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Item 2.02 Results of Operations and Financial Condition
On February 28, 2017, The Advisory Board Company (the “Company”) issued a news release announcing its financial results for the quarter and
full year ended December 31, 2016. A copy of the Company’s news release is furnished as Exhibit 99.1 to this report. Also on February 28, 2017, the
Company held a conference call to discuss such financial results. A copy of the transcript of the conference call is furnished as Exhibit 99.2 to this
report.
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Securities Exchange Act of 1934, as amended, or otherwise subject to the liabilities under such section. Furthermore, such information shall not be
deemed to be incorporated by reference in any filing under the Securities Act of 1933, as amended, or the Securities Exchange Act of 1934, as
amended, unless specifically identified as being incorporated therein by reference.
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THE ADVISORY BOARD COMPANY REPORTS FOURTH QUARTER AND FULL-YEAR 2016 RESULTS
WASHINGTON, D.C. -- (February 28, 2017) -- The Advisory Board Company (NASDAQ: ABCO), a leading provider of research,
technology, and consulting to health care organizations and educational institutions, today announced financial results for the fourth quarter
and twelve-month period ended December 31, 2016.
Fourth Quarter Financial Review
(In millions, except per share amounts)
Revenue
Net income (loss)
Earnings (loss) per diluted share (EPS)
Adjusted EBITDA (non-GAAP)
Adjusted EPS (non-GAAP)

$

$

Q4-16
203.9 $
37.2b c
0.92b c
52.2
1.03b $

Q4-15
205.0
(105.3)
(2.52)
43.6
0.48d

% Change a
(0.5)%
nm
nm
19.8%
114.6%

Revenue for the fourth quarter of 2016 was $203.9 million, compared to $205.0 million for the same quarter a year ago. Net income was $37.2
million, or $0.92 per diluted share, for the fourth quarter of 2016, compared to a net loss of $105.3 million, or a loss of $2.52 per diluted share, for
the fourth quarter of 2015.
Contract value increased 2.5% to $781.4 million as of December 31, 2016, compared to $762.6 million as of December 31, 2015.
Adjusted EBITDA in the fourth quarter of 2016 increased 19.8% to $52.2 million, compared to $43.6 million for the fourth quarter of 2015.
Adjusted EPS increased 114.6% to $1.03 for the fourth quarter of 2016, compared to $0.48 for the fourth quarter last year.
Twelve-Month Financial Review
(In millions, except per share amounts)
Revenue
Net income (loss)
Earnings (loss) per diluted share (EPS)
Adjusted revenue (non-GAAP)
Adjusted EBITDA (non-GAAP)

$

CY-16
803.4 $
92.5b c
2.26b c
803.4
188.3

CY-15
768.3
(119.0)
(2.84)
780.8d
171.7

% Change a
4.6%
nm
nm
2.9%
9.6

Adjusted EPS (non-GAAP)
a)
b)

c)
d)

$

2.24b

$

1.51

48.3%

nm – not meaningful
Includes benefit from incremental R&D tax credits from prior years. Excluding these credits, the Q4-16 tax rate would have been 32.1%, EPS
would have been $0.65, and adjusted EPS would have been $0.59. The CY-16 tax rate would have been 36.8%, EPS would have been $2.00, and
adjusted EPS would have been $1.86.
Includes net-of-tax gain of $20.1 million from dilution gains from Evolent Health acquisition activity in the fourth quarter of 2016, which
equates to a $0.50 and $0.49 per-share gain in the fourth quarter and full year of 2016, respectively.
Reflects the effect of fair value adjustments to acquired deferred revenue.

Revenue increased 4.6% to $803.4 million for the year ended December 31, 2016, compared to $768.3 million for the same period in 2015. Net
income was $92.5 million, or $2.26 per diluted share, for the twelve-month period ended December 31, 2016, compared to a net loss of $119.0
million, or a loss of $2.84 per diluted share, for the same period in 2015.
Revenue increased 2.9% to $803.4 million for the twelve-month period ended December 31, 2016 from adjusted revenue of $780.8 million for the
twelve-month period ended December 31, 2015.
Adjusted EBITDA increased 9.6% to $188.3 million for calendar-year 2016, compared with $171.7 million for the same period in 2015. Adjusted
EPS of $2.24 for the year ended December 31, 2016 included a $0.38 per-share benefit from incremental research and development tax credits
from prior years. This compared to adjusted EPS of $1.51 for the year ended December 31, 2015.
Balance Sheet and Capital Deployment
The Company’s balance sheet at December 31, 2016 included $91.2 million in cash and cash equivalents and $522.1 million in total debt. This
equates to a leverage ratio of approximately 2.8 and 2.3 net of cash, compared to 3.2 and 2.8, respectively, at December 31, 2015. The Company
repurchased approximately 1.95 million shares of common stock during 2016 for approximately $61.6 million. As of December 31, 2016, the
Company had $36.5 million remaining on its share repurchase authorization.
2017 Financial Guidance
The Company updated its financial guidance for calendar year 2017, as follows:

(In millions, except per share amounts)
Net Adjusted Revenue (non-GAAP)
Net Adjusted EBITDA (non-GAAP)
Net Adjusted EBITDA margin (non-GAAP)
Adjusted EPS (non-GAAP)
e)
f)

CY-17
CY-16
e
Guidance
Actual e
$ 780.0 - 840.0 $
786.1
$ 190.0 - 215.0 $
185.0
24.4 - 25.6%
23.5%
$ 1.80 - 2.10 $
1.86f

