted Segment EBITDA: $97.7 million Sub-$30 oil prices Slump in metal prices 2014 Adjusted Segment EBITDA: $55.5 million Source: S&P



Strong Results Overall, Despite Some Softness in 1H17 Due to Market Volatility Revenue- Generating Headcount 706 838 895 934 Adjusted Segment EBITDA Revenues $ (in millions)



And We Are Driving Initiatives to Add to Our Success Even Without the Tailwinds of a Strong Bankruptcy Market Strengthening company-side market position, resulting in significant out-of-court wins Completed CDG acquisition in July 2017, adding 19 team members Established a Canadian investment bank focused on special situations advisory Investing in more robust industry practices across the globe to support our clients Hired senior experts in the U.S. and Australia to support our Retail & Consumer Products practice Retained senior experts in real estate to deliver solutions focused on tax, consulting and valuation Released coordinated Private Capital coverage model to assist investors and portfolio companies across company lifecycle – many clients are distressed-focused funds Combining Business Transformation and Private Capital Advisory Services in Revenue Enhancement, Office of the CFO, Procurement/ Sourcing and interim management Continuing momentum in our global Transaction services business – with high focus in strong industries Enhancing FTI Capital Advisors’ “single-team” approach by combining industry specialists Expanding transaction opinion business through FTICA and Valuation teams Build on strong traction in Merger Integration/Carve-outs Global Diversification in Restructuring Stressed Companies Transactions Industry Specialization Our progress on these initiatives is taking hold and transforming a great business into a fundamentally more powerful business. Transparency Inclusiveness Collaboration Communication



Accelerating Growth at FTI: Economic Consulting Chris Osborne Global Segment Leader



Leading Global Economic Consulting Firm 37 offices 680+ professionals 15 countries Arbitration Consulting Firm of the Year Who’s Who Legal (2015 – 2017) Quantum of Damages Firm of the Year Who’s Who Legal (2017) Competition Economics Firm of the Year Who’s Who Legal (2015 – 2017) 35 experts named to the Competition list Who’s Who Legal (2017) 12 experts named to Competition – Future Leaders Who’s Who Legal (2017) Most experts named to Arbitration list Global Arbitration Review (2010 – 2017) Most women named to the Women in Antitrust: Economists list Global Competition Review (2016) Economist of the Year Global Competition Review (2016, 2014, 2012 and 2011) Antitrust & Competition Economics Business Valuation Center for Healthcare Economics and Policy Economic Impact Analysis Intellectual Property International Arbitration Labor & Employment Network Analysis Public Policy Regulated Industries Securities Litigation & Risk Management Services



Our Leading Capabilities Translated into Solid Financial Results Revenue Generating Headcount 574 599 656 688 Adjusted Segment EBITDA Revenues $ (in millions) $504.2



We Have Benefited Significantly from Sustained Growth in Europe and Asia We had 1 professional outside of the U.S. in EMEA entering 2009 Today in EMEA and Asia Pacific, we have 275 revenue-generating professionals in 13 locations We have attracted high-profile experts to join our leading team from both competitors and the government Economic Consulting is currently the largest segment in EMEA, representing 34.2% of revenues in 2016



Our Medium-Term Growth Opportunities Expand Adjacent Businesses in the U.S. Expand in Australia and Asia Pacific Maintain Leading Compass Lexecon Position in the U.S. Continue to Grow in EMEA We believe that our leading position and these initiatives will supply a solid platform for growth for many years to come.



Accelerating Growth at FTI: Forensic & Litigation Consulting Paul Ficca Global Segment Leader



Leading Global Provider of Independent Risk Advisory, Investigations and Dispute Services 54 offices 1,080 professionals 18 countries #1 Global Risk & Investigations Services Provider National Law Journal (2017) Vanguard Dispute Advisory Provider ALM Intelligence (2017) #1 Provider for Cybersecurity Best of Corporate Counsel Survey (2017) 6th Largest U.S. Healthcare Consulting Practice Modern Healthcare (2017) 16 experts named to Construction Expert Witness list Who’s Who Legal (2017) 11 Experts - Most Highly Regarded Forensic Accountants Who’s Who Legal (2017) 6 Experts - Most Highly Regarded Insurance & Reinsurance Experts Who’s Who Legal (2017) Risk Advisory Anti-Corruption Investigations & Compliance Compliance, Monitoring & Receivership Data & Analytics Investigations Cybersecurity Forensic Accounting & Advisory Services Global Risk & Investigations Practice (“GRIP”) Disputes Construction Solutions Dispute Advisory Services Financial Services Global Insurance Services Health Solutions Trial Services Services



We Have Great People and Capabilities, but We Have Not Demonstrated Consistent Growth Across the Entire Segment Revenue Generating Headcount 1,154 1,131 1,110 Adjusted Segment EBITDA Revenues $ (in millions)



Turned EMEA business, while continuing to invest Invested in core businesses where we are strong Took actions where we were challenged Given Our Recent Financial Performance, We Have Undertaken a Close Examination of Our Businesses to Accelerate Growth Accelerated growth in Asia Pacific Taken actions to both address underutilization and our cost structure in Health Solutions, Investigations and small non-core international offices Data & Analytics delivered double-digit growth for revenues and headcount from 2014 through 2016 Construction Solutions established as a global leader with #1 positions in more places around the globe Revenue CAGR of 16% from 2013 to 2016 As we have established scale in key geographies, EMEA is a profitable growth engine going forward Attracting incredible talent in EMEA who are facing conflicts and operational difficulties in large audit firms Revenue CAGR of 8.6% from 2013 to 2016 Investments to attract professionals in market resulting in improved traction in key Asia markets – developing deep relationships and being engaged on high-profile cases



These Moves Are Strengthening the Business More important, they create the platform on which to accelerate growth. $457.7 $446.9 Continued focus on growing revenues with higher utilization Investments in core areas of strength are accelerating growth Investments in EMEA and Asia Pacific are driving growth outside of North America We will continue to invest with discipline where we see emerging opportunities Adjusted Segment EBITDA Revenues $ (in millions)



Enhance Core Offerings Extend Global Footprint Our Medium-Term Growth Opportunities Revenue Growth with Higher Utilization Invest Ahead of Emerging Trends Actions we have taken and investments we have made position us for growth.



Accelerating Growth at FTI: Technology Sophie Ross Global Segment Leader



Leading Experts and Software, Committed to Delivering Client-Centric Services 30 offices 290+ professionals 8 countries Leader in Worldwide E-Discovery Services IDC MarketScape (2017) Named a Best Managed Document Review Services Provider The National Law Journal (2017) 100 Companies That Matter in Knowledge Management KMWorld (2010 – 2016) #1 Provider for Case Management Software Best of Corporate Counsel Survey (2016) 20 Most Promising Data Visualization Solution Providers CIOReview (2016) MVP Award for Big Data Computer Technology Review (2017) E-discovery Services & Expertise Managed Review Computer Forensics Authorized Provider of Ringtail®, Radiance and Relativity Information Governance, Privacy & Security Services Microsoft Office 365 Migrations Data Remediation General Data Protection Regulation Readiness Cybersecurity Contract Intelligence Consulting & Services Ringtail® E-Discovery Software On-Premise Licensing SaaS Subscriptions Software



We Were Slow to Address Strategic Changes in the Market Adjusted Segment EBITDA Revenues Revenue Generating Headcount 344 349 288 $ (in millions)



Delivered Significant Efficiency Improvements New Strategy Maximizes and Unleashes the Potential of Each Part of Our Business Consulting & Services Strong momentum by leveraging our consultative expertise across clients’ data-related legal, compliance and risk challenges Software Enormous effort underway in driving new revenues and accessing new markets with standalone strategy Authorized provider of Relativity Information Governance Contract Intelligence Cybersecurity Project Delivery & Workflow Efficiencies R&D Cost Reductions & Focused Product Strategy Data Center Operations Transformation



We Are Transforming the Business and Believe Our New Set of Strategic Initiatives Will Drive Future Growth Adjusted Segment EBITDA Revenues Actions we have taken and investments we have made have stabilized the business and position us for growth. Cost actions have stabilized EBITDA and improved efficiencies while allowing for continued investment in growth initiatives Revenue increases from new matters and subscription clients have offset revenue declines in legacy hosting matters Strong pipeline of Relativity engagements, reflecting a larger addressable market Success with licensing Ringtail® software reflected in growth of both on-premise and SaaS licensing revenues $ (in millions)



Our Medium-Term Growth Opportunities Expanding Addressable Market Growing Businesses with Targeted Investments Broadened Revenue Mix Improved Cost Structure Focused strategy, committed leadership team and more efficient infrastructure.



Mark McCall Global Segment Leader Accelerating Growth at FTI: Strategic Communications



Integrated Communications Experts Located Where Our Clients Need Us Financial Communications Public Affairs Corporate Reputation 36 offices 600+ professionals 16 countries



2016 Best Social Media Campaign 2014-2017 M&A PR Firm of the Year We Are Being Recognized in the Industry 2017 PR Consultancy of the Year 2017 Best Financial Communications Campaign 2017 Executive Positioning Campaign of the Year 2016 Best IPO Communications 2016 Crisis Management Services Firm 2017 Strategic Communications Firm of the Year



A Snapshot of Our Business: A More Powerful Platform to Grow From Average Retained Client Tenure Top 10 Client Revenues Our Geographic Makeup AMER EMEA APAC 45% 2016 Revenues 9% 46% 15% 2014 22% 2015 25% 2016 $ $ $ 5 years 2016 4.5 years 2015 4 years 2014 Top 10 Client Reach 8/10 are cross-border, cross-segment or both



We Have Successfully Broadened Our Offering 34% 44% 22% 27% 40% 33% Financial Communications Corporate Reputation Public Affairs Core Practice Revenues 3



Public Service Journalism Business Editor, The Sunday Times Two-time Pulitzer Prize-Winning Reporter, The New York Times Senior Reporter, The Australian We Have a Team of Experts Business & Finance Vice President, Corporate Communications, Morgan Stanley Chief Financial Officer, ASG Group EMEA Lead, Corporate Governance, Executive Compensation & ESG, Glass Lewis Press Secretary, U.S. Vice President Spokesman, German Federal President Press Secretary, U.S. House Minority Leader Director of Communications, Securities and Exchange Commission Chief of Staff, UK Shadow Secretaries of State for Education Director of Public Liaison, The White House Chief Spokesman, U.S. Department of Justice



Our Journey Revenue Generating Headcount 566 599 647 626 Adjusted Segment EBITDA Revenues Last four quarters ended 9/30/2017 $ (in millions) $ (in millions)



Our Medium-Term Growth Opportunities DEVELOP Large, Complex Client Relationships ENHANCE Market Share in Highly Regulated Industries TEAM For Integrated Client Solutions



Lunch Break



Making the Company More than the Sum of Its Parts: Panel Steven H. Gunby (Moderator); Jeffrey S. Amling; Charles D. Overstreet; John Klick; Holly Paul; Paul Linton



Today’s Agenda Time Presentation Presenter 10:05 – 10:45 a.m. Accelerating Growth at FTI Steven H. Gunby, President & Chief Executive Officer 10:45 – 11:00 a.m. Accelerating Growth: Corporate Finance & Restructuring Michael C. Eisenband & Carlyn R. Taylor, Global Segment Co-Leaders, Corporate Finance & Restructuring 11:00 – 11:15 a.m. Accelerating Growth: Economic Consulting Chris Osborne, Global Segment Leader, Economic Consulting 11:15 – 11:30 a.m. Accelerating Growth: Forensic & Litigation Consulting Paul S. Ficca, Global Segment Leader, Forensic & Litigation Consulting 11:30 – 11:45 a.m. Accelerating Growth: Technology Sophie Ross, Global Segment Leader, Technology 11:45 – 12:00 p.m. Accelerating Growth: Strategic Communications Mark McCall, Global Segment Leader, Strategic Communications 12:00 – 12:30 p.m. Lunch Break 12:30 – 1:00 p.m. Making the Company More than the Sum of Its Parts: Panel Discussion Steven H. Gunby, President & Chief Executive Officer (Moderator) Jeffrey S. Amling, Chief Marketing Officer & Head of Business Development; Charles D. Overstreet, Global Practice Leader, Health Solutions; John Klick, Senior Vice President; Holly Paul, Chief Human Resources Officer; Paul Linton, Chief Strategy & Transformation Officer 1:00 – 1:15 p.m. Making the Company More than the Sum of Its Parts: Europe, Middle East & Africa Kevin Hewitt, Chairman of Europe, Middle East & Africa 1:15 – 1:45 p.m. Financial Review Ajay Sabherwal, Chief Financial Officer 1:45 – 2:15 p.m. Questions & Answers FTI Consulting Executive Team 2:15 – 2:30 p.m. Closing Remarks Steven H. Gunby, President & Chief Executive Officer



Making the Company More than the Sum of Its Parts Corporate Finance & Restructuring Economic Consulting Forensic & Litigation Consulting Strategic Communications Technology FTI Consulting is organized into five segments, each of which is a global leader in its own right for one simple reason: our commitment to having a tangible, positive impact on how our clients confront and manage change, risk and disputes



Making the Company More than the Sum of Its Parts: Panel Jeffrey S. Amling Chief Marketing Officer & Head of Business Development Charles D. Overstreet Global Practice Leader Health Solutions Paul Linton Chief Strategy & Transformation Officer Holly Paul Chief Human Resources Officer John Klick Senior Vice President



Making the Company More than the Sum of its Parts: Panel M&A Disciplines



More Disciplined M&A Process: What Constitutes a Bad/Good Acquisition? Valuation/Deal Structure Integration Sponsorship Growth Longevity Financials Situation Relationship Do not know the company well Auction scenarios Financials dampen our long-term profitability Paying team to retire Paying potentially inflated EBITDA multiples Isolated with original brand No accountability for integration No plan/ability to grow revenues Knows the company well Only one bidding/preferred acquirer Opportunity to enhance financials on FTI platform Selling partner(s) work for 5+ years with up-and-comers Paying revenue multiples Fully integrated brand High-quality leader accountable for success Can we get 1+1 to = 3 with this?



Making the Company More than the Sum of its Parts: Panel Cross-Collaboration



Health Solutions’ Competitive Advantage: Holistic Client Solutions for a Complex Environment Corporate Finance & Restructuring Strategic Communications Economic Consulting Forensic & Litigation Consulting & Technology Complex Operating Environment Heightened Pace of Consolidation Changing Regulatory Requirements Politically Charged Marketplace Heightened Compliance Oversight Increased Government Expenditures Hospital and Health System Realignment Displaced Stakeholders Changing Payment Structures Cost of Care Delivery Brand Physician Integration Holistic Healthcare Offering Regulatory Compliance, Investigations & Disputes and Data Analysis Strategic & Economic Analysis Stakeholder Communications Performance Improvement & Restructuring



Making the Company More than the Sum of its Parts: Panel Key Client Relationships & Key Account Management



Top 10 Corporate Clients by Revenues as of Third Quarter 2017 Top 10 Corporate Clients Corporate Finance & Restructuring Forensic & Litigation Consulting Economic Consulting Technology Strategic Communications Corporate Client #1 X X X X   Corporate Client #2   X   X   Corporate Client #3 X         Corporate Client #4   X X X X Corporate Client #5   X       Corporate Client #6   X     X Corporate Client #7 X X   X   Corporate Client #8 X         Corporate Client #9 X X       Corporate Client #10 X   X   X



Making the Company More than the Sum of its Parts: Panel People Strategy & Culture



Approaching Headcount Growth in a Systematic, Thoughtful Way to Build on Positions Where We Have a Right to Win and to Retool Positions Where We Don’t Coupled with Businesses People Betting on key positions with regular strategic re-looks Willing to invest in the right people in the right places



Rising Star of the Profession in Leadership category (Strategic Communications) Future Leader on Women Leaders in Consulting list (Forensic & Litigation Consulting) 3 Emerging Leaders in Financing & Turnarounds (Corporate Finance & Restructuring, Strategic Communications) 11 Future Leaders on Economists list (Economic Consulting) Consulting magazine (2017) Consulting magazine (2017) The M&A Advisor (2017) Who’s Who Legal (2017) 3 Rising Stars in Insolvency and Restructuring (Corporate Finance & Restructuring) 3 Winners of Distinguished Performance Award for CIRA exam (Corporate Finance & Restructuring) Youngest-Ever Economist of the Year (Economic Consulting) People to Watch in Restructuring list (Corporate Finance & Restructuring) Global Restructuring Review (2017) Association of Insolvency & Restructuring Advisors (2017) Global Competition Review (2016) Turnarounds & Workouts (2016) Attracting, Growing and Developing the Next Generation of Leaders Record number of promotions (including at SMD & MD levels) in 2017 28% of 2017 SMD promotions were women 39% of 2017 promotions globally were women Attracted 94 SMDs and 244 MDs since 2014



Making the Company More than the Sum of its Parts: Panel Rigor & Discipline Around Cost Strategies



Overview of Our Current Real Estate Footprint Note: Bubble sizes represent total cost by office. 105 Offices ~1.3 Million Square Feet ~$80 Million Real Estate Costs ~4.4% of Revenues



Executing Against Established Real Estate Guidelines Cost per head Square feet per head Office size Workspace utilization Real estate planning Planning starts 3 years prior to lease expiration (or when vacancy falls below 85%) Take early action if economically beneficial Established maximum cost per head and max per billable With lower cost targets in lower cost markets Established maximum space per head and max per billable Smaller space target in high-rent markets and for low revenues per professional businesses Established standard office size Flexibility to install one or two work settings Rigorously vet talent plans/headcount forecasts Target minimum of 75% utilization by year 3 of lease



Washington, D.C. (K Street) Office Relocation: Before and After Comparison Annual cost: -39% Square feet: -14% Cost per head: -38% Before After



Bowie and San Francisco Office Relocations: Before and After Comparisons Bowie San Francisco Annual cost: -38% Cost per head: Square feet: -24% -42% Annual cost: -24% Cost per head: Square feet: -54% -38% Before After



Making the Company More than the Sum of Its Parts: EMEA Kevin Hewitt Chairman of Europe, Middle East & Africa



2006 Acquisition of Financial Dynamics Establishing core presence in EMEA 2011 Acquisition of LECG Establishing Economic Consulting presence in EMEA 2007 Launch of European Restructuring practice Via team hire from Ernst & Young 2013 2016 EMEA region reaches 850+ billable professionals EMEA delivers record revenues 2015 Opening of Aldersgate office Combining all segments in the UK into one location, now largest FTI Consulting office worldwide 2014 EMEA is 16% of revenues EMEA: The Journey So Far



Our Journey Revenues Revenue Generating Headcount 208 418 474 489 576 620 701 738 851 948 995 Last four quarters ended 9/30/2017 $ (in millions)



Established People and Positions with Opportunity to Exploit Favorable Market, Competitor and People Dynamics 20 offices 995 revenue generating professionals 12 countries EMEA Public Affairs Consultancy of the Year The Holmes Report (2015 and 2017) EMEA Merger Control and Behavioral Matter of the Year Global Competition Review (2015 and 2017) European Private Equity Tax Deal of the Year International Tax Review (2016) Strategic Communications Firm of the Year ACQ Global Awards (2016 – 2017) International E-Discovery Solutions Advisory winner ACQ Global Awards (2017) UK Transaction Advisory Firm of the Year ACQ Global Awards (2017) Gold Winner for Best Educational Programme, EMEA Corporate Engagement Awards (2016) UK Transfer Pricing Offering & Tax Valuation Advisory Firm of the Year ACQ Global Awards (2017) Best Initial Public Offering Communications UK Corporate & Financial Awards (2016) Critical mass in all five business segments



As Much Success as We Have Had, We Have Just Begun to Fulfill Our Potential Our Medium-Term Growth Opportunities This is our time. Facilitate cross-segment collaboration Continue to win the war for talent Replicate UK growth across continental Europe Integrate new technologies into existing offerings Build brand recognition, awareness and reputation



Accelerating Growth: Financial Review Ajay Sabherwal Chief Financial Officer



How We Drive Double-Digit Adjusted EPS Growth Mid-single digit Adjusted EBITDA growth by organic means Disciplined use of cash Sustained double-digit Adjusted EPS growth plus a growing, vibrant company that attracts and motivates powerful professionals



Financial Progress (I) Focus on Organic Growth and Growing EPS $ (in millions) Growing revenues organically Increasing Adjusted EPS See Appendix for definitions of non-GAAP measures and reconciliations to their most comparable GAAP measures. GAAP EPS Adjusted EPS



Financial Progress (II) Growing Revenue-Generating Professionals Growing headcount in the right places Disciplined actions to manage SG&A 3,344 3,516 3,596 3,619 Headcount Last four quarters ended 9/30/17 Headcount as of September 30, 2017. Non-Billable Headcount Billable Headcount SG&A as a % of Revenues



Financial Progress (III) Employing Strong Free Cash Flows to Enhance Stockholder Returns $ (in millions) Strong free cash flow Significant reduction in debt Share count significantly reduced Shares outstanding as of period end (in millions) See Appendix for definitions of non-GAAP measures and reconciliations to their most comparable GAAP measures.



Key Principles to Grow Organically Growth Opportunities Increase market share Move into adjacencies by investing where we have the right to win Deeper penetration in key geographies Objectives Drive organic revenue and Adjusted EBITDA growth Focus on utilization Reduce SG&A as a percent of revenues



Business Segments Are Well Positioned to Accelerate Growth (I) Enhance Business Transformation and transaction capabilities Grow restructuring globally Deeper penetration of key industries Corporate Finance & Restructuring Economic Consulting Compass Lexecon’s leading position in U.S. Grow overseas businesses Develop adjacent businesses in the U.S. Key Growth Opportunities



Business Segments Are Well Positioned to Accelerate Growth (II) New distribution channels for consulting services and software Invest in new and adjacent services Technology Data & Analytics, Construction Solutions and Cybersecurity Grow overseas businesses Improve utilization in Disputes, Investigations and Health Solutions Forensic & Litigation Consulting Key Growth Opportunities



Business Segments Are Well Positioned to Accelerate Growth (III) Further develop large, complex client relationships Enhance market share in key industries Leverage FTI Consulting’s services and platform to enhance client results Strategic Communications Key Growth Opportunities



Collectively, FTI Consulting Is Well Positioned to Accelerate Growth Assessed infrastructure and costs Invested where we have A right to win Invested where we have a right to win Strategic refreshes repositioned businesses for future growth Assessed infrastructure cost Disciplined approach to capital allocation Took action where we were not well positioned



Investment Thesis Mid-single digit Adjusted EBITDA growth by organic means Disciplined use of cash Sustained double-digit Adjusted EPS growth plus a growing, vibrant company that attracts and motivates powerful professionals The best is yet to come.



