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The Essential Knowledge Company

Facts

Annual revenues; EUR 3.9 billion/USD 3.7 billion
Approximately 20,000 employees

Core activities: Legal, Tax & Business, Health and
Education, subdivided into 5 regional clusters

Locations in-mare than 25 countries on 4 continents
Listed on Euronext Amsterdam (included in AEX and
Euronext 100 index)

Head office in Amsterdam (the Netheriands), subsidiary
head office in Chicago (United States)

We are

Wolters Kluwer is a multi-media publisher dedicated to the
delivery of information, combined wherever possible with
smart information tools, to professionals. Wolters Kluwer is
a giobal operator with a prolific histary, a prosperous
present and a promising future. Wolters Kiuwer is one of
the most important information providers in the Lega}, Tax
& Business, Health and Education markets.

Our focus

Historically, Wolters Kiuwer was a traditional publisher with
a focus on print products. Thanks to a transformation at ail
tevels, our operations are now more market-driven than
aver, offering a choice of advanced electronic products and
services as well as print. We sell information, software

and services, often on a subscription basis. We do this in
many different formats via the medium that best suits the
customer, varying from Internet-related products and
CD-ROMs to books, professional journals and loose-leaf
pubtications. We offer solution-criented, smart information
tools that help our customers improve their productivity
and the quality of their work.

Our customers

We target our activities at a select group of professionals.
Alongside accountants, lawyers and fiscal experts, these
include specialists in the banking, insurance and securities
industries. Other customer groups are HR officers, medical
specialists, nurses, pharmaceutical companies, teachers,
students and educational institutions.

- Our commitment

All businesses of Wolters Kluwer are closely committed to
their customers and markets. There is a direct connection

I between the added value of our products and the success of
* our customers, The refationship with our customers is
- therefore built on partnership and co-operation, so that we

can deliver the right information, at the right time, via the
right medium. Three aspects are crucial here: our products
and services must excel in quality, accessibility and user-
friendiiness. That is why our ambition is to be "the essential
knowledge company’ for our customers.

Our operations

Wolters Kiuwer's activities are organized around three core
business areas, subdivided into five regional clusters.

This structure not only reflects the breadth of our custorner
base but also promotes synergy within the group.

It enables us to benefit fram the weaith of expertise
avaitable within Wolters Kiuwer as well as the economies of
scale of a worldwide enterprise like ours,




CHAIRMAN'S STATEMENT

Chairman’s statement

On taking up my postas Chairman in March 2000,
Ianneunced that we would increase ourfocus on
‘growthunder our own power’, without missing out
on attractive acquisition opportunities. With this
goalinmind, I also pledged additonal resources to
strengthening ourinnovative power in the field of
electronic productsand the Internet. Thanks to the
approximately EUR 250 million that we have
. released over the past three years forinvestments in

innovations of products and infrastructute, our
businesses have made a great leap forward. Weare
notthere yet. But the extra investinents have already
led to substantial reverrues from these projects in
2002, thereby compensatingforthe declinein
traditional products. Follow-up investments are
necessary. These can be made with confidence
now thatthe organization has accumulated more
experience with development of new electronic
products.

Itis now clear to everyone that the Internet has .
lostitslusteras the ultimate revenue generator.
We see the Internetvery matter-of-factly as a ‘new

certainly no less. Ultimately, the customer has the
last word regarding the way we deliver our products
and services. By no means has everyone been won
over to the clectronic format. Still, I continue to have
faithin the further growth of a strong range of
products via the Internet. Revenues of CD-ROMs
(our ‘other’ electronic carrier) are appearing to
stabilize in terms of volume. It is interesting to note
that, particularly in Europe, these productsare
-proving to have amuch longer life cycle than we
anticipated a few years ago. The revenue growth of
our one-time flagship product ‘loose-leaf publica-
tions’ is declining year on year, as expected.

The combined effectof these developments largely
explains our modest organicrevenue growth,

Compared to many other businesses, we are
sufficiently resilient to withstand an economic
slowdown oreven decline. However, itis only fair
to recognize that notall of our customers are inthe
same posidon. This has anunfavorable impacton
our organic revenue growth. Marketing innovations
is considerably more difficult than a few years ago.
Nevertheless, we were once again able to achieve
further revenue growth at constant exchange rates.
After my appointinent, the portfolios of activities

of the clusters and businesses were held up to the

light foracritical review. Where necessary, strategies
weresharpened (LTB Europeand soon LTB North
America), broadened (Education) orevenwholly
renewed (Health), We now principally investin
markets ~often with growth potential - where we
already have, or can soonachieve, aleadership
position. Substantial funds and energy were
cominitted to software and services thatwill
complement our existing wealth of copyrighted
information products. Asalogical consequence

of our plans, we parted ways with some companies
thatno longer match our strategy.

The sale of Kluwer Academic Publishers, Bohn
Stafleu Van Loghumand, so we expect, ten Hagen &
Stamand ISBW is testimony to our willingness to
accept the consequences of our strategy. The decision
to sell these businesses ~nurtured to maturity by
expertand dedicated staff—was by no meanseasy.
Butwe are convinced thatwe are creating a win-win
situation: though our people willin future workina
new setting, they will then belong to the core activity
and thus have better prospects to develop. We, for
our parg, are better able vo concentrate on exploiting
new growth opportunities. With the divestment
proceeds we can reinforce our financial position
whilealso laying strong foundations for the further
innovation and expansion of our core businesses.

Afterintroducing the cluster structure with its
own staffin 2000 ~with the Executive Board
Members supervising and carrying responsibility for
one or more clustersand corporate departments ~we
decided to adjustthis corporate management model.
Consequently, beginning May 2003 the CEOs of the
four mostimportant clusters will carry even greater
responsibility for their cluster’s performanceand
profitability, They will then report directly to the
Chairman of the Execurive Board, so that the lines of
communication are shortened and the responsi-
bilities are clarified. Theappointmentof a Chief
Financial Officer to the Executive Board isalso
designed to achieve more direct control of the
clusters. Thanks to this model, the size of the
Executive Board will be reduced to three members
by the end of 2004. The cluster CEOs - together with
the members of the Executive Board and Senior
Vice-Presidents of corporate departments - will
forman Executive Comnittee from May 2003.

This Committee willactas a sounding board for the
Executive Board, facilitate the acceptance of
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organization-wide policies and promote the intro-
duction of synergetic measures.

Major steps forward have been madein the field
of Corporate Governance over the pastyears. Oncea
well-protected organization that was notalways
transparent to the outside world, we have trans-
formed into a company that listens carefully to, but
does not necessarily follow, the financial markets.
Depositary receipt holders attending the share-
holders’ meeting now have unlimited voting rights
and the voluntary structure regime {'structuur-
regeling’) hasbeen abolished. The only takeover
deterrent still in place is the Preference Shares
Foundation, which has a call option on preference
shares of the company. The position of the Preference
Shares Foundation can give the Executive Board vital
time to examine the interested party’s plansand
propose alternatives ifappropriate. After hearing the
Executive Board, the shareholders’ meeting must
then make the final decision on the course to be
followed. We firmly believe that, in the event of
unsolicited takeoveradvances, winning time
serves the interests of shareholders and depositary
receipt holders.

The Trust Office only represents depositary
receipt holders notattending the meeting and thus
contributes to the continuity of decision-making,
which could otherwise be jeopardized by the
absenteeism of shareholders and depositary
receipt holders.

Our financial reporting bas been substantially
expanded and can be viewed in full - including

analysts’ presentations—atwww.wolterskluwer.com. -

Inaddition to reporting preliminary figures several
weeks after closing the financial year, we willalso
start publishing first and third-quarterly trading
updates effective from 2003. Full quarterly reporting
isthe nextstep.

Our organization now hasafar more market-
driven edge. Thanks to the renewed Furopean
organization, the revamped Health clusterand,
shortly, the more market-oriented structure of our
United States activities, we are well equipped to
withstand the adverse conditionsin our markets.
Our financial position is healthy: witness cur
A-minus creditrating. Thanks to our strong income
flow from up-front subscriptions, we will continue
to show a geod cash flowiin the future. Acquisitions
are conservatively valued and the vast majority of

. product development costs are taken directly to the

* profitand lossaccount. Asaresult, the development
* of our cash flow isin line with the presented results.
¢ Duraccounting policy inrelation to pension fund

. shortfallsisequally prudent: full provisions are now

made even though no additonal contributions will
be necessary for the time being.
Ourfocus onsustainable growth means thatwe

~ continue to make long-term investments in product

development, alignment of the organization and
infrastructure, despite the fact that we do notseea

. short-term improvement in the external trading
. conditions. Hence, we expectour ordinary net

income to be more or less in line with 2002,
However, due to the divestments of non-core

- activities the benchmark ordinary netincome

measured atconstant currencies may beupto 6%
lowerthan the BUR 453 million realized in200z2.
1firmly believe we will again live up to our
expectations in 2003, which will certainly also be
thanks to ourstaff, | am confident thatthey will
congnue to dedicate their best efforts to our

. company and I would like to thank theminadvance

for this. In September 2003 I will pass the baton to
Nancy McKinstry, who has been with Wolters

- Kluwer for more than o years, and who brings

extensive experience in strategy, operations and
technology to the position, I'wish herevery success

. inleading this wonderful company. It was an honor
- for me to be at the helm for three and a half years, and

i thank everyone who supported me in my task.

Rob Pieterse
Chairman of the Executive Board






H.de Ruiter (1934)

Appointed in 1994, current term until 2006.
Chairman of the Selectionand Remuneration
Committee, Member of the Audit Committee
Position: Former Executive Board Member of nv
Koninklijke Nederlandsche Petroleumn Maatschappij
and former Member of the Group Executive Board of
the Royal Dutch Shell Group

Nationality: Dutch

Supervisory Directorships: Chairman of the
Supervisory Board of Koninklijke Ahold nvand
Univarnv, Vice-Chairman of the Supervisory Board
of AEGON nvand Member of the Supervisory Board
of Heineken nv and nv Koninklijke Nederlandsche
Petroleum Maatschappij

J.V.H.Pennings (1934)

Appointedin19gs, currenttermuntilzo03
Member of the Selection and Remuneration
Committee and the Audit Committee

Position: Former Chairman of the Executive Board
of Océnv

Nationality: Dutch

Superuisory Directorships: Chairman of the Super-
visory Board of Koninklijke Grolsch nv, Essent niv,
Koninklijke Ahrend nv and N.V. Industriebank LIOF
and Member of the Supervisory Board of Qcénv,
Heymans nv and Berenschot Holding bv

A.H.CM.Walravens (1940)

Appointedin1g78, current term until 2003

Member of the Selectionand Remuneration
Committee

Position: Consultant

Nationality: Dutch

Supervisory Directorships: Chairman of the Super-
visory Board of Tauw Beheer nv and Ziekenfonds
Zilveren Kruis u.a, Vice-Chairman of the Super-
visory Board of Achmea Holding nv and Connexxion
Holding nv and Member of the Supervisory Board of
CSM nv, EUREKO nv and Ziekenfonds Groeneland/
PWZua

N.J. Westdijk (1941}

Appointed in 1993, current term until 2005
Chairman of the Audit Committee

Position: Chairman of the Executive Board of
Connexxion Holding

Nationality: Dutch

Superuvisory Directorships: Non-Executive Member
of the Executive Board of Fortis nv, Chairman of the
Supervisory Board of ENECO Energie nv and
Member of the Supervisory Board of VastNed Group

K.A.L.M.VanMiert{1942)

Appointed in 2000, current term until 2004
Position: Chairman of the Board of Governors of
Nyenrode University

Nationality: Belgian

Superuvisory Directorships: Member of the Super-
visory Board of Koninklijke Philips Electronics nv,
RWE AG (Germany), DHV Group, Agfa-Gevaertnv
(Belgium), Fraport AG (Germany) and Munich

Re {Germany), Executive Board Member of
DePersgroep nv (Belgium) and Member of the
Advisory Councils of Guidant Europe nv (Belgium),
Eli Lilly Holdings Ltd. (United States), Rabobank
Nederland and Goldman Sachs Europe Limited
{(United Kingdomm)

A.].Frost(1957)

Appointed in 2001, current term until 2005
Position: Director Greystones Consultancy
Nationality: British

Supervisory Directorships: Non-Executive Director
of Lowry Arts Centre (United Kingdom) and BBC
Children in Need (United Kingdom)

A.Baan (1942)

Appointed in 2002, current termuntil 2006
Position: former Member of the Executive Board of
Koninklijke Philips Electronics nv.

Nationality: Dutch

Supervisory Directorships: Member of the Super-
visory Board of ASM International nv, Koninklijke
Volker Wessels Stevin nv, ICI Ltd. (United Kingdom),
the Port of Singapore Authority, Hesse-Noord Natie
(Belgium) and International Power PLC (United
Kingdom)
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Wolters Kluwer
Gaa 7/

Education

Revenues
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USD 284 mittion
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- Nelson Thornes

- Bildungsveriag EINS
- "Muszaki

-“Wotlters Plantyn

- Jugend & Volk
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Graphics

Breakdown of revenues by
cluster*®

Breakdown of operating income

Breakdown of revenues by media”®

LTB Europe 31

LT8 Europe 35 Eiectronic 32
LTB North America 34 LTB North America .44 Internet/online 15
LTB Asia Pacific 2 LT8 Asia Pacific 1 CD-RCM/offline 17
Health - 21 Health 17 Print 68
Education 8 Education 7

Europe 49
Morth America 46
Asia Pacific 4
Other ’ 1

* percentages excluding non-core activities and corporate office
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Benchmark

Eurmillion 2002 2001
Revenues 3,895 3,837
Ordinary EBITDA 895 919
Ordinary EBITA 777 812
Ordinary EBITA margin % 20.0% 21.2%
Ordinary netincome 453 436
Diluted ordinary earnings per share EUR 1.52 EUR1.54
Ordinary free cash flow 400 328
Diluted ordinary free cash flow per share BUR 1.35 BUR1,17

Wherever used in this report, the term “ordinary’
refers to benchmark figures before amortization of
intangible fixed assets, results on divestments and
exceptional pension charge. These figuresare
considered as key parameters to measure the
underlying performance of our base business.
These benchmark figures are presented as additional
information and do not replace the informationin
the profitand loss accountand cash flow statement.
The term ‘ordinary’ is nota defined term under
Netherlands or International Generally Accepted
Accounting Principles.



Saffron, that unmistakable flavor in Spain’s
national dish ‘paella’, is a very precious
commodity. No less than 300,000 flowers of
the ‘crocus sativus’ are required to obtain
a single kilo of saffron. Harvesting and
processing the flowers is very delicate and
precise work. The very best quality of saffron is
obtained by picking the stamen of the flower
(known as the saffron threads) from the calyx
within ten to fifteen days after the crocuses
- have bloomed. As the flowers close later in

* the day, picking takes place exclusively in the
morning, after which the stamen are dried
on the same day.
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Atr3s supplies standard software
applications to various markets: human
resources departments and advisers in
the field of tax, accountancy and salary

cation Service Provider (ASP)

The success of the ASP solutions is
largely attributable to the continuous
exchange of knowledge and ideas among
the group of people involved. This team
is constantly working on improving and
updating the service.

administration. in its latest online
products, Atr3s integrates software
functionality with legal information
and services. ASP solutions enable the
customer to use online software
applications on location.

