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Significant Work. Extraordinary People. SRA.

For more than 30 years SRA has delivered expert knowledge, innovative technology and trusted solutions to clients in
national security, civil government and globat heaith, Now, from air and space to cyberspace, SRA's preadth of
capabifities continues to grow, enabling us (o resolve issues of global significance and make a lasting impact.

SRA'S success is owed (o the lalented team of professionals that make up our company. We take pride in our
employees, and our employees take pride in their work. Significant work. Extraordinary people, SRA,
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Message From SRA Founder &
Chairman Dr. Emst Volgenau

Since founding SRA more than 30 years ago, | have
believed thai the values of Honesty and Service should be
the core of our business. Today these core values are

smonstrated in the many examples of success we have
created and shared with our customers.

Qur mission is to sarve our customers and our empioyees
mth the highest levei of ;ntcgﬁ{y We also beiieve that t’we

‘w C mnar Y COn xrmu.e% Lo 80 ety for emmpk, in
‘he cr\mrnunmes mhm> we tive and work. These valugs
have been our guide throughout the history of our
company ang have shaped our reputation in the industry.
We intend to uphold thess core values in the future.

Last year brought challenges, but | believe we are taking
the right steps to maintain high job quality, invigerate
organic growth, control costs, and pasition our company to
capture new business in key areas. Empioyees are vital o
this vision, and we are developing future leaders 10 help
us grow the business.

Finally, in every year since our founding mn 1978, BRA has
increa nue and has been profitable. | am proud of
our accomplishments over the past 30 years. By
continuing to tive our core values, we will remain a

Dr. Ernst Volgenau
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Financial Performance

in 2009, SRA revenue increased by 2.2 pe
$99.9 mlion, for an operating margin of 6

SRA mad cquisitio , beginning with Interface & Control Syste product gevelopment and
engineering services firr speciahzing in r me, autonomous command and control software systems for space

i s. The second was Era Systems Corperation, a privately held provider of sdvanced surveillance technologies
for the air raffic management. airpert operations, military and secunty markets.

SRA made investments in career deveiopment, business development, infrastructure and operations in order 10 support
future growth.

As of June 39, 2009, the company's backlog of signed business orders was $4.1 biliion, up 5 percent year-over-year, and
the funded portion of backlog was $762 million. The company's balance sheet remains strong. As of June 30, 2009, SRA
had less than $1 mifiion of net debt and over $200 million of available borrowing capacity on its existing credit facility.

SRA International, Inc., and subsidiaries. Deoltar amounts are in thousands except diluted earnings per share.
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Markets We Serve

Whather assisting with critical missions to address growing concems in security, energy and public safety - or delivering
expertise in IT, logistics, managed services and enterprise resource planning, SRA helps clients achieve success. Our
broad spectrum of sesvices enables us to strengthen national security, fulfill missions in civit government, enhance
health and address the complexity of the aviation and space markets - solving & variety of critical issues through
e, proven offerings and products.

National Security

National security is a fornidable chalienge. requiring a partner who has deep dornain expertise and defivers enterprise-
wide solutions to solve complex problems of national significance. SRA's national securily team serves clients in the
Depariment of Defense, the Department of Homeland Security and the intelligence community by developing the
innovative solutions required to help create a safe and secure world.

Customers’

- Depariment of Homeland Security

+ {J.8. Air Force

» WS, Army

< 1.8, European Command (EUCOM)

Capabilities

» Lifecycle Management
» Systems Engineering
= Cyber S
« Conyy ns and T Support
« Supply-Chain Managament

Civil Government

Citizens want their government 1o provide efficient and effective services. SRA supports federal civil agencies with g
wide range of professional and IT consulting services and enterprise-wide infrastructure support.

Customers’

« Department of Justice

s Departmeant of State

« Environmental Protection Agency

- Faderal Deposit Insurance Comoration
- internal Revenue Service

» Office of Personnet Management

Capabilities

« Program Management

- Managad Services

= Data Mining

« 1T Infrastructur

- Cyber Security

» "Green 1T Environmentai Services

Global Health

SRA ieverages its scientific and technology expertise 1o tackie today's most diverse and complex gicbat health
challenges. Whether conducting public health research studies or developing disease surveiltance systems, SRA
applies expertise o achieve iocal and global healih program success.

Customers’

- Centers for Disease Control and Prevention
« Department of Veterans Affairs

- Food and Drug Administration

- National Institutes of Health

Capabilities

1T Syslems and Infrastructure

- Strategic Planning

» Public Health Program Management
« Surveiliance and Monitoring

Transportation and Air Traffic Management

Accommodating billions of passengers each year and moving nearly haif of the world's freight, air transportation is
central to the global economy. SRA and its subsidiaries understand the complexity of this market and have developed a
wide array of products and services to ensure the safety and efficiency of ihis dynarnic infrastructure.

Customers’
« Airways New Zealand




« ATNS (South Africa)
- Federal Aviation Administration
- The Port Authority of New York & New Jersey

Capabilities

- Systems Integration Engineering

* Mut and ADS-B Survelifance Solutions
~ Military Air Traffic Systems

« Airport Operations Management Systems

Services We Provide

SRA's deep knowiedge of the national securily, civil government and global nealth markets, developed over years of
expenence and research, enables the company to offer innovative solutions to some of the most critical issues facing
government ciients. in ad 10 our markel and client-specific services and solutions, SRA is laveraging our newly

created Offerings and Products practice to better identify, develop and support repeatable solutions that can be sold (©
customers across all of the markels we serve. .

Core Service Areas

+ Systems Engineering

- Enterprise Logistics

« Enterprise Resource Planning (ERP)

» Cyber Security

« Information Management

« T, Systems and Infrastructure

» Management Consulting

« Health Research and Program Support

* Representative customer sarmple

G SRA International, In
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UNITED STATES

SECURITIES AND EXCHANGE COMMISSION
Washington, D.C. 20549

FORM 10-K

(Mark One)

ANNUAL REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT OF 1934
FOR THE FISCAL YEAR ENDED JUNE 30, 2009

W] TRANSITION REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT OF 1934
Commission File Number 001-31334

SRA International, Inc.

