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FORWARD-LOOKING STATEMENTS
In this Annual Report on Form 10-K, unless the context otherwise requires, the terms “Huron,” “Company,” “we,” “us” and
“our” refer to Huron Consulting Group Inc. and its subsidiaries.
Statements in this Annual Report on Form 10-K that are not historical in nature, including those concerning the
Company’s current expectations about its future requirements and needs, are “forward-looking” statements as defined in
Section 21E of the Securities Exchange Act of 1934, as amended (the “Exchange Act”) and the Private Securities
Litigation Reform Act of 1995. Forward-looking statements are identified by words such as “may,” “should,” “expects,”
“provides,” “anticipates,” “assumes,” “can,” “will,” “meets,” “could,” “likely,” “intends,” “might,” “predicts,” “seeks,” “would,” “believes,”
“estimates,” “plans,” “continues,” or “outlook,” or similar expressions. These forward-looking statements reflect our current
expectations about our future requirements and needs, results, levels of activity, performance, or achievements. Some
of the factors that could cause actual results to differ materially from the forward-looking statements contained herein
include, without limitation: failure to achieve expected utilization rates, billing rates, and the number of
revenue-generating professionals; inability to expand or adjust our service offerings in response to market demands;
our dependence on renewal of client-based services; dependence on new business and retention of current clients and
qualified personnel; failure to maintain third-party provider relationships and strategic alliances; inability to license
technology to and from third parties; the impairment of goodwill; various factors related to income and other taxes;
difficulties in successfully integrating the businesses we acquire and achieving expected benefits from such
acquisitions; risks relating to privacy, information security, and related laws and standards; and a general downturn in
market conditions. These forward-looking statements involve known and unknown risks, uncertainties, and other
factors, including, among others, those described under Item 1A. "Risk Factors," that may cause actual results, levels
of activity, performance or achievements to be materially different from any anticipated results, levels of activity,
performance, or achievements expressed or implied by these forward-looking statements. We disclaim any obligation
to update or revise any forward-looking statements as a result of new information or future events, or for any other
reason.
PART I 
ITEM 1.BUSINESS.
OVERVIEW
Huron is a global consultancy that helps clients drive growth, enhance performance and sustain leadership in the
markets they serve. We partner with clients to develop strategies and implement solutions that enable the
transformative change our clients need to own their future.
We are headquartered in Chicago, Illinois, with additional locations in the United States in California, Colorado, the
District of Columbia, Florida, Massachusetts, Michigan, New York, Oregon, Texas, and Wisconsin and abroad in
Canada, India, Singapore, Switzerland, and the United Kingdom.
OUR SERVICES
We provide professional services through three operating segments: Healthcare, Business Advisory, and Education.
For the year ended December 31, 2018, we derived 46%, 30%, and 24% of our revenues from Healthcare, Business
Advisory, and Education, respectively.
Healthcare
Our Healthcare segment has a depth of expertise in care transformation, financial and operational excellence,
technology and analytics, and leadership development. We serve national and regional hospitals and integrated health
systems, academic medical centers, community hospitals, and medical groups. Our solutions help clients evolve and
adapt to the rapidly changing healthcare environment and achieve growth, optimize performance, enhance
profitability, improve quality and clinical outcomes, align leaders, improve organizational culture, and drive
physician, patient, and employee engagement across the enterprise to deliver better consumer outcomes.
We help organizations transform and innovate their delivery model to focus on patient wellness by improving quality
outcomes, minimizing care variation and fundamentally improving patient and population health. Our consultants
partner with clients to help build and sustain today’s business to invest in the future by reducing complexity, improving
operational efficiency and growing market share. We enable the healthcare of the future by identifying, integrating
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and optimizing technology investments to collect data that transforms care delivery and improves patient outcomes.
We also develop future leaders capable of driving meaningful operational and organizational change and who
transform the consumer experience.
Business Advisory
Our Business Advisory segment provides services to large and middle market organizations, not-for-profit
organizations, lending institutions, law firms, investment banks and private equity firms. We assist clients in a broad
range of industries and across the spectrum from healthy, well-capitalized companies to organizations in transition, as
well as creditors, equity owners, and other key constituents. Our Business
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Advisory professionals resolve complex business issues and enhance client enterprise value through a suite of services
including capital advisory, transaction advisory, operational improvement, restructuring and turnaround, valuation,
and dispute advisory. Our Enterprise Solutions and Analytics professionals deliver technology and analytic solutions
that enable organizations to manage and optimize their financial performance, operational efficiency, and client or
stakeholder experience. Our Strategy and Innovation professionals collaborate with clients across a range of industries
to identify new growth opportunities, build new ventures and capabilities, and accelerate organizational change. Our
Life Sciences professionals provide strategic solutions to help pharmaceutical, medical device, and biotechnology
companies deliver more value to patients, payers, and providers, and comply with regulations.
Education
Our Education segment provides consulting and technology solutions to higher education institutions and academic
medical centers. We partner with clients to address challenges relating to business and technology strategy, financial
management, operational and organizational effectiveness, research administration, and regulatory compliance. Our
institutional strategy, market research, budgeting and financial management, business operations and student life cycle
management solutions align missions with business priorities, improve quality and reduce costs institution-wide. Our
student solutions improve attraction, retention and graduation rates, increase student satisfaction and help generate
quality outcomes. Our technology strategy, enterprise applications, and analytic solutions transform and optimize
operations, deliver time and cost savings, and enhance the student experience. Our research enterprise solutions assist
clients in identifying and implementing institutional research strategy, optimizing clinical research operations,
improving financial management and cost reimbursement, improving service to faculty, and mitigating risk
compliance.
Huron is a Platinum level member of the Oracle PartnerNetwork (OPN), an Oracle Cloud Premier Partner within
North America, a Workday Services Partner, and a Gold level consulting partner with Salesforce.com.
OUR CLIENTS AND INDUSTRIES
We provide professional services to a wide variety of both financially sound and distressed organizations, including
healthcare organizations, leading academic and research institutions, large and mid-sized companies, and
governmental entities. In 2018, we served over 1,200 clients, including over 250 new clients.
Our clients are in a broad array of industries, including healthcare, education, pharmaceutical, biotech and medical
device, financial services, energy, oil and gas, technology, media and telecommunications, manufacturing, retail and
consumer products, automotive, hospitality, governmental, metals and mining, and aerospace.
EMPLOYEES
Our success depends on our ability to attract, engage, develop and retain highly talented professionals. We know that
by creating a work environment where employees can shape their futures, and individuals are rewarded not only for
their own contributions, but also for the success of our organization, we can accomplish these goals. We are focused
on advancing every facet of the employee experience, beginning with the recruiting process through post-employment
or retirement. We want to create a personalized experience for our people, where they are empowered, and can make
an impact. We have developed comprehensive programs incorporating learning opportunities, beginning with the
onboarding process and continuing throughout one’s career. We provide a competitive total rewards package including
benefits that are tailored to the unique needs of our employees. Our commitment to corporate social responsibility is
facilitated through our Huron Helping Hands program and the Diversity and Inclusion council.
Our employee population is divided into two groups: client-serving and support professionals. As of December 31,
2018, we had 3,269 full-time employees, including 147 client-serving managing directors. Our client-serving
employees serve as critical business advisors; collaborating with clients to help solve their most complex business
problems. Our managing directors are the key drivers of growth in our business, generating new revenue streams from
existing and new clients. They enhance our market reputation by partnering with clients as advisors and engagement
team leaders. Internally, they create our intellectual capital, develop our people, and are stewards of our culture. Our
senior directors, directors, and managers manage day-to-day client relationships, develop our people, nurture our
culture, and oversee the delivery and quality of our work product. Our associates and analysts gather and organize
data, conduct detailed analyses, and prepare presentations that synthesize and distill information to support
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recommendations we deliver to clients. Our support professionals include our senior management team as well as
those who provide sales support, methodology creation, software development, and corporate functions consisting of
our facilities, finance and accounting, human resources, information technology, legal, and marketing teams. These
employees provide strategic direction and support that enables the success of our client-serving employees. At
December 31, 2018, our support professionals team was led by 22 managing directors, executives and corporate vice
presidents.
In addition to our full-time client-serving employees, we engage temporary employees on an as-needed basis to
provide unique skill sets that are not required to be staffed on a full-time basis.
Supporting our professionals' career advancement is critical to our employee retention and engagement. As part of our
onboarding process, our employee experience team facilitates a robust and structured learning curriculum for newly
hired employees to develop and onboard
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them more effectively into the company. Leadership development programs are offered to recently promoted
employees to support their transition to and success in a new role with broader responsibility. In addition to these
milestone programs, we offer a variety of leadership development opportunities for those who exhibit the capability
and the desire to take on broader roles in the organization. We also provide a variety of continuing education
opportunities to our employees, through online and classroom environments, to further develop employees’
capabilities, including technical knowledge, people skills, team dynamics and coaching and developing others. We
encourage our employees to enhance their professional skills through external learning opportunities that certify their
technical skills and to pursue certain advanced degrees. Employees are matched with internal performance coaches
and mentors to help them grow in their careers, including identifying opportunities for professional development,
formal training, and technical skill certifications.
Our total rewards philosophy focuses on rewarding and retaining our high performing employees. To accomplish this,
we offer employees a competitive base salary, performance incentives and benefits.
Our incentive compensation plan is designed to recognize and reward performance of both the organization and
individuals and to ensure we retain our top performers. We take both practice and company financial performance into