If, for instance, a customer using the
software requires assistance, he can
click on a button to directly call up the
Atr3s helpdesk which can then provide
step-by-step coaching and support.

Similarly, if be needs to know more about
the whys and wherefores of a certain
caiculation (e.g. a tax-deductible item),
he can click on a button to obtain instant
access to the legal explanation.

The application of ASP technology
therefore makes it possible to seamlessly
integrate both information and services
with software applications.



Legal, Tax & Business Europe

Cluster
-« Revenues of EUR 1,228 million
_ Employing approximately 7,700 FTEs

. Operations in Europe

Our customers

Lawyers, tax experts, accountants,
HR professionals, corporations and
government agencies, and transport,
banking, insurance and securities
professionals.

Operations
. The Netherlands
. France
- United Kingdom
- Germany
- Belgium
. Spain
. ltaly
. Scandinavia
- Austria
. Central Europe

- Teleroute.com

Competitive advantage

- Clearly defined markets
Wherever we are market leaders, we
are seeking to reinforce our number
one position. And where we are still
number two, we are aiming for
market leadership.

. Local approach
Keen understanding of local cuitures
and markets aliows us to anticipate
professionals’ needs, Local com-
panies are run predorminantly
by experienced hationhals in tune
with their country’s markets and
practices.

Strategic objectives

- Consolidate and expand our
leading position within the core
segments by defivering integrated
content, software and services.
This enables our customers to
improve their efficiency, reduce
costs and boost sales.

- Optimize operations by utilizing
economies of scale and sharing
available resources.

- Give strong impulse to growth and
innovation through a coordinated
publishing policy and cross-
fertilization.
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Report of the Executive Board

2002 -The next step inour transition

Wolters Kluwer has in recent years undergone ameta-

morphosis from a traditional ‘paper-based’ publisher
to a multi-media electronic publisher with the

’

ambition of being ‘the essential knowledge company’.

Quality narurally remains our prime hallmark, but
we have long since ceased to deliver this exclusively
through print products. Many advanced solution-
oriented electronic products and services have
reinforced the reputation that we enjoy worldwideas
aleading provider of information ina wide range of
disciplines. This allows us to provide our customers
with tailor-made products and respond to the needs
of the growing information market.
Wolters Kluwer’s relentless pursuit of excellence
finds expressionin its ambition to become ‘the
essential knowledge company’. In this endeavor we
targeta select group of customers: professionals
ranging from accountants, lawyers, fiscal experts,
bankers, insurers and stockbrokers to healthcare
practitioners, HR officers, publicsector officials,
teachers and students. We will continue to drive cur
efforts worldwide to provide these professionals
with the high-quality tools they need to empower
theirtalents, deepen theirknowledge, increase their
productivity and improve the quality of their work.
The structure of our company supports our

ambition to pursue continued growth. Our operations

are organized around three core businessareas: Legal,
Tax & Business, Health and Education. These are
grouped into five clusters, This cluster structure is
designed ro achieve better coordinationand coop-
eration between businesses operating in the same
area. Our employees thus enjoy unlimited access to
the knowledge available within the groupand are able
to benefit from the experiences of their colleagues.
These are our objectives:

+ Maintain and expand our customer base

« Reinforce curworldwide leadership in ourareas
by delivering high quality information, software
andservices

* Accelerate electronic delivery on alimited number
of platforms

* Develop new, innovative products and services

« Extend our legal and regulatory activities
into new growth accelerators such as

the banking, insurance and securities industries
¢ Achieveasolid financial performance.

Our five business principles

‘Wolters Kluwer is constantly seeking to strengthen
its leading market positions and exploit opportunities
innew growth markets. Our five business principles
inform and guide the policies and practices of the
group, the clusters and the businesses.

» Operational excellence
Wolters Kluwer is constantly working to improve
the quality of business processes. Wealso strive to
translate best practices and successfully developed
products and services into other markets.

« Portfolio review
The world of our customers is constantly changing,
30 we must change with them to maintainand
strengthen our leading positions: with an eye for
new opportunities and new growth markets, butalso
for strategically weaker positions or products thatare
nearing the end of their life cycle. Where necessary
activities are expanded or divested, so that we can
continue to focus on the markets offering us the
best opportunities.

= Investing in smartinformation tools
Information remains the key to our success.
Internet-related services and softwareare nowan
integral part of thatinformation. We continue to
allocate funds to the development of electronic
products and acquire software-related businesses
wherever necessary to strengthen our position.

* Fostering entreprencurship
Entrepreneurial leadership is a central conceptat
Wolters Kluwer. Our organization consists of solid
profitable businesses thatexchange knowledge,
stimulate creativity and reward good ideas.
Moreover we often work in small professional teamns
thatbenefitfrom a large measure of independence to
achieve optimal customerfocus.

= Leveraging scale
Wolters Kluweris eager to achieve synergetic
advantages and thus effectively harness the scale,
scope and resources of the entire company. Eachand
every process is guided and controlled from the
cluster, which significantly promotesthe successful
launch of new products and services.
These synergeticadvantages result in cost reductions
whichalso ultimately benefit our customers.
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Strategic milestonesin2o02

In 2002 further steps were taken to bring the
transition process initiated two vears earliertoa
successful conclusion. We therefore remainas
confidentas ever that our objectives for the coming
years willbe met. . :

*» Optimizing the management structure
- Executive Committee The top management structure
was reorganized to achieve greater efficiency and
effectiveness. Beginning May 2003 the CEOs of the
fourlargest clusters will report directly to the
Chairman of the Executive Board and the current
portfolio model will thus be abandoned. This set-up
" doesbetter justice to the responsibility of the cluster
asa central organizational unit. Inaddition, the
Executive Board, together with the cluster CEQs
and the carporate Senior Vice Presidents, will form
anew Executive Committee. Thisbody willactas
asounding board for the Executive Board, while also
addressing topics of group-wide interest, suchas
technology, administrative processes and human
resources. By the close of 2004, we will have reduced
the Executive Board to three members.
Pricing Project The migration from paper-based to
electronic productsand the increase in product/
media combinations make a good pricing strategy
imperative for Wolters Kluwer. Inresponse to this
need, Wolters Kluwer organized a seminaron
pricing strategy in 2002. The central theme was to
highlight the many ways in which pricing could be
approached in the contextof an overall product
strategy. Several pricing pilots were conducted to
solve specific pricing issues.
1 to 1 Marketing Following the1to 1 marketing
project LTB Europeand Asia Pacificinitiared the
implementarion of CRM systems {customer
relationship management) usinga practical, step-by-
step approach. These systems cover all marketing
and sales activities. The ultimate goal is to excelin the
identification of an individual approach to customers.
By achieving differentiation according to specific
needs and regular1 to 1contact, products and services
can be constantly fine-tuned and customized to
the wishes of individual customers. These projects
are importantbuilding blocks for our future
organic growth.

- Cockpit Project In 2002 this project was further
developed with a view to accelerating and moni-
toring essential internal and external informadon

i flows. The focus of these information flows isnot

confined to financial figuresbutalso extends to
vital performance indicators and management
information. Asaresult, top management willin
the future beable to take fasterdecisions on the

" basis of extremely up-to-date, detailed and uniform

information. The year 2002 closing hasalready been
considerably accelerated, leadingro fastand
extensive reporting of the preliminary figures at

the end of January 2003.

Corporate Branding Inzoo2z Wolters Kluwer
updated and expanded its brand strategy. This brand
strategy reinforces the ties between the group and
the individual businesses, both internally and
externally. The Wolters Kluwer fabel will be attached
to the existing brand names to provide enhanced
supportand appeal in markets around the world.
Arefreshed logo, forming part of the new house

3

- style, will belaunched together with the new brand

strategy on April1, 2003,

.

Portfolio review

Inaninformation-driven world thatis in constant
moton, investing in new electronic products and

services remains absalutely essential. At the same

. time, strategic choices must be made in the existing

product portfolios. A lot of work has gone into
redefining the portfolios and identifyingactivities

- thatno longer belong to the core activities,

Businessesassigned ‘non-core’ status have been, or

© willbe, divested.

Legal, Tax ¥ Business Europe The growth strategy of
LTB Europe — our largest cluster with revenuesin
excess of EUR 1.z billion — was given further shape.
The cluster targets the growth potential of six

~ professional customer segments: legal, transport,
- fiscal/financial, human resources, public & govern-

mental administration, and health & environment.
Within these customer segments LTB Europe either
has - oris seeking o acquire -2 leading position and
will reinforce its existing market leadership wherever
possible, Prominent businesses have been acquired
to further this aim: alistof the most important
acquisitionsis given onpage1y.

15
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Various businesses within the cluster were identified
as non-core activities as a result of the portfolio
review. One important consideration when
divestingactivities, apart froman acceptable price, is
thatthe new ownerprovides a suitablehome for the
people as well as the activities. Bohn Stafleu Van
Loghum ~the Dutch-language multi~media medical
publisher, with revenues of EUR 30 millionand

130 staff - was sold on these conditions to PCM
Algemene Boeken (PCM Uitgevers). A provisional
contract for the sale of the Dutch-language
professional publisher ten Hagen & Stam (revenues
of EUR100 million, 600 staff) has been signed with
Sdu Uitgevers.

Legal, Tax 8 Business North America The North
American cluster continued its portfolio
management efforts in 2002 in order to divest low
potential product lines and improve focus on key
customer groups. Aspen Publishers, for example,
divested several non-core activities in health
administration in order to concentrate more fully
on the legal market. In order to advance its strategy
to better serve its core markets, LTB North America
plans in 2003 to realign its business units by key
customer groups, accelerate development of
integrated products and create a shared services
infrastructure for technology, operationsand
administrative functions. LTB North America will
create four new customer focused units to serve tax
and accounting, legal, financial institutions and
corporate legal services markets. The cluster will
de-emphasize and in some cases divestactivities
thatdo notalign with its core strategy.

Health The new growth strategy announced inthe
previous annual report- to secure world leadership
inmedical information for professionals —is
currently in the process of implementation.

The cluster now consists of the following units:
Pharma Solutions, Professionals & Education,
Medical Research and Clinical Tools. Theadoption
ofastrong focus on the world market for English-
language medical information for professionals

was amajor strategic step and gives Wolters Kluwer
an excellent starting position to win market leader-
ship. Health will use its traditional activitiesasa
launch pad for expandingits electronic activides in
the health market (databases and clinical tools).
Ovid, the leading supplier of prestigious publications

in the medical market, has secured an important
position as the primary online pladorm for medical
practitioners. Ovid continues to expand its offerings
with new contentand functionality to meet the ever-
changingneeds of our customers.

The cluster strategy also meant that we had to part
ways with Kluwer Academic Publishers (revenues of
gUR 150 millionand over 600 staff), which focuses
exclusively on the general scientific market.

The Health cluster’s new direction entails that this
business no longer belongs to the core activides.
Two venture capital companies, Candoverand
Cinven, acquired Kluwer Academic Publishers
(including management) for EUR 600 million.
This sale marked an irnportant strategicstep in the
realignment of the portfolio.

- Education A new program for organic growth was
also putin place for this cluster. Though the tradi-
tional paper-based publications will continue to
belong to ouractivities, the focus on the European
educational market will be widened. Product
developmentand acquisitions in new market
segments, such as ‘e-learning’ for schoolsand
businesses, forman integral part of the new strategy:.
Inthis connection the UK-based Moorhouse Black,
aleading provider of distance learning services for
educationalinstitutions, was taken overin 2002.
The company is now part of Nelson Thornes, our
British educational publisher. This strategy allows us
to tap into new custorner groups —such as businesses
{vocational training), parents (testing for children)
and individual students (lifelong learning). Special
‘research & development’ teams have been serup
within our mostimportant businesses.

« lnvesting in smartinformation tools

- Electronic revenues Wolters Kluwer generates more
than 30% ofits revenues (core activities) from
‘electronic products’ (Internetand CD-ROM) ~ this
splendid resultisin line with cur target setin 2000
that laysa solid basis for the future. QOur CD-ROM
products are still immensely popularamong
European customers, while customers in North
America tend to favor Internet-related products.
This cluster consequently generates ‘Internet
revenues’ of EUR 240 million, representing 20%
of the total cluster revenues. The figures for
LTB Europeare EUR 64 million and 5% respectively.
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- Acguisitions In 2002 Wolters Kluwer acquired more .and expand eur electronic infrastructure and

than 30 companies thatare virtually allactive in the..
field of workflow software and smart information
tools. These generate total revenues in excess of
EUR160 million peryear, Most of the acquired
businesses are growing faster than the marketand

have ajoint profitability that isatleast equal to thatof -

the group. The mostimportantacquisicions in brief:
Medi-Span (Health, United States) Supplier of
electronic drug dataand clinical information for
doctors, pharmacies, hospitals, system vendors and
health insurersin the United States

ABG Professional Information (LTB Europe, United
Kingdom) Commercial publishing arm of the
Institute of Chartered Accountants in England and
Wales (ICAEW), Europe’s largest accountancy
institute

Uniform Information Services (LTB North America,
United States) Compliance related services for the
property and casualty insurance industry
Intercounty Clearance Corp (LTB North America,
United States) Provider of services for filingand
retrieval of publicinformation for legaland
financial markets '

Artel Software House (LTB Europe, Italy) Workflow
tools for fiscal and financial advisers and accounting
software for medium and small-sized businesses
Val Informatique (LTB Europe, France) Workflow
software providerin the health, safety and
environment market

Ciceron (LTB Europe, France) Workflow software for
auditand accountancy firms and in-house corporate
legal departments

AnNotext (LTB Europe, Germany) Hardwareand
workflow software for lawyers

Moorhouse Black (Education, United Kingdom)
Distance learning services for schools

Extra (Internet) product development

Wolters Kluwer projects itself as ‘the essential
knowledge company’ and we deliver on that
promise, Over the past three years some additonal
EUR250 million was committed to extra Internet
product and infrastructure development. The aim
is to transform the company and to realize higher
organic growth. These extra investments are bearing
fruirwith new products already contributing to
revenues, Though the 2002 reporting year marked
the end of the program, we will continue to improve

productlines in order to provide custemers with

i leading-edge information supplemented with
- electronicservices.

-» Fostering entrepreneurship
:~ Organic Growth Project This worldwide initiative is

aimed at maintaining an ongoing inventory of
growth opportunities and improving the
organization’s growing power. To further this aim,
projects have been started up atall businesses inthe
Education cluster, Croner.CCH (LTB Europe),

LTB AsiaPacific, Pharma Solutions (Health) and
CCH LIS (LTB North America).

- Reward Programs Asannounced last year, we have
given our top managers financial and operational
scope to work towards the future. Theresults
achieved in terms of organic growth overa longer
period of time will be remunerated througha
variable reward system. The financial incentive

-program {(bonuses, options) will be rebalanced.