Questions & Answers



Closing Remarks Steven H. Gunby President & Chief Executive Officer



Today’s Agenda Time Presentation Presenter 10:05 – 10:45 a.m. Accelerating Growth at FTI Steven H. Gunby, President & Chief Executive Officer 10:45 – 11:00 a.m. Accelerating Growth: Corporate Finance & Restructuring Michael C. Eisenband & Carlyn R. Taylor, Global Segment Co-Leaders, Corporate Finance & Restructuring 11:00 – 11:15 a.m. Accelerating Growth: Economic Consulting Chris Osborne, Global Segment Leader, Economic Consulting 11:15 – 11:30 a.m. Accelerating Growth: Forensic & Litigation Consulting Paul S. Ficca, Global Segment Leader, Forensic & Litigation Consulting 11:30 – 11:45 a.m. Accelerating Growth: Technology Sophie Ross, Global Segment Leader, Technology 11:45 – 12:00 p.m. Accelerating Growth: Strategic Communications Mark McCall, Global Segment Leader, Strategic Communications 12:00 – 12:30 p.m. Lunch Break 12:30 – 1:00 p.m. Making the Company More than the Sum of its Parts: Panel Discussion Steven H. Gunby, President & Chief Executive Officer (Moderator) Jeffrey S. Amling, Chief Marketing Officer & Head of Business Development; Charles D. Overstreet, Global Practice Leader, Health Solutions; John Klick, Senior Vice President; Holly Paul, Chief Human Resources Officer; Paul Linton, Chief Strategy & Transformation Officer 1:00 – 1:15 p.m. Making the Company More than the Sum of its Parts: Europe, Middle East & Africa Kevin Hewitt, Chairman of Europe, Middle East & Africa 1:15 – 1:45 p.m. Financial Review Ajay Sabherwal, Chief Financial Officer 1:45 – 2:15 p.m. Questions & Answers FTI Consulting Executive Team 2:15 – 2:30 p.m. Closing Remarks Steven H. Gunby, President & Chief Executive Officer



Some Points I Hope You Took Away Naming issues/solving issues Bold bets High ambitions Driving the business



Closing Thoughts Sustained double-digit Adjusted EPS growth plus a growing, vibrant company that attracts and motivates powerful professionals The best is yet to come. Mid-single digit Adjusted EBITDA growth by organic means Disciplined use of cash





Appendix: Financial Reconciliations



FTI Consulting Non-GAAP Financial Measures In this presentation, we sometimes use information derived from consolidated financial information that may not be presented in our financial statements or prepared in accordance with GAAP. Certain of these measures are considered “non-GAAP financial measures” under the SEC rules. Specifically, we have referred to the following non-GAAP financial measures in this presentation: Adjusted EBITDA Adjusted Net Income Adjusted Earnings per Diluted Share Free Cash Flow We define Adjusted EBITDA, which is a non-GAAP financial measure, as consolidated net income before income tax provision, other non-operating income (expense), depreciation, amortization of intangible assets, remeasurement of acquisition-related contingent consideration, special charges, goodwill impairment charges and losses on early extinguishment of debt. We believe that this non-GAAP financial measure, when considered together with our GAAP financial results and GAAP financial measures, provides management and investors with a more complete understanding of our operating results, including underlying trends. In addition, EBITDA is a common alternative measure of operating performance used by many of our competitors. It is used by investors, financial analysts, rating agencies and others to value and compare the financial performance of companies in our industry. Therefore, we also believe that this financial measure, considered along with corresponding GAAP financial measures, provides management and investors with additional information for comparison of our operating results with the operating results of other companies. We define Adjusted Net Income and Adjusted Earnings per Diluted Share (“AdjustedEPS”), which are non-GAAP financial measures, as net income and earnings per diluted share, respectively, excluding the impact of remeasurement of acquisition-related contingent consideration, special charges, goodwill impairment charges and losses on early extinguishment of debt. We use Adjusted Net Income for the purpose of calculating Adjusted EPS. Management uses Adjusted EPS to assess total Company operating performance on a consistent basis. We believe that these non-GAAP financial measures, when considered together with our GAAP financial results, provide management and investors with an additional understanding of our business operating results, including underlying trends. We define Free Cash Flow, which is a non-GAAP financial measure, as net cash provided by operating activities less cash payments for purchases of property and equipment. We believe this non-GAAP financial measure, when considered together with our GAAP financial results, provides management and investors with an additional understanding of the Company’s ability to generate cash for ongoing business operations and other capital deployment. Non-GAAP financial measures are not defined in the same manner by all companies and may not be comparable with other similarly titled measures of other companies. Non-GAAP financial measures should be considered in addition to, but not as a substitute for or superior to, the information contained in our Condensed Consolidated Statements of Comprehensive Income.



Reconciliation of Net Income to Adjusted EBITDA (All numbers in thousands) FY 2016 FY 2015 FY 2014 Net Income $ 85,520 $ 66,053 $ 58,807 Add back: Income tax provision 42,283 39,333 42,604 Interest income and other (10,466) (3,232) (4,670) Interest expense 24,819 42,768 50,685 Depreciation and amortization 38,700 31,392 33,989 Amortization of other intangible assets 10,306 11,726 15,521 Special charges 10,445 - 16,339 Loss on early extinguishment of debt - 19,589 - Remeasurement of acquisition-related contingent consideration 1,403 (1,867) (2,723) Adjusted EBITDA1 $ 203,010 $ 205,762 $ 210,552 1See “FTI Consulting Non-GAAP Financial Measures” for the definition of Adjusted EBITDA.



Reconciliations of Net Income (Loss) to Adjusted Net Income and Earnings (Loss) Per Diluted Share to Adjusted Earnings Per Diluted Share (All numbers in thousands ) FY 2016 FY 2015 FY 2014 FY 2013 FY 2012 FY 2011 FY 2010 FY 2009 Net income $85,520 $66,053 $58,807 $(10,594) $(36,986) $103,903 $65,984 $139,843 Add back: Special charges 10,445 - 16,339 38,414 29,557 15,213 51,131 - Tax impact of special charges (3,595) - (6,702) (15,147) (10,442) (5,928) (18,398) - Goodwill impairment charges - - - 83,752 110,387 - - - Loss on early extinguishment of debt - 19,589 - - 4,850 - 5,161 - Tax impact of loss on early extinguishment of debt - (7,708) - - (1,940) - (2,142) - Remeasurement of acquisition-related contingent consideration 1,403 (1,867) (2,723) (13,555) (5,228) (9,953) - - Tax impact of remeasurement of acquisition-related contingent consideration (546) 747 1,005 1,501 - - - - Adjusted Net Income1 $93,227 $76,814 $66,726 $84,371 $90,198 $103,325 $101,736 $139,843 Earnings per common share – diluted $2.05 $1.58 $1.44 $(0.27) $(0.92) $2.39 $1.38 $2.63 Add back: Special charges 0.25 - 0.40 0.98 0.73 0.35 1.08 - Tax impact of special charges (0.08) - (0.16) (0.39) (0.26) (0.14) (0.39) - Goodwill impairment charges - - - 2.14 2.74 - - - Loss on early extinguishment of debt - 0.47 - - 0.12 - 0.11 - Tax impact of loss on early extinguishment of debt - (0.19) - - (0.05) - (0.05) - Remeasurement of acquisition-related contingent consideration 0.03 (0.04) (0.07) (0.34) (0.13) (0.23) - - Tax impact of remeasurement of acquisition-related contingent consideration (0.01) 0.02 0.03 0.04 - - - - Impact of denominator for diluted adjusted earnings per common share - - - (0.07) (0.06) - - - Adjusted earnings per common share – diluted1 $2.24 $1.84$1.64 $2.09 $2.17 $2.37 $2.13 $2.63 Weighted average number of common shares outstanding – diluted 41,709 41,729 40,729 40,421 41,578 43,473 47,644 53,127 1 See “FTI Consulting Non-GAAP Financial Measures” for the definitions of Adjusted Net Income and Adjusted Earnings Per Common Share – Diluted.



Reconciliations of Net Cash Provided by Operating Activities to Free Cash Flow (All numbers in thousands ) Last Four Quarters 9/30/2017 2016 2015 2014 Net cash provided by operating activities $ 145,946 $ 233,488 $ 139,920 $ 135,401 Purchases of property and equipment (26,101) (28,935) (31,399) (39,256) Free Cash Flow1 $ 119,845 $ 204,553 $ 108,521 $ 96,145 1See “FTI Consulting Non-GAAP Financial Measures” for the definition of Free Cash Flow.



Reconciliation of Estimated Earnings Per Common Share – Diluted to Estimated Adjusted Earnings Per Common Share 1The forward-looking guidance on estimated 2017 earnings per diluted share (“EPS”) and adjusted earnings per common share - diluted ("Adjusted EPS") do not reflect other gains and losses (all of which would be excluded from Adjusted EPS) related to future impact of remeasurement of acquisition-related contingent consideration, special charges, goodwill impairment charges and/or losses on early extinguishment of debt except for the actual charges taken during the nine months ended September 30, 2017, as these items are dependent on future events that are uncertain and difficult to predict. Year Ended December 31, 2017 Low High Guidance on estimated earnings per common share - diluted (GAAP) 1 $1.37 $1.67 Special charges, net of tax 0.52 0.52 Remeasurement of acquisition-related contingent consideration, net of tax 0.01 0.01 Guidance on estimated adjusted earnings per common share (Non-GAAP) 1 $1.90 $2.20
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PRESENTATION

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Good morning, everyone, and welcome to FTI Consulting’s Investor Day. I want to thank you for joining us today. And on behalf of the entire management team, we’re excited to
share with you today our plans to both accelerate growth and take — and make FTI Consulting more than a sum of its parts.

Today, you will hear presentations from our business leaders and corporate leaders. They will discuss with you the journey that we’ve been on over the last 3 years, and they will
also discuss their key priorities for growth for each of their businesses.

Let me start by telling you what you have in front of you on your tables in the materials that we’ve provided.

First, we provided you with a printout of today’s slides in the presentation. Second, you have an Investor Day brochure at your table, which provides an overview of FTI
Consulting, an overview of each of our business segments and also includes client success stories for each of our businesses to give you a flavor of the work that we do every day.
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In your bags behind you, we have provided you with a special print edition of the FTI Journal, which is one of our thought leadership channels. The stories in the journal have
been selected to show you not only the depth of our expertise, but the broad reach of our global platform.

We’ve also provided for you a copy of our first-ever corporate citizenship report. This report will give you a flavor of how FTI professionals are making an impact in the
communities in which we do business.

For those of you on the webcast, you can find these materials on our corporate website under the Investor Relations section at www.fticonsulting.com.

For those of you here today that would like to access these materials online, there is a WiFi code at each of the tables, which will give you that information. If you need to make a
point — call at any point during today’s session, I ask that you leave the plenary session and take your call outside, and there are bathrooms located outside to the left of the — of
this room. We’ve a very packed presentation this morning, so we’re going to break for lunch in about 2 hours.

Before I turn the floor over to Steve Gunby, our President and CEO, I want to cover a few formalities.

During today’s event, you will hear or see financial information that we refer to as, for the last 4 quarters ended September 30, 2017. Please keep in mind that such information is
not indicative of full calendar year results for the company or for any segment. However, we believe presenting our financial results for the last 4 quarters in this manner is
helpful in understanding the recent performance of the business.

I would also like to remind everyone that today’s event and presentation materials include forward-looking statements within the meaning of Section 27A of the Securities
Exchange Act of 1933 and Section 21 of the Securities Exchange Act of 1934 that involve risks and uncertainties. Forward-looking statements include statements concerning
plans, objectives, goals, strategies, future event, future revenues, future results and performance expectations, plans or intentions related to financial performance, acquisition,
share repurchases, business trends and other information or matters that are not historical, including statements regarding estimates of our future results. For a discussion of risk
factors and other factors that may cause actual results to differ from those contemplated by forward-looking statements, investors should review the safe harbor statement in
today’s Investor Day presentation. In addition, our discussion is qualified by the risks described under the headings Part 2 1A Risk Factors in the company’s quarterly report on
Form 10-Q for the quarter ended June 30, 2017, filed with the Securities and Exchange Commission; and in the company’s other filings with the Securities and Exchange
Commission, including risks set forth under risks related to our reportable segments and risks related to our operations. A copy of our Form 10-Q and other filings with the SEC
are available on our website. Investors are cautioned not to place undue reliance on any forward-looking statements, which speaks only as to the date of this Investor Day and will
not be updated.
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During today’s event, we will discuss certain non-GAAP measures such as adjusted EBITDA, total adjusted segment EBITDA, adjusted earnings per share, adjusted net income
and free cash flow. For a discussion of these and other non-GAAP financial measures as well as our reconciliation of our non-GAAP financial measures to our most recently
comparable GAAP measures, investors should review the appendix of our Investor Day presentation.

With these formalities out of the way, I’m excited to open the stage for our President and CEO, Steve Gunby.
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

I do think Mollie deserves applause. I mean, could any of you read that statement with that much energy? Thank you, Mollie, and thank you all for joining us today. I’m delighted
to be here, but I’m even more delighted that each of you took the time on a rainy day, it wasn’t a great day outside, but to take the time out of your schedule to join us.

We have what I hope is a terrific program for each of you today, a program that allows each of you to get into the details of our business, not just descriptive, not just a description
of what each of these businesses is, which sometimes you need. This is a pretty complicated set of businesses. But beyond that, a sense of the initiatives that are being driven, the
thrusts that are being taken by each of the business leaders to build these businesses; the power of those initiatives; where we are on the change journey; the results we are having;
and importantly, why each of those business leaders is excited about where the business is today and where they see it able to go going forward. So that’s what we’re planning to
do today.

We have one message. We have lots of messages. We have one overarching message that I hope you walk away from this meeting with, which is the team you’re going to see and
I are unbelievably excited about where this company is today and where we are at this point in the journey where we are poised to go going forward.

What we’re going to do is get you into the details of the businesses, the initiatives. You’re going to hear people talk about some of the great things they do. Perhaps not typical at
every Investor Day, people are also going to talk candidly. They’re going to talk candidly about some of the issues they’ve worked through, some of the issues we’ve had
addressed, some of the places we’ve missed opportunities. I’m going to talk about where we are in that journey and why we believe at this point, we are at a point where we are
poised to take this company forward. And we hope this gives you a real sense of where the company is and answers the questions on your mind.

The way we’re going to do that is through a packed agenda, as Mollie said. The morning is going to be the segment leaders. Each coming up talking about each of the businesses,
giving you a flavor in case you’re new to the company. What each of these businesses does. But importantly, some of the strengths
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of the businesses, some of the places where we’ve had to work through issues, where we are in working through those issues, and why we believe we are positioned for growth
going forward. That’s the morning. In the afternoon, we’re going to talk more about the company as a whole, how do we not only have each segment driving the business but how
do we, as a whole, unlock the value of FTI. We’ve spent a lot of time over the last 3 years business by business, fixing things, betting on bets where we see there’s opportunities,
driving initiatives forward. And I don’t think there’s anything more important than the business-by-business reviews because we have made progress on those business by
business from where we were. But the company also has the power to be that much more. We have a company — and by the way, these segments are not unrelated, and we have
the ability to do so much more for our clients by linking across the segments.

So what we’re going to be talking about is how are we making the sum of this company more than simply the sum of the parts, and that we’ll do in the afternoon. And we’ll do
that by 2 different mechanisms. First will be a panel discussion of a number of people who are driving cross-company initiatives. Jeff Amling is going to talk about M&A. How
we’ve collectively come to a definition of which M&A we’re going to go after and which ones we’re not going to go after. So we jump aggressively on good M&A but also walk
away from the M&A that looks good, which is a lot of M&A that looks good in professional services that doesn’t turn out to be good. And we’ll talk a little bit about how we’ve
gotten agreement around that and how we’re driving that going forward.

Charles Overstreet will talk about this radical idea of in addition to strengthening our business, maybe sometimes it helps to collaborate across segments, and talk about how we
took one of our sub businesses, health solutions, and made it stronger by collaborating across segments and the power of that idea going forward.

John Klick, John’s right there, will talk about one of the most important ideas, which is deepening our client relationships. It’s a funny thing in our company, we have powerful
client relationships. We’ve deep experts, who have sometimes helped companies save the bacon of companies. And so there’s deep respect for us. But in many of those
companies, they only know that expert and think of us as this sliver of our business, and there’s a tremendous power to actually introduce the broader capabilities to those
companies and both for us and for them.

Paul Linton, our Head of Strategy, will talk about some of the cross-company cost initiatives we’ve taken. The whole ExCo is taken together. And not just triage efforts, but a
commitment to improve our infrastructure, multiyear efforts to improve our infrastructure for our people while getting our costs under control.

And then Holly will talk about some of the people things that are required to actually make this whole thing go in professional services not just the sort of general people
principles, but how do you do that also when you have very disaggregated situations around the world, how do you bet big one place and not other places and do that while
supporting everybody.
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So collectively, that — this panel will be one of discussions of how we’re trying to not only have the segments be better each of them in and of themselves but make the company
more than the sum of the parts.

The second discussion will be led by Kevin Hewitt, who’s the leader of our EMEA region. We are putting in place what we hope is a lean, but also clearly effective matrix
structure in this company. Segments are the foundation of this company because we’re an expertise-based company. We will never be getting away from segments. They are the
cornerstone of our company. But we have the ability to also bridge across the segments. And one of the places we’re doing that is — one of the ways we’re doing that is by using
regional structures to do so. We have not only theories of how that can work, but we now have 3 years of experience in EMEA, where we actually have major results from that.
And so Kevin will come up and describe a little bit about the theory of what we’re trying to do by the regional structure but also the results that we’ve had.

So that is through, I guess, 1:00. No, through 1:15. And this is a shareholder conference, so no matter what I do, I have to let Ajay get up here. So Ajay will come up and — raise
your hand, Ajay, and say a few words. And then we’ll get everybody back up on the stage so we have time for Q&A. So that Q&A can be whatever you want. So if you’re
thinking about something in the morning when Sophie’s presenting, write a note. I mean, we don’t really have time for Q&A, unless it’s really brilliantly urgent, during the
morning presentations. But write the note down, and we can come back to that in the afternoon, and we’ll make sure there’s plenty of time for Q&A on the topics we’ve covered
or anything else on your mind.

And then, time permitting, I’ll have a few closing remarks. So that’s the schedule for today. Feel like it will — might meet what you’re looking to get out of the day? At least I
got a few nods. Thank you.

Okay. Let me take a couple more minutes up here, if I may, and let me switch gears for a second. I want to preview some of the content in maybe a little bit more detail, but also
maybe interpret it. And maybe address some of the lingering or interesting tough questions in the back of some of your minds, and see if I can surface a level of candor about
where we’ve been that it helps the conversation about where we can go.

So each of the segments is going to get up here, and you’re going to hear an enormous amount of pride from every one of those segments. You’re going to hear people talk about
the people. You’re going to hear people talk about the awards that we win. And I won’t talk at high level. There be listing lots and lots of words, so McCall gave me these things.
They’ll be talking about: we’re the #1 restructuring adviser in U.S. by value and volume for the last 8 consecutive years; we’re the global turnaround consulting firm of the year
for the last 3 years; we’re the arbitration firm of the year for the last 3 years; we’ve the most experts recognized in Who’s Who Consulting Experts Guide; we’re the #1 global
risks investigation services provider by the National Law Journal this year; Corporate Counsel Best of Survey ranked us the
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#1 Provider of Cyber Security of 2017; and a lot more. And you’ll hear that. You’ll also hear what it translates into, which in many cases, really powerful reputation in the
marketplace. I also want to use that up here to address some of the questions that might be in the back of your mind.

When I joined FTI several years ago, I had a similar conversation with somebody in this room. I mean, I was really pumped up about some of the — just the amazing talent we
have and some of the great positions and all the awards we win. And one of you kindly put your arm around me and said, “That great, Steve. We’re shareholders. Have you
looked at the results?” So let me talk about that and acknowledge that for a while, this company’s results weren’t what we wanted them to be despite great people and great
positions, talk about where we’ve come over the last few years, and importantly, use that to talk about where we think we are headed going forward.

The way I’d like to do that is a very dense complicated slide, which I’m going to — then I’m going to excerpt from, if I may. So this slide shows GAAP EPS and adjusted EPS
for essentially this decade, but actually an attempt to work out some of the noise that we have quarter-to-quarter. And instead of using GAAP and adjusted EPS, I do 2-year
average GAAP and adjusted EPS. It’s something that we use internally to talk about things because we can always have noise quarter-to-quarter. But, by the way, if for 2 years
the business is going like this, it isn’t noise. And, by the way, if for 2 years the business is going like this, it’s not noise. So you can talk about noise, but the noise tends to cancel
out the longer the period of time. So I like to talk about 2 years.

Here, if you look at it, the GAAP EPS still has a lot of noise in it, particularly because of the strat comm write-offs in the middle of the — in the early to mid-part of the decade.
So with your permission, what I’d like to do is take that top line and talk about 3 time periods. The periods to the middle of the decade, the last few years and then where we see
us going forward. Okay?

Let me take that top line. I’m going to reprint it. This is the same top line just to the middle of the decade, and I just changed the axes so you can see the trends a little bit more
clearly. It’s the same point as the prior slide, everybody. See it’s the same data, it’s just the top line with the restated axes.

Everybody okay with this? Okay. So this is what one of you put your arm around me and said, “Look, it’s great, Steve, so talk about great position, it’s great to talk of great
people. I believe you.” Basically that look. So let me try to talk about why we have those results, what I think has been different the last few years, and what we believe is going
to be even more different going forward. And the way I’d like to do that is I’m going to use the world’s simplest model of economics of a professional services firm.

If somebody has a more simple model, please tell me later, okay? This is a pretty simple model. You care about results. In professional services, there are really 2 bases for
potential results. Either you’re growing the business. It’s growing. It’s vibrant. It’s attracting people. It’s making money. It’s making more money. You’re reinvesting, it’s making
more money. That’s called organic growth or perhaps organic decline. If you have organic decline, it’s one way, organic growth is the other one. The other one is there’s a lot of
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cash that comes out of professional services. How you use the cash matters. So if you have flat organic growth but you’re buying companies that are great, that can create value.
If on the other hand, you’re buying — spending money in cash in the ways it doesn’t create value, you’re not creating value there, then you have to rely on organic growth. Those
are the 2 ways. Results are a function of those 2. You can describe it in a lot of different ways, but this is one model.

So if you think about that, how were we doing in this period of time to the middle of the decade? And the answer is, not well, as many of you know. This company had a fabulous
use of cash in the early part of the century. We had some of the best acquisitions ever done in professional services. And Jeff Amling will talk a teeny bit about that. It created this
company. We bought great companies cheap with people who wanted to stay with us, and they built something. And that’s how this company got founded. What Jeff will tell you
is during this period, not so much. We did a lot of acquisitions and in retrospect, many of them didn’t turn out to be accretive. After 5 years, the people left. The EBITDA that
looks good goes away, and that wasn’t it, so the left-hand side wasn’t so great.

More troubling, the right-hand side was even worse. If you look at the data through this period, our average EBITDA decline was $20 million a year. And if you normalize for
acquisitions, it was about $30 million a year.

So if you have a left-hand side of this that’s not so great and you got $30 million negative on the right-hand side, you don’t need a really complicated model to say the results
aren’t going to be good. And that essentially describes our period in — until the middle of the decade.

So how are we doing since? Sorry, before I go to that, this picture of negative, negative is negative is not inevitable in professional services. Lots of professional services succeed.
We built a simple model. You can re-create it. If you say — if you use good use of cash and even have mid-digit adjusted EBITDA growth on an organic basis, mid-single digit,
you can yield double-digit EPS. And I can walk that through that model with you, but it’s pretty simple to create. Good use of cash plus organic EBITDA growth at even a
modest rate gives you double-digit adjusted EPS gain. That is the aspiration that we have for this company. That’s the aspiration we talk about internally, and one I’m going to
come back to.