consideration in the determination of bonus pool funding. At the practice level, the annual bonus pool is funded based
on achievement of its annual financial goals. The board of directors reviews and approves the total incentive
compensation pool for all practices in the context of the company’s overall financial performance. Individual bonus
awards are based on the practice’s financial performance, individual bonus targets, and the individual’s performance as
evaluated through our performance management process. The intent of the incentive compensation plan is to
differentiate rewards based on individual performance, ensuring that our top performers for the year receive incentives
that are commensurate with their contributions, which enables Huron to retain them and continue to provide our
clients with exceptional service. The incentive compensation plan for our named executive officers is funded based on
a blend of achievement of financial goals and strategic initiatives.
Managing directors’ individual compensation levels, including base salary and target incentive awards, are set to align
with the value of their expected contributions to the organization, including collaboration across practices. As the key
drivers of the organization’s success, their compensation is designed to include equity awards as a core component.
The use of equity is intended to encourage retention, align the interests of our managing directors with shareholders,
and help build wealth over a managing director's career at Huron through annual grants as well as stock price
appreciation.
Our benefit programs are designed to be both comprehensive, competitive and personalized to the needs of our
employees, such as a paid time off program that allows for flexibility and a travel reward program which recognizes
the significant travel commitment of our client-serving workforce. We provide opportunities that allow employees to
focus and care for their personal well-being that are aimed at providing tools and resources to focus on their physical,
financial, social, and emotional health given the demanding nature of their work. In addition, our health and welfare
plans, retirement benefits, and stock purchase plan, provide a core sense of security to our employees and their
families.
Our corporate social responsibility efforts are designed to support an individual’s charitable interests while also
providing a venue for our employees to come together to make an impact in the communities in which we live and
work. In addition, the Diversity and Inclusion council supports the needs of our growing employee population through
employee resource groups that provide corporate-wide educational opportunities, build awareness, celebrate our
differences, develop mentoring relationships, and ensure we are fostering a welcoming and engaging environment for
all employees.
BUSINESS DEVELOPMENT AND MARKETING
Our business development and marketing activities are aimed at cultivating relationships, generating leads, and
building a strong brand reputation with hospital, health system, and university administrators; offices of the C-suite;
and senior level influencers and decision makers of middle market and large corporate organizations. We believe
excellent service delivery to clients is critical to building and maintaining relationships and our brand reputation, and
we emphasize the importance of client service to all of our employees.
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Currently, we generate new business opportunities through the combination of relationships our managing directors
have with individuals working in healthcare organizations, academic and research institutions, and corporations, and
marketing lead generation activities. We also view market-based collaboration between our managing directors as a
key component in building our business. Often, the client relationship of a managing director in one area of our
business leads to opportunities in another area. All of our managing directors understand their roles in ongoing
relationship and business development, which is reinforced through our compensation and incentive programs. We
actively seek to identify new business opportunities and frequently receive referrals and repeat business from past and
current clients. In addition, to complement the business development efforts of our managing directors, we have
dedicated business development professionals who are focused exclusively on developing client relationships and
generating new business.
COMPETITION
The professional services industry is extremely competitive, highly fragmented, and constantly evolving. The industry
includes a large number of participants with a variety of skills and industry expertise, including other strategy,
business operations, technology, and financial consulting firms; general management consulting firms; the consulting
practices of major accounting firms; technical and economic advisory
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firms; regional and specialty consulting firms; and the internal professional resources of organizations. We compete
with a large number of service and technology providers in all of our segments. Our competitors vary, depending on
the particular practice area, and we expect to continue to face competition from new market entrants.
We believe the principal competitive factors in our market include reputation, the ability to attract and retain top
talent, the capacity to manage engagements effectively to drive high value to clients, and the ability to deliver
measurable and sustainable results. There is also competition on price, although to a lesser extent due to the criticality
of the issues that many of our services address. Some competitors have a greater geographic footprint, broader
international presence, and more resources than we do, but we believe our reputation and ability to deliver high-value,
quality service and measurable results to our clients across a balanced portfolio of services and attract and retain
employees with broad capabilities and deep industry expertise enable us to compete favorably in the professional
services marketplace.
AVAILABLE INFORMATION
We file annual, quarterly and current reports, proxy statements, and other information with the Securities and
Exchange Commission (the “SEC”). These filings are available on the SEC’s website at http://www.sec.gov.
Our principal Internet address is www.huronconsultinggroup.com. We make our annual reports on Form 10-K,
quarterly reports on Form 10-Q, current reports on Form 8-K, and any amendments to those reports filed or furnished
pursuant to Section 13(a) or 15(d) of the Securities Exchange Act of 1934 available through our website, free of
charge, as soon as reasonably practicable after we electronically file such material with, or furnish it to, the SEC.
We provide information about our business and financial performance, including our corporate profile, on our Investor
Relations website. Additionally, we webcast our earnings calls and certain events we participate in with members of
the investment community on our Investor Relations website. Further corporate governance information, including our
code of ethics, code of business conduct, corporate governance guidelines, and board committee charters, is also
available on our Investor Relations website. The content of our websites is not incorporated by reference into this
Annual Report on Form 10-K or in any other report or document we file with the SEC, and any references to our
websites are intended to be inactive textual references only.
ITEM 1A.RISK FACTORS.
The following discussion of risk factors may be important to understanding the statements in this Annual Report on
Form 10-K or elsewhere. The following information should be read in conjunction with Part II—Item 7. "Management’s
Discussion and Analysis of Financial Condition and Results of Operations” and the Consolidated Financial Statements
and related notes in this Annual Report on Form 10-K. Discussions about the important operational risks that our
business encounters can be found in Part II—Item 7. "Management’s Discussion and Analysis of Financial Condition and
Results of Operations.”
An inability to retain our senior management team and other managing directors would be detrimental to the success
of our business.
We rely heavily on our senior management team, our practice leaders, and other managing directors; our ability to
retain them is particularly important to our future success. Given the highly specialized nature of our services, the
senior management team must have a thorough understanding of our service offerings as well as the skills and
experience necessary to manage an organization consisting of a diverse group of professionals. In addition, we rely on
our senior management team and other managing directors to generate and market our business. Further, our senior
management’s and other managing directors’ personal reputations and relationships with our clients are a critical
element in obtaining and maintaining client engagements. Although we enter into non-solicitation agreements with
our senior management team and other managing directors, we generally do not enter into non-competition
agreements. Accordingly, members of our senior management team and our other managing directors are not
contractually prohibited from leaving or joining one of our competitors, and some of our clients could choose to use
the services of that competitor instead of our services. If one or more members of our senior management team or our
other managing directors leave and we cannot replace them with a suitable candidate quickly, we could experience
difficulty in securing and successfully completing engagements and managing our business properly, which could
harm our business prospects and results of operations.
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Our inability to hire and retain talented people in an industry where there is great competition for talent could have a
serious negative effect on our prospects and results of operations.
Our business involves the delivery of professional services and is highly labor-intensive. Our success depends largely
on our general ability to attract, develop, motivate, and retain highly skilled professionals. Further, we must
successfully maintain the right mix of professionals with relevant experience and skill sets as we continue to grow, as
we expand into new service offerings, and as the market evolves. The loss of a significant number of our
professionals, the inability to attract, hire, develop, train, and retain additional skilled personnel, or failure to maintain
the right mix of professionals could have a serious negative effect on us, including our ability to manage, staff, and
successfully
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complete our existing engagements and obtain new engagements. Qualified professionals are in great demand, and we
face significant competition for both senior and junior professionals with the requisite credentials and experience. Our
principal competition for talent comes from other consulting firms and accounting firms, as well as from organizations
seeking to staff their internal professional positions. Many of these competitors may be able to offer significantly
greater compensation and benefits or more attractive lifestyle choices, career paths, or geographic locations than we
do. Therefore, we may not be successful in attracting and retaining the skilled consultants we require to conduct and
expand our operations successfully. Increasing competition for these revenue-generating professionals may also
significantly increase our labor costs, which could negatively affect our margins and results of operations.
Additional hiring, departures, business acquisitions and dispositions could disrupt our operations, increase our costs or
otherwise harm our business.
Our business strategy is dependent in part upon our ability to grow by hiring individuals or groups of individuals and
by acquiring complementary businesses. However, we may be unable to identify, hire, acquire, or successfully
integrate new employees and acquired businesses without substantial expense, delay, or other operational or financial
obstacles. From time to time, we will evaluate the total mix of services we provide and we may conclude that
businesses may not achieve the results we previously expected. Competition for future hiring and acquisition
opportunities in our markets could increase the compensation we offer to potential employees or the prices we pay for
businesses we wish to acquire. In addition, we may be unable to achieve the financial, operational, and other benefits
we anticipate from any hiring or acquisition, as well as any disposition, including those we have completed so far.
New acquisitions could also negatively impact existing practices and cause current employees to depart. Hiring
additional employees or acquiring businesses could also involve a number of additional risks, including:

• the diversion of management’s time, attention, and resources from managing and marketing our
Company;

•the failure to retain key acquired personnel or existing personnel who may view the acquisition unfavorably;
•the potential loss of clients of acquired businesses;
•the need to compensate new employees while they wait for their restrictive covenants with other institutions to expire;

•the potential need to raise significant amounts of capital to finance a transaction or the potential issuance of equitysecurities that could be dilutive to our existing stockholders;
•increased costs to improve, coordinate, or integrate managerial, operational, financial, and administrative systems;
•the potential assumption of liabilities of an acquired business;
•the inability to attain the expected synergies with an acquired business;

•the usage of earn-outs based on the future performance of our business acquisitions may deter the acquired companyfrom fully integrating into our existing business;

•the perception of inequalities if different groups of employees are eligible for different benefits and incentives or aresubject to different policies and programs; and

•difficulties in integrating diverse backgrounds and experiences of consultants, including if we experience a transitionperiod for newly hired consultants that results in a temporary drop in our utilization rates or margins.
All of our acquisitions have been accounted for as purchases, some of which involved purchase prices well in excess
of tangible asset values, resulting in the creation of a significant amount of goodwill and other intangible assets. Under
generally accepted accounting principles, we do not amortize goodwill or intangible assets acquired in a business
combination that are determined to have indefinite useful lives, but instead review them annually (or more frequently
if impairment indicators arise) for impairment. To the extent that we determine that such an asset has been impaired,
we will write down its carrying value on our balance sheet and book a non-cash impairment charge in our statement of
earnings. If, as a result of acquisitions or otherwise, the amount of intangible assets being amortized increases, so will
our amortization charges in future periods.
Also, selling practices and shutting down operations present similar challenges in a service business. Dispositions not
only require management’s time, but they can impair existing relationships with clients or otherwise affect client
satisfaction, particularly in situations where the divestiture eliminates only part of the complement of consulting
services provided to a client. Dispositions may also involve continued financial involvement, as we may be required to
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retain responsibility for, or agree to indemnify buyers against, liabilities related to a business sold. For example, in
connection with the sale of our Huron Legal segment to Consilio, Inc., which was completed on December 31, 2015,
we have contractually agreed to indemnify the buyer against certain liabilities. If we fail to successfully address these
risks, our ability to compete may be impaired and our results of operations may be adversely affected.

5

Edgar Filing: Huron Consulting Group Inc. - Form 10-K

13



Table of Contents

Our goodwill and other intangible assets represent a substantial amount of our total assets, and we may be required to
recognize a non-cash impairment charge for these assets if the performance of one or more of our reporting units falls
below our expectations.
Our total assets reflect a substantial amount of intangible assets, primarily goodwill. At December 31, 2018, goodwill
and other intangible assets totaled $693.1 million, or 66%, of our total assets. Goodwill results from our acquisitions,
representing the excess of the fair value of consideration transferred over the fair value of the net assets acquired. We
test goodwill for impairment at the reporting unit level, annually and whenever events or circumstances make it more
likely than not that an impairment may have occurred. Intangible assets other than goodwill represent purchased assets
that lack physical substance but can be distinguished from goodwill. Our intangible assets primarily consist of
customer relationships, trade names, customer contracts, technology and software, non-competition agreements, and
publishing content, all of which were acquired through business combinations. We evaluate our intangible assets for
impairment whenever events or changes in circumstances indicate that the carrying amount of the assets may not be
recoverable. No impairment charges for intangible assets were recorded in 2017 and 2018.
During the year ended 2018, we did not record any non-cash goodwill impairment charges. Pursuant to our policy, we
performed our annual goodwill impairment test as of November 30, 2018 for our five reporting units with goodwill
balances: Healthcare, Education, Business Advisory, Strategy and Innovation, and Life Sciences. We performed a
qualitative assessment over all reporting units to determine if it was more likely than not the respective fair values of
these reporting units were less than their carrying amounts, including goodwill.
For our qualitative assessment, we considered the most recent quantitative analysis performed for each reporting unit,
which was as of November 30, 2017, including the key assumptions used within that analysis, the indicated fair
values, and the amount by which those fair values exceeded their carrying amounts. One of the key assumptions used
within the prior quantitative analysis was our internal financial projections; therefore, we considered the actual
performance of each reporting unit during 2018 compared to the internal financial projections used, as well as specific
outlooks for each reporting unit based on our most recent internal financial projections. We also considered the
market-based valuation multiples used in the market approach within our prior quantitative analysis, which were
derived from guideline companies, and noted that the valuation multiples generally increased over the past year. We
also reviewed the current carrying value of each reporting unit in comparison to the carrying values as of the prior
quantitative analysis. In addition, we considered various factors, including macroeconomic conditions, relevant
industry and market trends for each reporting unit, and other entity-specific events, that could indicate a potential
change in the fair value of our reporting units or the composition of their carrying values. Based on our assessments,
we determined that it was more likely than not that the fair values for each of our reporting units exceeded their
respective carrying amounts. As such, the goodwill for our reporting units was not considered impaired as of
November 30, 2018, and a quantitative goodwill impairment analysis was not necessary. Further, we evaluated
whether any events have occurred or any circumstances have changed since November 30, 2018 that would indicate
goodwill may have become impaired since our annual impairment test. Based on our evaluation as of December 31,
2018, we determined that no indications of impairment have arisen since our annual goodwill impairment test.
Determining the fair value of a reporting unit requires us to make significant judgments, estimates, and assumptions.
While we believe that the estimates and assumptions underlying our valuation methodology are reasonable, these
estimates and assumptions could have a significant impact on whether or not a non-cash goodwill impairment charge
is recognized and also the magnitude of any such charge. The results of an impairment analysis are as of a point in
time. There is no assurance that the actual future earnings or cash flows of our reporting units will be consistent with
our projections. We will monitor any changes to our assumptions and will evaluate goodwill as deemed warranted
during future periods. Any significant decline in our operations could result in additional non-cash goodwill
impairment charges.
During 2017, we recorded $253.1 million of non-cash goodwill impairment charges. Of the $253.1 million, $208.1
million related to our Healthcare reporting unit and $45.0 million related to our Enterprise Solutions and Analytics
reporting unit which is included in our Business Advisory segment.
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Refer to “Critical Accounting Policies” within Part I - Item 2. “Management’s Discussion and Analysis of Financial
Condition and Results of Operations” and Note 4 “Goodwill and Intangible Assets” within the notes to our consolidated
financial statements for further discussion of our business combinations, goodwill, intangible assets, and impairment
tests performed in 2018 and 2017.
Changes in capital markets, legal or regulatory requirements, and general economic or other factors beyond our
control could reduce demand for our services, in which case our revenues and profitability could decline.
A number of factors outside of our control affect demand for our services. These include:
•fluctuations in U.S. and global economies;
•the U.S. or global financial markets and the availability, costs, and terms of credit;
•changes in laws and regulations; and
•other economic factors and general business conditions.
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We are not able to predict the positive or negative effects that future events or changes to the U.S. or global economy,
financial markets, or regulatory and business environment could have on our operations.
Changes in U.S. tax laws could have a material adverse effect on our business, cash flow, results of operations and
financial condition.
We are subject to income and other taxes in the U.S. at the state and federal level and also in foreign jurisdictions.
Changes in applicable U.S. state, federal or foreign tax laws and regulations, or their interpretation and application,
could materially affect our tax expense and profitability.
On December 22, 2017, the President of the United States signed into law the Tax Cuts and Jobs Act (“2017 Tax
Reform”), a tax reform bill which contains significant changes to corporate taxation, including a reduction in the
current corporate federal income tax rate from 35% to 21%, additional limitations on the tax deductibility of interest,
substantial changes to the taxation of foreign earnings, and modification or repeal of many business deductions and
credits. The changes included in the 2017 Tax Reform are broad and complex. While our financial statements as of
and for the year ended December 31, 2018 reflect the impact due to the 2017 Tax Reform, additional regulatory and
interpretive guidance, as well as any statutory technical corrections that are subsequently enacted, may have a material
adverse effect on our business, cash flow, results of operations, financial condition, as well as our effective income tax
rate.
Future changes in tax laws, treaties or regulations, and their interpretation or enforcement, may be unpredictable,
particularly as taxing jurisdictions face an increasing number of political, budgetary and other fiscal challenges. Tax
rates in the jurisdictions in which we operate may change as a result of macroeconomic and other factors outside of
our control, making it increasingly difficult for multinational corporations like ourselves to operate with certainty
about taxation in many jurisdictions. As a result, we could be materially adversely affected by future changes in tax
law or policy (or in their interpretation or enforcement) in the jurisdictions where we operate, including the United
States, which could have a material adverse effect on our business, cash flow, results of operations, financial
condition, as well as our effective income tax rate.
If we are unable to manage fluctuations in our business successfully, we may not be able to sustain profitability.
We have grown significantly since we commenced operations and have increased the number of our full-time
professionals from 249 in 2002 to 3,269 as of December 31, 2018. Additionally, our considerable growth has placed
demands on our management and our internal systems, procedures, and controls and will continue to do so in the near
future. To successfully manage growth, we must periodically adjust and strengthen our operating, financial,
accounting, and other systems, procedures, and controls, which could increase our costs and may adversely affect our
gross profits and our ability to sustain profitability if we do not generate increased revenues to offset the costs. As a
public company, our information and control systems must enable us to prepare accurate and timely financial
information and other required disclosures. If we discover deficiencies in our existing information and control systems
that impede our ability to satisfy our reporting requirements, we must successfully implement improvements to those
systems in an efficient and timely manner.
Although we have generated positive earnings since we became a public company, we may not sustain profitability in
the future. Additionally, the nature of our services and the general economic environment make it difficult to predict
our future operating results. To sustain profitability, we must:
•attract, integrate, retain, and motivate highly qualified professionals;
•achieve and maintain adequate utilization and suitable billing rates for our revenue-generating professionals;
•expand our existing relationships with our clients and identify new clients in need of our services;
•successfully resell engagements and secure new engagements every year;
•maintain and enhance our brand recognition; and