(Exact name of Registrant as Specified in its Charter)

Delaware 54-1360804
(State or Other Jurisdiction of (LR.S. Employer
Incorporation or Organization) TIdentification No.)
4300 Fair Lakes Court, Fairfax, Virginia 22033
(Address of Principal Executive Offices) (Zip Code)

Registrant’s telephone number, including area code: (703) 8§03-1500

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

Title of Class Name of Exchange on Which Registered
Class A common stock, $0.004 par value per share New York Stock Exchange

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

Indicate by check mark if the registrant is a well-known seasened issuer, as defined in Rule 405 of the Securities Act. Yes X No [
Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the Act. Yes [0 No

Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the Securities Exchange Act of 1934
during the preceding 12 months, and (2) has been subject to such filing requirements for the past 90 days. Yes X1 No O

Indicate by check mark whether the registrant has submitted electronically and posted on its corporate Web site, if any, every Interactive Data File required
to be submitted and posted pursuant to Rute 405 of Regulation S-T (§232.405 of this chapter) during the preceding 12 months (or for such shorter period that the
registrant was required to submit and post such files). Yes O No O

Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K is not contairied herein, and will not be contained, to the
best of registrant’s knowledge, in definitive proxy or information statements incorporated by reference in Part III of this Form 10-K or any amendment to this
Form 10-K.

Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, a non-accelerated filer, or a smaller reporting company. See
the definitions of “large accelerated filer,” “accelerated filer” and “smaller reporting company” in Rule 12b-2 of the Exchange Act.

Large accelerated filer Accelerated filer O Non-accelerated filer O Smaller Reporting Company [J
Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Act). Yes O No

The aggregate market value of common stock held by non-affiliates of the registrant as of December 3 1, 2008, based upon the closing price of SRA
International. Inc. class A common stock on the New York Stock Exchange on December 31, 2008, was $749 million.

As of August 14, 2009, there were 43,452,208 shares outstanding of the registrant’s class A common stock and 13,100,736 shares outstanding of class B
common stock.

DOCUMENTS INCORPORATED BY REFERENCE

Certain portions of the definitive proxy statement to be used in connection with the SRA International, Inc. annual meeting of stockholders, to be held on
October 28, 2009, and to be mailed to stockholders of record as of August 31, 2009, are incorporated by reference into Part 1T of this Form 10-K.

Source: SRA INTERNATIONAL INC, 10-K, August 25, 2009
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PART 1

Forward-Looking Statements

Some of the statements under “Business,” “Management’s Discussion and Analysis of Financial Condition and Results of Operations,” and elsewhere in
this Form 10-K constitute forward-looking statements within the meaning of The Private Securities Litigation Reform Act of 1995. These statements involve
known and unknown risks, uncertainties, and other factors that may cause our actual results, levels of activity, performance or achievements to be materially
different from any future results, levels of activity, performance or achievements expressed or implied by such forward-looking statements. In some cases, you
can identify these statements by forward-looking words such as “anticipate,” “believe,” “could,” “estimate,” “expect.” “intend,” “may,” “plan.” “potential,”
“should,” “will.” and “would” or similar words. You should read statements that contain these words carefully because they discuss our future expectations,
contain projections of our future results of operations or of our financial position, or state other forward-looking information. We believe that 1t is important to
communicate our future expectations to our investors. However, there may be events in the future that we are not able to predict or control accurately. The factors
listed in the section captioned “Risk Factors,” as well as any cautionary language in this Form 10-K, provide examples of risks, uncertainties, and events that may
cause our actual results to differ materially from the expectations we describe in our forward-looking statements.

Although we believe that the expectations reflected in the forward-looking statements are reasonable, we cannot guarantee future results, levels of activity,
performarice or achievements, You should not place undue reliance on these forward-looking statements, which apply only as of the date of this Form 10-K.
Subsequent events and developments may cause our views to change. While we may elect to update these forward-looking statements at some point in the future,
we specifically disclaim any obligation to do so.

Item 1. BUSINESS
OVERVIEW

SRA International, Inc. (SRA) is a leading provider of technology and strategic consulting services and solutions to clients in national security, civil
government, and global health, Headquartered in Fairfax, Virginia, SRA is dedicated to solving problems for our clients by providing services, systems, and
products that enable mission performance, improve efficiency of operations, and/or reduce operating costs.

As of June 30, 2009, we had over 6,900 employees with a broad variety of technical skills and customer domain expertise. For our fiscal year ended
June 30, 2009, U.S. government clients accounted for 92% of our revenue, and the remaining 8% was attributable to international government, state and local
government, and commercial clients. Qur clients include numerous U.S. federal government departments in the executive branch, including the military services
and combat support agencies, as well as judicial and legislative branch agencies. We were the prime contractor on engagements representing 85%, 87%, and 89%
of our total revenue for the fiscal years ended June 30, 2009, 2008, 2007, respectively.

According to the Federal Information Technology Market Forecast, FY 2009-FY 2014 report published by INPUT, an independent federal government
market research firm, the contracted portion of U.S. federal government spending on information technology (IT) is forecasted to grow at an annual rate of 3.5%
from $76.2 billion in federal fiscal year 2009 to $90.3 billion in federal fiscal year 2014. We estimate that our addressable market, which also includes
management consulting, engineering and other professional services for local, state, and federal governments, as well as commercial and international
organizations, is currently over $150 billion in size, annually.

Our business strategy is to focus primarily on the U.S. federal government, with a balanced portfolio of clients in national security (defense, homeland

security, intelligence and law enforcement) and civil government (health, environmental, aviation and other domestic customers). We strive to offer creative
technical and

Source: SRA INTERNATIONAL INC, 10-K, August 25, 2009
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analytical solutions to our customers’ most chailenging problems. We differentiate ourselves through quality execution, domain expertise and customer
satisfaction. Over the long term, we are focused on organic revenue growth, with particular emphasis on rapidly growing market segments-—such as cyber
security, logistics and energy. We will continue to augment our organic growth with selective acquisitions that bring new customers or capabilities. We intend to
generate earnings and cash flow expansion through a combination of top-line growth, cost management and capital efficiency.

CAPABILITIES

Our business delivers a variety of technology and professional services focused on creating tangible value for our clients. We maintain the comprehensive
IT skills required to support the entire life cycle of our clients” systems, from strategic planning to operational support. We employ interdisciplinary teams to
staff our engagements, which enables us to deliver solutions that combine our comprehensive knowledge of our clients’ business processes with the necessary
technical expertise. Depending on client needs, we may integrate our own proprietary hardware and software products, implement commercially available
technology products, or develop a comprehensive solution for the design, integration, maintenance, and enhancement of a custom-built system.

Services

We offer a broad range of technology and strategic consulting services spanning the IT life cycle, including: strategic consulting; systems design,
development, and integration; cyber security and information assurance; outsourcing and managed services; and business solutions.

