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In 1978, SRA InteRnAtIonAl — 

founded with the vision that talented 

people could create real value for 

customers by providing high-quality 

information technology services and 

products — began operations.  

As we celebrate 30 years of  

outstanding service and commitment 

to our customers, we reflect on  

SRA’s strong and memorable history.  

AS we mARk thIS mIleStone,  

we celebrate the past  

while looking forward to  

SRA’s bright future and cultivating  

an environment of growth  

and innovation.   

the peARl,  

the only precious gem  

created by a l iving thing,  

traditionally commemorates the  

30th anniversary. In many ways,  

the attributes of the pearl are  

comparable to those of SRA. 

through years of commitment,  

determination and working  

together to achieve a common  

goal, SRA has cultivated an  

organization of significant  

success and accomplishment.  
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July 2008 marked the 30th anniversary of SRA International. It is therefore useful to 
reflect on our past accomplishments and look forward to future opportunities. People 
sometimes ask me if, when starting SRA, I anticipated that we would one day be a 
large public company. I hoped for such an outcome, although I knew it would not  
be easy. I always believed that SRA could be a successful business and yet maintain 
the high ideals personified by our core values of Honesty and Service®.

Every year for 30 years, our company has increased its revenue and been profitable. 
In the 1980s, we were on the Inc. magazine list of 500 fastest growing, privately held 
companies for four consecutive years. In the 1990s, we continued to gain important 
federal projects while spinning out four commercial technology companies that  
delivered profit to SRA; one of them was described as a milestone in development  
of the World Wide Web. In 2002, we had the seventh most successful initial public  
offering on the New York Stock Exchange, and since then our revenue has grown by  
a factor of more than four. We have always worked to develop strong customer  
relationships and leverage technology to solve complex business problems. 

SRA has experienced challenges at various times in the past. Our growth has been  
a series of stair steps rather than a smooth ramp. Some small, others large – always 
progressing. During fiscal year 2008, our acquisitive growth was good; however, we 
are currently experiencing slow organic growth caused mainly by the loss of a large 

job – an unusual event for us.   

Over the past year, our CEO and executive team prepared a strategic plan 
that calls for strong organic and acquisitive growth and the sale of products. 
One interesting aspect of this strategy is that the technology from our  
products can make our services business more competitive.

SRA aspires to be the world’s best company. I think that the  
last 30 years provide a good indication of what is to come.  

I am proud that – even during challenging times –  
SRA’s commitment to honesty and Service has never wavered. 

MeSSAge fRoM  
ouR chAIRMAn

Dr. ernst Volgenau 
Chairman
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I joined this remarkable company in 2007, and have been continually impressed  
with the people, their commitment to our customers, and their devotion to the  
principles of Honesty and Service, which have been the hallmark of SRA since its 
founding 30 years ago.

In 2008, we continued to grow. We helped our clients achieve their goals  
and enhanced our culture of employee enrichment. In fact, for the ninth year  
in a row, SRA was named one of the“100 Best Companies to Work For” by 
Fortune® magazine. 

We are committed to developing one-to-one relationships with our clients and take 
pride in sharing their success.  We delivered on our strategic priorities, enhanced 
our client offerings and expanded our defense and civil contracts. We also expanded 
our health services offerings as well as our global presence with the acquisition of 
Constella Group. Our innovative solutions have created successful and sustainable 
partnerships with federal agencies, global health organizations, nonprofits and  
international corporations. 

While 2008 was a successful year, it was not without its challenges. SRA was not 
awarded the U.S. Army National Guard’s Advanced Information Technology Services 
re-compete contract, which represented approximately six percent of SRA’s revenue. 
As a result, organic growth in 2008 was not as strong as we would have liked.  

Despite that, we are confident about our future and continue to pursue an aggressive 
growth strategy. We are focusing on larger opportunities, and are committing  
significant time and additional resources to business development.  
Our diversification among defense, civil and health clients as well as  
in our international markets, is also helping prepare us to meet the  
needs of these fast-growing areas. As a result of the work we have  
done in 2008, our company is solidly positioned for the future.  
I look forward to sharing our success with you.  

           
         

MeSSAge fRoM  
ouR PReSIdent & ceo

SRA is squarely focused on meeting our financial 
goals in 2009 and beyond — our future is bright.

Dr. Stanton D. Sloane, president 
& Chief executive officer
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fInAncIAl PeRfoRMAnce 

In 2008, SRA continued its record of growth. Revenue increased by 19 percent from $1.27 billion 
to $1.51 billion, marking our 30th consecutive year of expansion. Operating margins also grew  
from 7.3 to 7.9 percent, and diluted earnings per share increased by 15 cents to $1.24.  

Additionally, we made investments in career development, business development, infrastructure 
and operations that are contributing to future growth. We won $2.1 billion in contract awards,  
increasing our backlog of signed business orders to $3.9 billion, and grew the business  
development pipeline of opportunities by 50 percent to $28.3 billion.  

Our balance sheet remains strong. As of June 30, 2008, we had approximately $80 million  
of net cash.  And our credit facility provides significant borrowing capacity. 

total Revenue

$ 
M
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financial highlights
SRA International, Inc. and subsidiaries • dollar amounts are in thousands except diluted earnings per share

FoR YeARS enDeD JUne 30 2004 2005 2006 2007 2008
Revenue $615,802 $881,770 $1,179,267 $1,268,872 $1,506,933
operating Incomea 56,180 80,015 96,967 92,825 119,417
operating Income percentage of Revenuea 9.1% 9.1% 8.2% 7.3% 7.9%
net Incomea 35,642 52,195 62,520 63,430 73,264
net Income percentage of Revenuea 5.8% 5.9% 5.3% 5.0% 4.9%
Diluted earnings per Sharea,b .65 .92 1.08 1.09 1.24 
Diluted Sharesb 54,738 56,549 57,739 58,382 59,277
total Interest-Bearing Debt – – – – 150,000
Stockholders’ equity 339,268 429,092 533,297 625,455 692,936
Cash Flow from operations 43,451 65,988 86,831 122,444 83,797
number of employees 3,358 4,177 4,963 5,201 6,497

a  to provide a better comparison with our current results, years ended June 30, 2004, 2005, 2006 and 2007 have been presented above including the stock compensation expense  
and related tax effects associated with FAS 123R as if it was implemented July 1, 2002 rather than July 1, 2005.

b Share and per share amounts have been adjusted to reflect a may 2005 two-for-one stock split.

Any statements in this Annual Report about future expectations, plans, and prospects for SRA, including statements about the estimated value of the contracts and work to be performed, and other statements 
containing the words “estimates,” “believes,” “anticipates,” “plans,” “expects,” “will,” and similar expressions, constitute forward-looking statements within the meaning of the private Securities litigation Reform Act 
of 1995. Actual results may differ materially from those indicated by such forward-looking statements as a result of various important factors, including: our dependence on our contracts with federal government 
agencies for the vast majority of our revenue; our dependence on our GSA schedule contracts and our position as a prime contractor on government-wide acquisition contracts to grow our business; our ability to 
attract and retain skilled employees; any reductions in or reallocations of the U.S. defense budget or the budgets for civil government agencies; the market price of the company’s stock prevailing from time to time; 
the nature of other investment opportunities presented to the company from time to time; the company’s cash flow from operations; and other factors discussed in our Annual Report on Form 10-k for the fiscal 
year ended June 30, 2008. these forward-looking statements should not be relied upon as representing our views as of any date subsequent to the date of this printing. we anticipate that subsequent events and 
developments will 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.
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AchIeve SucceSS 
SRA’s National Security team works side-by-side with clients in the defense and intelligence  
community, providing expertise in several areas of global importance.  

In July 2008, SRA acquired Era Systems Corporation and Interface & Control Systems (ICS), 
expanding the capabilities of its National Security business. Era provides advanced surveillance 
technologies for the air traffic management, airport operations, military and security markets.  
The solutions provided by the SRA-Era team will support increased throughput of aviation  
operations while improving situational awareness and overall safety. ICS is a product development 
and engineering services firm specializing in real-time, embedded and autonomous command and 
control software systems for space applications. ICS broadens SRA products and service offerings 
and enhances the company’s competitive advantage in the intelligence and space markets.

Also in 2008, the Department of Defense awarded SRA with a five-year contract under its  
Joint Program Executive Office Joint Tactical Radio System Network Enterprise Domain. SRA  
will provide a full range of program management, acquisition and finance support, information  
assurance, logistics and technical management. SRA also will provide software and systems  
engineering, as well as test and evaluation services, to assist and support the development  
and deployment of their radio transmission network services products.

The Defense Intelligence Agency and the Combatant 
Commands engaged SRA to provide strategic military 
intelligence to defense policymakers and force planners, 
and to support U.S. military planning and operations  
and weapon systems acquisition.

Additionally in 2008, SRA assisted the Department  
of Homeland Security in deploying the Automated  
Critical Asset Management System, which will allow  
law enforcement to inventory, categorize, prioritize  
and analyze critical assets.

more than any other time in history, providing national security is a formidable 
challenge requiring intense focus, expertise and innovative technology.

 •	 Program	management
	 •	 Research
	 •	 Systems	analysis
	 •	 Engineering	
	 •	 Intelligence
	 •	 Surveillance
	 •	 Reconnaissance
	 •	 Counterintelligence
	 •	 Counterterrorism	
	 •	 Law	enforcement

SRA’s national Security team 
supports its clients with:
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SRA sets the standard for all to follow and 
I appreciate their can-do attitude. the SRA 
team is second to none when it comes to 
getting the job done and getting it done 
right the first time.” 
• Colonel Patrick R. Allen, Director, Continuity Operations for Headquarters, Air Force (AF/CVAC)

 

“I have been very impressed with the professionalism and  
 work ethic of all the SRA employees on this contract. 

SRA acquired era Systems Corporation,  

a privately held provider of advanced  

surveil lance technologies for the air traffic  

management, airport operations, military  

and security markets.
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Increasingly, citizens are holding their government to a higher standard. They expect proactive 
leadership to address myriad concerns related to issues such as the environment, infrastructure 
and education. SRA provides much-needed skill sets and expertise to Civil government clients to 
support today’s complex information technology systems requirements and deliver services that 
will improve citizens’ lives.

In 2008, the Environmental Protection Agency (EPA) extended its partnership with SRA to support 
the agency, its industry partners, federal, state and local agencies and other stakeholders to better 
prepare for environmental emergencies. SRA will help EPA develop and implement prevention  
programs that reduce the risk of oil and hazardous substance spills into the environment. The  
program will help build preparedness and ready response capabilities for oil and hazardous  
substance emergencies.

Effective collection and dissemination of criminal investigation data is critical to the mission of 
the Department of Justice. SRA is working with the department to provide federal and state law  
enforcement agencies with automated, real-time and accurate submission of arrest, fingerprint 
and booking data. This effort will reduce fingerprint-processing time and link directly to the  
Federal Bureau of Investigation’s fingerprint identification database.

Supporting the government with IT infrastructure 
excellence allows our customers to focus on their  
mission of providing services to citizens. SRA works 
with the Federal Deposit Insurance Corporation 
(FDIC) to provide a single point of accountability for 
all IT-related support producing innovative, efficient, 
and cost-effective IT infrastructure support services. 
This service then allows the FDIC to build and  
implement financial policies that help improve  
and maintain our nation’s financial system.  

SRA Civil Government team’s highly collaborative  
approach assists clients in achieving their mission-
focused work of delivering high quality services and 
developing solutions to meet the rising expectations 
and improving the lives of United States’ citizens. 

Increasingly, citizens want their government to provide the same level  
of service and technology that they receive from private sector businesses.

