
Huron Consulting Group Inc.
Form 10-K
February 24, 2009
Table of Contents

UNITED STATES SECURITIES AND EXCHANGE COMMISSION

Washington, D.C. 20549

FORM 10�K
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Delaware 01-0666114
(State or other jurisdiction of

incorporation or organization)

(I.R.S. Employer

Identification Number)

550 West Van Buren Street

Chicago, Illinois 60607

(Address of principal executive offices and zip code)

(312) 583-8700

(Registrant�s telephone number, including area code)

Securities registered pursuant to Section 12(b) of the Act:

Title of each class Name of each exchange on which registered
Common Stock, par value $0.01 per share The NASDAQ Stock Market, Inc.

(NASDAQ Global Select Market)

Securities registered pursuant to Section 12(g) of the Act: None

Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities Act.

Yes x    No ¨

Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the Act. Yes ¨    No x

Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the Securities
Exchange Act of 1934 during the preceding 12 months (or for such shorter period that the registrant was required to file such
reports), and (2) has been subject to such filing requirements for the past 90 days. Yes x     No ¨

Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K is not contained herein, and will not
be contained, to the best of registrant�s knowledge, in definitive proxy or information statements incorporated by reference in Part III
of the Form 10-K or any amendment to this Form 10-K.  x
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Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, a non-accelerated filer, or a smaller
reporting company. See the definitions of �large accelerated filer,� �accelerated filer� and �smaller reporting company� in Rule 12b-2 of
the Exchange Act.

Large accelerated filer x Accelerated filer ¨ Non-accelerated filer ¨ Smaller reporting company ¨

Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Exchange Act).

Yes ¨    No  x

The aggregate market value of the registrant�s common stock held by non-affiliates as of June 30, 2008 (the last business day of
the registrant�s most recently completed second fiscal quarter) was approximately $799,800,000.

As of February 13, 2009, 21,084,510 shares of the registrant�s common stock, par value $0.01 per share, were outstanding.

Documents Incorporated By Reference

Portions of the registrant�s definitive Proxy Statement to be filed with the Securities and Exchange Commission within 120 days
after the end of its fiscal year are incorporated by reference into Part III of this annual report on Form 10-K.
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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.

This annual report on Form 10-K, including the information incorporated by reference, contains forward-looking statements within
the meaning of Section 27A of the Securities Act and Section 21E of the Securities Exchange Act of 1934. Forward-looking
statements are identified by words such as �may,� �should,� �expects,� �plans,� �anticipates,� �believes,� �estimates� or �continues� or the
negative of such terms or other comparable terminology. These forward-looking statements reflect our current expectation about
our future results, levels of activity, performance or achievements, including, without limitation, that our business continues to grow
at the current expectations with respect to, among other factors, utilization rates, billing rates and number of revenue-generating
professionals; that we are able to expand our service offerings; that we successfully integrate the businesses we acquire; and that
existing market conditions, including those in the credit markets, do not continue to deteriorate substantially. These 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.

PART I

ITEM 1. BUSINESS.

OVERVIEW

We are a leading provider of operational and financial consulting services. We help clients in diverse industries improve
performance, comply with complex regulations, resolve disputes, recover from distress, leverage technology, and stimulate growth.
We team with our clients to deliver sustainable and measurable results. Our highly experienced professionals, many of whom have
master�s degrees in business or healthcare administration, have doctorates in economics, are certified public accountants, or are
accredited valuation specialists and forensic accountants, employ their expertise in accounting, finance, economics and operations
to provide our clients with specialized analyses and customized advice and solutions that are tailored to address each client�s
particular challenges and opportunities. Although historically we have primarily served clients domestically, we intend to continue to
expand internationally, including in Asia and the Middle East.

Huron was formed in March 2002 and commenced operations in May 2002. We were founded by a core group of experienced
financial and operational consultants that consisted primarily of former Arthur Andersen LLP partners and professionals, including
our Chief Executive Officer, Gary E. Holdren, with equity sponsorship from a group of investors led by Lake Capital Management
LLC. In October 2004, we completed our initial public offering and became a publicly traded company.