Strategic Consulting. We help clients formulate business and execution plans to improve performance, cost effectiveness, and quality of service. We assess
current operations, develop targeted strategies and plans for improvement, define key priorities and accountabilities, and design enterprise architectures that
capitalize on client investments in legacy systems while enabling them to make a seamless transition to modern technology environments. We work with leaders
and their management teams to develop specific implementation plans that achieve the established strategies, effectively track and manage implementation
efforts, and measure and validate results.

Svstemns Design, Development, and Integration. Our services include project management, systems design, network and systems integration, data analysis
and integration, security engineering, software development, database design and development, and independent test and evaluation. We analyze system concepts
and assess data and information needs, define requirements, develop operational prototypes, and integrate complex mission-critical systems and solutions that
comply with a client’s enterprise architecture. Based on client requirements, we may design custom-built systems; integrate and implement commercial
off-the-shelf solutions, such as those for supply chain management, enterprise resource planning, and case management; or combine both approaches using
service-oriented architecture principles and other industry best practices.

A portion of our business is International Organization for Standardization, or ISO, 9001:2000 certified and we maintain a cofnpany-wide Capability
Maturity Mode! Integrated, or CMMI, level 3 rating under the standards established by the Sofiware Engineering Institute. These qualifications, which reflect
that we have mature and repeatable processes, are often required to bid on complex software development and systems integration projects for the U.S.
government.

Cyber Security and Information Assurance. Our customer base faces an increasingly sophisticated threat from organized, group-based cyber attacks. We
offer a proactive, multi-disciplined approach to cyber security and information assurance based on a combination of expertise on the offensive and defensive
sides of the cyber threat. Our suite of solutions includes security architecture, secure systems integration, cyber security operations, information operations,
compliance, privacy and training services. We have deployed these offerings for a

2
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variety of customers in the national security and civilian agency markets, both as stand-alone cyber security contracts and as elements of broad-based
infrastructure support contracts.

Outsourcing and Managed Services. We partner with clients to consolidate and modemnize existing infrastructures, improve customer service, and reduce
the total cost of operations through effective use of industry best practices and performance-based contracting methods. We also support clients with operations
management services, sometimes referred to as co-sourcing. Based on client needs, we may oversee their technical infrastructure, manage their applications and
networks, or operate their business processes in accordance with service-level agreements. Through infrastructure suppert contracts, we also purchase third-party
hardware and/or software—commonly referred to as direct materials or rebillables—for integration into the network or application systems we provide.

Business Solutions. We have developed tailored solutions that focus on specific business requirements that are common to many of our clients. These
business solutions generally apply to clients within each of our target markets. Our core business solutions include text and data mining; enterprise resource
planning: business intelligence; command and control systems; contingency and disaster planning; enterprise architecture and portfolio management,
environmental support services; identity management; information sharing and knowledge management; infrastructure modernization; service-oriented
architecture; training, modeling, and simulation; clinical research outsourcing, regulatory consulting and data management; and wireless integration services.
These business solutions consist of repeatable tools, techniques, and methods that reflect the specific competencies we have gained from significant experience in
these areas.

Products

In connection with our service offerings, we also develop and sell proprietary software and hardware products in each of our markets. We believe
intellectual property represents a ditferentiating factor in new business opportunities, and we have found that packaging proprietary products with our labor
services is frequently the optimal solution for our clients’ needs. Several of our products have resulted from internal research and development efforts, while
others came from our acquisitions of Orion Scentific Systems in 2004, Era Systems Corporation (Era) in 2008, and Interface & Control Systems (ICS) in 2008.

Software. Several of our software products provide data and text mining solutions. ORIONMagic'E helps clients cull through gigabytes of information,
store the most relevant pieces, and analytically search each piece. NetOw!® software applies advanced natural language understanding technologies to English,
Arabic, Chinese, Farsi, French, Korean, and Spanish text to extract content. Our szgNetw database system is a browser-based investigative, analysis, and
statistical resource used by law enforcement officials to record and track gang members and their activities.

Our software products and engineering services offer real-time, embedded and autonomous command and control software systems for space applications.
Other SRA software solutions include asset and vehicle tracking, medical peer review management, mobile message extraction, link analysis and visualization.
Revenue from software licensing and related activities was $7.7 million, $6.2 million, and $5.4 million for the years ended June 30, 2009, 2008, and 2007,
respectively.

Hardware. Most of our hardware technology sales result from our July 2008 acquisition of Era, a leading global provider of next generation technologies
for aircraft tracking and identification, with more than 130 air traffic control and military customers in Europe, North and South America, Asia, and Africa. For
air traffic control organizations around the world, Era technologies are used to maintain safe aircraft operation on runways, during airport approach and
departure, and during en-route transit. For military customers, Era provides leading-edge passive electronic tracking systems (PET). Era’s proprietary products
include custom-built analog and digital hardware devices that are assembled in Era’s ISO9002-accredited facility in the Czech Republic.

3
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Research & Development

We are dedicated to giving our clients the innovative solutions they need to meet their most difficult technology challenges, both now and in the future.
Our research and development, or R&D, team works with professionals across the company to assess client needs and to focus our investments on meeting them.

For years we have pursued internaily- and government-funded R&D in such areas as data mining, natural language understanding, knowledge
management, information assurance, and wireless applications. With the acquisitions of Era and ICS in the first quarter of FY09, our patent portfolio increased
from 4 issued patents to a current total of 30 issued patents in the U.S., 1 issued patent in Mexico, 17 pending patent applications in the U.S., 5 pending
applications in the European Patent Office, and | pending application in Canada. The company leverages the patented technology in sales of services and
customer licenses. The patents themselves are not licensed to any third party, and no revenue is derived directly from the patents. Most of the patent applications
were filed after January 2000 and still have durations of 10 to 15 years.

MARKETS

We deliver our technology and professional services to clients in three target markets: national security, civil government and global health. Each of these
markets includes a combination of U.S. federal government agencies, state and local governments, commercial, and international customers. Revenue by market
for fiscal years 2007 through 2009 is summarized in the table below.

Total Revenue

Fiscal year ended Fiscal year ended Fiscal year ended
Market June 30, 2009 June 30, 2008 June 30, 2007

(in millions)

National sectirity b $ 0 149
Civil government ) 403.7
Global health - T

Total $ $ 1,268.9
National Security

In the area of national security, SRA designs, develops, integrates, and implements large and complex systems for defense and military service
organizations. We provide strategic and tactical command, control and communigations systems for law enforcement, public safety, and intetligence agencies.
We also offer analytical support to the government and private industries.