So let’s use this and map how we’ve done the last few years. Last few years, we’ve been able to turn the ship. But we have not yet turned the ship over this period of time as
much as that last slide aspired to. I believe, you can see from the — certainly a change in trajectory from an average EPS between ‘14 and ‘15 of $1.74 and potentially a
plummeting line, the line is going up, which is obviously better. And we’ve moved up to $2.04 between ‘15 and ‘16, and where we are this year will affect where within that
bracket we are this year, but it’s obviously a more upwards sloping line than it was.

Having said that, if you do the math to where it’s probably half the level of double-digit organic growth of EPS, probably half that level. It’s not at our aspirations. So why is that?
Essentially, I believe, if you look at our track record, we have put in place terrific use of cash. We have had tight screens for M&A. I know
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of no M&A that we’ve done that we regret. We would have like to found more good ones, but we’re excited about what we’ve done. And where we haven’t had good M&A, I
feel like we’ve used the cash extremely well. At one point, we delevered the balance sheet. Another point, we had lots of cash to repurchase shares. Some of it we did just to
avoid dilution, but otherwise, we used it opportunistically. And some of you noted that we were in the market here aggressively during the third quarter when the stock was low.
We believe we created real value through the use of cash.

On the right-hand side, not so much. We are no longer dropping EBITDA at $30 million a year. We’re not dropping EBITDA at $20 million a year, but we have not moved the
EBITDA to growth. In fact, it has been dropping on average during this period, although in single digits. So what we’ve done is we’ve taken EBITDA curve that was like this and
we moved it to this and good use of cash. But this plus good use of cash doesn’t equal double digit. This plus cash equals double-digit EPS growth.

That’s yellow, because Mollie wouldn’t allow me to have 2 colors on the chart. I don’t think we’ve been yellow actually during this period. I think parts of our business have been
green and parts of our business have been red, and they average out to yellow, and that’s a pretty fundamental difference. What you’re going to hear from people is some places in
this company, we have taken seriously the potential of our organizations, seriously the need to the willingness to challenge our positions and where we have, we’ve changed the
trajectory of this company.

Mark McCall will talk about the fact that strat comm was the poster child for the downward sloping line. It went from $57 million of EBITDA to $19 million of EBITDA. Very
early on in my tenure, the team there took a fundamental relook at that business. And that business that was going like this has now been going like this. EMEA, we probably are
not allowed to give quite as many financial details. It’s a business that was going like this, that’s been going like this. In within every segment, you can see subparts of the
business where leaders took the hard look, had the hard conversations and also the upbeat conversations. Where do we need to have hard conversations? Where do we have great
positions where we to bet boldly? And where we have done that, we have changed the trajectory of it. What we have been fighting is parts where we didn’t do that. Just to
quantify that for a second, not to pick on 2 segments but there — just the magnitude of this is significant.

During this period, tax earnings went from $65 million to $25 million EBITDA, and ‘14 and ‘16 FLCs went from $90 million to $55 million, roughly right. That’s $75 million in
EBITDA. That’s $1.10 EPS headwinds that we’ve been fighting during this time. It’s yellow because there’s some things that are green and they’ve been fighting some things that
are red.

What you’re going to hear today is not a sense that every business is perfect, but we don’t think we have a single business as a whole that is red at this point in time. To the
contrary, you’re going to hear leaders who believe that they’ve got lots of work to do, lots of areas for improvement, but we have businesses that are green or businesses that
we’re making green. And that is a fundamental difference going forward, which is why you’re going to hear a leadership team that says, we took a business that went — was
going like this to a business that turned like this to business that we believe is poised to move.
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Specifically, you’ll hear a lot of different messages from the segments. Corp Fin will talk about the fact that we’ve always had a great Corp Fin business, and we’re making it
better, even in some of the places that have been great like the U.S. restructuring business. Mike and Carlyn have figured out a way to make it great. But we’re also moving to
adjacencies that we’ve always had the right to win in, we weren’t as forceful as we once were, and we’re not a U.S. company anymore. Our EMEA business have gone from
probably a #4 in the marketplace to one of the top 2 players. And that we’ve been able to take a great business and make it better.

Sophie will talk about the fact that we always had good people, good technology and we were slow to act and react to the marketplace. But after you see Sophie, I suspect none of
you will think we’re moving slowly now. And I don’t think you can see Sophie to think that there’s not a leader who’s intensely focused on making sure we move, and we’ve
already, under her leadership, in a year, stabilized that business, made huge investments and taken a place forward in a way that has me excited about where we are there.

And FLC, it’s a very complicated business. We’ve done a lot. What you’re going hear is a whole lot of piece parts that are now coming together in a different way. A business that
had sub parts that were growing, where we’ve supported the growth like construction solutions and data analytics, some parts where we’re losing money, we’ve put in place these
plans to no longer lose money.

We have powerful positions, not just in the U.S. anymore. We’ve turned around some of oversized positions that were losing money.

And strat comm, as I said, is one of the first businesses to embrace this discipline. You’re going to hear a little bragging, maybe Mark, about the success we’ve had, but
importantly, a sense that the foundation we created creates a platform for even more growth going forward, an excitement that not only Mark has, but I believe your whole team
has about where we are taking that business.

And then E Con. E Con has had a rough third quarter. It’s a little bit different than some of the other businesses after a outstanding first half of the year. You’ll hear — if you —
some of you heard third quarter earnings report. We had a rough third quarter. And then Chris will tell you that we are the leaders in so many places around the globe. We’re not
losing share. There’s some market issues. Market issues will be with us always. Any business no matter how well they’re doing can have down quarters, and that’s just the reality
of our business. We’re not about getting rid of down quarters for market conditions. What we’re about is getting rid of down quarters because we shoot ourselves in the foot or
because we fail to make an — address an opportunity that is out there. That’s within our control, and that’s what our teams are committed to control. And you’ll hear Chris say
that, yes, the markets are down. We’re not. We don’t believe we’re losing share, and, importantly, this great business still has opportunities to grow.
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What I think you’re going to hear from each of the segments is the journey that they have been on and where they see themselves in the journey. I think collectively as a
company, we are on a journey that at which point we really believe we’re poised for just accelerated performance going forward. We’ve always had great people, but great
peopled aren’t enough to grow professional services. What great people are in professional services means you execute the work well. You have people who build your brand in
the marketplace are doing a good job, and that is critical. Without that, nothing matters. But that doesn’t automatically gets you the adjacencies. So it doesn’t automatically get
you hard-nose discussions and where do we need to grow. It doesn’t automatically get you the right bets in the marketplace. You need some leadership for that. I believe over the
last 3 years, we not only have great people, we have great people who are focused on growing parts of the business and moving parts of the business forcefully ahead, but was in
parts. So we’ve had green parts fighting with red parts.

I think going forward, I believe we now have a leadership team that is focused on naming issues and figuring out how to make all the parts green. And that’s a big difference.
We’ve — I think we’ve done a pretty good job of getting use of capital. The second issue is to get the EBITDA to grow, which we believe we are now poised at, with no
segments, there’s no stones dragging us down, and with every segment with plans, which doesn’t mean we can’t have a bad quarter. I’ll probably say that 16 times today, and
Ajay will say that a few more times. But on any medium-term basis, we believe each of these segments are poised to contribute to growth.

If you have growth, organic growth and good use of capital, you get double-digit EPS growth gain. But you also get the bottom of that circle that I talked about that was in that
slide which I didn’t talk about, which is, I told you the EPS gain is important for shareholders. This is a human organization. What you have is if the business is working is you
have enough cash to invest behind the business, to be invest behind the great professionals. You get a vibrancy of the business that not only retains people but attracts other
people. And Kevin, you’ll talk a little bit about, how as we made Europe win, just the dynamic has changed. The number of people phoning to come join us has changed. And so
by the use of good capital — good use of capital and getting organic growth, we see ourselves not only delivering double-digit EPS gain on a sustained basis going forward, but
importantly, supporting the vibrancy of the overall organization that allows a professional services organization to thrive.

The last thing that I feel personally enormous appreciation for is the movement of our leadership. And historically, it’s been very silo-ed leadership structure, perhaps not all
aligned on these sorts of joint goals. I think we’ve moved tremendously. I believe we now have a leadership team that is incredible, and I hope you’ll walk away with the same
sort of impression, a leadership team that names issues, it’s action oriented, not theoretical, knows how to drive change, knows how to course correct, knows how to build
businesses and take tough decisions at the same time. And that to me makes all the difference in the world.

I hope you get into the content of this today. I hope you get your questions answered. And I also hope you have a chance to really get a sense of this leadership team. Talking with
them motivates me. I hope they motivate you as well.
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With that, let me turn it over to Carlyn and Mike. Please.
 
 

Michael C. Eisenband FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Thank you, Steve. Well, Carlyn and I are thrilled to be here today on behalf of Corporate Finance. My name is Michael Eisenband. I became the global co-leader of Corporate
Finance & Restructuring in May of 2016, approximately 1.5 years ago. Prior to that, I was the leader of the Creditor Advisory practice. And I was — for about 10 years, and I
was also the New York Metro Region Leader.
 
 

Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Good morning, everyone. I’m Carlyn Taylor. Mike and I are extremely pleased to speak with you today about the segment which we co-lead. Prior to my current role, I served as
the leader of Corporate Finance’s Telecom, Media and Tax practice, which I founded. I also was the industry initiative leader for the firm. In fact, at last Investor Day, I was
speaking to you about industries. I’ve also been the CEO of FTI Capital Advisors, our investment banking subsidiary, for about a decade. And I joined the firm from — joined
FTI from PwC in 2002 with the purchase of the business recovery services group.
 
 

Michael C. Eisenband FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Thanks. I mentioned — meant to mention, before I was here, I was at Ernst & Young, where I led the Credit Advisory practice there, the national leader of that practice.

There’s a lot of exciting things happening in Corporate Finance that we’d love to tell you about. But first, we wanted to give you an overview of our size, our footprint and our
service offerings. Then we’ll discuss our strategy and our exciting successes that we’ve had, with implementing our key initiatives so far as well as share with you how we’re
going to grow the business.

As you can see, we have more than 930 professionals in 15 countries in 44 offices around the world. Corporate Finance’s go-to-market offering encompasses 14 different
functional areas to assist healthy, stressed and distressed companies and their stakeholders, which are broadly captured in 2 service categories.

First, we deliver world-class restructuring and in turnaround services advisoring both company and creditors. We are globally recognized in this space and have been named the
#1 Restructuring Advisor by The Deal for 10 consecutive years and named Global Turnaround Firm of the Year since 2015 by the Turnaround Atlas awards. That’s 3 years in a
row.
 
 

Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Second, we are also investing and growing a world-class organization in business transformation and transactions. Our business transformation services deliver a one-stop shop
that is focused on providing
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high-impact, change by driving revenue, reducing costs and improving productivity for our clients. Our transaction services offering includes the full spectrum of services across
the deal continuum, ranging from pre deal services just like due diligence, quality of earnings, tax, investment banking, valuation to post transaction services, namely operational
services like merger, integration and carve-outs. This year, that business was recently recognized as Strategy Firm of the Year by M&A Atlas Award, and our transaction services,
one of our fastest-growing areas of services. Underpinning all the service categories and a key differentiator that differentiates us from our competitors is our deep industry
expertise in 20 different industries in Corporate Finance.
 
 

Michael C. Eisenband FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

And by combining our services and our industry specialization with the power of the FTI platform behind us, we believe Corporate Finance is poised for continued revenue
growth. We see revenue contribution of our 2 service categories evolving from a 60-40 split in 2016 to an even 50-50 contribution in the future. While we believe our mature
restructuring practice will continue to grow, we also believe that our go-to-market strategy and investments in business transformation and transactions will grow at a faster pace.

Based on current results and trends, what we’re seeing in the market and hearing in the market, we believe we are taking market share right now and that we are well positioned
for strong growth over the next few years. We are thrilled about what the future holds for Corporate Finance.
 
 

Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

As you can see, Mike and I are both pretty enthusiastic about what we’re doing with the business. It’s been a great partnership over the last 18 months. We have complementary
skills, and we’ve really hit the ground running and having a lot of fun with this.

So what I’ve — next, I want to talk to you about is, one of the first things we did when we took over leadership of Corporate Finance: that’s put down a clear focused strategy
actually on paper. And that’s what you see in front of you. This is the logo we used on everything internally.

We have 4 pillars of our strategy, which are shown here. These are the areas where we have the greatest right to win, and they include: number one, being a global diversified
restructuring practice, which Michael will talk more about. Developing industry expertise with a focus on disrupted industries, which is very important. We work with stressed
companies, this is number 3. That can be companies in more mature stages of their life cycle going through challenging times. Number four, increasing our market share in
transactions. Now the design of the strategy as circles in that graphic is very purposeful. Each of these areas can intersect with each other. And when they do, when we get
opportunities in more than one place, our win rate goes up substantially. We got all our professionals focused on chasing things in this strategy. Wrapped around this strategy is
our management philosophy: transparency, inclusiveness, collaboration and communications. And at the core of the strategy is one unified team. This as a value we take very,
very seriously, and we’re seeing tremendous momentum because of it across Corporate
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Finance as our teams more frequently are going to market together to win really big engagements, things like merger integrations and restructurings. We believe this team
approach is a competitive differentiator not just for our clients but also in attracting talent.
 
 

Michael C. Eisenband FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Okay. So global diversification and restructuring. So what does that mean? It means we have the most diverse practices in the market. We equally value and pursue company-side
representations including intra management appointments as well as every creditor group within a company’s capital structure.

Many of our largest competitors are either on one side or the other. It’s this diversification that makes us distinctively different from our competitors and makes us uniquely
qualified for any role in a troubled situation. And, frankly, whenever we are working for any client, this differentiator gives us a deeper perspective from overall from both sides,
which in turn benefits our clients. Currently, more than half of our restructuring revenues comes from company-side work. As part of our strategy for increasing our company size
footprint, we are aggressively focusing on moving upmarket to increase our market share in large-cap company representations. On the creditor side, our teams dominate the
league tables in particular amongst the largest bankruptcies as demonstrated by our most recent retentions in the Chapter 11s of Toys “R” Us, Seadrill and Appvion.

From a global perspective, we are continuing to use the blueprint of our past successes to create leading practices around the world that address complexed, multinational and
cross-border situations. So to that end, we believe we will continue to be the #1 restructuring firm out there.
 
 

Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Right. Next is industry specialization. We’re doubling down on our investments in industries that are undergoing disruption. Our largest and most aggressive industry practices
include health care, retail, telecom, media and tech, energy, mining, automotive and clean energy.

For example, in clean energy, we really believe we are — we have seized the #1 market share across a broad range of services that Corporate Finance provides. And these large
industry groups we are rapidly expanding to have our full suite of the business transformation and transaction services. In fact, Forbes recently named FTI one of America’s best
consulting firms in 10 different industries.

The next circle is stressed companies. This I want to explain carefully. Working with distressed and stressed companies is what we’re known for. It’s where our band has the
greatest right to really win those engagements. But stressed companies are not distressed, right. They include all types of healthy but mature companies who are under pressure to
increase their performance often due to challenging secular trends like what’s going on in retail, health care, telecom and automotive. The so-called Amazon effect is washing
through numerous sectors taking a toll on mature companies. They are under pressure from things like digital economy, automation and artificial intelligence.
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If you’re the CEO or board member facing that kind of stress in your business or challenge, there’s frankly lots of providers. But many of those providers we hear over and over
from clients provide lengthy decks of PowerPoint decks without really immediately executable plans. Our competitors also field lots of freshly minted MBAs whereas the senior
people are scarce after the original pitch. FTI specializes in working side-by-side with management teams in a collaborative way to rapidly develop executable plans, and we use
a high ratio of senior people to do it.

Our distressed heritage gives us that get-it-done style, and that’s why clients come to FTI. Our experts specialize in figuring out what it’s going to take to assist a stressed or
mature companies in these secular challenges — challenged industries, things like overcoming those challenges with transactions, growing revenue, reducing costs and growing
EBITDA. In particular, private capital firms who buy stressed or mature companies to operationally turn them around, many of them know and trust FTI as a longstanding
partner.

The last one is transactions. Our fastest-growing practices involve transactions. In EMEA, we now rival the big 4 as a due diligence provider. In North America, our transaction
services are some of our fastest-growing things, including merger integration and carve-outs, our boutique investment bank, independent transaction opinion and due diligence
and quality of earnings. We also have Tech and Econ in FTI that specialize in M&A and makes for great synergies with Corporate Finance.
 
 

Michael C. Eisenband FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

While Corporate Finance perhaps more than any another segment gets affected by substantial market volatility, especially in a restructuring space. For example, in 2014, when
credit defaults were at a sustained low — I’m sorry, in 2014, when credit defaults were at a sustained low, EBITDA for Corporate Finance was only $55.5 million. But in 2016,
when the markets peaked due to sub-$30 per barrel oil prices and the slumping commodity prices, Corporate Finance’s adjusted EBITDA was almost $98 million. And in 2017,
as energy and commodity markets improved and rate of debt defaults fell, restructuring revenue dropped accordingly, as you noticed in the beginning of the year. So volatility in
the credit markets does matter to Corporate Finance.

See the next slide. On the next slide, you can see again the effects of this market volatility that I was just speaking about, particularly in our results for the last 4 quarters for the
period ended September 2017.

In the first half of this year, our results were impacted by a significantly weaker market than we saw in the prior year. What I’m proud of though is in the face of these headwinds,
we believe we are winning more than our fair share of assignments. We believe that our strategies are taking hold in the market, demonstrated by the trajectory of our second and
third quarter results. And with that momentum, we believe we are well positioned to finish out a strong fourth quarter.
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Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

All right. So as we complete 2017, we want to tell you about how things have progressed this year and how we feel like we have great momentum for 2018 and beyond. We’re
both very optimistic that we’re going to get great results out of the investments we have made in the last 18 months. And we’re going to highlight for you a few important things
that we’ve done that will yield future results. Mike?
 
 

Michael C. Eisenband FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Yes. Thank you. So global diversification and restructuring, how are we doing it? We’re focusing on relationships and making a concerted effort to engage top-tier law firms and
private equity firms, which is resulting in big wins in our practice, particularly in large-cap company situations, which is one of our key strategies. We have recently been hired by
a number of household names to assist companies that I cannot disclose at this time. We are getting into these situations earlier, helping companies develop their business plans,
evaluate their strategic alternatives, which may or may not result in bankruptcy filings.

To support our strategy, in July of this year, we completed the CDG acquisition, which included 19 team members, including 5 senior managing directors. They undertake a
considerable number of company-side matters, and they have deep ties in the creditor community. They have hit the ground running, and it’s been a big success since they’ve
been on board with us.

In August of 2017, we established the Canadian Investment Bank, FTI Capital Advisors Canada. We have grown the team to 7 members, including 2 senior managing directors.
The FTI Canada team is focused on special situations advisory. There are known in the market for dealing with complex transactions, and they have already closed on deals and
have a healthy pipeline. And we continue to strengthen our overseas network and gain share. For example, in the U.K., over the last several years, we have seen tremendous
growth. We have made investments in our teams in EMEA, including expanding our footprint into France. These strategic hires and boots on the ground allow us to be best
positioned to be responsive to the needs of both domestic and large multinational clients.
 
 

Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

As I mentioned, industry specialization is a critical part of our strategy and something I’m personally passionate about. One notable strategic action we’ve taken this year is
aggressively building our retail and consumer products team. We’ve hired 5 senior professionals, 4 in the U.S., 1 in Australia, all from our competitors. We’ve already completed
sizable engagements in that space covering all of our range of services, including things like Toys “R” Us and Sears Canada in restructuring and business transformation, and
transactions are under way as we speak. With regards to stressed industries, earlier this year, we rolled out our approach for coordinated Private Capital advisory coverage model
for the first time in FTI to assist investors in portfolio companies across the company life cycle. And we’re seeing increased penetration in a number of these large target private
capital firms. While we have numerous recurring clients and always have among the private capital firms, our largest recurring clients tend to specialize in buying companies that
they can operationally improve. And FTI is a key partner for those firms.

Our Business Transformation services are particularly valuable to companies under stress and represent some of our largest engagements. For example, we’re currently executing
on a major transformation of a $2 billion bakery company called Aryzta, where we’re also doing interim management.
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In transactions, we are seeing continued momentum of our already strong transaction services business with a heavy focus in the U.S. on 2 industries where we’re very, very
strong, which is health care and industrial. Our health care transaction team is one of the best known in the industry with dozens of marquee clients.

There are also significant synergies and collaboration occurring between the Transaction services and Business Transformation team, including the industry specialization. For
example, a recent $3.5 million merger integration project was led by a TMT SMB that involved senior personnel from office of the CFO, performance improvement practice, the
transaction services practice and also another segment, our Strategic Communications segment. A big factor to winning that engagement was the chemical expertise of our
chemical industry experts.

Our investment bank in the U.S. and Canada, FTI Capital Advisors, is another area where we’ve been investing heavily, and we’re seeing significant growth. We have hired
senior investment bankers this year. You already heard about the 2 in Canada, but we also hired experts in health care, mining and another TMT person and we’re focused on
special situation hiring. Our investment bank does not compete with those bracket firms. We instead focus on a niche strategy of middle-market companies in industries where we
have great expertise, plus we do distressed in special situations.

We also have a unique strategy to bundle our investment banking offering with our consulting services, and that provides us a real competitive advantage in selling those services.
For example, we recently combined our interim management services with FTICA to stabilize and sell a very distressed company. We managed to squeeze and keep it alive and
squeeze significant cash out of the operation in order to achieve a sale that gave the owners an unexpected return, and they were delighted.

In addition, our valuation in FTICA teams continued to expand our independent fairness and solvency opinion practice with new engagements executed in 2017. We’re building
on strong traction and merger integration in carve-outs. To give you another example, we just finished the integration of Entercom and CBS Radio, and we’re very proud that our
client just publicly announced 4x the synergies that they had announced when the original deal was done. That team did just a fantastic job on integration.

So that’s a lot we just covered but overall, I want you to take away that both Mike and I are so pleased about where we’re headed, and we’re taking a great business to a
fundamentally more powerful business over the next several years.

Thank you for your time today and listening to us about Corporate Finance. Now we’d like to introduce Chris Osborne, the Head of our Economic Consulting business, who took
over running the segment in March 2017. Chris has been a great collaborative partner for Corporate Finance. Chris?
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Christopher Osborne FTI Consulting, Inc. - Global Leader of Economic Consulting Segment

I have, I have. Thanks, Carlyn. Thanks, Mike. Hi, everybody. So I’m Chris Osborne, and I’m the global head of the economics segment, and it’s my first time with you guys and
I’m very happy to be here. I’m going to tell you 3 things, really. First, up that the Economic Consulting segment has really some great market positions. And second, the financial
results have been solid, and I’ll explain exactly what I mean by that when I talk. And third, there are, from my perspective, several growth opportunities that I’m going to explore
with you that I’m going to be interested in pursuing. So those are the 3 things, and you’ll get very familiar with the shape of the slides that we’re all using at the time.

So I’m from U.K., and we tend towards understatement. So I want to say something unambiguous at the outset or at least as unambiguous as Mollie will allow me to say. We, the
Economic Consulting segment, are, in my view, the world-leading Economic Consulting company. Mergers, antitrust, litigation, financial market issues, intellectual property,
regulatory stuff, international arbitration, we have leading positions in all of this. We (inaudible) the biggest and the most important matters in all of these areas. We have 700
billable staff across 15 countries. We are much larger than any of our competitor firms. We’re the leading M&A antitrust firm globally.