During the years ended December 31, 2008, 2007 and 2006, we completed the following acquisitions:

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

Table of Contents 5



� In April 2006, we acquired MSGalt & Company, LLC (�Galt�), a specialized advisory firm that designs and implements
corporate-wide programs to improve shareholder returns. With the acquisition of Galt, we expanded our value and service
offerings to the offices of the chief executive officer and boards of Fortune 500 companies.

� In July 2006, we acquired Document Review Consulting Services LLC (�DRCS�), a consulting firm that provides
comprehensive document review using experienced contract reviewers. Also in July 2006, we acquired Aaxis
Technologies Inc. (�Aaxis�). Aaxis provides full-service electronic data discovery support to litigation teams and corporate
counsel with a focus on forensics and data gathering, end-to-end data processing, and information consulting. The
acquisitions of DRCS and Aaxis enhanced our service offerings to the offices of the general counsel and law firms by
helping them manage digital information in a comprehensive manner during litigation, investigations, mergers and
acquisitions, and other major transactions.

� In January 2007, we acquired Wellspring Partners LTD (�Wellspring�), a management consulting firm specializing in
integrated performance improvement services for hospitals and health systems. With the

1
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acquisition of Wellspring, we expanded our national presence in the healthcare provider sector and now provide a full
complement of services to a wide spectrum of hospitals and multi-hospital systems.

� Also in January 2007, we acquired Glass & Associates, Inc. (�Glass�), a turnaround and restructuring consulting firm that
provides advice and leadership to troubled businesses in the United States and Europe. With the acquisition of Glass, we
expanded our position in the consulting and restructuring marketplace, as well as expanded our interim management
capabilities to distressed companies in industries beyond healthcare.

� In July 2007, we acquired Callaway Partners, LLC (�Callaway�), a professional services firm that specializes in finance and
accounting projects, financial reporting, internal audit and controls, and corporate tax solutions. With Callaway�s extensive
senior consultant and project management skills, along with its variable, on-demand workforce, we are better positioned to
assist our clients with their accounting and corporate compliance challenges.

� In July 2008, we acquired Stockamp & Associates, Inc. (�Stockamp�), a management consulting firm specializing in helping
high-performing hospitals and health systems optimize their financial and operational performance. With the acquisition of
Stockamp, we expanded our presence in the hospital consulting market and are better positioned to serve multiple
segments of the healthcare industry, including major health systems, academic medical centers and community hospitals.

We have grown significantly since we commenced operations, increasing the number of our full-time professionals from 249 as of
May 31, 2002 to 2,129 as of December 31, 2008, through hiring and acquisitions of complementary businesses. We have hired
experienced professionals from a variety of organizations, including the four largest public accounting firms, referred to as the Big
Four, and other consulting firms. As of December 31, 2008, we had 177 managing directors who have revenue-generating
responsibilities. These individuals have an average of 23 years of business experience. In addition to our full-time employees, we
have a roster of consultants, contract reviewers, and other independent contractors who supplement our full-time
revenue-generating professionals on an as-needed basis. In addition to our headquarters in Chicago, we have other domestic and
international offices, including those located in the following major metropolitan cities: Atlanta, Georgia; Boston, Massachusetts;
Houston, Texas; Los Angeles, California; New York City, New York; Portland, Oregon; San Francisco, California; Tokyo, Japan;
and Washington D.C. We also have six document review centers located in Chicago, Illinois; Houston, Texas; Miramar, Florida;
Morrisville, North Carolina; New York City, New York; and Rock Hill, South Carolina, totaling approximately 1,000 workstations.

OUR SERVICES

We are a leading provider of consulting services. We help clients in diverse industries improve performance, comply with complex
regulations, resolve disputes, recover from distress, leverage technology, and stimulate growth. We team with our clients to deliver
sustainable and measurable results.