* Leveraging scale
Inthe reporting year Wolters Kluweragain adopted
global hardware and softwarelicenses withaview to
standardization and costefficiencies.
Forinstance, within the Health cluster the role of
Ovid as the primary online medical platform was
further expanded. All of the cluster’s divisions can
distribute their electronic information via this
platform. The LTB Europe cluster, for its part,
devoted a lotof energy to the implementation of
astandard technology foraEuropean Internet
Platform in order ro enable the cluster businesses to
deliver their leading-edge information to customers
via the Internet. The medium-neutral storage program
has been intensified and the online databases have
been made accessible througha single portal,

Socially Responsible Entrepreneurship

Wolters Kluwer has a well-established reputation as
one of the world’s leading publishers in the fields of
legislation, health and education. Assuch, socially
responsible entrepreneurship goes to the heart of our
businessatevery level. Ourstaffand our customers
are our rost precious asset. We endeavor to work side
by side with them ina truly humaneand sustainable
manner with respect for local practices and customs.
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While our company has invariably adhered to the
highest ethical standards of business, we feltivwould
be appropriate to enshrine our socially responsible
stance in an explicit code of conductas well.

As partof ourambition to be ‘the essential
knowledge company’, further shape will be givenin
the course of 2003 to Wolters Kluwer’s company
values. The explicit formuladon of our company
valuesis primarily intended to strengthen our
internal cohesiveness. These values, in other words,
areanaccurate reflection of what binds us together.
This will enable Wolters Kluwer and its employees
to position themselves more powerfully and
unifermly vis-i-visthe customer. '

We therefore find it only natural to provide
funding to organizations with which we feel a
common bond. Wealso demonstrated our goodwill

and solidarity by providing financial aid to victims of
the disastrous flooding in Central Europe, justas we
supported the victims of the terroristattack on the
World Trade Centerin New York in 2001, Moreover,
astring of projects, both small and large, are being
sponsored atlocal level to give visible and tangible
expression to ourrole asa global citizen.

Wolters Kluwer is also widely known as a highly
environmentally friendly company and aims to
further reinforce this image by placing continued
emphasis on the development of electzonic products
and services as substitutes for paper-based products.
In this way, we willreduce ourimpacton the
environmenteven further.



What can be done about the tearing pockets of miners’ overalls? Back in the days of the Golid Rush,

this led to a genuinely golden find. One:imaginative tailor, Jacob Davis, hit on the idea of strengthening
the trouser pockets with small copper nails (rivets‘). He then applied for a patent together with textile
trader Levi Straus and the patent was granted on 20 May 1873 under number 139.121. And so jeans
became a truly 'riveting’ fashion item. For though denim trousers were not new in themselves, it was
the rivets that transformed them into the huge success that remains until this very day.




Legal, Tax & Business North

Chuster
— Revenues of EUR 1,214 million
— Employing approximately 6,400 FTEs

— Operations in North America

Qur customers

Lawyers, tax experts, accountants,
HR professionals, corporations and
government agencies, and banking,
insurance and securities
professionals.

Companies
- CCH US Publishing
. Bankers Systems Inc.
- CCH Legal Information Services
-Aspen Publishers
. CCH Tax Compliance
- CCH Canadian

Competitive advantage

- Leading market position
The cluster holds leading market

positions, either one or two in market

share, in most of the markets in
which it competes. The LTB North
America business units own the
{eading brands in their markets and
hoid reputations for high guality
content, software and service
products. Qur products connote
trust, quality and reliability.

- Individual approach
A clearly defined portfolio - fully
focused onthe broader practice
needs of our customers - allows us
to develop compelling products that
improve compliance, productivity or
operational and financial risk
management.

Strategic objectives

- Reorganize cluster assets around
Key customer groups to unlock
innovation, product development
and growth,

- Deliver next generation of broad,
integrated research and workflow
products that enhance compliance,
productivity and risk management.

- Create shared services infrastruciure
to gain efficiencies in technology
development, back office operations
and administration,

ProSystem fx Tax

An innovative team of peopte is respon-
sible for the development and constant
renewal of successfui products. By virtue
of their efforts, ProSystem fx Tax has
grown into the most popular tax
preparation software among tax and
finance professionals. Customers
appreciate the high quality, accuracy,
wide range and broad foundation of

the ProSystem fx products.

ProSystem fx Tax is an important pillar of
CCH Tax Compliance. ProSystem fx Tax
for Windows is a powerful system that
provides full capabilities for all types of
tax returns in the United States, ltalso
provides seamless integration with a
suite of client and office management
tools, helping firms automate the flow
of information in their office.
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Financial developmentsin 2002

The transformadon of Wolters Kluwer into an all-
round publisher providing information, software
and services is in full swing. Non-coreactivities have
been divested and core activities have been reassessed
on their financial performance and growth potential.

Transparentreporting

Wolters Kluwer aims to achieve even greater
transparency of financial information in the near
future. We are taking this step in early compliance
with the International Financial Reporting
Standards that will become effective forusin

2005. Key concerns here are to give insightinto

the accounting treatment of goodwilland other
intangibles, staff options, pension funding shortfalls
{where applicable) and revenues of electronic
products and services. Similarly, we willalso be
introducing firstand third-quarterly trading updates
in2003~alongside the existing yearly and half-
yearly results —ahead of the envisaged adoption of
statutory quarterly reporting.

Profitand Loss Account

Revenuesin the year under review increased by
almost2% to EUR 3,895 million (+4% at constant
currencies). Operating income before amortization
of intangibles and before the exceptional pensien
charge (ordinary EBITA) decreased by almost 4%
from EUR 812 million to BUR 777 million (1% at
constant currencies). Partly due to the substantial
-expenditures on product development that are not
capitalized, the ordinary ERITA margin narrowed
slightly from 21.2% (2001} to a still rebust 20.0%.
Atsome business units, particularly in the United
States, the margin fell under pressure from the
economicdevelopments.

Ourbenchmark, profit defined as ‘ordinary net
income before amortization of intangible fixed assets
and exceptional pension charge’ rose from EUR 436
million (z001) to EUR 453 million (almost 8% at
constant currencies, 4% in EUR). Due to the dilutive
impactof stock dividend, exercised and granted
stock options and the convertible issued in the fall of
2001, the fully diluted’ earnings per share based on
the weighted average number of shares was EUR 1.52
(2001: EUR1.54). Undiluted, the earnings per share

figure increased to EUR 1.59 (2001 EUR L.§5).
Organic revenue growth for full-year 2002 was a
modest1% and we foresee no marked improvement
in2003. Though we have successfully launched
many new products and services, the traditionally
successful loose-leaf publications’ are in decline,
which is resulting in modest overall organic revenue
growth for the group. The economic climate s
challenging, which is why sorme of our customers
needto be cautious in the nearterm. At the same
time, strenuous effortsareunderway to lay the
foundations for future organic growth through
specially formed project groups.

Inz2002, we continued to pursue an active acquisi-
tion program atmed at complementing our portfolio
while also strengthening ourleading position in
information, software and services. More than 3o
acquisitions were made in total. The acquired
businesses are giving Wolters Kluwer astrong
revenueboeost generating combined annual revenues
in excess of EUR 160 million. In the year under
review, the acquisitions contributed over 4% to our
revenue growth and almost 5% to ordinary EBITA.

Revenue breakdown

The revenue emphasis shifted further towards
‘electronic revenues’, which accounted for32% of
total revenues in the year under review (2001: 29%).
Our electronic products clearly have a vital partto
play in our future success. Looking at the individual
units, we see that CD-ROM revenues (of the core
business)advanced almost 4% while Internet
revenues surged by as much as 31% for the core (of
which 20% organic) to EUR 469 million, We thus
met our target of 30% of revenues via electronic
productsin 2002. About 13% of our revenues are now
being realized through the Internet. We expect our
strong internet-based products and services to
continue growing in the coming years.

Changes in market preferences caused the share of
print productsin total revenues (of the core
activities) to diminish: from 1% (2001) to 68%
(2002). ‘Print’ is, and will for some time, remain our
mostimportant revenue and cash generator.

Subscriptions account for more than 60% of total
revenues and for even more than 80% of electronic
revenues. Ourincome from advertising (excluding
non-core activities) - representinga mere 4%
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(2001 5%) of total revenues ~remained steady
despite the economic downturn. The share of
advertising income in revenues dropped due to the
sale of Bohn Stafleu Van Loghum (healthcare
publications) in the LTB Europe cluster. .
Innovationis at the root of sustainable growth.
‘We therefore once again engaged talented
professionals. This was one reason why staff costs
increased. Personnel costs excluding exceptional
pension charge increased 4%. We recently initiated
acostcontrol program to reverse the trend of rising
staff costs relative to revenues, naturally without
compromising the acceleration of organic growth.

Acquisitions

‘We are keen to strengthen ourselves with rapidly
growing software firms and service providers:
businesses that complement our activitiesasa
content publisher. As noted, we executed more than
30 acquisitions of varying sizes in the course of 2002
(annualized revenues over EUR 160 million).
Businesses are only attractive to us if they offeradded
value in terms of strategy, market region, preduct
offeringand competitive edge. Above all, they must
have potential for organic growth. Other criteriaare
the level of operating profitand return

oninvested capital (relative to the weighred average
cost of capital).

QOur customers are increasingly benefiting from
oursoftware and services to boost their productivity
and effectiveness. We see ample opportunities for
satisfying this growing demand. One meansis
through acquisitions, so more software and service
cornpanies will be taken over in the coming years.
Ouracquisitions in 2002 demonstrate that we havea
fine nose for finding companies that fit our strategy
and are able to acquire these ori acceptable terms.

Although substantial fundingis available for
strategic acquisitions, careful attention will be given
to maintaining our creditrating. This could resultina
modestacquisition program for the year 2003.

Results on divestments

The revenues of the non-core activities / businesses
being divested fell 15%to EUR ©.3 billion. The sale of
non-core activities has been largely completed.
Kluwer Acadernic Publishers and Bohn Stafleu Van
Loghum have now been divested. The sale of both
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Revenues

EUR million 2002 In% 2001* In%

Internet 469 13 359 10

Other online 51 2 52 2
" Subtotal 520 15 411 12

CD-ROM 602 17 578 17

Total electronic

products 1.122 32 989 29

Print 2.433 68 2.448 71

Total

core activities 3.555 100 3.437 100

Non-core activities 340 - 400

Total 3.895 3.837

* Figures 2001 restated for non -core activities.

ten Hagen & Stam and ISBW is nearing completion,
The total divestments in 2002 accounted forannual

revenues of about EUR a.2 billion (including Kluwer
AcademicPublishers and Bohn Stafleu van Loghum).

. Thetotal gross proceeds of the divestments realized

inzooz amounted to EUR 314 million. This resulted
inanet book profiton divestments of about EUR 303
million.

Tax Charge

- Inthe year under review the benchmark tax charge

worked outat27.1% (2001 30.8%), which is partly

* dueto the utilization of the fiscal facilities of the
* Dutch group-financing regime {CFA regime).

The decision of 18 February 2003 of the European
Commission regarding the action taken against the
provision of state support under the CFA regime
means that Wolters Kluwer can make use of this

regime until 31 December 2008.

CashFlow

The cashflow from operations decreased by EUR 100
million in the financial year, particularly duetoa
lower ordinary EBITA and an unfavorable move-
mentin the working capital,

The cash flow from operating activities (i.e.
excluding proceeds from divestments) ranto
EURsy5million (2001: EUR 550 million). This

_ increase was mainly atrriburable to the lower paid
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corporate income tax and lower financing costs.
These items were amply sufficient to compensate
the negative autonomous movementof the
working capital.

The ‘ordinary free cash flow’ (the mostimportant
benchmarkin this context) provides insight into the
cash flow from operating activities thatisavailable
for dividend payments, debtredemptionand
acquisitions, after deducting the required net
investmentsin fixed assets and the release of
acquisition provisions. This benchmark increased
EUR72million to BUR 400 million, mainly dueto
the higher cash flow from operating activities and
lowerutilization of acquisition provisions. -

Movements in working capital (excluding the
impact of exchange rates and acquisitions) were
negative. The mostimportant factors were the .
higher accounts receivable (particularly in several
countries in LTB Europe] and higher stocks/
inventories (particularly in the Education cluster)..

Netinvestments in fixed assets fell 5UR 4 million
{zo01) from EUR 151 million (2001) to EUR 147 million
{2002). ’ '

‘Balance Sheet

The netinterest-bearing debt position decreased
from EUR 2.8 billion (2001) to EUR 2 7 billion,
Approximately 75% of the totalinterest charge is
payable in us dollars. Some75% of our total debt
(year-end 2002) was fixed -rate while 25% of the
obligations was floating-rate. The average interest
rate in 2002 amounted to approximately 5%. Our
-current credit ratings are: “A3/stable outlook’ from
Moody’s and ‘Single A minus’ from Standard &
Poor's.

Ournon-European assets {particularly the us
dollar) arein principle hedged by non-eurc loans
and/orfinancial instruments, At 31 December 2002
about25% of our Us dollarassets were matched in the
same currency. Early in January 2003, the decision
was taken (and action was undertaken) to increase
this percentage gradually to 60% by means of hedge
transactions.

The weighted average number of ordinary shares
issued amounted to 2843 million due to stock
dividend, exercised stock options, and repurchased
shares. Ona “fully diluted’ basis, the number worked
outar314.6 million, including both the expected

issue of shares in connection with the stock option
scheme for over 500 of our top managers (worldwide)
and the potential issue of shares onaccount of the
convertible placed in the fall of 2001. The total
number of outstanding shares was 285.4 million

on December 31, 2002. The market capitalization
worked outat EUR 4.7 billion (2001: EUR 7.2 billion).

Intangibles

Goodwill-the difference between the cost of
acquisitions and the fair market value of the acquired
identifiable assets less liabilities ~ decreased relative
to 2001, The mostimportant reasons were negative
currency differences, amortization and divestments.

Inthe year under review we again performed
impairmenttests. The aim of these is to assess
whetherthe book value of the acquisitions relating to
intangible fixed assets do justice to the current value,
which is determined by calculating the present value
of the future cash flows (estimated by management).
If the current value is lower than the book value, full
impairmentis applied in the profitand loss account.

In 2002, an amount of EBUR 87 million was
charged to the profitand loss account. Unfavorable
developments and conservative projections of
companies active in content aggregation and the
newsletter market primarily caused these permanent
value diminutions. A permanentvalue diminution
was also booked forbusiness activities in the cluster
Health thatare discontinued.

Pensions and similar obligations
In preparation for the introduction of the IFR S, all
pension and similar schemes have been analyzed.
The central question was whether the scheme is
based on defined contribution or defined benefit.
With defined contribution schemes,
Wolters Kluwer pays a pre-determined amount
and ts under no legal or constructive obligation if
the accrued assets prove insufficient to pay out
the pensions. All other schemes are defined benefit.
Ofthetotal staff-year-end 2002: 20,833

- employees ~about 6,000 employees turned out to

haveadefined benefit pension scheme. Inaddition
about10,000 former employees and retired people
participate in these schemes. These schemes are
applicablein such countries as the United States,
the United Kingdoim, the Netherlands and Belgium.
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The defined benefit schemes came under
particular scrutiny as these expose Wolters Kluwer
to obligations and risks that are strongly dependant
on economic developments. Pension obligations and
pensionassets are stated at market value.

