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ITEM 9: REGULATION FD DISCLOSURE

On August 13, 2003 the Registrant released itsGi@ results for the fourth quarter and full fisgaar 2003.

A copy of the Registrant's press release annourtbmdinancial results as well as the scheduleafopnference c:
and "web cast" on August 14, 2003 are attachedkBb®iE 99 to this current report on Form 8-K.
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Exhibit 99.¢

CACI Reports Record Fourth Quarter and Full Fiscal Year 2003

. Income from continuing operations up 43% in thertprato $13.3 million; for the year, up 40% to $4-
million

. Diluted earnings per share of $0.45 for the quartgy 41%; $1.52 diluted earnings per share for
year, up 23%

. Operating cash flow of $34 million in the quart&76 million for the year, up 111% over FY2(
. Revenue up 20% for the quarter to $228.6 milli@n;the year, up 24% to $843.1 millic

Arlington, VA, August 13, 2003 €ACI International Inc (NYSE: CAl), a leading infoation technology and netwc
solutions provider to the federal government, ameed today record results for its fourth quartet fiscal year
ending June 30, 2003 (FY03). Income from continwpgrations in the quarter increased 43 perceriewévenue
was up 20 percent compared to the fourth quartéscdl year 2002 (FY02). For all of FY03, inconmerh continuing
operations was up 40 percent while revenue wastygeent versus a year ago. The increase in garaimd revenue
in the quarter and for the full year resulted froomtinuing growth in all of the company's servi¢eongs through its
domestic operations.

Fourth Quarter Results Reflect Higher Margins and $rong Cash Flow

Net income for the fourth quarter of FY03 was $18i8ion, or $0.45 per diluted share, an increasé3percent ove
net income of $9.3 million, or $0.32 per dilutecsd reported in the fourth quarter of FY02. Rewefar the quarter
was $228.6 million, an increase of 20 percent éverth quarter FY02 revenue of $191.0 million. Cyarg income i
the quarter was $21.1 million, an increase of 48¢x& over fourth quarter FY02 operating incom&b4.7 million.

For the fourth quarter the operating margin inceela® 9.2 percent from 7.7 percent a year eaflliee. higher
operating margin was driven primarily by a favoeabbntract mix, specifically increased professi@®alices revent
on higher margin time and material and fixed pgoatracts. The growth in net income was primarityitautable to
increased sales to the company's federal custandranproved margin performance. Operating cash 66$33.9
million was primarily driven by net income and casitiections.

The growth of the company's operations continuetktdriven by increased demand fof ISR (command, control,
communications, computers, intelligence, survedégrand reconnaissance) work for intelligence agdtical suppot
for ongoing Department of Defense (DoD) operatiang by domestic acquisitior



Fourth Quarter Highlights

The following highlights occurred during the fouftbcal quarter:

¢ Revenue from DoD customers increased 19 percaunerdprimarily by higher demand from customers saslthe
Defense Information Systems Agency (DISA), the WABny's Communication&lectronics Command (CECON
and the defense intelligence commun

o Federal civilian agency revenue grew 28 percemgmily from higher volumes of work for customersisas the
Department of Justice (DoJ), Department of Vetedsfars (VA), the Securities and Exchange Comnussi
(SEC), the U.S. Customs Service, and the nationalligence community

e The acquisition of Premier Technology Group, IfTG), which closed on May 15, 2003, broadened CACI'
capabilities in intelligence analysis and secuws#yvices, information technology, training, progmnaranagement
and logistics for clients in the DoD and the intgghce community

Full Year FY03 Results Reflect Continued Margin Ex@nsion and Strong Revenue Growth

Income from continuing operations for FY03 was $4aillion, or $1.52 per diluted share, an increas40 percent
over income from continuing operations of $31.9ioml, or $1.24 per diluted share, reported for FYB@r all of
FYO03, revenue increased 24 percent, to $843.1anjltompared with $681.9 million reported in FY@herating
income for FY03 was $70.4 million, up 33 percentoweperating income of $53.1 million reported aryesxlier.

For the full year, the operating margin improve®@1t percent from 7.8 percent a year earlier. Tiglhdr operating
margin was driven primarily by a favorable contnawix, specifically increased professional serviegnue on highe
margin time and material and fixed price contracts.

Revenue growth was driven primarily by increaseahaed from federal government customers. Revenue DoD
customers increased 24 percent, driven primariliiighher demand from customers such as the Defef@riation
Systems Agency (DISA), the U.S. Army's Communigagiilectronics Command (CECOM), and the defense
intelligence community. Federal civilian agencyaeue grew 31 percent primarily from higher voluroéwork for
customers such as the Department of Justice (Department of Veterans Affairs (VA), the Securittesl Exchange
Commission (SEC), the U.S. Customs Service, anddkienal intelligence community.

FYO03 Highlights

In addition to record revenue and earnings, maghlights and accomplishments during fiscal yedd2clude:

e Operating cash flow of $75.9 millio

¢ Revenue from the federal government increased &&pg 16 percent organically. Overall, internalerue
growth for the company for the fiscal year was gfcpnt.

o Contract awards of up to eight years in lengthofgar $1.1 billion from federal custome
e Backlog at yee-end of $2.5 billion, up from $1.9 billion a yearlkex.

¢ Acquisition and full integration of four domestiadinesses--the Government Services Division of Ggriicton
Burnell, Inc., Applied Technology Solutions of Neetn VA, Inc., and Premier Technology Group, |

¢ Common stock listed on the New York Stock Exchai

Commentary

Commenting on the results, Dr. J.P. London, CAChHairman, President, and Chief Executive Officaig,s'Our
record year and fourth quarter results are driwehigh ongoing demand from those government agsrarie
spending initiatives that are presently involvethvaur country's highest national priorities: defenintelligence, and
homeland security. By responding to our custonmezsts related to those priorities and deliverindgpéon timely,
critical support, we experienced growth in our gedfility as well as the overall business. We elgrered record cash
flow from operations. We received over $1.1 billiarcontract awards and maintained our historiclaifjh win rate ir



customer retention. And we gained new customersasaidlened our capabilities through our acquisipimgram. All
of this combined to produce solid growth of 24 petdor the year and 15 percent internally, exaggdur stated
growth objectives."”

Dr. London continued, "We have a well-diversifiagsimess base between DoD and federal civilian agend/e
continue to experience strong demand across tlegdegovernment market. As we begin our new figeak, we are
actively hiring additional staff in our domesticesptions. Our bid backlog of submitted proposatsihareased to
over $1 billion, plus we have no additional majontracts being recompeted this fiscal year. Anchenee recently
signed a Letter of Intent for our next potentiajaisition. We believe we are well on our way todmaing a $1 billion
in annual revenue company in FY04, reaching out ggyaar ahead of schedule. We continue to anteigtaong
growth across all areas of our core business, divafusystems integration, engineering servicesywkadge
management, and managed network services. As we foovard, CACI remains ever vigilant in helping @ountry
secure its future both domestically and abroad.avéeextremely pleased with our results and exeiteulit the
prospects of achieving another record year of gnamid profitability while continuing to enhance s#wlder value.”

Company Outlook

The company reiterated its guidance for FY04 agirmaily issued on July 8, 2003. For the full yehere is no change
to the range of guidance for revenue, net incondeddnted earnings per share. The company's guaarcludes
results from any additional acquisitions, includthgt resulting from the above-mentioned Letteintént. The
company will update its full year guidance uponcassful completion of the acquisition, which isieéipaited to close
in September. The company continues to targevisatl growth at a 20 percent or better compountuahgrowth
rate, through a combination of organic growth ragdgietween 12 and 15 percent and acquired growtketefeen five
and eight percent. The table below summarizesdigagce ranges for the first quarter and full fisear 2004:

(In millions except for earnings per share) Ql FYO04 Total FY04
Revenue $233- $240 $985- $1,015
Net Income $12.3- $12.7 $53.1- $54.7
Diluted earnings per sha $0.41- $0.43 $1.77- $1.82
Diluted weighted average shal 29.7 30.0

Should the company perform in accordance with tlestienates, revenue for the first quarter is exguet be up 24 to
28 percent over revenue of $188 million reportethanfirst quarter of FY03. Net income is anticgzhto be up 31 to
35 percent over net income of $9.4 million in tleeresponding prior year quarter. Diluted earningsghare are
expected to be up 29 to 34 percent over $0.32 regharyear earlier.