We provide our services through four operating segments: Health and Education Consulting, Accounting and Financial Consulting
(previously named Financial Consulting), Legal Consulting and Corporate Consulting. For the year ended December 31, 2008, we
derived 44.8%, 21.8%, 19.7% and 13.7% of our revenues from Health and Education Consulting, Accounting and Financial
Consulting, Legal Consulting, and Corporate Consulting, respectively. For further financial information on our segment results, see
�Item 7. Management�s Discussion and Analysis of Financial Condition and Results of Operations� and note �15. Segment Information�
in the notes to consolidated financial statements included elsewhere in this annual report on Form 10-K.
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Health and Education Consulting

Our Health and Education Consulting segment provides consulting services to hospitals, health systems, physicians, managed
care organizations, academic medical centers, colleges, universities, and pharmaceutical and medical device manufacturers. This
segment�s professionals develop and implement solutions to help clients address financial management, strategy, operational and
organizational effectiveness, research administration, and regulatory compliance. This segment also provides consulting services
related to hospital or healthcare organization performance
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improvement, revenue cycle improvement, turnarounds, merger or affiliation strategies, labor productivity, non-labor cost
management, information technology, patient flow improvement, physician practice management, interim management, clinical
quality and medical management, and governance and board development. This segment�s practices and the services they offer
include:

� Pharmaceutical and health plans. Our pharmaceutical and health plans practice focuses on operational, compliance,
and government contracting issues related to federal healthcare programs. We assist the health insurance industry in
navigating and in responding to a wide array of business matters and compliance requirements that arise within the
industry and from contracting relationships with the federal government. Our services to the health insurance industry
include federal healthcare contract consulting, medical cost containment, operational and financial advisory services, and
regulatory and contract compliance services. We help pharmaceutical and medical device manufacturers optimize
performance, improve operations, mitigate risk, manage compliance, and support counsel in regulatory investigations. Our
services to pharmaceutical and medical device companies include government price reporting and commercial
contracting, corporate integrity agreements, medical affairs and clinical activities, regulatory and compliance services,
off-label communication, sales and marketing compliance, and state reporting and aggregate spend.

� Healthcare. Our healthcare practice provides integrated performance solutions for hospitals, health systems and
academic medical centers. We partner with clients to deliver improvements to the bottom line, more efficient and effective
operations, increased revenues, patient flow improvements, reductions in labor and non-labor costs, increased patient and
employee satisfaction, improved quality of care, enhanced leadership and governance, compliance with legislations and
regulations, and improved utilization and efficiency of information technology investments.

� Higher education. Our higher education professionals have extensive industry knowledge and experience working with
institutions on mission-critical business issues relating to the financial, operational, and regulatory aspects of higher
education to develop and implement the most effective solutions. We provide comprehensive and customized service
offerings in every aspect of higher education and healthcare administration to improve business performance across the
entire organization. We serve research universities, academic medical centers, colleges and universities, research
institutions, and international organizations. Our primary service areas include financial management and strategy,
resource optimization, strategic sourcing and procurement transformation, performance improvement, interim staffing
support, information technology planning and integration, risk management and regulatory compliance, research
administration, and global health and education.

� Clinical research solutions and healthcare compliance. Our clinical research solutions and healthcare compliance
practice helps clients assess and enhance their compliance and quality programs by conducting investigations and
compliance effectiveness assessments, and providing expert testimony, compliance infrastructure redesign, and billing
and coding compliance assessments. This practice also specializes in clinical research operational assessments,
including clinical research billing and human research protections compliance, conflicts of interest, and other related
research services.

Accounting and Financial Consulting

Our Accounting and Financial Consulting segment assists corporations with complex accounting and financial reporting matters,
financial analysis in business disputes, international arbitration and litigation, as well as valuation analysis related to business
acquisitions. This segment also consults with clients in the areas of corporate governance, Sarbanes-Oxley compliance, internal
audit, and corporate tax. Additionally, the Accounting and Financial Consulting segment provides experienced project leadership
and consultants with a variety of financial and accounting credentials and prior corporate experience on an as-needed basis to
assist clients with finance and accounting projects. This segment is comprised of certified public accountants, economists, certified
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fraud examiners, chartered financial analysts and valuation experts who serve attorneys and corporations as expert witnesses and
consultants in connection with business disputes, as well as in regulatory or internal investigations. This segment�s practices and
the services they offer include:

� Disputes and forensic accounting. Our disputes and forensic accounting practice provides financial and economic
analyses to support law firms and corporations in connection with business disputes, litigation,
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international arbitration, tax controversies, and regulatory or internal investigations. We have extensive experience in the
areas of financial investigations and forensic accounting, including matters involving the United States Securities and
Exchange Commission (�SEC�), other regulatory inquiries and investigations, financial restatements, and special
accounting projects. We provide specialized accounting, economic and statistical services to gather and analyze
voluminous financial data and reconstruct complex transactions and events.