•adapt quickly to meet changes in our markets, our business mix, the economic environment, the credit markets, andcompetitive developments.
Our financial results could suffer if we are unable to achieve or maintain adequate utilization and suitable billing rates
for our consultants, or if we are unable to deliver our services due to natural disasters.
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Our profitability depends to a large extent on the utilization and billing rates of our professionals. Utilization of our
professionals is affected by a number of factors, including:
•the number and size of client engagements;
•the timing of the commencement, completion and termination of engagements, which in many cases is unpredictable;
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•our ability to transition our consultants efficiently from completed engagements to new engagements;

•the hiring of additional consultants because there is generally a transition period for new consultants that results in atemporary drop in our utilization rate;
•unanticipated changes in the scope of client engagements;
•our ability to forecast demand for our services and thereby maintain an appropriate level of consultants; and
•conditions affecting the industries in which we practice as well as general economic conditions.
The billing rates of our consultants that we are able to charge are also affected by a number of factors, including:
•our clients’ perception of our ability to add value through our services;
•the market demand for the services we provide;

•an increase in the number of engagements in the government sector, which are subject to federal contractingregulations;
•introduction of new services by us or our competitors;
•our competition and the pricing policies of our competitors; and
•current economic conditions.
If we are unable to achieve and maintain adequate overall utilization as well as maintain or increase the billing rates
for our consultants, our financial results could materially suffer. In addition, our consultants oftentimes perform
services at the physical locations of our clients. If there are natural disasters, disruptions to travel and transportation or
problems with communications systems, our ability to perform services for, and interact with, our clients at their
physical locations may be negatively impacted which could have an adverse effect on our business and results of
operations.
Our quarterly results of operations have fluctuated in the past and may continue to fluctuate in the future as a result of
certain factors, some of which may be outside of our control.
A key element of our strategy is to market our products and services directly to certain large organizations, such as
health systems and acute care hospitals, and to increase the number of our products and services utilized by existing
clients. The sales cycle for some of our products and services is often lengthy and may involve significant
commitment of client personnel. As a consequence, the commencement date of a client engagement often cannot be
accurately forecasted. As discussed below, certain of our client contracts contain terms that result in revenue that is
deferred and cannot be recognized until the occurrence of certain events. As a result, the period of time between
contract signing and recognition of associated revenue may be lengthy, and we are not able to predict with certainty
the period in which revenue will be recognized.
Certain of our contracts provide that some portion or all of our fees are at risk if our services do not result in the
achievement of certain performance targets.
To the extent that any revenue is contingent upon the achievement of a performance target, we recognize such revenue
using the following steps: 1) estimate variable consideration using a probability-weighted assessment of the fees to be
earned, 2) apply a constraint to the estimated variable consideration to limit the amount that could be reversed when
the uncertainty is resolved, and 3) recognize revenue of estimated variable consideration, net of the constraint, based
on work completed to-date versus our estimates of the total services to be provided under the engagement. This 3-step
process requires us to make significant management judgments, estimates, and assumptions. While we believe that the
estimates and assumptions we have used for revenue recognition are reasonable, subsequent changes could have a
material impact to our future financial results.
Fee discounts, pressure to not increase or even decrease our rates, and less advantageous contract terms could result in
the loss of clients, lower revenues and operating income, higher costs, and less profitable engagements. More
discounts or write-offs than we expect in any period would have a negative impact on our results of operations.
Other fluctuations in our quarterly results of operations may be due to a number of other factors, some of which are
not within our control, including:

•the timing and volume of client invoices processed and payments received, which may affect the fees payable to usunder certain of our engagements;
•client decisions regarding renewal or termination of their contracts;
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•the amount and timing of costs related to the development or acquisition of technologies or businesses; and
•unforeseen legal expenses, including litigation and other settlement gains or losses.
We base our annual employee bonus expense upon our expected annual adjusted earnings before interest, taxes,
depreciation and amortization (“EBITDA”) for that year. If we experience lower adjusted EBITDA in a quarter without
a corresponding change to our full-year adjusted EBITDA expectation, our estimated bonus expense will not be
reduced, which will have a negative impact on our quarterly results of operations for that quarter. Our quarterly results
of operations may vary significantly and period-to-period comparisons of our results of operations may not be
meaningful. The results of one quarter should not be relied upon as an indication of future performance. If our
quarterly results of operations fall below the expectations of securities analysts or investors, the price of our common
stock could decline substantially.
Revenues from our performance-based engagements are difficult to predict, and the timing and extent of recovery of
our costs is uncertain.
We have engagement agreements under which our fees include a significant performance-based component.
Performance-based fees are contingent on the achievement of specific measures, such as our clients meeting
cost-saving or other contractually-defined goals. The achievement of these contractually-defined goals may be subject
to acknowledgment by the client and is often impacted by factors outside of our control, such as the actions of the
client or other third parties. To the extent that any revenue is contingent upon the achievement of a performance
target, we recognize such revenue using the following steps: 1) estimate variable consideration using a
probability-weighted assessment of the fees to be earned, 2) apply a constraint to the estimated variable consideration
to limit the amount that could be reversed when the uncertainty is resolved, and 3) recognize revenue of estimated
variable consideration, net of the constraint, based on work completed to-date versus our estimates of the total services
to be provided under the engagement. This 3-step process requires us to make significant management judgments,
estimates, and assumptions. While we believe that the estimates and assumptions we have used for revenue
recognition are reasonable, subsequent changes could have a material impact to our future financial results. The
percentage of our revenues derived from performance-based fees for the years ended December 31, 2018, 2017, and
2016, was 6.1%, 4.9%, and 8.9%, respectively. A greater number of performance-based fee arrangements may result
in increased volatility in our working capital requirements and greater variations in our quarter-to-quarter results,
which could affect the price of our common stock. In addition, an increase in the proportion of performance-based fee
arrangements may temporarily offset the positive effect on our operating results from an increase in our utilization rate
until the related revenues are recognized.
The profitability of our fixed-fee engagements with clients may not meet our expectations if we underestimate the cost
of these engagements.
When making proposals for fixed-fee engagements, we estimate the costs and timing for completing the engagements.
These estimates reflect our best judgment regarding the efficiencies of our methodologies and consultants as we plan
to deploy them on engagements. Any increased or unexpected costs or unanticipated delays in connection with the
performance of fixed-fee engagements, including delays caused by factors outside our control, could make these
contracts less profitable or unprofitable, which would have an adverse effect on our profit margin. For the years ended
December 31, 2018, 2017, and 2016, fixed-fee engagements represented 47.4%, 46.7%, and 47.4% of our revenues,
respectively.
Our business is becoming increasingly dependent on information technology and will require additional investments
in order to grow and meet the demands of our clients.
We depend on the use of sophisticated technologies and systems. Some of our practices provide services that are
increasingly dependent on the use of software applications and systems that we do not own and could become
unavailable. Moreover, our technology platforms will require continuing investments by us in order to expand existing
service offerings and develop complementary services. Our future success depends on our ability to adapt our services
and infrastructure while continuing to improve the performance, features, and reliability of our services in response to
the evolving demands of the marketplace.
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Adverse changes to our relationships with key third-party vendors, or in the business of our key third-party vendors,
could unfavorably impact our business.
A portion of our services and solutions depend on technology or software provided by third-party vendors. Some of
these third-party vendors refer potential clients to us, and others require that we obtain their permission prior to
accessing their software while performing services for our clients. These third-party vendors could terminate their
relationship with us without cause and with little or no notice, which could limit our service offerings and harm our
financial condition and operating results. In addition, if a third-party vendor’s business changes or is reduced, that
could adversely affect our business. Moreover, if third-party technology or software that is important to our business
does not continue to be available or utilized within the marketplace, or if the services that we provide to clients is no
longer relevant in the marketplace, our business may be unfavorably impacted.
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We could experience system failures, service interruptions, or security breaches that could negatively impact our
business.
Our organization is comprised of employees who work on matters throughout the United States and overseas. Our
technology platform is a “virtual office” from which we all operate. We may be subject to disruption to our operating
systems from technology events that are beyond our control, including the possibility of failures at third-party data
centers, disruptions to the Internet, natural disasters, power losses, and malicious attacks. In addition, despite the
implementation of security measures, our infrastructure and operating systems, including the Internet and related
systems, may be vulnerable to physical break-ins, hackers, improper employee or contractor access, computer viruses,
programming errors, denial-of-service attacks, or other attacks by third parties seeking to disrupt operations or
misappropriate information or similar physical or electronic breaches of security. While we have taken and are taking
reasonable steps to prevent and mitigate the damage of such events, including implementation of system security
measures, information backup, and disaster recovery processes, those steps may not be effective and there can be no
assurance that any such steps can be effective against all possible risks. We will need to continue to invest in
technology in order to achieve redundancies necessary to prevent service interruptions. Access to our systems as a
result of a security breach, the failure of our systems, or the loss of data could result in legal claims or proceedings,
liability, or regulatory penalties and disrupt operations, which could adversely affect our business and financial
results.
Our reputation could be damaged and we could incur additional liabilities if we fail to protect client and employee
data through our own accord or if our information systems are breached.
We rely on information technology systems to process, transmit, and store electronic information and to communicate
among our locations around the world and with our clients, partners, and employees. These locations include Canada,
the United Kingdom, Switzerland, Singapore, and India, all of which have their own either recently updated or
potential new data protection laws. The breadth and complexity of this infrastructure increases the potential risk of
security breaches which could lead to potential unauthorized disclosure of confidential information.
In providing services to clients, we may manage, utilize, and store sensitive or confidential client or employee data,
including personal data and protected health information. As a result, we are subject to numerous laws and regulations
designed to protect this information, such as the U.S. federal and state laws governing the protection of health or other
personally identifiable information, including the Health Insurance Portability and Accountability Act (HIPAA), and
international laws such as the European Union's General Data Protection Regulation (GDPR), which became
enforceable in 2018. In addition, many states, U.S. federal governmental authorities and non-U.S. jurisdictions have
adopted, proposed or are considering adopting or proposing, additional data security and/or data privacy statutes or
regulations. Continued governmental focus on data security and privacy may lead to additional legislative and
regulatory action, which could increase the complexity of doing business. The increased emphasis on information
security and the requirements to comply with applicable U.S. and foreign data security and privacy laws and
regulations may increase our costs of doing business and negatively impact our results of operations.
These laws and regulations are increasing in complexity and number. If any person, including any of our employees or
third-party vendors, negligently disregards or intentionally breaches our established controls or contractual obligations
with respect to client or employee data, or otherwise mismanages or misappropriates that data, we could be subject to
significant monetary damages, regulatory enforcement actions, fines, and/or criminal prosecution. We maintain
certain insurance coverages for cybersecurity incidents through our directors and officers insurance policy, in amounts
we believe to be reasonable and at a cost that is included in our general insurance premiums.
In addition, unauthorized disclosure of sensitive or confidential client or employee data, whether through systems
failure, employee negligence, fraud, or misappropriation, could damage our reputation and cause us to lose clients and
their related revenue in the future.
Our international expansion could result in additional risks.
We operate both domestically and internationally, including in Canada, Europe, Asia, and the Middle East. Although
historically our international operations have been limited, we intend to continue to expand internationally. Such
expansion may result in additional risks that are not present domestically and which could adversely affect our
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•compliance with additional U.S. regulations and those of other nations applicable to international operations;
•cultural and language differences;
•employment laws and rules and related social and cultural factors;

•losses related to start-up costs, lack of revenue, higher costs due to low utilization, and delays in purchase decisionsby prospective clients;

•currency fluctuations between the U.S. dollar and foreign currencies, which are harder to predict in the currentadverse global economic climate;
•restrictions on the repatriation of earnings;
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•potentially adverse tax consequences and limitations on our ability to utilize losses generated in our foreignoperations;
•different regulatory requirements and other barriers to conducting business;
•different or less stable political and economic environments;
•greater personal security risks for employees traveling to or located in unstable locations; and
•civil disturbances or other catastrophic events.
Further, conducting business abroad subjects us to increased regulatory compliance and oversight. For example, in
connection with our international operations, we are subject to laws prohibiting certain payments to governmental
officials, such as the Foreign Corrupt Practices Act. A failure to comply with applicable regulations could result in
regulatory enforcement actions as well as substantial civil and criminal penalties assessed against us and our
employees.
Our obligations under the Amended Credit Agreement are secured by a pledge of certain of the equity interests in our
subsidiaries and a lien on substantially all of our assets and those of our subsidiary grantors. If we default on these
obligations, our lenders may foreclose on our assets, including our pledged equity interest in our subsidiaries.
We entered into a second amended and restated security agreement with Bank of America (the “Security Agreement”)
and a second amended and restated pledge agreement (the “Pledge Agreement”) in connection with our entry into the
Second Amended and Restated Credit Agreement, dated as of March 31, 2015 (as amended and restated, the “Amended
Credit Agreement”). Pursuant to the Security Agreement and to secure our obligations under the Amended Credit
Agreement, we granted our lenders a first-priority lien, subject to permitted liens, on substantially all of the personal
property assets that we and the subsidiary grantors own. Pursuant to the Pledge Agreement, we granted our lenders a
security interest in 100% of the voting stock or other equity interests in our domestic subsidiaries and 65% of the
voting stock or other equity interests in certain of our foreign subsidiaries. If we default on our obligations under the
Amended Credit Agreement, our lenders could accelerate our indebtedness and may be able to exercise their liens on
the equity interests subject to the Pledge Agreement and their liens on substantially all of our assets and the assets of
our subsidiary grantors, which would have a material adverse effect on our business, operations, financial condition,
and liquidity. In addition, the covenants contained in the Amended Credit Agreement impose restrictions on our
ability to engage in certain activities, such as the incurrence of additional indebtedness, certain investments, certain
acquisitions and dispositions, and the payment of dividends.
Our indebtedness could adversely affect our ability to raise additional capital to fund our operations and obligations,
expose us to interest rate risk to the extent of our variable-rate debt, and adversely affect our financial results.
At December 31, 2018, we had outstanding indebtedness of $250 million principal amount of our 1.25% convertible
senior notes due October 1, 2019, $50.0 million on our revolving line of credit that becomes due and payable in full
upon maturity on March 23, 2023, and $4.4 million principal amount of our promissory note due March 1, 2024. Our
ability to make scheduled payments of the principal, to pay interest, to make payments upon conversion, or to
refinance our indebtedness, depends on our future performance. Our business may not continue to generate cash flow
from operations in the future sufficient to satisfy our obligations under our current indebtedness and any future
indebtedness we may incur and to make necessary capital expenditures. If we are unable to generate such cash flow,
we may be required to adopt one or more alternatives, such as reducing or delaying investments or capital
expenditures, selling assets, refinancing, or obtaining additional equity capital on terms that may be onerous or highly
dilutive. Our ability to refinance our current indebtedness or future indebtedness will depend on the capital markets
and our financial condition at such time. We may not be able to engage in any of these activities or engage in these
activities on desirable terms, which could result in a default on the current indebtedness or future indebtedness.
In addition, our indebtedness, combined with our other financial obligations and contractual commitments, could have
other important consequences. For example, it could:
•expose us to the risk of increased interest rates because some of our borrowings are at variable interest rates;