I’ll tell you something about the awards at the bottom in a second, but AT&T and DirecTV, Dow and DuPont, the London Stock Exchange and Deutsche Börse in the U.K.,
British Telecom with EE, Everything Everywhere, all of these we were retained on, had leading roles and indeed on many more.

We also have the largest and the not the fastest growing, which is what it says here, but the most geographically diverse international arbitration team in the world anywhere.
We’re engaged on, well, let me tell you, the statistic that I use when I’m talking to law firms is that at any given moment, we are engaged on over 100 international arbitration
matters. That may not mean much to you but to the average law firm, that sounds like a lot. And it might be solar cases involving Southern Europe, it might be construction cases
involving Libya, it might be energy or mining cases involving Venezuela, financial cases involving Greece. It might even be, quite popular at the moment, valuation cases in the
Cayman Islands involving Chinese companies delisting from U.S. stock exchanges. We get involved in all of this because we have industry breadth and we have geographic
breadth. We’ve also won a whole raft of awards. People are going to tell you about awards along the way so I would scamper through the ones that are mentioned at the bottom of
the slide here.

In international arbitration, Who’s Who Legal publishes a list of recognized experts. We have the most experts in that list we have had every year since the list existed. In fact, we
have more than our next 3 competitors combined. And those include some former big 4 accounting firms. It does include some big 4 accounting firms. We have the same thing in
the list of recognized competition economists where we have the most recognized competition economists of any firm. We are the international arbitration expert firm of the year
and the competition economist expert firm of the year and have been every year since those awards were inaugurated. We also have the most up-and-coming competition experts.
We also have the most women on the published list of recognized female antitrust economists. We have all
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of that. We have great coverage of everything that we ought to have great coverage of. Solid — let me show you solid financial results. From ‘14 to ‘16, the revenues grew at a
top line — so top line, it grew at a rate of about 5.3% compound. Would have been faster than that except for currency effects. I’m going to tell you something about the business
inside EMEA and Brexit-related currency effects that had a bit of an impact on dollar reported financial results. But in the same period, segment EBITDA grew at 11.8% in
compound terms. And that’s, from my perspective, good. But this year, as you’ll see, we had a break from what has otherwise been a trend, and the break is significantly
disappointing. Let me tell you about that.

So first up, as I say, we’re not so — I mean, we’re sufficiently global that exchange rate issues matter to us. But in the third quarter, we also saw something of a market turn-down
in the volume of M&A. I want to say the sort of M&A transactions that we got involved with which is to say the kinds of M&A transactions that push regulatory boundaries and
involve quite a lot of regulatory oversight. And, frankly, we have a number of large cases which gave us — combined to give us an excellent first quarter that came to an end
during the course of the year and that had an adverse effect on the third quarter. We are — I think we’re not so large that the presence or absence of a single large case doesn’t
make a difference. It does make a difference, and it has made a difference.

Let me show you about outside of the U.S. In 2009, we had one Economic Consulting employee outside of the U.S., and that was me. Actually, we have 2 because my
extraordinarily loyal EA jumped with me at the same time, and God bless her. So today, we have 275 people, 13 offices in EMEA and Asia-Pacific. We have leading market
positions in everything that we do in London, in Paris, in Madrid, in Brussels, in Singapore, in Delhi, in Dubai and in Johannesburg. And we have positions where we’re getting
established in Germany and in Hong Kong and in Finland and in Denmark, and most recently, in South Korea in Seoul. And I’m happy about that. I’m happy about the growth
that we’ve had. You will see here we’re about 1/3 of the total revenues in EMEA. For all of that, U.S. is still the most important market in the world for the kind of Economic
Consulting work that we do, and it’s still, by far, our largest market. Fortunately, we’re still absolutely the leading player in that market.

Growth. Growth is good. Growth is good not just for driving shareholder value, growth is good for driving career opportunities for all of our people. So growth is always
important, whether that’s by building adjacent businesses, expanding the scope of what we do or taking more market share in the positions that we have or expanding
geographically. All of those things. So first up is to do with maintaining Compass Lexecon’s leading position in the U.S. Compass Lexecon is the leading brand in antitrust and
securities litigation work in the U.S. as well as some other things.

We have some of the most highly recognized experts that there are in this space. I’ll give you some names, Dan Fischel, (inaudible), Dennis Carlton, Bob Willig. But we also
have some of the best examples of the next generation. In fact, some of our 3 — the 3 largest engagements that we had in 2017 were all led by people in their 40s. I won’t give
you any names because apparently, our competitors will just use that to go after them.
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Anyway, nurturing the next generation of talent for us is key to ensuring that we maintain the leading position that we have in the U.S.

So second up is to do with expanding the scope of what we do, adjacent businesses in the U.S. We’re going to more industry focused. Our businesses — our adjacency businesses
are already more industry-focused, but they’re going to be more industry-focused in the areas of energy and health care, TMT and financial services as well as in international
arbitration more generally. My own belief is that we have considerable upside in this area.

We will continue to grow in EMEA. We are already the dominant firm in EMEA, and there are further opportunities for growth, but they are in part around geographical
expansion. I will tell you that the thing that we call Brexit has not helped in either the U.K. or in EMEA. It’s injected uncertainty and it’s delayed transactions, and that’s a shame.
But our basic position is very strong across all of the European markets in which economic — I should say, almost all of the European markets in which Economic Consulting is
recognized as a discipline. That’s not everywhere, incidentally, but where it is, I think our position is very strong.

And then Australia and Asia-Pac expansion. Much of the region is new to the sorts of issues that have driven demand for Economic Consulting elsewhere in the U.S. and in the
U.K. But we moved early, and we’ve established leading positions, as I said before, in Delhi and in Singapore and to a lesser extent in Hong Kong. Plus we’re early into South
Korea where the market is, from my perspective, just starting to emerge. In the future, I would like to take a position in Australia which is the place in the region where Economic
Consulting is most recognized as a discipline.

So all of that’s important. I’m pleased that we’re early in South Korea and getting a position there. But that is not as important as the fact that we have a next-generation of
experts coming through in our largest market in the U.S. Both of those are important and both of them are areas of focus.

And I should say that these 4 things together constitute enough to drive a growth agenda for many years to come. And I hope to be able to come back and talk to you about how
it’s going in due course.

That’s it from me. But I get to announce my colleague, Paul Ficca. Paul is the newly appointed Head of FLC, who was announced in October. Paul is a great guy. I’ve worked
with him and his team around the world, mainly in EMEA but also well, particularly in the Middle East where we have an excellent construction team. Also, in Asia-Pac. Paul is
a former Head of Construction Solutions, which is a part of FLC. And that business has done just great stuff over the last few years, double digit growth, global footprint. Paul is
a very global guy. You’re going to like him.

Paul, thank you.
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Paul S. Ficca FTI Consulting, Inc. - Senior MD and Global Leader of Construction Solutions Practice

Thanks very much, Chris. I actually just came here from the Middle East straight to New York. So yes, I do a lot of work internationally. So I’m Paul Ficca. I’m very pleased to
meet several of you for the first time today, and for those of you I haven’t met, I really look forward to getting to know you more today and in the near future.

So as Chris mentioned, I’m the new global segment leader for Forensic & Litigation Consulting. We call that FLC for short. You’ll probably hear me refer to that occasionally
through the presentation.

Even though I am new in this role, I’m not new to FTI. I joined FTI in 2003 as part of the acquisition of KPMG’s Dispute Advisory Services business. And for the last 11 years, I
was the global leader of our Construction Solutions practice, as Chris mentioned.

In this new role, I’m very excited about the opportunity to take on a leadership role of such a strong global business that FLC is. It has a nice, diverse set of offerings, and even
deeper expertise. Today, I plan to share our ambitions for the FLC business, and why I’m so positive about where we can take the business.

I’m going to share with you 3 key things with you today. One, I’m going to explain why I’m so excited about our business and give you some tangible reasons for that. Two, I’d
like to acknowledge that some of FLC’s past performance have been inconsistent, but more importantly, I’ll speak to the decisive actions we’ve taken to address underperforming
aspects of our business and how we’re rightsizing that to take advantage of our growth areas. Now we’ve reached my third point about sharing with you specific reasons why I
believe the best days for FLC are ahead of us and the opportunities that I see for being able to drive the growth in our business.

So let me begin by also probably a familiar slide, but let me begin by sharing with you just a little bit of an update on FLC. We have over 1,080 professionals around the world in
54 offices and 18 countries. We are the leading provider of independent risk-based advisory services, investigations and disputes. Some of the key things that I’d like to describe
for you about our business is that our experts hail from quite a diverse set of backgrounds with very deep industry experience and also fluency in multiple languages, which is
huge for our global business and being able to serve clients in multiple jurisdictions seamlessly and consistently through the life cycle of various engagements.

Year-to-date, in 2017 alone, we’ve been recognized as leaders in each of our key service areas, like I mentioned, risk, investigations and disputes. To highlight just a few
examples of that, I won’t go through all of them, but we were named in 2017 as the #1 Global Risk & Investigations Services Provider by the National Law Journal. We were also
named this year as the #1 Provider for Cybersecurity by the Best of Corporate Counsel Survey. And also on the Who’s Who Legal list, which Chris mentioned, we have 16
experts named to the Construction Expert Witness list this year alone.
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So now I’m going to describe for you a little bit about where we’ve been on our journey. We have great people and we have great capabilities, but we’ve not demonstrated
consistent growth across the entire segment. We have grown certain aspects of our business, however, but have not demonstrated organic growth consistently across the entire
spectrum of our businesses in all years. For example, in 2014, it was an excellent year for us, demonstrating our capability to deliver financials in years where we’re able to
leverage all of our capacity as a practice on the most complex projects in the world.

However, in the years following, we were also challenged by weakened end markets. For example, the disruption created from the lack of clarity around the Affordable Care Act
in the United States resulted in delayed projects and decision-making in the health care markets that we serve. This is the key driver of our 2016 revenue decline with health
solutions revenue declining by approximately $20 million from the year prior in 2015. Still, not all of this underperformance was a result of only changes in end markets. For this
reason, we have taken action. We’ve taken a deep look at each one of our businesses, and we’ve rightsized professional headcount where necessary and we’ve repositioned
certain parts of our business to invest in high-margin, high-value services where there is strong demand in the marketplace.

Let me give you just a few examples of that. Cybersecurity; we have built a very impressive team with Anthony Ferrante, coming from the National Security Council. He has
extremely good contacts, very well — very strong credentials and is leading the growth of that particular part of our business. Bank monitorships, we’re seeing strong demand for
bank monitorships with the regulatory regime that’s currently active now.

Data and analytics is just a key part of the fabric of all of our engagements where technology is bringing a lot of value in the way that we’re delivering our projects, both with
structured and unstructured data. And of course, we have a wide range of expert services for high-stakes disputes and litigation, and we’re currently working on some of the most
active and large litigation projects going on around the world. So we’ve made strong progress in individual businesses by applying both cost disciplines and refreshed strategies,
and we’ve been able to grow businesses at double-digit rates.

From a cost discipline perspective, over the last 18 months, we’ve taken actions to address underutilization and our cost structure in health solutions, investigations and certain
small core, non-core international markets. Some of these savings have been reinvested in selected parts of our business and where we have strong profitable prospects for
growth. For example, our data and analytics practice has delivered double-digit growth for revenue and headcount since 2014. Over the last 3 years, we’ve seen a really nice
growth in that part of our business, which is a key differentiator for us with our competitors.

In Construction Solutions, the business I formerly led, we’ve established ourselves as a global leader with #1 positions in many places around the world.
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Our market position has established our ability to attract leading professionals in businesses in key geographies from North America to Asia to Europe, especially in the U.K. and
also in the Middle East. In fact, in 2017, Who’s Who Legal recognized 16 of our construction professionals to that list, but one item I’d really like to highlight and I’m excited
about is our newly appointed global practice leader for Construction, who will be taking my position in that role, Pat McGeehin, was named the #1 Construction Expert Witness
of the entire year for — on a global basis.

We have achieved this enhanced position in the market while delivering organic growth and improved profitability over the last several years. We’ve been investing in our
business outside the U.S., and I believe our highest growth opportunities continue to be outside of North America.

In EMEA, as we’ve established scale in key geographies, we’ve turned that part of our business into a profitable growth engine while continuing to invest in the business. We
grew our revenue in EMEA at a compounded annual growth rate in FLC of 16% from 2013 to 2016.

As we’re gaining traction in the market, we’re also attracting incredible talent in EMEA with professionals who faced challenges from their prior employer situations, whether
that’s in large audit firms or other types of firms where perhaps they faced more conflicts and less ability to perform the services they’re now able to do more freely in our — on
our platform.

More recently, we’ve also made investments to hire professionals in Asia to accelerate our growth. We’ve had some nice growth of very experienced professionals in Asia this
past year.

We’ve also had a high profile ongoing client matters in cybersecurity, cyberattack investigations, regulatory actions, bank monitorships, SEC enforcement actions, financial
restatements and expert witness appointments, and we’re working on some of the largest multibillion-dollar, complex construction infrastructure projects in the world. These
high-profile engagements have given us credibility in the market, and we’re becoming the go-to source when clients have the most difficult, complex problems. And that’s
leading to substantial repeat business as we focus in on the high-quality service delivery for our clients.

So these moves are really strengthening our business. The declines in EBITDA since 2017 are behind us, and the investments we’re making in the business combined with
improvement in our attention to operational details within our segment have helped to move us into a period of stronger performance. For example, you have seen that we had a
very strong third quarter where we reported revenue growth with higher utilization, and as a result, improved margins.

So let me just recap some of the key steps in our business going forward. We’re enhancing our core offerings by embedding state-of-the-art data and analytics, combined with our
industry experience to deliver creative, value-added solutions to our clients. We’re not just a diverse set of services, but we’re really focusing on how to create tailored solutions
to meet client problems. And we’re listening to clients about how we can understand what their biggest that the company-types of problems are so that we can
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have those tailored solutions. We’re emphasizing our white-collar offerings, including mortgage-backed securities litigation assistance, monitorships, anti-money laundering, a
project in anticorruption where there’s very strong demand right now.

Second, we’ll continue to grow and invest in extending our global footprint. We have had great success in doing that in the past, and we see key geographies will be able to really
help us continue to provide substantial growth.

Third, we’re constantly looking forward and innovating by investing ahead of emerging trends. This is really key for us that it is a very dynamic market, and we are not about
remaining stable in one particular part of our business, but thinking about how to — Steve often talks about adjacencies. And we want to seize the moment with those where we
can be thinking about innovating to where the next high-demand services will be.

As the fourth priority, and as I wrap up, we’re committed to revenue growth. We’re committed to thinking creatively about how we can co-staff across our different products and
our different practice groups and across regions so that we can maintain high utilization and operationalize the efficiency of our business.

In closing, our platform has never been stronger. Our bench has never been deeper and our aspirations for the business have never been bolder. I truly believe the best is yet to
come for FLC and also for FTI.

With that, I’d now like to introduce to you Sophie Ross, the global segment leader of our Technology Solutions business.

By way of introduction, Sophie took over 1 year ago as the global leader of the Technology segment and has done a phenomenal job of looking at the evolving landscape of
technology and how our business fits into that landscape.

Just a couple of quick things that you may not know about Sophie, impressively, she speaks 6 different languages, which for our business, where we have lots of multilingual
skills, I think that’s highly valued. And also she served in the Israeli Defense Force. And in that capacity, she had to deal with very highly sensitive information. And that’s one of
the keys actually for many parts of our business. We deal with sensitive information all the time, and client confidentiality is paramount. And Sophie has tremendous experience
in that area.

With that, I’d like to now introduce you to Sophie Ross. Sophie? Thank you.
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

So actually, we’re just going to have a 5-minute coffee and bathroom break for everyone. And then — I know, after so eloquently put, so Sophie, we’re going to be awaiting you
and very excited for that.
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Unidentified Company Representative -

I’ll be back in...
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Yes. Yes. Thank you.

(Break)
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Okay, can we get seated and get started again? So now I think you’ve seen a second reason why we think Mollie is so valuable, not only can she read that opening statement with
energy, but she’s the only one in our entire firm who would dare get between somebody from the Israeli intelligence service and the stage.

So sorry, about that, Sophie. But I’m thrilled to have Sophie come up and talk. She’s been in the job for a year now. She, before that, led our Managed Review business, which
she created from scratch and grew substantially. And she’s been a tireless force since she’s taken over the segment in taking us forward. Sophie?
 
 

Sophie Ross FTI Consulting, Inc. - Global CEO of the Technology Segment

Thank you, Steve. So hello, everyone. I’m Sophie Ross, I lead our FTI Global segment, and I’m really pleased to be here today with you. I joined FTI almost 10 years ago
through the acquisition of Strategic Discovery, where I served as the Chief Operating Officer. And then my last role before taking this point on, I head our Western region for our
segment as well, as Steve mentioned, built on Managed Document Review globally.

So I’ve been working with clients in this industry for quite some time through this evolution. I took on this role last October, so it’s been a little bit over 12 months. And really,
what I want to share with you today is where we are, give you an update about the business and where we’re headed going forward.

So 3 key points. First is that, today and throughout time, we’ve had great people and great positions. The second piece is that we were slow to react to the market changes. Our
profitability suffered. And we really stuck on to the strategy a little bit too long, which really means that, now, we’re recognizing it. But even more importantly, that we’re acting
upon it and we already have changes under way. The third piece I want to share with you today is what those changes are. And really, a sense that we’re stabilizing the business
and we have these initiatives that we’re implementing that are going to take us towards the growth.
 
THOMSON REUTERS | Contact Us
 
©2017 Thomson Reuters. All rights reserved. Republication or redistribution of Thomson Reuterscontent, including by framing or
similarmeans, is prohibited without the prior written consent of Thomson Reuters. ‘Thomson Reuters’ and the Thomson Reuters logo
are registered trademarks of Thomson Reuters and its affiliated companies.   

  

 

25



11/13/2017 10:00 AM GMT, FTI Consulting Inc Investor Day
 
So let’s start with our people and positions. So as you can see, similar structure of a slide. We have over 290 professionals, 8 countries, 30 cities. Our business is really focused on
2 areas: consulting and services and software. In consulting and services, we offer e-discovery solutions, which include computer forensics, managed review. We also work with
our Ringtail proprietary platform, Radiance, and also offer Relativity.

And to give you an example, for example in M&A, and I’m sure you look at the Wall Street Journal, you seen many of those deals. Our experts are typically called upon to help
with the regulatory requirements of such projects. We’ve been using Ringtail and now, also, Relativity as a platform. We also offer information governance, privacy and security
services, which include everything from Office 365 migration, data remediation, cybersecurity and the like.

And here again, you actually have an example in our Investor Day brochure. We, for example, started working with one client on a small assessment project, turned it into a
relationship and a multimillion dollar engagement. We’re helping our client with their data legacy as well as new data requirements, helping them reduce cost, but managing risk
throughout this. And then under this category, we also launched this year our Contract Intelligence business.

So then, on the software side, we offer our Ringtail proprietary tool. And just so you know, we offer it both on the cloud as well as on-premise. So Ringtail is really differentiated
in the marketplace with its analytics. We have machine learning, we have predictive coding and visualizations. And you know, AI is a big buzzword in our industry today. But I
can tell you that on every practical project, we use these capabilities to enhance the work with clients. We’re actually already implementing this in the marketplace.

So now, our segment has been recognized in different ways. You have some of those here, names in front of you. I’m just going to mention a few. The first, IDC named us as
leader in Worldwide E-Discovery Services. Second, we were named best management document review provider by National Law Journal. And also, #1 provider for case
management software by Best Corporate Counsel.

And then just the focus on our people, we have our own David Grant, actually a Senior Managing Director based here in New York City, who was named Top 25 Consultants by
Consulting magazine. So again, this is all a testament to our strength, our people and our positions.

So despite our strength, we were slow to address the market changes. And really, when you look from 2007 to 2014, our Technology segment has really contributed high
profitability to FTI, maybe even in the industry. And we had an integrated strategy. We basically combined our software and our consulting together. And in some ways, it was
the norm in the industry and we executed upon it quite well. We had a strong Ringtail product, and we were able with our global footprint to deliver those complex projects out
there. But then starting in 2012, the market of e-discovery started to see some disruptions. And again, we were a little slow to react and maybe took us too long. We actually held
on to our original strategy that originally served us well but then held us back.
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So then in 2015, the market was dramatically different. And we were still offering software as part of our consulting, not as a software company, and then offering our consulting
services solely on Ringtail, whereas the marketplace started standardizing on other platforms such as Relativity and the like.

So coupling those 2 together, again, slowed us in the marketplace. Now you can see here on the slide, it meant that between 2014 and 2016, we saw around 14% reduction in
revenues. And I think Steve mentioned earlier, around $38 million reduction in EBITDA. So slowing our reaction in the marketplace has got us to see this decline.

Now going forward, we’ve put together a brand-new, refreshed strategy to address that, and we’re already implementing upon it. So that’s the really key piece to set here today.

So the first thing that we were looking at is our infrastructure costs, and really where we can create those efficiencies so that we can use those funds to invest in growth in areas
that we have the right to win. And these actions were not just headcount actions, but they were really focused in 3 areas.

The first thing we did for our software business is that we hired a Chief Product Officer to focus our product strategy and to centralize our R&D costs, so really increase the
efficiency in that part of the business and the focus. The second piece is we moved our data centers into the cloud. So from a CapEx to an OpEx model, and then also improved
operations in that area. And the third piece is we improved our workflows and project delivery to increase profitability in consulting and services. And this is an ongoing effort.
And in our business, you really need to focus and all the time be efficient.

The second part of our strategy is really critical. It’s decoupling our consulting and services from our software business. So really, the goal here is to maximize and unleash each
part of these businesses independently so they really can thrive. And in consulting, what that means is that we’re taking a client-centric approach and we’re increasing the
addressable market.

So now, we’re offering solutions. We mentioned Relativity, but also IBM, Microsoft, Exterro and other software out there. We also expanded and added adjacent areas. We
mentioned information governance, cybersecurity, contract intelligence, and we will continue doing that as well. So really, now you can work with us across a larger array of data
problems and using a larger array of software tools so our experts can really advise our clients.

On the software side, we’ve really been pushing forward with Ringtail. We’ve been opening up the ecosystem. Ringtail had been limited to date. So now, we’re offering Ringtail
to corporations, to law firms, to governments as well as partners. And in addition to that, we’re taking the value components of Ringtail, I mentioned analytics earlier, and
connecting it at the other platforms, Relativity and other areas where our client data is sitting. So now, you can use those capabilities in other environments and not just limited to
the Ringtail world. So hopefully you can see that this is a comprehensive strategy throughout our entire business to really maximize each part of it.
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So the good news is that these initiatives are working, and I can tell you I’ve been in this role a little over 12 months. Our people and teams are sprinting and already making a
difference. So right here, you can see that our cost actions have stabilized our EBITDA and really have driven cost efficiency.

And what you’re really see here, while we see that we have flat revenue, what’s really happening is the roll-off of legacy hosting revenue and the price pressures is being replaced
by these new revenues generated by these initiatives. So our year-to-year growth of new matter numbers is 24%. So we really grew 24% in new matters. This is very significant.
And just this last quarter, we became a provider of Relativity. We already have projects under way and a pipeline in place going forward. So the changes is happening as we
speak.

On the Ringtail side, we’ve also had success, and we already see growth both in SaaS and on-premise. And especially, combined with our cost actions, the economics of the
business are totally in a different place compared to a year ago. So hopefully, you get a sense of the actions that we’ve put in place, the fact that they’re stabilizing the business
and are already setting us towards growth going forward.