� Economic consulting. Our economic consulting practice works with clients to provide economic and statistical analyses
in situations that arise in connection with litigation, regulatory hearings, complex transactions, bankruptcy, and public
policy issues. Our economic consulting group also provides economic-value-driven strategic advice that combines the
highly complementary disciplines of economics, accounting, and finance. Our team includes consultants with doctorates in
economics and leading academics who perform event studies, sales and claims forecasting, economic damages
calculations, policy analysis, and compliance studies.

� Accounting and finance advisory. Our accounting and finance advisory practice assists corporations with their
accounting and finance needs in the areas of accounting and finance operations support, process improvement,
bankruptcies, mergers, acquisitions and divestures, shared services, financial restatements, financial services,
investigations, and financial reporting relating to SEC reporting matters. We provide a comprehensive range of finance
and accounting services to both public and private sector companies with a focus on flexibility and responsiveness,
bringing the methodologies, tools and experience needed to expertly provide optimal solutions across a broad spectrum of
needs.

� Valuation. Our valuation practice delivers expert valuation analyses to clients and their advisors. We perform valuations
of businesses, financial interests, intellectual property, real property, machinery and equipment, and other tangible and
intangible assets. Our valuation group typically supports client needs in the areas of transactions, litigation, disputes and
bankruptcies.

� Corporate governance. Our corporate governance practice possesses the thought leadership, methodologies, tools, and
experience needed to provide optimal solutions to our clients in the areas of enterprise risk management, internal audit,
information technology, process improvement, and Sarbanes-Oxley compliance. We help clients identify, assess, and
document business risks across their organization, linking them to corporate objectives, processes and sub-processes,
and evaluating the related controls on an ongoing basis.

� Tax services. Our tax services practice consists of an experienced team of senior tax professionals who direct, manage,
or support the ever-changing corporate tax compliance and reporting requirements. We assist clients with international,
federal, state and local tax planning and compliance, as well as due diligence and assistance with merger and acquisition
transactions. We also work effectively with external auditors to ensure our clients meet reporting and filing requirements.

Legal Consulting

Our Legal Consulting segment provides guidance and business services to address the challenges that confront today�s legal
organizations. These services add value to corporate law departments, law firms, and government agencies by helping to reduce
legal spending, enhance client service delivery, and increase operational effectiveness. This segment provides measurable results
in the areas of digital evidence and discovery services, document review, law firm management services, records management,
and strategic and operational improvements. Included in this segment�s offerings is V3locity�, a per page fixed price e-discovery
service providing data and document processing, hosting, review and production. This segment�s practices and the services they
offer include:
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� Legal business consulting. Our legal business consulting practice helps both in-house legal departments and outside
counsel enhance the quality of legal services while reducing costs by more efficiently aligning strategy, people, processes,
and technology. We provide strategic advice to help legal departments and law firms improve their organizational design
and business processes, and to help management in their use of outside counsel. We also have extensive experience in
selecting, customizing, and successfully rolling out matter management systems and electronic billing systems that help
legal departments track and manage lawsuits
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and other legal matters. These systems are powerful tools for managing budgets, spending, and resources. We provide
similar services for contract management systems, document management systems and patent management
applications.

� Discovery and records management. We work with corporations and law firms to provide solutions to enhance their
discovery process management and electronic discovery needs. One area of emphasis is helping clients choose and
implement technology solutions that improve legal department operations, including litigation preparedness and litigation
holds. We provide a full array of digital evidence, discovery, and records management services that include discovery
process execution, electronic discovery services, computer forensics, data management, document processing, document
review, records program development, records improvement planning and process, and program management, all aimed
at reducing costs, coordinating matters and people, streamlining processes and reducing risks. With our V3locity� offering,
we provide comprehensive e-discovery services, including processing, hosting, review and production, for legal matters
using a per page fixed price model. With our state-of-the-art facilities, we blend technology and an integrated process to
ensure a work product that outperforms more traditional methods.