Y-Y %
Change
(0.6) - 7.9%
2.7 - 16.2%
90 - 210bps
(3.2) - 12.9%

Excludes restructuring and contribution from to-be-eliminated products and services.
Excludes a $0.38 per share benefit related to incremental R&D tax credits from prior years recorded in the fourth quarter of 2016.
For the year, the Company expects stock-based compensation expense to be approximately $29 million, interest expense to be approximately
$19 million, amortization from acquisition-related intangible assets to be approximately $26 million, depreciation and amortization to be
approximately $50 million, capital expenditures to be in a range of $50 million to $55 million, an effective tax rate to be in a range of 36% to 38%,
and weighted average shares outstanding to be approximately 41.5 million.
For the first quarter ending March 31, 2017, the Company expects revenue to be in a range of $185 million to $190 million, and adjusted
EBITDA to be in a range of $37 million to $42 million.
Timing of Form 10-K Filing
The Company expects to file Form 12b-25 on March 1, 2017 with the Securities and Exchange Commission providing for a 15-day extension to
file its annual report on Form 10-K as it continues to work to complete the year-end audit and documentation related to its annual goodwill
impairment test, income taxes, and the evaluation of its internal control remediation.
Conference Call Information
As previously announced, The Advisory Board Company will hold a conference call to discuss its financial and operating performance today,
February 28, 2017, at 5:30 p.m. Eastern Time. The Company invites all interested parties to attend the conference call, including the lenders
under the Company’s senior secured credit facilities. The call will be available via live webcast on the Company's website at
investors.advisoryboardcompany.com. The webcast and accompanying slide presentation will be archived on the Company’s website for at
least 30 days.
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To participate by telephone, please dial 888-336-7150 (or 412-902-4176 for international callers). Participants are advised to dial in at least five
minutes prior to the call to register.
About The Advisory Board Company
The Advisory Board Company is a best practices firm that uses a combination of research, technology, and consulting to improve the
performance of 5,600+ health care organizations and educational institutions. Headquartered in Washington, D.C., with offices worldwide, The
Advisory Board Company forges and finds the best new ideas and proven practices from its network of thousands of leaders, then customizes
and hardwires them into every level of member organizations, creating enduring value. For more information, visit
www.advisoryboardcompany.com.
Non-GAAP Financial Measures
This news release presents information about the Company’s historical adjusted revenue, net adjusted revenue, adjusted EBITDA, net
adjusted EBITDA, adjusted net income, adjusted EPS, adjusted effective tax rate, and adjusted weighted average common shares outstandingdiluted, which are non-GAAP financial measures provided as a complement to the results provided in accordance with accounting principles
generally accepted in the United States of America (“GAAP”). A reconciliation of each of the foregoing historical non-GAAP financial
measures to the most directly comparable historical GAAP financial measures is provided in the accompanying tables found at the end of this
release for each of the fiscal periods indicated.
No reconciliation of the Company’s adjusted revenue, adjusted EBITDA, adjusted EBITDA margin and adjusted EPS guidance for calendar
year 2017 and the first quarter ending March 31, 2017 to the most comparable GAAP financial measures is included in the tables found at the
end of this release. All of these non-GAAP financial measures exclude the impact and tax-effected impact of M&A related charges, stockbased compensation expense, and other fair value and non-cash charges. The Company is not able, without unreasonable efforts, to
accurately forecast the excluded items at the level of precision that would be required to be included in the reconciliations.
Caution Regarding Forward-Looking Statements
Statements in this news release that relate to future results and events are forward-looking statements and are based on the Company’s
expectations as of the date of this news release. In some cases, you can identify these statements by such forward-looking words as
“anticipate,” “believe,” “estimate,” “expect,” “guidance,” “intend,” “may,” “outlook,” “plan,” “potential,” “should,” “will,” “would,” or similar
words or expressions. Forward-looking statements in this news release include the Company’s expectations regarding its performance and
results for calendar 2017 or the quarter ending March 31, 2017 with respect to revenue, adjusted revenue, net adjusted revenue, adjusted
EBITDA, net adjusted EBITDA, adjusted EBITDA margin, adjusted EPS, weighted average common shares outstanding diluted, stock-based
compensation expense, interest expense, depreciation and amortization expense, capital expenditures, and effective tax rate.
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Actual results and events in future periods may differ materially from those expressed or implied by these forward-looking statements because
of a number of risks, uncertainties, and other factors, including those relating to: factors that adversely affect the financial condition of the
health care and education industries; federal and state law and regulations governing the health care and education industries and our
members’ and our respective compliance with those applicable laws and regulations; effects of federal and state privacy and security laws and
cyberattacks and other data security breaches; liability for failure to provide accurate information or for deficient submissions to third-party
payors; compliance with federal and state laws governing healthcare fraud and abuse or reimbursement; the Company’s ability to attract new
members, obtain renewals from existing members, and sell additional products and services; maintenance of the Company’s reputation and
expansion of its name recognition; the Company’s ability to offer new and valuable products and services; effects of competition; the
Company’s ability to maintain a highly-skilled workforce; unsuccessful design or implementation of our software or delivery of our consulting
and management services; delays in generating revenue; disruptions in service or operational failures at our data centers or at other service
provider locations; ability to collect and maintain member and third-party data and to obtain proper permissions and waivers for use and
disclosure of information received from members or on their behalf; maintenance of third-party providers and strategic alliances and entry into
new alliances; ability to license, integrate, and access third-party technologies and data; potential liability claims; protection of the Company’s
intellectual property; claims of infringement, misappropriation, or violation of proprietary rights of third parties; limitations associated with use
of open source technology; estimates and assumptions used to prepare the Company’s consolidated financial statements and any changes
made to those estimates; any significant increase in bad debt in excess of recorded estimates; the inability to integrate successfully the
operations of future acquisitions into the Company’s business; business and financial risks associated with the pursuit of acquisition
opportunities; any significant additional impairment of the Company’s goodwill; the Company’s ability to realize a return on its strategic
investments; potential imposition of sales and use taxes on sales of the Company’s services; the Company’s ability to realize fully its deferred
tax assets; the potential effects of changes in, or interpretations of, tax rules on our effective tax rates; inherent limitations in, and the potential
impact of any failure to maintain, effective internal control over financial reporting; effects of issuance of additional capital stock; provisions in
the Company’s charter and bylaws that could discourage takeover attempts; and limitations caused by our level of debt, interest payment
obligations, and covenants under our senior credit agreement.
This list of risks, uncertainties, and other factors is not complete. The Company discusses some of these matters more fully, as well as certain
risk factors that could affect the Company’s business, financial condition, results of operations, and prospects, in its filings with the Securities
and Exchange Commission, including the Company’s annual report on Form 10-K for the year ended December 31, 2015, quarterly reports on
Form 10-Q, and current reports on Form 8-K. These filings are available for review through the Securities and Exchange Commission’s website
at www.sec.gov. Any or all forward-looking statements the Company makes may turn out to be wrong, and can be affected by inaccurate
assumptions the Company might make or by known or unknown risks, uncertainties, and other factors, including those identified in this news
release. Accordingly, you should not place undue reliance on the forward-looking statements made in this news release, which speak only as
of its date. The Company does not undertake to update any of its forward-looking statements, whether as a result of circumstances or events
that arise after the date they are made, new information, or otherwise.
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THE ADVISORY BOARD COMPANY
UNAUDITED CONSOLIDATED STATEMENTS OF INCOME
AND OTHER OPERATING STATISTICS
(In thousands, except per share data)
Three Months Ended
December 31,
2016
2015
(unaudited)
(unaudited)
Statements of Income
Revenue (1)
Cost of services, excluding depreciation and amortization (2) (3) (4)
Member relations and marketing (2) (3)
General and administrative (2) (3) (5)
Depreciation and amortization (6)
Impairment of capitalized software
Goodwill impairment
Operating income
Other expense
Interest expense
Other expense, net
Loss on financing activities
Total other expense, net
Income (loss) before provision for income taxes and gain (loss) from
equity method investments
Benefit (Provision) for income taxes
Gain (loss) from equity method investments
Net income (loss)

$ 203,852
96,352
32,209
30,360
19,411
25,520

$

Net income (loss) per share
Basic
Diluted

$
$

0.93
0.92

Weighted average common shares outstanding
Basic
Diluted
Contract Value (at end of period)

40,162
40,555
$ 781,368

Percentages of Revenue
Cost of services, excluding depreciation and amortization (2) (3) (4)
Member relations and marketing (2) (3)
General and administrative (2) (3) (5)
Depreciation and amortization (6)
Operating income
Net income (loss)

(1)

$

$
$

$
$

(2.52)
(2.52)

41,854
41,854
$ 762,595

47.3%
15.8%
14.9%
9.5%
12.5%
18.2%

-3.1%
2.5%

50.4%
14.7%
17.3%
9.2%
-43.9%
-51.4%

(18,137)
(2,789)
(20,926)

(21,121)
(6,499)
(17,398)
(45,018)

-14.1%

55,612
(9,741)
46,666
92,537

(99,418)
(15,200)
(4,396)
$ (119,014 )

2.28
2.26

40,528
40,871

48.9%
16.2%
15.8%
9.6%
9.5%
11.5%

$
$

(2.84)
(2.84)

41,888
41,888

51.1%
15.7%
16.7%
9.5%
-7.1%
-15.5%

-

-

-

12,499

2,108
1,186
3,228

2,329
1,269
3,364

9,230
5,029
15,176

9,211
5,176
14,706
-

451
321
160

-

1,799
1,305
629

-

475

1,292

-

-

Amounts include fair value adjustments of acquisition-related earn-out liabilities, as follows:
Cost of services

(5)

(99,036)
(3,516)
(2,728)
$ (105,280 )

4.6%
0.1%
7.5%
-1.6%
5.7%

Amounts include Build to suit land rent, as follows:
Cost of services
Member relations and marketing
General and administrative

(4)

-10.3%

$ 768,348
392,676
120,958
128,669
73,134
8,166
99,145
(54,400)

Amounts include stock-based compensation, as follows:
Cost of services
Member relations and marketing
General and administrative

(3)

(4,905)
(4,102)
(9,007)

-0.5% $ 803,424
-6.7%
392,956
7.1%
130,028
-14.4%
126,634
3.0%
77,268
-100.0%
-128.3%
76,538

% Change

Amounts include effect on revenue of fair value adjustments to acquisition-related deferred revenue, as follows:
Revenue

(2)

$ 204,951
103,288
30,065
35,464
18,852
8,166
99,145
(90,029)

(4,399)
(409)
(4,808)
20,712
4,071
12,382
37,165

% Change

Twelve Months Ended
December 31,
2016
2015
(unaudited)

(201)

(1,665)
-

Amounts include acquisition and transaction related costs, as follows:
General and administrative

-

6,610

-2.4%

(6)

Amounts include amortization of acquisition-related intangibles, as follows:
Depreciation and amortization

6,983

7,712

28,408

31,033
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THE ADVISORY BOARD COMPANY
CONSOLIDATED BALANCE SHEETS
(In thousands)
December 31,
2016
(unaudited)
ASSETS
Current assets:
Cash and cash equivalents
Membership fees receivable, net
Prepaid expenses and other current assets
Total current assets
Property and equipment, net
Construction in progress
Intangible assets, net
Deferred incentive compensation and other charges
Goodwill
Investments in unconsolidated entities
Other non-current assets
Total assets
LIABILITIES AND STOCKHOLDERS' EQUITY
Current liabilities:
Deferred revenue, current
Accounts payable and accrued liabilities
Accrued incentive compensation
Debt, current
Total current liabilities

$

$

$

Deferred revenue, net of current portion
Deferred income taxes
Debt, net of current portion
Financing obligation
Other long-term liabilities
Total liabilities

171,281
63,368
255,053
72,178
739,507
19,858
2,036,599

564,237
67,702
25,521
49,347
706,807

$

$

$

170,357
87,435
472,739
63,368
17,550
1,518,256

Stockholders' equity:
Common stock
Additional paid-in capital
Accumulated deficit
Accumulated other comprehensive income
Total stockholders' equity
Total liabilities and stockholders' equity

91,151
605,517
18,686
715,354

December 31,
2015

2,036,599

180,357
2,700
274,721
81,462
738,200
706
1,800
1,979,866

581,471
74,879
41,173
27,851
725,374
173,953
93,893
522,367
2,700
12,488
1,530,775

402
782,399
(264,919)
461
518,343
$

71,825
605,444
22,651
699,920

416
744,333
(295,860)
202
449,091
$

1,979,866
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THE ADVISORY BOARD COMPANY
UNAUDITED CONSOLIDATED STATEMENTS OF CASH FLOWS
(In thousands)
Twelve Months Ended December 31,
2016
2015
(unaudited)
Cash flows from operating activities:
Net income (loss)
Adjustments to reconcile net income (loss) to net cash provided
by operating activities:
Depreciation and amortization
Impairment of capitalized software
Goodwill impairment
Loss on financing activities
Amortization of debt issuance costs
Deferred income taxes
Excess tax benefits from stock-based awards
Stock-based compensation expense
Loss on investment in common stock warrants
Loss on cost method investment
Equity in losses of equity method investments
Gain on partial sale of equity method investment
Changes in operating assets and liabilities (net of the effect of acquisition):
Membership fees receivable
Prepaid expenses and other current assets
Deferred incentive compensation and other charges
Other non-current assets
Deferred revenue
Accounts payable and accrued liabilities
Acquisition-related earn-out payments
Accrued incentive compensation
Other long-term liabilities
Net cash provided by operating activities