Investors are reminded that actual results magidifbm these estimates for the reasons descridlesvb

Conference Call Information

The company has scheduled a conference call faviEAstern time Thursday, August g during which
management will be making a brief presentation $ow on fourth quarter and full-year results, opegatrends and
its expectations. A question-aadswer session will follow to allow further discisssof the results and the compar
future expectations. Interested parties can ligighe conference call and view accompanying eidhibier the
Internet by logging on to CACI's Internet site #iph/www.caci.comat the scheduled time. A replay of the call will

also be available over the Internet beginning @ .m. Eastern Time Thursday, Augusl”l,éland can be accessed
through CACI's homepage ( www.caci.coty clicking on the CACI Investor Info button.

About CACI

CACI International Inc provides the IT and netwstutions needed to prevail in today's new eraebénke,
intelligence, and e-government. From systems iategr and managed network solutions to knowledgeagement,
engineering, simulation, and information assuraneedeliver the IT applications and infrastructuoes federal
customers use to improve communications and caltdiom, secure the integrity of information systeansl networks



enhance data collection and analysis, and increffiseency and mission effectiveness. Our solutitazl the
transformation of defense and intelligence, askoreeland security, enhance decision-making, anu d@lernment
to work smarter, faster, and more responsively. CAGnember of the Russell 2000 and S&P SmallC#piedices,
provides dynamic careers for more than 6,400 engaleyvorking in 90 offices in the U.S. and Europ&CCis the IT
provider for a networked world. Visit CACI on theetwat www.caci.com

Forward Looking Statements

There are statements made herein which may noeaddistorical facts and, therefore, could be ipteted to be forward-looking statements
as that term is defined in the Private Securitigigation Reform Act of 1995. Such statements abgegt to factors that could cause actual
results to differ materially from anticipated resulThe factors that could cause actual resultdifi@r materially from those anticipated
include, but are not limited to, the following: iegal and national economic conditions in the Udit&tates and United Kingdom, (the UK
economy is experiencing a downturn that affectRébgistrant's UK operations) including conditiohat result from terrorist activities or
war; changes in interest rates; currency fluctuasofailure to achieve contract awards in connegtwith recompetes for present business
and/or competition for new business; the risks andertainties associated with client interest idgurchases of new products and/or
services; continued funding of U.S. Governmenttbeiopublic sector projects, particularly in thees of a priority need for funds, such as
homeland security, the war on terrorism or rebuilgliraq; government contract procurement (such idspootest, small business set asides,
etc.) and termination risks; the results of the aded appeal of CACI International Inc, ASBCA N the financial condition of our
clients; paradigm shifts in technology; competitigetors such as pricing pressures and compettiionire and retain employees; our ability
to complete and successfully integrate acquisitegparopriate to achievement of our strategic plamst ability to complete performance of
fixed price contracts within contract value; ma#rchanges in laws or regulations applicable to duisinesses, particularly legislatic
affecting (i) outsourcing of activities that haveem performed by the government; and (ii) competitor task orders under Government W
Acquisition Contracts ("GWACs") and/or scheduletcacts with the General Services Administrationf own ability to achieve th

objectives of near term or long range businesssland other risks described in the Company's Seesiand Exchange Commission filings.

HH##H
For investor information contact: For other information contact:
David Dragics Jody Brown
Vice President, Investor Relations Senior Vice President, Public Relations
(703) 841-7835 (703) 841-7801
ddragics@caci.cor jbrown@caci.con

(Financial tables follow)
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Summary Financial Tables
CACI International Inc
Consolidated Statements of Operations
(Amounts in thousands, except per share amounts)
Quarter Ended Twelve Months Ended

6/30/2003 6/30/2002  6/30/200% 6/30/2002
(Unaudited) (Audited) (Unaudited) (Audited)

Revenue $ 228,630 $ 190,98( $ 843,13( $ 681,94.
Costs and Expens
Direct Costs 137,93 119,34: 517,97" 421,54(
Indirect costs and selling expen: 65,44( 53,45: 241,83t 195,16°
Depreciation and amortizatic 4,18¢ 3,49¢ 12,91¢ 12,13:
Operating expenst 207,56¢ 176,28¢ 772,73. 628,83
Operating incom: 21,06° 14,69: 70,40¢ 53,10¢

Interest (income) expen: (41¢) (317) (1,37¢) 1,622



Income from continuing operations before income

taxes 21,48: 15,00¢ 71,78( 51,48
Income taxes on continuing operatic 8,20¢ 5,702 27,06¢ 19,55¢
Income from continuing operatiol 13,27 9,307 44,71 31,924
Discontinued Operatior
Loss from operations from
discontinued Marketing Systems Group
(less applicable income tax benefit of $1 - - - (20¢)
Loss on disposal of Marketing Systems Group
including provision of $284 for operating losses
during phase-out period (less
applicable income tax benefit of $7¢ - - - (1,250)
Net income $ 13277 $ 9307 $ 44,71, % 30,46¢
Basic earnings per she
Income from continuing operatiol $ 0.4€ $ 03 % 156 $ 1.2¢€
Loss from discontinued operatio $ - $ - $ - 9 (0.01)
Loss on dispos: $ - $ - $ - 9 (0.05)
Basic earnings per she $ 0.4€ $ 03z % 1.5¢ $ 1.22
Diluted earnings per sha
Income from continuing operatiol $ 0.4t $ 032 $ 15z $ 1.24
Loss from discontinued operatio $ - $ - $ - 9 (0.01)
Loss on dispos: $ - $ - $ - 8 (0.05)
Diluted earnings per sha $ 0.4t $ 03z % 152 $ 1.1¢€
Weighted average shares used in per share congns:
Basic 28,727 28,417 28,647 24,992
Diluted 29,441 29,265 29,425 25,814
Summary Financial Tables (continued)
CACI International Inc
Condensed Consolidated Balance Sheets
(Amounts in thousands)
6/30/2003 6/30/2002
(Unaudited) (Audited)
ASSETS
Current asset
Cash and marketable securit $ 89,02¢ $ 151,06¢



Accounts receivabl

Billed 179,42 137,29¢
Unbilled 18,89: 10,48:

Total accounts receivab 198,31¢ 147,77¢
Other current asse 10,79: 7,28¢
Total current asse 298,13 306,12¢
Property and equipment, r 18,31¢ 14,97:
Goodwill & intangible asset 218,17¢ 134,44
Other 27,32¢ 25,11¢
Total asset $ 561,96( $ 480,66

LIABILITIES & SHAREHOLDERS' EQUITY
Current Liabilities

Notes Payabl $ 4,55¢ $ 8,667
Accounts payabl 20,96¢ 6,48:
Accrued compensation & benef 44,46( 33,64+
Other current liabilitie: 45,51¢ 28,57
Total current liabilities 115,49¢ 77,36¢
Notes payable, lor-term - 26,50(
Postretirement & other lo-term obligation: 14,61¢ 7,891
Other lon¢-term liabilities 10,30¢ 1,74¢
Shareholders' equii 421,53! 367,15¢
Total liabilities & shareholders' equi $ 561,96( $ 480,66

Summary Financial Tables (continued)
CACI International Inc
Condensed Consolidated Statements of Cash Flows

(Amounts in thousands)

Twelve Months Ended

6/30/2003 6/30/2002
(Unaudited) (Audited)

CASH FLOWS FROM OPERATING ACTIVITIES:
Net income $ 4471 $ 30,46¢

Reconciliation of net income to net cash providgd b
operating activitie

Depreciation and amortizatic 12,91¢ 12,25¢
Loss on sale of property & equipme 5 5
Provision for deferred income tax 1,82¢ (5,410

Loss from sale of busine - 96¢€



Changes in operating assets and liabili
Accounts receivabl
Other current asse
Accounts payable and accrued expel
Accrued compensation & benef
Other current liabilitie:
Other

Net cash provided by operating activit

CASH FLOWS FROM INVESTING ACTIVITIES:
Net acquisitions of property & equipme

Purchases of businesses, net of cash acqg

Net proceeds from (purchases of) marketable sexs
Other asset

Net cash used in investing activiti

CASH FLOWS FROM FINANCING ACTIVITIES
Net payments under line of cre

Proceeds from stock optio

Proceeds from secondary offeri

Other

Net cash (used in) provided by financing activi
Effect of exchange rates on cash and equiva

Net (decrease) increase in cash and equive
Cash and equivalents, beginning of pel

Cash and equivalents, end of per

(22,82() (6,22¢)
(3,5972) 4,177
19,28 (10,40¢)

7,33t 3,84¢

14,64* 6,75¢
1,57 (444)

75,88 35,98
(12,167) (8,161)
(107,20:) (41,94%)
4,72¢ (20,019)
1,391 (89¢€)
(113,24¢) (71,023 )
(25,00() (23,88¢)

3,60s 13,17:

- 161,47!
(10%) (48¢€)

(21,50:) 150,27.