Corporate Consulting

Our Corporate Consulting segment leads clients through various stages of transformation that result in measurable and sustainable
performance improvement. This segment works with clients to solve complex business problems and implements strategies and
solutions to effectively address and manage stagnant or declining stock price, acquisitions and divestitures, process inefficiency,
third-party contracting difficulties, lack of or misaligned performance measures, margin and cost pressures, performance issues,
bank defaults, covenant violations, and liquidity issues. This segment�s practices and the services they offer include:

� Restructuring and turnaround. Our restructuring and turnaround practice provides consulting assistance to financially
distressed companies, creditor constituencies, and other stakeholders in connection with out-of-court restructurings and
bankruptcy proceedings. For companies in financial distress, we work with management to assess the viability of their
business, to develop and implement a turnaround plan to improve cash flow, and to implement a debt-restructuring plan to
improve the balance sheet. In some instances, we serve in interim management roles. When out-of-court solutions are not
achievable, we assist clients in preparing for Chapter 11 bankruptcy filings and with all aspects of the bankruptcy process
by gathering, analyzing, and presenting financial and business information needed to achieve successful reorganizations.
We also provide claims management services to help companies process and analyze complex and voluminous claims
filed in bankruptcies and related litigation matters.

� Strategy. Our strategy practice helps well-managed companies deliver superior shareholder returns by working with
management to develop the strategies and decision processes that accelerate profitable growth and improve shareholder
value. Our strategy practice brings the discipline of the capital markets inside an organization, improving the way
businesses are managed.

� Utilities. Our utilities practice assists utility companies in addressing the full range of complex issues they face affecting
the cost, quality, and reliability of their services. We provide rate case, financial and accounting, and operational
consulting services to electric, gas, water, and telecommunications entities. Our professionals help utility clients define
and implement a business strategy, improve margins, strategize, provide expert testimony, manage rate cases, achieve
improved operating performance, and design and implement effective governance, compliance, and risk management
programs.

OUR CLIENTS AND INDUSTRIES
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We provide consulting services to a wide variety of both financially sound and distressed organizations, including leading academic
institutions, healthcare organizations, Fortune 500 companies, medium-sized businesses, and the law firms that represent these
various organizations. Since commencing operations in May 2002, we have conducted over 7,000 engagements for over 3,000
clients, and we have worked on engagements with 49 of the 50 largest U.S. law firms listed in The American Lawyer 2008 Am Law
100. Our top ten clients represented approximately 21.4%, 26.1% and 31.2% of our revenues in the years ended December 31,
2008, 2007 and 2006, respectively. No single client accounted for more than 10% of our revenues in 2008 and 2007. Revenues
from one client represented 10.2% of our revenues in 2006.
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Our clients are in a broad array of industries, including education, healthcare, pharmaceutical, professional services, transportation
services, telecommunications, financial services, electronics, consumer products, energy and utilities, industrial manufacturing, and
food and beverage. We believe many organizations will face increasingly large and complex business disputes and lawsuits, a
growing number of regulatory and internal investigations and more intense public scrutiny given the current economic environment.
Concurrently, we believe greater competition and regulation are presenting significant operational and financial challenges for
organizations. Many organizations are finding themselves in financial distress and are responding to these challenges by
restructuring and reorganizing their businesses and capital structures, while financially healthy organizations are striving to
maintain that position, capitalize on opportunities by improving operations, reducing costs, and enhancing revenues. Many
organizations have limited dedicated resources to respond effectively to the challenges and opportunities that exist today.
Consequently, we believe these organizations will increasingly seek to augment their internal resources with experienced
independent consultants like us.