•make us more vulnerable to adverse changes in general U.S. and worldwide economic, industry, and competitiveconditions and adverse changes in government regulation;
•
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and our industry;

•place us at a disadvantage compared to our competitors who have less debt or have better access to capital resources;and

•
require us to dedicate a larger portion of our cash from operations to service our indebtedness and thus reduce the
level of cash for other purposes such as funding working capital, strategic acquisitions, capital expenditures, and other
general corporate purposes.
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Any of these factors could materially and adversely affect our business, financial condition, and results of operations.
In addition, if we incur additional indebtedness, the risks related to our business and our ability to service or repay our
indebtedness would increase.
The accounting method for convertible debt securities that may be settled in cash, such as our convertible notes, could
have a material effect on our reported financial results.
Under GAAP, an entity must separately account for the debt component and the embedded conversion option of
convertible debt instruments that may be settled entirely or partially in cash upon conversion, such as our convertible
notes, in a manner that reflects a company’s economic interest cost. The effect of the accounting treatment for such
instruments is that the value of such embedded conversion option would be treated as an original issue discount for
purposes of accounting for the debt component of the notes and that original issue discount is amortized into interest
expense over the term of the notes using an effective yield method. As a result, over the term of our convertible notes,
we will initially be required to record a greater amount of non-cash interest expense. Accordingly, we will report
lower net income in our financial results because of the recognition of both the current period’s amortization of the
debt discount and our convertible notes’ coupon interest, which could adversely affect our reported or future financial
results, the trading price of our common stock, and the trading price of our convertible notes.
Under certain circumstances, the shares of common stock underlying convertible debt instruments (such as our
convertible notes) that may be settled entirely or partially in cash are reflected in earnings per share utilizing the
treasury stock method, the effect of which is that such shares of common stock are not included in the calculation of
diluted earnings per share except to the extent that the conversion value of the notes exceeds their principal amount at
the end of the reporting period. Under the treasury stock method, for diluted earnings per share purposes, our
convertible notes are accounted for as if the number of shares of common stock that would be necessary to settle such
excess, if we elected to settle such excess in shares of common stock, are issued. The accounting standards in the
future may not continue to permit the use of the treasury stock method. If we are unable to use the treasury stock
method in accounting for the shares of common stock issuable upon conversion of our convertible notes, then our
diluted earnings per share could be adversely affected.
We may not have the ability to raise the funds necessary to pay the amount of cash due upon conversion of our
convertible notes, if relevant, or the fundamental change repurchase price due when a holder submits its convertible
notes for repurchase upon the occurrence of a fundamental change, and our debt may contain limitations on our ability
to pay cash upon conversion or required repurchase of our convertible notes.
Upon the occurrence of a fundamental change as defined in the indenture governing our convertible notes, holders of
our convertible notes may require us to repurchase, for cash, all or a portion of their convertible notes at a repurchase
price equal to 100% of their principal amount, plus accrued and unpaid interest, if any. In addition, upon conversion of
our convertible notes, we will be required to make cash payments in respect of our convertible notes being converted,
including if the conditional conversion feature of our convertible notes is triggered, unless we elect to deliver solely
shares of our common stock to settle such conversion.
We may not have sufficient financial resources, or may be unable to arrange financing, to pay the fundamental change
repurchase price if holders of our convertible notes submit their convertible notes for purchase by us upon the
occurrence of a fundamental change or to pay the amount of cash (if any) due if holders of our convertible notes
surrender their convertible notes for conversion. In addition, the occurrence of a fundamental change may cause an
event of default under agreements governing our or our subsidiaries’ indebtedness. Agreements governing any of our
future debt may restrict our ability to make each of the required cash payments even if we have sufficient funds to
make them. Furthermore, our ability to purchase our convertible notes or to pay cash (if any) due upon the conversion
of our convertible notes may be limited by law or regulatory authorities. In addition, if we fail to repurchase our
convertible notes or to pay the amount of cash (if any) due upon conversion of our convertible notes, we will be in
default under the indenture. A default under the indenture or the fundamental change itself could also lead to a default
under agreements governing our other indebtedness, which in turn may result in the acceleration of such other
indebtedness we may then have outstanding. If the repayment of the other indebtedness were to be accelerated, we
may not have sufficient funds to repay that indebtedness and to repurchase our convertible notes or to pay the amount
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The fundamental change provisions associated with our convertible notes may delay or prevent an otherwise
beneficial takeover attempt of us.
The fundamental change purchase rights, which will allow holders of our convertible notes to require us to repurchase
all or a portion of their convertible notes upon the occurrence of a fundamental change, and the provisions requiring
an increase to the conversion rate for conversions in connection with certain other circumstances may delay or prevent
a takeover of us that might otherwise be beneficial to investors.