Dutch legislation stipulates that the company - -
mustsetaside a provision forany shortages of assets
versus liabilities as at balance sheet date. In this
connection, the obligations must be calculated on

- thebasis of the rights accrued by the participants at
balance sheetdate. An investigation revealed a total
shortfall of EUR g8 million in this respect.

In the United States there are frozen pension
schemes of acquired US companies. One of these

" schemes (CCH US Pensien Fund since 1996 ) showsa
- negative assets- liabilities balance of EUR 80 million
{UsD 76 million).

The United Kingdom and Belgium showed deficits

of BUR16 millionand EUR 2 million respectively.

The shortfalls resulted from contracted stock markets

and falling interestrates over 2002. No under funding
was found in respect of the other schemes.

On prudential grounds, the entire shortfall from
the United States, the United Kingdom and Belgium
of EUR 48 million was charged to the resultof 2002,
This means that Wolters Kluwer had made full
provisionsatyear-end for its outstanding pension
obligationsasatbalance sheet date.

A project group hasbeen setup to establish how
‘Wolters Kluwer can minimize the future risks and
obligations. Concrete steps will be taken in the
course of 2003,

Dividend policy

Inline with previous years and indicating our strong
beliefin the future of the company, we decided to
allow our shareholders to choose between cash or
stock dividend. With the latter option, the dividend
can bere-invested. Onthebasis of a payoutratio of
aboutone third of the benchmark ‘ordinary net
income before amortization of intangible fixed assets
and exceptional pension charge’ we propose to
distribute a dividend of EUR 0.55 (2001: EUR 0.53)
pershare for the financial year z002.

Our dividend proposal will be put to the Annual
General Meeting of Shareholders on April 16,2003,
after which the shareholders will be asked to make
their choice known. The stock dividend will be seton

. April2s, 2003 (after close of trading). The dividend
-will be payable from April 2g, 2003.

. Investor Relations and Corporate

Communications

Institutional investors hold the majority of the
(depositary receipts of ) shares. Us investors had an
interest of 46% in our company in 2002 (2001: 45%),

" while European shareholders jointly held an interest

of 54% (2001: 55%). A full breakdown of the

. geographical spread of shareholders is provided
. onpagess.

Allstakeholders - employees, shareholders,

‘customers, media and the publicatlarge - rightly

demand complete transparency of ouractivities.
They want to know more about our business
management, strategy and activities. Weare happy
to comply with this wish. Infact:asone of the
world’s leading publishers and information
suppliers, Wolters Kluwer secks to beas openas
possible,

In 2002, we further intensified our contacts with
both the mediaand financial analysts. The dizlogis
openand constructive. We are doing everything
in our power to provide more thorough insightinto
our strategy, activities and financial results. One
noteworthy example was the ‘Health Day’in
Philadelphia where the Health cluster's new strategy

- was explained atlength to an audience of Us and

Europeananalysts and asset managers. Alsoin
attendance were the CEOs of the various businesses
within the clusterto cast light on all the initiatives

“currently being pursued.

Riskprofile

* Weserve professionals ininformation-intrensive

sectors, often ona subscription basis. Our products
and services are crucial to the professional groups.
This means that we cater to relatively stable markets
with astrong and constant need for up-to-date
information, particularly in the rapidly evolving
fields of reguladon and compliance (fiscal, legal},
learning {(education) and science {medical). Our
portfolio consists of information, softwareand
services witha high added value ~often protected
by copyright or patent. Ouz portfolio is balanced in
terms of both markets and geography. The resultis
ahealthy diversification of risks.
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Our business modelis based onrecurring revenue
streams and upfront payments (large subscription
base). Additionally, advertising income represents
only asmall part of the portfolio. Qurinvestments in
fixed assets are risingas a resuit of investrentsinIT
and software firms, but ouractivities generatea
correspondingly substantial cash flow. Our portfolio
is builtaround a broad-based and well-balanced
range: print, electronic and services.

Outlook for2003
Ourfocuson sustainable growth medns thatwe

. continue to make long-term investments in product

development, alignment of the organization and
infrastructure, despite the fact thatwe do notseea
short-term improvementin the external trading
conditions. Hence, we expect our ordinary net
income to be more or less in line with zo02.
However, due to the divestments of non-core
activities the benchmark ordinary netincome
measured at constant currencies may beupto 6%
lower than the EUR 453 million realized in2002.

‘Forward-Looking Statements’

Thisannual report contains forward-looking
statements. These statements may be identified by
words such as ‘expect’, ‘should’, ‘could’, 'shall’,and
similar expressions. These statements are subject to
risks and uncertainties, and actual results and events
could differ materially fromwhat is expected presently.
Factors leading thereto may include without
limitations general economic conditions, conditions

in themarkets in which Wolters Kluwer is engaged,
behavior of customers, suppliers and competitors,
technological developments, aswell as legal and
regulatory rules affecting Wolters Kluwer 's businesses.



'Songket' - literally cloth of gold - is widely
" admired as one of Malaysia’s most important
cultural treasures. Wearing the 'golden’ cloth was
-+ - the exclusive privilege of nobility. In times gone by,
.. one could learn the wearer's descent and status
-+ from the colors and motifs for which nature often
" served as the source of inspiration. Today the
““hand-woven fabrics are used to make all sorts of
i_uXury accessories and garments that are worn
" during traditional ceremonies. This noble weaving
- craftis still passed on from generation to
- generation. " .
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This project, which brought together our
employees from Malaysia, Singapore,
Hong Kong and the United States, is

an excellent example of how we make
optimal use of our global portfolio in our
increasingly borderiess wortd helping to
bring better working methods to our
customers.

Legal, Tax & Business Asia Pacific

Cluster
.. Revenues of EUR 65 million
— Employing approximately 600 FTEs

.. Operations in Asia Pacific

Our customers
Legal and tax professionats

Small and medium businesses

QOperations
- CCH Australia
.CCH Asia
. CCH New Zealand
-CCH Japan

Competitive advantage

~ Defined market
Servicing emerging countries from
well-established markets,

- Customer-specific approach
Wide range of customer-specific
information sources, software and
services,

Regionat scope

Benefit from the regional scale

of the cluster, for instance through
sharing available resources - such
as business expertise and techno-
togical infrastructure ~ while
retaining local appeal,

Strategic objectives

- Provide the number one source
of knowledge, information and
services for professional customers,

- Help our customers enhance their
fevel of knowiedge ~ irrespective of
how, where or when this information
is required.

- Develop organic growth in our core
markets by increasing and widening

ProSystem fx Engagement Hoherirbommei

- Achieve maximum leverags from
CCH Maiaysia is building on its print the scale and scope of the cluster’s
heritage and is currently at the forefront operations.
of software tools in Asia. Working with
CCH Tax Comptliance in the United
States, CCH Asia developed a localized
Malaysian version of ProSystem fx
Engagement, (workflow software tool
for auditors).
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Human Resources

Human Capital

Wolters Kluwer is a multicultural company,
employing some 20,000 peopleatalarge number of
businesses in more than 25 countries: In striving to
meet our customers’ needs - high-quality products
and services in a format of their choice ~we rely
heavily on our human capital. Our peopleare our
fundamental source of innovation. They are also the
oneswho develop our product range with the aid

of new and advanced technology. By listening to
customers and anticipating changes, our people
constitute the most important link in realizing our
ambition: to grow into ‘the essential knowledge
company’ and thus enable our customers toachieve
greater productivity. ‘

A constantly innovating enterprise needs people
withastute business acumen; people who can take
calculated risks and are 100% motivated.

[n ourrecruitment effort we are therefore locking
for versatile talent: intelligent people who thrive
inaworking environment driven by results,
accountability, customer focus, integrity and
teamwork. The characteristics we are looking forare:
energetic, positive, dedicated, self-startingand
open-minded. Call that demanding if you like but
webelieve that ‘setting the bar high’ has great
motivating power.

This, of course, isa two~way process. Talent feels
athome ina professional environment-where there
is room for personal initiative and exploringnew

-directions. Faced with the constant challenge to
provide such aworking environment, ‘
Wolters Kluwer maintains short communicaticn
lines and encourages the free exchange of ideas—
both with colleagues and customers. We havea
reputation for rewarding passion and commitment
and for entrusting people—atavery early stage in
their career - with considerable responsibilities.
Weare convinced that nobody is as well informed as
the people who are actually working ‘hands-on’.
They, afterall, are the ones who are aware of the need
for ‘customer intimacy’ and empathize with the
customer to understand exactly what he or she wants
and needs. Wealso know that publishingisa ‘people
business’. And thatinternal synergy - the concen-
tration of everyone’s capabilities atalllevels - is the

key to success. That's why we deliberately create an
open atmosphere centering on entrepreneurship and
customer focus, Fast responsiveness and enabling
people to geton with thejob, rather than spending
time explaining why certain things haven't
happened, are anintegral part of this.

We are committed to fosteringan environment
with a proper work-life balance supported by flexible
working hours. Togetherness is a much-cherished
value at Wolters Kluwer. And that’s something every
staff member notices when we celebrate yetanother
success or milestone. Fun in the workplace is incon-
ceivable without opportunity foradvancement.

So Walters Kluwer naturally offers its people
excellent career prospects.

Nothingis staticand motion is a must. This holds
true for our organization —and certainly for our
people. We consider ourselves forrunate that our
people find enjoymentinlearning. Oursisthetask
to provide an adequate program for this - on thejob
and through our own Wolters Kluwer University.
Itis by virtue of the ongoing professionalization of
our people that we can stay ahead of the competition.
So it goes without saying that we invest in staff
training to improve their knowledge and skills. This
is notlimited tofinancial support but also includes
facilities for (partial) training during working hours.
Inaddition, we encourage management to help staff
formulate theirlearning objectives.

Wolters Kluwer University .

Internal training programs enable our people to
acquire new skills and develop their talents. Training
and education programs are delivered at the Wolters
Kluwer University, which was setup in conjunction
with the University of Kellogg (United States) and
Nyenrode University (Netherlands). We aim to offer
everyone within Wolrers Kluwera challenging
career with ample opportunities for growthand
personal development as well asa competitive
reward package.

More than 200 managers followed specific
courses: Pricing Strategy, 1t0 1 Marketing and Project
Management (Prince 2 method). The competitive
power of our operating companies has thus been
strengthened. Via the Internet we offer training
modules for operational skills in many different
disciplines.
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Intotal, about 1,600 active students within

Wolters Kluwer are making use of these e-learning
facilities. This figure shows that our people feel
committed to the company and are keen to actively
help us buildinnovation and organic growth.

Management Development
In2002 weagain organized management
development training courses together with the
Ashridge business schoolin the United Kingdom,
The themes were ‘creating value for customers’
and ‘management’ (operational excellence).

We expect our managers to actas mentors,
helping their people to further their careers and
" develop their personal potential. In other words:
agood mentor stimulates the intellectualand
creative growth of his orher people. Thatis what
determines the expansion of our company. We want
to be able to build on each other’s experience and
learn from each other. Now and in the future.

European Works Council

The elections for the European Works Council were
held inmid 2002. In Apriland November, the
Executive Board et with the European Works
Counciland discussed such matrers as organic
growthand technological strategy inan openand
constructive atmosphere.

Corporate Governance

. OnMarchi, 2002-prior to the Annual General

Meeting of Shareholders 2002 ~ouramended
Articles of Association entered into force, thereby
terminating the voluntary application of the
structure regime (‘structuurregeling’). One conse-
quence is that the Supervisory Board no longer
appoints itsown members and the members of the
Executive Board. In the new situadon, thatpower
rests with the General Meeting of Shareholders.

“TheSupervisory Board willnominate the

candidates. The abolition of the structure regime
also means that the General Meeting —instead of
the Supervisory Board —is authorized to adopt the
financial statements,

There is another essential elementin the new
Articles of Association: depositary receipts will
become fully exchangeable into ordinary shares.
This means that holders can exchange their

depositary receipts withoutlimitation, irrespective

of the percentage of shares held after the exchange.

In this connection the trust conditions of the
Wolters Kluwer Trust Office (*Stichting
Administratiekantoor Wolters Kluwer’) were also
altered. Under these new conditions and the new
Articles of Association of the Trust Office, holders of
depositary receipts can also obtain a voting proxy
foran unlimited number of depositary receipts from
the Trust Office. Under the old Articles of Association
and trust conditions, both the exchangeability of
depositary receipts and the granting of voting
proxies was restricted to amaximum of 2% of the
issued share capital. The new trust conditions
stipulate that the Trust Office must exercise its
voting rights with due regard to the interests of the
holders of depositary receipts alongside those of

the company, and its affiliated companies and all
other stakeholders.

We consider the continued issuance of depositary
receipts amatter of importance. Afterall, ifno
depositary receipts were issued, a shareholder
owning arelatively small interest could have
dominantinfluence in the decision-making process
atthe General Meetings. This, we believe, would not

. beintheinterests of the company, its affiliates and all

other stakeholders. Norwould it be beneficial to the
continuity of decision-making. We think thatthe
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rightbalance has thus been struckbetween the
interests of the individual bolders of depositary
receipts and the continuity of decision-making.

Asthe depositary receipts are fully exchangeable,
the Wolters Kluwer Preference Shares Foundation
(‘Stichting Preferente Aandelen Wolters Kluwer”) —
in conformity with appendix X to the Listingand
Issuing Rules of Euronext Amsterdam nv —can
exercise the option on preference shares up to100%
of the numnber of issued ordinary shares. The under-
lying purpose is to give the Executive Board
sufficient time to study proposals thoroughly and to
compare these with alternatives. Weare convinced
this best serves the interests of shareholdersand
depositary receipt holders. The Executive Committee
of the Wolters Kluwer Preference Shares Foundation
consists solely of persons who are not associated
with the company. ‘ s

Inthe advertizement calling the Annual General
Meeting of Shareholders of April16, 2003, the
Executive Cornmittee once again made use of the
possibility to setarecord date. Individunalsand
institutions holding shares or depositary receipts
on the record date are entitled to attend the General
Meeting and exercise theirrights there - irrespective
of whether they still hold the shares or depositary
receipts on the day of the meeting,

The option of settinga record date isincluded in the
new Articles of Association.

Further to aquestion at the previous General
Meeting, the decision was taken to grantautomatic
voting proxies to all attending holders of depositary

-receipts. The number of those entitled to vote will
thus increase and the procedure for requestinga
voting proxy, which some holders of depositary
receipts considered complicated, will be abolished.

During the General Meeting of Aprili6, zoo3 it
will be proposed ~asin the two previous years—to
restrict the Executive Board’s powerto issue shares,
both intime and in quantity.

On January 1, 2003 Wolters Kluwerissued new
regulations on inside information. Apartfrom
changes required by new legislation, certain existing
provisions were made more stringent. In addition,
the number of people falling within the stricter rules
has been expanded. One of the provisions is that this
group may exclusively trade in Wolters Kluwer
securities during two weeks after the publication of

the figures. It has also been stipulated that this group
may only effect ransactions in Wolters Kluwer
shares —or in shares of certain other companiesactive
in the publishing sector - after permission from

the compliance officer. Moreover, these shares must
be held fora minimum of two years. The regulations
were rightened up because ‘insider trading’ by
employees could discredit the name of our company.