So we fast forward, you look at the medium-term opportunities, and we have 4 key areas. The first is to broaden our revenue mix. This means that we will continue working with
clients across their various information and data requirements and helping them solve those in the context of compliance and risk.

The second is that we’re going to continue expanding the addressable market, and that means both the consulting and services as well as for software business. We’re going to be
software-agnostic. We’re going to look for partnerships. We’re going to grow geographically, and we’re going to look at innovation based on our client needs.

The third piece is we’re going to continuously improve the crust structure. We’re in a business industry where that’s critical. And that will help us fund the next piece, which is
growing our businesses and the innovation that were driving in the marketplace. So really, what we’re doing is we’re evolving from an e-discovery provider to a trusted adviser,
working with clients across a variety of information and data needs in that intersection of technology and law.

And what we really need to do today is move fast. You need to have a clear vision, you need to have a strategy that you’re implementing on and tweaking all the time, because it’s
a changing world. I’m personally based in San Francisco, so I can tell you it’s surrounded by innovation and fast-paced change. And I can assure you today that we are moving
fast within our technology segment.

So I’m confident that we’re fundamentally on a different path today, and I’m really excited with where we’re taking the business going forward.
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So with that, I would like to introduce my colleague, Mark McCall, who was just recently named, in October, Head of our Strategic Communications segment. Mark and I had the
opportunity over the years to collaborate. And I can tell you that he brings extensive experience. He was previously the Chief Operating Officer and Head of the Americas for our
Strategic Communications segment.

And the transformation that I’m going through today with my team for the last 12 months is similar to what Mark experienced in 2014 with his team. And I hope that I’ll be here
in front of you in a few years to talk about our technology turnaround in the same way that Mark is going to talk to you today about our Strategic Communications.

So with that, Mark, the stage is all yours.
 
 

Mark McCall FTI Consulting Group Limited - Senior MD and Americas Head of the Strategic Communications

Thank you, Sophie, and it is not lost with me that I’m standing between everyone here and lunch, so bear with me.

Look, I’m — as I continue to transition to Head of Strategic Communications for FTI, I got to tell you, I’m very excited about where we are as a business. In the 13-plus years
that I’ve been here as part of this, starting our Financial Communications business in the Americas, helping to build our transactions crisis and issue business also in the
Americas, and then taking on additional roles, as Sophie said, in the 13 years, we’ve never been in a better position to attract talent, to continue to partner with our clients and to
continue to grow the business. I’m just very excited about where we are.

For those of you who are not familiar with our business, we’ve spent a substantial amount of time building out 3 core practices: corporate reputation, which is crisis
communications, digital and social media, employee engagement, again, it’s a very critical part of helping companies think about their business. Financial communications is
probably the legacy part of our business. It is shareholder activism, M&A, bankruptcy restructuring and Investor Relations. And finally, public affairs, where we’ve spent most of
our time and effort really growing that, primarily in the U.S. and Washington, D.C., Brussels and in London. So the areas that are focused more legislative and regulatory issues.
Again, 3 of those are an important part of our differentiation.

If you look at the business that we — probably the core part of our business, they reside in each one of those. But the real differentiation and the real growth in our business
comes in the combination of any 2, if not all 3, of those. I’m going to talk about that in a second.

Our second differentiation and competitive advantage, again, goes back to public affairs and the investments we’ve made in that business. Because of the investments in that
business and the linkages to Financial Communications or corporate reputation, we’re very, very strong in highly regulated industries: energy and natural resources, financial
services, tech and telecom and health care and life sciences. Again, that focus that we brought to our business, while we do everything — other things, that focus is very
important to how we’ve grown.
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And finally, our geographic reach. We have very strong corporate — or very strong practice development, a very focused industry approach, spread across our 36 offices in
different — 16 different countries. Taken together, a very strong differentiation in our industry.

And it’s not just me saying this. Our peers, our trade publications, a number of people have recognized us for the campaigns that we do on behalf of our clients. Not surprisingly,
in M&A, in transactions, where we continue to lead the league tables. Financial communications, again, the heritage of our business.

But other things have — where we’ve invested are also now being recognized: corporate reputation programs, executive positioning programs; and more importantly,
increasingly, not just for our business, but for our industry, is social media and digital campaigns, where we’re spending a lot of time on behalf of our clients.

This slide is really about relationships and the relationships we’ve developed over time with many of our clients. If you look at the average tenure of our clients, it shows that
we’re not just about being event-driven. Yes, we work on events and do so very well, but those events turn into long-term relationships that we build over time with our clients.

It’s — the focus and the investments that we’ve made in our business also shows up in the growth and impact on our top 10 clients, where the majority of those, 8 out of 10, are
either cross-border, working in New York, working in London, Brussels and Asia; but also working across different practices, as I mentioned earlier on, corporate reputation,
financial communications or public affairs.

And you see this in the growth of the overall top 10 clients, which is very important. In 2014, it’s 15% of our overall revenue. In 2016, it grew to 25% of our overall revenue.

The last point about the investment in the time and energy we’ve put into our business, the last part, is the impact that, that has had on our geographic makeup. London and
EMEA have always been sort of the cornerstone of our business, always will be. But because of the focus on cross-border business, because of the focus on our top 10 clients,
you’ve seen a significant increase in revenue coming out of the Americas, which today represent 45% of our overall business; EMEA, 46% of our overall business; and Asia-PAC
at 9%. Again, this is a well-rounded, balanced business in our core markets of New York, London, Brussels and Washington, D.C.

We’ll spend a little bit more time talking about those investments because it’s important to understand our differentiation and how we’re going to grow going forward.

Financial communications, as you’ve heard me say, is really the mainstay of our business, and the transactions in bankruptcy and restructuring. Investments in corporate
reputation have grown that is a portion of our business to 40% of our overall business. Public affairs, again, the fastest-growing part of our business, is now 27% of our overall
business.
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And again, while all of these are important to how we serve clients and how we help them manage issues, it’s really the way we integrate across every one of those practices that’s
important and provides differentiation.

A transaction today is not just about communicating to the financial community, it’s about communicating to employees, it’s about communicating to legislators and regulators
who have the ability to put a halt on a potential transaction. It’s about communicating to NGOs. All of those taken together, it’s a much different world from which we — even 10
years ago.

Let me give you a few examples. Shire. Shire is a client. And clients like Shire will come to us for Investor Relations support — ongoing Investor Relations support for the
analysts and shareholders. And over time, they’ll go through, let’s say, an executive change or they’ll go through a transaction, they may have a regulatory issue that they need
help in Washington, D.C. Over time, we continue to build that relationship by being able to support them in different parts of the business.

Monsanto, Exxon, other interesting examples, where they will come for us for a very discrete public affairs mandate. And over time, we’ll help them in other practices, financial
communications or corporate reputation. We’ll also help them across different geographies, in the U.S. and in Brussels and London.

And finally, clients like Mastercard, where Mastercard, we helped them in virtually every one of our offices in a large majority of our affiliates, in both public affairs and
government affairs. You can really say, today, that we are the backbone of Mastercard’s public affairs and government affairs business. It’s a very strong relationship that
continues to grow.

You know, as I continue to transition into the Head of Communications, I’ve spent a lot of time in various offices. I’m in London a lot. I’m in Brussels. I was just in Dubai. And
next week, I’ll be out in Asia Pac. I am astounded in the talent that we have on our — inside of our business.

Yes, we have very strong public relations professionals that we hire, train and mentor throughout our business, but we’re pulling people out of public service, former legislators,
former regulators, to help advise clients on how issues might impact their business. We’re pulling people out of investment banks, law firms. A very diverse group of individuals
rest within strategic communications, and that’s very important to how we’re going to continue to grow.

But it goes deeper than that. We’re actually using more and more individuals in our Economic Consulting practice. We’re using individuals in our FLC and GRIP practice. In our
Corporate Finance, both on M&A and restructuring, working alongside them. No other firm in our industry has the ability to do that, and it’s a strong differentiation for us.
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So if I’m talking about the talent, the recognition that we’re getting in the business, the focus that we’ve brought, both from practices and sectors, how’s that driven our results,
it’s a modest growth in revenue. But the deeper impact and the more important impact is the overall shift in profitability, which has been very good and very strong.

That shift has come directly because of the strategy that I told you about earlier. And that is the focus of our business away from smaller, unprofitable business into larger top 10
accounts that are driving our growth, and we’ll continue to do that going forward.

I’d characterize the early part of 2017 as a soft entry into 2017, driven primarily by the Americas business for a number of reasons. If you look at the results of the third quarter,
you’ll see that we’ve turned that around. We knew that the pipeline was there, we knew that the business would adjust, and it certainly did, which makes me very optimistic about
the fourth quarter and certainly into 2018. I feel, like I said in the beginning, really good about where we are.

So where are we going from here? You look at the investments we’ve made, the tenets of our business are very simple. One, we’re going to continue to focus on large client
relationships. Relationships where we’re covering multiple practices, corporate reputation, financial communications and public affairs and across various geographies. These
complex relationships are relationships where we can differentiate ourselves and grow and build that relationship.

We’re going to enhance our market share by, again, focusing on highly regulated industries. That combination of public affairs, financial communications is very important for
advising clients in energy and natural resources, health care and life sciences, financial services, tech and telecom, and we’ll continue to do that. We do other things, but that’s
where we’re going to win.

And finally, our teaming and how we team, not just within Strategic Communications, New York to London to Brussels and into Asia, that’s important and that’s stable stakes.
When I talk about teaming, it is cross sector or cross segment into E Con, bringing in our colleagues to help us advise clients, bringing in our colleagues in GRIP and FLC to help
advise clients. And again, working alongside our colleagues in Corporate Finance, both on restructuring and M&A. It’s very important to how we differentiate ourselves. Quite
frankly, it’s going to be how we’re going to drive the business going forward.

So let me end where I started. Been with the business 13-plus years, I can tell you, never been in a stronger position to grow, grow our talent, partner with our clients and grow
the business overall. Yes, I’m very excited about where we are, and thank you very much.

And I think at this stage, I’m turning it back to Mollie for lunch.
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Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Good to go.
 
 

Mark McCall FTI Consulting Group Limited - Senior MD and Americas Head of the Strategic Communications

Go to go to lunch. Thank you, everyone.

(Break)
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Duran, can we pull those doors shut? We will still allow the late folks to still come in, but we can close the doors. Did — I know the line was long. Did everybody get a chance to
get lunch? Yes? Thank you. We’re starting a little bit late, but I think we can make this afternoon work, okay?

So welcome back. Let me just recap briefly what we did this morning and give you a sense of what we’re doing this afternoon and how it complements what we did this morning,
okay?

This morning, you heard each segment talk about the changes it’s driving, what it feels great about, what it’s been working on, where it sees opportunities going forward, right?
You heard Mike and Carlyn talking about taking a great business, and taking it to the next level. You talk — you heard Chris talk about an extraordinary business we have in E
Con. And that even though we are extraordinary and maybe the world’s leaders in a lot of places, there’s still room for growth. You heard Paul talk about some of the major
changes we’ve made in FLC. And some of you have noticed that FLC hasn’t performed like a sort of core business that we believe it can perform. But I think you heard Paul talk
about the many changes we’ve made in that business and why he believes we are now positioned for that business to resume growth, and that we’re already seeing that, for
example, in the third quarter. You see — heard Sophie talk about a pretty major change effort, a need to run fast, to be focused, run fast and drive change and then think about it
and do it again. And I think you’ve hopefully got a sense that, that’s exactly what’s happening in the tech business, and a business that was going like is now going like this. It’s
not yet going like this, but there’s a big difference between going like this and going like this. And that’s in a year, which is a pretty impressive change. Then you heard Mark talk
about a business that went through that actually 3 years ago, right? I mean, that was the — one of the big declines in the early part of the decade, right, from $57 million in
EBITDA to $19 million in EBITDA for the year before that slide he showed. We moved that business up. More importantly, we moved that business up in a way that gives —
given us a more robust platform for growth going forward.

So that’s what we talked about in the morning. And frankly, that has probably been the main focus of our efforts over the last 3 years. I mean, we really have been focused on
making each business succeed in and of itself. 1,000 years ago, when I was a consultant at another firm, I did a piece of work for a major telecom firm, which will remain
nameless, let’s call it AT&T. And there were divisions of AT&T which thought it was okay to lose money because it was supporting another business. The chip business
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thought it was losing money because it was critical for the phone business. The phone business was losing money because they thought it was critical for the long-distance
business. It’s not actually a strategy that generally works. You need to have businesses that themselves are succeeding and able to grow even if you didn’t have the rest of the
enterprise. That’s a solid foundation to build on, and that’s what we’ve been committed to do.

But we’re not limited to that, and that’s what this afternoon sessions are about. This afternoon sessions are about how are we taking not just the strength of the individual
businesses but the company as a whole and using it to move us forward. We’re going to do that in 2 sessions. First, a panel discussion. And then Kevin Hewitt is going to come
up and talk about the EMEA region as a device to take the business forward, okay?

The first way we’re going to start this is with a panel discussion. We’ve got 5 colleagues up here to talk, and we’re going to talk at this at a couple of different ways. One of it,
we’re going to talk about initiatives we’re driving cross company as platforms to support all the growth initiatives that we’re doing here. The other one is we’re talking about how
commercially we’re going to market that supersedes the segment structure in ways that are driving value for our clients but also value for us and our ability to generalize those
going forward. So that’s what we’d like to do for the afternoon first in — with this group and then with the regional presentation. All right.

So let me start first with Jeff Amling. Jeff, raise your hand. Jeff’s going to talk about M&A. Jeff only took over M&A after I came over here, but he’s been here for a long time.
He’s an investment banker by background. He’s seen a lot of deals over the time. And he was here for a long enough time to appreciate the foundation — the fundamentally great
acquisitions we did in the early part of this century. In the 2000 to 2005 period, when we did such great acquisitions that essentially created this company. It was also when I came
in quite vocal about the fact that many of the acquisitions that we had done recently weren’t up to that standard and ended up actually destroying value. So I asked him to take
over the role, but I also asked him to talk with colleagues and say, “What is our lesson learned? What characterizes our great acquisitions? And what characterizes the ones that
weren’t great? And let’s turn that into criteria that we can all agree on going forward. So we do as many of the great acquisitions as we possibly can but avoid some of the ones
that are going to be pitfalls.

So, Jeff, maybe you can share a little bit your thinking and how we proceeded since then.
 
 

Jeffrey S. Amling FTI Consulting, Inc. - CMO & Head of Business Development

Sure, Steve. Happy to. What we’ll do is 2 things, just take a couple of minutes, one, look at a slide that talks about some criteria that we’ve coalesced around at FTI, and then to
make it come alive, talk about, in a granular way, the CDG deal that we did this past summer that Mike Eisenband alluded to earlier this morning in Corporate Finance.

First of all, here are 8 criteria, and let’s maybe just walk through a few of these. I’ll comment on some and highlight one of my favorite ones to sort of let you know where I think
the — our executive committee is on decision-making here.
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First of all is our relationship with the target. So is it a set of professionals we don’t know? Or is it a set of professionals with whom we work with in the past and know well and
competed with?

Also, what’s the situation? Is there a banker involved? Is it an auction process? Is there a sort of tough time line where you have metrics about when you have to your LOI, when
you have to have your contract in? Or are we perhaps friends of theirs and only one bidder or one of maybe 2 or 3 bidders? So the situation can be important as well.

In terms of the financials, do we understand the financials? Is it a business we are already in? And do we know how to potentially grow and enhance that business with it being
part of the FTI platform?

In terms of longevity, that really goes to the professionals. Who are the professionals? And what are their desires? Is it an older team at the company that we’re looking at who’s
looking to retire? Or is it a team that really wants to be FTI and in our culture and take some of their up and comers and grow them into new positions? And do we trust them to
be with us in the long run? Because when we pay capital, we have to sort of get repayment on that capital over some measure of time.

And the fifth and most important one, or sixth, is valuation and deal structure. I was an investment banker. Investment bankers love to categorize professional services business in
terms of adjusted EBITDA. And what they say is, “Let’s strip out all the corporate costs. Let’s strip out HR. Let’s strip out finance. Let’s strip out our IT. You guys already have
all that. You don’t need that so we’ll just add that back in.” And they’ll even add back in some bonus compensation from time to time, too, because what they want us to do is to
pay for their cost saves. Well, that oftentimes never works. So what we like to do is look at revenue per professional and revenue per enterprise value, which we think is a much
more meaningful metric in this business. So — and so on. And you can read the rest of these by yourself.

So if a deal we do is on the left-hand side of the equation, it’s going to be radically different from one that’s on the right side of the equation. And I think almost all the successful
deals that FTI has done has some key attributes that fall to the right-hand side. And what we’ve essentially done is embedded and formalized this within the executive community.
So all the segment heads know what we’re looking for, they know what to look at. And it also saves their time because they know what to say no to early on if we just can’t meet
a formal auction process. And this isn’t rocket scientist. We don’t have to be rocket scientists to do this, but you do have to be disciplined. We mapped that to our history, and
we’ve talked about it extensively. And we’ve agreed that these are the criteria and the ones we want to be going with and using going forward. And there are always going to be
deals in professional services but not that many for us that we believe fall to the right-hand side of the equation. And however, there are some rare ones like CDG where we
thought it was attractive for a lot of reasons, I’ll walk you through those, and we’re prepared to be judicious, burn some calories and be all over that opportunity.
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So let’s turn a little bit to CDG. Mike Eisenband, who’ve you’ve met, who heads Corporate Finance, knew Bob Del Genio for 14 years. They used to be professionals together.
They worked together. And they talked for a long time. We all talked to Bob for a long time about what he wanted to do. We knew the business well. It was a business we
competed with across the table. They (inaudible) we won some, and we actually shared some. But we spent most of our time talking to Del and saying, “Well, look, we’re only
going to do this if you want to be part of FTI and its culture and remain with us.” We not only listened to his responses, we believed him. He’s a great professional, a trusted
adviser to many clients, and now he’s part of FTI. We did pay a reasonable amount, but we’ve integrated it. Bob and Mike have offices next to each other. The integration plan
seems to be going well, and we think it’s going to be a real powerful combination. They had a great leading company advisory business. We had a great leading company
advisory business. And now combined, it’s even a little more powerful, we think. So in CDG, we got some terrific professionals, and we’re really quite excited about this
combination.

So just to summarize, I think perhaps in many of your minds, there’s questions about but where is FTI in the M&A world? We haven’t done many transactions. That probably
means we’re not interested in deals. And I would say, that’s really not true at all. I don’t — I think I’d agree with Steve, and there’s really nothing more powerful that we can do
with our free cash flow and capital than do a nice, accretive tuck-in acquisition. And CDG was one of those, and we jumped all over it. And we have more of those, we have
plenty of dry powder and cash to pursue those.

So I think we’ve put in place some disciplined processes. We have good buy-in from our partners in the executive committee about what those are and what happens in the
majority of situations where the deals don’t fit that model. But at the same time, where they are good deals and they fit that model, they know we’re going to move quickly and
aggressively to see if we can close one of those.

Steve, did that cover it?
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

That’s good, Jeff. Yes, thanks. Terrific. Thank you. So if you have great deals that fit the CDG model, please see us after the meeting.

Charles. Charles, I asked a little over a year ago to head up our Health Solutions practice, which had a lot of work to do. And Charles is a very disciplined line manager. He’s also
an aspirational line manager. He knows how to build client relationships. He also knows how to take out costs. So he did a lot of stuff within that practice to both take out costs
but also bet behind the subsegments that we really have a right to win and do all that sort of stuff. And that’s the sort of stuff you heard this morning. I think what was perhaps a
little more innovative was that he — innovative more for because of our history was that he realized that Health Solutions actually has a huge amount of power if the teams with
some of the other segments have FTI. And that was a theory in this company, but not that many people had operationalized that theory. Charles is not only a tough businessman,
he’s a charming guy, and he managed to get a lot of his segment leaders to cooperate with him. And it’s helped take the business forward, and I think you think this is a more
generalizable observation for us going forward.
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So can I turn it to you?
 
 

Charles D. Overstreet FTI Consulting, Inc. - Global Segment Leader of Health Solutions

Thanks, Steve. I’ll try to get folks over to you. We’ve had a long track record in Health Solutions of working with people with regulatory issues or folks that find themselves
really be focused on complex investigations that also led us into doing a lot of monitorships of people under negotiated corporate integrity agreements with various regulators.
But we also have an operations practice. So focused on operations improvement, performance excellence and doing things you wouldn’t want to do [in any] kind of business.
Together, we’ve been fairly successful. But where we really find our synergies is we have a world-class restructuring business. We have leading economics business. We have
deep strengths in Strategic Communications. And we, of course, grew out of the FLC practice that Paul talked about. All of that supports a lot of things that we can be doing and
capitalizing on synergies that we have at FTI. As you talked — or as Jeff talked a minute ago about what we’ve done, historically, maybe we were slightly silo-ed or weren’t
really partnering together in doing things. But we’re a little different than our competitors. Similar in size, but we have a world-class bankruptcy business, and we work with
people on that. And we’ve been involved on a number of things, operational due diligence. We have people who are physicians, that are nurses, that are hospital administrators
like myself that have worked in the industry and can bring kind of the intel inside in what we can do.

I took over in November of 2015. I’ve been here since November 1, 2003. So been here a while and understood the business, so we’ve always kind of focused on one firm and
what could we do. Now we are really focusing on our core strengths, working with our Economics Consulting folks. They bring some analytical rigor to some of the things we
do, more investigative. But then we also helped them in the operational issues that may be a merger, an acquisition, of where there’s antitrust rules and things. We’ve also worked
with a lot of our practitioners in corporate finance where we have deep skills there. But we again bring operational and what I would say regulatory focus of what health care is.
We worked on the Adeptus sale, the Millennium labs. We have laboratory expert. We have people that have worked in the lab and can bring to bear certain things. There’s also
entanglements in a number of those type of bankruptcies where we talk about federal investigation, where the people that have worked through those, then continue to monitor
companies after those investigations. But in health solutions, we’re only an example. We’re an example of what we do in energy, in TMT, in other things. And you’ve heard each
of my colleagues talk about today of how we can work better together. To me, I’ve never been more excited about being at the company, and I’m glad to be here today to talk with
you.

Steve?
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Thanks, Charles. John Klick. At the ExCo, we often talk — as investors, we often talk about the core of our company being deep expertise, and I think that is the core of our
company. It’s the reason we exist. It’s really top-notch experts, all those awards you see, all that sort of stuff.
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Having said that, when you actually talk with our clients, when you go into a client, you often find they love our person who’s there, and they think of us as only that practice. So
they might love Pat McGeehin, but they think of us as only a construction solutions practice. So they might love somebody on Mark McCall’s team, but they think that the only
thing that FTI does is strat comms. And that limits us. It limits us in terms of our opportunities, but it actually limits the clients, too, because there are a lot — most clients have
actually a lot of complicated problems. That’s just the historical heritage. A huge opportunity for us is to go beyond that historical heritage. And John has been one of the people
taking on that role. We’re taking several different approaches to it, and John has been taking on a role to try to change that for the last maybe 6 months and maybe you could tell
folks what you’re finding.
 