In 2008, SRA partnered with ePA to 
develop the first eneRgy StAR® Website, 
devoted to educating and engaging the 
nation’s youth on the importance of  
energy conservation and reduction of 
global warming (www.energystar.gov/kids). 
SRA helped deliver ePA’s vision for an 
interactive experience to the Web through 
online games, animations and a cast of 
digital characters (the eneRgy StARs) 
who innovatively bring ePA’s message to 
children. the Website launch also included 
a promotional partnership with foX  
Studios and their movie “horton hears  
a Who,” bringing several of dr. Seuss’s 
most beloved characters to the  
eneRgy StAR screen. 
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• Ellen Icochea, Section Chief, FBI Security Division

“the FBI’s Security Division won the 2008 national Interagency operational Security  
 Support Award for a security handbook product developed primarily by SRA. 

the environmental protection Agency  

contracted with SRA to enhance the  

capabilities of its scientific research arm.

everyone on the SRA team is passionate
about our group’s mission and it shows in
the great products that they produce
day-in, day-out.”
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helPIng ouR clIentS  
enhAnce huMAn heAlth 
With a vision of enhancing human health around the world every day, SRA’s Global Health  
team aims to be the preeminent global provider of health consulting services. Working with  
federal, state and local governments, foundations, academia, international organizations and  
private corporations, SRA’s health business integrates thought-leading health domain expertise,  
innovative technology and rigorous scientific process to address today’s toughest health issues.

The 2008 acquisition of Constella Group helped augment SRA’s legacy health business. As a  
result, SRA has deepened its expertise in a variety of health domains, spanning research, program 
implementation and evaluation and mission-critical IT systems and infrastructure.

In 2008, SRA made a significant impact on some of the world’s most pressing health and  
family-welfare concerns, including:

 • Keeping the public safe from natural and manmade biological events by supporting the  
  Centers for Disease Control and Prevention’s surveillance and monitoring programs,  
  Biosense and Select Agent.
 • Helping Susan G. Komen for the Cure – the world’s largest and most progressive grassroots   
  network of breast cancer survivors and activists – identify the most promising research programs.  
 • Working on behalf of USAID to help 19 developing countries around the world design  
  and implement policies to ensure access to HIV prevention, treatment and care. 
 • Assisting the Administration for Children and Families’ Federal Parent Locator Service  
  achieve record-breaking federal tax refund and passport denial child support collections.
 • Helping a leading pharmaceutical company conduct clinical trials on an investigational  
  treatment for major depression and generalized anxiety disorder by managing a large clinical  
  program across 210 U.S. cities.

SRA’s Global Health organization will  
continue to strengthen its consulting  
capabilities for public health, healthcare 
and biopharmaceutical R&D markets,  
while expanding in the areas of  
healthcare payer/provider services  
and veteran’s healthcare. The team  
will also build enhanced capacity and  
domain expertise in such areas as  
genomics, systems biology and HIV/AIDS.

 • the national Institutes of health

 • the centers for disease control and Prevention

 • the department of veterans Affairs
 
 • u.S. food and drug Administration

 • department of defense – health

 • health Resources and Services Administration

 • Administration for children and families

 • u.S. Agency for International development

 • health, pharmaceutical and biotechnology  
  companies

global health clients include:
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to providing the U.S. health Resources and Services Administration (hRSA) 
with a true best-value solution that promotes our shared vision for the future.” 

• Darryl Gray, Director, Division of Practitioner Data Banks, HRSA 

“SRA has demonstrated their commitment 

SRA leverages its domain and technology expertise to tackle  
today’s most diverse and complex global health challenges.

SRA’s Global health team is working 
to improve the health of people in 

communities around the world.
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AddReSS cRItIcAl ISSueS
The complexity of today’s government operations requires in-depth analysis and understanding. 
Clients look to SRA to understand their business challenges and develop cost-effective, innovative 
and enhanced solutions. Among its offerings, SRA provides assistance with business intelligence, 
enterprise resource planning, information assurance, contingency planning, infrastructure  
management, identity management, privacy, air traffic management and many other  
products and services. 

In 2008, SRA strengthened its information assurance practice in identifying data risks and  
preventing security breaches by fully integrating its leading cyber security analytics, forensics, 
information operations, network exploitation, privacy and identity management capabilities. 

SRA clients have a daunting challenge to stay ahead of the curve  
by leveraging technology to address critical customer and business needs.

SRA’s agility in developing and delivering results is built upon a solid foundation  
of technology solutions: 

 • gangnet® provides law enforcement with a system for collecting and sharing  
  intelligence to reduce gang activity.

 • geollect™ supports defense and intelligence agencies with real-time tracking, map  
  and imagery displays, command and control, collaboration, alerts and forecasting.  

 • netowl® is a suite of rich text mining tools that allows for discovery and extraction  
  of knowledge found in free-form text documents.

 • oRIonMagic® helps analysts control, classify, interpret and distribute complex data. 

 • SPS orion is a project portal that offers life-science customers a secure way  
  to exchange study data and information.

 • taskforce® Investigations is a Web-based investigative tool that combines an  
  intelligence database with comprehensive tracking and analytical capabilities.

 • Space command language provides real-time autonomous command and control  
  capability to satellites, as well as other applications such as unmanned aircraft. 

 • era multilateration and AdS-B technologies outperform traditional radar and give  
  air traffic controllers accurate and instant position information.
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Gangnet® provides law enforcement  

with a system for collecting and sharing  

intell igence to reduce gang activity.
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SRA’s talented, dedicated and passionate people are the reason for the organization’s  
30-year record of success. 

For the ninth consecutive year, Fortune magazine recognized SRA as one of the “100 Best  
Companies to Work For”. This recognition directly speaks to SRA’s commitment to its employees 
and the organization’s support of career development, benefits and its culture of caring for  
those who serve SRA’s clients and stakeholders. 

SRA promotes social and environmental responsibility by encouraging community involvement 
of its employees. SRA employees actively participate in diverse community causes through  
SRA CARES, the organization’s Community Action, Responsibility, Education and Services  
Committee. SRA encourages environmental responsibility through Go Green, a corporate-wide 
campaign to reduce SRA’s environmental footprint. 

The SRA Inclusion Council helps SRA achieve a diverse and inclusive workforce that not  
only promotes mutual respect but also seeks to capitalize on the value added by its  
collective workforce.

“my father served in Vietnam and the persian Gulf and I wanted to find a way to 
serve the country in a meaningful way. 

• Sherry Witt, SRA Civil Engineer 

SRA’s work … is making 
the nation safer.”

focuSIng on ouR PeoPle 
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SRA projects and initiatives are of national and global significance, and  
provide career opportunities that truly make a difference around the world.

Whether helping developing countries create sustainable health care services,  
assisting with the critical mission of keeping global communities safe from cyber 
threats or working to address growing concerns about energy, security, conservation 
and climate change, SRA’s more than 6,800* employees embrace the organization’s 
core vision and values:

SRA vision
SRA aspires to be the world’s best company in everything we do, guided by our  
unwavering commitment to Honesty and Service. Our success is measured by the 
value we bring to our clients and stakeholders, the careers we offer our employees, 
and the contributions we make to our local and global communities.

SRA values
SRA core values create the foundation for who we are and what we do.

 • Respect for each other: We care about one another and value diversity of 
people, opinions and ideas. We foster a collaborative environment to seek the 
best ideas and reward individuals based on merit. 

 • Accountability at all levels: We are driven by our passion to serve our customers 
and our commitment to our business partners and our colleagues. We hold  
ourselves accountable to manage wisely the resources our customers and  
company entrust to us. 

 • Integrity in everything we do: Collectively and individually, we uphold  
the highest ethical standards; firmly rooted in our enduring commitment  
to Honesty and Service.

 • Service to our communities: We take pride in being vital members of the  
communities where we live and work, as well as good stewards of the  
environment.

 • Excellence is our trademark: We set high standards for ourselves and tackle 
tough problems head-on, always seeking improvement. 

*post June 30, 2008 — Includes era and Interface & Control Systems (ICS) acquisitions.
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1978
SRA opens for business with a small contract, awarded by American management Systems, to study the use of  
computers on navy ships. the company’s headquarters is located in the basement of SRA Founder ernst Volgenau’s home. 

1979
SRA moves into its first leased office in Arlington, Va.

1980
SRA’s staff expands to 20 employees and revenue tops $1 million.

1981
SRA wins an important Army exercise contract; its first significant government prime contract.

1982
SRA holds its first annual family picnic.

1983
SRA develops the master plan for the Joint Chiefs of Staff Joint operations planning and execution System.

1984
SRA is named to the “Inc. 500” list of fastest-growing privately held companies in the U.S.
SRA made the list for four consecutive years (1984 - 1987).

1985
SRA executive management sets priority to develop its capability to apply artificial intelligence to solve real-world problems.

1986
SRA employees create the Community Assistance program to serve local communities.

1987
SRA hires its 400th employee.

1988
SRA wins $4.3 million contract to provide technical support to Joint Chiefs of Staff exercise & evaluation program. 

1989
SRA wins multi-million dollar SIDDomS contract (Systems Integration, Design, Development,  
operations and maintenance Support).

1990
SRA establishes the Center for Corporate ResponsAbility (CoRA) to offer crisis management support  
and services to the private sector.

1991
SRA revenue exceeds $48 million.

1992
the Department of Defense requests a tenfold increase in SRA’s CIm/Business process Reengineering contract,  
making SRA the biggest business process reengineering contractor for the federal government.

In 1978, SRA was founded with the mission of delivering the expert knowledge, technical tools 
and trusted solutions to solve some of the world’s most significant challenges. Today, the people 
who work at SRA are proud to be a part of an organization that lives up to the high ideals on 
which it was founded. 

Some of the key milestones and events in SRA’s history through the past 30 years are:

celeBRAtIng 30 yeARS  
of eXcellence
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1993
pF2000, SRA’s new full-time proposal facility, opens to increase productivity and efficiency.

1994
SRA receives an award from Government Computer news as one of the top federal government systems developers.

1995
work begins on the treasury Information processing Support Services contract to support the treasury and the IRS.

1996
SRA employs more than 1,000 employees nationwide.

1997
SRA revenue exceeds $183 million.

1998
U.S. postal Service awards $10 million Year 2000 contract to SRA.

1999
SRA wins $22 million contract with U.S. Army Force management Support Agency.

2000
SRA named to Fortune magazine’s list of the “100 Best Companies to work For in America” for the first time – 
and has been named to the list every year since.

2001
SRA works with pentagon to begin rebuilding navy Command Center It Systems destroyed on September 11th.

2002
SRA stock begins trading on new York Stock exchange (nYSe).  

2003
SRA wins General Accounting office and national Guard contracts potentially worth more than $100 million each.

2004
SRA completes its acquisition of oRIon Scientific Systems, which specializes in counterintelligence,  
counterterrorism, and law enforcement services and products. 
GSA awards $341 million task order to SRA.

2005
SRA completes its acquisitions of touchstone Consulting Group, Galaxy Scientific Corporation and Spectrum Solutions Group.
SRA is named ‘Government Solution provider of the Year’ by GovernmentVAR magazine.

2006
SRA completes its acquisition of RABA technologies.
Army national Guard awards $173 million enterprise operations and Security Services Contract to SRA.

2007
Dr. Stanton D. Sloane is appointed president and Ceo.  
SRA completes the acquisition of Constella Group, llC, a privately held global provider of health consulting services.

2008
SRA completes the acquisitions of era Systems Corporation and Interface & Control Systems (ICS) Corporation.

SRA celeBRAteS 30 yeARS of outStAndIng SeRvIce to ItS clIentS.
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SRA SenIoR offIceRS 
Dr. Stanton D. Sloane, President & Chief Executive Officer
Stephen C. Hughes, Chief Financial Officer & Executive Vice President, Operations
Barry S. Landew, Executive Vice President, Strategic Development 

Timothy J. Atkin, Senior Vice President, Global Health 
Patrick Burke, Senior Vice President, National Security
Michael M. Fox, Senior Vice President, Corporate Development 
Mary E. Good, Senior Vice President, Human Resources
Max N. Hall, Senior Vice President, Civil Government
Kevin W. Layton, Senior Vice President, Technical Operations 
Jeffrey Rydant, Senior Vice President, Marketing and Sales
Mark D. Schultz, Senior Vice President, General Counsel

SRA BoARd of dIRectoRS
Dr. Ernst Volgenau, Chairman 
Chairman, Founder and Former CEO,
 SRA International, Inc.