$

92,537

$

(119,014)

77,268
940
(13,061)
(4,628)
29,435
1,800
(16,987)
(29,679)

73,134
8,166
99,145
17,398
1,270
6,670
(4,855)
29,093
370
3,200
4,396
-

(73)
(5,600)
9,915
(20,830)
380
(1,432)
(15,652)
4,883
109,216

(37,144)
13,276
5,937
(258)
64,381
(6,678)
(2,531)
9,100
(3,122)
161,934

Cash flows from investing activities:
Purchases of property and equipment
Capitalized external-use software development costs
Cash paid for acquisitions, net of cash acquired
Cash paid for investment in equity method investment
Redemptions of marketable securities
Cash received from partial sale of equity method investment
Net cash used in investing activities

(45,392)
(3,132)
(1,900)
48,565
(1,859)

(52,941)
(3,749)
(746,693)
(3,006)
14,714
(791,675)

Cash flows from financing activities:
Proceeds from debt, net
Pay down of debt
Debt issuance costs
Proceeds from issuance of common stock, net of selling costs
Proceeds from issuance of common stock from exercise of stock options
Withholding of shares to satisfy minimum employee tax withholding
Proceeds from issuance of stock under employee stock purchase plan
Acquisition-related earn-out payments
Excess tax benefits from stock-based awards
Purchases of treasury stock
Net cash (used in) provided by financing activities

17,000
(45,750)
4,344
(3,513)
476
(3,600)
4,628
(61,616)
(88,031)

1,840,734
(1,307,188)
(3,251)
148,786
4,747
(6,058)
505
(1,500)
4,855
(53,000)
628,630

Net increase (decrease) in cash and cash equivalents
Cash and cash equivalents, beginning of period
Cash and cash equivalents, end of period

$

19,326
71,825
91,151

$

(1,111)
72,936
71,825
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THE ADVISORY BOARD COMPANY
FINANCIAL HIGHLIGHTS AND RECONCILIATION OF NON-GAAP MEASURES (UNAUDITED)
(In thousands, except per share data)
Three Months Ended
December 31,
2016
2015
Revenue
Effect on revenue of fair value adjustments to acquisition-related deferred
revenue
Adjusted revenue

Twelve Months Ended
December 31,
2016
2015

$

203,852

$

204,951

$

803,424

$

768,348

$

203,852

$

204,951

$

803,424

$

12,499
780,847

Three Months Ended
December 31,
2016
2015
Net income (loss)
Effect on revenue of fair value adjustments to acquisition-related deferred
revenue
(Gain) loss from equity method investments
Benefit (provision) for income taxes
Loss on financing activities
Interest expense
Other expense, net
Depreciation and amortization
Impairment of capitalized software
Goodwill impairment
Acquisition and similar transaction charges
Fair value adjustment to acquisition-related earn-out liabilities
Build-to-suit land rent
Vacation accrual adjustment
Stock-based compensation expense
Adjusted EBITDA

$

$

37,165

$

(12,382)
(4,071)
4,399
409
19,411
(201)
932
6,522
52,184 $

Twelve Months Ended
December 31,
2016
2015

(105,280) $

2,728
3,516
4,905
4,102
18,852
8,166
99,145
475
6,962
43,571

$

Three Months Ended
December 31,
2016
2015
Net income (loss)
Effect on revenue of fair value adjustments to acquisition-related deferred
revenue
(Gain) loss from equity method investments
Impairment of capitalized software
Goodwill impairment
Amortization of acquisition-related intangibles
Loss on financing activities
Acquisition and similar transaction charges
Fair value adjustment to acquisition-related earn-out liabilities
Loss on investment in common stock warrants
Loss on cost method investment
Build-to-suit land rent
Vacation accrual adjustment
Stock-based compensation expense
Income tax effects and adjustments
Adjusted net income

$

$

37,165

$

(105,280) $

(12,382)
6,983
(201)
932
6,522
2,804
41,823 $

2,728
8,166
99,145
7,712
475
440
3,200
6,962
(3,032)
20,516 $

92,537

$

(119,014)

(46,666)
9,741
18,137
2,789
77,268
1,292
3,733
29,435
188,266 $

12,499
4,396
15,200
17,398
21,121
6,499
73,134
8,166
99,145
6,610
(1,665)
(850)
29,093
171,732

Twelve Months Ended
December 31,
2016
2015
92,537

$

(119,014)

(46,666)
28,408
1,292
1,800
3,733
29,435
(18,939)
91,600 $

12,499
4,396
8,166
99,145
31,033
17,398
6,610
(1,665)
370
3,200
(850)
29,093
(26,180)
64,201
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THE ADVISORY BOARD COMPANY
FINANCIAL HIGHLIGHTS AND RECONCILIATION OF NON-GAAP MEASURES (UNAUDITED)
(In thousands, except per share data)
Three Months Ended
December 31,
2016
2015
Net income (loss) per share - diluted
$
Effect of adjusted weighted average common shares outstanding - diluted
on earnings (loss) per share
$
Effect on revenue of fair value adjustments to acquisition-related deferred
revenue
(Gain) loss from equity method investments
Impairment of capitalized software
Goodwill impairment
Amortization of acquisition-related intangibles
Loss on financing activities
Acquisition and similar transaction charges
Fair value adjustment to acquisition-related earn-out liabilities
Loss on investment in common stock warrants
Loss on cost method investment
Build-to-suit land rent
Vacation accrual adjustment
Stock-based compensation expense
Income tax effects and adjustments
Non-GAAP adjusted earnings per share
$

0.92

$

-

$

Twelve Months Ended
December 31,
2016
2015
(2.52) $
0.03

(0.31)
0.17
(0.01)
0.02
0.17
0.07
1.03 $

0.06
0.19
2.34
0.18
0.01
0.01
0.08
0.17
(0.07)
0.48 $

Three Months Ended
December 31,
2016
2015
Effective tax rate
Effect on tax rate of Washington, D.C. tax law change including write-off
of DC income tax credits
Effect on tax rate of asset impairment
Effect on tax rate of loss on financing activities
Effect on tax rate of equity method investment related FIN 48 liability
Effect on tax rate of Royall acquisition costs and other tax items
Adjusted effective tax rate

$

(2.84)

-

$

0.02

(1.14)
0.70
0.03
0.04
0.09
0.72
(0.46)
2.24 $

0.30
0.10
0.19
2.34
0.73
0.41
0.16
(0.04)
0.01
0.08
(0.02)
0.69
(0.62)
1.51

Twelve Months Ended
December 31,
2016
2015

-19.7%

-3.6%

17.5%

-15.3%

0.0%
0.0%
0.0%
0.0%
0.0%
-19.7%

0.0%
27.8%
0.0%
0.0%
0.0%
24.2%

0.0%
0.0%
0.0%
0.0%
0.0%
17.5%

18.0%
52.1%
-13.0%
0.0%
-2.6%
39.2%

Three Months Ended
December 31,
2016
2015
Weighted average common shares outstanding - diluted
Dilutive shares outstanding (1)
Adjusted weighted average common shares outstanding - diluted

$

2.26

40,555
40,555

41,854
485
42,339

Twelve Months Ended
December 31,
2016
2015
40,871
40,871

41,888
516
42,404

(1) For non-GAAP purposes, the Company has net income and, therefore, used adjusted diluted shares in its calculation of non-GAAP
adjusted EPS.
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THE ADVISORY BOARD COMPANY
FINANCIAL HIGHLIGHTS AND RECONCILIATION OF NON-GAAP MEASURES
NET ADJUSTED REVENUE AND NET ADJUSTED EBITDA (UNAUDITED)
Qtr Ended
3/31/16
Revenue
Less: Product/Services to be eliminated
Net Adjusted Revenue

