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After fifty years,
we continue
to help the world’s
best companies 
become even
better through the
talents of
our exceptional

people.
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Mitch Wienick
President and Chief Executive Officer

to our shareholders,
It would be easy to focus on the past as we

observe CDI Corp.’s 50th anniversary in September

2000. We have much to celebrate. We are one of the

world’s largest staffing and outsourcing providers.

We have a rich tradition of technological innovation.

We have an enviable roster of blue-chip customers.

And we have thousands of talented employees who

represent a deep reservoir of intellectual capital. Yes,

we truly have much to celebrate. But our focus is

firmly on the future, because we think that the best

is yet to come.

Why?
• First, our staffing and outsourcing markets have 

enormous long-term growth potential.

• Second, CDI has unique advantages supporting 

our ability to participate in that growth.

• And, finally, CDI’s strategies for achieving and 

sustaining long-term growth are right on target. 

In 1999, CDI revenues increased 4 percent to

$1.602 billion. Earnings per share from continuing

operations increased 16 percent over 1998 and our

operating profit margins improved from 4.9 percent

to 5.4 percent in 1999. Key factors affecting our

results were historically low unemployment rates,

which caused especially tight candidate markets, and

a slowdown in the information technology services

market related to Y2K concerns. We did not achieve

all of our financial objectives, with revenue growth

being particularly anemic. However, we continued to

see fundamental improvements in the business. We

stayed the course and we executed a number of crit-

ical long-range changes needed to support growth.

As a result, we are now better positioned for growth.

We’ve seen staffing and outsourcing markets

grow at a rate of about 18 percent compounded

annually during most of the 1990s. I believe that

broad workplace trends will drive even more growth

in the use of flexible networks of employees in the

future. Key growth drivers will be the rapid pace of

technological change, the need for businesses to

seize opportunities and to react to threats with

unprecedented speed (think of the Internet here), as

well as the personal and professional choices more

employees are making. Significant events are chang-

ing the way we all work and the evidence suggests

that the pace of change isn’t going to slow down

anytime soon.

CDI’s unique advantages include our long-term

relationships with blue-chip customers who are 

leaders in their industries. We have gotten better at

leveraging these relationships. We need to get better

still to take full advantage of substantial cross-selling

opportunities to achieve stronger growth. Our 

advantages also include the distinct competitive 

differentiation of our four primary business units.

Technical Services is known for its ability to deliver

highly specialized engineering talent or deliverables.

Information Technology Services is developing a 

reputation for its ability to manage complex projects

in multiple locations. Todays Staffing is known for the

superior caliber of its temporary employees. 
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our markets have enormous
growth potential

And Management Recruiters International is the clear

world leader in middle management permanent

recruiting with an unmatched ability to quickly fill

hundreds of positions with the right people.

Importantly, we are able to deliver our specialized

capabilities separately or to strategically aggregate

them for our customers.

But our most important competitive advantage is

our nearly 32,000 staff and contract professionals. In

my mind, success ultimately comes down to having

extremely talented people who really understand

their customers and the needs of their 

customers. We’ve got those people and we’ve got a

smart, energetic, enthusiastic management team

supporting them.

Finally, I believe CDI’s strategies for long-term

growth are right on target. Our focus is on executing

these five strategies:

1. Evolve our businesses to a solutions 
orientation and deliver integrated solutions 
to our customers.

Our businesses today tend to be grouped in two 

categories. The first is the delivery of human

resources, or, in other words, the people to do the

job. The second is technical deliverables, or finished

work products such as engineering drawings or 

software code. In each case, our objective is to move

upthevaluechain to deliver solutions to our customers. 

In the human resources area, this means helping

our customers not just to hire people, but also to

retain and develop them, and our Management

Recruiters International subsidiary is pursuing 

opportunities to advance this strategy. In the area of

technical deliverables, this means providing more 

outsourcing and full solutions delivery. This strategy is

evident at CDI Marine, for example, with its acquisi-

tion of Band Lavis & Associates, which gave us 

conceptual design and marine architecture capabili-

ties we didn’t have previously.

In both areas, the objective is the same — grow

the value we provide to the customer and, by doing

so, grow our margins.

2. Penetrate new industries with new and 
existing services.

Let me give you a couple of exciting examples on how

we are going about doing this. In the engineering

area, we have been adding the necessary capabilities

as part of our focus on moving from areas we have

traditionally served, such as hydrocarbons, aerospace

and automotive, to vital new growth areas such as

pharmaceuticals, biotechnology, microelectronics and

medical devices.

In the telecommunications area, to cite another

example, we’re focusing on growth in higher margin

technologies, including central office switch installa-

tion and maintenance and high-speed telephone and

cable services. We’re also targeting expansion of our

our focus is firmly
on the future
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telecommunications services to a wider range of

equipment manufacturers and other telecommunica-

tions providers.

3. Go global through targeted acquisitions,
then grow those businesses organically.

We have had an international presence for a number

of years, primarily centered in the United Kingdom

through CDI-Anders Glaser Wills, which continues to

perform exceptionally well. But international growth

is an area in which we’re just beginning to systemat-

ically focus. An example of how we see our 

international growth developing involves MRI and the

Humana International Group. 

In April of 1999, we acquired Humana

International Group, a franchise permanent place-

ment organization which now has nearly 160 offices,

primarily in Europe and Asia. This is an excellent com-

plement to MRI since we can transfer capabilities

such as know-how, training and technology between

these organizations.