John W. Barter 1
Former Chief Financial Officer,
 AlliedSignal, Inc. 
Former President,
 AlliedSignal Automotive

Larry R. Ellis 3
President & CEO,
 DHB Industries 
General, U.S. Army (Retired) 

Edmund P. Giambastiani, Jr. 2
Former Vice Chairman of the Joint Chiefs  
 of Staff for the U.S. Armed Forces
Admiral, U.S. Navy (Retired) 

Miles R. Gilburne 1, 3

Retired Senior Vice President,  
 America Online 
Managing Member,  
 ZG Ventures, LLC 

William T. Keevan 1
Senior Managing Director,  
Forensic Accounting & Litigation  
 Consulting, Kroll 
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PART I  

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 it 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, performance 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 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 helps governments, agencies and companies to 
improve performance, reduce costs and risks, introduce enterprise efficiencies, and enhance human health.  

As of June 30, 2008, we had almost 6,500 employees in countries around the world. For our fiscal year ended June 30, 2008, 
U.S. government clients accounted for 95% of our revenue, and the remaining 5% was attributable to international government, state 
and local government, and commercial clients. We currently support 14 of the 15 federal departments in the executive branch, all 
branches of the military services, and the judicial and legislative branches of the U.S. federal government. We were the prime 
contractor on engagements representing 87% of our total revenue for the fiscal year ended June 30, 2008 and 86% for the fiscal years 
ended June 30, 2007 and 2006.  

According to the Federal Information Technology Market Forecast, FY 2008-FY 2013 report published by INPUT, an 
independent federal government market research firm, the contracted portion of U.S. federal government spending on information 
technology is forecasted to grow at an annual rate of 4.1% from $71.9 billion in federal fiscal year 2008 to $87.8 billion in federal 
fiscal year 2013. We estimate that our addressable market, which also includes management consulting, engineering and other 
professional services for local, state, and federal governments, is currently over $150 billion in size.  

Diversification of customers and capabilities is a core element of our market strategy. By providing solutions to a variety of 
customers in the U.S. government and related markets, we are able to focus our new business investments on market segments that we 
believe are particularly fast-growing and underserved.  
  
SOLUTIONS  

Our business incorporates a combination of services and products focused on delivering results that create tangible value for our 
clients. We maintain the comprehensive information technology, or 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 commercially available products with existing systems 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 information technology life cycle, 

including: strategic consulting; systems design, development, and integration; and outsourcing and managed services.  
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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.  

Systems 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 
company-wide Capability Maturity Model Integrated, or CMMI, level 3 rating under the standards established by the Software 
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.  

Outsourcing and Managed Services. We partner with clients to consolidate and modernize 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 support 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; information assurance, cyber security and privacy protection; enterprise resource planning; business 
intelligence; contingency and disaster planning; enterprise architecture and portfolio management; identity management; information 
sharing and knowledge management; outsourcing, managed services, and infrastructure modernization; service-oriented architecture; 
training, modeling, and simulation; global health policy and program management; 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 to customers in 

each of our markets. Products and technologies are a natural extension of our services business and we have recently increased our 
focus and investment in this area. We believe intellectual property represents a differentiating factor in new business opportunities, 
and we have found that packaging proprietary products with SRA labor services may be the optimal solution for our clients’ needs. 
Over time, we intend to augment our organic product capabilities with acquisitions of software and hardware firms.  

Software. Several of our products provide data and text mining solutions. We combine the capabilities of our NetOwl
®
 text 

mining software and our ORIONMagic
®
 knowledge management software to offer our clients enhanced means of managing, 

exploiting, and analyzing large amounts of enterprise data. ORIONMagic
®
 helps clients cull through gigabytes of information, store 

the most relevant pieces, and analytically search each piece. Our text mining tools collect, search, organize, analyze, and turn large 
amounts of unstructured text data into structured data for greater utilization. NetOwl

®
 software applies advanced natural language 

understanding technologies to English, Arabic, Chinese, Farsi, French, Korean, and Spanish text to extract content.  

Our GangNet
®
 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. Violent gang-related crimes are a growing trend across the country, and 
solving them is complicated by gang members’ mobility and growing realm of influence. The system includes the individuals’ photos, 
street names, addresses and known associates, along with gang hand signals and tattoo images. GangNet

®
 is used by law enforcement 

officers in 14 states, the Department of Homeland Security and the Federal Bureau of Investigation. Investigators can use the 
solution’s collaboration and information sharing capabilities across jurisdictions.  
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Other SRA software solutions include peer review management, mobile message extraction, link analysis and visualization.  

Hardware. As we heighten our focus on proprietary technology products, we intend to develop more hardware capabilities to 
augment our services and software business. Hardware technologies in the command, control, communications, computers, 
intelligence, surveillance and reconnaissance, or C4ISR, realm are of particular interest. Mobile networking, information security and 
data archival, retrieval and analysis capabilities are in strong demand in today’s national security market.  

Although SRA proprietary products represent a small percentage of our revenue today, we are interested in making acquisitions 
in these areas to broaden our offerings and bolster our research and development infrastructure.  

Recent acquisitions. In July 2008, we completed our acquisitions of Era Systems Corporation, or Era, and Interface & Control 
Systems, Inc., or ICS. A leading provider of advanced surveillance and flight tracking solutions, Era has served more than 100 
customers in over 30 countries around the world, with a substantial portion of its operations located in the Czech Republic. Era 
develops hardware and software for the air traffic management, airport operations, military and security markets. ICS’s software 
products and engineering services offer real-time, embedded and autonomous command and control software systems for space 
applications. These acquisitions furthered SRA’s strategy to provide a combination of products and services to customers in each of 
our core markets.  
  

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 internally- and government-funded R&D in such areas as data mining, natural language 
understanding, knowledge management, information assurance, and wireless applications. The Era and ICS acquisitions add 
approximately 20 patents to our intellectual property base. We continue to use our domain expertise and advanced technical 
knowledge to anticipate, identify, and develop forward-looking technologies to enable clients to meet their mission objectives.  

MARKETS  
We deliver our technology and strategic consulting solutions 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 2006 through 2008 is summarized in the 
table below.  
  

  
Total Revenue  

  

Market 
  

Fiscal year ended 
June 30, 2008  

  

Fiscal year ended 
June 30, 2007  

  

Fiscal year ended 
June 30, 2006  

  

  (in millions) 
National security.......................................................................  $ 806.3 $ 749.7 $ 702.6 
Civil government......................................................................   437.4  403.7  376.7 
Health care and public health ...................................................   263.2  115.5  100.0 

Total ................................................................................  $ 1,506.9 $ 1,268.9 $ 1,179.3 

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 communications systems for law enforcement, 
public safety, and intelligence agencies. We also offer analytical support to the government and private industries.  

The terrorist attacks of September 11, 2001, the war in Iraq, and other recent international events have intensified the federal 
government’s commitment to strengthen our country’s military, intelligence, and homeland security capabilities and increased the 
need for technologies capable of supporting these functions. 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.  
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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 open 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 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 2008, SRA was awarded several new contracts for the national security community. We won a five-year, $108 
million contract under the Defense Department’s Joint Program Executive Office Joint Tactical Radio System Network Enterprise 
Domain for which we will provide a full range of program management, acquisition support, information assurance, logistics, and 
technical management. We were also awarded a task order to provide program and acquisition management support to the U.S. 
Navy’s Networks, Information Assurance and Enterprise Services Program Office. The task order, awarded under the Seaport-e 
contract, has an estimated value of $79.6 million over five years if all options are exercised. In April 2008, the National Geospatial-
Intelligence Agency awarded SRA a $34 million contract to manage its relocation from all Washington, DC area sites to its New 
Campus East property on Ft. Belvoir near Springfield, VA. Under this contract, we will provide a comprehensive approach to 
research, analyze, communicate, and execute the Agency’s move of people and property to its new home.  

In May 2008, we were informed that we were not successful in our recompete bid for the Advanced Information Technology 
Services contract with the National Guard, which accounted for approximately 6% of our revenue in fiscal 2008. The contract will end 
during the first quarter of fiscal 2009.  

Civil Government  
We support federal civil agencies with comprehensive professional and technology consulting services and enterprise-wide 

infrastructure support. Outsourcing of IT operations is an attractive alternative for federal agencies that are striving to maintain their 
core functions with limited technical resources and a shrinking IT workforce. We expect reductions in the federal IT workforce to 
continue due to, among other factors, a projected increase in the number of retiring government employees.  

Budget-constrained federal government agencies are under increasing pressure to cut costs, while at the same time continuing to 
improve and upgrade their technological capabilities. We partner with civil agencies to determine their most efficient 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 particularly valuable as government agencies respond to the necessity for 
interoperability among the IT systems and the demand for comprehensive electronic services to the public.  

Our largest customers in civil government include the Federal Deposit Insurance Corporation, the Environmental Protection 
Agency, the Government Accountability Office, or GAO, and the Department of the Treasury.  

In fiscal year 2008, we won a $67 million contract to perform cyber security services for the Department of State Office of 
Computer Security. The contract’s scope includes policy planning, threat analysis, and incident response solutions. We were also 
awarded a $36 million contract to automate and secure dissemination of web-based information for GAO. This contract represents an 
extension of our existing work for GAO, for which we have provided network support services since 1998. The Environmental 
Protection Agency awarded SRA more than $100 million of new business during fiscal year 2008, including technical and advisory 
services for the Office of Emergency Management and software engineering and scientific support for the Office of Research and 
Development.  
  

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 governmental priority.  



SRA International, Inc. // 2008 Annual Report 5    

 

5 

With these factors in mind, we acquired Constella Group, LLC in August 2007. Through its work in health sciences, 
international development, and clinical research, Constella collaborates with experts in local and national governments, academia, 
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.  

Our health business now serves three 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, and the Food and Drug Administration, or 
FDA, as well as the Department of Veterans Affairs. Second, our international health development business helps emerging nations 
around the world to create and implement health policy, primarily through contracts with the governments of the U.S. and the United 
Kingdom. Third, our global drug development 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 to market.  

We believe our combination of technology expertise, domain knowledge, and geographic reach enable us to offer differentiated 
solutions to address some of the world’s most complex health issues. We aim to leverage our work for customers in the government, 
commercial, and international markets to provide a comprehensive enterprise perspective.  

Our health business won several significant contracts during fiscal year 2008. We were awarded several contracts to continue 
supporting the NIH with technical solutions for the Office of Research Services, network support for the Center for Information 
Technology, or CIT, and web and application development for the CIT Division of Enterprise and Custom Applications. The potential 
value of these three contracts totaled over $110 million. The National Institute of Environmental Health Sciences awarded SRA a $26 
million task order to provide enterprise-wide IT support. The FDA also chose SRA for a $27 million contract to help implement a new 
system for collecting and monitoring reports of adverse events related to its regulated products.  

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 business units and relies heavily on employee referrals in addition to a variety of 
other recruiting methods. Our primary source of our new recruits is employee referrals, which accounted for approximately 42% of 
our new hires in fiscal 2008. We have found these referrals to be an efficient source of excellent employees. As a result of our 
continued focus on our employees, in 2008 we were named by FORTUNE magazine, for the ninth consecutive year, as one of the 
“100 Best Companies to Work for.”  
  

As of June 30, 2008, we had almost 6,500 employees. Approximately 79% of our employees are professionals or managers with 
technology or domain expertise. Our professional staff is highly educated, with approximately 27% holding advanced degrees. Over 
56% of our employees have federal government security clearances.  

The labor market for technology workers remains tight, particularly in the Washington, DC area and for those with high-level 
security clearances. 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.  

GROWTH MODEL  
Organic and acquisitive growth are both integral to our long-term strategic plan. Expanding 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 and global 
customer base enables us to address changes in governmental 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 information assurance, 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.  
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Our growth plans include strategic acquisitions to complement and accelerate internal expansion by adding new capabilities, 
customers or intellectual property. Since July 2005, we have acquired seven companies:  
  
Acquisition 

  
Strategic Value 

  
Closing Date 

  
Purchase Price  

  

      (in millions) 
Galaxy Scientific Corporation.......  Command and Control, Communications, 

Computers, Intelligence (C4I) 
July 1, 2005  98.7 

Spectrum Solutions Group, Inc.  ..  Enterprise Resource Planning November 2, 2005  17.7 
Mercomms Unlimited, Inc.  .........  Maritime and Defense Communications April 10, 2006  0.6 
RABA Technologies, LLC............  Intelligence October 26, 2006  95.0 
Constella Group, LLC ...................  Health Sciences and International Health and Drug 

Development 
August 9, 2007  190.6 

Interface & Control Systems, Inc.   Product Development and Engineering Services July 2, 2008  8.1 
Era Systems Corporation...............  Advanced Surveillance Technologies July 30, 2008  122.6 

Cultural fit, entrepreneurialism, access to new markets and technologies, 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 products and services to 
a larger client base and to jointly pursue potential new opportunities.  