$

Adjusted EBITDA
Less: Products/Services to be eliminated
Net Adjusted EBITDA

$

$

$

Qtr Ended
6/30/16

200,735
5,278
195,457

$

47,351
1,457
45,894

$

$

$

Qtr Ended
9/30/16

198,382
4,711
193,671

$

47,740
554
47,186

$

$

$

Qtr Ended
12/31/16

200,455
3,624
196,831

$

40,993
633
40,360

$

$

$

Year Ended
12/31/16

203,852
3,685
200,167

$
$
$

803,424
17,298
786,126

52,184
595
51,589

$
$
$

188,267
3,239
185,028
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Non-GAAP Financial Presentation
The non-GAAP financial reconciliation tables present supplemental measures of the Company's performance which have been derived from its
consolidated financial information but which are not presented in the Company's consolidated financial statements prepared in accordance with
accounting principles generally accepted in the United States of America, or “GAAP.” The Company refers to these financial measures, which are
considered “non-GAAP financial measures” under SEC rules, as adjusted revenue, adjusted EBITDA, adjusted net income, non-GAAP earnings
per diluted share, adjusted effective tax rate, and adjusted weighted average common shares outstanding-diluted, net adjusted revenue, and net
adjusted EBITDA.
The Company's management team uses these non-GAAP financial measures, together with financial measures prepared in accordance with GAAP,
to enhance understanding by investors of core operating performance, as well as for internal forecasting purposes. Management believes that
providing information about these non-GAAP financial measures facilitates an assessment by investors of the Company's fundamental operating
trends and addresses concerns of investors that various financing, acquisition-related, non-cash and other effects included in GAAP measures
may obscure such underlying trends. The Company believes that, by highlighting such trends relating to underlying performance, its non-GAAP
presentation helps investors to make meaningful period-to-period comparisons of the Company's results.
There are limitations to the Company's use of non-GAAP financial measures. These non-GAAP financial measures may not be comparable to
similarly titled measures of other companies. Other companies, including industry peer companies, may calculate non-GAAP financial measures
differently than the Company does, limiting the usefulness of those measures for comparative purposes.
The Company's non-GAAP financial measures exclude the items discussed below. Because the excluded items have a material impact on its
financial results, the Company uses non-GAAP financial measures to supplement financial information presented in accordance with GAAP.
Reconciliations of each non-GAAP financial measure to its most directly comparable GAAP financial measure are set forth below. The Company
encourages investors and other interested parties to review the reconciliations in conjunction with the presentation of the non-GAAP financial
measures for each of the periods presented. The discussion below presents information about each of the non-GAAP financial measures and the
Company's reasons for excluding the enumerated items from our non-GAAP results. In future fiscal periods, the Company may exclude such items
and may incur income and expenses similar to these excluded items. Accordingly, the exclusion of these items and other similar items in the
Company's non-GAAP presentation should not be interpreted as implying that these items are non-recurring, infrequent or unusual.
Adjusted Net Income and Adjusted Earnings Per Share-Diluted
"The Company presents adjusted net income and adjusted earnings per share-diluted to provide investors with a meaningful, consistent
comparison of the Company’s operating results and trends for the periods presented. Our management believes that these measures are also
useful to investors by allowing investors to evaluate the Company’s operations using the same tools that management uses to evaluate the
Company’s past performance and prospects for future performance. These two non-GAAP financial measures reflect adjustments based on the
exclusion of the following items as well as adjustments for related income tax effects:
·
·
·
·

·

·
·

·

·

Effect on revenue of fair value adjustments to acquisition-related deferred revenue: The Company adjusts revenue to exclude the impact of
acquisition-related deferred revenue fair value adjustments. Our management believes that the adjustments for these items more closely
correlate the reported financial measure with the ordinary and ongoing course of the Company’s operations.
Gain (loss) from equity method investments: The Company has excluded its proportional share of income (loss) and other gains recorded in
connection with its equity method investments. Management believes that the exclusion of such amounts allows investors to better
understand the Company’s core operating results."
Goodwill impairment: The Company has excluded the impact of impairments of goodwill resulting from acquisitions, as such non-cash amounts
are inconsistent in amount and frequency and are significantly affected by the timing and size of acquisitions.
Impairments of capitalized software: The Company has excluded the impact of impairments of finite-lived software assets, as such non-cash
amounts are inconsistent in amount and frequency and are significantly affected by the timing and extent of our software development efforts.
Our management believes that the adjustments for these items more closely correlate the reported financial measure with the ordinary and
ongoing course of the Company’s operations.
Amortization of acquisition-related intangible assets: Amortization of acquisition-related intangible assets consists of amortization of
customer relationships, developed technology and trade names. Amortization charges for acquired intangible assets are significantly affected
by the timing and magnitude of our acquisitions, and these charges may vary in amount from period to period. The Company excludes these
charges to facilitate a more meaningful evaluation of its current operating performance and comparisons to past operating performance.
Loss on financing activities: The Company has excluded loss on financing activities, as this item represents a non-cash charge. In addition,
the amount and frequency of such charges are not consistent over time and are significantly affected by the timing and size of debt
refinancing transactions.
Acquisition and similar transaction charges: The Company has excluded certain acquisition-related charges resulting from acquisitions
(including legal, accounting and due diligence costs) to allow more comparable comparisons of our financial results to our historical
operations. Such charges generally are not relevant to assessing the long-term performance of the acquired assets, and are not a material
consideration in management’s evaluation of potential acquisitions. In addition, the frequency and amount of such charges vary significantly
based on the size and timing of the acquisitions and the maturities of the businesses being acquired.
Fair value adjustments to acquisition-related earn-out liabilities: The Company has excluded the impact of acquisition-related contingent
consideration non-cash adjustments due to the inherent uncertainty and volatility associated with such amounts based on changes in
assumptions with respect to fair value estimates. The amount and frequency of such adjustments are not consistent across transactions and
are significantly affected by the timing and size of our acquisitions, the future outlook of the acquired business, the estimated discount rate,
and the nature of the transaction consideration.
Stock-based compensation expense: Although stock-based compensation is a key incentive offered to our employees, the Company evaluates

its operating results excluding such expense because the expense can vary significantly from period to period based on the Company’s share
price, as well as the timing, size and nature of equity awards granted. In addition, management believes that the exclusion of this expense
facilitates the ability of investors to compare the Company's operating results with those of other companies, many of which also exclude such
expense in determining their non-GAAP financial measures.
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·

Other corporate expenses: The Company has excluded certain other expenses that are the result of other, non-comparable events, primarily
charges associated with the fair valuing of certain equity instruments. These events arise outside of the ordinary course of the Company's
continuing operations. The Company excludes these charges to facilitate a more meaningful evaluation of our current operating performance
and comparisons to past operating performance.

Adjusted EBITDA
Adjusted EBITDA reflects the adjustments to net income prepared on a GAAP basis, as discussed above, and, to the extent not already subject to
such adjustments, excludes expenses related to interest, taxes, depreciation and amortization. Companies exhibit significant variations with respect
to capital structure and cost of capital (which affect relative interest expense) and differences in taxation and book depreciation of facilities and
equipment (which affect relative depreciation expense), including significant differences in the depreciable lives of similar assets among various
companies. By eliminating some of these variations and reflecting the other adjustments, discussed above, management believes that this nonGAAP financial measure allows investors to evaluate more effectively the Company's fundamental operating performance relative to that of other
companies.
Adjusted Revenue
The Company adjusts revenue to exclude the impact of acquisition-related deferred revenue fair value adjustments. Management believes that the
adjustments for these items more closely correlate the reported financial measure with the ordinary and ongoing course of the Company’s
operations.
Adjusted Effective Tax Rate
Adjusted effective tax rate is the effective tax rate prepared on a GAAP basis adjusted for the impact of certain non-cash items included in the
effective tax rate, including changes in statutory tax regulations and other items that are not indicative of our ongoing operations. The Company
excludes these items because management believes this non-GAAP financial measure will facilitate the comparison by investors of the Company's
annual effective tax rates over time. The adjusted effective tax rate is calculated by dividing the adjusted provision for income taxes, which
excludes specified items and the tax effects of the other non-GAAP adjustments (using statutory rates), by the adjusted income before the
provision for income taxes.
Net Adjusted Revenue and Net Adjusted EBITDA
Net Adjusted Revenue and Net Adjusted EBITDA reflects the exclusion of the revenue and adjusted EBITDA contribution in 2016 from to-beeliminated products and services as part of the Company's restructuring announcement on January 3, 2017. The Company excludes these items
because management believes this non-GAAP financial measure provides a more accurate comparison to expected 2017 financial performance as
the products and services, and related costs, are eliminated.
There are various limitations associated with the non-GAAP financial measures the Company uses, including:
•
the non-GAAP financial measures generally do not reflect all depreciation and amortization, and although the assets being depreciated and
amortized will in some cases have to be replaced in the future, the measures do not reflect any cash requirements for such replacements;
•
the non-GAAP financial measures do not reflect the expense of equity awards to employees; and
•
the non-GAAP financial measures do not reflect the effect of earnings or charges resulting from matters that our management considers not
indicative of the Company's ongoing operations, but which may recur from year to year.
Because of their limitations, the Company's non-GAAP financial measures are not meant to be considered as indicators of performance in isolation
from or as a substitute for revenue, net income, earnings per diluted share, effective tax rate, and weighted average common shares outstandingdiluted prepared in accordance with GAAP, and should be read only in conjunction with financial information presented on a GAAP basis.
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MANAGEMENT DISCUSSION SECTION
Operator: Good evening and welcome to The Advisory Board Company's Fourth Quarter 2016 Earnings
Conference Call. All participants will be in listen-only mode. [Operator Instructions] Please also note that this event is being recorded. I would now
like to turn the conference over to Mr. Robert Borchert. Please go ahead.

Robert P. Borchert
VP, Investor Relations, The Advisory Board Co.
Thank you, and welcome to The Advisory Board Company’s quarterly conference call for the period ended December 31st, 2016. With me today
are Robert Musslewhite, our Chairman and Chief Executive Officer, and Michael Kirshbaum, our Chief Financial Officer.
The webcast of this call will be archived and available beginning this evening in the Investor Relations section of
“theadvisoryboardcompany.com” website under News and Events, and will be archived for at least 30 days.
This conference call may contain forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995, including
statements regarding The Advisory Board Company’s expected quarterly and annual financial performance for calendar 2017. Any statements
made during this call that are not historical fact may, therefore, be deemed to be forward-looking statements. In addition, discussions of forecasts,
estimates, targets, plans, beliefs, expectations and the like are intended to identify forward-looking statements that may be affected by important
factors set forth in The Advisory Board Company’s filings with the Securities and Exchange Commission, and in our fourth quarter news release.
Consequently, actual operations and results may differ materially from the results discussed in the forward-looking statements. The Company has
no obligation to update any forward-looking statements whether as a result of new information, future events, or otherwise.
Following our prepared remarks, we would like each analyst to ask only one question, so that everyone in the queue will have an opportunity to
pose a question. At this time, I’d like to turn the call over to our CEO, Robert Musslewhite.