12

Edgar Filing: Huron Consulting Group Inc. - Form 10-K

27



Table of Contents

The convertible note hedge transactions and the warrant transactions may affect the value of our convertible notes and
our common stock.
In connection with the pricing of our convertible notes, we entered into privately negotiated convertible note hedge
transactions with affiliates of Merrill Lynch, Pierce, Fenner & Smith Incorporated and J.P. Morgan Securities as
hedge counterparties. The convertible note hedge transactions collectively cover, subject to customary anti-dilution
adjustments, the number of shares of common stock that initially underlie our convertible notes. We also entered into
separate privately negotiated warrant transactions with the hedge counterparties relating to the same number of shares
of our common stock, subject to customary anti-dilution adjustments.
We expect that the hedge counterparties and/or their affiliates may modify their hedge positions with respect to the
convertible note hedge transactions and the warrant transactions from time to time by purchasing and/or selling shares
of our common stock and/or our convertible notes in privately negotiated transactions and/or open market transactions
or by entering into and/or unwinding various over-the-counter derivative transactions with respect to our common
stock. This activity could also cause or prevent an increase or decrease in the market value of our common stock. In
addition, the hedge counterparties and/or their affiliates may choose to engage in, or to discontinue engaging in, any of
these transactions with or without notice at any time, and their decisions will be in their sole discretion and not within
our control.
The hedge counterparties are financial institutions which will be subject to the risk that one or both of the hedge
counterparties might default under their respective convertible note hedge transactions. Upon a default by any hedge
counterparty, we may suffer adverse tax consequences and more dilution than we currently anticipate with respect to
our common stock. We can provide no assurances as to the financial stability or viability of the hedge counterparties.
Our intellectual property rights in our “Huron Consulting Group” name are important, and any inability to use that name
could negatively impact our ability to build brand identity.
We believe that establishing, maintaining, and enhancing the “Huron Consulting Group” name and "Huron" brand is
important to our business. We are, however, aware of a number of other companies that use names containing “Huron.”
There could be potential trade name or service mark infringement claims brought against us by the users of these
similar names and marks and those users may have trade name or service mark rights that are senior to ours. If another
company were to successfully challenge our right to use our name, or if we were unable to prevent a competitor from
using a name that is similar to our name, our ability to build brand identity could be negatively impacted.
Our business performance might not be sufficient for us to meet the full-year financial guidance that we provide
publicly.
We provide full-year financial guidance to the public based upon our expectations regarding our financial
performance. While we believe that our annual financial guidance provides investors and analysts with insight to our
view of the Company’s future performance, such financial guidance is based on assumptions that may not always
prove to be accurate and may vary from actual results. If we fail to meet the full-year financial guidance that we
provide, or if we find it necessary to revise such guidance during the year, the market value of our common stock
could be adversely affected.
Expanding our service offerings or number of offices may not be profitable.
We may choose to develop new service offerings, open new offices, or eliminate service offerings because of market
opportunities or client demands. Developing new service offerings involves inherent risks, including:
•our inability to estimate demand for the new service offerings;
•competition from more established market participants;
•a lack of market understanding; and
•unanticipated expenses to recruit and hire qualified consultants and to market our new service offerings.
In addition, expanding into new geographic areas and expanding current service offerings is challenging and may
require integrating new employees into our culture as well as assessing the demand in the applicable market. If we
cannot manage the risks associated with new service offerings or new locations effectively, we are unlikely to be
successful in these efforts, which could harm our ability to sustain profitability and our business prospects.
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The healthcare industry is an area of significant focus for our business, and factors that adversely affect the financial
condition of the healthcare industry could consequently affect our business.
We derive a significant portion of our revenue from clients in the healthcare industry. As a result, our financial
condition and results of operations could be adversely affected by conditions affecting the healthcare industry
generally and hospitals and health systems particularly. The healthcare industry is highly regulated and is subject to
changing political, legislative, regulatory, and other influences. Uncertainty in any
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of these areas could cause our clients to delay or postpone decisions to use our services. Existing and new federal and
state laws and regulations affecting the healthcare industry could create unexpected liabilities for us, could cause us or
our clients to incur additional costs, and could restrict our or our clients’ operations. Many healthcare laws are complex
and their application to us, our clients, or the specific services and relationships we have with our clients are not
always clear. In addition, federal and state legislatures have periodically introduced programs to reform or amend the
U.S. healthcare system at both the federal and state level, such as the Patient Protection and Affordable Care Act and
the Health Care and Education Reconciliation Act of 2010, and continue to consider further significant reforms. Due
to the significant implementation issues arising under these laws and potential new legislation, it is unclear what
long-term effects they will have on the healthcare industry and in turn on our business, financial condition, and results
of operations. Our failure to accurately anticipate the application of new laws and regulations, or our failure to comply
with such laws and regulations, could create liability for us, result in adverse publicity and negatively affect our
business.
There are many factors that could affect the purchasing practices, operations, and, ultimately, the operating funds of
healthcare organizations, such as reimbursement policies for healthcare expenses, federal and state budgetary
considerations, consolidation in the healthcare industry, and regulation, litigation, and general economic conditions. In
particular, we could be required to make unplanned modifications of our products and services (which would require
additional time and investment) or we could suffer reductions in demand for our products and services as a result of
changes in regulations affecting the healthcare industry, such as changes in the way that healthcare organizations are
paid for their services (e.g., based on patient outcomes instead of services provided). Furthermore, as a result of the
2016 election and the new presidential administration, there is an increased uncertainty surrounding the future of the
Affordable Care Act and the regulation of the healthcare industry, and therefore healthcare organizations may wait to
buy services such as ours until the regulatory environment is more certain.
In addition, state tax authorities have challenged the tax-exempt status of some hospitals and other healthcare facilities
claiming such status on the basis that they are operating as charitable and/or religious organizations. If the tax-exempt
status of any of our clients is revoked or compromised by new legislation or interpretation of existing legislation, that
client’s financial health could be adversely affected, which could adversely impact demand for our services, our sales,
revenue, financial condition, and results of operations.
Our ability to maintain and attract new business and talented personnel depends upon our reputation, the professional
reputation of our revenue-generating employees, and the quality of our services.
As a professional services firm, our ability to secure new engagements and retain and attract talented personnel
depends heavily upon our reputation and the individual reputations of our professionals. Any factor that diminishes
our reputation or that of our employees, including not meeting client expectations or misconduct by our employees,
could make it substantially more difficult for us to attract new engagements, clients, and employees. Similarly,
because we obtain many of our new engagements from former or current clients or from referrals by those clients or
by law firms that we have worked with in the past, any client that questions the quality of our work or that of our
consultants could impair our ability to secure additional new engagements and clients.
A significant portion of our revenues is derived from a limited number of clients, and our engagement agreements,
including those related to our largest clients, can be terminated by our clients with little or no notice and without
penalty, which may cause our operating results to be unpredictable and may result in unexpected declines in our
utilization and revenues.
As a consulting firm, we have derived, and expect to continue to derive, a significant portion of our revenues from a
limited number of clients. Our 10 largest clients accounted for approximately 20.1%, 19.5%, and 28.8% of our
revenues for the years ended December 31, 2018, 2017, and 2016, respectively. No single client accounted for more
than 10% of our revenues in 2018, 2017, or 2016. Our clients typically retain us on an engagement-by-engagement
basis, rather than under fixed-term contracts. The volume of work performed for any particular client is likely to vary
from year to year, and a major client in one fiscal period may not require or may decide not to use our services in any
subsequent fiscal period. Moreover, a large portion of our new engagements comes from existing clients. Accordingly,
the failure to obtain new large engagements or multiple engagements from existing or new clients could have a
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material adverse effect on the amount of revenues we generate.
In addition, almost all of our engagement agreements can be terminated by our clients with little or no notice and
without penalty. In client engagements that involve multiple engagements or stages, there is a risk that a client may
choose not to retain us for additional stages of an engagement or that a client will cancel or delay additional planned
engagements. For clients in bankruptcy, a bankruptcy court could elect not to retain our interim management
consultants, terminate our retention, require us to reduce our fees for the duration of an engagement, or elect not to
approve claims against fees earned by us prior to or after the bankruptcy filing.
Terminations of engagements, cancellations of portions of the project plan, delays in the work schedule, or reductions
in fees could result from factors unrelated to our services. When engagements are terminated or reduced, we lose the
associated future revenues, and we may not be able to recover associated costs or redeploy the affected employees in a
timely manner to minimize the negative impact. In addition, our clients’ ability to terminate engagements with little or
no notice and without penalty makes it difficult to predict our operating results in any particular fiscal period.
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Our engagements could result in professional liability, which could be very costly and hurt our reputation.
Our engagements typically involve complex analyses and the exercise of professional judgment. As a result, we are
subject to the risk of professional liability. From time to time, lawsuits with respect to our work are pending.
Litigation alleging that we performed negligently or breached any other obligations could expose us to significant
legal liabilities and, regardless of outcome, is often very costly, could distract our management, could damage our
reputation, and could harm our financial condition and operating results. In addition, certain of our engagements,
including interim management engagements and corporate restructurings, involve greater risks than other consulting
engagements. We are not always able to include provisions in our engagement agreements that are designed to limit
our exposure to legal claims relating to our services. While we attempt to identify and mitigate our exposure with
respect to liability arising out of our consulting engagements, these efforts may be ineffective and an actual or alleged
error or omission on our part or the part of our client or other third parties in one or more of our engagements could
have an adverse impact on our financial condition and results of operations. In addition, we carry professional liability
insurance to cover many of these types of claims, but the policy limits and the breadth of coverage may be inadequate
to cover any particular claim or all claims plus the cost of legal defense. For example, we provide services on
engagements in which the impact on a client may substantially exceed the limits of our errors and omissions insurance
coverage. If we are found to have professional liability with respect to work performed on such an engagement, we
may not have sufficient insurance to cover the entire liability.
The consulting services industry is highly competitive and we may not be able to compete effectively.
The consulting services industry in which we operate includes a large number of participants and is intensely
competitive. We face competition from other business operations and financial consulting firms, general management
consulting firms, the consulting practices of major accounting firms, regional and specialty consulting firms, and the
internal professional resources of organizations. In addition, because there are relatively low barriers to entry, we
expect to continue to face additional competition from new entrants into the business operations and financial
consulting industries. Competition in several of the sectors in which we operate is particularly intense as many of our
competitors are seeking to expand their market share in these sectors. Many of our competitors have a greater national
and international presence, as well as have a significantly greater number of personnel, financial, technical, and
marketing resources. In addition, these competitors may generate greater revenues and have greater name recognition
than we do. Some of our competitors may also have lower overhead and other costs and, therefore, may be able to
more effectively compete through lower cost service offerings. Our ability to compete also depends in part on the
ability of our competitors to hire, retain, and motivate skilled professionals, the price at which others offer comparable
services, the ability of our competitors to offer new and valuable products and services to clients, and our competitors’
responsiveness to their clients. If we are unable to compete successfully with our existing competitors or with any new
competitors, our financial results will be adversely affected.
Conflicts of interest could preclude us from accepting engagements thereby causing decreased utilization and
revenues.
We provide services in connection with bankruptcy and other proceedings that usually involve sensitive client
information and frequently are adversarial. In connection with bankruptcy proceedings, we are required by law to be
"disinterested" and may not be able to provide multiple services to a particular client. In addition, our engagement
agreement with a client or other business reasons may preclude us from accepting engagements from time to time with
the client's competitors or adversaries. Moreover, in many industries in which we provide services, there has been a
continuing trend toward business consolidations and strategic alliances. These consolidations and alliances reduce the
number of companies that may seek our services and increase the chances that we will be unable to accept new
engagements as a result of conflicts of interest. If we are unable to accept new engagements for any reason, our
consultants may become underutilized, which would adversely affect our revenues and results of operations in future
periods.
ITEM 1B.UNRESOLVED STAFF COMMENTS.
None.
ITEM 2.PROPERTIES.
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As of December 31, 2018, our principal executive offices in Chicago, Illinois, consisted of approximately 134,000
square feet of office space, under a lease expiring September 2024. We have one five-year renewal option that will
allow us to continue to occupy this office space until September 2029. This facility accommodates our executive team
and corporate departments, as well as professionals in our practices. Additionally, we occupy leased facilities for our
other domestic and international offices, including those located in the following cities: Boston, Massachusetts;
Buffalo, New York; Dallas, Texas; Denver, Colorado; Detroit, Michigan; Houston, Texas; Madison, Wisconsin; New
York City, New York; Pensacola, Florida; Portland, Oregon; San Francisco, California; Washington, D.C.; Bangalore,
India; London, United Kingdom; Lausanne, Switzerland; Singapore; St. Ives, United Kingdom; and Toronto, Canada.
We do not own any real property. We believe that our leased facilities are adequate to meet our current needs and that
additional facilities are available for lease to meet future needs.
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ITEM 3.LEGAL PROCEEDINGS.
From time to time, we are involved in legal proceedings and litigation arising in the ordinary course of business. As of
the date of this Annual Report on Form 10-K, we are not a party to any litigation or legal proceeding that, in the
current opinion of management, could have a material adverse effect on our financial position or results of operations.
However, due to the risks and uncertainties inherent in legal proceedings, actual results could differ from current
expected results.
ITEM 4.MINE SAFETY DISCLOSURES.
Not applicable.
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PART II