For the Defense Department, we design, develop, integrate, and implement complex systems in accordance with network-centric and service-oriented
enterprise architectures. We also have subject matter expertise in C4ISR, logistics, transportation, acquisition, personnel, finance, and installation management.
These capabilities represent a full-service solution for Defense customers looking to improve mission effectiveness and organizational efficiency.

In the intelligence community, our customers have shown an expanding need for data and text mining solutions to enable them to extract, analyze, and
present data gathered from the massive volumes of information available through public sources such as the Internet. Our qualifications in cyber security and
information operations are also important given the escalating threats to classified government information and assets.

Along with the intelligence agencies, the Department of Homeland Security is interested in enterprise systems that enable better coordination and

communication within and among agencies and departments. Our experts work with customers in these areas to improve interoperability among information
technology systems )

Source: SRA INTERNATIONAL INC, 10-K, August 25, 2009
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while maintaining data privacy and access control. At the state and local level, and in some cases through federal homeland security funding, we deliver software
and analytical consulting solutions for counter-terrorism, gang reconnaissance, and other intelligence analysis.

Our largest customer in the national security market is the U.S. Army, for which we perform systems integration, software development, logistics and
transportation management, and other technology and professional services.

In fiscal year 2009, SRA was awarded several new contracts for the national security community. We won a five-year, $216 million contract to provide IT
and communications services in support of the U.S. European Command (USEUCOM) and U.S. Africa Command (USAFRICOM). Based in Stuttgart, Germany,
this program represents our first work for these important Defense Department customers. We were also awarded a task order to deliver integrated IT services for
the Joint Staff Information Network. The task order, awarded under the Defense Information Systems Ageney’s ENCORE II contract vehicle, is valued at $63
million over 31 months if all options are exercised. In October 2008, we won our recompete for the Pentagon Force Protection Agency, worth $56 million over
five years. We were also awarded a five-year, $49 million contract to continue our work in assessing and enhancing the performance of Air Force personnel in
their interaction with cyberspace technology.

Civil Government

We support federal civil agencies with comprehensive professional and technology consulting services and enterprise-wide infrastructure support.

We partner with civil agencies to improve the efficiency of their business processes and systems. Our enterprise resource planning, or ERP, software
expertise enables us to compare custom-built and commercial-off-the-shelf solutions and implement the system that best suits our customers’ specific needs. Our
enterprise architecture services, as well as web and wireless solutions, are of particular interest to government agencies responding to the necessity for
interoperability among IT systems and the demand for transparency in government functions.

Our largest customers in civil government include the Federal Deposit Insurance Corporation, the Government Accountability Office, or GAQO, the
Department of Agriculture, and the Department of the Treasury. In light of the current U.S. federal priorities, our business presence at the Environmental
Protection Agency has also been a source of recent growth for SRA.

In fiscal year 2009, we were awarded a five-year, $117 million recompete of our infrastructure and software support services contract for GAO. We won a
five-year, $56 million contract to support the Cyber Security Management Center for the Federal Aviation Administration. This new work for SRA represents a
mission-critical capability for the FAA and a strategically valuable business presence for a growing customer set. In February 2009, we were awarded a
five-year, $55 million contract to continue supporting the EPA’s Conflict Prevention and Resolution Center.

Global Health

The healthcare and public health market is a strategic priority for SRA. Given its massive information archival, retrieval, communication, and privacy
challenges, the health industry has significant needs for improvement in technology and systems efficiency. Demographic trends have begun to accelerate the
priority of health IT improvements, and we believe the aging U.S. population is likely to cause these investments to be a government priority.

With these factors in mind, we acquired Constelta Group, LLC (Constella) in August 2007. Through its work in health sciences and clinical research,
Constella collaborates with experts in local and nationai

Source: SRA INTERNATIONAL INC, 10-K, August 25, 2009



Table of Contents

governments, non-governmental organizations, and pharmaceutical and biotechnology companies to support a broad range of health missions. While SRA’s
legacy health business had primarily served as an IT functional expert for the Department of Health and Human Services, or HHS, Constella specialized in
domain understanding of the global health market.

Qur health business now serves two primary markets. First, we provide IT and professional services to HHS agencies including the National Institutes of
Health. or NIH. the Centers for Disease Control and Prevention, or CDC, and the Food and Drug Administration, or FDA, as well as the Department of Veterans
Aftairs. This U:S. federal component represents over three-quarters of our total health business. Second, our global clinical development (GCD) business
provides pharmaceutical, biotechnology, and medical device firms with strategic insight and services as they take a drug, biologic or device through the
development process from concept 1o market. Market demand in the GCD business has been challenged by economic conditions in fiscal year 2009, and we have
responded by taking steps to reduce costs and improve direct labor utilization.

Our health business won several significant contracts and expanded many existing programs during fiscal year 2009. We were awarded a five-year, $25
million contract by the CDC to continue providing laboratory support services for the Select Agent program, which we have supported since 2002 through
Constella. We also successfully launched and cultivated two contracts awarded late in fiscal year 2008, a $27 million software integration contract for the FDA
and a $26 million IT support task order for the National Institute of Environmental Health Sciences. One of the fastest growing programs in our health business
this year was the Congressionally Directed Medical Research Program for the U.S. Army Medical Research and Materiel Command, for which our support
includes strategic planning, processing and coordination of the scientific peer review process for health-related research. .

EMPLOYEES

Our success as a technology and strategic consulting solutions company is highly dependent on our employees. We believe we have been successful in
developing a culture based on an ethic of Honesty and Service that nurtures our employees and enables them to succeed. Our core values of Respect,
Accountability, Integrity, Service and Excellence create the foundation for who we are and what we do. We reinforce these principles regularly in our recruiting
process, training programs, proposals, company meetings, and internal communications.

Our active recruiting effort is aligned with our operating organizations and relies heavily on employee referrals in addition to a variety of other recruiting
methods. One significant source of our new recruits is employee referrals, which accounted for approximately 31% of our new hires in fiscal year 2009. We have
found these referrals to be an efficient source of excellent employees. As a result of our continued focus on our employees, in 2009 we were named by
FORTUNE magazine, for the tenth consecutive year, as one of the “100 Best Companies to Work for.”

As of June 30, 2009, we had 6,977 employees. Approximately 77% of our employees are professionals or managers with technology or domain expertise.
Our professional staff is highly educated, with approximately 28% holding advanced degrees. Over 65% of our employees have federal government security
clearances.