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Thank you, Robert. I will start with a brief summary of our 2016 financial performance, followed by updates on our Health Care and Education
businesses. Then Michael will offer a more detailed review of our financial performance and update you on our financial outlook for 2017 before we
open the lines for your questions.
One important note: as you know, on February 6th we announced that our Board of Directors began a process to explore and evaluate a range of
potential strategic alternatives focused on maximizing shareholder value. A specific timetable for this review process has not been set, but it may
take a number of months to reach a conclusion. We do not intend to comment further on the process at this time. As this process proceeds, we
remain focused on running the business, executing on our current strategy, and continuing to deliver outstanding service and value to our
members.
Now, turning to our recent performance…
In 2016, total company revenue increased 2.9% over 2015 to more than $800 million. Within this aggregate growth rate, our Education business
continued to grow rapidly while our Health Care business overall had a challenging 2016, with revenue declining slightly year-over year. Adjusted
EBITDA and EPS continued to grow faster than revenue, due to our scalable business model and capital deployment activities.
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Our 12/31 contract value increased 2.5% over year-end 2015 to $781.4 million, which was supported by continued strength in renewals across the
entire company – research, technology, and data-enabled services – in both our Health Care and Education businesses. We also saw positive
sales during the fourth quarter in health care research, Planning 20/20, and strategy and EMR optimization consulting, and across our entire
Education business, especially in student success technology.
As we noted in early January, however, the difficult health care sales environment was especially pronounced in November and December
following the election, particularly in our technology offerings. We have seen multiple instances of members delaying larger purchases as they
reassess their strategy in light of uncertainty about health care policy under the new administration.
As we also shared in January, we took decisive action in this more challenging health care market to focus our technology and consulting
offerings on perennial industry challenges that offer significant long-term opportunities -- driving health system growth, reducing care variation,
and optimizing the revenue cycle. Our health care members have received this move positively, and we have seen early momentum in rolling out
solutions in these areas. While Q1 is always our smallest sales quarter of the annual cycle, we had reasonably good health care bookings
performance in January and the first half of February, and strong education bookings performance; so, thus far, we are on plan for the year.
Of course, it is never easy to streamline a portfolio or eliminate positions. However, our tremendously dedicated team has been engaged
throughout the process, and people are doing a fantastic job of executing their work to the highest standard across the business.
Now, turning to an update on our health care business…
Clearly we have entered a new wave of change and complexity in health care, and change and complexity are generally very good for us. Over our
35-year history, times of uncertainty have always been when our members have looked to us the most for best practices and guidance on how to
navigate uncertain waters. Today is no different - members have flocked to our researchers for guidance on potential regulatory changes, on the
complexity of MACRA and its impact on physician relationships with the health system, on finding ways to battle increasing margin pressure, on
developing more consumer-friendly operations, and more. As a result, we continue to see strong renewals and the loyalty of the industry's leading
membership network of C-level hospital and health system leaders.
November was a vivid example of how our members look to the Advisory Board for insight and advice. Following the presidential election, we
quickly rolled out a comprehensive research effort that included webconferences, research articles, and onsite presentations. Our members were
incredibly engaged with the work: we had more than 2,000 members participate in our teleconference a week after the election, close to 400 health
systems have invited us onsite to present this research, and our story on how the election results would impact the Affordable Care Act was one
of the most-read items ever in our subscriber-based Daily Briefing. Overall participation in our web and teleconferences, onsite presentations and
national meetings has been at or near record high levels in aggregate, showing how much our members value our insights in times when they face
the unknown.
This is because we consistently offer market-leading perspectives on key issues and best practices to help our members better align themselves for
future success. These insights lead to new performance improvement opportunities for our members, as well as potential new growth for our
Company.
Change and complexity also present challenges, however, as members who expected a continuing and stable regulatory environment now need to
reassess their investment strategy, and many health systems are taking more of a wait-and-see approach to major new investment. We see this
trend in our new sales, as certain members have postponed large technology decisions and, in some cases, consulting or solutions decisions. The
good news here is that members continue to receive extremely high ROI from their work with us, renew their relationships with us at high rates, and
express a very strong desire for us to partner with them on their key issues, so I expect our new sales performance to improve as members reorient
and any "pause" in decisions abates. In addition, over the medium term, it is clear that our health care members need the value we provide more
than ever, and that today’s uncertainty and change will lead to new and more valuable ways for us to help as the future unfolds.
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Continuous industry change has also allowed us, time and again, to evolve our offerings and value propositions along with members’ evolving
needs. The unique value of the Advisory Board strategy is that we start by providing deep best practice insight across every member area of need
and then help our members hardwire these best-practice insights into their operations through our award-winning consulting services and
incredible enterprise software platform that includes over 60% of U.S. inpatient data. And this work is not only valuable in and of itself, but it is
also a stellar platform for new product and business development. We heightened our technology and consulting focus on the key problem areas
of health system growth – that is, attracting, retaining, and engaging patients across their ideal network; care variation reduction – that is,
delivering the highest standard of care in the most cost effective way by following the best protocols; and revenue cycle optimization – that is,
ensuring payment for the services provided to create the financial stability to serve their communities for the long term. And this focus not only
helps us deliver comprehensive solutions and tremendous ROI to members across each of these huge areas, but also positions us at the forefront
of innovation as these areas evolve, getting direct feedback from our members and able to invest along with them in rolling out valuable new
technology and services. This process is driving our extension into exciting and large areas like clinical decision support, consumer marketing and
engagement, new forms of EMR optimization, and enterprise analytics.
And as I said before, this virtuous cycle of innovation starts with delivering strong member value. In partnership with our members, our execution
has delivered significant ROI for many health systems. At the University of Maryland Medical System, we delivered $20 million in annual savings
by helping them unify their physician network to improve patient experience and clinical outcomes. We worked with Tift Regional Health System
on physician alignment and care variation initiatives and helped them decrease mortality rates by 66%. And, we recovered $77 million for Cancer
Treatment Centers of America through denials management and appeals processes. Overall, in 2016, we had more than $2 billion in membervalidated ROI in our health care business alone, and our ability to deliver outstanding value gives us tremendous confidence in our strategy and
path of renewed focus in the three areas.
Now, switching gears to our education business … It’s a great time for an update here, because it was almost exactly 10 years ago that we
launched EAB after identifying a significant market opportunity to offer insight and value to colleges and universities.
Similar to health care, education is very well-suited to our membership model: it is a large, fragmented industry with complex, common problems,
and a willingness to collaborate.
Following the model of our health care business, we started our education work with organically launched best practice research programs. We
began with two research programs helping provosts and the heads of student affairs solve their up-at-night challenges. Building on the success
and growth of those programs, we now have research programs that reach nearly every key university leadership role; we serve more than 20,000
university administrators annually through our work; and we have built a deep knowledge base of approximately 5,000 best practices that address
critical problem areas.
As is the case in our health care business, in education, research memberships are our ultimate differentiator and have been key to our success.
Not only are they renewable and highly profitable, but they have also given us outstanding relationships with university leaders, credibility
around best practices, and a gathering reservoir of knowledge and expertise about the inner workings of colleges and universities. This knowledge
has also proven to be an incredible product development engine which has not only fueled the growth of our education research business, but
also seeded technology and data-enabled services offerings that drive significant results for our college and university members, particularly in
student success and enrollment.
In fact, our education technology business, projected to be over $60 million in revenue in 2017, came directly out of a research study called
“Hardwiring Student Success,” that we completed in 2009 for vice presidents of academic affairs. Out of those best practices, we developed the
Student Success Collaborative, a membership that combines analytics, interaction, and workflow technology to help our members support, retain,
and graduate more students. Today, with more than 475 million course records in the platform, our student success technology is used to improve
student advising and increase student success by identifying and positively influencing choices by at-risk and off-path students. The membership
has grown to over 400 institutions in under four years and has garnered significant publicity, including being featured in The New York Times, The
Washington Post, and The Chronicle of Higher Education.
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Taking a step back, the strong performance in our student success and research businesses has driven incredibly robust organic growth within
our education business; 2016 contract value for education research and technology was $110 million, which represents 41% organic 5-year CAGR
and does not include any financial impact of the Royall acquisition two years ago.
Speaking of Royall, our research also led us to another key component of our education business: data-enabled services for enrollment
management. Through our research program for vice presidents of enrollment management, we studied not only best practices in the space but
also the opportunity more broadly in the enrollment market, which led to our acquisition of Royall & Company in January 2015. This renewable
enrollment management offering leverages massive data assets, deep subject matter expertise, and proprietary digital marketing capabilities to help
our members achieve enrollment growth, net tuition revenue growth, and improved student retention far above industry averages. Since fully
integrating that business, we have had tremendous success, driving very strong performance and innovation, and introducing more than 20 new
capabilities to our clients since the acquisition. This, in turn, has led to superior results for the colleges and universities working with us on
enrollment, and also allowed our enrollment business this year to surpass its strong average historical performance on all major operational and
financial metrics, including sales, renewal rates, contact value growth, and average revenue per client.
Ultimately, across our education business, as in our health care business, what drives our success is the tangible value we provide our members.
With an 8-to-1 first year ROI for our enrollment work and hundreds of case studies of member value across the business, it is no wonder that
members want to continue their work with us. In addition, institutional renewal rates of 94% and one hundred percent subscription-based revenues
give our education business a stellar economic model.
Each line of business within EAB today is growing at a mid-teens rate or above, and we continue to add to our member base. In 2016, our EAB
business reached $225 million in revenue -- the size of the entire Advisory Board Company in 2009.
We are just beginning to penetrate our $8 billion addressable market opportunity, and we have a $1 billion cross sell opportunity today with just
our current portfolio of products and our current member base. In addition, we have strong profitability across our education business, with above
corporate average gross and EBITDA margins.
Of course, change and complexity are certainly present in education as well, as are the advantages they provide our business. As colleges and
universities confront slower demographics in the student population, shrinking state budgets, rising cost concerns, and heightened attention to
value and outcomes, we bring to the market an unparalleled portfolio of solutions to address their most important issues. Our assets and insight
power ongoing innovation and new program development, and we see many avenues for future growth, including the K-12 market, international,
employment outcomes, and additional technology operating systems. Given that, and given the strong economics of our education business
which include high renewability, visibility, scalability, and profitability, we are very confident in the overall growth profile and financial outlook of
EAB and look forward to a bright future for this business.
With that, I'll turn things over to Michael.