We aspire to provide our stakeholders with
ample and readily accessible information on
Wolters Kluwer. To this end, the contentof the
corporate website has been further expanded with,
among other things, additional Investor Relations
information.

With effect from 2003 we will publish trading
updatesatthe end of the firstand third quarters
(alongside the customary yearly and half-yearly
figures). The public will thus be given better and
moreregularinsightinto the company’s
performance.

Over the past few years much has been done to
improve the position of shareholdersand holders
of depositary receipts. In this connection we have
notonly devoted attention to general developments
in the field of corporate governance butalso to the
wishes expressed by our shareholders and depositary
receipt holders during the General Meetings. We
will continue to follow developments in the area of
Corporate Governance with great interest.
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Developmentpercluster

Legal, Tax & Business Europe (LTB Europe)
During 2002, considerable progress was madein
Europe to reinforce our number one position in our
core rmarkets. : :

Financial

The revenues of the European operations grew
approximately 4% in 2002, particularly as aresulrof
acquisitions. Organicrevenue growth was zero but
ordinary EBITA improved relative to 2001.

Operations

Healthy revenue growth was seenin Central Europe,
Italy, France and Scandinavia, and Teleroute also
delivered a solid performance. The Netherlands
achieved a slight decrease in revenues partly caused

by declining contributions from the cyclical activities

(advertizing-based publications and training).

The Dutch operating margin improved fractionally.

In Germany, growth was mainly realized through
strategically importantacquisitions but the operations
suffered from the struggling economny and local
government budgetrestrictions. Belgium and the
United Kingdom were confronted with disappointing
results, as lower demand for loose-leaf publications
was notentirely compensated by higher electronic
revenues. Against this, the consultancy activities in
the United Kingdom advanced strongly, and the first
signs of recovery became visible in Belgium towards
theend of the year. '

. Media

*:“In 2002 electronicrevenues accelerated to EUR 218
-.million (26% of cluster revenues). Ourultimate

- ambitionisto provide our markets in Europe with

¢ontinuously enhanced products. Revenue growth
was dampened by the steady declinein demand for
loose-leaf publications that constitute an important
source of income in several countries,

: ‘Acquisitions

Inaddition, 2002 was characterized by important
acquisitions to strengthen the portfolio of core

-activities. In the United Kingdom we acquired ABG

Professional Information (the publishingarm

. ofthe largest European accountancy institute) while

our position in France was reinforced through the
acquisition of ValInformatique (environment,
health & safety market) and Ciceron (legal market).
In Germany two importantacquisitions were
effected: Verlag Praktisches Wissen (legal, fiscal
and business information products) and AnNotext

. (legal workflow tools). The software activities in Italy

were strengthened further with the acquisition of
Artel, which services the financial, taxand human
resources market.

Results

LTB Europe has defined its strategic objective as
follows: ‘to consolidate and expand ourleading
position in the six core segments {legal, transport,
financial & fiscal, human resources, public&
governmental administration, health & environment)

LTE Europe

EUR million 2002 2001* | Changein % Organic {Acquisitions Divest-| Currencies
growth** ments

Revenues 1,228 1,179 4% 0% 4% 0% 0%

of which electronic .

products 318 300 6%

Ordinary EBITDA 274 259 6%

Ordinary EBITA 230 223 3% -2% 5% 0% 0%

Ordinary EBITA

margin (%)} 18.8% 18.9%

CAPEX 59 55 7%

FTEs (average) 7,653 7,436 3% -2% 5% 0%

®

** including effect of extra {Internet) product development

all 2001 figures adjusted pro forma for transfer of non-core activites
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by serving our customers with integrated informa-
tion, software and services to enable them to improve
efficiency, reduce costs and increase revenues.

LTB Europeisaleading European publisher of
professional content, which is active inall-important
markets in both Western and Eastern Europe. Within
oursix core segments we provide diverse customer
groups with reliable information of 2 high quality.

We also offer them integration of this content with
modular tools for efficient workflow management
(smart contenttools). This is our major competitive
advantage. .

The development of legal databases forall
European activities has entered its final stage.

The European program for medium-neutral inter-
connected storage has been intensified, thus allowing
us to solidify ourmarket position. ‘

The use of new technology to offer our customers
conventional information and to integrate this into
their processes will largely determine the growth
potential of our six core segments, Software
developmentis a key areain which we can concentrate
ourstrengths to achieve synergetic benefits.

Inparticular, growth opportunities are realized both
in the conventional and the electronic segments by:

» improving the marketing of contentand traditional
publications (higher ‘wallet’ share, greater market
penetration, optimization of product portfolio)

« intensified innovation {cross-fertilization, workflow
software, integrated and customer-oriented solutions,
bath online and off-line)

Our customer and marketing approach is differen-
tiated by country. We are increasingly moving froma
product-driven to a customer-driven orientation.
CRM toolsare beingused to capture customer
behavior, theirspecific needs and preferences as well
asshiftsand changes in the market. CRM is now
completely in place in France and other major
countries are planning for implementation in the
course of zo03and 2004.

Quality and reliability has over the years been one
of the pillars of ourleadership position. To maintain
this position, we now need to operate with
innovation, creativity and intelligence. Benefiting
from comprehensive insight into our customers’
needs, we are seeking to develop the bestand most
practical solutions for them. Our products must be
capable of integration into their workflow processes.

In2002, we organized the European operationinto
three regional groups, thereby enabling cross-country
cooperation, leveraging best practices and bringing the
cluster management closer to operations. This created
the basis forimprovement programs suchas GAP
(Growth Accelerated Program) and Mercury (cost
reduction program). In 2003 this process will evolve
further, with all non-publishing operations
(production, distribution, purchasing, IT) being
coordinated by a European Chief Services Officerand
all publishing operations coordinated by a European
Chief Publishing Officer. Both roles will also be filled
atcountry level.

Action points
In2003, we will focus specifically on:

* standardizing financial systems

» establishing Key Performance Indicators

» expanding the European Internet Platform for
marketing new products

* conducting a profit improvement project to identify
areas for significant cost saving opportunities
(purchasing, distribution, production and support)

+ implementing the Growth Accelerated Program to
identify cross-fertilization opportunities within
the cluster

» divestingactivities that do not fit into ourssix
coresegments

* acquiring workflow and software companies to
bridge gaps in some markets
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Legal, Tax & Business North America

(LTB North America)

The cluster is the most profitable within

Wolters Kluwer, though slower than expected
organic revenue growth resulted inamodest decline
in margins overall. The slowdown of the United States
economy in 2002 produced lower organicrevenue
growth in more cyclical businesses such as CCH Legal
Information Services (CCH LIS) and Bankers Systems
Inc. (BSI). Slow growth combined with increased
investments in product development contributed to
the pressure on profit margins. The traditional
publishers within the cluster, Aspenand CCHUS
Publishing, also experienced a deterioration in their
performance. LTB North America continued to invest
aggressively, both throughacquisitions of higher
growth workflow tool companies and internal
product development, in order to extend our market
leadership ininformarion to software and services.

Financial

Faced with challenging economic circumstances the
US companies managed to increase revenues 6%in
local currencies. The weakening dollar had a negative
impact on revenues inreported euros so thatnet
revenues only increased slightly, withacquisitions
making asizeable contribution to this increase.
Despite lower organic growth in 2002, LTB North
Americaachieved a healthy profitmargin of 27%. Due
to effective cost controls and efficiency improvements
LTB North America managed to limit the negative
effects of the disappointing revenue development,
while maintaining investments in new products.

Operations ; ,
CCH LIS and BS1 experienced slower growth dueto
the sluggish US economy. CCH LIS  corporate

| registration, trademark and financial transaction due
. diligence services are well below peak marketlevels
. reached in 2000. BSI managed healthy growth, albeit

below expectations, despite declines in capital
investmentin its core community bank market.
CCH US Publishing’s results were below

* expectations, particularly from its traditional loose-

leaf publications.

In2003, CCH will realign its operations more
closely along market segments to better serve its
customers. Aspen Publishers {the legal publisher)
showed healthy revenue growth, dueto strong
performance of the Loislaw online legal research
platform, which grew nearly 50%. Aspen’s profit

. marginnarrowed, in part due to additional invest-

ments made at Loislaw. CCH Tax Compliance,
aleading provider of tax compliance software, posted
strong (organic) growth combined with aslight

* decrease in the operating margin.

- Media

The cluster’s Internet revenues surged 33% (in local
currencies) demonstrating the benefits of past
investments in internet products. The percentage of
electronic revenues increased this yearto 44% of total
revenues (2001 41%), with Internet revenues the

~fastest growing component.

;. Acquisitions

LTB North America acquired 15 companies in 2002

LTB North America

EUR million 2002 2001* |{Changein % Organic |Acquisitions | Divestments | Currencies
growth**

Revenues 1,214 1,210 0% 2% 4% 0% - 6%

of which electronic

products 537 497 8%

Ordinary EBITDA 363 375 - 3%

Ordinary EBITA 326 340 - 4% | - 1% 2% 0% | - 5%

Ordinary EBITA

margin (%) 26.8% 28.0%

CAPEX 53 52 2%

FTEs {(average) 6,439 6,221 4% 0% 4% 0%

*

** including effect of extra (Internet) product development

all 2001 figures adjusted pro forma for the transfer of non-core activities
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strengthening our positions in compliance research
and software tools. CCH acquired Uniform Insurance
Services (marketleader in the field of propertyand
casualty insurance forms) and also purchased the
Compliance Ware database (aimed at regilatory
compliance in the consumer finance and insurance
industries). Aspen Publishers broadened its range of
content offerings through the acquisition of anumber
of strategic products. One of these is the Arthur
Andersen Accounting Research Manager (ARM), a
tool for online research foraccountancy professionals.

Results

LTB North America has made considerable progress
inits efforts to better serve its customers and expand
its customer base by improving its capabilitiesin
marketing, business developmentand sales.

The operating companies collaborated to develop
and implement ‘best practices’ around new product
development and market research. This methodology
was applied in several of our key markets toanalyze
customer workflows, understand the role of our
products and those of competitors within these

workflows,. The method was also used to developand -

validate new ideas either for growth or to enhance the
value of our current products and services. LTB North
Americaalso expanded its marketing and business
development staffina continuing effortto improve
its focus on customer needs and to drive additional
revenues from core markets and services. Finally,
several of our business units reorganized their field
sales organizations around market segments and
software products. The new set-up achieves abetter
alignmentwith the customers they serve and also
provides animproved sales focus on new software
products,

LTB North America continved to enhance the
functionality and expand the information offered on
the Internet Research Network (IRN) of CCHand
Loislaw, our research platforms for taxand legal
professionals. CCH expanded its successful new
product Clientrelate, which integrates CCH’s leading
IRN platform with the ProSystem fx tax compliance
and preparation software package to enable tax
professionals to identify quickly those clients affected
by regulatory changes or key taxation issues. Aspen
againmade exciting progress in new salesand product
development of the Loislaw legal research platform.

Loislaw reached its aggressive revenue growth target
by concentrating on the under-served small law firm
and individual practidoner market. Loislaw also signi-
ficantly expanded its database of code regulations and
case law, as well as creating many new integrated elec-
troniclibraries that combine Aspen’s authoritative
treatise and practice guides with primary source material.

LTB North America continued to bring new
products to marketatan increased rate based on earlier
investments made in its market-focused Internet
destination sites (for tax, legal compliance, banking
and securities professionals). These vertical market
sites (which aggregate and integrate relevant products
from all LTB North America business units) increase
the productivity of our customers by automating
larger portions of theirworkflows.

CCH launched several new products including
CCH Wall Street, a securities market oriented .
destination site that offers expanded research tools,
online education targeted to broker/dealersand
investment advisors with an easy to use look and feel.
For human resource professionals, the HHR division
launched HIRAnswers now, an internet based product
with aquestion and answer format that provides
straightforward answers in plain English and bundles
relevant full-text federal employment laws and
regulations.

In the Tax market, CCH’s Federal and State Tax unit
extended its sales and use tax product suite through
the acquisition of esalestax.com, which provides
Internet tools and information to support timely and
accurate tracking and reporting of sales and use tax
rates in'nore than 7,500 local and state jurisdictions
across North America. The company also offersaline
of specialist database and software products for
sectors faced with especially complex tax environ-
rments, including telecommunications, retail, utilides,
food and grocery industries.

With the completion of the migration toa new
e-commerce platform and the introduction of a new
product for companies that links up seamlessly with
the existing registration services, CCH LIS further
expanded its Legal Compliance Services Destination
site. Theimplementation of anew ERP platform was
also completed, This platform is integrated into the
CCH LIS's leading legal compliance website. Within
six months after the launch, the share of electronic
products in the total revenues of CCH LIS had doubled.



The Maoris - the original inhabitants of
New Zealand - aré famous for their 'moko’, the
.- ~traditional facial tattoo. The application of these
. decorations - the ‘ta moko'- was a special event.
The tattooing process was preceded by a careful
study of the bone si’ructure and facial character-
istics of the pérson being tattooed. This personal
~profile’ was then integrated into the design.
Maori men and women who value their cultural
“heritage wear the facial tattoos to this very day.
#Another time-honored cultural phenomenon is
he ‘haka’, the traditional Maori warrior dance
“which the All Blacks (the national rugby team)
" perform before;every match.
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Zenith SCPI

Zenith SCPM (Strategic Communications
Planning Module) is a policy and work-
flow support tool. The product is specially
designed to help multi-disciplinary teams
involved in marketing pharmaceutical
products accelerate commercial success.
It was built using Oracle software and the
experience acquired by Adis International
in launching pharmaceutical brands and
supporting communication. Zenith SCPM
uses workflow tools to provide the
commercial and medical arenas with
knowledge as and when necessary.

After a successful trial period, our deve-
lopment team in Auckland (New Zealand)

decided to further refine the Zenith SCPM

architecture that our people in Chester
(United Kingdom) had developed to
achieve greater flexibility in terms of
customer deployment. The development
phase was preceded by an inventory of the
customers’ needs. The teams coordinated
closely, thereby realizing the double
advantage of being close to the market in
the Northern Hemisphere alongside the
cost and quality efficiencies of our New
Zealand based operations.,

B
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Health

Cluster
_Revenues of EUR 748 million
— Employing approximately 2,400 FTEs
— Operations in North America,

Asia Pacific and Europe.,

Qur customers

Medical specialists, clinicians,
nurses, hospitals, managed care
organizations, schaols, university/
corporate librarians, scientists,
pharmaceutical companies,
pharmacists and students.

Divisions
. Pharma Solutions
. Professional & Education
- Medical Research

. Clinical Tools

Competitive advantage

- Leading market positions
We aim to maintain and reinforce
our number one position inthe
worldwide medical information
market.

. Essential tools at point of care
Products and services that provide
need-to-know information at the
point of care ~ where crucial
decisions are taken — account for
a farge part of the portiolio.

Strategic objectives

. Become world market leader in

the field of information for

professionals in the medical and

refated sectors.
- Reatize growth {organic and
acguisition-driven) by focusing

on four priorities:

- Realign activities to increase the
facus on the most important
customer groups and to improve
the coordination of the strategies
of various operations,

- Reinforce our prominent positionin
the market for institutional research
by expanding the content portiolio
and increasing our market share.