More broadly, our objective is to build a CDI

presence in 12 to 15 key cities globally, initially

through acquisition, then to grow the acquired 

businesses organically. At the same time, we are 

continuing to work as partners with major multi-

national customers to build a CDI presence where

they need us to support them. One example is the

opening of a Technical Services outsourcing facility in

Mexico to service a key aerospace customer. Another

is the acquisition of Asset Computer Personnel in

Canada to support a major electronics customer.

4. Differentiate CDI through value-added 
services of superior quality.

In our business, quality really matters and we are 

continuing to aggressively implement our Quality as a

Business Strategy (QBS) program as well as other

quality programs, such as ISO, where these are

appropriate to the needs of our customers. In 1999,

we had 11 CDI offices achieve Level One QBS

Certification, the most stringent of the certification

levels currently attained by any of our offices. 

In engineering and other technical services, 

quality is fundamental to the product or service we

deliver. But other business units are able to use 

quality as a competitive advantage as well. Todays

Staffing, for example, has developed a strong 

reputation for delivering high quality service, which

we believe is an important element in its superior

profitability. 

we have unique advantages supporting 
our growth prospects
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our strategies are
right on target

Mitch Wienick
President and Chief Executive Officer

5. Use technology to gain a competitive 
advantage.

Our technology strategy currently consists of two key

initiatives. 

The first initiative is the implementation of 

common systems that will give us the ability to easily

access, manage and use information to drive the

business, and which will serve as the foundation

required to support Internet-enabled, end-to-end

automated solutions. Critical activities in support of

this initiative include our implementation of an 

integrated recruiting database and of a SAP R/3

enterprise-wide information system for financial,

human resources and project management activities.

We will complete our SAP installation in 2000, and

are upgrading our recruiting software concurrent

with the SAP installation to ensure a seamless inter-

face between these two important systems.

The second initiative is to leverage the Internet

for candidate acquisition, to create and deliver new

products and services, and as an operational enabler

to increase speed, improve quality and reduce costs.

The Internet has been an integral part of our business

since the earliest job boards and we have many 

exciting activities underway. For example, MRI’s

BrilliantPeople.com recruiting web site is a powerful

web presence and provides the foundation for more

new services in 2000. Likewise, we have been testing

customized web-based interfaces with certain large

CDI customers to automate the process of receiving

requests for candidates and for generating candidate

submittals. 

In the long term, we ultimately envision automa-

tion of all major transactions such as customer 

requisitions, time collection, payroll, and billing and

payment collection.

As with all things related to the Internet, stay

tuned. We expect the pace of change to be fast and

furious.

Finally, no discussion of CDI’s 50th anniversary

would be complete without an acknowledgement

and heartfelt thank-you to Walter R. Garrison, P.E.,

Chairman of the Board of CDI Corp. and, before his

retirement as CEO in 1997, the driving force behind

CDI for most of its history. Walt really created and

shaped much of the modern CDI, and we have 

benefited much from his enduring efforts and

boundless energy.

As we approach our 50th anniversary, CDI is

indeed firmly focused on the future. We are fully

appreciative of our rich history and especially of the

unique contributions of all of the men and women

whose creativity and energy brought us to this point,

and we believe the best tribute we can offer to them

is to realize the full potential of our future. We plan

to do so.

Sincerely,
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Philadelphia–based CDI Corp. (NYSE: CDI) increases the productivity and competitive-
ness of its Fortune 1,000 customers with customized staffing and outsourcing solutions
provided by nearly 32,000 employees in four business units.

Information Technology Services

Technical Services

Management Recruiters International

Todays Staffing

CDI at a glance

21%
of Revenue 

22%
of Profit

58%
of Revenue 

42%
of Profit

7%
of Revenue 

21%
of Profit

14%
of Revenue 

15%
of Profit

Philadelphia-based CDI Information
Technology Services provides information
technology staffing and professional 
services. The unit provides a broad spectrum
of IT talent through its staffing services. 
It also provides professional services on an
outsourced basis with a particular emphasis
on distributed systems management, 
applications development and maintenance

support, help desk services and PC support.
The unit employs nearly 4,300 staff and con-
tract professionals and operates a network of
50 offices.

CDI is one of the world’s largest providers 
of technical staffing and outsourcing services.
Its products and services span a continuum
from staffing and managed staffing to 
project and functional outsourcing to full-
scope engineering and construction manage-
ment. Major divisions and subsidiaries 

within the business unit include CDI Technical
Services, CDI Engineering Group, Inc.,
Modern Engineering, Inc., CDI-Anders Glaser
Wills, Ltd., and CDI Marine Group. 

Cleveland-based MRI is the clear winner 
as the world’s largest search and recruitment
organization, operating from a network 
of more than 1,000 franchise and company
owned offices in 18 countries at year-end
1999. MRI divisions include  Management
Recruiters®, which helps clients identify 
and hire managerial and professional talent; 
Sales Consultants®, which specializes in 

placement of sales professionals;
CompuSearch®, focusing on information
technology professionals; OfficeMates5® and
DayStar®, providing administrative and clerical 
personnel on a temporary and permanent
basis; and, Humana International Group, 
specializing in management search globally. 