The labor market for technology workers with high-level security clearances remains tight. To compete effectively for the best available employees, we
offer a combination of rewarding job responsibilities, competitive compensation and benefits, and opportunities for merit-based advancement. We have no
employees represented by collective bargaining agreements, other than international employees who may benefit from certain collective bargaining rights based
on local country law, and we consider our relations with our employees generally to be good.
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GROWTH

Organic growth is integral to our long-term strategic plan and we expect to continue to make acquisitions that augment our growth and build strategic
value. E\pandmcv our business enhances career opportunities for our employees, produces additional resources for investment, and improves our competitiveness
for larger new contracts.

We intend to grow organically by positioning SRA in fast-growing areas of our addressable market, cultivating existing customer relationships, and
bidding and winning contracts for new customers. We believe our diversified U.S. federal customer base enables us to address changes in government priorities
or initiatives. Long-standing customer relationships and a broad suite of products and services facilitate cross-selling and expansion among existing accounts. To
identify and win business for new customers, we focus on areas of particularly strong functional expertise—such as cyber security, critical infrastructure
protection and ERP—or seek opportunities to leverage our product portfolio. We also make strategic hires to improve our domain understanding and customer
recognition in new markets.

Qur growth plans include strategic acquisitions to complement and accelerate internal expansion by adding new capabilities, customers or intellectual
property. Since July 1, 2006, we have acquired four companies:

Acquisition Strategic Value Closing Date Purchase Price
N ‘ (in mnlhons)
RABA Technologies, LLC |+ il s : Intelligen i g 3 953
Constella Group, LLC ‘ ‘ Health Sciences and Drug Development 191.3
Interface and Control. Systems\ I S : quum Development and Engmecrmg 85
Era Systems Corporzmon Advanced Surveillance Technologxes July 30, 2008 1255

Cultural tit, access to new markets and technologies, revenue growth and profitability are among our priorities in acquisition qualification. We expect that
these acquisitions will enable us to sell a more comprehensive set of capabilities to a larger client base and to jointly pursue potential new opportunities. In the
near term, our primary target market for acquisitions is U.S. government service providers.

U.S. FEDERAL GOVERNMENT CONTRACTS

For our fiscal year ended June 30, 2009, approximately 92% of our revenue was generated from contracts with the U.S. government, which has a highly
structured and regulated competitive procurement process. Our federal government clients typically exercise independent contracting authority. We consider each
office or division within an agency or department, which engages us directly or through a prime contractor, to be a separate client.

No client or client group accounted for more than 10% of our revenue in fiscal year 2009, 2008 or 2007.

Prime contracts and subcontracts

In the fiscal year ended June 30, 2009, we served as a prime contractor on engagements representing 85% of our revenue. Operating as a prime contractor
positions us to achieve better client relationships, to exert more control and influence over quality results, to have clearer visibility into future opportunities, and
to earn enhanced profit margins.

When we act as a prime contractor, we derive revenue primarily through our own direct labor services and proprietary products, but also through the
efforts of our subcontractors. As part of the contract bidding process,
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we may enter into teaming agreements with subcontractors to enhance our ability to bid on large, complex engagements or to more completely address a
particular client’s requirements. When we are a prime contractor on an engagement, we are ultimately responsible for the overall engagement as well as the
performance of our subcontractors. Revenue derived from work performed by subcontractors represented approximately 26%, 25%, and 29% of our revenue for
fiscal year 2009, 2008, and 2007, respectively. No single subcontractor performed work that accounted for more than 2% of our revenue during any of the last
three fiscal years.

Single award contracts

Under single award contracts with defined statements of work, an agency solicits, qualifies, and then requests proposals from interested contractors. The
agency then evaluates the bids and typically awards the contract to a single contractor for a specified service. Single award contracts accounted for 19%, 19%,
and 23% of our revenue for fiscal years ended June 30, 2009, 2008, and 2007, respectively.

Multiple award contracts

Under indefinite delivery/indefinite quantity, or ID/IQ, contracts, a federal government agency can form preferred provider relationships with one or more
contractors. This category includes agency-specific ID/IQ contracts; blanket purchase agreements, or BPAs: government-wide acquisition contracts, or GWACs;
and General Services Administration, or GSA, schedule contracts. These umbrella contracts, often referred to as vehicles, outline the basic terms and conditions
under which federal government agencies may order services. ID/IQ contracts are typically managed by one sponsoring agency, and may be either for the use of
a specific agency or available for use by any other agency of the federal government. ID/IQ contracts available for use by any agency of the federal govemment
are commonly referred to as GWACs.

Contractors within the industry compete to be pre-selected to perform work under an ID/IQ contract. An ordering agency then issues delivery orders,
commonly known as task orders, for services to be performed under the contract. If the ID/IQ contract has a single prime contractor, only that contractor may be
awarded delivery orders. If the contract has multiple prime contractors, the award of each delivery order typically will be competitively determined among the
pre-selected contractors.

GSA schedules are listings of services and products, along with their respective prices, offered by federal government contractors. The schedules are
maintained by the GSA for use by any federal agency or other authorized entity, including state and local governments. When an agency selects services under a
GSA schedule contract, the competitive process is limited to qualified GSA schedule contractors.

Due to the lower contract procurement costs, reduced procurement time, and increased flexibility associated with multiple award contracts, these vehicles
have been utilized frequently in the last decade. Agency-specific ID/IQs have become increasingly prevalent, particularly in the Defense Department. Access to
the relevant vehicles is critical for contractors intending to do business with a specific agency. Task orders under ID/IQ contracts, including GSA schedules,
accounted for 81%, 81%, and 77% of our revenue for fiscal years ended June 30, 2009, 2008, and 2007, respectively.

Contract types
As of June 30, 2009, we had over 1,000 active contract engagements, each employing one of three types of price structures: cost-plus-fee,
time-and-materials, and fixed-price.

Cost-plus-fee contracts. Cost-plus-fee contracts provide for reimbursement of allowable costs and the payment of a fee, which is our profit.
Cost-plus-fixed-fee contracts specify the contract fee in dollars. Cost-plus-award-fee contracts may provide for a base fee amount plus an award fee that varies,
within specified limits, based upon the client’s assessment of our performance as compared to contractual targets for factors such as cost,
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quality, schedule, and performance. Cost-plus-fee contracts are well-suited for initiatives that have less comprehensive scope specifications and requirements.

Time-and-materials contracts. Under a time-and-materials contract, we are paid a fixed hourly rate for each direct labor hour expended and we are
reimbursed for allowable material costs and out-of-pocket expenses. To the extent our actual direct labor and associated costs vary in relation to the fixed hourly
billing rates among various labor categories provided in the contract, we will generate more or less profit or could incur a loss.