EMPLOYEES

Our ability to bring the right expertise together to address client issues requires a willingness to work and think outside the bounds
of a single practice or specialty. Our success depends on our ability to attract and retain highly talented professionals by creating a
work environment where both individuals and teams thrive and individuals are rewarded not only for their own contributions but also
for the success of our organization as a whole. To accomplish those goals and recognize performance, we have adopted a
comprehensive rewards program incorporating compensation, training and development opportunities, performance management
and special recognition plans that motivates individual performance and promotes teamwork.

As of December 31, 2008, we had 2,129 full-time employees, including 177 revenue-generating managing directors and 23
non-revenue-generating managing directors, as well as other directors, managers, associates, analysts and assistants. Our
revenue-generating managing directors serve clients as advisors and engagement team leaders, originate revenue through new
and existing client relationships, and work to strengthen our intellectual capital, develop our people and enhance our reputation.
Our revenue-generating directors and managers manage day-to-day client relationships and oversee the delivery and overall
quality of our work product. Our revenue-generating associates and analysts gather and organize data, conduct detailed analyses
and prepare presentations that synthesize and distill information to support recommendations we deliver to clients. Our
non-revenue-generating professionals include our senior management team, business developers, and facilities, finance, human
resources, information technology, legal and marketing personnel.

In addition to our full-time employees described above, we have a roster of consultants, contract reviewers, and other independent
contractors who supplement our full-time revenue-generating professionals on an as-needed basis. These individuals, many of
whom have a variety of financial and accounting credentials and prior corporate experience, work variable schedules and are
readily available to meet our clients� needs. Utilizing these independent contractors allows us to maintain a pool of talent with a
variable cost structure and enables us to adapt quickly to market demand. We utilize these variable resources extensively,
particularly within our Accounting and Financial Consulting and Legal Consulting segments.

We assimilate and support our employees in their career progression through training and development programs. We have
structured orientation and training programs for new analysts, �milestone� programs to help recently promoted employees quickly
become effective in their new roles, and opportunities for self-directed training, including both on-line and live technical and
consulting courses. We also support the pursuit and ongoing maintenance of many certifications. Employees are assigned internal
performance coaches to identify opportunities for development, formal training or certifications.
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Our compensation plan includes competitive base salary, incentives and benefits. Under our incentive plan, directors, managers,
associates and analysts set goals each year with a performance coach. These goals are aligned with our business goals as well as
individual interests and development needs. Managing directors set goals with their practice leader using a balanced scorecard.
The incentive plan balances our value of teamwork with recognition of individual performance, and incentive compensation is tied
to both team and individual performance. Incentives for
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managing directors are based on their individual performance and their contribution to their practice and to our business as a
whole. Funding of the incentive pool is based on our achievement of annual financial goals and each practice�s achievement of its
financial goals. In addition, managing directors and others may receive long-term equity incentives.

BUSINESS DEVELOPMENT AND MARKETING

Our business development activities are aimed to develop relationships and build a strong brand reputation with key sources of
business and referrals, especially hospital administrators, top-tier law firms and the offices of the chief executive officer, chief
financial officer, and general counsel of organizations. We believe that 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.

We generate most of our new business opportunities through relationships that our managing directors have with individuals
working in corporations, academic institutions, healthcare organizations, and top-tier law firms. We also view cross-selling as a key
component in building our business. Often, the client relationship of a managing director in one practice leads to opportunities in
another practice. All of our managing directors understand their role 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 and from the law firms with which we have worked. In
addition, to complement the business development efforts of our managing directors, we have a group of experienced business
developers who are focused exclusively on developing client relationships and generating new business through their extensive
network of contacts.

We also host, participate and sponsor conferences that facilitate client development opportunities, promote brand recognition, and
showcase our expertise in the industry. For example, during 2008, we hosted such events as The Summit: A Wall Street
Perspective of the Health Insurance Industry Meeting, The Summit GC 2008 Conference, Anti-Money Laundering Compliance in
these Turbulent Times Roundtable, Medicare Secondary Payer Mandatory Reporting: Managing the Complexities and Finding the
Silver Lining Webinar, the Records and Discovery Management Roundtable, ECRT Users Meeting, multiple document review
center open houses, and numerous industry webinars. Additionally, we participated or sponsored numerous conferences for
organizations such as National Council of University Research Administrators (NCURA), Association of Corporate Counsel (ACC),
National Bar Association (NBA), Turnaround Management Association (TMA), Health Care Compliance Association (HCCA),
Financial Executive Institute (FEI), Center for Business Intelligence (CBI), Association for Corporate Growth (ACG), Tax Executives
Institute (TEI) and Healthcare Financial Management Association (HFMA). These events provide a forum to build and strengthen
client relationships, as well as to stay abreast of industry trends and developments.