Dallas-based Todays Staffing™, Inc., is a 
leading provider of clerical, administrative,
professional and professional support 
staffing on a temporary, temporary-to-hire
and direct-hire basis. Divisions include Todays
Office Staffing™, specializing in general 
office administrative and clerical support;
Todays Legal Staffing®, specializing in 

full-service professional and administrative
legal staffing; and, in Canada, Todays
Staffing™, Ltd., specializing in office clerical
and light industrial staffing.
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In 1999, CDI Information Technology
Services completed its first full year as a
stand-alone business unit under extremely
challenging market conditions. Many 
customers, concerned about potential Y2K
complications, devoted a significant portion
of their IT resources to Y2K remediation
and delayed initiating discretionary IT proj-
ects. However, the unit is well positioned 
to take advantage of pent-up IT demand in
2000.

In 2000, the unit is focusing on three key
growth strategies: 
• Improve recruiting productivity

and retention. 
• Diversify its customer base by targeting

new markets and new customers. 
• Grow its professional services 

outsourcing business. 

Technical Services made significant
improvements in profitability in 1999 with
initiatives including pricing changes 
and increased selectivity in contract bids
and proposals. Year-over-year operating
profit increased 34 percent in 1999. The
unit also began to realize new revenues in
the second half of the year from new
industries that it is targeting.

Historically, Technical Services’ largest 
markets have been aerospace, electronics,
petrochemical, automotive, telecommunica-
tions and marine. The unit is focusing on
expansion into new industries including 
specialty chemicals, pharmaceuticals, 
biotechnology, medical devices and the food
and beverage industries, as well as on
increasing its participation in its existing
industries through new products and services.

In 1999, MRI essentially matched its record-
setting performance of 1998, but new
growth was constrained in large part by an
exceptionally tight candidate market.
However, the unit achieved important strate-
gic goals in 1999, including the successful
launch of BrilliantPeople.com, its unique
career website linking candidates directly to
recruiters. The site provides the platform for
new Internet services.

Key growth strategies include: 
• Enhance technology leadership including

new Internet services. 
• Accelerate international growth.
• Grow the number and effectiveness of

franchisees.
• Deliver new human resources consulting

services.

In 1999, Todays’ consistent execution 
of its strategies again drove record sales
and profits. The unit completed its 
largest acquisition to date, the purchase 
of Staffing Consultants, Inc., which 
significantly expanded Todays’ presence 
in metropolitan Chicago, the largest 
temporary staffing market in the United
States. Todays also purchased six of 
its franchised offices in 1999.

Key strategies for Todays include:
• Prioritize market share growth in 

selected current markets.
• Target sales growth in higher margin

accounts.
• Accelerate growth in the legal staffing

business.
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Tejinder Luthra
Programmer/Analyst

“I chose to work for CDI because it has 
a blue–chip customer base. I know this will
translate into exceptional growth 
opportunities for me as a contract professional.”

Recent Project
Developing in-house interface applications 
for an Oracle database at a utility company.

Experience
Three years of information technology 
experience. Managed conversion activities from
legacy systems to Oracle; developed 
applications client/server architecture and batch
systems. Developed three-tier architecture 
for Internet applications.
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technology services
information

For CDI Information Technology Services, the largely uneventful passing of Y2K 

represented opportunity for renewed growth.

In 1999, CDI Information Technology Services completed its first full year as a 

stand-alone business unit and did so under extremely challenging market 

conditions. Tight candidate supply, particularly for people with high-end IT skills,

was exacerbated by weak customer demand because customers, concerned about

potential Y2K complications, devoted a significant portion of their IT resources to

Y2K remediation and delayed initiating discretionary IT projects.

As a result, CDI Information Technology Services’ growth was constrained in 1999. Unit

revenues increased 3 percent over 1998 to $331.5 million while operating profits

increased 6 percent to $22.6 million. Operating profit margins increased to 6.8

percent from 6.6 percent in 1998.

Philadelphia-based CDI Information Technology Services provides information 

technology staffing and professional services. The unit provides a broad spectrum

of IT talent through its staffing services. It also provides professional services on an

outsourced basis with a particular emphasis on distributed systems management,

applications development and maintenance support, help desk services and PC

support. The unit employs nearly 4,300 staff and contract professionals and 

operates a network of 50 offices.

CDI began offering a range of IT services in 1993 through its Technical Services 

business unit, and the results the unit achieved in 1999 represented a pause in an

otherwise strong record of growth. In the past five years, IT revenues have increased

90 percent and operating profits have increased 126 percent, primarily through

organic growth. To support continued long-term growth, CDI Information

Technology Services was reorganized in October 1998 to serve as a stand-alone

business unit with its own management structure and strategic plan.

In 2000, the unit is focusing on three key growth strategies:

• Improve recruiting productivity and retention.

• Diversify its customer base by targeting new markets and new customers.

• Grow its professional services outsourcing business.

Improve recruiting productivity and retention.

For IT professionals with high-end skills, unemployment has been effectively 

non-existent, creating a seller’s market and the need for a sustained focus on 

recruiting productivity and retention. In 1999, the unit identified recruiting best

practices as part of its focus on standardizing branch operations, and transitioned

from a regional management structure to a unified, national management 

structure for staffing services.
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CDI’s electronics customers include

leading computer manufacturers.

ELECTRONICS

The unit implemented standardized operating practices in about 30 percent of

Information Technology Services’ offices in 1999 and will standardize operations

in the remaining offices in 2000.