Fixed-price contracts. Under a fixed-price contract, we agree to perform the specified work for a pre-determined price. To the extent our actual costs vary
from the estimates upon which the price was negotiated, we will generate more or less than the anticipated amount of profit or could incur a loss. Some
fixed-price contracts have a performance-based component, pursuant to which we can earn incentive payments or incur financial penalties based on our
performance. '

Our historical contract mix, measured as a percentage of total revenue for the periods indicated, is summarized in the table below.

Year Ended June 30,
2009 2008 2007
Costeplus-fee A G 43%:
Time-and-materials 42
Fixed-price 15

MARKETING AND SALES

Our business development process relies upon our operating units addressing each of our target markets to further penetrate and build-out their existing
accounts and our sales and marketing organization to win new competitive procurements. Primary responsibility for selling additional services to existing clients,
including client account build-out and capture of follow-on work, rests with our businesses. Recognizing the importance of client account management, we
assign entrepreneurial managers and executives to oversee our major accounts.

Primary responsibility for identifying, qualifying, bidding, and winning new competitive procurements, either for new clients or for large strategic new
programs for existing clients, rests with our sales and marketing organization. We have approximately 90 experienced marketing and sales professionals who
perform business development, capture management, strategic pricing, and proposal development. Members of our sales and marketing organization work
closely with their counterparts in our businesses as we compete to win new contracts.

Over the past several years, we have invested significant resources in expanding and improving the marketing and sales organization. We have launched a
number of new initiatives, to include hiring more strategic business developers; implementing a competitive intelligence and price-to-win capability; increasing
our bid and proposal budgets for capture activities; developing a more geographically dispersed business base and regional sales capability; and focusing more of
our resources on larger opportunities. We have also created a new corporate development function focused on developing strategic marketing and campaign
plans for new initiatives. The result is a much larger qualified pipeline of opportunities focused on high-growth areas within the federal technology and
professional services environment.

COMPETITION

We compete to win single award contracts and multiple award contracts, such as agency-specific ID/1Qs, GWACs, and GSA schedule contracts. After we
have won a multiple award contract, we then compete for individual delivery orders under the contract. An individual agency that desires to obtain a product or
service typically invites approved providers to compete based on technological expertise, resources, price, or some other basis.
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We encounter many of the same competitors in our target markets. These competitors include:

Federal systems integrators such as CACI International Inc., Computer Sciences Corporation, ManTech International Corporation, NCI Inc., Science
Applications International Corporation, and Unisys Corporation;,

Divisions of large defense contractors such as General Dynamics Corporation, L-3 Communications, Lockheed Martin Corporation, and Northrop
Grumman Corporation;

Consulting firms such as Accenture Ltd., Booz Allen Hamilton Inc., and International Business Machines Corporation; and

Other smaller and specialized government information technology contractors.

Although we compete in a variety of ways depending on the type of customer and the nature of its requirements, we leverage a common set of competitive
advantages in each of our target markets. These differentiators include:

BACKLOG

Corporate culture and customer orientation. Given that the majority of our business is technical and professional services, the knowledge and skills
of our employees are our primary differentiators. Our strong corporate culture has placed us on Fortune magazine’s list of 100 Best Companies to
Work for” ten years in a row, and our voluntary aftrition rate of 14% in fiscal year 2009 was below the average of our peer group. About 28% of our
employees have advanced degrees, and our highly qualified professionals strive to tailor unique and efficient solutions that solve customer needs.
This focus on enhancing customer value serves us well in the competitive environment.

Technical capabilities and product offerings. We offer a full suite of technology services that span the lifecycle of customer requirements. We use
our proprietary software and hardware products to further differentiate our technical solutions. We do not always offer the lowest priced alternative
for our current and potential customers; instead we seek to provide the best value solution based on a combination of factors including technical
approach, customer service, reliability and price.

Domain expertise and customer relationships. We have a solid track record of past performance across the federal government, and we have strong
relationships based on our 30 years of service and the reputations of our leadership team. In the competitive environment, we aim to combine our
deep domain knowledge with our technical skills to provide solutions that efficiently and effectively meet our customers’ needs.

Extensive set of GWACs and ID/IQs. We have multiple GWAC and ID/IQ contract vehicles, and they provide us with a broad base of coverage
across the government, These vehicles give us access to an ample set of business opportunities, which led to a sales pipeline of $30.4 billion at the
end of fiscal year 2009,

As of June 30, 2009, our contract backlog was $4.1 billion, of which $761.8 million was funded. As of June 30, 2008, our backlog was $3.9 billion, of
which $676.5 million was funded. Included in backlog at June 30, 2008 was $156 million of contract awards that were protested and ultimately lost by SRA.
Excluding protested contracts, our year-over-year backlog growth was 10%. We no longer include protested awards in backlog until the protest is resolved. We
define backlog to include funded and unfunded orders for services under existing signed contracts, assuming the exercise of all options relating to those contracts,
less the amount of revenue we have previously recognized under those contracts. We define funded backlog to be the portion of backlog for which funding
currently is appropriated and obligated to us under a contract or other authorization for payment signed by an authorized purchasing authority.

Backlog includes all contract options that have been priced but not yet funded. Backlog also includes the contract value under single award ID/1Q contracts
against which we expect future task orders to be issued
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without competition. Backlog does not take contract ceiling value into consideration under multiple award contracts, nor does it include any estimate of future
potential delivery orders that might bé awarded under multiple award 1D/1Q vehicles, GWACs, or GSA schedule contracts.

As of June 30, 2009, our backlog does not include any contracts for which the award decision is under protest. Historically our practice had been to include
full award values unless decisions were overturned on protest. Given the increasing volume of bid protests in our industry, some of which remain pending for
several months or quarters, we have now taken the more conservative position to exclude any such wins until the protests have been resolved.

We currently expect to recognize revenue during fiscal 2010 from approximately 23% or $950 million of our total backiog as of June 30, 2009. Of this
amount, $570 million is included in funded backlog and $380 million is included in unfunded backlog under multi-year contracts. The amount of revenue that we
expect to recognize from backlog is calculated by summing forecasted revenue for fiscal year 2010 for each project included in backlog. The primary risks that
could affect our ability to recognize such revenue are program schedule changes and contract modifications. Additional risks include the unilateral right of the
government to cancel multi-year contracts and related orders or to terminate existing contracts for convenience or default, and, in the case of unfunded backlog,
the potential that full funding may not be available.