We have a centralized marketing department with marketing professionals assigned to each of our practices. These professionals
coordinate traditional marketing programs, such as participation in industry events, sponsorship of conferences, and publication of
articles in industry publications to actively promote our name and capabilities. The marketing department also manages the content
delivery on Huron�s website, develops collateral materials, performs research and provides database management to support sales
efforts.

COMPETITION
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The consulting services industry is extremely competitive, highly fragmented and subject to rapid change. The industry includes a
large number of participants with a variety of skills and industry expertise, including other business operations and financial
consulting firms, general management consulting firms, the consulting practices of major accounting firms, technical and economic
advisory firms, regional and specialty consulting firms and the internal professional resources of organizations. We compete with a
large number of service providers in all of our segments. Our competitors often vary depending on the particular practice area. In
addition, we also expect to continue to face competition from new entrants because the barriers to entry into consulting services
are relatively low.

We believe the principal competitive factors in our market include firm and consultant reputations, client and law firm relationships
and referrals, the ability to attract and retain top professionals, the ability to manage engagements effectively and the ability to be
responsive and provide high quality services. There is also competition on price,
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although to a lesser extent due to the critical nature of many of the issues that the types of services we offer address. Many of our
competitors have a greater geographic footprint, including a broader international presence, and name recognition, as well as have
significantly greater personnel, financial, technical and marketing resources than we do. We believe that our experience, reputation,
industry focus, and a broad range and balanced portfolio of service offerings enable us to compete favorably and effectively in the
consulting marketplace.

AVAILABLE INFORMATION

Our annual report on Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K, and amendments to those reports
filed or furnished pursuant to Section 13(a) or 15(d) of the Exchange Act are available free of charge on our website,
www.huronconsultinggroup.com, as soon as reasonably practicable after we electronically file such material with, or furnish it to,
the Securities and Exchange Commission.

ITEM 1A. RISK FACTORS.

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; and 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.

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 not maintaining the right mix of professionals could have a serious negative effect on us, including
our ability to manage, staff and successfully complete our existing engagements and obtain new engagements. Qualified
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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, accounting firms and technical
and economic advisory 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.
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Additional hiring and business acquisitions 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. 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, including those we have completed so far. 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;

� the adverse short-term effects on reported operating results from the amortization or write-off of acquired goodwill and
other intangible assets;

� potential impairment of existing relationships with our clients, such as client satisfaction or performance problems, whether
as a result of integration or management difficulties or otherwise;

� the creation of conflicts of interest that require us to decline or resign from engagements that we otherwise could have
accepted;

� the potential need to raise significant amounts of capital to finance a transaction or the potential issuance of equity
securities that could be dilutive to our existing stockholders;

� increased costs to improve, coordinate or integrate managerial, operational, financial and administrative systems;

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

� a decision not to fully integrate an acquired business may lead to the perception of inequalities if different groups of
employees are eligible for different benefits and incentives or are subject to different policies and programs; and

� difficulties in integrating diverse backgrounds and experiences of consultants, including if we experience a transition
period for newly hired consultants that results in a temporary drop in our utilization rates or margins.

If we fail to successfully address these risks, our ability to compete may be impaired.
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If we are unable to manage the growth of our business successfully, we may not be able to sustain profitability.

We have grown significantly since we commenced operations, increasing the number of our full-time professionals from 249 as of
May 31, 2002 to 2,129 as of December 31, 2008. As we continue to increase the number of our employees, we may not be able to
successfully manage a significantly larger workforce. 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 future. To successfully manage
growth, we must add administrative staff and periodically update and strengthen our operating, financial, accounting and other
systems, procedures and controls, which will 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. This need to augment our support infrastructure due to
growth is compounded by our decision to become a public reporting company and the increased expense that has arisen in
complying with existing and new regulatory requirements. 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.