While the Internet continues to be an important venue for identifying IT candidates,

CDI Information Technology Services is emphasizing recruiting practices designed

to identify “passive” candidates, or those people who are not actively seeking

employment. Unit metrics show significantly higher retention rates for passive

candidates, which is a competitive advantage in a tight labor market. To further

enhance retention rates, the unit plans to make improvements in its process for

transitioning contract employees into new assignments upon completion of their

existing projects.

Diversify its customer base by targeting new markets and new customers.

Because of its historic affiliation with CDI Technical Services, the customer base of CDI

Information Technology Services has been disproportionately skewed toward

large, multi-national, manufacturing-oriented customers. In 1999, the unit 

successfully began targeting new industries, including financial services and

telecommunications, in order to diversify its customer base, and will continue this

emphasis in 2000. In addition to targeting new industries, the unit also is 

targeting a broader range of customers, including mid-sized regional companies.

In order to support growth both with smaller customers and with its large, existing 

customers, CDI Information Technology Services is targeting geographic expansion

of its network of offices both in the United States and internationally. Last year,

the unit opened a new branch in Indianapolis and, in December 1999, acquired

Asset Computer Personnel (ACP) in Canada, a provider of temporary and 

permanent information technology staffing services with $27 million (U.S.) in 

fiscal 1999 revenues. ACP was founded in 1985 in Toronto, the seventh largest

information technology staffing market in North America.

In 1998, CDI acquired Harvard Associates, Ltd., which supplies information technolo-

gy staffing and services in the United Kingdom. In 2000, Harvard Associates

intends to expand its service offerings to include permanent IT recruiting 

capabilities and expects to open a full-service IT office in Bristol.

The unit will continue to evaluate additional opportunities for international expansion,

particularly where expansion helps it to better serve the needs of existing 

multi-national clients while providing a base from which to reach new customers.
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Grow its professional services outsourcing business.

In 1999, staffing and managed staffing services accounted for approximately 90 

percent of CDI Information Technology Services revenues while outsourced 

professional services accounted for about 10 percent of revenues. The unit is tar-

geting significant growth in its high-margin professional services. In support of this

strategy, the unit created a dedicated professional services sales force in 1999, and

has identified a range of specialized niche services that present attractive, long-

term growth opportunities, including e-commerce services. The unit will evaluate

opportunities for professional services growth both organically and by acquisition.

Quality is a theme that crosses all of the unit’s strategic initiatives. To ensure that 

customers continue to view its services as providing high value, CDI Information

Technology Services is continuing its focus on integrating quality metrics in all of

its activities. In 1998, the unit’s Troy, Michigan, office was the first to achieve the

stringent Level One certification under CDI’s Quality as a Business Strategy (QBS)

program and, in 1999, four out of 11 new QBS Level One certifications were

awarded to CDI Information Technology Services offices.

CDI Information Technology Services is well positioned for long-term growth in 2000

and beyond. Because it recognized Y2K-related work as a finite growth 

opportunity, the unit realized only a small percentage of revenues from Y2K work

— much of which was in response to demand from existing customers. While 

customers held off on discretionary IT projects in the latter half of 1999, most 

indicated near-term plans to move forward on new information technology 

projects in 2000, representing significant pent-up market demand.

the unit is a long–term
growth engine

Fiber optic technology represents

a growth opportunity in telecom-

munications.

TELECOMMUNICATIONS



George Reidel
Civil Structural Engineer

“I have built up a diverse range of expertise.
Customers benefit from my varied skills
because they can allocate me to any project
without having to re-train me in different 
technologies every time.”

Recent Projects
Several projects for a large engineering 
company, including designing an environmental
concrete containment pit for chemical effluents
in Philadelphia and drawing up repair plans
with AutoCad for a river basin in Illinois.
Also analysis of reactor supports using Staad-III
for two plants in South America.

Experience
Thirty-two years of experience in structural
design in various industries including energy,
nuclear energy, chemical process 
manufacturing and petrochemicals.
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technical
services

The collective engineering know-how that is at the heart of CDI Technical Services

touches each of us nearly every day — from the aircraft and automobiles in which

we travel to the defense systems and U.S. Navy ships that protect our shores, from

the telephones and computers that link us to the world to the consumer goods that

make our lives more enjoyable.

Extending that reach even further, to provide more engineering talent to more 

customers in more places is the unit’s simple and focused strategy for growth.

CDI is one of the world’s largest providers of technical staffing and outsourcing 

services. Its products and services span a continuum from staffing and managed

staffing to project and functional outsourcing to full-scope engineering and 

construction management. Major divisions and subsidiaries within the business unit

include CDI Technical Services, CDI Engineering Group, Inc., Modern Engineering,

Inc., CDI-Anders Glaser Wills, Ltd., and CDI Marine Group.

For Technical Services, 1999 was its first full year of operation since its information 

technology services were reorganized to be delivered by the stand-alone CDI

Information Technology Services unit, and improving profitability was a major

thrust across the organization. In 1999, unit revenues increased 3 percent over

1998 to $929.1 million while operating profits increased 34 percent over 1998 to

$44.4 million. Operating profit margins increased from 3.7 percent in 1998 to 4.8

percent in 1999.

In addition to sustaining profitability improvements, the unit entered the year 2000 with

a sharp focus on increasing revenues.