CONTRACTS  
For our fiscal year ended June 30, 2008, approximately 95% 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.  

The National Guard, as a client group, accounted for approximately 10% of our revenue in fiscal year 2006. The United States 
Agency for International Development accounted for approximately 10% of our revenue in fiscal year 2006. No client or client group 
accounted for more than 10% of our revenue in either fiscal year 2008 or 2007.  

Prime contracts and subcontracts  
In the fiscal year ended June 30, 2008, we served as a prime contractor on engagements representing 87% 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, 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 25%, 
29%, and 30% of our revenue for fiscal year 2008, 2007, and 2006, respectively. No single subcontractor performed work that 
accounted for more than 3% 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. Historically, single award contracts were the most prevalent type of contract award used by federal government clients, but 
the use of this type of contract has been declining for the past several years. Single award contracts accounted for 19%, 23%, and 24% 
of our revenue for fiscal years ended June 30, 2008, 2007, and 2006, 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 agency, the sponsoring agency, and may be either for the use of a 
specific agency or available for use by any agency of the federal government. ID/IQ contracts available for use by any agency of the 
federal government are commonly referred to as GWACs.  
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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%, 77%, and 76% of our revenue for 
fiscal years ended June 30, 2008, 2007, and 2006, respectively.  

Contract types  
As of June 30, 2008, we had over 900 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, 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,  

  

  
    2008      

  

    2007      
  

    2006      
  

Cost-plus-fee .............................................................................................................   41%  43%  45%
Time-and-materials ...................................................................................................   42   42   40  
Fixed-price.................................................................................................................   17   15   15  

MARKETING AND SALES  
Our business development process relies upon the business units addressing each of our target markets to further penetrate and 

build-out their existing accounts and our centralized federal 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 business units. 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 centralized federal sales and marketing organization. We have 
approximately 90 experienced marketing and sales professionals who perform business development, capture management, strategic 
pricing, marketing communications, and proposal development. Members of our sales and marketing organization work closely with 
their counterparts in our business units as we compete to win new business.  
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Over the past several years, SRA has 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; and developing a 
more geographically dispersed business base and regional sales capability. 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 pipeline of 
opportunities focused on high growth areas within the global technology and professional services environment.  

COMPETITION  
We compete to win single award contracts and multiple award contracts, such as agency-specific ID/IQs, 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.  

We encounter many of the same competitors in our three target markets. These competitors include:  
• Federal systems integrators such as Booz Allen Hamilton Inc., CACI International Inc., Computer Sciences Corporation, 

Electronic Data Systems Corporation, ManTech International Corporation, Science Applications International 
Corporation, and Unisys Corporation;  

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

• Consulting firms such as Accenture Ltd., BearingPoint, Inc., and International Business Machines Corporation; and  
• Other smaller and specialized government information technology contractors.  

BACKLOG  
As of June 30, 2008, our contract backlog was $3.9 billion, of which $676.5 million was funded. As of June 30, 2007, our 

backlog was $3.4 billion, of which $600.4 million was funded. 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. Backlog includes all contract options that have been priced but not yet funded. Backlog 
also includes the contract value under single award ID/IQ contracts against which we expect future task orders to be issued 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 be awarded under multiple award ID/IQ vehicles, GWACs, or GSA schedule 
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.  

We currently expect to recognize revenue during fiscal year 2009 from approximately 24% of our total backlog as of June 30, 
2008. This estimate is likely to be inaccurate because the receipt and timing of any revenue is subject to various contingencies, many 
of which are beyond our control. Our backlog includes orders under contracts that in some cases extend for several years, with the 
latest expiring at the end of calendar year 2016.  

We cannot guarantee that we will recognize any revenue from our backlog. The federal government has the prerogative to 
deobligate funding from or cancel any contract or delivery order at any time. Most of our contracts and delivery orders have 
cancellation terms that would permit us to recover all or a portion of our incurred costs and potential fees in such cases. Backlog varies 
considerably from time to time as current contracts or delivery orders are executed and new contracts or delivery orders under existing 
contacts are won.  

SEASONALITY  
Our business operates on a fiscal year ending June 30. Quarterly revenue and operating margins can be affected by, among other 

things, seasonality in our business model. In the quarter ending September 30, we may experience a sequential decline in operating 
margins from our quarter ending June 30. 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. 
The 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.  
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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.  

REGULATORY MATTERS  
U.S. Government Contracts  

Our business is tightly regulated in most of the markets in which we operate. 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 can have acquisition regulations that provide 
implementing language for the FAR or that supplement the FAR.  

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.  

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 ensure that we will not incur material costs or 
liabilities in the future.  

CORPORATE INFORMATION  
We were incorporated as Systems Research and Applications Corporation in Virginia in 1976 and began operations in 1978. We 

reincorporated in Delaware as SRA International, Inc. in 1984. We generally contract with the 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 http://www.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: http://www.sec.gov. 



 10 SRA International, Inc. // 2008 Annual Report

 

10 

EXECUTIVE OFFICERS OF THE REGISTRANT  
Our executive officers and their ages as of July 31, 2008, are as follows:  

  

Name 
  

Age  
  

Title 
  

Stanton D. Sloane ..................  57 President and chief executive officer 
Stephen C. Hughes ................  51 Chief financial officer and executive vice president, operations 
Barry S. Landew....................  49 Executive vice president for strategic development 
Ernst Volgenau ......................  74 Chairman of Board of Directors 

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. He 
began his career with 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.  

Stephen C. Hughes is our chief financial officer and executive vice president of operations. He has served as our chief financial 
officer since March 1996 and became executive vice president in August 2005. From May 1993 to August 2005, he served as senior 
vice president of finance and accounting. From March 1989 to May 1993, he was our vice president of finance; from April 1986 to 
March 1989, he served as our comptroller; and from 1984 to 1986, he served as our manager of accounting. Mr. Hughes practiced in 
the computer audit and tax groups of Coopers and Lybrand, which is now a part of PricewaterhouseCoopers LLP, from 1983 to 1984.  

Barry S. Landew is our executive vice president for strategic development. He served as our vice president for corporate 
development from 1989 through April 1993 and senior vice president for corporate development from May 1993 to July 2005. He 
became executive vice president in August 2005. From 1980 to 1989, he served in various positions with us, including software 
engineer, program manager, and the head of marketing and sales and proposal development.  

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.  

Item 1A. RISK FACTORS  
Risks Related To Our Industry  
A reduction in the U.S. defense budget or the diversion of funding from IT services and solutions to support the war against terrorism 
or the reconstruction of Iraq could result in a substantial decrease in our revenue.  

Revenue from contracts with clients in the Department of Defense and the National Guard accounted for approximately half of 
our revenue for the fiscal years ended June 30, 2008, 2007, and 2006. A decline in overall U.S. military expenditures, or in the portion 
of those expenditures allocated to information technology services and solutions, could cause a decrease in our revenue and 
profitability. Defense spending levels may not continue at present levels, and future levels of expenditures and authorizations for 
existing programs may decline, remain constant, or shift to agencies or programs in areas where we do not currently have contracts. 
Such changes in spending authorizations and budgeting priorities could occur due to changes in the number and intensity of political 
conflicts, including the current conflicts in Iraq and Afghanistan, the significant relief and recovery costs associated with natural 
disasters, the rapid growth of the federal budget deficit, increasing political pressure to reduce overall levels of government spending, 
or other factors. In addition, the U.S. Government conducts periodic reviews of U.S. defense strategies and priorities, the results of 
which may shift Department of Defense budgetary priorities or reduce overall U.S. Government spending for defense-related 
programs. A significant decline in defense expenditures, or a shift in expenditures away from agencies or programs that we support, 
could cause a material decline in our revenue.  

A reduction in U.S. civil government agency budgets, including a reduction caused by the diversion of funding to support the war 
against terrorism, the reconstruction of Iraq, or natural disaster recovery could result in a substantial decrease in our revenue.  

Revenue from contracts with civil agency clients accounted for approximately half of our revenue for the fiscal years ended 
June 30, 2008, 2007, and 2006. We expect civil agency clients will continue to represent a substantial portion of our future revenue. A 
decline in expenditures by civil agencies, or in the portion of those expenditures allocated to information technology services and 
solutions, could cause a material decrease in our revenue and profitability. In particular, a shift of funds away from civil agencies to 
pay for programs within other agencies, for example the Department of Defense, to reduce federal budget deficits, or to fund tax 
reductions, could cause a material decline in our revenue. In particular, it is possible that funding for civil agencies may be diverted to 
support the ongoing war against terrorism, the reconstruction of Iraq, natural disaster recovery, or other international conflicts.  

Item 1A. RISK FACTORS
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Changes in the spending policies or budget priorities of the federal government could cause us to lose revenue.  
Revenue from contracts with federal government agencies was 95% of our total revenue for the fiscal year ended June 30, 2008 

and 99% for the fiscal years ended June 30, 2007 and 2006. 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 technology services firms;  
  

• 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 or related 
reconstruction efforts;  

• a failure of Congress to pass adequate supplemental appropriations to pay for an international conflict, or to pay for the 
cost of related reconstruction efforts;  

• reductions in federal government programs or requirements;  
• the adoption of new laws or regulations that affect companies that provide services to the federal government;  
• delays in the payment of our invoices by government payment offices;  
• new legislation, procurement regulations, or union pressure that cause federal agencies to adopt restrictive procurement 

practices regarding the use of outside information technology providers;  
• 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. 
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.  

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 to 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.  

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 technology 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.  
  
Federal government contracts and related laws and regulations give government clients a variety of rights that are unfavorable to us, 
including the ability to terminate a contract at any time for convenience.  

Federal government contracts contain provisions and are subject to laws and regulations that provide government clients with 
rights and remedies not typically found in commercial contracts. These rights and remedies and related laws and regulations allow 
government clients, among other things, to:  

• terminate existing contracts, with short notice, for convenience, as well as for default;  
• reduce or modify contracts or subcontracts;  
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• terminate our facility security clearances and thereby prevent us from receiving classified contracts;  
• cancel multi-year contracts and related orders if funds for contract performance for any subsequent year become 

unavailable;  
• decline to exercise an option to renew a multi-year contract;  
• claim rights in products, systems, and technology produced by us;  
• prohibit future procurement awards with a particular agency due to a finding of organizational conflict of interest based 

upon prior related work performed for the agency that would give a contractor an unfair advantage over competing 
contractors;  

• subject the award of GSA schedule contracts, GWACs, and other ID/IQ contracts to protest by competitors, which may 
require the contracting federal agency or department to suspend our performance pending the outcome of the protest and 
may also result in a requirement to resubmit bids for the contract or in the termination, reduction, or modification of the 
awarded contract; and  

• suspend or debar us from doing business with the federal government or with a particular governmental agency.  

If a government client terminates one of our contracts for convenience, we may recover only our incurred or committed costs, 
settlement expenses, and profit on work completed prior to the termination. If a federal government client were to unexpectedly 
terminate, cancel, or decline to exercise an option to renew with respect to one or more of our significant contracts or suspend or debar 
us from doing business with government agencies, our revenue and operating results would be materially harmed.  

Our failure to comply with complex laws and regulations could cause us to lose business and subject us to a variety of penalties.  
We must comply with laws and regulations relating to the formation, administration, and performance of government contracts, 

which affect how we do business with our government clients and may impose added costs on our business. Among the most 
significant laws and regulations are:  

• the Federal Acquisition Regulation, and agency regulations analogous or supplemental to the Federal Acquisition 
Regulation, which comprehensively regulate the formation, administration, and performance of government contracts, 
including provisions relating to the avoidance of conflicts of interest and intra-organizational conflicts of interest;  

• the Truth in Negotiations Act, which requires certification and disclosure of all cost and pricing data in connection with 
some contract negotiations;  

• the Procurement Integrity Act, which requires evaluation of ethical conflicts surrounding procurement activity and 
establishing certain employment restrictions for individuals who participate in the procurement process;  

• the Cost Accounting Standards, which impose accounting requirements that govern our right to reimbursement under 
some cost-based government contracts;  

  
• laws, regulations, and executive orders restricting the use and dissemination of information classified for national security 

purposes and the importation and exportation of specified products, technologies, and technical data;  
• laws surrounding lobbying activities a corporation may engage in and operation of a Political Action Committee 

established to support corporate interests; and  
• compliance with antitrust laws.  