SEASONALITY

Our business operates on a fiscal year ending June 30. Quarterly revenue and, more significantly, operating margins can be affected by seasonality in our
business model. In the quarter ending September 30, we generally experience lower staff utilization rates because of summer vacations and increased proposal
activity in connection with the end of the federal fiscal year. We typically transition a significant number of professional staff temporarily off of billable
engagements to support this increased proposal activity. Our revenue mix can also change in the September quarter as the volume of lower-margin direct material
purchases on behalf of government customers can increase near the end of the federal fiscal year. This combination of factors can cause operating margins to
decline from the quarter ending June 30 to the quarter ending September 30.

In the quarter ending December 31, lower staff utilization rates may continue because of holiday vacations, and lower-margin direct materials volume may
remain high because some of our customers have a December fiscal year end and tend to make more purchases in that quarter. In the March and June quarters,
staff utilization may increase, and lower-margin direct material purchase volume may decline. This can have the effect of increasing operating margins in the last
two quarters of our fiscal year.

Another factor that influences our profitability is the number of working days in a given quarter. For time-and-materials contracts, labor services revenue
is typically higher in quarters that have more working days (defined as total weekdays minus holidays). Labor costs for our salaried employees are spread evenly
across the fiscal year. This dynamic can lead to slightly higher profitability in quarters with more working days. Cost-plus-fee and fixed-price contracts are
unaffected given that revenue recognition is typically dependent upon cost incurred, as opposed to days or hours worked. In both fiscal years 2009 and 2010, the
number of working days in fiscal quarters one through four are 64, 62, 62 and 64, respectively.

REGULATORY MATTERS
U.S. Government Contracts

Our business is tightly regulated in most of the markets in which we operate. For our fiscal year ended June 30, 2009, U.S. government clients accounted
for 92% of our revenue. When working with U.S. government agencies and entities, we must comply with laws and regulations relating to the formation,
administration, and performance of contracts. The Federal Acquisition Regulation, or FAR, which mandates uniform policies and procedures for U.S.
government acquisitions and purchased services, governs the majority of our contracts. Individual agencies also have acquisition regulations that provide
implementing language for the FAR or that supplement the FAR.
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Other federal regulations require certification and disclosure of cost or pricing data in connection with contract negotiations, define allowable and
unallowable costs, govern reimbursement rights under cost-based contracts, and restrict the use, dissemination and exportation of products and information
classified for national security purposes.

Additionally, federal government contracts, by their terms, generally can be terminated at any time by the federal government, without cause, for the
convenience of the federal government. If a federal government contract is so terminated, we would be entitled to receive compensation for the services provided
and costs incurred through the time of termination, plus settlement expenses and a negotiated amount of profit. Federal government contractors who fail to
comply with applicable government procurement-related statutes and regulations may be subject to potential contract termination, suspension and debarment
from contracting with the government, or other remedies.

International Operations

Our international contracts are subject to the applicable foreign government regulations and procurement policies and practices, many of which differ
substantially from those applicable in the U.S., as well as U.S. policies and regulations, including the Foreign Corrupt Practices Act, or FCPA. Our international
operations are also subject to regulations governing investments, exchange controls, repatriation of earnings, brokering of defense articles and services, and
import-export control, including the International Traffic in Arms Regulations, or ITAR, which our foreign competitors may not be subject to. Other factors that
can affect our international business include currency exchange fluctuations, political and economic risks, and legal and business risks associated with using
foreign representatives and consultants and relying upon international suppliers and subcontractors.

Environmental Matters

Our business is subject to various federal, foreign, state, and local environmental protection laws and regulations. Failure to comply with these laws could
result in civil or criminal sanctions, including fines, penalties or suspension or debarment from contracting with the U.S. government. Some environmental laws
hold current or previous owners or operators of businesses and real property liable for contamination, even if they did not know of and were not responsible for
the contamination.

Environmental laws may also impose liability on any person who disposes, transports, or arranges for the disposal or transportation of hazardous
substances to any site. We do not currently anticipate that the costs of complying with, or the liabilities associated with, environmental laws will materially
adversely affect us, but we cannot assure that we will not incur material costs or liabilities in the future.

CORPORATE INFORMATION

We are incorporated in Delaware as SRA International, Inc. We generally contract with the U.S. federal government through our wholly owned subsidiary,
Systems Research and Applications Corporation, but we do business as SRA International, Inc.

WEBSITES & FILINGS

Our Internet website can be found at /utp./Awww.sra.com. Information contained on our website is not part of this report. Our Annual Reports on Form
10-K, Quarterly Reports on Form 10-Q, Current Reports on Form 8-K, and any amendments to those reports filed or furnished pursuant to Section 13(a) or 15(d)
of the Securities Exchange Act of 1934, and the Section 16 filings of our officers, directors, and shareholders beneficially owning 10% or more of our common
stock are available on our website, free of charge, as soon as reasonably practicable after such reports are filed with or furnished to the SEC. Alternatively, you
may access these reports at the SEC’s Internet website: Atip://www.sec.gov.
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EXECUTIVE OFFICERS OF THE REGISTRANT

Our executive officers and their ages as of July 31, 2009, are as follows:

Name Age Title

Stanton D. Sloane 58 President and chief executive officer

Timothy J. Atkin 46  Executive vice president and chief operating officer
Richard J. Nadeau 55 Executive vice president and chief financial officer
Ernst Volgenau 75 Chairman of Board of Directors

Mark D. Schultz 49  Senior vice president and general counsel

Joseph P. Burke 63 Senior vice president, national security sector

Max N. Hall 54 Senior vice president, health and civil sector

Stanton D. Sloane joined us in April 2007 as our president and chief executive officer. He became a member of the Board of Directors in August 2007.
Previously, Dr. Sloane served as executive vice president for Integrated Systems and Solutions at Lockheed Martin Corporation from 2004 to 2007 and as
president for Lockheed Martin Management/Data Systems from 2003 to 2004. Prior to Lockheed Martin, he joined General Electric Aerospace in 1984 and
progressed through engineering, program management, and business development assignments in a variety of General Electric Aerospace and subsequently
Lockheed Martin businesses. Dr. Sloane also served as an officer in the United States Navy.

Timothy J. Atkin was named our executive vice president and chief operating officer in December 2008. Previously, he managed our Global Health and
Civil Government businesses, and he started our homeland security and critical infrastructure protection programs. Before joining SRA, Mr. Atkin was a member
of the U.S. Government Senior Executive Service and Chief of Staff to the Deputy Secretary of the Department of Labor. He was also a director at the National
Security Council and served with the U.S. Coast Guard. Mr. Atkin has a Bachelor of Science in Government from the U.S. Coast Guard Academy and received a
Masters in Public Administration from Harvard University’s John F. Kennedy School of Government.