1,54¢ 97t

(57,31%) 116,20°

131,04¢ 14,84

$  73,73¢ $ 131,04¢

Summary Financial Tables (Continued)

Income From Continuing Operations Margin Data

Quarter Ended Twelve Months Ended

6/30/200: 6/30/200. 6/30/200: 6/30/200.
Gross profit margi 39.7% 37.5% 38.6% 38.2%
Operating profit margi 9.2% 7.7% 8.4% 7.8%
Continuing operations marg 5.8% 4.9% 5.3% 4.7%
Net margin 5.8% 4.9% 5.3% 4.5%

Revenue From Continuing Operations by Customer Type

Quarter Ended



(dollars in thousands) 6/30/2003 6/30/2002 $ Change % Change

Department of Defens $144,92¢ 63.4% $122,16 64.0% $ 22,76 18.6%
Federal Civilian Agencie 67,62: 29.6% 52,78( 27.6% 14,84: 28.1%
Commercia 12,02¢ 5.2% 12,35¢ 6.5% (32¢) -2.7%
State and Local Governm¢  4,05¢ 1.8% 3,671 1.9% 37¢ 10.3%
Total $228,63: 100.0# $190,98( 100.0% $ 37,65: 19.7%

Twelve Months Ended

(dollars in thousands) 6/30/2003 6/30/2002 $ Change % Change
Department of Defens $536,26¢ 63.6%  $433,92° 63.7% $102,34. 23.6%
Federal Civilian Agencie 241,49( 28.6% 184,39: 27.0% 57,09¢ 31.0%
Commercia 51,41« 6.1% 49,36¢ 7.2% 204t 4.1%
State and Local Governme 13,96¢ 1.7% 14,25+ 2.1% (289) -2.0%
Total $843,13¢ 100.0%  $681,94: 100.0% $161,19¢ 23.6%
Exhibit 99(b

CACI INTERNATIONAL
Moderator: David Dragic
08-1403/8:00 a.m. C
Confirmation # 74247

CACI INTERNATIONAL
Moderator: David Dragics
August 14, 2003
8:00 a.m. CT

Operator

Good day everyone and welcome to the CACI Inteonati Fourth Quarter and Year-end 2003 Earningserente call. Today's call is being
recorded.

For opening remarks and introductions, | would likéurn the call over to the Vice President ofdstor Relations, Mr. David Dragics. Please
go ahead, sir.

David Dragics

Thank you, David, and good morning, ladies andlgern. I'm Dave Dragics, Vice President of Inve&etations of CACI International.
And we're pleased that you're able to participath us today. And for those of you who are withfaisthe first time either by telephone or
the Internet, we welcome you to this call.

Let's go to the first exhibit. As you know, yestaydafter the market closed, we released our fayudrter and Fiscal Year 2003 results. And
we hope that most of you have had the opportunitgview our announcement and the results andaregummarized on this exhibit. Once
again, we are including exhibits with our presantatAnd | hope that you will find them helpful leviewing our financial results and trends
in the discussion of our operations. And as we msgthis morning, we'll make every effort to kedipf you on the same page as we are.

Now, moving to the next exhibit before we begin distussion this morning, | would like to make customary but very important staterr
regarding CACI's written and oral disclosures anchimentary. And there will be statements in thi$ et do not address historical facts and
as such, do represent forward-looking statemerdsmucurrent law. These statements are subjectporii@nt factors that could cause actual
results to differ materially from the statementdmé#oday. And the primary factors that could caarteal results to differ materially fro



those anticipated are listed at the bottom ofitignings -of yesterday's earnings release as well as i€tmpany's Securities and Excha
Commission filing. And our full Safe Harbor Statemés on this slide and will also be incorporatedpart of the transcript of this call, which
we will post on our Web site. | would remind anéerehose who might be listening to the replayhi$ call to review the full Safe Harbor
Statement there.

Now, let's turn to the next exhibit and to operthup discussion this morning, here is Jack Londdminan, President and CEO of CA
International. Jack.

Jack London

Thank you, Dave, and good morning, ladies and gergh. First, let me welcome many of you who are tee@ACI and to our call this
morning. We appreciate you interest and hope yfodl this call informative.

We're very pleased to report record fourth quaatet record full year results for CACI in Fiscal Y@803. By all measures, this past year has
been an extremely successful one for the corpera@aoir revenue increased 24-percent over Fiscal 98areaching 843 million. Diluted
earnings per share were a $1.52, 23-percent hiherlast year. We had record profits of 44.7 wnilli40-percent higher than last year. Our
margins increased at both the operating and thamoetne line. Operating cash flow were 76 millidd,1-percent above last year's level.

Internal growth for the year was approximately Esgent, at the upper end of our objective range2ab 15-percent per year. We augmented
our internal growth by completing four successtujuisitions. They brought us new relationships estomers and expanded our presen
the U.S. intelligence community. All are profitalsled have been immediately accretive to our botioe

In effect, our continued focus on national defetseneland security and intelligence community tessiited in our delivering solid growth
and record profitable performance.

As we move in to the 2004 fiscal year, CACI's wkitioned to continue it's rapid growth and padfitity, supporting our government
clients.

Let's move to the next exhibit please.

With me today to discuss our operating results éimendetail and to answer your questions, Ken JahrB@sident of CACl's U.S. Operatio
and Stephen Waechter, our Chief Financial OffiGgeg Bradford, President of CACI Limited in the téal Kingdom, is also on the line
ready to answer any questions that you may havetahw U.K. operations at that time.

As is our custom on these calls, we will discusedlprincipal items. First, the - Stephen Waechikdiscuss some details of our financial
results. Second, Ken Johnson will discuss our démegerations and their outlook. Finally, I'll kmgsome closing comments. After that, I'll
open up the call to your questions.

So, the first item on our agenda is our financaaltts, so here's Stephen Waechter, our Chief EiglaDfficer discussing them. Stephen, over
to you.

Stephen Waechter

Thank you, Jack. And good morning, everyone. lgi'so the next exhibit number six. Last evening regorted record four-quarter and full
fiscal-year revenue and earnings. Revenue foraheH quarter increased 20-percent to $228.6 miliersus $191 million a year ago. Net
income was 13.3 million or 45 cents per dilutedrehap 43-percent over last year's $9.3 millio3®icents per diluted share. We had
excellent operating leverage this quarter withinebme increasing at a rate more than twice themee growth rate.

For the year, our diluted earnings per share wgrg2$ 23-percent above diluted earnings per shabé.84 last year. Income from continuing
operations was $44.7 million, 40-percent highenttiee $31.9 million reported a year ago. Revenug $843 million up 24-percent over
Fiscal Year '02 revenue, up $682 million. Now let give you more detail on some of these results.

Moving to the next exhibit, our federal governmbusiness grew 21-and-a-half-percent during thetfiogmarter and represented 93-percent
of our total revenue. The internal growth of outdeal business was just over nine-percent with@pprately 14percent growth in our high
margin professional services related revenue offgdlat lower margin revenue from sub contracemsd other direct costs. For the year,
internal growth of our federal business was 16-gat.cAnd as Jack reported, for all of CACI 15-petagell within our goal of 12 to 15-
percent per year.