Historically, the largest markets served by the unit have been aerospace, electronics,

petrochemical, automotive, telecommunications and marine. Expansion into new

markets is integral to the unit’s growth strategy, and its divisions are intensifying

their focus on the specialty chemicals, pharmaceuticals, biotechnology, medical

devices and the food and beverage industries. In addition, the unit is focused on

increasing its participation in its existing industries through new products and 

services.

CDI Technical Services

Phoenix-based CDI Technical Services delivers technical staffing and outsourced 

engineering services. Its telecommunications division provides engineering and

craft staffing services, and CDI Technical Services, Ltd., provides technical staffing

and services in Canada. At year-end 1999, the division employed more than 10,500

staff and contract employees and operated 108 offices.
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Important since the company’s

founding, aerospace continues to

represent a key industry served. 

AEROSPACE

In 1999, to improve the profitability of its technical staffing and managed staffing 

services, the unit launched a standardized bid and proposal process across the 

division, which includes bid/no bid criteria, and implemented pricing changes for

new contracts. In 2000, the unit will continue to optimize pricing for national

accounts and is targeting growth in revenue and profitability by increasing its

focus on selling staffing services to smaller, more profitable commercial accounts. 

Technical Services’ engineering services division provides outsourced engineering 

services, predominantly for the aerospace industry. In 1999, the engineering 

services division augmented its leading position in turbomachinery mechanical

design with new electronics engineering capabilities which it will use not only to

serve the needs of its existing aerospace customers but also to expand its services

to the satellite and electronics industries.

In addition, the engineering services division is developing plans to extend its 

engineering capabilities to the fragmented medical devices industry, which it

intends to initiate late in 2000. The sophisticated skills and processes required in

its aerospace engineering services are readily transferable to medical devices.

Technical Services’ telecommunications division has expanded its training capabilities in

order to be able to generate more technical candidates. In 2000, the division plans

to expand its geographic coverage for telecommunications services, particularly in

the eastern and midwestern United States.

In addition, it will focus on growth in higher margin technologies, including central

office switch installation and maintenance and high-speed telephone and cable

services. The division also is targeting expansion of its services to a wider range of

equipment manufacturers and other telecommunications providers.

Technical Services is also pursuing targeted international expansion, typically in 

conjunction with the needs of an established international customer. For example,

in 1999 the division established an engineering service center in Mexico to serve

an existing customer.

CDI Engineering Group

Philadelphia-based CDI Engineering Group provides full-scope engineering and 

construction management services to a variety of industries, including hydrocar-

bon/petrochemicals, specialty chemicals, manufacturing, pharmaceuticals and

our focus is on 
integrating solutions
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Specialty chemicals is a newer segment

for engineering services.

SPECIALTY CHEMICALS

biotechnology. Its divisions include Herzog-Hart Group, Inc. At year-end 1999,

CDI Engineering Group employed nearly 1,500 people and operated 13 offices.

In 1999, the CDI Engineering Group made important improvements in what has 

historically been its core business serving the hydrocarbon/petrochemical 

industry by reorganizing its Texas operations and expanding its customer base

through the addition of 21 new customers.

The subsidiary continued its expansion into the pharmaceuticals industry with the 

formation of a new engineering service center in Philadelphia, and established a

new industrial/manufacturing division providing highly skilled 3-D parametric

design capabilities to industrial customers. The pharmaceuticals and industri-

al/manufacturing segments represented 20 percent of CDI Engineering Group

revenues at the end of 1999.

In 2000, CDI Engineering Group is focusing on three key strategic initiatives.

First, the subsidiary has formed a group to develop licensing agreements and 

relationships with targeted technology partners and will provide engineering,

procurement and construction management services for projects sold as a 

technology package.

Second, CDI Engineering Group also will focus on expansion of its industrial/

manufacturing and pharmaceutical divisions. For its industrial/manufacturing

division, the initial focus will be on expansion of facility engineering and 3-D

design services to additional industrial customers. For its pharmaceuticals 

division, CDI Engineering Group will focus on expansion of its Philadelphia-based

capabilities and also on targeted international expansion.

Finally, CDI Engineering Group is targeting expansion of its major project capabilities

with a focus on projects which represent a total customer investment of $25 

million to $100 million. In support of this objective, it is adding executive-level

project management capabilities in all offices and expanding its process 

engineering capabilities for process development and conceptual design. In 

addition, it has acquired world-class process simulation and cost estimating 

capabilities and will apply its proprietary object oriented project delivery 

methodology in all offices.

Modern Engineering

Troy, Michigan-based Modern Engineering provides technical and engineering

staffing and services to the automotive industry, including original equipment

manufacturers and tier suppliers. At year-end 1999, the subsidiary employed

about 1,500 staff and contract employees and operated seven offices.
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Modern Engineering serves the

automotive market.

AUTOMOTIVE

In 1999, the subsidiary maintained a sharp focus on achieving significant improve-

ments to profitability by implementing price increases and reengineering 

operations to improve effectiveness while reducing costs. Modern Engineering

also strengthened its relationships with major customers, including the establish-

ment of a dedicated engineering center in Auburn Hills, Michigan, to serve

DaimlerChrysler. It also enhanced its ability to provide higher margin managed and

outsourced engineering services under specific criteria that limit its risk and 

investment requirements.