Richard J. Nadeau is our executive vice president and chief financial officer, having joined the company in June 2009. From September 2007 to May
2009, he served as chief financial officer for Sunrise Senior Living, Inc., and from March 2006 to May 2007, he was chief financial officer for The Mills
Corporation. Previously he was the chief financial officer for Colt Defense LLC. Mr. Nadeau was a partner for KPMG LLP from 2002 to 2005 and for Arthur
Andersen LLP trom 1988 to 2002, where he was a member of the SRA audit team.

Ernst Volgenau is our founder and has served as our chairman of the Board of Directors since October 2003. He served as our chief executive officer from
October 2003 until December 2004. From 1978 to October 2003, he served as our president and as a director. From 1976 to 1978, he served as the director of
inspection and enforcement for the U S. Nuclear Regulatory Commission. Dr. Volgenau retired from active duty with the U.S. Air Force with the rank of Colonel
in 1976. His military service included positions in the Office of the Secretary of Defense and as director of data automation for the Air Force Logistics
Command.

Mark D. Schultz was named our senior vice president and general counsel in June 2008. He was elected as Secretary of SRA International, Inc. in January
2009, Previously, he was General Counsel at Raytheon Missile Systems, in Tucson, Arizona from October 2003 to May 2008. Prior to that he was a partner at
Sidley Austin (Seattle and Tokyo offices) from 1998 to 2003 and at Perkins Coie (Seattle and Los Angeles offices) from 1984 to 1998. Mr. Schultz graduated
from Harvard Law School, magna cum {aude and was a member of the Harvard Law Review.

Joseph P. Burke is the senior vice president of our National Security sector. He is responsible for the design, development, implementation and operations
of mission oriented systems, solutions, services, products and offerings. Mr. Burke joined SRA in 1992 and has extensive large-scale program management,
acquisition and IT systems engineering experience. Prior to joining SRA, Mr. Burke worked as a program manager at CEXEC, Inc., from 1988 to 1992 after a
distinguished military career with the U.S. Air Force.
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Max N, Hall has served as senior vice president of our Health & Civil Sector since 2008. Mr. Hall joined SRA in 1992 and has over 30 years of business
management, program management, engineering and hands-on operational experience. He has led organizations from in support of health, civil and defense
agency customers. He has served as a program manager of complex integration projects. His engineering background includes Command, Control,
Communications and Intelligence (C31) projects and designing and integrating computer networks. Mr. Hall also served as an officer in the U.S. Army from 1978
to 1992 i

In December 2008, our Board of Directors named Dr. Volgenau, Dr. Sloane and Mr. Atkin to the newly established Executive Office of the Chairman, the
objective of which is to set the company’'s strategic direction and oversee its execution.

[tem 1A. RISK FACTORS
Risks Related To Our Industry

Reduction in Federal Government Spending or Changes in Spending Policies or Budget Priorities: Clhanges in the spending policies or budget priovities of
the federal government could cause us to lose revenue.

Revenue from contracts with federal government agencies was 92% of our total revenue for the fiscal year ended June 30, 2009, 95% for the fiscal year
ended June 30, 2008 and 99% for the fiscal year ended June 30, 2007. Accordingly, changes in federal government fiscal or spending policies could directly
affect our financial performance, Among the factors that could harm our federal government contracting business are:

. the curtailment of the federal government’s use of service contractors, including new legislation, procurement regulations, or deference to certain
union preferences that cause federal agencies to adopt restrictive procurement practices regarding the use of outside information technology
providers;

. a significant decline in spending by the federal government in general, or by specific departments or agencies in particular;

. a reduction in spending or shift of expenditures from existing programs to pay for an international conflict, to pay for the economic stimulus, the

national healthcare initiative, or other federal priorities,

. changes in policy and goals by the government providing set aside funds to small businesses, disadvantaged businesses, and other socio-economic
requirements in the allocation of contracts; and

. general economic and political conditions.

These or other factors could cause federal government agencies and departments to reduce their purchases under contracts, to exercise their right to
terminate contracts, or not to exercise options to renew contracts, any of which could cause us to lose revenue. The threat of reduced levels of outsourcing
through “insourcing” efforts aimed at improving the organic capabilities of the U.S. federal government, as proposed in recent Defense Department
communications and budget documents, could be of particular concern for our business and our industry. We do not yet know which government customers or
types of services are likely to be affected by any such reductions. We have substantial contracts in place with many federal departments and agencies, and our
continued performance under these contracts, or award of additional contracts from these agencies, could be materially harmed by federal government spending
reductions or budget cutbacks at these departments or agencies.

Failure by Congress to Approve Budgets Timely: The failure by Congress to approve budgets on a timely basis for the federal agencies we support could
delay or reduce spending and cause us (o lose revenue.

On an annual basis, Congress must approve budgets that govern spending by each of the federal agencies we support. When Congress is unable to agree on
budget priorities and is unable to pass the annual budget on a timely basis, Congress typically enacts a continuing resolution. A continuing resolution allows
government agencies to operate at spending levels approved in the previous budget cycle. When government agencies must operate under a continuing
resolution, it may delay funding we expect to receive from clients on work we are already performing and will likely result in any new initiatives being delayed,
and potentially cancelled.
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Failure of Our Clients to Comply with Office of Management and Budget Requirements: The Office of Management and Budget process for ensuring
government agencies properly support capital planning initiatives, including information technology investments, could reduce or delay federal information
rechnology spending and cause us to lose revenue.

The Office of Management and Budget, or OMB, supervises spending by federal agencies, including enforcement of the Government Performance Results
Act: This Act requires, among other things, that federal agencies make an adequate business justification to support capital planning initiatives, including all
information technology investments. The factors considered by the OMB include, among others, whether the proposed information technology investment is
expected to achieve an appropriate return on investment, whether related processes are contemporaneously reviewed, whether inter-operability with existing
systems and the capacity for these systems to share data across government has been considered, and whether existing off-the-shelf products are being utilized to
the extent possible. If our clients do not adequately justify proposed information technology investments to the OMB, the OMB may refuse funding for their new
or continuing information technology investments, and we may lose revenue as a result.

Security Threats: U.S. government contractors could be negatively impacted by security threats and other disruptions.

As a U.S. government contractor, we and other companies in our industry face an increasingly sophisticated array of highly capable and persistent global
security threats to information infrastructures. Similar to public reports involving other companies in our industry and as we have previously disclosed in our
Quarterly Reports on Form 10-Q, a sophisticated: virus believed not to be addressed fully by our system’s commercial antivirus software was identitied earlier in
the year on the