The strong growth in our domestic operations wasesshat offset by our United Kingdom operations. @ternational segment reported
$9.6 million of revenue in the quarter down appneiely seven-percent from last year. Pre tax mangire approximately nine-and-a-half-
percent this quarter. As we've noted in past calls,operations that are being effected by the taleenand for commercial IT services in the
U.K., particularly in the telecommunications indys



For the year, revenue was virtually the same ay &, $40.4 million and pre tax margin profitsreveprofit margins were 11-percent.
Moving to exhibit eight, let's take a look at soafghe key metrics most of which were includedhia expanded financial exhibits in our pr
release. This was an extremely profitable quadeu$. Our operating margin was 9.2-percent contptar€.7-percent in the fourth quarter of
last year. As we indicated in our release, the tliaw our operating margin was driven primarily dgntract mix with a significantly higher
fixed price and time and materials work during goarter.

Our acquisitions also contributed favorably to itherovement. We experienced an extremely strongteguaf operating cash flow over $34
million compared to just over $23 million a yeaoadhis cash flow was produced primarily by ther@ase in net income and timing of cash
disbursements. Operating cash flow for Fiscal Yeéamwas $75.9 million compared with $36 million féiscal Year '02 and 111-percent.

Just a couple of other metrics almost 90-percethi@fevenue this past quarter was earned as & pontractor about the same as the fourth
quarter of Fiscal Year '02. For the year, we deri8@-percent of our revenue from prime contraatd, @so for the year, 64-percent of our
revenue came from time and materials work, 17-peritem cost plus works and 19-percent from fixcprivorks. Last year, the mix was 61-
percent, 19-percent and 20-percent respectively.

Moving to the next exhibit nine, days sales ouhdtiag at June 30th were 78 days compared with ¥4 dgear ago. The increase in days out
standing was driven probably by the acquisitio®®f5 in May and higher U.K. unbilled receivablesisTéxhibit also shows our cash and
marketable securities and debt at June 30th.

The next exhibit is our guidance for revenue, nebime and diluted shares for the first quarterydscan see, we estimate that our revenue
for the quarter will increase 24 to 28-percent dherfirst quarter of Fiscal Year '03. For the ngxarter, we expect operating margins to be in
the 8.3 to 8.4 range. This compares favorablygbylear's 7.8-percent. Compared to last quarteatgimof 9.2-percent, the rate will be lower
primarily as a result of a lower mix of revenuenfréixed price contracts in the first quarter ralatto last quarter. We anticipate that our net
income will be up 31 to 36-percent, higher tharearyago. And we expect diluted earnings per stoabbe p 29 to 34-percent over the year
earlier period. We believe that our internal growtlthe next quarter will be in the range of 1A ®percent. And finally, we estimate the
diluted weighted average shares for the first quanill be 29.7 million.

For the full year, there is no change to the rasfgguidance for revenue, net income and diluted BE®&ported on July eighth. The
Company's guidance excludes results from any aditiacquisitions including that resulting from #renounced signed letter of intent. For
the year, we anticipate revenues to be betweem®#bn to over 1,015,000,000. That income will ggnbetween 53.1 and $54.7 million. £
dilute earnings per share will range between $arivVa $1.82. We will update the full year guidanpen successful completion of the
acquisition, which is anticipated to close in Segter. The Company continues to target it's ovgraivth at a 2(Qsercent or better compoui
annual growth rate through a combination of org@nawth rates ranging between 12 and 15-percentequired growth rates between five
to eight-percent.

With regard to the target company, it complimenis gervice offerings and expands our customeriogisthips. More importantly, it is in line
with our previous stated acquisition criteria comiag accretion and valuation. Even though Davetioead the Safe Harbor statement at the
beginning of this call, | want to again state ttheise projections are forwakoleking. And that listeners on the call and readéithe transcrig
should be advised that our actual results may rdiffaterially from the statements we are making yoda

That completes the financial overview. Now heregsKlohnson who will cover our domestic operatisies.

Kenneth Johnson

Thanks, Stephen, and good morning, everybody. fett® exhibit number 11, please. Stephen spokatdimw profitable the past quarter\
and I'd like to add these remarks by giving yoee for our operations during the quarter and nmoportantly talk about what we see ahead.
As we've already noted our organic direct laborti@r quarter was up an impressive 14-percent. @veérbove that growth is the addition of
some 200 plus people to our operation staff durisgthe first six weeks of this fiscal year. Thast/majority of that staff is revenue
producing, | might point out.

This increase came from not only our core operathmrt also from the acquisitions we have made thesfast 12 months. In particular, our
acquisition or PTG has increased our footprintupprting tactical intelligence needs for many figinting units throughout the United
States army. We continue to be very excited abdattwhis organization has brought the CAPI andpthtential opportunities for continued
expansion.

There were a couple of other noteworthy areas iroparations for the quarter as well as for the.y@ar C4ISR work, much of which we
provide to the United States army's communicatantelectronics command, was up 22-percent intlaeter and 37-percent for the year.
Revenue from our intelligence community custometh mational and military intelligence agencies wpssignificantly in the quarter and
represents almost 20-percent of our business today.

I'd like to focus on our federal civilian agencysimess. You might have noted from the informatioour release that the revenue growth
from those customers increased som@e&ent this quarter. A large part of that increz®e from our support of the Department of Ju's
litigation support requirements. We generated agprately $27.4 million in revenue as we continu@ésform on a wide variety of tax
orders under the Mega2 contract. This work is imgdlwith major tobacco litigation, work for the Sieities and Exchange Commission ¢



support for several other unnamed government agenci

Most important, however, is the growth in our beasis from several other federal civilian agenciegear ago in the fourth quarter, work fr
our highly valued DOJ customer represented appratdiy 50-percent of federal civilian agency busié&shis year while our DOJ work has
grown significantly it now only represents approaiely 40-percent of our federal civilian agencyibass. We've been able to not only
expand the work we've been doing for years foroomrent clientele but have added new ones likdDigggartment of Veteran's Affairs, the
Drug Enforcement Administration amongst others.

In the next exhibit, let me give you a quick recdphe revenue we generate from our federal, coroiaeaind state and local customers from
our services offerings. These percentages are xippaitely. Systems integration work as you knowuidels our U.K. operations grew to
almost 50-percent of our revenue. Engineering sesviemains in the 20 to 25-percent range whileageah network services now represents
approximately 20-percent. Knowledge managementimtee 12 to 15-percent range of our revenue. loet'ge to the next exhibit.

Let's take a look at what's ahead for our domegtérations. Our pipeline of opportunities todagh®ut $4.8 billion. That's up from $4.3
billion when we spoke to you in April. More impontdy, as we exited FY '03, proposal activity hadreased significantly leaving us with
approximately $950 million in proposals out stamdireing evaluated by customers.

In the six weeks since that time, that number maw/g to in excess of $1.2 billion. And we anticipdibhat several of these awards will be
decided on our before September 30th, 2003. Oyeralte quite pleased with the current pace ofomarations as you might imagine. And
we're excited about the prospects ahead for treonsd have just covered. We continue to experistromg demand from our government
customers that support the needs of national defém=lligence and homeland security. We're aisolved with helping many of them folks
on transformation initiatives addressing the strtaitissues of improving the delivery of servicgdhe federal government, information
sharing as one as well as many of other initiatix@sve heard us talk about for the last severatigus.

We believe this will be reflected in growth. Vermpofitable growth in not just the coming quarterf throughout the fiscal year. Jack that
concludes my remarks; over to you.

Jack London

Well, thank you, Ken. And thank you Stephen forryopdates. Let's please move to the next exhib&vé/concluded another successful \
here at CACI of record earnings and increased s.eBACI has again sustained its positions asdiriggrovider of information technology
services to the United States federal governmehiléfthe last year has been marked by world turntiod war in Irag, ongoing terrorist
threats and the emergence of hot spots like LitswréhNorth Korea. What's certain is the gravityhefse events and the ongoing emergen
new trends.