Michael T. Kirshbaum
Chief Financial Officer & Treasurer, The Advisory Board Co.
Thank you, Robert. Today, I will cover highlights of our fourth quarter and full-year 2016 financial results, a summary of our cash flow and balance
sheet highlights, as well as a detailed financial outlook for 2017.
Please refer to today’s press release and slide presentation to review our financial and non-GAAP reconciliation schedules as a supplement to my
comments. These can be found in the Investor Relations section of our website advisoryboardcompany.com.
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A quick summary of our fourth quarter and full-year top-line results on page 11 shows that revenue for the quarter was down 0.5% to $203.9
million, when compared to Q4 last year. As we noted on January 4th, we saw lower sales in November and December, lower-than-expected
consulting and risk collection revenue in Q4, as well as some impact from the wind down of several eliminated programs beginning in late 2016 as
part of our health care business restructuring.
For the year, 2016 revenue grew 2.9% over 2015. Our Education business, which was 28% of our total revenue in 2016, grew over 20%, which was
partially offset by a decline of roughly 3% in Health Care.
Contract value of $781.4 million increased 2.5% over Q4 of last year. As Robert mentioned, this growth came from positive sales across all of our
Education offerings, as well as in Health Care research, Planning 20/20, and strategy and EMR optimization consulting, and was supported by
continued strength in renewals across our offerings. However during Q4, as we mentioned in early January, we saw a lot of sales variability due to
the lack of uniform buying activity in the health care market, which impacted our year-end contract value growth.
Adjusted EBITDA in the fourth quarter was $52.2 million, up 20% from Q4 last year, and EBITDA margin improved 430 basis points due primarily
to high incremental profitability from our Education revenue and increased cost management within the quarter. For the year, adjusted EBITDA
was $188.3 million, up 9.6% from 2015, with margin expansion of 140 basis points year over year driven by revenue growth from our higher-margin
Education offerings, continued scaling of revenue over our fixed cost base, and improved cost management, including reduced bonus accrual to
align with our business performance for the year.
Interest expense was $4.4 million in the fourth quarter, a 10.3% decrease from a year ago as we continued to reduce our debt balance and realize the
benefits from improved interest rates from our debt refinancing in the fall of 2015.
Our GAAP tax rate was negative in the fourth quarter as we booked additional research and development tax credits from prior years. This tax
credit drove our full-year tax rate to 17.5%. We mentioned this opportunity on our third quarter call last November, and worked hard to earn this
significant benefit.
Our Q4 and full year 2016 non-GAAP adjusted EPS were $1.03 and $2.24, respectively. Normalizing for the R&D credits, our Q4 tax rate would have
been 32.1% and adjusted EPS would have been $0.59, and for the year, our annual tax rate would have been 36.8% and adjusted EPS would have
been $1.86, in line with previous guidance.
Our GAAP EPS for the year also includes a gain of $0.73 from the sale of Evolent shares in the third quarter, and a $0.49 dilution gain from
Evolent’s acquisition activity in the fourth quarter.
Both the quarter and year also benefitted from lower interest expense and share repurchases due to our focused capital allocation during the year,
with our share count decreasing by over 1 million shares from 2015.
We saw improvement in cash flow during the fourth quarter from enhanced cash collections and from the expected timing catch up of cash flow
from Royall. Our cash flow from operating activities was $52.8 million for the quarter and $109.2 million for the year. Included in operating cash flow
is $17.6 million of tax payments related to our sale of Evolent shares in September, as taxes are recorded as an operating activity compared to the
$48.6 million gain that was recorded as an investing activity. Excluding these taxes from operating cash flow, our cash flow from operations for the
quarter was $70.4 million, and for the year was $126.8 million.
Our debt balance at December 31, 2016 was $522.1 million, which is approximately 2.8 times our last twelve months adjusted EBITDA. Net of the
$91.2 million of cash we currently have on the balance sheet, our net debt to EBITDA ratio is approximately 2.3, which is half a turn lower than our
leverage ratio a year ago as we’ve continued to grow EBITDA and pay down debt.
For year-end 2017, we are targeting a gross leverage ratio of less than 2.5 times trailing adjusted EBITDA. Importantly, while not visible on our
balance sheet, the gross value our remaining investment in Evolent is worth approximately $180 million based on the EVH closing stock price
yesterday.
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For our detailed financial guidance for 2017, note that these numbers exclude discontinued programs and restructuring costs. In the press release
and appendix to our slides we have included a reconciliation of the impact of discontinued programs for adjusted revenue and EBITDA for the four
quarters of 2016, which provides an apples-to-apples comparison to our 2017 guidance and reported results.
Given that we are early in the year and recently announced a strategic review process by our Board of Directors, we have decided not to change
our revenue and adjusted EBITDA ranges from the preliminary guidance we provided in early January. Of note, the midpoint of our revenue
guidance would assume mid to high teens growth in Education and flat to slightly down performance in Health Care. Importantly, we still expect
adjusted EBITDA margin to expand approximately 100 to 200 basis points year-over-year based on our restructuring efforts as well as the
continued benefit from a scalable model and a positive mix shift towards higher margin programs.
For the year, we expect 2017 operating cash flow to be approximately $135 million, and free cash flow to be approximately $80 million after capital
expenditures. Both estimates exclude any restructuring related expenses.
For the quarter ending March 31, 2017, we expect revenue to be in a range of $185 million to $190 million and adjusted EBITDA to be in a range of
$37 million to $42 million.
As we mentioned in early January, based on our visibility into revenue pacing, we expect revenue and adjusted EBITDA to be relatively back
weighted on the year, and Q1 starts out low based on how we finished sales in 2016 as well as our new sales ramp and the expected timing of
consulting delivery both falling later in the quarter.
For revenue, we anticipate sequential quarterly growth ultimately ramping to quarterly revenue of over $215 million in Q4, with sequential growth
driven by several key factors: first, we have several large contracts in place with start dates already set for early Q2. Second, we have visibility into
sales and renewals in Royall for the next school year, many of which are already in place and much of the remainder to come in across Q2;
additionally, June is always a large sales season in the Health Care business. Third, we have visibility into our new product roll out schedule for
the year, which drives increasing sales across the quarters. And finally, as we have seen in prior years, we have some year-end risk collection that
is expected across Q3 and Q4.
For Adjusted EBITDA, we anticipate a similar quarterly pattern to revenue, as expenses will largely be flat across the year and a high portion of
incremental revenue will flow through to Adjusted EBITDA.
As we move through the year, the primary metrics to measure our success will continue to be contract value growth as an indicator of future
revenue growth, EBITDA margin improvement, and EPS and cash flow performance.
One final note: we expect to file a Form 12b-25 tomorrow with the SEC providing us with a 15-day extension to file our annual report on Form 10-K
as we continue to work to complete the year-end audit given the complexity of all the relevant documentation related to our annual goodwill
impairment test, income taxes, and the evaluation of our internal control remediation. We are confident that our 10-K filing will occur within the 15day extension period.
I'll now turn it back to Robert for some closing comments.

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Thank you, Michael. The Advisory Board Company continues to be very well positioned in two high demand target markets with a distinct set of
research, technology, and services capabilities that power significant member ROI. This drives enduring relationships with our more than 4,400
healthcare and 1,100 education members, a key component of our powerful economic model that includes very high renewal rates and scalable
programs that consistently drives strong financial performance. Despite a lower revenue year in 2016, we entered 2017 with much higher margins
that continue to expand, a declining debt balance that is now only 2.3 times EBITDA and improving cash performance, a valuable ownership stake
in Evolent Health and good visibility into a strong year performance.

8
Finally, across both healthcare and education, we have tremendous opportunities for growth. Since we
announced our healthcare business restructuring on January 3, our healthcare team has rallied around our path forward and in both healthcare and
education, employees at all levels remain focused on delivering outstanding value to our members. I am extremely grateful for our employees' effort
and dedication to our mission and I look forward to reporting on our future successes.
With that, let me hand it over to Robert.