 

John C. Klick FTI Consulting, Inc. - SVP

Sure. Thanks, Steve. At FTI, we have a fantastic group of clients. We’ve got — we are advisers to 97 of the world’s top 100 law firms. We’re advisers to 56 of the Fortune 100
corporations. And we have really strong relationships with these companies. We — and that’s become a real asset to our business, I believe.

So I’ve developed a very strong view that we can build on the trust and relationships that we’ve got to understand at a much deeper level what it is our clients are dealing with,
how we might be able to help them and do a much better job of helping our clients, particularly these days where there are a lot of disruptive activities going on.

At our last Investor Day, I talked to you in my role as Head of the E Con segment. And in May, I left that job. Mr. Osborne took over. And I’ve started working on a program to
help us develop deeper, more client-centric ways of going to market. And so that’s what I’m going to chat a little bit about today.

Now you would think that it’s kind of a natural thing for our folks to go to market this way. But an impediment is really, in some sense, a function of the strength of our business.
We have world-class professionals who are used to using their expertise for clients to the maximum extent possible. And they don’t always think about the client, what the
clients’ broad range of issues are. And so they’re there, they’re working really hard on what they have to do, they’re performing at a very high level and, as Steve said, the clients
love them. But if we were to stop a little bit, slow down, think more broadly about the issues our clients are facing, we would find ourselves in a deeper relationship with them
and able to help them better. So this is what I’m trying to do when our — when we do, do that for our clients, they just love it and our people love it, too.

So I said a moment ago that we were advisers to 97 of the top 100 law firms in the world. But even there, we have a lot of work we could do to improve on that. An example of
that is we have a law firm that’s used for years our Economic Consulting folks in securities litigation. But they were completely
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unaware that we had a really strong capability in computer forensics. And so when we were able to bring that to them with our securities folks, a much deeper ability to help the
client, and they really, really appreciated it. But that knowledge the law firm gained about our computer forensics is much more widely applicable than securities litigation. It’s a
big thing now in a lot of other kinds of litigation and a lot of the investigations work we do.

When we look at our top 10 corporate clients by revenues year-to-date, I see a ton of opportunity. And it’s clear that we’re not at the moment bringing the full breadth of what FTI
can do to these clients. And the chart up there is our top clients. As Steve said, we have a lot of corporate clients who see us as Strategic Communications or Restructuring. And
the job we want to do here is to bring the breadth of the company to those clients. And when we do, we get comments like, “Why haven’t you introduced me to these people
before? We can really use them.”

So what I’m about here is trying to broaden out the way we look at the clients’ issues and broaden out the capabilities we can bring to the client. One example I’ll talk to you
about briefly is when I accepted this role, I thought immediately about a large electric utility client of ours that has major operations both in the U.S. and in Europe. And we’ve
had 2 long-standing relationships with this client, one on environmental issues in the U.S., the other on regulatory issues in Europe. But as you all know, power companies are
under tremendous pressure right now dealing with a whole set of transformational issues like shift from carbon-based fuels to renewables, the anticipated growth in electric
vehicles and a whole host of issues.

So we decided 5, 6 months ago to just go into this company, have conversations across the company several levels deep into the organization to really understand what it was that
they were facing, how these disruptive things were going to affect the businesses they were in and how we might be able to work with them to address these issues. And what we
found is even in sometimes our initial meetings, we’ll be chatting with them, and we begin to solve the problem, we begin to think about how we could work together to solve
this problem. The upshot of that has been, in the last 3 months, we’ve gotten several engagements from this client, all of them for practices that never worked for the client before
that cut across all 5 of our segments. And going forward, I expect this effort to result in annual revenues from this client that are 10 to 15x what we’ve had historically with them.
So this is just one example. There are dozens of other examples like this, and we are pushing down the road to pursue these.

This experience over the last 6 months has really convinced me that there’s this sort of untapped reservoir of goodwill with our clients that if we can bring it to bear on a broader
set of problems, we’ll really be benefiting them. But if we succeed at that, it’s going to generate tremendous value for our shareholders going forward. So we’ve put a lot of effort
into this in the last 6 months. It’s really begun to pay off handsomely for us, and we’re looking forward to pushing down the road with it.
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Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Great. Thank you, John.
 
 

John C. Klick FTI Consulting, Inc. - SVP

Thank you.
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Holly Paul. Some of you have met Holly. Holly is our Head of HR. People processes in a people business that is trying to do organic growth, they’re important. They’re also
challenging because you’re not only talking about the generic people processes across the platform, how do we upgrade our recruiting? How do we upgrade our promotion
processes? How do we upgrade our development processes, our diversity processes and all those sorts of processes? You’re also not — you want an HR organization that’s not
doing that only in the abstract that ties back to the strategies we heard this morning because we’re not growing every place equally. We don’t need exactly the same capabilities
every place. You need an HR organization that’s not to the side. You need an HR organization that’s engaged in the business. I think we’ve moved that forward enormously in the
2.5 years or so that we’ve been here. And perhaps you could give us a sense of where we are in the journey.
 
 

Holly Paul FTI Consulting, Inc. - Chief HR Officer

Yes. Great. Thank you, Steve. And, yes, certainly a lot of work in this area. Nice to see many of you that I’ve talked to on corporate governance calls in the past. And today, I’m
here to talk to you about our people efforts, lots of efforts going on there. And as a professional services firm, if we’re going to have winning positions in the market, we really
need to make sure that we have the right headcount in those areas and ensure that we’re not adding headcount in the areas where we don’t have those positions.

One key question we’re constantly asking ourselves and you heard a lot of our business leaders, where do we have a right to win? And do we have the right people in the right
places in those places to continue to win? I would say that, in my 3.5 years, actually, has been sort of actually the biggest change that I’ve seen here at FTI, just that type of
thinking. And the core of that change has really been sort of twofold. First is you got to take a hard-nose look. You got to look at the strategic parts of our business, where we are
winning. And we’ve got to make sure that — in those places that we’re growing.

We also have to deal with the realities as well. You heard about some of those realities. And when we have those realities, we need to take some action. And all of these things
involve people, of course. And when we say things like and you hear the words we’re going to invest in that behind a position, what that means is we’re hiring behind that
position. When we say we’re going to take tough actions, that means that, sometimes, we’re having to take out some of the people and that we’re going to have to do that in the
right way and in a supportive way and to help us sort of grow for the future. In a lot of our segments, we’ve done both of these things. You heard about some of these today. You
heard Paul Ficca in FLC talk about our investment behind cybersecurity with deep expertise. You also, on the other hand, heard him talk about closing down a business in Brazil.
We have lots of those examples. We have lots of successful examples of where we’re betting behind positions. Restructuring in North America and EMEA, you heard about
transaction advisory services in corporate finance. In E Con, antitrust, international arbitration are practices that we’ve bet behind. You heard Mark McCall talk about public
affairs and strat comm.
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So for me, this is a huge priority. It’s a huge priority of the HR team, how we support those things, how we get the headcount in the right places and really focusing on how we
get that discipline in place. We need to have that strategic view. We need to invest behind those positions.

Another area that we’ve been focused on in the HR team is our people programs and how we develop our people. We need to do the right things to attract them, to grow them, to
retain them, to develop the next generation of leaders.

And when I joined in 2014, I remember thinking, “Wow, it’s a company that’s been made up of acquisitions.” That might be hard — might be a hard history to get all these things
right and get these sorts of processes and disciplines in place.” And so we’ve been focused on that in HR. We’ve been developing training. We’ve rolled out a performance and
sort of talent development system. I’m very focused on sort of coaching and feedback, giving people the right developmental opportunities. And as a result, we’ve had more
promotions at our Senior Managing Director at our Director levels in the past year, which is fantastic.

We also — as you can see, we’re — the awards, you’ve heard all of our different segments talk about it. But our next generation of experts getting recognized externally, so
inspiring and something we’re going to continue to focus on.

Our leadership ranks are becoming more diverse. I think you can see that with some of the folks that have come up on stage. And best organizations focus on all of these areas.
We need to make sure that we’re getting our emerging leaders and figuring out how to make them more successful and how to coach and develop them in the right ways. And
we’ve really developed systematic approaches to all of these things. Because of that, we have more motivated people, because when they’re getting promoted, they’re focused in
the right way, they’re getting the right opportunities, they’re being recognized in the market, they’re being recognized internally within FTI. And that excitement builds. I mean, it
builds a culture where we have great people. We’re attracting great people, and they’re really, really proud to be at FTI.

So going forward, myself, the rest of our leaders, our HR team, we’re going to continue to focus on that, focusing on organic growth, organic growth with higher utilization,
making sure that it doesn’t exceed revenue growth and putting the people in the right places. I’m really excited about the work we’ve done and certainly still lots, lots of work to
do.
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Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Thanks, Holly. Sorry about the 2.5 versus 3.5. You look so young (inaudible).
 
 

Holly Paul FTI Consulting, Inc. - Chief HR Officer

(inaudible)
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Paul. Cost and infrastructure. Now Paul actually is the Head of our Strategy, but I pushed him into service here, in part, because one piece of his infrastructure, Real Estate, which
is actually our largest SG&A category, does report to Paul. FTI is a company that certainly knows how to deal with cost. Mike, you wouldn’t be in business if none of your guys
knew how to deal with cost, right? I mean, you’re in a bankruptcy situation. Occasionally, you have to deal with a little bit of cost, occasionally, right?

I mean, so we know how to deal with cost. What we’re talking about here is a little bit different. The question is, how do you do programmatic change, which isn’t just disruptive,
rapid fire cost out? But how do you do programmatic change in a way that allows you to both give your people better situations as well as lower cost? And that’s an important
theme across our enterprise. You heard Sophie, where are you, Sophie, there you are, talk about what she has been having to do in the tech area. By the R&D changes, some of
the approaches to R&D that are done by the Chief Technology Officer you brought in, I think we have lower cost and higher productivity coming out. It’s not a trade-off. You
managed to do both. Same thing for the data centers. You’ve managed to get more capacity in your data centers at lower cost. That’s sort of what we’re trying to do in our
infrastructure as well.

So I’ll give you — start with a prosaic example or have Paul start with a prosaic example. Seeing on real estate, how complicated can real estate be. It turns out it’s actually pretty
complicated and actually pretty important, given that we have something like $80 million. $80 million of expenditure. And actually, it makes a huge difference to our people. I
mean, you can always get real estate costs out by just putting 27,000 people into a cube. You’ll lose all your people, right? And you can also put them in rabbit warrens and get no
collaboration. Or if you invest the time, you can actually get lower costs and a better experience for your people. And that’s — I’d like Paul to go through that example and talk
about that as a generalizable thought we have been thinking about collectively at the ExCo.

Paul?
 
 

Paul Alderman Linton FTI Consulting, Inc. - Chief Strategy & Transformation Officer

Thanks, Steve. I mean, as most of you know who have looked at our financials, like most of financial services firms we spend a fair amount of money on infrastructure, whether
that’s real estate or IT, marketing and so on. I think the key question, I, with my colleagues, have been trying to answer is, how should our infrastructure evolve to help us meet
some of the organic growth goals that you’ve heard about this morning and that we’ve talked about over the last few years while also delivering on the financial aspirations that
we’ve talked so much about.

And to answer that question, you really need to think about how are the different ways that we need to support our professionals. There are — professionals interact — engage
differently, different levels engage differently, different segments engage differently. We have several different business within FTI, and we need to be able to support all of that
effectively.
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So really, our objective is to make sure that we’re able to provide our clients with the best possible service at the optimal cost for the company and also deliver value for our
shareholders and keeping all of our employees’ interests in mind along the way. So it’s a pretty, pretty complicated set of things that we’re working through.

But Ajay and I are partnering on this with the leadership team, and we’ve collectively committed that we’re going to be able to assess our infrastructure needs, take a really, really
rigorous look at our cost structure and figure out how do we solve this equation and solve it while doing the best things for our employees.

So we have a number of multi-year efforts under way. Real estate is one of them, which I’ll talk a little bit more about. But a number of efforts under way across our SG&A cost
structure. And we think that’s going to deliver some real value over the near and medium terms.

So just talking about real estate. I think we have an overview up here. As Steve said, it’s about $80 million of spend for us, about 1.3 million square feet. So a fair amount of
space. Real estate costs this year will be down to about 4.4% of revenue, more or less, which is down from a peak of about 4.8%. So we’ve made some progress there. But we
really have potential to drive that lower. We can be below 4%, and we’re working towards that.

So how do we deliver on that? I’ll give you a little bit of what we’ve instituted and established within the firm. So you’ll see up here, these are kind of a high-level version of a
long set of real estate guidelines that we’ve really now embedded within FTI. These kind of core real estate standards and guidelines now drive real estate decisions. Our people
decisions have come with it, within the real estate, and they lead us to drive to objective rather than emotional decisions about real estate. So it’s tied to the financials but also tied
to a lot of things that Holly talked about in what we’re trying to accomplish with our people. And we’re operationalizing these guidelines with the help of the regions and the
segments to make sure that we continue to move forward, not only in helping our folks but also bringing the cost down.

I think this might be best illustrated with a couple examples. The first of which is Washington, D.C., our K Street office, which we relocated during the first half of 2017. This
was the office I sat in when I first joined. If you looked across the office, what you’d see is lots of perimeter offices, not a whole lot of natural light coming into the kind of core
where a lot of our junior folks work. WiFi connectivity was probably not even as effective as the Starbucks down the road in some places. And the costs were not — were above
market, and we could do a lot better, far, far better. So we started an effort working with a number of people, segments and our leadership within D.C. but also our global segment
leader to say, “Could we do better?” And with lots of inputs from billable, non-billable staff, lots of careful thought, detailed execution, we were able to create a much better
workspace in our new 12th Street office. It’s
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better on several dimensions, and we’re also able to get a fair amount of cost down. Some of those stats, I think, are in your books. We consolidated from 4 floors down to —
most of the staff are in 1 floor and a few staff on another floor, open the window lines, letting a lot more natural light in, so much more enjoyable place to work. The technology
works. It’s designed so that our people can be mobile within the office. They can collaborate in their offices, in their workstations, in the conference rooms without losing any
connectivity, whether they’re on the videoconference or they’re connected to the hard drives where they have information stored. Much more flexible environment. And there’s
just much more energy throughout the entire workspace, so people are feeling a lot happier. It’s not perfect, but we’ll continue to tweak and we learn from that example, and
we’re rolling that out across FTI.

Financially, I think you can see the costs are about 39% lower, about 14% less space, and we still have room to grow over the duration of the lease. So those financials will
continue to improve.

We’ve also done some — made the same — similar changes in Bowie, where we have a lot of our infrastructure folks at, and San Francisco, where we opened up about a month
or so ago. We leverage the same standard, the same guidelines, went through similarly rigorous planning process. And it’s a huge improvement. In Annapolis, the previous office
that we relocated to Bowie are people that really had to leave their office, walk outside, walk across the street to collaborate with some of their colleagues. Not that effective of
driving a lot of the cross segment things that we’ve talked about today. The new office is much, much improved. The people are enjoying better workspace, engaging more
frequently and easily with their colleagues. And once again, occupancy costs are much, much lower. So those are a few of the examples.

We’re also looking at our smaller offices. We have quite a number of offices, as you know, and many of those are smaller. In the small offices, you have some structural issues
because 7-person office could grow to 14 or to 28 over a 3-year period. So historically, we haven’t thought about the strategy for those offices to provide flexibility. We’re now
doing that. And we’re employing solutions that give us flexibility to grow fast or grow significantly faster if we need to while maintaining a lower cost structure. One example is
Miami where we moved the office to a WeWork Services office. People actually enjoy it. It’s a much livelier place because there are other people around. But it’s also much more
cost effective for us. We’ve had kind of similar level of savings in that office. So I think we’re in the early stages of this, but we feel like we’re making pretty good progress.

But real estate is just one example. We’ve — as I’ve said, we’ve taken a hard look, a rigorous look at several other infrastructure categories, and there are several other efforts,
multi-year efforts, in some cases, under way to improve areas like IT and marketing. And we’re going to drive those pretty hard over the next few years. And each of the
functional leaders behind those is really charged with developing and driving plans that are going to improve the infrastructure to really provide the right level of support for our
professionals while reducing cost. So pushing the boundaries between the trade-off between cost and effectiveness, and I think that’s something that we clearly can do.
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So I’m pretty excited about where we are, Steve, and I think we’ll have more to say the next Investor Day.
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Okay. Thanks, Paul. Thank you, Paul. So, look, this is the end of this panel.

To summarize for a second here, whether we’re talking about cost and infrastructure, really thinking at the next level to make sure we actually can do both cost but also improve
our experience, whether it’s getting the right people in the right places, whether it’s this radical idea of actually listening to our clients to figure out where the problems are and
navigating to the rest of FTI or the other radical idea up here of cross segment collaboration or disciplined but aggressive look for M&A, these are all processes that didn’t exist in
this company at one point, that exist now, that’s actually creating value for our company. And to me, you’re starting to make the company more than the very important sum of
the individual parts.

Thank you for the panelists. And then I’m going to introduce Kevin. But thank you very much.

Thanks, Holly. Kevin, you ready? The lunch is starting to settle in. You’re going have to be on, right? You good? Okay.

The other way we’re trying to make the segment, the whole more than the sum of the individual segments — you good? Okay. There are other ways. You just heard a series of
initiatives and functions that are trying to make the whole more than the sum of the parts. The other way we’re working in that direction is by putting in place a regional matrix
organization, a lean regional matrix organization. I just want to underscore. The segments are here to stay. This company is based on expertise. So there’s nothing more important
than the expertise of our company, and that’s where the expertise is housed, is in our segments. But as you see the power available, particularly as you talk about cross segment
collaboration and our client dimension, there’s something that segments aren’t particularly well set up for, which is cross segment collaboration. And also some other things that
cross segments aren’t particularly well-suited for like thinking about geographies as a whole, how do we get share in Germany, thinking holistically about the problem.

And so we put in place a regional matrix structure. We started in Europe. Today, I’m happy to announce we’ve just extended it to North and South America. Les Moeller, you
want to stand up? This is Les’ first day on the job, I thought about putting him up here and giving you the opportunity to grill him with questions. Somebody thought that was
unfair. But we’re welcoming him aboard. He’s Kevin’s counterpart in North and South America. But I’ll let Kevin do the introduction for what we’re trying to do. But essentially,
we are trying to use regions — not as substitute for segments, but as complementary vehicles to unlock the power of the company that didn’t come out when we just focused on
segments. It’s the set of theories — more important than the set of theories, it’s working. When you hear Kevin talk, it won’t just be about where he sees the business can go,
which is pretty powerful, but also where the business has come from and where we have taken it over these last 3 years as he’s been, first, co-leader, and now, leader of Europe.
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It’s a powerful journey and one that we think we can extend in Europe and elsewhere around the world. Kevin?
 
 

Kevin Hewitt FTI Consulting, Inc. - EMEA Chairman

Great. Thank you very much Steve. So Kevin Hewitt, I’m the second Brit in the ExCo team. I’m based in London. I’m going to counter Mr. Osborne’s assumption that we — that
us Brits are understated, because I stand here in front of you, very proud of the journey that the EMEA region has been on. But as Steve said, more excited about where we can
take it.

So I’ll throw out a number for you which I think is incredibly powerful, but I wasn’t at the last Investor Day. But since 2013, if you compare our 2013 revenues to our 2016
revenues, we had a great year last year. We’ve grown the top line of this business in the region by 27.2%. We’re very proud of that.

As you know, we don’t announce, publish adjusted EBITDA. But the progress that we’ve made in this business over the course of the last 2, 3 years, in particular, we are now in
the region a major contributor to the EBITDA of this company. We are a major contributor to the EBITDA of this company.

We have a fantastic platform in EMEA. We have professionals that, as Carlyn quite rightly mentioned in her presentation, that lead from the front on complex situations, business
critical missions for clients, for companies, for corporates, for banks, for lawyers, for governments. And they come to FTI in Europe because we have the leading professionals.

I’ve never been put off by the prospects of hiring people that are better than me. Some would say it’s a low bar. But my point is, you have to keep hiring the best people. We take
on the accounting firms and other Tier 1 competitors routinely in EMEA. And we routinely beat them. Not always, because that clearly would be unfair, but we have more than
our fair share of wins against major competitors.

I joined this business 10 years ago. I’ve enjoyed a fantastic career at one of the accounting firms, and we have built a corporate finance business working very closely with Mike
and with Carlyn that we’re very proud of.

My point is that we can be proud of what we have, and we are. But the journey that we’re going to take this region on, I would love to be standing here in 2, 3 years’ time or
whenever we next have this presentation, to demonstrate that we’ve taken the region on to the next stage of its development. And I want to convince you all at the end of this
presentation that those opportunities are out there.

Okay. Let me just pause. And just for those that don’t understand where the EMEA region has come from, just talk you through where we are.
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So 2006, briefly, we acquired the Financial Dynamics business, now Mark’s Strategic Communications business. Had a very significant footprint in EMEA. In 2007, when I
turned up with some fantastic colleagues, who, let me tell you, are still here with me, with us, 10 years on, and I think that says something about the culture of our business in
EMEA; we hired some folks from one of the firms that we set up and launched the Corporate Finance business in EMEA.

Now we can argue as to whether we are #1 or #2 in the market in EMEA, and we can argue about that with the other firm that argues whether they’re 1 or 2 in the market. But the
fact is, we are up there. We’re absolutely up there. There’s no debate. We’re not 3, 4, 5. No debate.

So continuing the journey. By 2011 we’ve seen another significant acquisition that John — John Klick and Chris Osborne led to acquire the LECG business in EMEA into the
economic consulting business. A fantastic acquisition that I, listening to Jeff’s presentation, I think ticks almost every box of what a good acquisition looks like. It was fantastic.
And again, the majority of those people are still here.

By 2013, EMEA was 16% of global FTI revenues. Again, a good start. By 2014, and as Paul mentioned around the consolidation of offices, we brought 3 of our offices in
London together in a fantastic facility in order to go straight in the city of London. I’m very proud to say, and I do use this when — any opportunities to wind up my U.S.
colleagues, London is the largest office globally in the FTI empire. You go back to before the acquisition of Financial Dynamics 10 years ago, there were a few folks hanging
around. I think that’s a great story.

In 2014 — sorry, 2015, we’ve already reached 850 billable professionals in the region across these fantastic segments that you’ve heard about this morning. And by 2016, last
year, we delivered record revenues and EBITDA for the region.

I love it. This is a slide that demonstrates that the journey that we have been on has worked. It demonstrates that this has been an impressive period of growth for the EMEA
region.

We have more than doubled our headcount from broadly 500 folks in 2010 to nearly 1,000 billable professionals in the region as we — as I stand here today. That takes a lot of
hard work. It’s a relentless war for talent, and we are winning that war for talent in the region.

Look at revenues. We’ve increased our revenues from $267 million to our last 4 quarters, last 12 months revenues of $343 million. That’s a 28.3% increase. And that’s
impressive.

Next slide, please. Thank you.

We now have established the people in the region, the solutions, the client base. And if you overlay what I believe strongly, we have a favorable and growing addressable market
for the FTI business. We now have 20 offices, we’re in 12 countries, and I’ve mentioned the number of revenue-generating professionals.
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A number of my colleagues have mentioned the awards that their segment colleagues have won over the years. I’m not going to go through all of those. But just to make the point
in the 10-year journey for the region, I know it’s incredibly impressive that our leading professionals can — more recently, these are 2015, 2016, 2017 awards. This reflects the
quality, the absolute quality of the leadership that we have across our segments.