If a government review or investigation uncovers improper or illegal activities, we may be subject to civil and criminal penalties 
and administrative sanctions, including termination of contracts, forfeiture of profits, harm to our reputation, suspension of payments, 
fines, and suspension or debarment from doing business with federal government agencies. The government may in the future reform 
its procurement practices or adopt new contracting rules and regulations, including cost accounting standards, that could be costly to 
satisfy or that could impair our ability to obtain new contracts. Any failure to comply with applicable laws and regulations could result 
in contract termination, price or fee reductions, or suspension or debarment from contracting with the federal government, each of 
which could lead to a material reduction in our revenue.  
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Risks Related To Our Business  
We depend on contracts with U.S. federal government agencies for the majority of our revenue, and if our relationships with these 
agencies were harmed, our business would be threatened.  

Revenue from contracts with federal government agencies was 95% of total revenue for the fiscal year ended June 30, 2008 and 
99% for the fiscal years ended June 30, 2007 and 2006. Revenue from contracts with clients in the Department of Defense and the 
National Guard accounted for approximately half of our revenue for the fiscal years ended June 30, 2008, 2007, and 2006, 
respectively. For this reason, any issue that compromises our relationship with agencies of the federal government in general, or 
within the Department of Defense and the National Guard in particular, would cause serious harm to our business.  

Among the key factors in maintaining our relationships with federal government agencies and departments are our performance 
on individual contracts and delivery orders, the strength of our professional reputation, and the relationships of our senior management 
with client personnel. The loss of any member of our senior management could impair our ability to identify and secure new contracts 
and to maintain good client relations. Additionally, to the extent that our performance does not meet client expectations, or our 
reputation with one or more key clients is impaired, our revenue and operating results could be materially harmed.  

We face intense competition from many competitors that have greater resources than we do, which could result in price reductions, 
reduced profitability, and loss of market share.  

We operate in highly competitive markets and generally encounter intense competition to win contracts. If we are unable to 
successfully compete for new business or win recompetitions of existing business, our revenue growth and operating margins may 
decline. Many of our competitors are larger and have greater financial, technical, marketing, and public relations resources, larger 
client bases, and greater brand or name recognition than we do. Larger competitors include federal systems integrators such as 
Computer Sciences Corporation and Science Applications International Corporation, divisions of large defense contractors such as 
General Dynamics Corporation, Lockheed Martin Corporation, and Northrop Grumman Corporation, and consulting firms such as 
Accenture Ltd. and BearingPoint, Inc. Our larger competitors may be able to compete more effectively for very large-scale 
government contracts. Our larger competitors also may be able to provide clients with different or greater capabilities or benefits than 
we can provide in areas such as technical qualifications, past performance on large-scale contracts, geographic presence, the ability to 
provide a broader range of services without creating conflicts of interest or intra-organizational conflicts of interest, price, and the 
availability of key professional personnel. Our competitors also have established or may establish relationships among themselves or 
with third parties, including through mergers and acquisitions, to increase their ability to address client needs. Accordingly, it is 
possible that new competitors or alliances among competitors may emerge.  
  
We derive significant revenue from contracts awarded through a competitive bidding process, which can impose substantial costs 
upon us, and we will lose revenue if we fail to compete effectively.  

We derive significant revenue from federal government contracts that are awarded through a competitive bidding process. We 
expect that most of the government business we seek in the foreseeable future will be awarded through competitive bidding. 
Competitive bidding imposes substantial costs and presents a number of risks, including:  

• the need to bid on engagements in advance of knowing the complete design or full requirements, which may result in 
unforeseen difficulties in executing the engagement and cost overruns;  

• the substantial cost and managerial time and effort that we spend to prepare bids and proposals for contracts that may not 
be awarded to us;  

• the need to accurately estimate the resources and costs that will be required to service any contract we are awarded;  
• the possibility that difficult market conditions will cause our competitors to strive for growth by reducing their bid pricing 

and compel us to choose between bidding at unprofitable levels or losing contracts and foregoing revenue;  
• the expense and delay that may arise if our competitors protest or challenge contract awards made to us pursuant to 

competitive bidding, and the risk that any such protest or challenge could result in the resubmission of bids on modified 
specifications, or in termination, reduction, or modification of the awarded contract; and  

• the opportunity cost of not bidding on and winning other contracts we might otherwise pursue.  
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To the extent we engage in competitive bidding and are unable to win particular contracts, we not only incur substantial costs in 
the bidding process that would negatively affect our operating results, but we may be precluded from operating in the market for 
services that are provided under those contracts for a number of years. Even if we win a particular contract through competitive 
bidding, our profit margins may be depressed as a result of the costs incurred through the bidding process.  

Loss of our General Services Administration, or GSA, schedule contracts or our position as a prime contractor on one or more of our 
government-wide acquisition contracts, or GWACs, or our other multiple-award contracts would impair our ability to win new 
business.  

We believe that one of the key elements of our success is our position as the holder of six GSA schedule contracts and as a 
prime contractor under three GWACs and more than 40 agency-specific indefinite delivery/indefinite quantity, or ID/IQ, contracts. 
For the fiscal years ended June 30, 2008, 2007, and 2006, revenue from GSA schedule contracts, GWACs, and other ID/IQ contracts 
accounted for approximately 81%, 77%, and 76%, respectively, of our revenue from federal government clients. If we were to lose our 
position on one or more of these contracts, we could lose revenue and our operating results could suffer.  

The Department of Defense has issued guidance providing that procurements of services that are not performance-based or that 
are to be procured using a contract vehicle outside of the Department of Defense must be approved in advance. This could result in the 
Department of Defense limiting its future use of GWACs and GSA schedule contracts. Initiatives taken by the Department of Defense 
or other government agencies and departments, or the impact of the ongoing reorganization by the GSA, could cause services we 
provide on existing contracts to migrate to contract vehicles on which we are not a prime contractor. Should this occur, our ability to 
compete for business from these organizations in the future may be harmed.  

Orders under GSA schedule contracts, GWACs, and other ID/IQ contracts typically have a one- or two-year initial term with 
multiple options that may be exercised by our government clients to extend the contract for successive periods of one or more years. 
We can provide no assurance that our clients will exercise these options.  
  
If subcontractors on our prime contracts are able to secure positions as prime contractors, we may lose revenue.  

For each of the past several years, we have received substantial revenue from government clients relating to work performed by 
other information technology providers acting as subcontractors to us. In some cases, companies that have not held GSA schedule 
contracts or secured positions as prime contractors on GWACs have approached us in our capacity as a prime contractor, seeking to 
perform services as our subcontractor for a government client. Some of these providers that are currently acting as subcontractors to us 
may in the future secure positions as prime contractors. If one or more of our current subcontractors are awarded prime contractor 
status in the future, it could reduce or eliminate our revenue for the work they were performing as subcontractors to us. Revenue 
derived from work performed by our subcontractors represented approximately 25%, 29%, and 30% of our revenue for the fiscal years 
ended June 30, 2008, 2007, and 2006, respectively.  

If our subcontractors fail to perform their contractual obligations, our performance and reputation as a prime contractor and our ability 
to obtain future business could suffer.  

As a prime contractor, we often rely significantly upon other companies as subcontractors to perform work we are obligated to 
deliver to our clients. Revenue derived from work performed by our subcontractors represented approximately 25%, 29%, and 30% of 
our revenue for the fiscal years ended June 30, 2008, 2007, and 2006, respectively. A failure by one or more of our subcontractors to 
satisfactorily perform the agreed-upon services on a timely basis may compromise our ability to perform our obligations as a prime 
contractor. In some cases, we have limited involvement in the work performed by the subcontractor and may have exposure as a result 
of problems caused by the subcontractor. In extreme cases, performance deficiencies on the part of our subcontractors could result in a 
government client terminating our contract for default. A default termination could expose us to liability for the agency’s costs of re-
procurement, damage our reputation, and hurt our ability to compete for future contracts. Additionally, we may have disputes with our 
subcontractors that could impair our ability to execute our contracts as required.  

Our quarterly operating results may fluctuate significantly as a result of factors outside of our control, which could cause the market 
price of our class A common stock to decline.  

Our revenue and operating results could vary significantly from quarter to quarter. In addition, we cannot predict with certainty 
our future revenue or results of operations. As a consequence, our operating results may fall below the expectations of securities 
analysts and investors, which could cause the price of our class A common stock to decline. Factors that may affect our operating 
results include:  

• fluctuations in revenue earned on contracts;  
• commencement, completion, or termination of contracts during any particular quarter;  
• variable purchasing patterns under GSA schedule contracts, GWACs, and agency-specific indefinite delivery/indefinite 

quantity contracts;  
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• providing services under performance-based contracts;  
• additions and departures of key personnel;  
• strategic decisions by us or our competitors, such as acquisitions, divestitures, spin-offs, joint ventures, strategic 

investments, or changes in business strategy;  
• timing of significant bid and proposal costs;  
• contract mix, the extent of use of subcontractors, and the level of third-party hardware and software purchases for 

customers;  
• changes in presidential administrations and senior federal government officials or their priorities that affect the timing of 

technology procurement;  
• changes in policy or budgetary measures that adversely affect government contracts in general;  

  
• interruption by events beyond our control such as earthquakes, power losses, telecommunications failures, hurricanes, and 

incidents of terrorism;  
• costs associated with our international operations, including legal and tax compliance costs; and  
• the seasonality of our business.  

Reductions in revenue in a particular quarter could lead to lower profitability in that quarter because a relatively large amount of 
our expenses are fixed in the short-term. We may incur significant operating expenses during the start-up and early stages of large 
contracts and may not receive corresponding payments or revenue in that same quarter. We may also incur significant or unanticipated 
expenses when contracts expire, when they are terminated, or when they are not renewed. In addition, payments due to us from 
government agencies may be delayed due to billing cycles or as a result of failures of governmental budgets to gain Congressional and 
administration approval in a timely manner.  

If we fail to attract and retain skilled employees, we might not be able to staff recently awarded engagements and sustain our profit 
margins and revenue growth.  

We must hire significant numbers of highly qualified individuals who have advanced information technology and technical 
services skills and who work well with our clients in a government environment. In some cases, they are required to have security 
clearances issued by the Department of Defense or other government agencies. These employees are in great demand and are likely to 
remain a limited resource for the foreseeable future. If we are unable to recruit and retain a sufficient number of these employees, our 
ability to staff recently awarded engagements and to maintain and grow our business could be limited. We are operating in a tight 
labor market and, if it continues to tighten, we could be required to engage larger numbers of subcontractor personnel, which could 
cause our profit margins to suffer. In addition, some of our contracts contain provisions requiring us to commit to staff an engagement 
with personnel the client considers key to our successful performance under the contract. In the event we are unable to provide these 
key personnel or acceptable substitutions, the client may terminate the contract, and we may not be able to recover our costs.  

We may lose revenue and our cash flow and profitability could be negatively affected if expenditures are incurred prior to final receipt 
of a contract or contract funding modification.  

We provide professional services and sometimes procure materials on behalf of our government clients under various contract 
arrangements. From time to time, in order to ensure that we satisfy our clients’ delivery requirements and schedules, we may elect to 
initiate procurements or provide services in advance of receiving formal contractual authorization from the government client or a 
prime contractor. If our government or prime contractor requirements should change or the government directs the anticipated 
procurement to a contractor other than us, or if the materials become obsolete or require modification before we are under contract for 
the procurement, our investment might be at risk. If we do not receive the required funding, our cost of services incurred in excess of 
contractual funding may not be recoverable. This could reduce anticipated revenue or result in a loss, negatively affecting our cash 
flow and profitability.  

We may lose money on some contracts if we underestimate the resources we need to perform under the contract.  
We provide services to the federal government under three types of contracts: cost-plus-fee, time-and-materials, and fixed-price. 