- Renew the range of traditional
publications.

- Respond worldwide to new growth
opportunities in the fiejd of

pharmaceutical infformation and
clinical tools.
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BSlstrengthened its leading positionvas a supplier of
services to bank institutions in the regulatory
(compliance) field by expanding into the lendingand
deposit segments. The Financial Services Destination
site implements an ‘end to end’ solutions concept for
loanand deposit documentation. In the pastyear,

the functionality of this compliance solution was
significantly extended and addidonal product

- expansion is planned for this year to help customers

make even more effective use of BSI's marketleading
product.

Action points

In order to advance its strategy to better serve its core
markets, LTB North America plans in 2003 to realign
its business units by key customer groups, accelerate
development of integrated products and create a
selective services infrastructure for technology,
operations and administrative functions. LTB North
America will create four new customer focused units
to serve professionals in the tax and accounting, legal,
financial institutions and corporate legal services
markets. The cluster will de-emphasize and insome
cases divestactivities that do not align with its

core strategy.

Legal, Tax & Business Asija Pacific

(LTB AsiaPacific)

2002 hasbeen an important year for the Asia Pacific
cluster, one in which we managed significant change
and dealt with many challenges. The Asia Pacific
region remains the fastest growing market on the
globe. Inayear of substantial economic downturnin
many parts of the region (Singapore, Hong Kong and
Japan) we have continued to build a platform for
future growth.

Financial

The cluster’s revenues increased about 8% in 2002.
Revenue growth was primarily achieved through
acquisitions in the field of practice management
software,

Operations

Organic growth was flat, partly due of the economic
crisis in virtually the entire region, which failed to
stage the expected recovery. In the Australian market
subscription volumes of traditional loose-leaf
publications were particularly flat. The operations
of CCH Asia (Singapore, Hong Kong, Malaysia)
achieved virtually no revenue growth due to the
economicdownturn in these countries. Inthe past
year investments were made inashared services
model to improve the longer-term efficiency (and
hence the operating margin) of all business units in
the region.

Acquisitions

Inz2002 the Australian Diskcovery wasacquired, a
leading supplier of managementsystems for litigation
supportand electronicarchiving.

Media

Electronic products generatealmost 31% of the
cluster’s total revenues. The integration of informa-
tion and smart software tools has taken flightover

the pastyears. Abouta hundred of such packages

have been included in the range of services, sometimes
asa ‘stand-alone’ product butincreasingly as part of
awider package. Within the clustera number of the
integrated packages are delivered in an Application
Service Provider environment (‘strata management’,
‘precedentmanagement’, litigation support’).
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Results

‘We have made majoradvances inachievinga number

41

“‘Action points

of the strategic goals laid down in 2001, with some

highlights being:

+ OQurcustomer base hasbeen enhanced through

acquisitions and extensive customer value chain
analysis, Asaresult, we are continuing to build
stronger and more productive customer relationships.

» We established Centers of Excellence across the region
to help usleverage our core strengths and rapidly

respond to emerging opportunities.

s The businesses have been restructured allowing us
greater opportunities to leverage scale and further
support our pursuit of operational excellence. This
included the planping forashared services model that
became effective on January 1, 2003. All business units
in Asia Pacific will in the future use the same back
office systems {order management, CRM, MIS)

* Electronic delivery opportunities have beenenhanced
as we began planning and laying the foundations for

ANEW contentmanagement system.

Ourattention in all business units is shifting tonew
elements in the value chain. Instead of services
supporting analytical processes of our core markets,
product developmentisfocusing on supperting the
relationship between the advisor and the customer.
This results ina strong shiftin the portfolio: from

‘reference works’ to practicalinformationand

enhanced advice applications.

: “Thanks to the actions taken in 2002 and preceding

years, we are well positioned to capitalize on these
market opportunities in 2003 and beyond. Having

* established a solid and scaleable business platform,

we will pursue organic growth with initiatives in

the professionaladvisory and business markets and
create further econormies of scale through the )
implementation of regional shared services facilities.

LTB Asia Pacific

EUR million 2002 2001 | Changein % Organic Acquisitions | Divestments | Currencies
: growth*

Revenues 65 60 8% 0% 8% 0% 0%

of which electronic

products 20 18 11%

Ordinary EBITDA 11 12~ 8%

Ordinary EBITA 9 10} - 8% | ~ 12% 4% ' 0% 0%

Qrdinary EBITA )

margin {%) 13.5% 15.9%

CAPEX 3 3 0%

FTEs (average) 601 546 | 10% 4 - 2% 12% 0%

* including effect of extra (Internet) product development



REPORY OF THE EXECUTIVE BOARD

Health

2002 was an important year for the Health cluster.
Anew strategy was formulatedand a reorganization
was initiated under a new management team. ’
Thestrategic choice of Wolters Kluwer to grow into
the leading supplier of information for professionals
in the medical sector and health-related sciences
resulted in a good financisl performance.

Financial

Health revenues grew 15% in local currency terms
(+10% in euros) in the pastyear. Organic growth came
to 2 healthy 5%, with all operations makinga
contribution to this result. Despite the reorganization
costs, the operating margin remained atalmost the
same levelas inzo001.

Operations :
Healthisa leading global health information provider
for professionals and students. Overthe pastyear,a
reorganization was implemented to strengthen our
focus on English-reading professionals in the health
and medical markets in both the United States and
non-US markets. Key customer segments include:
physicians, nurses, medical students, nursing students,
allied health professionals, pharmacists, medical
schools/teaching hospitals, community hospitals,
pharmaceutical sales and marketing, pharmaceutical
research, biotech and biomedical research, medical
device companies, and scientific institutions (focused
onmedical and health-related science),”
Health provides research and clinical information

“inall formars, inidally as publications but ultimately
embedded in tools. Near-term, Health is expanding its

portfolio of must-have offerings for key institutional
segments across the full spectrum-of content, platform
and tools. Inaddition, the clusteris renewing its '
educational offering (traditional texts and study
materials), while positioning its research and
evidence-based contentasan elementofclinical
practice tools. In parallel, Health is expandingits
presence in databases and tools thatsupport
practitioners’ workflows and decision-making.
Health will no longer pursue non-health related
science journals and books. The mostimportant
product brands are: Lippincott Williams & Wilkins,
Ovid, Adis, Facts and Comparisens and Medi-Span.

Acquisitionsand divestments

Medi-8pan (leading supplier of electronic drug guides
and clinical information), which was acquired in 2001,
was integrated according to planand ended the year
with good financial results. Kluwer Academic
Publishers, which no longer matched the cluster’s
strategy, was sold as planned and on good terms to -
Candoverand Cinven. Ovid, the most important
online platform of the Health cluster, reinforced

its position by making substantial investmentsin

the migration of journals to the online service.
Ovidachieved strong growth, partly thanks to the
integration of SilverPlatter (acquisition 2001).

Media

The cluster’s electronic revenues were EUR 228
million, about 0% of total cluster revenues. Ovid’s
online services underwent particularly strong growth
thanks to the integration of SilverPlatter butalso due
to the reinforcement of the journal offerings.

Health

BUR million 2002 2001* Change % Organic | Acquisitions | Divestments | Currencies
growth**

Revenues 748 680 10% 5% 10% 0% - 5%

of which electronic

products 228 158 44%

Ordinary EBITDA 147 138 7%

Orcinary EBITA 131 123 6% i — 4% 15% 0% : ~ 5%

Ordinary EBITA .

margin (%) 17.4% 18.0%

CAPEX 21 22 4%

FTEs {average) 2,352 2,230 6% - 1% 7% 0%

* all 2001 figures adjusted pro forma for transfer of non-core activides
**including effect of extra (Internet) product development
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Results

The portfolio has been reorganized to strengthen
our customer focus and enable cross-cluster coor-
dination. Marketingand distribution have been
rationalized and four customer-facing business units
have been created: Medical Research, Professional &
Education, Pharma Solutionsand Clinical Tools.
New CEOsarein place and strong management
teams have been established across the cluster.
Weare currently implementing new core processes
in the areas of finance, technology and human
resources. Additional back office and systems work
is scheduled for 2003. Commeon values have been
developed to establish a new culture and drive the
strategic changes. '

Action points
Health aims to grow into the global marketleaderin
information for health and medical professionals.
The cluster is well positioned to achieve this
strategic vision:

* Strong proprietary content

» Strong pipeline of electronic products

* Excellent brands and market position

* Revitalized and focused management team

« Recurring revenue business model (subscription-
based) '

» Large and growing market segments

Health also faces several challenges, including truly
buildinga customer-focused organization and
rebuilding critical processes and systems.

To achieve its strategic vision, a number of
strategic initiatives are being implemented.

» Reorganizing to focus the cluster’s activities
primarily on health and medical sector. Four
customer focused business units have been
established for this purpose. A new management
team is in place. Kluwer Academic Publishers (which
lay outside the Health cluster’s strategic focus) has
beendivested.

» Expanding our portfolio of top medical content:

All Lippincott Williams & Wilkins contenthas been
loaded onto the Ovid platform. The number of ‘A’
listjournals has increaged by 33% to 98 and the total
number of journals has been increased by 55% to 824.

» Increasing market share in medical research: Ovid:
hasaleading position as an online provider of

" medical research content. To further penetrate
- current markets and expand into related markets,

‘ new content packages have been introduced and the

pricing has been reviewed. The Ovid platform
“achieved a62% increaseinInternetusageanda 3%
increase in peak concurrent users in 2002.

» Accelerating development of clinical tools: Health's
goalis to deliver the tools to healtheare professionals
that make them ‘information professionals’. To do
this, Health will continue making multiple
investments in the evolving clinical tools market.
Three synergistic product lines are being integrated
into asingle working group: Facts & Comparisons
(referential druginformation), Medi-Span
(integrated drug information} and Clineguide
(integrated disease information).

« Revitalizing core textand reference business: within
the Professional & Education division, Health has
created a market-focused organization structure.
As partofthis initiative, it has already strengthened

‘relationships with its key wholesalers. A market
research program to drive productdevelopment has

“also been implemented.

< Growing pharmaceutical revenuies by restructuring

-and acquisition: the Pharma Solutions division has
been restructured to improve market penetration
and leverage strengths and assets. Anaggressive

. acquisition plan hasbeen developed to achieve
sufficient critical mass across the entire pharma

- value chain.
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Education

Overall, the Education cluster lived up to the expec-
tations formulated at the beginning of the financial
year. The results in our key markets (Sweden and the

Netherlands) were even better than expected. Inthese

markets we were clearly able to reap the beniefits of the
improvement plans implemented in the past years.
The cluster met the targeted operating resultand
maintained or expanded its market share in almost

all fields.

Financial

Educational publishing revenues decreased inzo02 by
2% which was still 1% better than expected. Organic
revenue growth was -3%. The anticipated declinein
revenues was mainly attributable to curriculum cycle

effects in several countries, including the Netherlands.

Despite significant investments in successful new
productdevelopment {(e.g. Digicoach in the Nether-
lands and Redaktion-D in Germany), the operating
margin was approximately 19%. The margin was more
or less maintained partly thanks to stringent cost
managementand more direct control from the cluster.

Operations

Asanticipated, our overall revenues fell slightly
relative to 2001 due to negative curriculum cycle
effects, mainly at our biggest operating company in
the Netherlands. The Swedish pubhsher continued
the good results of 2001,

Market conditions in Germany and the United
Kingdom were adverse. Revenues of schocolbooks in
these countries were lower than anticipated as schools
allocated alarger part of their budgets to otherneeds

suchas school maintenance and teacherrecruitment.
A further factor in the United Kingdom was the
confusion caused by a government pledge to subsidize
e-learning. This promptly led to a postponement

of orders.

Media

Theelectronic revenues in the Education cluster
increased in 2002 to EUR1g million (zoo1: EUR16
million).

Acquisitions

In2002, Moorhouse Black, a provider of distance
learning services to schools, was acquired in the
United Kingdom.,

Results

With our leading market positions and strong brands
inthe school book business, weare well positioned to
takeadvantage of new opportunities arising in our
traditional markets such as e-learning, management
and testing. However, the educational marketis quite
traditional so thataccurate timing of new product
launches remains crucial. The recent shake out of
smallerand/or new suppliers in the market is, of
course, beneficial to us and serves as a reminder to
many buyers how importantitis to choose reliable
suppliers such as Wolters Kluwer Education.

Beyond the traditional markets we, inourroleas
supplier of solutions to educational institutions, are a
comparative newcomer. We have the required content,
didactic skills and customer trust. These strengths will
certainly facilitate our efforts to extend our customer
hase with both existing and new products.

Education

BUR million 2002 2001 Change % Organic | Acquisitions : Divestments | Currencies
growth®

Revenues 300 308 | - - 3% 1% 0% 0%

of which electronic

products 19 © 16 19%

Ordinary EBITDA 64 68} ~ 6%

Ordinary EBITA 56 61} - 8% | - 8% 0% 0% 0%

Ordinary EBITA

margin (%) 18.7% 19.9%

CAPEX 11 10 10%

FTEs (average) . 1,486 1,441 3% 0% 3% 0%

* including effect of extra (Internet) product development



‘The English playwrigh\t and poet William Shakespeare
(1564-1616) is universally acknowledged as one of
.- -the greatest authors ever. His work comprises
- comedies, tragedies, histories and sonnets.
4. Shakespeare captivated his audience by combining
' splendid-poetical imagery with compelling plot
- structures to achieve strong dramatic effects.
' -+ The magnitude of his talent is not only demonstrated
“by the continued relevance of his themes, but also
by the fact that 400 years on his plays are still
performed, both in historical and modern settings,
in theatres throughout the world. 'To be or not to be’,
“that famous phrase from one of his most important
works *Hamlet’, has lost none of its power and
poignancy over time.
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Wolrers Kluwer

Education

‘Cluster . o
. Revenues of EUR 300 mivuiorg
._..Employingépproximately 1,500 FTEs

-y

~-Operations in Europe

Our custormers ’

s

Students, teachers and schoals-

Companies
i Wolters-Nout:dhoff
“Liber
~Nelson Thornes "
-Bildungsverlag EINS
Misszaki )
“Wotters Plantyn
~Jugend & Volk

Competitive advantage -

- Leading market positions
In a targe number of European
countries we &im to maintain and |
strengthen our number one position
as educational publisher, )
- Co-creation '
Regular and intensive dislog with
educators is essential in developing
the best study materials. -

e
"o

W
e B

Strategic objectives i

- Benefit from our dominant position
and strong brand names inthe
schootbook industry ~ fromi the
new opportunities in the traditional . -
markets in the fields of e-learning, -* <
management and testing. A
- We aifn to achieve increased organic
groweth, particularly by growing sales
innew core business markets and.in
online progucts.