Robert P. Borchert
VP, Investor Relations, The Advisory Board Co.
Thank you. And just to reiterate Robert's earlier statement, we do not intend to comment further on our board strategic review process, so we ask
you please confine your questions to our business and financial performance and outlook, and the market environment at large. So with that,
Andrea, please open the lines for questions.

QUESTION AND ANSWER SECTION
Operator: We will now begin the question-and-answer session. [Operator Instructions] And our first question comes from Matt Hewitt of CraigHallum Capital Group.

Matthew G. Hewitt
Analyst, Craig-Hallum Capital Group LLC
Good morning, gentlemen. Thank you for the update and for taking the question.

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Sure.

Matthew G. Hewitt
Analyst, Craig-Hallum Capital Group LLC
Just a question regarding the fate of the ACA, which is still in limbo. There is no clear path, I guess, if you will, to when that will be resolved,
whether it's repealed, replaced, what not. What are you seeing from customers from a buying standpoint? Are you seeing them pushing ahead with
certain areas like MACRA, and there are some opportunities there for you? Or are they still really on hold until they get some clarity from the
government? Thank you.

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Sure. No. Look, there are some places that we've seen members continuing to need help and make purchase. I mean, obviously the research
business for us in terms of helping members get visibility into what the potential changes are and how they might impact members and how they
model that forward, I mean, that's a place of huge value. And we see strong performance there. The other things that members continue to – at
least from our product portfolio perspective, things like Planning 20/20, strategy, EMR optimization, consulting, those are areas where members
have very clear upside from investing in those and feel like they need the support.
I think the places where we've seen through our members' eyes, the uncertainty from the potential changes in regulation play out is larger
technology investments or in some cases larger solutions investments, where a member base that had really prepared for one outcome and felt like
it was more of the same coming, now confronts a very different environment. And if you're in a state that expanded Medicaid and you felt like you
got a reasonable amount of new volume from that or at least covered volume from that, you model it out without the coverage on that volume or
with partial coverage on it, you get a very different margin outlook.
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And so someone who is prioritizing one thing might step back and say, boy, it's going to mean we should be investing somewhere else across the
next couple of years if that's the scenario that comes out.
We can help them make those decisions and help them model that out. But until there's a little more clarity as to the path forward, a lot of these
members aren't going to make really large kind of system wide technology, analytics, even consulting investments as they wait to have a little more
clarity. And it's an understandable situation.
So, no, people are not purchasing anything at all. I think members know they need help. I think the question is, where are they going to prioritize
that help in a world where there's still some things that are up in the air like you said.

Matthew G. Hewitt
Analyst, Craig-Hallum Capital Group LLC
Understood. Thank you.

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Thank you.

Operator: Our next question comes from Jamie Stockton of Wells Fargo.

Jamie Stockton
Analyst, Wells Fargo Securities LLC
Hey. Good evening. Thanks for taking my questions. I guess maybe, I know you guys aren't commenting on the process. But as far as any impact
that it's having on ability to close deals or enthusiasm of the sales force or anything like that. Can you talk about whether you've seen any of that
up to this point? Or whether you built anything into your outlook for 2017 for any of that to crop up?

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Haven't seen the impact. Our teams are very focused and running ahead at the opportunity in front of us. We did go through a restructuring and
kind of realigned in a lot of places. And I think people are charged up and focused on the opportunity there. So the other thing is, we do have a
wide revenue guidance range. And so there are some scenarios in there of continued slower sales performance, depending on how long the thing
that we've seen from members, where some pause in buying activity might persist. And you could say that the wide revenue guidance range would
encompass a reasonable amount of variability in sales performance within that guidance range. So it's probably covered in the guidance. But in
general, people are running hard at the market. People are excited about the opportunity. I think people have responded really well to the
reorganization of technology and consulting in focus areas and some of the commercial changes that we've made. And so it's something that when
you lead a company, you want to manage the distraction and get people focused on what's going on. But I think our team really stepped up and
has moved past it and is running hard at the market.

Jamie Stockton
Analyst, Wells Fargo Securities LLC
Okay. That's great. And then, Michael, the contract value number – and I apologize if I missed this. But can you tell us if it excludes the businesses
that have been shut down? And then maybe also touch on whether we're actually going to see any kind of stub revenue flow through in 2017 from
those businesses, just so that we model all those appropriately? Thanks.

Michael T. Kirshbaum
Chief Financial Officer & Treasurer, The Advisory Board Co.
Jamie, you broke the one question rule, but I'll answer it anyway. The contract value is everything. I think beginning next quarter we'll go start
piecing the pieces out. If you did take those pieces out, the growth rate would've gone up about 0.5 point, so instead of 2.5% it'd be closer to 3%.
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In terms of the revenue flowing through from the incremental programs – I'm sorry, the discontinued programs, we put the number in the press
release for last year, about $17 million of revenue for last year. And normally that would wind down, because those were programs that were not
selling as well. So there'll be a number in for calendar 2017 that we'll recognize on our GAAP income statements. I don't know if that's going to be
$17 million or $12 million or $10 million or some other number, because I don't know how fast some of those members are going to want to switch
off those programs into other ones. So we haven't been able to guide on that specific number. We've guided on the net number, and that's where
we're focused on. There will be some additional revenue that flows through, but we've excluded that from guidance, because it's really hard to have
a ton of visibility into how that shakes out across the year right now.

Operator: Our next question comes Mohan Naidu of Oppenheimer.

Mohan Naidu
Analyst, Oppenheimer & Co., Inc.
Thanks for taking my questions. Robert, maybe on the higher education side, you have seen pretty strong performance in 2016. As we go into the
selling season right now, what are you seeing? Can you repeat what you told your performance back in the 2016 or how is that modeled into the
guidance?

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
I think that business is kind of running on all cylinders right now like I said in my remarks. And it's really got two selling seasons because it's got
the year-end sales season for the revenue in technology business, and then Royall obviously the data-enabled services business has a June yearend, and so you kind get the benefits of two kinds of year-end quotes on seasons. And things feel very good there. It's off to a very good start
this year, had a very good finish through last year, and a good year overall. So we're bullish on that business continuing to grow at very strong
rates and continue to generate good margin performance.

Michael T. Kirshbaum
Chief Financial Officer & Treasurer, The Advisory Board Co.
Mohan, in terms of the guidance, obviously, part of the guidance range is the fact that we still have a big season ahead of us in that enrollment
business. However, versus where we were at this time last year, we're entering it with a lot more on multiyear contracts, so there's less things to
renew and less variability, so we have a tighter range on expectation for that. And two, having managed the business now for longer period of
time, a better sense of leading indicator or early close activity, et cetera. So there still is a range based on how we perform, but it's a much narrow
range than where we were sitting at this time last year due to some of the operational improvements we've made.

Operator: Our next question comes from Sean Wieland of Piper Jaffray.

Analyst, Piper Jaffray & Co.
Hi, thanks. So you mentioned some new product rollouts that would be a driver of growth into the second half. Can you comment on what are
some of these new rollouts and how you have that visibility?

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
I'm not going to a comment further than I said in the script. I think I mentioned some of areas in the healthcare side and the higher ed side. There is
a lot of work we're doing around the intersection of enrollment in Student Success and building on the Student Success platform. But I'd say on the
healthcare side, in each of the focus areas there's some very visible new opportunities that I'd expect to pace across the year in the higher ed side.
There is a set of three to four to five new product launches that we'd expect to roll out across the remainder of the year as well.

Operator: Our next question comes from Steven Valiquette of Bank of America.

Jonathan Yong
Analyst, Bank of America Merrill Lynch
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Hey, this is Jonathan Yong on for Steve. I guess on the education side, has the selection of Betsy DeVos created any additional opportunities for
you guys? What are clients saying? Are they a little bit concerned with her selection? And I guess what type of opportunity does this create for
you guys? Thanks.

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Sure. I think it's early to comment specifically on one person's appointment. Obviously, people are watching out. And they'll like in healthcare,
have turned to our researchers for help and guidance in terms of scenario planning around the different moves that she and the education
department may make going forward. So I'd say, number one, it always fuels additional calls to our researchers. I don't think there has been any
sort of meaningful membership as a result of that. The second thing is like in healthcare, there is a change in complexity likely coming on the
education side I'd say in part driven by the election. But in general, it's an industry that is starting to face some of the industry-moving challenges
that we've seen play out a decade ago in healthcare, which is a economic model that's a little bit under pressure, increasing access to and need for
performance data and analytics, a growing receptivity to use of those analytics to drive better "business performance" and so I think you have an
industry that's facing a lot of seismic forces that require members to not only access best practices, but to really seek ways to embed those best
practices in the work that they do. So the administration change and the subsequent moves I'd add on top of all that in terms of creating an
environment that we feel like is really conducive to continued very strong business growth over the next both short, medium, and long-term
horizons.

Operator: Our next question comes from Matthew Gillmor of Robert Baird.

Matthew D. Gillmor, CFA
Analyst, Robert W. Baird & Co., Inc.
Hey, thanks for taking the question. I wanted to follow up on some of the guidance comments. I think Michael mentioned you had several
contracts starting in the second quarter that helps with the ramp through the year. Can you give us some detail around the nature of those
contracts, whether it's consulting engagements or on the technology side? And then any sense for the visibility you have around those start
dates? Thanks.