For the fiscal year ended June 30, 2008, we derived 41%, 42%, and 17% of our revenue from cost-plus-fee, time-and-materials, and 
fixed-price contracts, respectively. Each of these types of contracts, to differing degrees, involves the risk that we could underestimate 
our cost of fulfilling the contract, which may reduce the profit we earn or lead to a financial loss on the contract.  

• Under cost-plus-fee contracts, which are subject to a ceiling amount, we are reimbursed for allowable costs and paid a fee, 
which may be fixed or performance-based. However, if our costs exceed the ceiling or are not allowable under the terms 
of the contract or applicable regulations, we may not be able to recover those costs.  
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• Under time-and-materials contracts, we are reimbursed for labor at negotiated hourly billing rates along with the cost of 
certain expenses, and we assume the risk that our costs of performance may exceed the negotiated hourly rates.  

• Under fixed-price contracts, we perform specific tasks for a fixed price. Compared to cost-plus-fee contracts and time-
and-materials contracts, fixed-price contracts involve greater financial risk due to the potential for cost overruns. To the 
extent our actual costs exceed the estimates upon which the price was negotiated, we will generate less than the 
anticipated amount of profit or could incur a loss.  

For all three contract types, we bear varying degrees of risk associated with the assumptions we use to formulate our pricing for 
the work. To the extent our working assumptions prove inaccurate, we may lose money on the contract, which would adversely affect 
our operating results.  

We may lose money or incur financial penalties if we agree to provide services under a performance-based contract arrangement.  
Under certain performance-based contract arrangements, we are paid only to the extent our customer actually realizes savings or 

achieves some other performance-based improvements that result from our services. In addition, we may also incur certain penalties. 
Performance-based contracts could impose substantial costs and risks, including:  

• the need to accurately understand and estimate in advance the improved performance that might result from our services;  
• the lack of experience both we and our primary customers have in using this type of contract arrangement; and  
• the requirement that we incur significant expenses with no guarantee of recovering these expenses or realizing a profit in 

the future.  

Even if we successfully execute a performance-based contract, our interim operating results and cash flows may be negatively 
affected by the fact that we may be required to incur significant up-front expenses prior to realizing any related revenue.  

Contracts with state and local governments, other governments, international entities, or other organizations with special standing, 
could impose substantial additional liability and costs upon us.  

As organizations seek to enhance their security, particularly state and local governments, other governments, international 
entities, and other organizations with special standing, such as the World Bank, we have the opportunity to expand our services 
beyond our core federal government client base. Contracting with such entities involves additional risks that may result in additional 
costs to us, including:  

• the additional costs associated with evaluating, qualifying, and negotiating such opportunities;  
• a requirement to understand and comply with the specific procurement laws and/or regulations of each individual state, 

locality, other government, international entity, or other party with special standing;  
• the contractual acceptance of liability provisions that impose, for example, liquidated damages or other monetary damages 

in excess of the amount of services we provide, which in some cases are unlimited;  
• the unavailability of certain protections that would typically be available under federal or common law; and  
• an increased risk of additional costs associated with dispute resolution.  

International sales and operations may pose potentially greater risks.  
International business may pose greater risks than domestic business due to the differing nature of and the potential for changes 

in foreign economic, regulatory and political environments. International business may also be highly sensitive to changes in foreign 
national priorities and government budgets.  
  

Work performed in foreign locations may be subject to foreign income and other taxes. We will incur costs in monitoring and 
complying with the tax laws and regulations in the various foreign locations where we do business, and these costs could be 
significant. Among other things, we could face scrutiny of transfer pricing arrangements by authorities in countries in which we 
operate. Failure to comply with all foreign tax laws and regulations may result in penalties and interest in addition to any tax liability 
owed. There are also U.S. and international regulations relating to investments, exchange controls and repatriation of earnings, as well 
as varying currency, political and economic risks.  

It may be more difficult to enforce contracts and collect accounts receivable in foreign markets, our liabilities and risks under 
contracts or to third parties may be materially different, and we may encounter longer payment cycles. The legal form for our doing 
business in foreign markets, including as a branch or subsidiary, depends in part on local laws, and we may be subjected to the 
jurisdiction of foreign courts. In addition, some countries may provide reduced protection for our intellectual property rights, and laws 
often materially different from those in the U.S. govern relationships with our employees, suppliers, sales representatives and 
consultants.  
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We will also be required to comply with complex U.S. laws regulating our foreign operations. This includes the Foreign Corrupt 
Practices Act, or FCPA, which provides penalties for certain corrupt practices, such as bribes made to foreign officials, and defines 
standards relating to internal accounting controls. Most of the foreign countries in which we do business have laws similar to the 
FCPA and, in some cases, the restrictions are more severe. U.S. laws also regulate the brokering of defense articles and services and 
the import and export of certain articles, services, and data. Foreign countries generally have similar laws with which we must comply. 
In many cases, U.S. export control laws may be more restrictive than that of other countries; thus, foreign competitors may not be 
subject to the same degree of compliance. Additionally, the U.S. imposes certain anti-boycott obligations.  

We may not be successful in identifying acquisition candidates and, if we undertake acquisitions, they could be expensive, increase 
our costs or liabilities, or disrupt our business. Additionally, if we are unable to successfully integrate companies we acquire, our 
revenue and operating results may be impaired.  

One of our strategies is to augment our organic growth through acquisitions. We have completed eleven acquisitions of 
complementary companies that provide services in one of our three target markets. We may not be able to identify suitable acquisition 
candidates at prices that we consider appropriate or to finance acquisitions on terms that are satisfactory to us. Acquisitions of 
businesses or other material operations may require additional debt or equity financing, resulting in leverage or dilution of ownership. 
Additionally, negotiations of potential acquisitions and the integration of acquired business operations could disrupt our business by 
diverting management attention away from day-to-day operations and we may not be able to successfully integrate the companies we 
acquire. We also may not realize cost efficiencies or synergies that we anticipated when selecting our acquisition candidates. Acquired 
companies may have liabilities or adverse operating issues that we fail to discover through due diligence. Any costs, liabilities, or 
disruptions associated with future acquisitions could harm our operating results. In addition, following the integration of acquired 
companies, we may experience increased attrition, including but not limited to key employees of acquired companies, which could 
reduce our future revenue.  

Our August 2007 acquisition of Constella Group, LLC, or Constella, is our largest acquisition to date. While substantially all of 
Constella’s revenues are generated in the health care and public health market, primarily under contracts with the U.S. government, 
approximately 40% of Constella’s revenues are from work performed outside the United States, and approximately 30% of its 
revenues are from commercial contracts primarily with customers in the pharmaceutical and biotechnology industries. The Constella 
acquisition expands our capabilities in the health care and public health market, but also exposes us to greater risks related to 
international and commercial work. We will likely have to continue to devote significant management attention and resources to 
manage and staff Constella’s international operations and we expect to continue to incur increased travel, infrastructure and legal 
compliance costs associated with multiple international locations.  
  

Our recent acquisition of Era Systems Corporation, a Delaware corporation, and M/S ERA a.s., its indirect Czech subsidiary, 
establishes our presence in surveillance and flight tracking solutions for the air traffic management, military, security, and airport 
operations markets, but its international operations and complex technologies may also expose us to greater legal and business risks. 
Era’s Czech operations utilize suppliers from various countries. Prior to our acquisition, Era filed disclosures with the U.S. 
Department of State regarding Era’s potential brokering activities related to the foreign sales of its Czech subsidiary. U.S. law requires 
government approval of brokering of defense articles and services to certain foreign countries, and violation can result in civil and 
criminal penalties. Upon the acquisition, we have been in active discussions with the proper U.S. Government officials, and we are 
putting in place operational procedures prohibiting any unapproved brokering. We are conducting an audit of Era’s operations and 
training its employees to ensure compliance with relevant U.S. laws. We are still in the preliminary stages of our discussions and 
review, and cannot be certain that no claims ultimately will be made against Era. Exports from the Czech Republic are subject to 
Czech export control laws, and our plan is to subject all such exports also to U.S. Government approvals, which can be expected to 
limit the countries to which such products may be exported. Prior to our acquisition, Era also conducted a review of various foreign 
representatives and consultants and began a process of restructuring certain of its related contractual agreements to ensure compliance 
with foreign laws that, amongst other things, restrict in certain countries use of commissioned representatives for select products.  

Unfavorable government audit results could force us to adjust previously reported operating results and could subject us to a variety of 
penalties and sanctions.  

The federal government audits and reviews our performance on contracts, pricing & cost accounting practices, and compliance 
with other applicable laws and regulations. Like most large government contractors, our contracts are audited and reviewed on a 
continual basis by federal agencies, including the Defense Contract Management Agency, or DCMA and the Defense Contract Audit 
Agency, or DCAA. An audit of our contracts, including an audit of contracts performed by companies we have acquired or may 
acquire or subcontractors we have hired or may hire, could result in a substantial adjustment to our previously reported operating 
results.  
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All significant incurred cost submission audits have been completed through fiscal year 2006. Non-audit reviews by the 
government may still be conducted on all our government contracts. If a government audit uncovers improper or illegal activities, we 
may be subject to civil and criminal penalties and administrative sanctions, including termination of contracts, forfeiture of profits, 
suspension of payments, fines, and suspension or debarment from doing business with U.S. federal government agencies. In addition, 
we could suffer serious harm to our reputation if allegations of impropriety were made against us, whether or not true.  

If we were suspended or debarred from contracting with the federal government generally, or any specific agency, if our 
reputation or relationship with government agencies were impaired, or if the government otherwise ceased doing business with us or 
significantly decreased the amount of business it does with us, our revenue and operating results would be materially harmed.  

If we experience systems, service, or product failure, our reputation could be harmed and our clients could assert claims against us for 
damages or refunds.  

We create, implement, and maintain information technology solutions, as well as sell products, that are often critical to our 
clients’ operations, including operations in war zones and other hazardous environments. We have experienced and may in the future 
experience some systems and service failures, schedule or delivery delays, and other problems in connection with our work. If our 
solutions, services, products, including third party products we may resell to our clients, or other applications have significant defects 
or errors, are subject to delivery delays, or fail to meet our clients’ expectations, we may:  

• lose revenue due to adverse client reaction;  
• be required to provide additional services to a client at no charge;  

  
• receive negative publicity, which could damage our reputation and adversely affect our ability to attract or retain clients; 

or  
• suffer claims for substantial damages against us.  

In addition to any costs resulting from product or service warranties, contract performance, or required corrective action, these 
failures may result in increased costs or loss of revenue if clients postpone subsequently scheduled work or cancel or fail to renew 
contracts.  

While many of our contracts limit our liability for consequential damages that may arise from negligence in rendering services 
to our clients, these contractual provisions may not be legally sufficient to protect us if we are sued. In addition, our errors and 
omissions and product liability insurance coverage may not continue to be available on reasonable terms or in sufficient amounts to 
cover one or more large claims, or the insurer may disclaim coverage as to some types of future claims. As we continue to grow and 
expand our business into new areas, our insurance coverage may not be adequate. The successful assertion of any large claim against 
us could seriously harm our business. Even if not successful, these claims could result in significant legal and other costs, may be a 
distraction to our management, and may harm our reputation.  

Our business commitments require our employees to travel to potentially dangerous places, which may result in injury to our 
employees.  

Our business involves providing services that require our employees to operate in various countries around the world, including 
Iraq and Afghanistan. These countries may be experiencing political upheaval or unrest, and in some cases war or terrorism. Senior 
level employees or executives may, on occasion, be part of the teams deployed to provide services in these countries. As a result, it is 
possible that certain of our employees or executives will suffer injury or bodily harm in the course of these deployments. It is also 
possible that we will encounter unexpected costs in connection with additional risks inherent with sending our employees to dangerous 
locations, such as increased insurance costs, as well as the repatriation of our employees or executives for reasons beyond our control.  