"L

?"\
i
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The team behind this successful concept  Moorhouse Black offers distance-

brings together teaching, course writing, learning courses for students aged
marketing and technology skills. Close 16 to 18. Video-conferencing is used as
teamwork is essential in a fast-growing the main medium for tuition. Schools
business which is steadily gaining wishing to offer a broad range of subjects
ground in the British education system. to their students can sign up for courses
Moorhouse Black's service helps to in subjects such as psychology, law or
ensure that Neison Thornes is able to electronics. The company provides

offer a uniquely rich diversity of products  video-conferencing equipment and

to support learning and teaching. support. At the heart of the service is




the work of highly professional tutors
who link up with schools around the
country and conduct weekly tutorials
with their students.

gt

.
sk
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Action points . -
Weare determined to take full advantage of ourassets
in this respect. Qur businesses have beeri alighed to
pursue this objectiveand an organic growth program
hasbeen started up. We thus aim to ensureaconstant
flow of new productofferings. Wealso hope to grow
our market share directly on the basis of early market
acceptancerather than ata later stage on the basis of
proven superior quality.

This new approach calls for 2 new style of
managementand, accordingly, several changes have
been made in the management team. Wenow propose
to concentrate on growing our business, Emphasis
willbe placed on marketingand revenues, while
naturally continuing to pursue carefully mnonitored
product development.

The managementand organizational changes and
the focus on new business in combination with well-
structured acquisition in our core market
(schoolbooks) are starting to pay off. Thesefactors
should translate into concrete results at year-end
2003, with further expansion expected in 2004.

We are therefore fully confident that we canachieve |
healthy revenue growth in the coming years.
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Report of the Supervisary Board

Financial Statements

The Executive Board has submitted the profitand
lossaccount, the balance sheetand the cash flow
statement for the 2002 financial year to us, together
with the explanatory notes. We havealso taken note
of the reportand statement by KPMG Accountants
nv (as referred to in Article 26, paragraph 3, of the
company’s Articles of Association), which we
discussed with them.

Taking theirreportinto account, we signed the
2002 financial statements in the presence of the
auditor. We propose to shareholders that they adopt
these financial staternents (see page 57 etseq. of this
annual report) at the Annual General Meeting of
Shareholders on April16, 2003, Ratification of the
actions taken in 2002 by the members of the
Executive Board and Supervisory Board, in respect of
their managementand supervision respectively is
included asa separate item on the Agenda. Stock
dividends will be determined on April 25, 2003 after
close of trading. Upon adoption of the financial
statements and the appropriation of profithy the
General Meeting of Shareholders, the dividend will
be payableas from April 2g, 2003,

Activities

Ouz Board held seven meetings in 2002, each of
which wasattended by the Executive Board. One of
our meetings was combined with a working visitto
Wolters-Noordhoff in Groningen, where wemnet
with the management of the Education clusterand
the operating company.

In 2002, two meetings were partially held withour
the Executive Board to discuss the performance of
the Executive Board and the Supervisory Board.
During one of these meetings our Board came to the
conclusion thatallits members are independent.

Theamendments to the company’s articles of
association thatwere approved in 2001 entered into
force on March 11, 2002. These changes relate to the
termination of the voluntary application of the
structure regime (‘structuurregeling’) by
Wolters Kluwer nv and to the possibility of
unlimited exchange of depositary receipts into
ordinary shares. Partly in connection with the
amendment to the articles of association, the -
regulations and the profile of the Supervisory Board
havealso undergone certain changes. The profileis

available for inspectionatthe company and hasalso

been published on the website of Wolters Kluwer.
Oneimportanttopicin 2002 was the revised

 strategy and organization of the International Health
» & Science cluster. Operating under its new name ~

- Health —this cluster will concentrate primarily on

' the medical sector. This sector offers Wolters Kluwer

attractive growth opportunities. Inaccordance with
the new strategy, our Board approved the sale of
Klawer Academic Publishers.

The strategic course of the company and the
acquisition policy were topics of discussion at several
meetings. Various larger acquisitions were discussed.
The progress made with the divestiture of certain
husiness units, such as Kluwer Academic Publishers,
Bohn Stafleu van Loghum and ten Hagen & Stam,
also received due attention. '

QurBoard also regularly exchanged views with
the Executive Board on the financial resultsand
evaluated the company’s long-term position.’

In the course of our discussions aboutsubjects

- suchas management development and the Wolters
. Kluwer University, we obtained information from

the relevant corporate staff members.
The option scheme was altered. Henceforth

~ options will be awarded by the members of the

Executive Board jointly instead of only by the
Chairman. Furthermore, the term of the options has
been extended from five to seven years. In order to
be able tomeet our delivery obligations under the
option scheme, our Board approved the purchase of
amaximum of 1.5 million depositary receipts.

On one occasion a member of our Board made
specific recommendations regarding the
organization structure.

Audit Committee

The Audit Committee, comprising Messrs Westdijk
{Chairman), Penningsand De Ruiter, meton two
occasions: during the preparation of theannualand
half-yearresults. At these meetings - held in the
presence of the auditor, an Executive Board member
and corporatestaff members - the committee
discussed the financial management and risk profile
of the company atlength. They also deliberated on
the supervision of the company. The most important
issues in 2002 concerned pension scheme funding
and the expected changes in the International

49



REPORT OF THE SUPERVISORY BOARD

Financial Reporting Standards. In 2003, the Audit
Committee will be formed by Messrs Westdijk
(Chairman}, De Ruiterand Baan.

Selection and Remuneration Committee

This Committee of the Supervisory Board met three
times in 2002. The reward of the Executive Board
members was revised and the total remuneration
package was adopted on behalf of our Board.

The remuneration was set partly on the basis of
external information oncompanies comparable
with Wolters Kluwer (in terms of ty pe and size) in
Europe and the United States. The nationality of the
individual Executive Board members was also taken
into account in this connection. The Committee also
intensively addressed the succession of the Executive
Board Chairman. The Board has decided that

Ms Nancy McKinstry will succeed MrRob Pieterse
as Chairman, starting from September1,2003.

In 2003 the selection and remuneration committee
will consist of Messrs De Ruiter (Chairman)

and Pennings.

Appointments .

Atthe Annual General Meeting of Shareholders on
Aprilz3,2002, MrH. de Ruiter resigned by rotation
asmember of our Board and was reappointed by the
Meeting on that same date, while Mr A, Baan was
appointed asa new member of the Supervisory Board.

Mr A H.C.M. Walravens will resign atthe Annual

General Meeting of Shareholders on April16, 2003

because of the expiry of his term. OurBoard is

grateful to him for the dedication with which he

served Wolters Kluwer overa great many years,

Action has been undertaken to fill the vacancy.
The Supervisory Board has nominated

* MrBoudewijn Beerkens for appointment to the

Executive Board. Thisappointment has been placed
ontheagendaforthe Annual General Meeting of
Shareholders of April16, z003.

We would like to take this opportunity to thank
the Executive Board and all employees for their
efforts and cooperation in the pastyear.

Amsterdam, March 10, 2003
Supervisory Board

H. de Ruiter, Chairman
J.V.H.Pennings, Deputy Chairman
A.Baan

A]. Frost

K.A.LM.VanMiert

AH.C.M. Walravens

N.J. Westdijk
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Report of the Stichting Administratiekantoor
Wolters Kluwer (Wolters Kluwer Trust Office)

-Activities v
The Executive Committee of the Trust Office met
twicein the year 2002, Furthermore, the Executive
Comunittee was represented at the Annual General
Meeting of Shareholders of April 23, 2002.

The general performance ac Wolters Kluwer, as |
wellas the annual figures of 2001 and the interim
figures for 2002, were discussed witha represen-
tative of the Executive Board. Otheritems of discus-
sionincluded corporate governance, the composition
of the Executive Committee and the agenda for the
Annual General Meeting of Shareholders.
Inaddition, theindependence of Committee
Members was explicitly discussed: all Comnmittee
Members have confirmed in writing that they
have no association withthecompany.

Amendment of Articles of Associationand
Trust Conditions

Theamended Articles of Association and Trust
Condidons entered into force on March 11,
2002 priorto the Annual General Meeting of
Shareholders 2002.

According to the new Articles of Association of
the Trust Office and the new Trust Conditions, -
together with the corresponding changes in the
Articles of Association of the company, it will be
possible to exchange depositary receipts into
ordinary shares without limitation. Intheold
situation the exchangeability' was limited toa
maximum of two percent of the issued ordinary
shares. Inline with this change the granting of voting
proxies by the Trust Office to holders of depositary
receipts will no longer be limited to a maximum of
twao percent of the issued ordinary shares either.
The Articles of Association and the Trust Conditions
explicitly stipulate thatthe Trust Office must
exercise the rightsattaching to the ordinary shares
insuch a manner that -alongside the interests of the
company and its affiliated companies and all other

" stakeholders —the interests of the holders of
depositary receipts are safeguarded in the best
possible manner.

s Certificates : Number of
depositary receipts
Under administration as
atDecember 31, 2001 269,134,668
Depositary receipts issued in
connection with stock dividend 2,413,580
 Depositary receiptsissued
upon exercise of stock options 62,962
. Depositary receiptsissuedin
sexchange for registered shares 2,957,227
" Depositary receipts redeemed -
Underadministration as at
December 31,2002 274,568,437

Cofnposition of the Executive Committee
Intheyearunder review, Mr Th. Beels resigned upon

. -reachingtheage of 72. Mz H. Boltwas appointed as
* “his successor. Mr 8.C.].J. Kortrnann resigned by

.. rotation and was reappointed. The Executive

: “Committee consists entirely of persons who have

no association with Wolters Kluwer within the

: " meaning of Appendix X to the Listingand Issuing
: Rules of Euronext Amsterdam nv. -

- Depositary receipts

Depositary recelpts were xssued and redeemed

- asfollowsin2002:

Depositary receipts had been issued for 96.2% {2001

95.2%) of the issued ordinary share capital asat the

 balance sheet date.

Amsterdam, March 10,2003

“The Executive Committee,

L.Traas, Chairman

J.EM. Peters, Deputy chairman/Secretary
S‘C.I.J', Kortmann, Secretary

H.Bolt

AH.J.Risseeuw
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Statement .
The Executive Board of Wolters Kluwer nvand the
Executive Committee of Stichting Administratie-

“kantoor Wolters Kluwer hereby declare that, intheir

jointopinion, the requirements regarding the
independence of the Executive Committee, as laid
down in Appendix X to the Listingand Issuing Rules
of Euronext Amsterdamnv, have been sadsﬁed.

Amsterdam, March 10,2003
The Executive Board of Wolters Kluwer nv

The Executive Comnmittee of Stichting
Administratiekantoor Wolters Kluwer
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Report of Stichting Preferente Aandelen

Wolters Kluwer {(Wolters Kiuwer Preference Shares Foundation)

- Activities ,
The Executive Committee of the Foundatonmet
twice in the year 2002. The subjects discussed
included general pérformance at Wolters Kluwer,
zo01annual figures, 2002 interim figuresand
corporate governance. The Foundation acquired no
preference shares during the year under review.

Corporate Governance and Amendmentsto
the Articles of Association :

Asaresultof the entry into force on March 11, 2002
of the amendments to the company’s Articles of
Associatienand the Articles of Associationand
Trust Conditions of the Trust Office, the depositary
receipts can be exchanged into ordinary shares
withoutlimitatdon and the voluntary application of
the structure regime has been abolished. Asaresult,
the option on the preference shares is the only _
remaining deterrentagainstunfriendly takeovers.
The Foundation is entitled to exercise the optionon
the preference shares in such a way that the number
of preference shares taken will beno more than100%
of the number of issued ordinary sharesat the time
of exercise, OnMarchi1, 2002 the Articles of
Association of the Foundation were also amended.
The amendments were mainly ofa technical nature,
related to the amendments of the company’s Articles
of Association and the Articles of Associationand
Trust Conditions of the Trust Office.

.. Composition of the Executive Committee

‘Mz R.W.J.M. Bonnier retired by rotation inzoozand

* * was reappointed by the Executive Committee. The

Executive Committee consists entirely of persons
whohave no association with Wolters Kluwer
within the meaning of Appendix X to the Listing
and Issuing Rules of Euronext Amsterdam nv.

* Amsterdam, March 10,2003 -

" The Executive Committee,

* J.€.T.van der Wielen, Chairman

S:Bergsma

. R.W.J M. Bonnier
H.G.Bouwman

X E.J.J.C.van Groeningen

: Statement

' The Executive Board of Wolters Kluwer nvand

- the Executive Committee of Stichting Preferente

. Aandelen Wolters Kluwer hereby declare that, in
their joint opinion, the requirements regarding the
independence of the Executive Committee as laid
down in Appendix X to the Listing and Issuing Rules
of Eurcnext Amsterdam nv, have been satisfied.

“Amsterdam, March 10,2003
- The Executive Board of Wolters Kluwernv

The Executive Commitree of Stichting Preferente
- Aandelen Wolters Kluwer
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Information for Shareholders

Capital Stock .

The ordinary shares have a nominal value of
BUR0.12. The number of ordinary shares issued
amounted to 285,429,505 as at December 31, 2002
(2001: 282,795,401). The weighted average number
of fully diluted ordinary shares was 314.6 million.

Market capitalization asat December 31,2002

On the basis of ordinary sharesissued:
EUR4.7 billion (2001 EUR 7.2 billion).

Listing of Capital Stock

Armsterdam (Euroniext Amsterdam: WLSNC.AS,
stock code 39588, ISIN code NLooo0395887),
Geneva, Zurich and Frankfurt: depositary receipts
for Wolters Kluwer ordinary shares.

USA {over-the-counter, WTKWY, CUSIP No.
977874 20 5): American Depositary Receipts.

ADRTrust Office

Morgan Guaranty Trust Company of New York
60 Wall Street

New York, NY 10260

United States

Other Wolters Kluwer securities
Listedin Amsterdam:

- 5.875% subordinated Wolters Kluwernv
bonds, 1996 /2003, N1LG 400 million
(EUR 182 million} (ISIN code NLoo00121382)

- 6.250% subordinated Wolters Kluwernv
bonds,1997/2007, NLG so0 million

- {(8UR226 million} {ISIN code XSc076781425)

- 5.250% senior Wolters Kluwer nv bonds,
1998/2008, NLG 500 million (EUR 227 million)
(ISIN code NLooco121911)

- 5.125% subordinated Wolters Kluwernv
bonds, 1998/2005, NLG 400 million
(EUr182 million) (ISIN code XSoog2962710)

- 6.875% perpetual camulative subordinated
Wolters Kluwer nv bonds 2001, EUR 225 million
(ISIN code NL ocoo1ig1os)

- 1.000% convertible unsubordinated
Wolters Kluwer nv bonds, 2001/2006
EURy00 million (ISIN code NL 0000119634)

Listed in Amsterdam and Luxembourg:

- 5.500% senior Wolters Kluwernv bonds,
1999/2006, EUR 750 million (ISIN code
XSo101766110)

- 6.125% senior Wolters Kluwer nv bonds,
2000/200%, EUR 550 million {ISIN code
XSo0121316235)
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- Geographical spread of Shareholders
{Inapproximate percentages at year-end)

2002 2001
United States 46 © 45
The Netherlands 28 29
United Kingdotﬁ 17 16
Belgium/Luxembourg 1 1
Switzerland 2 2
France 2 C 2
Scandinavia 1 1
Germany 2 3
Other 1 1
Total : 100 100

Shareholdings excéeding 5%
Inaccordance with the Major Holdings in Listed
Companies Disclosure Act (WMZ):

- Internationale Nederlanden Groepnv: g.4%,
disclosed on February 25,1992.