In 2000, Modern Engineering is focusing on two major strategic initiatives designed to

expand the scope of its services to its customers. It intends to broaden its staffing

capabilities to include vehicle telemetry and infotronics, quality service and war-

ranty, powertrain and alternative fuels, and non-technical areas. In addition, the

subsidiary is targeting expansion of its engineering and design capabilities to

include robotics application technology and specialty vehicles.

CDI-Anders Glaser Wills

Southampton, England-based CDI-Anders Glaser Wills (CDI-AGW) provides technical

staffing and recruiting services to the building, property and engineering industries

in the United Kingdom.

CDI-Anders Glaser Wills continued its record of strong growth in revenue and 

profitability in 1999. An important accomplishment for the subsidiary was the

March 1999 acquisition of technical staffing firm Euro Elite, giving CDI-Anders

Glaser Wills an important new presence in central London, where nearly 40 

percent of its market is served. 

At year-end 1999, CDI-AGW and Euro Elite employed nearly 1,500 staff and contract

employees and operated 12 offices. Permanent placements totaled more than

1,350 in 1999. With the Euro Elite acquisition, CDI-Anders Glaser Wills firmly

established its position as the second largest provider of technical and engineer-

ing staffing in the U.K.

In 2000, CDI-Anders Glaser Wills will continue to focus on geographic expansion with

new offices in Scotland and Ireland. In addition, CDI-Anders Glaser Wills will

expand its permanent and temporary staffing capabilities to serve the telecom-

munications industry.

CDI Marine Group

Jacksonville, Florida-based CDI Marine Group provides marine design, naval architec-

ture and aviation support services to the U.S. Government, private shipbuilders

and other marine industry clients. CDI Marine Group encompasses CDI Marine
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CDI Marine Group provides engineering

services to both government and private

sector customers.

MARINE

Company, The M&T Company, and Band, Lavis & Associates. At year-end 1999,

CDI Marine Group employed nearly 800 people and operated 14 offices.

Despite challenging market conditions, CDI Marine Group achieved important financial

and strategic objectives in 1999 and prepared the foundation for expanding its

services in 2000.

In 1999, CDI Marine Group won the renewal of important contracts for key customers

as well as new contracts for private businesses and for government agencies. 

A key win was the award of a General Services Administration Professional

Engineering Services contract under which CDI Marine Group is approved to 

market services from any of its divisions to any U.S. Government agency, a 

prerequisite for expanding its services to the government.

CDI Marine Group also successfully demonstrated the assembly of key components for

its $23 million Joint Modular Lighter System (JMLS) project, which was critical to

the continuation of the program. The JMLS will provide a means of discharging

cargo from strategic sealift ships and moving cargo to shore in the event that port

entry is denied, degraded or not available. CDI Marine Group anticipates that it

will continue as the program manager for the $37 million Phase III of this program

beginning in late 2000.

In 1999, CDI Marine Group’s new contracts included a contract to serve as the 

subcontractor for the design of a 60-knot patrol air cushion vehicle for a Finland-

based customer, and combined contracts to provide naval architecture and 

concept design support for new U.S. Navy projects, including an advanced 21st

century destroyer. CDI Marine Group also assembled a team of experts in marine

waterjet propulsion technology and won a contract to develop improved design

tools for the Navy.

In order to support new, long-term growth, in 2000 CDI Marine Group intends to

broaden its market capabilities and services, potentially including expansion of the

systems engineering capabilities it provides to the U.S. Navy and entry into the 

offshore oil and gas exploration and production industry.

we will expand our 
services and markets



Philip Misata
Manager, Global Support Services,
Campbell Soup Company

“I would definitely recommend MRI to 
anyone who wants to further their career. 
My recruiter was committed to finding 
me a position that best met my career and
professional goals.”

Recent Project
Managing Campbell’s strategic global 
help desk environment.

Experience
Nine years of information technology 
experience in help desk environments across
different industries, including technology,
banking, finance and consumer manufac-
tured goods.
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recruiters international
management

As Management Recruiters International, Inc., (MRI®) prepares to broaden the

scope of its services, including new Internet offerings, it does so from a 

position of unique strength.

Cleveland-based MRI is the clear winner as the world’s largest search and 

recruitment organization, operating from a network of more than 1,000 franchise

and company-owned offices in 18 countries at year-end 1999. MRI divisions

include Management Recruiters®, which helps clients identify and hire 

managerial and professional talent; Sales Consultants®, which specializes in

placement of sales professionals; CompuSearch®, focusing on information

technology professionals; OfficeMates5® and DayStar®, providing administra-

tive and clerical personnel on a temporary and permanent basis; and, Humana

International Group, specializing in management recruiting globally.

In addition to the brand advantage MRI derives from its global scale in the 

fragmented search and recruitment industry, MRI has no true competitor for

certain capabilities, such as rapidly recruiting hundreds of professionals to

support a new product launch. In 1999, more than 4,500 recruiters in the MRI

network helped to place over 35,000 professionals.

In 1999, MRI essentially matched its record-setting performance of 1998, but new

growth was constrained in large part by an exceptionally tight candidate 

market. Revenues increased 1 percent to $113.3 million while operating 

profits declined by 2 percent to $22.5 million. Operating profit margins were

maintained at a very strong 19.8 percent, down slightly from 20.3 percent in

1998.

The unit achieved important strategic goals in 1999 and, anticipating a continua-

tion of very tight candidate markets in 2000 and beyond, has developed plans

for new products and services to generate new growth.