National security remains a top priority of thigvddistration. Information technology continues toner the ongoing transformation of ¢
military and federal government and has becoméridme line for America’'s homeland security. CAGIgvanced IT and network solutions
part of that front line and the forefront of todagew era of defense intelligence and e-government.

As we pointed out in our guidance release for figear '04 in early July, we believe that we cahi@ee our earnings and growth objectives
by leveraging our on ongoing customer relationshipg basic strategy is to successfully deliversiis critical support to our current clients
of many years. And our many new potential fedeliahts involved with national security and intediigce. As Ken mentioned, we are
expecting a significant part of our growth to cofren our abilities to support our customers in ttansformation of the DODE and civilian
federal government operations.

In fact, we're already doing so. As we work to h&dpure the nation's future both domestically drdad, CACI is committed to remaining
every vigilant in providing innovating technologgdasolutions that will support our great nationfife.

We believe that commitment will reward our custosnand our shareholders. So, at this point, we&éyréo open our discussions to your
questions. So, David, I'll turn the mike back oteeyour for our first question if you would please.

Operator

Thank you sir. Today's question-and-answer wiltbeducted electronically. If you would like to askjuestion, please press the star key

followed by the digit one on your touch-tone telepb. Today's question-and-answer session willrbidd to one question and one follays-
per person after which you may re-queue for anth&rrquestions. If you're on a speakerphone, pleaseite your line before signaling for
your question. Once again, that will be star onggfeestions

We'll go first to Laura Lederman at William Blair.

Laura Lederman

Yes, a few questions. One, can you talk about tleéng environment for acquisitions out there aavhit's changed over the last seve



months? And also, could you talk a little bit aboampetition and the different segments? Who yaering more of? Who you're seeing less
of? And the final question is in terms of contragtiare you seeing consolidation of contracts fegweral to single contracts. Thanks.

Jack London

That's a nice question with three important pdrtenk you, Laura. | think I'll just talk to in genaé here a couple of minutes, and then I think
Stephen and Ken will have some thoughts. Certamtyare still saying an active M&A base. I'd saigipg in that area is pretty much
consistent at least at the market segment we'kérig@t, maybe pushing a little bit above what weseen over the last year or two.

But outside of perhaps some outliers and someeoliatifyer transaction perhaps we've seen prettystens market pricing. There's always a
give and take, a little bit of push back and foudépending on what particular properties are logkietter to certain companies. But that's
general impression of it.

Competition, | think pretty much the ones we'venseethe space. | don't think we've had any newiigant major surprises coming in to the
sector, but let me turn it over to Stephen to asileecouple of items. And then Ken will follow um Isure.

Stephen Waechter

Yes, Laura, this is Stephen. Just on the acquiséitront, we still are seeing a number of propertiut there. | think the valuations will range
depending on one if it's a big company say, youwkmrth of 100 million in revenues. They are gejta premium. If you see an Intel kind
a company with a heavy concentration of intelligenelated work, it's also getting somewhat of arpwen or step up in valuation.

There's also, you know, a core in that kind of36eo $75 million range that fit very nicely witluomanagement network services within the
systems integration kind of work in that - very Banwork to what we do. We're finding, you knovaagl ranges. You know, last year we
bought four businesses and paid in kind of theseight times trailing 12-months range. And wankhihat they can still be done in that
range.

With that Ken, competition.
Jack London
Competition, maybe Ken can address that in moraildet

Kenneth Johnson

No, Laura, are you talking about competition in bigt world or competition for acquisition:
Jack London
Bid world.

Kenneth Johnson

Really no particular change. We continue to seaufual suspects. | think if there was one changensider of consequence and it's not a real
time changed based on your question, we're sediigwore of IBM. IBM has emerged again now as ofithe large-scale systems
integrators. And IBM over the course of the lastrfor years has not been as active with a receatchwecent like two years ago of a big
modernization contract down in customers. We'réngemore and more of IBM. And we're partnering witem and competing against them,
and they're a real wanted competitor.

But other than that, there really have been no ni@highanges in the space.

Operator

And we'll go next to Cindy Shaw at Soundview.

Cindy Shaw

Congratulations on a great quarter. One of thegthlnwanted to ask you, margin expansion, the guiedor next year suggests we're going to
see a continuation but fairly modest. | wantedut get your sense for where you see that goingrevpou think it could go over time?

Jack London



I'd like to say first of all, Cindy, that margin magement if you will, margin targets and cash fere two primary focal points for CACI. And
we pay a lot of attention to it. | want Stephemligcuss a big to the detail here. But | just yolrtow that from a strategic and senior
management perspective our goals always are sHdeeliocused on the leverage from margin expanasi@hmeaningful margins in our
business space. '

Stephen Waechter

Cindy, Stephen here. We did about 8.4-percentytes and would anticipate somewhere in that - hdjyefiorth of that range, maybe as
much as 8.6 is kind of what we've targeted atgbist in time. The drivers that are going to pusdttup are going to be the continued use of
more time and material types of contracts. And alsoacquisitions have also brought us a highegimanix type of business. So, if the stars
and the moon all align here, we could have a, adid/é the fourth quarter, you know, a very nidigrament. Primarily also we had a very
strong fixed price contract mix that really helpedin the quarter.

So, you know, we can get upwards of nine-percerg hesome point in the future if everything cortaggether. But the guidance that we've
given out again is somewhere in that 8.3 to 8.@gmrrange is where we are.

Cindy Shaw

Great. Thank you and congratulations.
Jack London

Thanks.

Stephen Waechter

Thanks, Cindy.

Operator

And we'll go to Julie Santoriello at Morgan Stanley
Julie Santoriello

Good morning.

Jack London

Hi, Julie.

Stephen Waechter

Hi, Julie.
Julie Santoriello

Hello. Stephen, | was wondering if you could comtremthe expectations for internal growth in thstfguarter. It seemed a little bit light
compared to what your targets are. And I'm justaesimg if it's a seasonal issue or an issue of esivpns versus last year?

Jack London

Let me just say to lead off with we have a contigubbjective over the long hall to deliver a 1A &percent internal growth performance.
And we want to do it obviously at good margins.oAdf the internal growth will ensue after acquésis as we go along. So, we encourage
our investors to conceive and view CACI as an irdkgrowing operation with augmented through adtjaiss. In terms of the lumpiness
from time-to-time, quarter-to-quarter those arengdb be some variations, but let me turn it oeestephen to - or Ken to amplify who ever
would like.

Kenneth Johnson

Yes, Julie, a couple of things, | think, that lielyou to consider. Typically our Q1 over our @4, fyou know, I'm not the veteran of this
crowd here, Jack knows better probably for the3@syears. But our C-ovel-Q4 typically has a little bit of a dip largely bes® we're a labc



driven company and there's just an awful lot ofatins being taken. So, our - the direct laboriporof our growth tends to take a couple of
weeks off between July first and the end of Septmnb

What you're seeing this year, however, is you'eéngenot only a dip, but you're seeing some meduiggowth. So, | believe as you look at
our organic growth for the - for Q1 you're goingsee a meaningful movement north of that orgaroevgr that we offered in this quarter.
And | further believe that one of the things - afi¢he points that we attempt to make about tHfedince between organic and acquired
growth that needs to be taken in two account anttyvas hard as we can to convince each and everybyour. With our recent acquisition
of PTC that we believe is performing behind ougimal expectation, we're comfortable that a lothafse new positions that we've spoken -
that | talked about in my text and on a going faviaasis will be added to what was then PTG.

But as we hire these new people we're hiring thei@ACl employees. And well we have to report thatas acquired growth because that's
the way we count the beans and we report the diffe¥ between organic and acquired. They realipeneCACI employees. And in my
management team | can assure your works equaligrasat hiring new people at an accelerated ra®I i@ as much as they do inside of our
core operations. So, for us internally, the waymanage our business is - we don't care about tfegatice because as far as we're concernec
they - they're on an equal footing. | hope I'm mgkinyself clear. I'm using an awful lot of wordsdim it.

We believe you're going to see a continued imprerdrthrough the first quarter and throughout ther ym the organic growth line.