ITEM 5.MARKET FOR REGISTRANT’S COMMON EQUITY, RELATED STOCKHOLDER MATTERS ANDISSUER PURCHASES OF EQUITY SECURITIES.
Market Information
Our common stock is traded on The NASDAQ Global Select Market under the symbol “HURN.” As of February 19,
2019, there were 392 registered holders of record of Huron’s common stock. A number of Huron’s stockholders hold
their shares in street name; therefore, the Company believes that there are substantially more beneficial owners of its
common stock.
Dividends
We have not declared or paid dividends on our common stock since we became a public company. Our board of
directors re-evaluates this policy periodically. Any determination to pay cash dividends will be at the discretion of the
board of directors and will be dependent upon our results of operations, financial condition, capital requirements,
terms of our financing arrangements, and such other factors as the board of directors deems relevant. In addition, the
amount of dividends we may pay is subject to the restricted payment provisions of our senior secured credit facility.
See the Liquidity and Capital Resources section under Part II—Item 7. "Management's Discussion and Analysis of
Financial Condition and Results of Operations" for further information on the restricted payment provisions of our
senior secured credit facility.
Securities Authorized for Issuance Under Equity Compensation Plans
The information required by this item appears under Item 12. "Security Ownership of Certain Beneficial Owners and
Management and Related Stockholders Matters” included elsewhere in this Annual Report on Form 10-K.
Purchases of Equity Securities by the Issuer and Affiliated Purchasers
Our Stock Ownership Participation Program, 2012 Omnibus Incentive Plan, and 2004 Omnibus Stock Plan, which
was replaced by the 2012 Omnibus Incentive Plan, permit the netting of common stock upon vesting of restricted
stock awards to satisfy individual tax withholding requirements. During the quarter ended December 31, 2018, we
reacquired 1,857 shares of common stock with a weighted average fair market value of $51.76 as a result of such tax
withholdings.
We currently have a share repurchase program pursuant to which we may, from time to time, repurchase up to $125
million of our common stock and which expires on October 31, 2019 (the "Share Repurchase Program"). The amount
and timing of the repurchases will be determined by management and will depend on a variety of factors, including
the trading price of our common stock, capacity under our line of credit, general market and business conditions, and
applicable legal requirements.
The following table provides information with respect to purchases we made of our common stock during the fourth
quarter of 2018.

Period
Total Number 
of Shares
Purchased (1)

Average Price
Paid Per Share

Total Number of
Shares Purchased
as Part of Publicly
Announced Plans
or Programs

Dollar Value of
Shares that May
Yet Be Purchased
under the Plans or
Programs (2)

October 1, 2018 – October 31, 2018 60 $ 49.40 — $ 35,143,546
November 1, 2018 – November 30, 2018 — $ — — $ 35,143,546
December 1, 2018 – December 31, 2018 1,797 $ 51.83 — $ 35,143,546
Total 1,857 $ 51.76 —

(1)The number of shares repurchased for each period represents shares to satisfy employee tax withholdingrequirements. These shares do not reduce the repurchase authority under the Share Repurchase Program.
(2)As of the end of the period.

17

Edgar Filing: Huron Consulting Group Inc. - Form 10-K

35



Edgar Filing: Huron Consulting Group Inc. - Form 10-K

36



Table of Contents

ITEM 6.SELECTED FINANCIAL DATA.
We have derived the following selected consolidated financial data as of and for the years ended December 31, 2014
through 2018 from our consolidated financial statements. The following data reflects the business acquisitions that we
have completed through December 31, 2018. The results of operations for acquired businesses have been included in
our results of operations since the date of their acquisitions. See Note 3 "Acquisitions" within the notes to our
consolidated financial statements for additional information regarding our acquisitions. The following data also
reflects the classification of discontinued operations.
The information set forth below is not necessarily indicative of the results of future operations and should be read in
conjunction with Item 7. "Management’s Discussion and Analysis of Financial Condition and Results of Operations”
and the Consolidated Financial Statements and related notes included elsewhere in this Annual Report on Form 10-K. 
Consolidated Statements of Operations
(in thousands, except per share data):

Year Ended December 31,
2018 2017 2016 2015 2014

Revenues and reimbursable expenses:
Revenues $795,125 $732,570 $726,272 $699,010 $627,686
Reimbursable expenses 82,874 75,175 71,712 70,013 73,847
Total revenues and reimbursable expenses 877,999 807,745 797,984 769,023 701,533
Direct costs and reimbursable expenses (exclusive of
depreciation and amortization shown in operating
expenses) (1):
Direct costs 521,537 454,806 437,556 401,915 384,277
Amortization of intangible assets and software
development costs 4,247 10,932 15,140 16,788 4,590

Reimbursable expenses 82,923 75,436 71,749 69,932 73,855
Total direct costs and reimbursable expenses 608,707 541,174 524,445 488,635 462,722
Operating expenses and other losses (gains), net:
Selling, general and administrative expenses 180,983 175,364 160,204 157,902 132,799
Restructuring charges 3,657 6,246 9,592 3,329 2,811
Other losses (gains), net (2,019 ) 1,111 (1,990 ) (9,476 ) (590 )
Depreciation and amortization (1) 34,575 38,213 31,499 25,135 15,451
Goodwill impairment charges — 253,093 — — —
Total operating expenses and other losses (gains), net 217,196 474,027 199,305 176,890 150,471
Operating income (loss) 52,096 (207,456 ) 74,234 103,498 88,340
Other income (expense), net:
Interest expense, net of interest income (19,013 ) (18,613 ) (16,274 ) (18,136 ) (8,679 )
Other income (expense), net (7,862 ) 3,565 1,197 (1,797 ) 400
Total other expense, net (26,875 ) (15,048 ) (15,077 ) (19,933 ) (8,279 )
Income (loss) from continuing operations before taxes 25,221 (222,504 ) 59,157 83,565 80,061
Income tax expense (benefit) 11,277 (51,999 ) 19,677 21,670 33,059
Net income (loss) from continuing operations 13,944 (170,505 ) 39,480 61,895 47,002
Income (loss) from discontinued operations, net of tax (298 ) 388 (1,863 ) (2,843 ) 32,049
Net income (loss) $13,646 $(170,117) $37,617 $59,052 $79,051
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Consolidated Statements of Operations
(in thousands, except per share data):

Year Ended December 31,
2018 2017 2016 2015 2014

Net earnings (loss) per basic share:
Net income (loss) from continuing operations $0.64 $(7.95) $1.87 $2.80 $ 2.10
Income (loss) from discontinued operations, net of tax (0.01 ) 0.02 (0.09 ) (0.13 ) 1.42
Net income (loss) $0.63 $(7.93) $1.78 $2.67 $ 3.52
Net earnings (loss) per diluted share:
Net income (loss) from continuing operations $0.63 $(7.95) $1.84 $2.74 $ 2.05
Income (loss) from discontinued operations, net of tax (0.01 ) 0.02 (0.08 ) (0.13 ) 1.40
Net income (loss) $0.62 $(7.93) $1.76 $2.61 $ 3.45
Weighted average shares used in calculating net earnings (loss) per share:
Basic 21,706 21,439 21,084 22,136 22,431
Diluted 22,058 21,439 21,424 22,600 22,925
Consolidated Balance Sheet Data
(in thousands):

As of December 31,
2018 2017 2016 2015 2014

Cash and cash equivalents $33,107 $16,909 $17,027 $58,437
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