9
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Our international expansion could result in additional risks.

We operate both domestically and internationally, including in 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 business or our results of operations, including:

� cultural and language differences;

� employment laws and rules and related social and cultural factors;

� currency fluctuations between the U.S. dollar and foreign currencies, which is harder to predict in the current adverse
global economic climate;

� restrictions on the repatriation of earnings;

� potentially adverse tax consequences;

� different regulatory requirements and other barriers to conducting business;

� different or less stable political and economic environments; and

� civil disturbances or other catastrophic events.

Further, conducting business abroad subjects us to increased regulatory compliance and oversight, in particular with respect to
operations in the Middle East. A failure to comply with such regulations could result in substantial penalties assessed against the
Company and our employees.

Our substantial indebtedness and the current credit crisis 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 could
adversely affect our financial results.

At December 31, 2008, we had outstanding borrowings totaling $280.0 million compared to $123.5 million at December 31, 2007,
representing a 126.7% increase. Our substantial increase in indebtedness could have meaningful consequences for us, including:
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� exposing us to the risk of increased interest rates because our borrowings are at variable interest rates;

� requiring us to dedicate a larger portion of our cash from operations to service our indebtedness and thus reducing the
level of cash for other purposes such as funding working capital, strategic acquisitions, capital expenditures, and other
general corporate purposes;

� limiting our ability to obtain additional financing; and

� increasing our vulnerability to general adverse economic, industry, and competitive developments.

Additionally, if one or more of the banks in our bank syndicate suffers liquidity issues or becomes insolvent stemming from the
current credit crisis and is unable to extend credit to us, we may experience negative consequences.

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 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.

10

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

Table of Contents 24



Table of Contents

Our financial results could suffer if we are unable to achieve or maintain adequate utilization and suitable billing rates for
our consultants.

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;

� 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 a
temporary 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 clients in the government sector;

� introduction of new services by us or our competitors;

� our competition and the pricing policies of our competitors; and
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� the current adverse economic conditions and a potential prolonged or deepening recession.

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.

Expanding our service offerings or number of offices may not be profitable.

We may choose to develop new service offerings or open new offices 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.

Our ability to maintain and attract new business 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 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
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us to attract new engagements and clients. 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.

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, technical and economic advisory 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. Many of our competitors
have a greater national and international presence, as well as have significantly greater personnel, financial, technical and
marketing resources. In addition, these competitors may generate greater revenues and have greater name recognition than we
do. 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 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.

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, 2008, 2007 and 2006, fixed-fee
engagements represented 31.9%, 25.9% and 13.4% respectively, of our revenues.

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 is subject to acknowledgement by the client and is often impacted by
factors outside of our control, such as the actions of the client or other third parties. Because performance-based fees are
contingent, revenues on such engagements, which are recognized when all revenue recognition criteria are met, are not certain
and the timing of receipt is difficult to predict and may not occur evenly throughout the year. While performance-based fees
comprised only 4.3%, 2.3% and 2.8% of our revenues for the years ended December 31, 2008, 2007 and 2006, respectively, we
expect that the percentage of performance-based fee engagements will increase due to Stockamp & Associates, Inc., a consulting
firm that we acquired in the third quarter of 2008 and which has a large number of performance-based fee engagements. 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
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increases in our utilization rate or average billing rate per hour.

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.

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 ten largest clients accounted for approximately 21.4%, 26.1% and 31.2% of our revenues
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for the years ended December 31, 2008, 2007 and 2006, respectively. No single client accounted for more than 10.0% of our
revenues in 2008 and 2007. Revenues from one client accounted for 10.2% of our revenues in 2006. 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 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 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.
For example, in engagements related to litigation, if the litigation were to be settled, our engagement for those services would no
longer be necessary and, therefore, would be terminated. 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 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.

Conflicts of interest could preclude us from accepting engagements thereby causing decreased utilization and revenues.

We provide services in connection with bankruptcy proceedings and litigation 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 litigation we would generally be prohibited from performing
ser
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