Stephen Waechter

Julie, it's Stephen. The other consideration if pmk at our fourth quarter, and | think it's goitegcontinue into the first. If you look at the
professional services revenue segment, we thinkiikef that versus ODC types of subcontractor tlost flow through is going to be a little
richer, and that's what drives the margins up. kaat, we were at 7.8-percent, and we think we'lbdtween 8.3 and 8.4 as we go forward.

So, that's - if you break the pieces out the paetre we make good money is growing actually aghadrirate than that kind of 10 to 12-
percent we indicated earlier.

Julie Santoriello

OK. Great. If | can get one quick follow up on thétould you be able to provide us with the headtatithe fiscal year end? And also, if y
could discuss potential hiring numbers for thisdisyear? Especially knowing that it's an importaweteting indicator?

Jack London
Stephen, you have the ...

Stephen Waechter

Yes, we're just a tick under 6,400. | don't hawedkact number, Julie, but they're in that ordenafinitude. And for next year, we're going to
have to add somewhere between seven to 800 addifienple to hit the internal kind of targets thaftre looking.

Julie Santoriello
OK. Thank you very much.
Jack London:

might add that over the years we've moved more agystem integration kind of business where yaela sub contract activity and more
and more ODC. | think that's a favorable featurewfgrowth plan and since, we've been able to ¢akiarger jobs. So, these ODCs and
subcontractor values are going to have their paallsvalleys like any other outside vendor relatedomtractually related activity.

But the internal growth in terms of our internalffing, | think, has been very good on the profesal services side. And | think that's our
overall trend line that we've to be able to sustad that's our goal.

Operator

And we'll go to Joseph Vafi at Jefferies & Company.

Joseph Vafi

Hi, good morning and great quarter. Just a fewlqqgigestions here. First, | was following up on pinevious question; give a little more color
on premier and what might be going on there torbénd) better than expected performan



And then secondly, to the extent you can on youl, In@ybe perhaps talk about maybe the size ofrttresaction you might be considering?
And then third, just a housekeeping item, if weldaet funded backlog ending for the year. Thanks.

Jack London

Fine. It was Joe was it?

Male

Yes, Joe Vafi.

Jack London

| would just say that we're continuing, | think,J6mk and examine a number of these issues thateymlated to. But | want to turn it over to
Stephen he'll have some comments. And then for PiiGsure that Ken will.

Stephen Waechter

With regard to the acquisition, you know, we'veagivsome general comments that we prefer not toajiveumbers at this point in time, Joe,
only because people start rolling those in to tfaiecast. And it's not - we're still in a very lggshase of due diligence. And | think it would
be inappropriate to kind of give numbers becausgleestart rolling them in. And we don't want td geople out ahead of us. So, | think as
we get closer and when we sign a final definitigeeament, we'll obviously come out with updatedigoce and information regarding that.

With regard to the backlog, the funded piece isual$d85 million here at the end of the year. Andhkeyou want to talk about PTG, |
think ...

Kenneth Johnson

Yes, Joe, thanks for the question on PTG. | waadrto figure out how | was going to get this ansimeif nobody asked this question.

Our delight comes in this PTG operation. As younahen we advertise the closing of this, it pra@ddis a presence inside the intelligence
community supporting what we describe as tactit@lligence. And those are the people that sugherintelligence function down at the v
fighting level whether it's the core, or the visimna brigade or a battalion.

PTG had a significant presence over in the Euroflegater both western Europe and parts of eastmopE. What we've been able to do as a
result of situations that are occurring in Kored anssibly with what's occurring over in the waneas we're addressing ourselves to
requirements that these customers have in bottosttareas. And it appears as though there are sdmstantive staffing requirements to t
provide additional, tactical intelligence suppadditional support to the G4 or the logistics/sydphction. And while we don't have a create
deal of lucidity on those requirements right nowe tevel of activity given that these folks havéydmeen with us for about a month-and-a-
half, two months is peaking for us. And we're laakat a number of different opportunities.

So, we're very, very confident that we're goingae continued top end bottom line expansion enranatimarily out of what we used to
know as PTG.

Operator
And we'll go next to Bill Loomis at Legg Mason.
Bill Loomis

Hi, strong quarter, guys. Looking at the fourth delaoperating margin it was even more particulatipng given the fall off in the U.K.,
usually higher U.K. margins. What attributed tottheknow you talked about some broader thingswreae driving that margin improveme
Was there any one time contract true ups, or kfrmhe time events at the end of your fiscal year?

And then, the second question on the U.K. busiisestat's the outlook in the first quarter? Howwwlddoe modeling and thinking about that
as far as revenue and profitability sequentially?

Jack London

Good morning, Bill. Some good questions. I'm gdimgsk Greg to discuss the U.K. side of it. But kaow, our business is full of interesti



opportunities that pop to us. So, the idea of dhesoccurring, non-reoccurring is part of this mess. | think we had some interesting things
that happened in the fourth quarter, for exampid, some of our work in the justice area, some effiked price contract work. I'll let Steph
talk to that. And then, for the overall reflection where we are in the U.K. and the margin actiaitg a little bit of the prospects, we'll turn it
over to Greg.

So, Stephen.

Stephen Waechter

Yes. With regard to the fourth quarter margins|, Bik did have some tasking under one fixed prargract which was a little bit out of the
norm, a little bit heavier than what we would noli;maee. And it was very good margin kind of busiséor us. Additionally, we did have a
little bit of PTG in the numbers for the quartehaf also was a little bit of a positive for us. Btther than that it just a - kind of an alignment
of everything coming together very nicely for usitBothing unusual if you will in terms of any ksdf true-ups or anything like that.

Jack London
Greg.

Greg Bradford

Hi, Bill. In our first quarter here in the U.K., vgee that tracking pretty much in line with whatdve in quarter four, revenue and profits
remaining roughly the same. Historically, it's armohallenging it's the most challenging of the four quarterthit summer holidays, clier
out and some of our staff out, of course.

We've got a number of proposals on the table witheghment clients that were part of our effortsrdwere is to shift more of our business to
the public sector including health which is a nagilized health medical system here. And we seedsa@ming out towards the end of the
summer, September-October timeframe. So, lookingdad to the balance sheet, we see things pickintdpere after.

Operator

And we'll go next to Mollie Sandusky and Friedmahimys.
Mollie Sandusky

Good morning, thanks for taking my question.

Jack London

Hi, Mollie.

Mollie Sandusky

Hi. | was wondering if you guys could talk a litthét more about your proposal backlog. And mayheeof the specific programs that you
might be focusing on? Or some just more specificgvbat you're competing for in your backlog?

Jack London

Well, | would just say that we've been gaining matoen as we indicated in our statistics. We gotwegrbouse of bid opportunities out there
anticipating some awards, we believe, by the erttlisfquarter. But let me turnover to Ken for #diamplifying detail.

Kenneth Johnson

Mollie, as I'm sure you can appreciate, we doistus individual programs that we're bidding orirytdo give you a little bit more
granularity. Basically at the April call and thdlater the second quarter - and | can't even reber when we did - probably January, we
were whining about the lack of opportunities thmathie form of requirements that were being issugdbthe federal government largely due
to that continuing resolution there was a huge mubbthe line in terms of requirements issuance.

Well that kind of all came together in kind of afeet storm in the April-May timeframe. And we waliop writing several many hundred
million dollar proposals and a variety of opportigs in the 40 to 60-$70 million range. And so, biitbacklog grew dramatically in the
fourth quarter. And that momentum has carried avéo our first quarter here. | fully expect thag¢ will sustain this proposal writing busin
through the first quarter in to the second quaed the quite possibly, see a little bit of a sldawn in that



But given the bit backlog that's been created,emegry bullish. Now obviously, you get nothing iardusiness for writing these proposals
except tired. We're just quite hopeful that betweew and September 30th that - knock wood, andwesvkyou're rooting for us that we'll
create a quality win/loss percentage, and thatd & where we're going.

Mollie Sandusky

OK. Would you say that it's fair to say that yoacklog of the civilian programs is kind of incraggirelative to your DOD business?