Financial Calendar2003

March 28 Publicadon of Annual Report

Aprilié Annual General Meeting of
Shareholders

Aprilzz Ex-dividend quotation

Aprilzzupto

andincluding  Period for choosing cash or

Aprilag stock dividend

April2s Fixation of conversion ratio
{after close of trading Euronext.
Amsterdam)

Aprilag Dividend for 2002 payable and
delivery of (depositary receipts for)
shares (stock dividend)

May14 Trading update 1* quarter 2003

Augustiz Publication of figures for
first-half2003

Novemberiz  Trading update 3™ quarter2003

Januaryzooq4  Announcement of preliminary

figuresfor2003
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_1.Corporate Governance

For more information on corporate governance,
- please see page 31.

-+ Auditor

KPMG Accountants nv

: Burgemeester Rijnderslaan 20, Amstelveen

P.O.Box 74500

. 1070 DB Amsterdam
-+ The Netherlands

Stichting Administratiekantoor
‘Wolters Kluwer (Wolters Kluwer Trust Office)

. ¢/0N.V. Algemeen Nederlands Trustkantoor ANT
. Herengracht4z20 ) :
¢ P.O. Box11063
¢ 1001GB Amsterdam

The Netherlands

. InvestorRelations

Oya Yavuz, Vice President Investor Relations
T+31206070407
F+31206070499

© ir@wolterskluwer.com

Corporate Communications
T+312060701335

- F+31206070490
. press@wolterskluwer.com
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2002 2001
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ATBEurope was er:engthened wxrh acquisitions

2002 L2001

. The Education cluster strengthened its position

core activitiesisalso compietedforBohn Stafleu - -

: are ciose to completmn;

Acquisitions | Divestments " Acquisitions| Divestrhents s &

240 i 15 - a7
oSS

‘the United ngdom with the acquisition of
Moorhouse Black (dtstance learmng serwces)

{n October 2002 Wolters Kluwer entered intoa |
bmdmgagreemcmfor the saleof Kluwer Academic
Publishér’ﬁ Control over the company effectivély
ceasedat theend of December. Divestmentofnon- ..

Van Loghum The Tes ult on: the d:westment of

\Sta eu Van Lo ghum gaverisetoaresult

g ED

(afte aonmon) amounting to EUR 14 million,
The dwestments ofren Hagen& Stamand 1sBW
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and the amortization of intafigible fixed assets ér provisions creawd bv acquxsxtmns ofsubmdmrws,
to the extent thatsuch rax savings are consideréd reahzabie XA % ’
The deferred tax assets mclude BUR160'm] hon (zom FUR 3 57 mil xon) due irvmore t'nan one year
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\costs are capxtahzed and amortized oversgyears. .
' The proceedsfrom this bondissue were used to”
reﬁnanco bank f‘{CI]lnLS aswellasfor general

“unused LZ‘Qd‘Lt faulmcs of EUR1.2 bjlhcm Ofthis
amount EUR . 9 b1lhon is fully committed:

‘ OnAun'ust 16 2001; Standard & Poor’sgave

~ Wolte Kluwera credit rating of A-, withstable -

“outlook. € n¥ebruary1, 2002, Moody’s announced
thie downgradmg of the senior long-term debt ‘

“ratings'of Wolters Kluwer N.V. to A3 (from Az). The ..

rati goutldokis stable, Aftertheseannouncements, - -
Both 1Tating: agencws havenotchanged the credit

: r‘aA nngr the company. -
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559,750 | 2,912,250

EUR23.07

v 2,912,250
[27379,500

2007/2009°

2,812,250 .

7,136,152,

54,962 |

-135,000 {-1/554,800 °
2,777,250 | 8,428,640

nd the I Howmg aqsumpnons

smg a Black-Scholes o pnons pricing model

. «intrmsxcvalu mcthod Accordingly, nocompen- -
: samon has ‘been recorded forthe options granted.

* The French option plans of 2001and 2002 expxro in'2009 and 2008 roqpc\ctwely
* alloption plans as anugust 200% havc an expxraaon per:od of7 years.

o Graniéd,

August 2002
24 ‘0.5,
BUR 24.00 | BUR18.27
JBUR  7.62 EUR 6.82
18.6 3.2
Syears 7 years
35.27% 42.52%
L2.20% 2.90%

4 89% | 4.46%
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The ’Blégk—Scho
dwelopéﬂ foru
traded options, 5, which haven
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As atbalance sheet date; Mr.

* {deposiary recexpts of) ordmary sha.res EUR 12 40
convertible btaffbonds and LUR300 vooperpétual
cumulative subcrdmatedbonds Mr.J:M; Detaille :

" andMr. H.J. Yarrmgto annz and4o4 (depos

L tar recelpts of) ordinary shares zrespectlvely

' 2001: as from ]une 1.
* member of Selection & Remuneramcn Commxttee
member of Audit Committee -

3
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Otherinformation

Reportofindependent auditors

Introduction
We have audited the financial statements of
Wolters Kluwer nv Amsterdam, for the year 2002,
These financial statements are the responsibility of
the company’s management. Our responsibilityis to
express an opinion on these financial statements
based on our audit.

Scope
We conducted our auditinaccordance with auditing
standards generally accepted in the Netherlands.
Those standards require that we plan and perform
the audit to obtain reasonable assurance about
whether the financial statements are free of material
misstatement. Anauditincludes examining, onatest
basis, evidence supporting the amounts and
disclosures in the financial statements. An auditalso
intludes assessing the accounting principles used
and significant estimates made by management, as
well as evaluating the overall presentation of the
financial statements. We believe that our audit
provides a reasonable basis for our opinion.

Opinion
In curopinion, the financial statements give a true
and fair view of the financial position of the company
asatDecember 31, 2002and of the result for the year
then ended in accordance with accounting principles
generally accepted in the Netherlands and comply
with the financial reporting requirements included
Titleg of Book 2 of the Dutch Civil Code.

Amsterdam, March 10,2003

KPMG Accountants nv

Proposed profitdistribution

Paragraph1. Fromthe profitasitappears fromthe
annual accounts adopted by the General Meeting
adividend shall be distributed on the preference
shares, whose percentage is equalto thatof the
average of the interest rate on basic refinancing trans-
actions of the European Central Bank -~ weighted
according to the number of days on which this
interest rate applied - during the financial yearor
part of the financial year for which the dividend is
distributed, increased by three. The dividend onthe
last mentioned preference shares shall be calculated
onanannual basis on the paid-up partof the nominal
amount. If in any year the profirshall notbe
sufficient thereto, from the profit of any succeeding
year the deficient dividend shall first be distributed,
priorto any further distribution of profit. No further
dividend shall be distributed on the preference
shares.

Paragraph 2. Subsequently suchallocations to
reserves shall be made as the Executive Board shall
determine, subjectto theapproval of the
Supervisory Board.

Paragraph 3. Any balance remainingafter that shall
be distributed as dividend on the ordinary shares.
Paragraph 4.Distribution of profit shall be made
afteradoption of the annualaccounts showing that
itis permitted.

Profit appropriation
1
2002 2001
Addition to reserves 172 - 10
Dividend 156 150
328 140

93
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Key figures

|
| 2002 2001

|
2000 | 1999

gURmillion 1998 | 1997 1996 | 1995 | 1994 | 1993
Revenues 3,895, 3837 36641 3,081 2,739 ) 2,364 1,9561 1,336 1,241 1,187
Ordinary £81TDA 895 919 878 813 732 613 472 303 271 248
Ordinary EBITA 777 812 788 735 668 552 421 276 147 222
Ordigary nevincome 453 436 412 410

Netincome 328 140 186 138 309 263 217 205 173 144
Dividend 156 150 140 128 1160 93 76 66 54 45
Pay-outin % ofordinary netincome 34.4 34.4 34.0 31.2

Pay-outin % of netincome 4747 107.1 75.% 357 35,7 5.4 351 32.0 311 31.2
Ordinary free cash flow 400 328 363 386

Shareholders’ equity 1,247 1 1,379 1,146 | 1,488 1,011 823 541 333 78 253
Guarantee equity’ 2,070 2,200 11,7441 2,0891 1,616) 1,243 731 333 275 2533
Net interest bearing debt? 2,664 2,821 ! 2,614 2463 2,202 1,659 1,364

Capital employed 4,496 | 4,779 3,951 ] 4,132 3,531} 2,668 2,141 391 329 299
Total assets 6,109 6,520 5,792 5,686 4,743 3,771 3,061

Balance of acquisitions and divestments ~ 334 513 470 3681 1,058 425 1,677 147 134 287
Amortization of intangible fixed assets 415 353 275 89 68 48 30

Netinvestments fixed assets 147 151 124 117 74 96 S1 39 S 29
Depreciation of fixed assets 118 107 89 78 64 60 51 27 24 26
Ratios (in %)

Growth percentages of:

Revenues 1.5 4.7 18,9 12.5 15.9 20.7 46.6 4.6 111
Qrdinary EBITDA - 25 4.7 8.1 11.0 18.4 29.9 $5.7 9.3 20.3
Ordinary 8174 - 43 2.8 7.3 1¢.1 20.9 21.3 52.4 12 11.0 21.1
Ordinary netincome 4.0 5.7 0.5

Netincome 134.3 0« 24.7 | - 48.0 15.9 17.6 21.0 5.9

As % ofrevenues:

EBITDA 23.0 23.9 24.0 26.4 26.7 25.9 241 22.7 21.8 20.9
EBITA margin 26.0 21.2 21.3 23.9 24,4 23.4 21.5 20.7 19.9 18.7
QOrdinary netincome 11.6 11.4 11.3 13.3

Netincome 8.4 37 5.1 116 11.3 111 11.1

Net interest coverage® 5.5 4.5 4.4 5.1 5.3 5.5 5.6

Netgearing* 2.1 2.0 2.3 1.6 2.2 2.0 2.5

Shareholders’ equity to capital employed 0.28 0.29 0.29 0.36 0.29 0.31 0.25 0.85 0.84 0.85
Guarantee equity to total assets 0.34 0.34 0.30 0.37 0.34 0.33 0.24

Defined as: sum of shareholders’ equity, subordinated {convertible) loans, perpetual cumulative bonds and minerity interests.
Defined as: sum of third-party loans, convertible bond loan, perpetual cumulative subordinated bond loan, cash loans

minus cash and cash equivalents and value at spot rates of forward exchange and cross currency swap contracts.
Ratio between operating income before amortization of goedwill (EBITA), againstnetinterest casts.
Defined as: netinterest bearing debtas % of shareholders’ eguity.
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surmillien 2002 2001 2000 1999 | 1998 1897 | 1996 | 1995 | 1994 | 1993
Information per share (ic zur)
On the basis of fully diluted”:
Diluted ordinary earnings per share 1.52 1.54 1.47 1.48 1.34 1.13 0.90 0.76 0.66 0.56
Diluted earnings per share 1.13 0.52 0.68 1.29 1.12 0.96 0.80 0.76 0.66 0.56
Diluted ordinary free cash flow per share 1.35 1.17 1.30 1.39
Dividend per share 0.55 0.53 0.30 0.46 0.40 0.34 0.28 0.23 0.21 0.1y
Weighted average number of shares,
‘fully diluted’ (x million) 314.6 | 289.7 | 284.2) 281.2 278.S; 276.7| 273.27 269.5| 2653 | 260.7
On the basis of shares issued (par value BUR 0.12);
Ordinary earnings per share 1.5 1.55 1.48 1.48 1.34 1.13 0.50 0.77 0.66 0.56
Earnings per share 1.18 0.50 0.67 1.29 1.12 0.96 0.80 0.77 0.66 0.56
Ordinary free cash flow per share 1.41 1.16 1.30 1.39
Dividend per share 0.55 .53 0.50 0.46 0.40 0.34 Q.28 0.25 0.21 0.17
Weighted average number ofshares issued
(xmillion) 284.3 | 281.81 2794 277.21 2748} 2727 270.0) 2664 2623 2535
Stock Exchange quortations:
highestquotation 26,45 | 33.00; 4430 4836 4572 33.09| 2643 1723 15.14| 14.63
lowest quotation 13.40 ] 2051} 20.10{ 27.30 2854 23.84| 1693 1336 1148 9.19
quotation as per Decemnber 31 16.60 25.60: 25.04: 33.60 45581 2971 26.04 17.22 14.57 13.92
Average daily trading volume Wolters Klawer
on Furonext Amsterdam nv
number of shares (x 1,000) 1,129 | 2,037 2,750 2,160] 2,000 1,492 1,192} 1,132 800 836
Employees
Headcountasat Decembers: 20,833 | 20,297 19,208 18,793 17,431 15,385} 14,948 B,983; 8,693 8,052
In full dme equivalents as at December 1 19,617 {1 19,317 18,269 17,812} 16,505 | 14,538 | 14,010 B,369 ] 8,127 7,451
In full time equivalents, average perannum 20,284 | 19,766 1 18,009 17,452 | 16,297 | 14,543 | 13,768 8523 | 7,892 7,672
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Reportof the Trustee

EUR700,000,0001% convertible unsubordinated
bonds 2001 due 2006 of Wolters Kluwernv

N.V. Algemeen Nederlands Trustkantoor ANT has
beenappointed as Trustee in connection with the
above mentioned bonds. In compliance with the
provisions of 111, article 2 of the trust deed executed
before Mr C.J. Groffen, civil-law notary practicing in
Amsterdam, on November 30, 2001, we reportas
follows,

The bonds, witha nominal value of BUR 1,000 each,
arerepresented by a globalbond of EUR700,000,000.

Unless previously purchased, redeemed or con-
verted as provided in the trust deed, the bonds will
be redeemed at107.88 % of their principalamounton
November30,2006. As of January 10, 2002 up toand
including November 16, 2006 the bonds are conver-
tible into depositary receipts, each issued for one
ordinary share Wolters Kluwer nv, ata conversion
price currently of BUR 31. Therefore, no bonds were
converted during 2001.

In compliance with, article g of the trust deed,
asufficient stock of depositary receipts hasbeen
deposited with the Trustee as is needed to enable
complete conversion of all the bonds in issue,

Wolters Kluwer nv is authorized to redeem all of the

bonds outstanding:

1 After December14, 2004, provided that, within
aperiod of thirty consecutve trading days, the
closing price of depositary receipts of
Wolters Kluwer nv on Euronext Amsterdam for
twenty trading days shall have beenatleast130% of
the then applicable conversion price;

21f85% of the bonds originally issued has been
converted or purchased.

Uponthe occurrence of a ‘Change of Control’,
referred toin 1, article 4.g, 5.cand 17 of the trust deed,
Wolters Kluwer nv will fix a date for early redemp-
tion of the bonds and notify the bondholders of such
date and atthe option of the bondholders redeem the
bonds on the date fixed for redemption at its accreted
principalamounton such dateas stipulated in|,
article 5 of the trust deed, together with interest
accrued to such date.

Amsterdam, March 10,2003
N.V. Algerneen Nederlands Trustkantoor ANT

LJJM. Lutz