Key growth strategies include:

• Enhance technology leadership including new Internet services.

• Accelerate international growth.

• Grow the number and effectiveness of franchisees.

• Deliver new human resources consulting services.

Enhance technology leadership including new Internet services.

A key accomplishment in 1999 included the launch of BrilliantPeople.com, MRI’s

Internet recruiting site and the foundation for new Internet services.

BrilliantPeople.com is a value-added career portal to the thousands of
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The pharmaceuticals industry represents

a growth area for both technical and

recruiting services.

PHARMACEUTICALS

recruiters in the MRI network who personally review and match candidates with

job opportunities. BrilliantPeople’s “human touch” is a clear point of competitive

differentiation over job boards in which candidates are asked to entrust their

career development and management to a faceless computer database.

Launched in the third quarter of 1999, BrilliantPeople.com quickly struck a responsive

chord in a candidate-driven market with more than 14,000 unique users a day

conducting a total of more than one million job searches in January 2000. The site

experienced exponential growth in the number of job searches each month. A key

component of MRI’s Internet strategy also involves the launch in 2000 of

BrilliantSelect, a new on-line service through which clients can choose varying 

levels of recruiter support for Internet searches.

Integrated with the BrilliantPeople.com site is MRI’s TeamMRI Intranet through which

recruiters collaborate on assignments in industry-specific “Recruiter Villages.” The

TeamMRI Intranet also serves as the vehicle for enhanced recruiter training, a key

area of emphasis in 2000. In 1999, more than 200 hours of training were 

available via Intranet-based streaming video and the unit plans to have 60 

different training modules on-line by the end of 2000.

Accelerate international growth.

MRI extended its reach globally with the April 1999 acquisition of U.K.-based Humana

International Group, a privately held company providing search and recruitment

services through nearly 160 franchised offices in 16 countries, predominantly in

Europe and Asia. Humana International Group is an excellent complement to MRI, 

having been co-founded by a former MRI executive and utilizing a similar 

operating model.

Humana operates 77 franchised offices in the United Kingdom. Forty-six of its offices

operate in Germany as sub-franchisees of a master franchise for the country. The

remaining offices are located elsewhere in Europe, Asia and Latin America, operating

as sub-franchisees of a master franchise for each country. In 2000, MRI plans 

specific operational improvements to increase thenumberandeffectivenessof inter-

national franchisees. In 1999, Humana master franchises sold 20 new franchises.

retention and development
are opportunities
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We provide technical, IT, and
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staffing internationally.
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Grow the number and effectiveness of franchisees.

In 1999, MRI continued to experience strong demand for franchises, selling 97 new

ones. Because MRI franchisees are organized into “desk specialties” which focus

on specific industries, franchise sales are not inhibited by geographic constraints.

In 2000, MRI plans to implement improvements to refine the screening of 

potential new franchisees to improve franchise success and retention, and to

increase training and technology support to enhance the effectiveness of all 

franchisees. 

MRI also plans to expand its “Project Next Step” program under which successful 

franchisees provide counseling and support to enhance the success of high-

potential franchisees. In a test of this program in 1999, participants grew as much

as 40 percent faster than non-participating peers.

In 1999, MRI purchased two successful franchise offices who met certain high-

performance criteria. The unit anticipates the purchase of approximately four

franchise offices in 2000 under the program. In addition, MRI continues to assist

in facilitating the sale of existing franchise offices when franchisees want to retire.

Deliver new human resources consulting services.

As part of its 2000 strategic planning process, MRI, with input from its franchise

offices, identified new market opportunities to deliver a broader range of human

resource services, which it intends to pursue. Opportunities to broaden its range

of services, either through acquisition or organic growth, include assessment,

training and retention services, including, for example, compensation consulting,

performance appraisal, new-hire assimilation and change management.

As part of MRI’s semi-annual survey of hiring executives for the first half of 2000, 

nearly 50 percent of respondents identified candidate shortages as the greatest

threat to the continued success of their companies, making this by far their 

dominant concern.

Delivering a broader range of services will enable MRI to generate additional growth

from both new and existing clients in tight candidate markets. While tight 

candidate markets pose challenges for MRI’s growth, the unit also sees opportu-

nities to build deeper relationships with clients by adding greater value.



Kenyata Overton
Administrative Assistant 

“To succeed as a temporary professional, you
have to treat every new assignment as if it
were a permanent one. My goal at every
workplace is to make sure that people know
I am there to get the job done.”

Recent Projects
Helping document the administrative
processes for a human resources company;
recently completed an underwriting assign-
ment in the workers’ compensation depart-
ment for a large insurance company.

Experience
Sixteen years of experience as an adminis-
trative assistant in a variety of industries
including retail, telemarketing, insurance,
graphics and investment banking.
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staffing
todays

If we could highlight just two of the factors that have helped Todays Staffing™,

Inc., to sustain superior profitability, they would be the unit’s discipline in

developing and executing strategic plans and its resolute focus on quality.

Dallas-based Todays Staffing is a leading provider of clerical, administrative, 

professional and professional support staffing on a temporary, temporary-to-

hire and direct-hire basis. Divisions include Todays Office Staffing™, specializ-

ing in general office administrative and clerical support; Todays Legal

Staffing®, specializing in full-service professional and administrative legal

staffing; and, in Canada, Todays Staffing™, Ltd., specializing in office clerical

and light industrial staffing. Todays serves a wide array of industries with

finance/insurance, manufacturing, legal services and health services repre-

senting the largest in 1999.