Kenneth Johnson

DOD continues to grow at a little greater rate.yaAs know, two out of every three of our dollars aswme out of the Department of Defense.
So, we identify a heck of a lot of more with irresfive of how many there are that come out of dueefal government, we identify and
qualify a heck of a lot more requirements out & tlefense space largely because we spend moréhtneeall day every day. We're very
conversant with those missions.

We are cautiously optimistic however that a nundfehese opportunities are emanating out of therf@civil, and that's why we took the
time in the text and in the discussion to make geuan appreciation that this growth platform thiatve kind of put in place is happening
nicely on both sides of that question. We think thare's really nice balance growth going forwlaoth in DOD, the intelligence sector and
the federal civilian sector.

Operator
And we'll go next to Brett Manderfeld at Piper Jayf

Brett Manderfeld

My congratulations as well, especially on the ftash flow side. Stephen, can you talk about theximarease in other current liabilities
during the year? And then thoughts on free cash ftw next year, will that track EPS growth? Thanks

Jack London
OK. Thank you, Brett. Stephen, take that one, jpleas

Stephen Waechter

Yes, Brett. The increase in the liability sideasliy just a timing issue related to the paymentoti know, subcontractors and taxes and
things like that. So, it's really just a timingussin terms of an increase that you're seeing there

As far as next year, we'd anticipate hopefully v@rgilar performance on our cash flow. As far as ea, somewhere probably between 10 to
$12 million of cap ex next year. And again, hoplfur the same kind of numbers, 60 to $70 millidrcash flows is what we hope to do.

Operator

And we'll go to Tom Meagher, BB&T Capital Markets.

Tom Meagher

Yes, good morning. Congratulations on the quakter me just start out - Dave, | see you have atiihere. Did you get a promotion?

David Dragics

Yes, | did. Thank you.

Tom Meagher

Well congratulations. | just hopd know that big raise that Jack is going to giwa ¥y hope it doesn't take a penny out of the esémBor nex
year. But ..

David Dragics

There goes the quarte



Tom Meagher

Stephen, since you finally anticipated by DOJ goesiet me move on to the next one.

Stephen Waechter

... by the way.

Tom Meagher

What's that?

Stephen Waechter

That was Ken that did that.

Tom Meagher

Ken that did that. OK. Although we really can't getpecific guidance, now that we're at the en@i®fobviously people are going to put '05
estimates out there. To that end, | was wondefittgeiorganic growth rate of the 12 to 15-percertt some of the incremental margin
improvement in FY '04 is generally sustainable tigto'05 as well.

Jack London

| would just say to you on that one Tom that's gdimbe our mantra, if you will, our set of goatglabjectives going forward. It's a market
space out there. It's a matter of being - havisgjrditions and a sharp edge on our delivery philbgand cultures. And | don't anticipate any
reason that we should lower our objectives in & erm, meaning the next couple of years or sdl. you were talking about guidance for
'05. But generally speaking, | would see those ¢iabjectives sustaining themselves. We would tikthink in terms of moving to a $2
billion platform within a few years.

Tom Meagher

OK. And then, Ken, maybe one question for you. &oynpetitive impact from ACS's impending departuos the sector in Lockheed
Martin picking up that operation?

Kenneth Johnson

No. | don't think so. As we've spoken in the p&sin, the big keep getting bigger. And we've indéciatio you and to everybody bigge!
better in this space. That's just going to makenthebigger, better company, give them a broadepfoud. It will make them a bit more
competitive. On the real positive note, thoughyilt make them a lot better partner on a coupl¢éhaigs we're doing - where we're doing
business with them, but | don't think it will haaey appreciative or material impact on what we donT

Operator
And we'll go to Cynthia Houlton at RBC Capital Mat&.

Cynthia Houlton

Hi, good morning. Congratulations. I've just gataaple of questions. | know you talked a little ditout ODCs, but did we get the percentage
of ODCs during the quarter?

Stephen Waechter

No. We generally don't give that out Cyntt

Cynthia Houlton

OK. On PTG, for I know that it closed mid quartéfould you be willing to separate that revenue ast §0 we have a sense of what for the
current quarter, [inaudible] half quarter? Or sldowk think about the - | know you have last yeargenue. Should we try to back in to that
way?



Jack London

I think we feel like that PTG has a very robustifet We can talk a little bit, perhaps about sofrth@ attributes when we acquired it. But
we're eager to see a significant growth profilerfritiat part of our business as that integrates thétother lines and activities. But Stephen,
maybe you could talk a little bit about the finaaigirofile as we saw it when we consummated thesaetion.

Stephen Waechter

Yes, PTG, we said it did about $43 million in thieist fiscal year. We're anticipating that thegaéng to be up significantly over there, more
on a 50 to $55 million range. And hopefully, as Kedicated, certainly there are some signs hetrtetliey might even exceed that. And again
we'll - as we get better clarity on that, we'll get baxldu on it. But right now, again, they're 50 torBlilion. And that's up from their kind «
43 million last year.

Jack London

I might just add that we know that some recent rspaf their key executives in the field coming band after some customer visits
indicating some perhaps significant staffing upanymnities. And | think Ken mentioned some of thadétle bit earlier. So, we're
enthusiastic about the opportunities with PTG.

Operator

And we'll go to John Mahoney at Raymond James.

John Mahoney

Hi. 1 don't know if you're going to - Stephen menid he didn't want to talk about the exact amofi@DCs in the quarter. But could | ask
the question a different way? What was the grovetdryover-year sequentially in your direct laborts®s

Stephen Waechter

If you can hold on a second I'll ...
John Mahoney
Or maybe ...

Stephen Waechter

Are you looking for the quarter or in the ...

John Mahoney

In the quarter, and possibly - maybe if you coulgldlit that down organically.
Jack London

We may be able to do that.

Stephen Waechter

| gave it to you. John, it was - the organic deabw4-percent.
John Mahoney
In the quarter?

Stephen Waechter

That was - let me rephrase it a little differentts kind of [inaudible]. On the labor side on tiieect cost grew about 19-percent year-over-
year in the quarte



John Mahoney

And that really speaks to the big margin improvetfen

Stephen Waechter

Yes.

John Mahoney

Could you give us some feel about, you know, hisatly, | guess there was always - there was aflédurth quarter, you know, ODCs going
on. Your fourth quarter gross margin was one ofryowest. How - we've been talking on the operatimygins. On the gross margin line,
what's that going to look like throughout a seakbaais in '04?

Stephen Waechter

Well if you look over the last three year John,wedbeen doing about in a 38, 37-and-a-half to 38ge kind of range. And | think it's going
to be - it's going to stay there. | don't know nything that's going to significantly change thahink we've been fairly consistent. After we
acquired Net.com it came down a little bit and thas due to the mix of that business. But | ddniftk that's going to change dramatically.

Operator

And we'll go next to David Garrity at American Tedhogy Research.
David Garrity

Yes, hi. Good morning and congratulations on yaiartgr.

Jack London

Thanks, David.

David Garrity

Nice job on the mix there. Quick question, can jei review for me what the new order bookings wenrgour fiscal fourth quarter. | we
sort of taking your number of new order wins of atbb.1 billion for the year, kind of backing in aonumber of about 164 million?

Jack London
| don't know if we mentioned that one, David. Sephare you in a position to address that?

Stephen Waechter

Yes, it was $140 million, David.
David Garrity
OK. And that was just on kind of down year-overtyaad quarter over quarter?

Stephen Waechter

We won't be down that road, David. We actually thave - we don't control the schedule of the issaaf these requirements or the award.
Now one of the things, | think, you would take aviaym the 140 awards and the increase in the li# ko is that there was just a sl

down in awards. The fact that all of those oppdties are still out there to be decided upon, #ketaway for you would be that we haven't
lost a huge slug of work in that there's significapportunity. But on a quarter to quarter baséaryover-year it's very, very difficult to
compare the number of awards, because it's justyalympy business.

Jack London

Yes, | would emphasize that. A long time in thisimess looking at the quarterly flow of bookingsli&ays lumpy. It's not even seasonal.
had people that have tried to correlate it to tesenality. About the only thing in this busindsst i've been able to discover over the yea



our business as a reasonably seasonal feature fissihquarter each fiscal year. And it's becaafdbe reason these chaps have just laid out
and that is primarily customers taking holidays ardt of our employees. And we're a revenue geimgrarganization based on our labor
basis. So, when labor is off those - that seasiynalil be taken down.