Michael T. Kirshbaum
Chief Financial Officer & Treasurer, The Advisory Board Co.
So, Matt, it's a little bit of some of the things we sold across December and early this quarter. There is a mix. There's some bigger ones that are
consulting. They start early Q2 and that's just one of the several factors I mentioned that drives sequential revenue across the year and generally
we do have sequential revenue increases from sales pacing and sales timing. This year we've got a little bit of an extra increase off of Q1 due to
some of the larger sales in December and in January, February starting in April and May that drive up some revenue in Q2 a little bit higher than
Q1. And then as we've talked about, new product rollouts across the year, probably little more H2 weighted than Q2 weighted and the Royall stepup for next fiscal year, as the sales we've done this year, the selling we're doing ahead of next fiscal year, and the renewals drive growth in that
business starting in H2. Those are some of the things that will drive sequential revenue growth across the year.

Operator: Our next question comes from Ryan Daniels of William Blair.

Ryan S. Daniels
Analyst, William Blair & Co. LLC
Thanks for taking the question. Maybe a big picture question as a follow-up to Sean's commentary. I'm just curious, if given the slowdown you're
seeing in healthcare and some of the uncertainties that's changed your investment priorities in regards to new product launches, such that you're
focusing more on investments in higher education and product integration between Royall and Education Advisory Board and increasing the sales
team exposure for higher ed in particular? Thanks.

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Ryan, thanks for the question. I'd say, in general, we've been certainly investing as much as we can in the areas where we see upside in higher
education in that business. It has a lot of running room, we have a good leadership position in the places we're in and I feel like there is a lot of
very clear value to deliver to members. That our overall investment in new product development type activity has been shifting towards higher ed
over the past couple of years. No question as a percentage.
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At the same time, I think we were clear when we did the reorg that as part of looking at our spending, we were also careful about how much we
were investing back in new stuff in the business versus scaling the platforms we already have in some of the focus areas and so the net result of
that is probably not quite as much overall basis point investment back in the business in terms of brand new stuff. The nature of it in the
healthcare side, I would want to say though is still, there's a lot of new opportunities within each of the focus areas and so I describe it as not that
we're not doing it, more that it's more focused and it's focused around those three areas, which we've identified as large markets, places where we
have a very good platform to build off of, places that even in the area of some of the regulatory change are going to be areas that members need a
ton of help in, they are kind of evergreen type areas and places where there is a lot of innovation that we feel like by being in there, working with
members and driving a lot of value, we sit in a position where members will push us on innovation and we can be very focused in how we evolve
those portfolios.
And so, while it may not always manifest as "new product launches in each of the areas," it will manifest as expansion of our capabilities that
should drive additional revenue in the form of either price increase or new sales of add-on capabilities. So, that's the way we think about it. The net
result is yes. Sorry, I had to do such a long answer, but more of the new product mix is in education for sure, but we've continued to be investing a
lot back in the business, and it may not have been as much as a percentage of our overall revenues in prior years, but it's still a lot.

Operator: Our next question comes from Eric Percher of Barclays.

Eric Percher
Analyst, Barclays Capital, Inc.
Thank you. I know we spent a lot of time on the new sales environment, could you speak to the renewal environment for technology. I know it's
been very high on the subscription-based revenue you spoke to, but I don't know if you're able to give detail within technology or technology
versus other businesses, what does that renewal look like, and how has that changed over the last year or two?

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
No, renewal has really been one of the strengths of the businesses across all of our renewable areas. So if you say that our business is roughly 80plus percent renewable, renewal rates on all parts of that have been consistently high. So we've continued to see very, very strong renewal rates in
data enabled services. So the former Royall business. Very strong renewal rates across research and continued very strong renewal rates across
technology. Now those are different rates per business, but in general you're looking at 93%, 94% across the business with kind of Royall being at
the high end, research being right around that average, and technology in general being a little bit lower on the healthcare side. But that's been
consistent over several years. So certainly no downward change.
And I think again, that reflects the value members are getting in it. Last year we delivered $2 billion in member validated ROI. And most of that was
technology products. And so you still see a very strong technology value proposition on the higher ed side, very strong renewal rates in our
student success technology work. Members clearly getting tons of value from their work with us there. And I talked about the Royall ROI on the
call, which first year ROI of 7-to-1 and multi-year ROI much higher than that.
So it comes down to if we can continue to deliver the very strong value through all those programs, we'll continue to see very strong renewals
across the business. And that's been a real bright spot even in a tougher sales year on the healthcare technology side.

Operator: Our next question comes from Nicholas Jansen of Raymond James & Associates.
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Nicholas M. Jansen
Analyst, Raymond James & Associates, Inc.
Hey, guys. Most of my questions have been answered, but maybe just talk a little bit about the January and February trend. I think you noted that
it was an improvement relative to 4Q. Just trying to get a sense of magnitude. And how do we think about that in context of maybe the pause
surrounding the administration change happening in 4Q, but now we're kind of (de-following) as we progress through the year? Thanks.

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Again, Q1 is a small quarter, so I want to be careful to read too much into it. I'll be my normal measured self. Which is higher ed started very strong
in this year, so we've seen very good sales performance there. Healthcare started as expected. We didn't build in a huge ramp in the first quarter,
based on some pretty tough performance coming out of November and December. So it's not like we had huge expectation the first quarter, but we
are on track with those expectations. And so when you think about – granted it's a wide guidance range, but we're certainly on track for
performance across the year, kind of where we wanted to be at this point.

Operator: Our next question comes from Richard Close of Canaccord Genuity.

Richard Close
Managing Director, Canaccord Genuity Group, Inc.
Just a little bit deeper on the technology renewal side. Specifically on Crimson, and you guys obviously had a lot of success there. Have you seen
any material changes in Crimson renewal rates over the course of the last year?

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
No, I mean I'd say the healthcare technology business as a whole, of which Crimson is a huge part of it, has continued to have very strong renewal
rates as I mentioned before. And we still see that as a real strength of that business. I'm kind of repeating some of the points I said before, but it's a
sticky business. Once members get in and start using the product and using the metrics to drive performance in certain areas, we generally have a
good track record of delivering a lot value to members. And once they're in that position, the return on the product keeps them onboard. We don't
renew 100%. There are always members where there is a change in leadership or in some cases members don't see the value, and they make that
trade-off. But in general, if we do our job of getting a member up and running and start delivering value, they become sticky long-term
relationships. And that includes Crimson as well as the revenue cycle portfolio as well as the non-Crimson non-revenue cycle Compass portfolio.

Operator: Our next question comes from Stephanie Davis of JPMorgan.

Stephanie J. Davis
Analyst, JPMorgan Securities LLC
Hey, guys, thanks for taking my question. You mentioned in the prepared remarks that you're seeing uneven demand among your healthcare client
base. Could you give us some further color on which areas have seen the greatest pullback?

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
It's mostly – where we saw the biggest impact was healthcare technology. That's probably the place where we went – and we do have a pretty
rapid sales cycle. And so I think in many cases, we tend to see impact quicker than in some of the longer sales cycle products. So we had a lot of
pursuits that felt like they were headed to close in November and December, that were certainly disrupted or at least put on pause by that. And
those were in general across healthcare technology. That's balanced against places where we saw continued strength, which is the whole
education business, especially student success technology. And then on the healthcare side, again, good research sales, good strategy in EMR
consulting sales. And really the one exception on the technology area was Planning 20/20, which deals with strategic planning and kind of
modeling the future. And so you can understand why that may not have been impacted as much. It's kind of the one of the key areas that members
need as they look forward.
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But all the other areas of technology just – and I don't think it was necessarily content area driven so much as it is members who were lining up to
make a big investment in something that they felt like was integral to their performance over the next several years, wanting to be sure that was still
their top priority once the election came. But certainly where we felt it was primarily across the technology business.

Operator: [Operator Instructions] Our next question comes from Shlomo Rosenbaum of Stifel.
..........................................................................................................................................................................................................................................
Shlomo Rosenbaum
Analyst, Stifel, Nicolaus & Co., Inc.
Hi. Thank you very much for taking my question. I have one question that's little just free cash flow focused, I'm hoping to squeeze in another one
just over the embedded guidance, our growth rates in the guidance, but on a free cash flow basis we're expecting to go from like $61 million to $80
million in free cash flow this year and that excludes any costs from the restructuring and stuff like that. How much are you assuming in terms of
converting some backed up receivables? In other words, is there an ability to outperform on that because you have stuff that's going through
receivables or is that already baked in and that's kind of a normal what you'd expect for that kind of base of revenue that we have, how should we
think of that?

Michael T. Kirshbaum
Chief Financial Officer & Treasurer, The Advisory Board Co.
It's a good question, we modeled cash flow from ops growth roughly in line with EBITDA growth and so we have not built in tons of performance
improvements. That said, it's an area we're incredibly focused. We saw a better Q4 than we saw earlier in terms of cash collections and January and
February have been better as well and so we're managing it closely, I'd love to do better than the numbers we put out there. But the numbers we
put out there assumes a somewhat consistent environment to what we saw last year.

Operator: This concludes our question-and-answer session. I would like to turn the conference back over to Mr. Robert Musslewhite for any
closing remarks.

Robert W. Musslewhite
Chairman & Chief Executive Officer, The Advisory Board Co.
Thank you all for the questions and your participation tonight, and we look forward to speaking with many of you across the coming weeks. So,
thank you. Good night.

Operator: The conference has now concluded. Thank you for attending today's presentation. You may now disconnect your lines.
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