I have a saying in EMEA. I sort of made it up, but it resonates with where we are, is that this is our time. I’m a great believer in momentum, and of course, momentum can work
both ways in a business, particularly a professional services — in a professional services environment. We have fantastic momentum in our EMEA business. I see it every day
whether I’m queuing up for a cup of coffee in (inaudible) Street, whether I’m out with my colleagues or clients, whether we’re talking about an acquisition, whether we’re talking
about wanting to hire this person or that person, our people believe — and this is important, that we are in a strong position to grow.

Collectively — and it is a collective effort, we believe there’s so much more that we can still do. There are professionals, there are more clients that 5 years ago, would not sort of
maybe heard of FTI in Europe, may not have been doing business with us in Europe, may not have been contemplating a career with FTI in Europe. Maybe even 3, 4 years ago.

Today, it’s all changed. We are seeing a stream of people who have the curiosity to want to understand what is going on with that FTI business, the one that I’d never heard of x
years ago? What are they doing? What are they doing right that gives them the right to be leading on that assignment or that assignment? And my God, they just hired that person,
wow, he or she must be seeing something that’s really powerful in what we’re doing.

It’s our jobs, the leadership of EMEA, the SMDs in EMEA, there’s 105 of us. There’s another 110, 120 high-potential managing directors. And it’s their job, our job, to
relentlessly win the war for talent in the market. And that takes time. That takes discipline. And an individual that’s looking to move from company A or to pursue his or her
career somewhere else, don’t just wake up one day and say, “I’m going to move.” You have to get to know that individual. You have to spend time with him. You have to sell
what we’ve got. We are relentlessly doing that.

Investments, and here’s the understated bit. I think we have done a fantastic job in making investments in EMEA. We have adopted almost a portfolio approach where we have
investments that are at the beginning of their journey. And we may have invested short-term EBITDA, we probably have, to make that investment in market-leading professionals
that want to come and join us. But we know that it will take 6 months, 9 months, 12 months, maybe 15 months, to turn that business into a profit. But if you hire the right
professionals, I say there’s a sporting chance that they will themselves bring professionals with them, they will attract the right professionals. And then you have the confidence to
continue investing in them.
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We have businesses that are somewhere in the middle of that journey. And we have businesses that are making the money that they said they would make when they joined us 3
years ago. That portfolio approach has been very effective. We will continue to do that. We have a much better instinct now for the professionals who will, I’m going to say, live
in an environment like FTI. I don’t mean that in a negative sense. I mean leave behind perhaps another brand, to come and operate within our business and be successful. We have
got — we’re getting a lot better at — in fact, I’d say we’re very good at, integrating those market-leading professionals into our business.

If I look back at the chart that does that in terms of our financial performance, that reflects the net impact of making those investments. We’ve made those investments over the
course of the last 3, 4 years. And even with the negative foreign exchange headwinds, we’ve continued to grow the business. I think that’s impressive.

The other thing that’s out there that’s extremely favorable for us, we are not an audit firm. And to the best of my knowledge, I don’t think our leadership has got any intention of
being an audit firm. Audit firms are fine. But what they do is they create conflict within the firms that they — within the accounting firm that’s off serving them.

Our independent platform is an incredibly powerful thing. Sure, we have the odd conflict, but a conflicts check in FTI, we do them thoroughly, you can get back to your client by
the end of the day. It’s not necessarily the case in other firms. That doesn’t mean you win the case, of course. But it means that we don’t have the conflicts that others have.
There’s this lovely concept in the U.K. of auditor rotation. I love it. There is this concept of — not theory, practice where if you’re an audit firm, you cannot — there’s
prohibitions around what you can sell to your audit clients. There are caps on the work that you can do. That provides us with a great opportunity to grow our business.

Seeing the professionals within those environments, who are used to working on complex matters may not be able to work on those matters because there are conflicts. Those
senior professionals may consider that they want to come to a firm where there are no such conflicts, but we now have a market presence where we won’t — we’re not quite the
risk that we might have been 10 years ago. We’re not the risk that we were 10 years ago. We’re not the risk that we were 5 years ago. We are going places.

Let me touch on my perception of cross segment collaboration. We are building a culture — hard to do — we’re building a culture in our European business, where it is the right
thing to do to collaborate. Often despite incentives that might persuade you to do something else. It is the right thing to do the best thing for your clients and to collaborate with
your colleagues. We believe in that.
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You can’t tell people to talk to each other. You can create an environment that encourages people to talk to each other. And that’s what we’re doing. And we’re doing it very
effectively. The interaction between the segments in EMEA, in London, or in Brussels, or in Frankfurt, or in Madrid, or in South Africa, or in the Middle East, or whatever other
countries I’ve forgotten, it’s real. It’s absolutely real. It makes a tangible difference to the growth trajectory of that business. It absolutely does.

There are so many examples where we’re taking 2, 3, sometimes 4, rarely 5 of our segments to present themselves to a client situation. Our Strategic Communications business,
combining their fantastic employee engagement and change capabilities, so internal change programs, with Paul’s data and analytics capabilities in forensics, with strat comm’s
digital expertise, this is a powerful combination that other agencies within the strat comms world simply cannot bring to their clients. Our cross segment approach is adding real
value to our people and our clients. And I think it’s one of the key reasons, actually, why our clients come to us. We make that happen.

Building brand recognition awareness and reputation. Let me just mention a few examples. We have the leading — and I’ve touched on one — the leading restructuring team in
the EMEA market, 1 or 2. They’re leading on the — they’ve led on the biggest oil and gas North Sea restructurings in the last couple of 3 years, and there’s been a few of them.
They’re now working on a number of high-profile construction restructurings. There’s a number of them. This is a first-class team. And not because they are told to, they
collaborate with Mike and Carlyn’s team in Houston on the oil and gas. We’ve got great relationships globally. And it works. It absolutely works that FTI is working on the global
restructurings because we are connected.

Transaction services, financial diligence. A good example of investment that we made. Back end of 2013, we hired senior professionals to start our transaction services
businesses. We hired them from one of the big 4 accounting firms. They provide financial diligence for the top tier private equity firms in the globe. We knew these individuals.
We’ve been talking to them for — actually about a year. We now have 8 SMDs in that business, in London and Frankfurt. We have plans, potential plans for other Continental
European jurisdictions.

We have completed in the last 2 years, 10, billion-dollar deals for the private equity community. I know that’s pretty impressive. Now these guys had a reputation before they
came here. Of course. That’s why we hired them. But they had come to us and we have made it work for them, that made it work for us. And we knew they’d lose a bit of money,
year one. We knew they’d break even, year 2. And then they’re making money, year 3. We will bet behind that team, and we are absolutely doing that. We have another SMD
joining us in the next few days.

Our FLC team are spending a lot of time in corruption in sport. There’s a lot of that going on allegedly. And you’ve got a nice niche there. We’re investing behind it, and we’re
making progress.

Our Strategic Communications professionals are supporting a number of our European corporates, the FTSE 250 and our Continental European colleagues as well. Reputational
management. I mean, who would’ve known the demise that we’ve seen of some pretty significant corporates out there because they didn’t look after their reputation.
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So let me go back briefly to cross segment, if I may, slightly out of order. Corporate social responsibility. One of the reasons that our London team, in particular, collaborate is
because we’ve, again, set a culture of giving back to our local communities. And I’m very proud to — and I’m very proud and our teams are very proud that FTI has recently
been named as one of the top 25 companies supporting and leading on corporate social responsibility efforts in the London market. I know I can’t put a financial score against
that, but it makes professionals feel good, and that’s important. And our professionals in our EMEA business, in our London business, feel quite good about that.

Continental Europe. We are, at this point, a largely, in terms of numbers, 75% of our headcount is in our London business. That’s a good thing. We have fantastic, thriving
businesses in Brussels, in Paris, Frankfurt and Madrid. In Madrid and Paris, we have every segment represented in the office. It doesn’t have to be that way in every jurisdiction
because it just may not make sense. But we are investing in Continental Europe hard. Steve mentioned Germany. We need to get that right, and we will. We will continue to
explore opportunities to expand our service offerings to support our clients in a post-Brexit world. And that’s looking like a crazy world, whatever you read about.

Integrating new technologies. Technology-based propositions and solutions is a top growth priority. I mean, Carlyn touched on it. Obviously, Sophie covered it extremely well.
But what I’m talking about here is looking at our core offerings, whether being tax, forensics, digital communications, social media, the world is moving very fast, and we have to
move quickly, just to keep up, frankly. The world of forensics is different now than it was even 2, 3 years ago. So technology-based proposition is very, very important.

And then finally, continuing the war for talent. I’ve touched on this. We are relentless about this. You have to be. You absolutely have to be. This is part of our job. And I’ll say no
more than that, other than to say that since the beginning of 2014, we have hired 100 SMDs and MDs in our EMEA business, 100. And we get great support from our EMEA and
global support functions to make that happen.

So finally, where can we take this region? I hope I’ve whet your appetite that we have a great journey ahead of us, and we do. We have hardly begun to scratch the surface of
where we can take the region. This is almost like a perfect storm. The market, the regulation, the competitors, the platform that we have, the strong culture of collaboration that
we have. If we mess this up, then I probably won’t be here to present this next time.

But though, seriously, thank you for your time. As I say, I hope I’ve whet your appetite where we can take this region. And we have a leadership team in EMEA that’s been
created over the last 4 months, 4, 5 months, that is cross-segment, has the full support of the global leaders that you have heard from today to take the region in conjunction with
the global leadership to the next place.
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So my next job is to introduce our CFO, Ajay. And Ajay’s going to bring everything you heard thus far together from a financial perspective. He’s going to talk about a number of
the revenue initiatives that you’ve heard about. And like all good CFOs, he’s going to talk about the disciplined management of our cost structure and our balance sheet. Ajay,
over to you.
 
 

Ajay J. Sabherwal FTI Consulting, Inc. - CFO

Thank you, Kevin. I am really, really proud to represent Kevin. I mean, what he has achieved — what he and his team has achieved in EMEA is terrific. Failure is not an option.
And I’m very, very excited by what all lies ahead for us.

So with that, firstly, thank you for being shareholders. I am personally grateful. And for those of you who are not currently shareholders, I hope you will become shareholders and
give us an opportunity to serve you.

Now I am standing in between you and when you get to ask all my colleagues questions, because they are the ones who do the real work. I am simply representing them. And
you’re going to get a chance to ask all of us lots and lots of questions, I hope.

I have merely 10 slides today. And what I’m going to do, I’m covering 4 key things in my slides. First, I’m going to prove out to you why we think we’re going to get double
digit — sustained double-digit earnings growth over time. So that’s awfully important. That drives valuation. That’s sort of my first slide.

I will review financial information, our results over the last 3 years. I’ll do that in a few slides, 3 slides. Then what this is about, and I think the question on all your mind, and I
hope you heard the answers as you heard presentations from my colleagues, is where’s the growth going to come from? So I will recap what I heard and where I think the growth
is going to come from.

And finally, I’ll postulate the investment thesis, why I think you ought to be growing shareholders of FTI. So those are my objectives for today.

So first slide, and this is — I’m repeating a slide that Steve showed earlier. Our objective is sustained double-digit earnings growth, EPS growth over time. If you look at the last
few years, we’ve — there are all those years where you will exceed and go lower because of the cyclical nature of our business, but over time, we have not achieved the double-
digit. We’ve come a little shy of the double-digit. We are saying now sustained double-digit EPS growth over time. That’s the objective. And why do we feel we’re at that
crossroads today? It comes, as Steve said, from 2 things, disciplined use of cash and growing EBITDA.

There’s a particular aspect in this business that I absolutely love, that is the inherent free cash flow that this business — this is a very low capital intensity business. I’ve spent my
— most of my career in the telecom business which has incredibly high capital intensity. This business has incredibly low capital
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intensity. That is an essential feature of this business and one that makes it a very, very attractive investment. Under Steve’s leadership and guidance, what this company has done
over the last few years has been very, very disciplined in the use of cash. I’m telling you now, that will continue. That disciplined use of cash has been in reducing the debt load, it
has been in buying back stock. We have bought back, since I’ve been here, 12% of the shares outstanding of this company.

So we will — reducing the debt load, buying back the stock and doing the right tuck-in acquisition. It is extremely tempting because there are so many companies up for sale and
so many — everybody’s a qualified consultant. And everybody wants to retire. So — and you can easily sort of say, I bought some revenue and I bought some EBITDA, and then
5 years later, you’re paying for those folks again. We — as Jeff pointed out, we will look at acquisitions, but we will be incredibly pernickety and fastidious about what we buy if
we buy.

So disciplined use of cash will continue. It is a central tenet for achieving double-digit earnings growth over time under Steve’s leadership. Okay.

Second is growing EBITDA. We’ve not grown EBITDA. Our EBITDA has been declining. Now, we are going to grow EBITDA. And if you couple growing EBITDA with
disciplined use of cash, the upside is enormous if you do the 2 together. And why do I feel confident that we will get double-digit — that we will get EBITDA growth now that
we were not getting before? There are 3 or 4 key reasons.

One, the biggest reason, our technology and our FLC segments have been dragging us down in aggregate. There have pieces in their construction solutions, what a brilliant
business. Construction companies are prone to dispute. Construction — big, large, construction projects are globally ripe for dispute, and what a great business Mr. Ficca built in
that area. But in aggregate, FLC and tech EBITDA has been declining. No more. And I’m going to prove it to you in some of the slides why that no more will apply.

So that is sort of the biggest reason. Other areas, continue to grow. This one bottoms out. We should get EBITDA growth. If not, EBITDA growth from these areas as well. That’s
sort of one.

Two. Look, we have adequate capacity in terms of the people we have. We will continue to invest in key areas, et cetera, but we will drive higher utilization from the people that
we have. So growth with higher utilization. We have — not only have we been disciplined in buying back stock and debt, et cetera, we will also build up the headcount in this
business. You heard what Kevin said about EMEA and you heard him say that growth, whilst you’re hiring people, negatively impacts EBITDA for a while. The person you hired
doesn’t start producing from day 1. Rarely, right? So we will realize higher utilization and higher EBITDA from the people that we have hired, from the capacity that we have
built. And we will continue to find new talent and expand. So — and I’ll recap some of those specific growth initiatives that people talked about.
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Growth. Growth with higher utilization. Two businesses not bringing us down. Therefore EBITDA will growth — grow. You add growing EBITDA to disciplined use of cash,
you get sustained double-digit EPS growth over time. That’s why this is a great investment. Straightforward.

Okay. Next 3 slides are financial slides. Now we got to put the GAAP measures and the non-GAAP measures with equal prominence on each page. What that means is there’s too
much information in all of these pages. But I will try and distill, this is the right thing to do, and we have a very strong accounting and legal framework in our company. It’s
important. Look, we do forensic and litigation consulting for the world, we have to be the best. We have — it’s like Caesar’s wife. We have to be really, really pure, and we are.

So let me tell you what these 3 pages are saying. So the first page, the big blue bar is revenue. And what this is saying is, look, revenue is growing, but very slow. It’s not huge.
This bar doesn’t look as if it’s upward sloping. It looks flat to slightly up, okay? And in 2017, it’s down. That guidance is lower than the revenue number for 2016. So few
explanations on that.

One, [30%] of our revenues are now outside from the United States. And the bulk of that is the British, the U.K. Pound was $1.65 in 2014; it’s $1.31 now. If that exchange rate
had not gone the way it had gone, this growth rate would’ve been higher. ‘14 would’ve been 5%, ‘15 and ‘16 would’ve been around 4% each. Somewhat better than what you can
see visually from these numbers.

In 2017, it’s down because the first half of last year was very strong in retail bankruptcies and mining and other bankruptcies, and the first half of this year was not quite so strong
for us. But we picked up steam in the third quarter. Year-over-year third quarter is very strong. We’re guiding to a strong second half and so shall it be. Okay? That’s the trend line
that I’m pointing to on revenue.

On EBITDA, which is the dark blue smaller bars. That’s a down EBITDA, $210 million, $205 million, $203 million, right? And we don’t provide as yet EBITDA guidance so
I’m not going to give you the 2017 guidance. We don’t provide it. But EBITDA has been flat to down. Despite flat to down EBITDA, the earnings per share is upward sloping.
That is the disciplined use of cash. That is we have been reducing the share count, we have been buying back — reducing the debt load, therefore the interest payment. That’s
why that earnings — those earnings have been growing. Now couple that with EBITDA growth, the potential is enormous.

We’re building a platform. We’re not only buying back debt and buying back stock, we’ve also been hiring. Even after the 4% headcount reduction. 4% of our workforce we laid
off this summer. Despite — and to boost utilization in the right places, we did the cuts, we did the tough actions. Even with that, if you look from 2014 to 2016, billable
headcount is up from 3,344, to 3,619, 10% increase in billable headcount. And non-billable headcount is flat to down. The layoffs we did, 4% of the workforce, 75% were
billable, 25% were non-billable. We are — I am going to watch SG&A like a hawk, supported by Mr. Linton and all the other team members there. That’s my job. I’m
programmed to do that. And
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meanwhile, we are growing billable headcount and — but doing it judiciously in the right places and focusing intensely and passionately focusing on utilization. Utilization,
revenue per professional, gross margin per SMD, these are our walking around statistics. We watch those statistics. We have built a platform that can do a lot more than we are
doing today in terms of revenue and profitability.

This is my favorite slide. This business generates enormous free cash flow. Free cash flow is defined as, by us, as operating cash flow less CapEx. Over the last 3 years, on
average every year, we have generated $136 million of free cash flow. $136 million of free cash flow on about $1.8 billion in revenue. That’s what this company has been. That’s
terrific. And if you notice that what we’ve done with it is the big, tall, dark blue bar is net debt, that’s gross debt less cash on hand, that net debt is down in the last quarter. At the
end of September, that bar is higher than the bar at the end of 2016, $149 million going up to $303 million for a couple of reasons. Most of our free cash flow, we get in Q4,
typically number one; and number two, we have been buying back a fair amount of stock. And if you can see on the stock, we’ve gone from 41.2 million shares down to
37.9 million shares. That’s the line, and that’s 12% of our shares outstanding in 1.5 years.

We want to stay gross debt leverage under 2.5x. We want to be conservative. And we want to keep generating free cash flow, use it to grow our business, use it to do the right
acquisitions, use it to reduce debt, use it to buy back stock.

Where is the growth coming — going to come from? If you’re the leading dominant player the world over, where is the growth going to come from? And where are you going to
get the growth with high utilization? That is the central question that this team here, this leadership team answered today. So why do I feel confident? First and foremost, it’s this
leadership team. These are the best in the world, in my opinion. So that’s number one. That they will drive growth with a higher utilization; that they will enhance organic
revenue and adjusted EBITDA growth.

And how will they do it? On the right-hand side, they will increase market share in the U.S. and overseas. They will move into adjacencies, and we’ll talk about some specifics in
the next couple of slides. They will — deeper penetration in key geographies while at the same time, remaining intensely focused on SG&A. You heard what Mr. Linton said
about real estate, for example.

So let’s get more specific and let me just recap. So proper finance and restructuring. Let me put this to you very simply. We are the doctors that get called in when the patient is in
the ICU. We’re the leading restructuring shop on the planet. So don’t you think we could go in also when the patient is slightly before ICU, the stressed companies piece? You
heard what Carlyn and Mike said, it’s 60-40 today, 60% from stressed and 40% — 60% from restructuring and 40% from the stressed piece. They want to make it 50-50. They
announced that today. And they talked about still growing and making it 50-50. We’re in full position to deliver that because we are the guys who get called in when the patient is
in ICU. Who better to trust than us? Okay. That’s a core growth area for us. Beyond that, we can grow restructuring globally as different geographies and countries change their
laws to facilitate restructuring and deeper penetration of key industries.
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Prior to this, I’ve been CFO for 17 years in highly cyclical industries, mostly in the telecoms space. I have worked with Carlyn Taylor for eons. There is nobody better in TMT
than her. Nobody, period. And the whole telecom industry knows that. So when interest rates go up 300 basis points and the telecom industry, people get fed up of the dividends
and so, oh boy this is going to go bust, imagine how much money we will make.

And under Mike’s leadership, of course there’s nobody who any CEO or CFO would want by their side rather than Mike in the — on the corporate side and restructuring and also
creditor side.

Economic Consulting. We have the world’s best economists. We have Nobel Prize winners on our payroll. And we — in the United States, we will maintain that dominant
position in Compass Lexecon. That’s the brand we have there. I have no doubt about that, we will. And we will — there will be adjacencies we will pursue under Chris’
leadership, Chris is a great — himself, he’s a great international arbitration expert. We will bring that expertise more to the United States as well. So even though we are the
dominant player, there are growth opportunities there as well. And there are other geographies to expand to.

I was — my parents live in India. I was recently in the Delhi office. Boy, those kids? They can compete with anyone, anywhere. And those economists will do exceedingly well.
So Chris has built that franchise, continues to build that. So I think in Economic Consulting too, we have great prospects. Let’s keep going.

FLC and Technology. Look at those graphs, they are downward-sloping graphs. I’m sure you all notice that. But look at the last 2 rows there, the last 2 columns there, the
EBITDA decline is slowing down. From $57 million to $55 million in 2016 versus the last 4 quarters. From $25 million to $24 million in Technology. And if you look at the very
last quarter, you would see that bottoming out even more pronounced.

This is the central reason, one of the central reasons, as I mentioned earlier, that I think EBITDA is now poised to grow. So how have they achieved this? How have Sophie and
Paul and others achieved this? They have achieved this by cutting costs; number one. We took out headcount in this area. Another — in these 2 areas to increase utilization. We
did that. Number two, we are passionately focused on growth with higher utilization in these 2 areas. And number three, and these are different from each of these areas, there are
growth opportunities in these areas.

Mr. Ficca talked about construction solutions. Whilst we may have shut down the office in Panama, we have hired a lot of construction solutions experts in Dubai. They’re
building a lot in the Middle East, right? So that’s the kind of — it has to be laser-focused, and we are doing that. We’re building our data analytics business quite handsomely in
FLC. And last but not the least, cybersecurity. Every board is focused on cybersecurity. Who better than us? And God, we have hired experts there. So those are the areas.
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In technology, Sophie is completely changing around. Instead of being — instead of Ringtail, that software with consulting to only exclusive to us, now, we’re willing to sell
Ringtail to other people, and we’re willing to take other people’s software to sell to our clients so that we can become software-agnostic and client-centric. Very straightforward.
That’s difficult to execute.

We’re expanding our adjacencies to information governance, to cybersecurity, et cetera there as well. That bottoming out of EBITDA while exploiting other growth opportunities
and growing the other areas is what gives us confidence that we’ve done — we are at an inflection point in EBITDA.

Last but not the least, Mark McCall talked about Strategic Communications. We are the experts with impact. We go into companies when they have their most serious crisis. So
they need some public relations — they need some corporate communications help as well. And we have a ready handy team available to do that. And the large multinationals,
we are already doing that. And we intend to continue to expand that opportunity across the globe. I’m confident they can do this. Those are our growth opportunities. We have
commanding market share and growth opportunities. We are laser-focused on utilization.

Okay. So just recapping only 2 slides left before you can ask us any question that comes to your mind. We have invested where we have the right to win. We have hired a lot of
people in a lot of geographies. We can do more with what we have.

We have taken action were we’re not well-positioned. Holly talked about this. She has supported growth. She has also supported where it needs to do cuts in the right way. We’ve
done strategic refreshers. Strat comm, Technology, FLC, we don’t hesitate to make changes when they’re necessary to make them.