Our employees may engage in misconduct or other improper activities, which could harm our business.  
We are exposed to the risk that employee fraud or other misconduct could occur. Misconduct by employees could include 

intentional failures to comply with federal government procurement regulations, engaging in unauthorized activities, seeking 
reimbursement for improper expenses or falsifying time records. Employee misconduct could also involve the improper use of our 
clients’ sensitive or classified information, which could result in regulatory sanctions against us and serious harm to our reputation. It 
is not always possible to deter employee misconduct, and the precautions we take to prevent and detect this activity may not be 
effective in controlling unknown or unmanaged risks or losses, which could harm our business.  
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Our failure to obtain and maintain necessary security clearances may limit our ability to perform classified work for government 
clients, which could cause us to lose business.  

Some government contracts require us to maintain facility security clearances and require some of our employees to maintain 
individual security clearances. We have seen a recent increase in the number of clients requiring special security clearances and the 
types of clearances required. If our employees lose or are unable to timely obtain security clearances, or we lose a facility clearance, 
the government client can terminate the contract or decide not to renew it upon its expiration. As a result, to the extent we cannot 
obtain the required security clearances for our employees working on a particular contract, or we fail to obtain them on a timely basis, 
we may not derive the revenue anticipated from the contract, which could harm our operating results.  
  
Security breaches in sensitive government systems could result in loss of clients and negative publicity.  

Many of the systems we develop, install, and maintain involve managing and protecting information used in intelligence, 
national security, and other sensitive or classified government functions. A security breach in one of these systems could cause serious 
harm to our business, damage our reputation, and prevent us from being eligible for further work on sensitive or classified systems for 
federal government clients. We could incur losses from such a security breach that could exceed the policy limits under our insurance. 
Damage to our reputation or limitations on our eligibility for additional work resulting from a security breach in one of our systems 
could materially reduce our revenue.  

We depend on our intellectual property and our failure to protect it could enable competitors to market products and services with 
similar features that may reduce demand for our products.  

Our success depends in part upon the internally developed technology, proprietary processes, and other intellectual property that 
we utilize to provide our services and incorporate in our products. If we are unable to protect our intellectual property, our competitors 
could market services or products similar to our services and products, which could reduce demand for our offerings. Federal 
government clients typically retain a perpetual, world-wide, royalty-free right to use the intellectual property we develop for them in 
any manner they deem appropriate, including providing it to our competitors in connection with their performance of other federal 
government contracts. We typically seek governmental authorization to re-use intellectual property developed for the federal 
government or to secure export authorization. Federal government clients typically grant contractors the right to commercialize 
software developed with federal funding. However, if we were to improperly use intellectual property even partially funded by the 
federal government, the federal government could seek damages or royalties from us, sanction us, or prevent us from working on 
future government contracts.  

We may be unable to prevent unauthorized parties from attempting to copy or otherwise obtain and use our technology. Policing 
unauthorized use of our technology is difficult, and we may not be able to prevent misappropriation of our technology, particularly in 
foreign countries where the laws may not protect our intellectual property as fully as those in the United States. Others, including our 
employees, may compromise the trade secrets and other intellectual property that we own. Although we require our employees to 
execute non-disclosure and intellectual property assignment agreements and comply with related policies and procedures, these 
agreements may not be legally or practically sufficient to protect our rights. Litigation may be necessary to enforce our intellectual 
property rights, to protect our trade secrets, and to determine the validity and scope of the proprietary rights of others. Any litigation 
could result in substantial costs and diversion of resources, with no assurance of success.  

We may be harmed by intellectual property infringement claims.  
We may become subject to claims from our employees or third parties who assert that software and other forms of intellectual 

property that we use in delivering services and business solutions to our clients infringe upon intellectual property rights of such 
employees or third parties. Our employees develop much of the software and other forms of intellectual property that we use to 
provide our services and business solutions to our clients, but we also license technology from other vendors. If our vendors, our 
employees, or third parties assert claims that we or our clients are infringing on their intellectual property, we could incur substantial 
costs to defend those claims. In addition, if any of these infringement claims are ultimately successful, we could be required to:  

• cease selling or using products or services that incorporate the challenged software or technology;  
• obtain a license or additional licenses from our vendors or other third parties; or  
• redesign our products and services that rely on the challenged software or technology.  

  
Activation of military and National Guard reserves could significantly reduce our revenue and profits.  

Activation of military reserves, in connection with international conflicts or otherwise, could result in some clients and client 
contracting staff being activated into the military services. This could delay contract awards that might be in the evaluation or award 
process, which could in turn reduce our revenue until such time as our clients are able to complete the evaluation and award process, 
or could even result in the loss of the potential contract award.  
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As of June 30, 2008 we had approximately 200 employees who serve as reserves for a branch of the military or the National 
Guard. In the event of a significant call-up we will pay these employees the differential between their military pay and their salary for 
up to one year. Our standard practice in the absence of a significant call-up is to provide for up to 15 days of differential pay for 
military leave. To the extent those called for military duty are directly billable on our contracts, our revenue could be reduced. 
Additionally, our fringe benefit expenses would be increased by any differential payments, which could reduce our profits.  

Our global drug development business, a component of our Constella acquisition, is subject to risks that may adversely affect our 
results of operations.  

Approximately 3% of our revenue for the fiscal year ended June 30, 2008 was derived from clinical research services. Contracts 
to provide clinical research services are subject to various risks, including:  

• Regulatory Risk. We are required to comply with the laws and regulations of various countries governing activities such 
as obtaining patients’ informed consents, verifying qualifications of investigators, reporting patients’ adverse reactions to 
products, and maintaining thorough and accurate records. We are also required to ensure that the computer systems we use 
to process human data from clinical trials are validated in accordance with the electronic records regulations that apply to 
pharmaceutical companies and clinical research organizations. If we fail to comply with these governmental regulations, it 
could result in the termination of our ongoing research or the disqualification of data for submission to regulatory 
authorities. We could also be barred from providing clinical trial services in the future or could be subject to fines. 
Additionally, we may have to repeat research or redo clinical trials at no further cost to our clients, but at substantial cost 
to us. These events could create a risk of liability to us from the pharmaceutical companies with whom we contract or the 
study participants.  

• Liability for Personal Injury or Death. Our clinical research business involves the testing of experimental drugs and 
medical devices on consenting human volunteers pursuant to a study protocol. Clinical research involves a risk of liability 
for personal injury or death to patients who participate in the study or who use a product approved by regulatory 
authorities after the clinical research had concluded, due to, among other reasons, possible unforeseen adverse side effects 
or improper administration of the drug or device by physicians. In some cases, these patients are already seriously ill and 
are at risk of further illness or death. To mitigate the risk of liability, we seek to include indemnity provisions in our 
contracts. Even if we are able to include indemnity provisions in our contracts, we may still have to pay damages or incur 
defense costs in connection with claims outside the scope of the indemnity or the client may not have the financial ability 
to fulfill its indemnification obligation. We carry insurance to cover our risk of liability, but our insurance is subject to 
deductibles and coverage limits and may not be adequate to cover claims.  

Foreign currency exchange rate fluctuations may adversely affect our business.  
The revenue and expenses of our foreign operations are generally denominated in local currencies, primarily the British pound, 

and then are translated into U.S. dollars for financial reporting purposes. For the year ended June 30, 2008, approximately 2% of our 
revenue was denominated in British pounds, and less than 1% of our revenue was denominated in other foreign currencies. Changes in 
the exchange rates between foreign currencies and the U.S. dollar will affect the translation of foreign results into U.S. dollars for 
purposes of reporting our consolidated results. Due to the variability of currency exposure and the potential volatility of currency 
exchange rates, we cannot predict the effect of exchange rate fluctuations on future sales and operating results.  
  
Covenants in our credit facility may restrict our financial and operating flexibility.  

On May 29, 2008, we amended our five-year unsecured revolving credit facility dated August 9, 2007 to increase the 
commitment from $100 million to $285 million. At June 30, 2008, we had $150 million outstanding under this facility. The credit 
facility contains covenants limiting our ability to, among other things, merge or consolidate with others, incur liens, redeem or 
repurchase our stock, enter into transactions with affiliates, or dispose of assets. In addition, the credit facility contains financial 
covenants requiring us to maintain specified financial ratios. Our ability to satisfy these financial ratios can be affected by events 
beyond our control, and we cannot assure you that we will meet these ratios. If we do not comply with the various covenants under the 
credit facility, the lenders may, subject to various customary cure rights, require immediate payment of all amounts outstanding under 
the facility.  

Any event of default could have a material adverse effect on our business. If the lenders declare amounts outstanding under the 
credit facility to be due, the lenders could proceed against our assets. We also may incur future debt obligations that might subject us 
to restrictive covenants that could affect our financial and operational flexibility or subject us to other events of default.  

From time to time we may require consents or waivers from our lenders to permit actions that are prohibited by our credit 
facility. If our lenders refuse to provide waivers of our credit facility’s restrictive covenants or financial ratios, then we may be 
prohibited from undertaking actions that are necessary or desirable to maintain and expand our business.  
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Other Risks Related To Our Stock  
Our stock price is volatile and could decline.  

The stock market in general, and the market for technology-related stocks in particular, has been highly volatile. As a result, the 
market price of our class A common stock is likely to be similarly volatile, and holders of our class A common stock may experience 
a decrease in the value of their stock, including decreases unrelated to our operating performance or prospects. The price of our class 
A common stock could be subject to wide fluctuations in response to a number of factors, including those listed in this “Risk Factors” 
section and others such as:  

• our operating performance and the performance of other similar companies or companies deemed to be similar;  
• actual or anticipated differences in our quarterly operating results;  
• changes in our revenue or earnings estimates or recommendations by securities analysts;  
• publication of research reports about us or our industry by securities analysts;  
• additions and departures of key personnel;  
• contract mix and the extent of use of subcontractors;  
• strategic decisions by us or our competitors, such as acquisitions, consolidations, divestments, spin-offs, joint ventures, 

strategic investments, or changes in business strategy;  
• federal government spending levels, both generally and by our particular government clients;  
• the passage of legislation or other regulatory developments that adversely affect us or our industry;  
• the failure by Congress to approve budgets on a timely basis;  
• speculation in the press or investment community;  

  
• changes in the government information technology services industry;  
• terrorist acts;  
• general market conditions, including economic factors unrelated to our performance; and  
• military action related to international conflicts, wars, or otherwise.  

In the past, securities class action litigation has often been instituted against companies following periods of volatility in their 
stock price. This type of litigation could result in substantial costs and divert our management’s attention and resources.  

Our chairman, whose interests may not be aligned with yours, controls our company, which could result in actions of which you or 
other stockholders do not approve.  

As of August 22, 2008, Ernst Volgenau, our chairman, beneficially owned 113,078 shares of class A common stock and 
12,050,736 shares of class B common stock, which represented approximately 65.6% of the combined voting power of our 
outstanding common stock. As of August 22, 2008, our executive officers, directors and chairman of the Board of Directors as a group 
beneficially owned an aggregate of 1,675,212 shares of class A common stock and 12,050,736 shares of class B common stock, which 
represented approximately 66.1% of the combined voting power of our outstanding common stock. As a result, these individuals 
acting together, or Dr. Volgenau acting alone, will be able to control the outcome of all matters that our stockholders vote upon, 
including the election of directors, amendments to our certificate of incorporation, and mergers or other business combinations. In 
addition, upon the death of Dr. Volgenau and the conversion of his class B common stock into class A common stock, William K. 
Brehm, the former chairman of our Board of Directors, if he survives Dr. Volgenau, would beneficially own all of the outstanding 
class B common stock and could exercise significant influence over corporate matters requiring stockholder approval. This 
concentration of ownership and voting power may also have the effect of delaying or preventing a change in control of our company 
and could prevent stockholders from receiving a premium over the market price if a change in control is proposed.  

Provisions of our charter documents and Delaware law may inhibit potential acquisition bids that you and other stockholders may 
consider favorable, and the market price of our class A common stock may be lower as a result.  

There are provisions in our certificate of incorporation and by-laws that make it more difficult for a third party to acquire, or 
attempt to acquire, control of our company, even if a change in control was considered favorable by you and other stockholders. For 
example, our Board of Directors has the authority to issue up to 5,000,000 shares of preferred stock. The Board of Directors can fix 
the price, rights, preferences, privileges, and restrictions of the preferred stock without any further vote or action by our stockholders. 
The issuance of shares of preferred stock may delay or prevent a change in control transaction. As a result, the market price of our 
class A common stock and the voting and other rights of our stockholders may be adversely affected. This issuance of shares of 
preferred stock may result in the loss of voting control to other stockholders.  
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Our charter documents contain other provisions that could have an anti-takeover effect, including:  
• the high-vote nature of our class B common stock;  
• only one of the three classes of directors is elected each year;  
• stockholders have limited ability to remove directors without cause;  
• stockholders cannot take actions by written consent;  
• stockholders cannot call a special meeting of stockholders; and  
• stockholders must give advance notice to nominate directors or submit proposals for consideration at stockholder 

meetings.  
  