The other thing | might mention is that the subtcaet and vendor contact and ODC content had dyedsien over the last, I'd say six or ei
years because we've moved in to a different busipke¢form. The system integration business isasgignificant showcase piece of what
do. And in that market space, you're going to hiagla lot of acquiring of other equipment and miaterand so forth and putting them
together in these deals. So, you're going to sew smntinued involvement in that line. And thatiaga going to be a lump thing because it
depends on the flow of the job as when the delblers due, when the equipment is delivered anginso

So, | wouldn't calculate too much correlation oast parameters and the ODC part of this thingnktit's the overlying, over long trend line,
which has been very sustainable which you can baak over the history of the performance quartesrauarter, year-over-year. | think
those are the kinds of things that seem to me todre interesting things to keep in review. Stepldenyou want to add...

Stephen Waechter

The other thing I'd add is if you look when we Hald million in new contract awards during the gegrive also get significant funding on
existing contract vehicles. And you don't reallg seve don't report that out every quarter. But gan see it from the backlog statistics that's
up, and also the funded backlog of the 485 millibgou look at that relative to last year, yog#le significant growth in that. And that's what
really drives the overall growth for us.

Again, we don't report that every quarter, but weegetting - and we don't come out with a pressassg on every tasking order that we get
under an existing contract vehicle.

Jack London

| have another comment, actually, in this area. thad is that the contract base that we announeerisconservative. And we have been very
conservative on our award announcements and vidaes/e put out for the obvious reasons.

The trend line though is that those values have k&panding. Those ceilings have been moving @pgreat variety of our contracts. And
don't make it a custom to announce those kindkin§$ because we never know what those valuesoamg tp reach to. So, there's a variety
of ways that we're bringing revenue in to the Conypthat isn't always just simply announceable tgroaur news release process.

Operator

And we'll go next to Michael Coady at Sidoti & Coany.

Michael Coady

Thanks. Very nice quarter guys. All my questiongehbeen answered. Thanks.
Jack London

Thank you, Michael.

Operator

Just a reminder, that will be star one if you havguestion. We'll go to Tim Quillon at Stephens, In
Tim Quillon

Good morning.

Jack London

Good morning.

Stephen Waechter

Good morning



Tim Quillon

A couple of questions here. First, your DOJ busiregspeared to be up about $5 million quarter-tatguad'm assuming that's related to this
tasking you're talking about that was fixed pric@as wondering if you could just shed a little ivibre light on that.

Jack London
Yes. Do you want to speak to that a bit Stephefemr? Either one. Ken, would you?

Stephen Waechter

Well, it certainly had to do some - excuse me ftked price tasking just at the overall level ofigity on that particular contract that
increased significantly. So, it was really acrdssltboard with the support that we're providingtfat particular customer. There are a couple,
as |l indicated, unnamed agencies that we providpatifor that - who were increasing their requiesns, and the - we were responding to
those in real time, Tim. So, it was across theremtiatform for that very important customer of ur

Tim Quillon
And is that, the most recent quarter is that aasuable level of revenue?

Kenneth Johnson

I think - | don't know that the growth is sustaifegtbut | think because of the drama of the growtht | believe that the revenue in the near
term is in fact sustainable. We see an increased ¢¢ activity. And as we've indicated to all afrishareholders and prospective sharehol

If there's a deal of some consequence wherestzeable piece of litigation, we get a very goaahlthard look by the customer. We're sort of
their go to customer. And we value that relatiopgireatly. And we're very, very responsive. Andlivges that extra mile to make sure that
can help them support the variety of litigationtttheey're involved in.

Operator

And we'll go to Joy Mukherjee at AG Edwards.

Joy Mukherjee

Good morning. I'm stepping in here for Mark Jord@oestion on - you mentioned that in the last sbeks you've seen an increased flurry of
contract activity going on and you expect thatdgotmue probably, you know, through the first geagnd. It seems reasonable to expect that
those would probably translate in to revenue beybedirst quarter.

I was wondering how much of that you've alreadydshik to your guidance, that you developed, | gsessetime in July.
Ken Johnson

I'll take that, Jack, OK. Let me make sure | clarifhe first six weeks, the flurry of activity hbheen the continued proposal writing that we
saw a huge up tick in FYI - in the fourth quartéFy '03. Basically, our bid backlog in the firsk sveeks grew from the approximate $950
million to a little over $1.2 billion. So, basicalve've written more proposals. There are more dppiies out there being evaluated.

As you would expect, if we're writing a proposak vwe're continually doing the ration kind of foretan a success profile, many of those
fact, have been baked in to our requirement. Ntswéry rare for us to write a competitive prog@sal put that in to the stylist and say we
got a 100-percent chance. In fact, it's so rareitkanever happened.

What - we have all of those opportunities bakedlnforecast at some probability. Now if win aléitmore than our fair share, life will be
extremely good. If we lose a little more than aair §hare, I'm the one that has to go tell Jackyootand life will not be very good around
here. But we're cautiously optimistic that of ti§&t2 billion that we have evaluated we're going/it@ more than our fair share.

Joy Mukherjee
That's fair. Another housekeeping question. Whatikhwe model in terms of D&A and tax rate for 2004

Stephen Waechter

On the tax rate side, -anc-a-half-percent in line with where we are this year. Wgbing to be reviewing that. But | think that, faght now,



I think it's a good assumption. And as far as D&#ould use pretty much the same kind of rate Watad this past year.

Operator

And we'll got to David Garrity at American TechngjoResearch.
David Garrity
Hi, just a follow up question | had from earlierrCyou give any comment on your run rate in terfns o

Kenneth Johnson

It broke up David.

Stephen Waechter

Yes, we're not hearing you.

David Garrity

Yes, comment and question | had was the win rateythu've had on your bidding.
Jack London

Ken, do you want to go ahead and take that one?

Kenneth Johnson

Sure yes. We're - | hate to even give you this remhlere in front of my boss, but our win rate isthe has bee north of 4@ercent. And that
on - that doesn't count incumbent contracts. Atigmew, new stuff, and so that's kind of whaiae to establish on a going forward basis.
That's kind of the marker that we've set up foselves.

David Garrity

OK. Thank you.

Kenneth Johnson

| think Jack has a...
Jack London

| just wanted to chime in and emphasize what Kéh &laout the resompete, the incumbency situation. We have a wduldeack record ove
the year of being able to sustain and retain ogimass. In fact, one of the proud records | thinkudible] certainly north of 9percent on th
rewin on the dollar level. So, | just would amplifyat as opposed to the new initiatives, which Eddressed.

Operator

And showing no further questions, | would like tort call back over to Dr. London for any additionalkclosing remarks.
Jack London

Thank you, David. Thank you very much. Ladies aedtigmen, we certainly appreciate your participatiere. And David, we thank you for
your help on our call. And certainly thanks to exere for your questions and your answers. We watitank you for your participatic
certain today.

We believe and we hope we've provided you withearcpicture of our results for this last year andexpectations for the coming year. The
quarter, obviously, will be participating in at ##do more conference out in New York and the Misiwand the West Coast among other
places. So, we'll be on the road seeing many of Mousure. On the other hand, if you have the ofpmity to be in the Washington area, we
certainly invite anyone of our investors or seguaibalysts or organizations so indicated to stopry give us a call, come by and visit with
us. We're always interested with the opportunitgneet people that are interested CA



We also know that there may be a few other questioat you had - some of you might have had thatyiike to follow up with. And is our
customer and tradition here within about 15 minutiet's call it a quarter after 10 - we'll opentbp lines to Stephen Waechter and David
Dragics for any special issues that you would tikeall in and check on that you might have missedtherwise information you'd like to g

So, again, thank you for your interest. We apptegiau tuning in. And we wish everyone a very finerning. Thank you very much, ladies
and gentlemen.

Operator

Thank you for your participation in today's confeze, and you may disconnect at this time.

END
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