We have assessed infrastructure costs, that’s code for real estate and all the other areas, and Paul Linton talked about that. And we are going to be incredibly disciplined towards
capital allocation and treasuring that free cash flow that is generated through the hard work of our practitioners bringing in all that money. That money will not be whittled away.
We will use it very, very, very judiciously.

So the investment thesis. Disciplined use of cash plus growth in EBITDA will give you double-digit EPS growth over time. That’s the financial. More than that, you’re buying the
people, you’re buying the manager, you’re buying Steve’s leadership, you’re buying his team, you’re buying the people who you met. You’ve met everybody today. You met the
people who lead the segments, the regions, the corporate. These folks are going to drive the earnings growth. Plus these financial metrics is the reason to own the stock.
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And I’m telling you all this, and in none of this did I say the 3 core drivers of our business, external drivers, are bankruptcy, fraud and disputes. We’re not in peak cycles for either
of the 3. Credit is cheap, markets are robust, not too many disputes and Ponzi schemes are showing up so far, and M&A is somewhat maybe muted in some quarters and not so in
others. So despite not being in peak cycle in these 3 things, I’m still saying we are poised for double-digit earnings growth over time with EBITDA growth for disciplined use of
cash. The best is yet to come for FTI.

So I do want to do one more thing before we open it up for questions, is to thank Mollie and Abby, who have run this entire show. My job as CFO becomes so much easier
because they do such a great job with Investor Relations. So let’s give them a round of applause.

It’s going to take about 5 minutes — no?
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

We’re going to just try to get them up as soon as you can (inaudible) what we’ll do is we’ll try to get everyone out of here as close to 2:30. If we don’t get to all the questions, we
are happy to take questions (inaudible).
 
 

Ajay J. Sabherwal FTI Consulting, Inc. - CFO

Okay. So management team, come on up and we’ll do the questions.
 
 

QUESTIONS AND ANSWERS

Unidentified Company Representative -

That’s pretty quickly done.
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Very quick, guys. Nice and efficient. So I think we’re ready to start Q&A. Any questions from the audience? [Abby]?
 
 

Unidentified Analyst -

Great. I have a bunch. First question, can you talk about today’s utilization? In almost every division, the revenue per head had gone down. So the revenue has gone up, but the
headcount — revenue had gone up and headcount had gone up, so revenue per headcount had gone down in Europe and all these places. So where is utilization today? And if you
didn’t hire another person, what could revenue and EBITDA be on the existing staff? Then I have a follow up.
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Ajay?
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Ajay J. Sabherwal FTI Consulting, Inc. - CFO

So the 3 segments for utilization mix. So firstly, why is — you’re saying utilization is low.
 
 

Unidentified Analyst -

It’s a mathematical question.
 
 

Ajay J. Sabherwal FTI Consulting, Inc. - CFO

Yes. So I’ll answer that. Give me a second. So you’re saying why utilization is low or where it’s at. So if you take 3 areas, you take Corporate Finance and you take FLC and you
take E Con, those are the 3 areas where we report utilization every quarter. We never give our utilization numbers. It’s in the 60% ZIP code in Corporate Finance, just over, and
just under on FLC, and then the 70% ZIP Code in E Con, in those 3 segments. And then in Technology and strat comm, we don’t publish the utilization number because in
Technology, we’re bundling a software package with it. And there is public relations. So that’s the answer to what is it, okay? That was your first question, I think, right? Your
second question is, where could you take it if you didn’t hire an additional person? So we are going to hire an additional person. That would be my first answer, because we have
a lot of growth opportunity. But certainly, we would see higher — especially in Corporate and in FLC, in particular, we would expect to see higher utilization than the numbers
we have had recently.
 
 

Unidentified Analyst -

I’m sorry, that didn’t answer it. What is the revenue in EBITDA you can generate with the existing workforce higher than today? I mean, you should know that. I mean it’s your
business. And you’re underutilized right now and you’re hiring people. So it’s easy to grow revenue if you keep hiring people and the revenue per headcount, right, goes down.
So you’re taking shareholders’ money, you’re hiring people, but you’re not generating more revenue per headcount. You’re not generating the appropriate return on invested
capital. So what is the revenue and EBITDA you would generate if you actually utilized the people appropriately?
 
 

Ajay J. Sabherwal FTI Consulting, Inc. - CFO

If you take a 5% increase in utilization across the board, if that is...
 
 

Unidentified Analyst -

Well, what do you think the right number is? What are you running it to that you would feel happy with that it’d be world class?
 
 

Ajay J. Sabherwal FTI Consulting, Inc. - CFO

Higher the better. But I would...
 
 

Unidentified Analyst -

(inaudible) roll off your tongue, you should know the answer.
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Ajay J. Sabherwal FTI Consulting, Inc. - CFO

It’s already rolled off my tongue. 5% higher utilization in at least those 2 segments is where we would drive it to.
 
 

Unidentified Analyst -

What is that translating to?
 
 

Ajay J. Sabherwal FTI Consulting, Inc. - CFO

And if you get 5% higher utilization without any of the other cost increases that would come with variable expenditures and what have you, you could, on a year-over-year basis,
you could get 10% to 20% improvement in EBITDA.
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Any other questions? Trevor.
 
 

Unidentified Analyst -

I just wanted to ask quickly just about the regional matrix structure in EMEA. What specifically about it that you feel drove the growth there? And then given I guess the
announcements earlier today, what gives you confidence that, that will translate into growth in the U.S.?
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

I’ll take a crack at that. Kevin you can add to it. Where are you, Kevin? There you are. So look, I think it’s a good example of teaming across the matrix. I mean, some of what we
achieved in Europe was driven by individual segments. The other thing that we’ve managed to do is actually get the sort of collaboration across segments on a couple of different
ways. One is going to market, which has allowed us to win assignments that we don’t win — didn’t historically win. Second one is the presence in the market as a whole has
made a real difference. We have a perception in, not in every place in Europe, but in the U.K. now, that FTI is a winning place, which just creates a different dynamic for
attracting the best people from the outside. You attract the best people from the outside, the phone starts ringing off the hook, you really have opportunities for growth. I would
say those will be the 2 if I was going to be succinct. Do you want to add anything or are you good?
 
 

Kevin Hewitt FTI Consulting, Inc. - EMEA Chairman

I would just add one thing, which is to say that the, I think, the best investments are made by local people. So I think I have a full understanding of your local markets, the local
people, the local dynamics, the local regulation, and I think that, that’s very important. And we’ve got that leadership team in EMEA to think about growth, and I think that’s a
fundamental part of the regional matrix, as you say.
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

(inaudible)
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Unidentified Analyst -

Two questions. Firstly on pricing, and I know that pricing is going to be hard to pin down, say, in Corporate Finance because of the various mix shifts. But can you help us
understand in at least the 3 big segments how pricing is supposed to evolve over the next 3 to 5 years over and above inflation? And given your estimate of inflation, that’s one.
And the second question relates to what you think is the peak EBITDA margin that you can generate, either on the aggregate over the next 5 years, or in 3 main segments, if you
can give any idea of what that peak would be.
 
 

Ajay J. Sabherwal FTI Consulting, Inc. - CFO

So on pricing. Every segment looks at pricing and looks at — every sub practice within a segment looks at pricing as well with them. And it’s not — I can’t tell you it’s 4% per
— we have our budget models that might say that, but that’s not how it works. What it works is every sub practice looks at what are the various things that they need to price at.
So some general rules. Business transformation is more price-sensitive than restructuring, for example. In FLC, if you’re — if there is a dispute and you’re doing an investigation
of a fraud that has to be done timely, maybe less price-sensitive than if you’re doing — if the company’s in a profit improvement and you’ve been brought in over a period of
time. So it depends on how time-critical and time-sensitive the situation may be, where you have more pricing power or less pricing power. That situational sub-practice level is
not more important than just general. It’s — we are not in the audit business, where you say, “Okay, one year has passed, I have wage inflation, therefore, I want to do 4% pricing
increase.” There is some element of that. For example in our E Con practice, where we have the dominant position, and our clients — I would say this is never the case, but
clients feel that they can’t do without us almost. There, you can say, “Look, wage inflation, therefore, I need to do some price inflation as well.” So it varies by segment in that
manner. I hope that’s at least helpful. If any of the segment leaders want to add more color, that would be — Chris, I think...
 
 

Christopher Osborne FTI Consulting, Inc. - Global Leader of Economic Consulting Segment

I’ll say the — so pricing, it’s a little bit like pricing hotel rooms, right. There’s a rack rate and there’s a rate that you get some of the time. And in some parts of the world, those
things are quite different. And in some parts of the business, they are managed so as to be very tightly the same. In EMEA, generally within E Con, we have raised rates by up to
5% every year for the last 9 years. And like-for-like wages in nominal terms, broadly speaking, have stayed constant. And that reflects the fact that the labor market is where it is,
and our presence in economics market is what it is. I would expect to see something like that. Now not all of those increases stick and there are management tools that you use to
see whether it works or not. But those, in fact...
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Let me talk about, in restructuring, it really is based upon how robust the market is. So when the market is just — it’s not a very robust restructuring market now, we’ve been
increasing rates the last few years similar to inflation. But when the market gets really hot, not only does utilization go up, but pricing gets a lot better. And it’s really based upon
supply and demand. The restructuring market is really a tight-knit, smaller group of professionals. So when there’s a lot of restructurings out there, you could hold price.
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But when the market’s slow the way it’s been over the last few years, it’s very hard to be — it’s a very competitive market in terms of pricing. But we’ve still managed to move
up with inflation over the last few years.
 
 

Ajay J. Sabherwal FTI Consulting, Inc. - CFO

On margins — sorry, anything else? On margins, [Vikram], our objective is to grow EBITDA. Margin is an outcome. So what do I mean by that? So for example, cybersecurity.
You could take the fact don’t hire anybody because the day you hire them, it’s going to take them a while to figure out how the company works and things of that nature. So then
don’t just go into that business — you wouldn’t grow the business. You wouldn’t, at least, grow from hiring additional people or going into adjacencies if you were fixated on a
percentage margin. So we’re fixated on growing EBITDA, and that includes — with the free cash flow we generate, it includes going into new areas and where adjacencies where
we have a right to win. It also means driving higher utilization from the people that we have. So yes, we believe we can generate higher margins from higher revenue and from
the EBITDA growth, but we have not, and we have resisted giving you an — a margin percentage by segment goals for this reason. We want to have the flexibility to expand into
adjacencies, where we have been making bets and hurting our overall aggregate margins to grow the eventual franchise.
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Marc?
 
 

Marc Frye Riddick Sidoti & Company, LLC - Research Analyst

So I was wondering, one of the things that seemed to cut across multiple segments and disciplines was the focus on industry specialization and some of the — and I was
wondering if maybe each of you can maybe spend a couple of moments talking about maybe how that entire process maybe germinated, if you will, and kind of where you are,
maybe what inning you are in the process of getting from where you are to where you would like to be.
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Maybe Carlyn?
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

So Carlyn, do you want to start?
 
 

Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Yes, I’ll take that one. So I started the telecom, media and tech practice and then was asked to lead the industries for the firm at a time when we had 4 industries that had been
self-organized from within. That was about 6, 7 years ago. So at that time, we said, “Look, the industry practices get greater win rates when they team up with our product
specialties, and so we should pursue that with greater vigor.” And I held that position for about 4.5 years, almost 5 years before taking on the co-leadership of Corporate Finance.
And during that time, we went from 4 well-organized industries and 1 that had kind of pockets
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in different — which we held a lot people, but it wasn’t pulled altogether, to having 9 industry practices in an organized way with leadership and focus and all that. And now we
have, I would say, 9 really large ones, and you heard us talk about 20 industries. We have 11 other smaller ones. They’re all organized with a leader, with proactive marketing,
with pursuing what’s going on in their sector. So I think we’ve made tremendous progress in industries. I think it’s a big part of our win rate. I’ll give you an example in
Corporate Finance, even just since taking over the leadership there. Health care, we’ve always had a ton of health care expertise. But actually, in health care restructuring, we
weren’t doing as well as we should have. And if you say 2 years ago we had a couple of health care restructurings going on, and we got that team super organized with Health
Solutions and Corp Fin. And right now, we have 10: 7 company-side and 3 secured lenders. And it’s just kicking ass. So that’s kind of giving you a flavor of the focus of the
change over time in industry. It takes a long time to do. It’s been probably 7 years in the making to be where we are now.
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Yes?
 
 

Unidentified Participant -

I was just kind of curious if — maybe one qualitative and one quantitative question. The qualitative, I think of FTI as a very high-octane restructuring brand. That’s from my
personal experience. And I was curious if that’s ever a problem when trying to secure kind of more nonrestructuring mandates. I mean, when I think of an announcement of FTI
being hired, I think of like, “Oh, there might be problems there.” And I’m curious if that’s ever something that you guys run into. And then the quantitative one, you guys gave a
very interesting stat on the 10 to 15x revenue uplift from really going deeper with this client that you had mentioned doing a lot of work with. And I was curious what you think
that uplift is across the portfolio.
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Okay. So Carlyn, do you want to take the first part, and John, maybe the second?
 
 

Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Sure, yes. I mean, to answer your first question, the answer is absolutely yes, but it depends on the industry. So FTI is extremely well known in Wall Street and the legal
community. Pretty much any senior person in those firms knows who FTI is, right? But when you go on, I’d like to say, Main Street, it totally depends on the industry. And when
I try — I spend a lot of time trying to hire senior professionals to do business transformation from our competitors. By the way, we’ve hired quite a few in the last 18 months, and
we’re still — we’re pursuing a lot right now. And many of them get a little nervous about trying to do business transformation in a firm if they’ve known the firm is restructuring.
But what I like to tell them is, “Look at the industries where we have a real reputation in business transformation. And those industries don’t even really kind of realize we’re a
restructuring firm.” So we can make progress there. And we also have to do a lot with our branding, and that’s why we’ve rolled out business transformation. We have to clearly
say things like, “Look, we’re dominant in restructuring, but it’s about
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15% of FTI,” things like that. It’s mid-teens. And they say, “Oh, okay.” There’s a lot about FTI you don’t know, right? So that’s how you have to — sometimes, you have to get
over it. It depends who the audience is.
 
 

John C. Klick FTI Consulting, Inc. - SVP

So in terms of the uplift, I think that — I think it’s fair to say that this particular client is probably somewhat unusual. I mean, if you think about the portfolio of clients we have,
we have litigation clients and we have, let’s call it, nondisputes clients and sometimes, we have clients that are both. But these — the ability — this client is particularly
hierarchical. You talk to the top 20, 30 people in the firm. You’re talking to the whole firm. We have corporate clients who are completely decentralized, which makes just the fact
of doing this thing difficult. And then the same thing is true with law firms. You got some that are a recommendation from one partner to another really carries weight, and you’ve
got firms where that doesn’t happen. I do think, though, that in almost every client we’ve got, there is uplift from going in there with the starting point as what are you facing,
what are your clients — if you’re a law firm, what are they facing, getting a deeper understanding of those issues, and then being able to bring the breadth of what you’ve heard
today to those clients. And it’s been remarkable, really, having that conversation. Right in that first conversation, you’re starting to work together on the problem. And so it really
— there’s going to be uplift, I would say, in virtually every situation. But I wouldn’t predict that it’s 10 to 15x historical revenues or anything like that. And it’s intensive. It’s
labor-intensive doing it. So yes, I think there’d be uplift across the platform, but I wouldn’t want to predict any — a given number. It’s just going to be very client-dependent.
 
 

Unidentified Participant -

I have 2 more questions, partly related. The first is on interest rates. You’ve talked about, specifically, bankruptcy, that if the rates go up and go beyond a certain level, you could
get more telecom-related burdens. Within that interest rate scenario, is there a specific number for the tenure in today’s low-interest rate world, beyond which you would start to
see increasing debt loads begin to impact industries, number one? And in the retail industry environment, does interest rate really matter? Or is the Amazon effect going to help
you and your competitors longer term? That’s question one. And the second one, and I can repeat it, is, what sort of visibility do you have in your business overall? Typically, in a
consulting firm, you have a concept of book-to-bill. I know you have 5 different businesses. But as you stand at the beginning of the year, how much visibility do you have —
you needed as book-to-bill or any other kind of nonbalance sheet metric that you guys rely on?
 
 

Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

Want me take that one?
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Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

You, and then Ajay for the second one.
 
 
Carlyn R. Taylor FTI Consulting, Inc. - Global Co-Leader of Corporate Finance & Restructuring

So in certain industries — I mean, when you look at restructuring, restructurings are created by several different things. I like to call it bad management, bad deals, cyclical
trends, secular trends, and then sort of the capital markets big up and down, right? So it isn’t just interest rates. So you got all those going on at once. What we focus on is
industries in disruptions. So the secular trends, for example, retail, even if the economy is screaming healthy, retail is going through years of fundamental shift from bricks-and-
mortar to online. So that’s going to give us a long-term group of bankruptcies there. Telecom is still going through that, although there’s been huge consolidation. We see other
industries that go through commodity cycles, and we see those like energy and mining and so forth. So we’re very conscious of where those are coming. So I talked about in the
presentation this morning, we’ve invested heavily on the restructuring side in retail and health care, where we’re seeing a lot. And we’re also thinking about bulking up more in
auto because we see a lot coming there. So regardless of what’s happening with interest rates, you get these secular trends in certain sectors that drive a lot of restructurings in any
market. If you get an interest rate increase, we’ll get a huge, huge increase in restructurings across a lot of different industries.
 
 
Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

I don’t think you can look — I don’t look at it as a certain number. Granted, I would tell you, people talk about interest rates going up 0.5 points, it’s not going to have any
impact. But I don’t have a target out there to a certain number.
 
 
Ajay J. Sabherwal FTI Consulting, Inc. - CFO

Visibility. So sure, we have 3, 6 months. We know the jobs we are working. We know those — they will go on for sometimes 3 months, sometimes 6 months, sometimes longer.
But that’s where the — almost across the board, that’s where our sweet spot is in terms of visibility. But that still doesn’t mean that — you can’t predict that Toys “R” Us is going
to go bankrupt and that we were going to get hired. So you can have — even there, you can have — even with that visibility, you can have discontinuities, both on the upside and
the downside. You can’t — you are expecting a success fee. You think you’re going to get it, but the court date gets delayed because it’s at the end of the court date. They may
expect somebody else puts in an objection, and then it gets delayed further and could make a significant difference. So that’s — those are the reasons why there are — we don’t
give quarterly guidance, thank goodness. Even annual guidance is sometimes fraught with. But we must give guidance, we must give direction, and we must give the sustained
double-digit EPS growth over time for all the good reasons we’ve shared.
 
 
Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

So I think I’m going to turn it back to Steve just for a few closing remarks.
 
 
Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

Yes. Let me just actually answer one more question on that for a second. The only thing I would say on that is there is lots of that, but our business isn’t only driven by visibility
to the future. If you look at over a 2-year period, even if you have 0 visibility, our business is actually driven by the strength of our folks. So even if Chris has no visibility for the
first half of 2020, I’m pretty confident we’re going to have a lot of
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E Con business because there will be E Con jobs out there, this big, that big, and we’re the #1 E Con firm. So it’s the visibility in the actual book-to-bill, but it’s also something
about the brand we have in the marketplace. And so over any extended period of time, it’s actually driven more by our brand than the marketplace. So over any short period of
time, my poor friend here has to deal with your questions about why this quarter was it lower. Okay, does that help?

Can I — ladies and gentlemen, maybe you could step down and we’ll do one closing remark, okay? Thank you. Mark, can I ask you to grab this so I can find some room to not
trip? Thanks, Nancy. I can do it. It’s fine. It’s good. It’s good. Thank you. That’s good enough. I have enough room, thanks. We’ve made it to the end. I think — do we coffee or
something out there, Mollie?
 
 

Mollie Hawkes FTI Consulting, Inc. - MD of IR & Communications

Yes.
 
 

Steven H. Gunby FTI Consulting, Inc. - President, CEO & Director

For people who didn’t get a chance to ask all your questions, all of us will be staying around for a little while, happy to answer any other further questions. Let me take a minute
just to recap the day and maybe share just a slight tilt on the comments we’ve been making all day, and then we’ll go after the coffee, okay? So a recap, everybody remember this
slide. Okay, this is what we’ve done today. After Mollie’s inspiring opening, we had all the segment leaders come through. This was a long day. You got to see — made it a long
day for a purpose. You can give us feedback on whether it’s too long. But one of the reasons I thought it made sense to have a long day is for you to see all the leaders. Most of
the leaders you saw are new in their job in the last 18 months. These are folks who are owning the agenda going forward for the next 3, 5 years for this company, and I thought it
was — even as important as the content is for you to see these folks. This morning, you got to see each of the segments talk about where they saw they could take the business,
the conviction that they had. This afternoon, we had a panel discussion to talk about some of the crosscutting opportunities. You had Kevin to sort of start to talk about the power
of the region to the question that was asked about the power of the region to actually accelerate the growth. And I got a change to introduce you to Les going forward. And then
Ajay gave the financial returns and then we had the Q&A. And I’m going to take just 1 more minute to close.

You all have your own notes. You all have your own takeaways. Let me just share a couple of thoughts that, at least, you can reflect on. I hope when you listened to our people
you got a sense of who they are. They’re very different personalities, different conversational styles, some with British accent, some don’t. I think one of the things that I find
most powerful about this team is I believe they all embrace 4 characteristics: these are folks who are willing to name issues and solve issues. You can’t punt on this stuff. You
can’t wait for 20 years. This is not waiting for some revolution in the market to bail you out. In professional services, there’s so many different subsets. You need to be on top of
the business, naming issues and solving issues. At the same time, while you’re managing utilization, you need to be willing to bold — bet boldly. If Kevin has views on where
EMEA is going, he has to be willing and able to bet boldly even if it’s a near-term hit to utilization. That’s actually how we turned around EMEA, and that’s how
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we’re going to continue to grow EMEA going forward. You need people who are doing that with high ambitions, and you also need businesspeople. Not businesspeople with high
ambitions and theories, but businesspeople who know a good bet from a not-good bet. And on top of that and are managing it and drive the business, don’t let it unfold.

My confidence in this company is built off that leadership team. First, the point that great professional services firms should not have EBITDA dropping. Every great professional
services, every firm that I know of with this caliber of people can have EBITDA growing. And then secondly, that we now have the team to do it.

Come back to this slide. We’ve had disciplined use of cash. I believe this team will — is in the process right now of delivering adjusted EBITDA growth by organic means.

The results of that are 2. Because this is a shareholder conference, we’ve talked about sustained, double-digit EPS growth over time, and we need to. But that’s not the only value
that these people serve, and it’s not the only value that you want these people to serve because we are not a factory. This firm depends on people, on people loving to come to
work, feeling supported in coming to work, feeling that they are part of a vibrant growth enterprise. When we do the top things on there, we do — Ajay can report double-digit
EPS growth, but we can also have the money to occasionally invest behind low utilization people, who you think are going to be the next generation of growth, who are going to
be the foundation, who are going to be the next Kevin Hewitt or next Carlyn Taylor. And when you do that, people love coming to work, they love staying at this company, they
attract other people, and you’re in the virtuous circle of consulting, returns that allows you to invest behind great people that generates returns that allows you to invest in great
people. It is that virtuous loop that I believe we are now entering, and that leaves us in the position that the brightest days of FTI are ahead of us.

Thank you for your time. Please join us for coffee outside.
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