The unit fully implemented its new brand strategy in 1999, formally changing the

company’s name from Todays Temporary, Inc., to Todays Staffing, Inc., to more

effectively convey its range of services.

In 1999, Todays’ consistent execution of its strategies again drove record sales and

profits. Revenues increased 9 percent over 1998 to $227.9 million in 1999

while operating profits increased 9 percent to $15.2 million. Operating profit

margins were maintained at a strong 6.7 percent.

In 1999, the unit completed its largest acquisition to date, the purchase of Staffing

Consultants, Inc., which significantly expanded Todays’ presence in metropol-

itan Chicago, the largest temporary staffing market in the United States.

Staffing Consultants, Inc., a 10-year-old company with six full-service offices,

specializes in placement of administrative support staff.

In addition, Todays purchased six of its franchised offices in 1999, in the

Richmond, Salt Lake City, Austin and Milwaukee markets, and implemented

plans to accelerate growth in the markets. At the conclusion of 1999, Todays’

operations comprised 114 company-owned offices and 9 franchised offices.

Since 1995, Todays has been executing a focused, strategic plan under which the

unit grew revenues 61 percent and increased operating profits 111 percent.

In 1999, Todays developed a new, five-year strategic plan, which involved

extensive research into market opportunities and customer needs and a

refinement of its growth strategies.
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All of CDI’s business units provide services

to consumer products customers.

CONSUMER PRODUCTS

Key strategies in its new Strategy 2000 and Beyond plan include:

• Prioritize market share growth in selected current markets.

• Target sales growth in higher margin accounts.

• Accelerate growth in the legal staffing business.

Prioritize market share growth in selected current markets.

Todays now has a presence in 53 markets in the U.S. and Canada, and while it will 

continue to expand into new markets over time, the unit will prioritize growth in

market share in selected current markets. Factors considered in the targeting of

markets include the size and growth potential of the market, the penetration rate

of temporary staffing in the market, the competitive environment and Todays’

existing market position. Todays’ experience has demonstrated that it achieves

superior growth rates in markets in which it has multiple branches. In 1999, 

multi-branch market growth was 13 percent greater than single-branch markets.

In addition, the unit is able to more effectively leverage its candidate- and cus-

tomer-oriented marketing activities and can provide more efficient operational

support in these markets. In 2000, the unit will target specific market share 

objectives in three to five key markets.

Target sales growth in higher margin accounts.

In recent years, large, multi-location national accounts have become less profitable as

these customers have prioritized price as a key decision driver in the selection of

temporary staffing services. Consistent with Todays’ emphasis on providing 

high-value, high-quality services that command higher margins, the unit will target

more commercial accounts, which tend to be smaller local or regional companies.

In addition, Todays will target single-location decision-makers for large national

accounts, which represent as much as 30 percent of the temporary staffing 

market by revenue.

Todays will continue to serve existing multi-location national accounts and to actively

sell to new multi-location national accounts where these provide the unit with the

opportunity to meet its profitability criteria through the delivery of value-added

services. In 1999, Todays successfully expanded two existing accounts to national

status and added two new national accounts.

Accelerate growth in the legal staffing business.

Todays will continue to prioritize long-term growth in its higher margin legal staffing

division. As part of its Strategy 2000 and Beyond plan, Todays identified significant

growth opportunities for legal staffing. Legal staffing represents an estimated $2.2
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LEGAL
Legal staffing is a growth area

for Todays Staffing.

billion market in the United States encompassing staffing of legal clerical and

administrative positions, paralegals and attorneys. Todays currently has a presence

in six out of the top 10 markets for legal staffing in the U.S.

Todays’ reputation for quality, which represents a key point of competitive differentia-

tion, will continue to be a bedrock principle as the unit pursues its strategic

growth initiatives. Todays was the first CDI company to attain unit-wide 

achievement of CDI’s stringent Level One Certification under CDI’s Quality as a

Business Strategy (QBS) program, and the unit has established additional quality

attainment goals for 2000.

Critical to achieving its quality objectives is Todays’ ability to demonstrate an 

understanding of the needs of its temporary employees and its customers and to

develop and maintain metrics through which it can demonstrate its success in

meeting those needs. In 1999, Todays consistently achieved 98 percent-plus client

satisfaction ratings on employee performance reviews.

Recruiting capable employees who possess an exceptional degree of professionalism is

fundamental to Todays’ continued success and growth. In market surveys 

conducted by the unit, Todays achieved superior ratings from employees for its

benefits, incentives and competitive wages. Unique benefits include superior 

training programs, immediate paychecks upon presentation of an approved time-

card, industry-leading vacation and holiday pay, and popular incentive programs.

In 1999, Todays expanded its human resources management capabilities to help ensure

its continued ability to attract high-quality temporary and staff employees. In 

addition, the unit continued to refine its candidate-oriented marketing activities

and successfully identified an optimum mix of television, radio and direct mail

advertising and internet-based recruiting.

As Todays entered the year 2000, its markets continued to show very good growth

prospects, and the unit’s talented management team is well prepared to continue

to deliver on a track record of superior profitability.

quality is our 
competitive advantage



we have much to celebrate,
but our focus is firmly on the
future because we think the
best is yet to come