In addition, we are subject to the anti-takeover provisions of Section 203 of the Delaware General Corporation Law, which 
regulates corporate acquisitions. These provisions could discourage potential acquisition proposals and could delay or prevent a 
change in control transaction. They could also have the effect of discouraging others from making tender offers for our class A 
common stock. These provisions may also prevent changes in our management.  

Item 1B. UNRESOLVED STAFF COMMENTS  
We have not received written comments from the commission staff regarding our periodic or current reports under the Securities 

Exchange Act of 1934 that remain unresolved.  

Item 2. PROPERTIES  
We lease our office facilities and we do not own any facilities or real estate. At June 30, 2008, we had approximately 1.3 million 

square feet of floor space at approximately 58 separate locations, primarily in the U.S. We have leased our corporate headquarters at 
4300 Fair Lakes Court in Fairfax, Virginia 22033 since 1991. Both of our headquarters’ leases expire on December 31, 2015. We also 
lease additional facilities located in 17 states, the District of Columbia and various foreign countries.  

Item 3. LEGAL PROCEEDINGS  
From time to time, we are involved in various legal matters and proceedings concerning matters arising out of the ordinary 

course of our business. While we cannot predict the outcome of these matters, we currently do not expect that any liability arising out 
of these matters and proceedings will have a material adverse effect on our financial position, results of operations, or cash flows.  

Item 4. SUBMISSION OF MATTERS TO A VOTE OF SECURITY HOLDERS  
During the fourth quarter of fiscal year 2008, there were no matters submitted to a vote of security holders through the 

solicitation of proxies or otherwise.  
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PART II  

Item 5. MARKET FOR REGISTRANT’S COMMON EQUITY, RELATED STOCKHOLDER MATTERS AND ISSUER 
PURCHASES OF EQUITY SECURITIES  

Since May 24, 2002, our class A common stock has been publicly traded on the New York Stock Exchange under the symbol 
“SRX.” Prior to May 24, 2002, our class A common stock was not publicly traded. From July 1, 2006 to June 30, 2008 the ranges of 
high and low sale prices of our class A common stock as reported by the New York Stock Exchange for each quarter during this 
period were as follows:  
  

  
High  

  

Low  
  

Year ended June 30, 2008:     

First Quarter ...................................................................................................... $ 28.59  $ 22.64  
Second Quarter..................................................................................................  31.88   26.26  
Third Quarter.....................................................................................................  29.84   21.10  
Fourth Quarter...................................................................................................  27.27   21.92  

   

Year ended June 30, 2007:     

First Quarter ...................................................................................................... $ 30.31  $ 23.31  
Second Quarter..................................................................................................  32.40   25.50  
Third Quarter.....................................................................................................  28.19   20.65  
Fourth Quarter...................................................................................................  26.38   23.95  

As of August 22, 2008, there were approximately 88 holders of record of our class A common stock and two holders of record 
of our class B common stock. The number of holders of record of our class A common stock is not representative of the number of 
beneficial holders because many shares are held by depositories, brokers or nominees. As of August 22, 2008, the closing price of our 
class A common stock was $23.08.  

We have never declared or paid any cash dividends on our common stock. We currently intend to retain earnings, if any, to 
support our growth strategy and do not anticipate paying cash dividends in the foreseeable future.  

Sale of Unregistered Securities  
We issued 22,887, 46,392, and 56,142 shares of our class A common stock to our SRA International, Inc. 401(k) Plan through 

matching contributions as determined by our Board of Directors during the fiscal years ended June 30, 2008, 2007, and 2006, 
respectively. These issuances were not sales within the meaning of the Act.  
  

Share Repurchases  
On May 2, 2007, our Board of Directors authorized a share repurchase program to buy back up to $40 million of our class A 

common stock. The following table summarizes the repurchases of class A common stock during the three-month period ended 
June 30, 2008. All shares repurchased under the share repurchase program were purchased in open market transactions.  
  

Period 
  

Total Number 
of Shares 
Purchased  

  

Average Price 
Paid per Share  

  

Total Number of Shares 
Purchased as Part of Publicly 
Announced Plan or Program  

  

Approximate Dollar Value 
of Shares that May Yet be 
Purchased Under the Plan 

or Program  
  

04/01/2008 – 04/30/2008 ........  65,652(a) $ 25.28  —   $ 22,720,495(b)
05/01/2008 – 05/31/2008 ........  12,430(c)  23.34  1,000  22,697,965(b)
06/01/2008 – 06/30/2008 ........  745,600(d)  22.44  745,600  5,969,056(b)

Total.........................................  823,682  
  

 746,600 
  

  
(a) Represents shares repurchased from terminated employees.  
(b) Under the $40 million share repurchase authorization.  
(c) Includes 11,430 shares surrendered by employees to satisfy tax withholding obligations upon vesting of restricted stock awards. 

The remaining shares were purchased under the share repurchase program.  
(d) Represents share purchased under the share repurchase program.  

Equity Compensation Plan Information  
Information regarding our equity compensation plans and the securities authorized for issuance thereunder is incorporated by 

reference in Item 12.  
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Stock Performance Graph  

The information included under this heading “Stock Performance Graph” is “furnished” and not “filed” and shall not be deemed 
to be “soliciting material” or subject to Regulation 14A, shall not be deemed “filed” for purposes of Section 18 of the Securities 
Exchange Act of 1934, as amended, or the Exchange Act, or otherwise subject to the liabilities of that section, nor shall it be deemed 
incorporated by reference in any filing under the Securities Act of 1933, as amended, or the Exchange Act.  

The following graph compares the cumulative total stockholder return on our class A common stock from June 30, 2003 to 
June 30, 2008 with the cumulative total return of (i) the Russell 2000 stock index and (ii) the services sector index of the Dow Jones 
US Computer Services. The Dow Jones US Computer Services index was used instead of the Goldman Sachs Technology Index, or 
GSTI, because GSTI is no longer available. This graph assumes the investment of $100.00 at the closing price on June 30, 2003 in our 
class A common stock, the Russell 2000 stock index, and Dow Jones US Computer Services index, and assumes any dividends are 
reinvested. The historical information set forth below is not necessarily indicative of future performance.  

 
  

  
June 30,  

  

  
2003  

  

2004  
  

2005  
  

2006  
  

2007  
  

2008  
  

SRA International, Inc.  .....................................................  100.00  132.25  217.00  166.44   157.88  140.38 
Russell 2000 .......................................................................   100.00  133.37  145.96  167.24   194.73  163.19 
Dow Jones US Computer Services ....................................  100.00  111.06  99.35  105.38   143.32  154.35 
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Item 6. SELECTED FINANCIAL DATA  
The following selected financial data should be read in conjunction with our financial statements and the related notes, and with 

“Management’s Discussion and Analysis of Financial Condition and Results of Operations,” included elsewhere in this Form 10-K. 
The statement of operations data for the fiscal years ended June 30 2008, 2007, and 2006 and the balance sheet data as of June 30, 
2008 and 2007, are derived from our financial statements that have been audited by Deloitte & Touche LLP, our independent 
registered public accounting firm, and are included in this Form 10-K. The statement of operations data for the fiscal years ended 
June 30, 2005 and 2004, and the balance sheet data as of June 30, 2006, 2005, and 2004, are derived from our financial statements that 
have been audited by Deloitte & Touche LLP and not included in this Form 10-K. The selected financial data reflect our adoption of 
Statement of Financial Accounting Standards, or SFAS, No. 123R in July 2005 and our acquisitions completed through June 30, 2008. 
For more information on the more recent acquisitions, see Note 2 to our financial statements.  
  

  
Year Ended June 30,  

  

  
2008  

  
2007  

  
2006  

  
2005  

  
2004  

  

  (in thousands, except share and per share data) 
Statement of Operations Data:           

Revenue .......................................................... $ 1,506,933 $ 1,268,872 $ 1,179,267  $ 881,770 $ 615,802 
Operating costs and expenses:           

Cost of services.....................................  1,121,913  954,656  880,802   653,115  442,771 
Selling, general and 

administrative (b) .............................  240,340  200,204  183,297   126,404  100,919 
Depreciation and amortization..............  25,263  21,187  18,201   13,141  10,511 

Total operating costs and expenses
................................................  1,387,516  1,176,047  1,082,300   792,660  554,201 

Operating income ...........................................  119,417  92,825  96,967   89,110  61,601 
Interest expense ..............................................  (3,288)  (35)  (79)  (3)  (6)
Interest income ...............................................  4,261  6,311  4,311   3,445  1,480 
Gain on sale of Mantas, Inc............................  892  3,674  —     —    —   
Other income ..................................................  —    —    —     —    153 

Income before taxes .......................................  121,282  102,775  101,199   92,552  63,228 
Provision for income taxes.............................  48,018  39,345  38,679   34,829  24,291 

Net income ..................................................... $ 73,264 $ 63,430 $ 62,520  $ 57,723 $ 38,937 

Earnings per share: (a)           

Basic............................................ $ 1.27 $ 1.12 $ 1.14  $ 1.09 $ 0.76 

Diluted......................................... $ 1.24 $ 1.09 $ 1.08  $ 1.02 $ 0.71 

Weighted-average shares: (a)           

Basic............................................  57,566,645  56,476,927  55,064,138   52,965,623  51,008,978 

Diluted.........................................  59,277,059  58,381,788  57,738,875   56,549,303  54,738,028 

  
  

As of June 30,  
  

  
2008  

  
2007  

  
2006  

  
2005  

  
2004  

  

Balance Sheet Data:           

Cash and cash equivalents.............................. $ 229,260 $ 212,034 $ 173,564  $ 162,973 $ 143,367 
Working capital ..............................................  372,351  297,085  299,567   285,489  229,796 
Total assets .....................................................  1,136,515  847,684  724,722   572,399  466,380 
Total stockholders’ equity..............................  692,936  625,455  533,297   429,092  339,268 
  
(a) Share and per share amounts have been adjusted to reflect the May 2005 two-for-one stock split.  
(b) Years ended June 30, 2008, 2007, and 2006 include $10.1 million, $11.5 million, and $13.2 million, respectively, of stock 

compensation expense recognized in accordance with SFAS No. 123R.  
   
Item 7. MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND RESULTS OF 

OPERATIONS  
You should read the following discussion and analysis in conjunction with our financial statements and the related notes 

included elsewhere in this Form 10-K. This discussion and analysis contains forward-looking statements that involve risks, 
uncertainties, and assumptions. Our actual results may differ materially from those anticipated in these forward-looking statements as 
a result of certain factors, including, but not limited to, those set forth under “Risk Factors” and elsewhere in this Form 10-K.  
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Selling, general and administrative (b)
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ABOUT THIS MANAGEMENT’S DISCUSSION AND ANALYSIS  
The discussion and analysis that follows is organized to:  
• provide an overview of our business;  
• describe selected key metrics evaluated by management;  
• explain the year-over-year trends in our results of operations;  
• describe our liquidity and capital resources; and  
• explain our critical accounting policies, describe certain line items of our statements of operations, and define certain 

other terms we use in our discussion and analysis.  

Readers who are not familiar with our company or the financial statements of federal government information technology 
services providers should closely review the “Description of Critical Accounting Policies,” the “Description of Statement of 
Operations Items,” and the “Definition of Certain Items Used in this Management’s Discussion and Analysis” sections that appear at 
the end of this discussion and analysis. These sections provide background information that can help readers in understanding and 
analyzing our financial information.  

OVERVIEW  
We are a leading provider of technology and strategic consulting services and solutions to clients in national security, civil 

government, and global health. We offer a broad range of technology and strategic consulting services spanning the information 
technology life cycle, including: strategic consulting; systems design, development, and integration; and outsourcing and managed 
services. Our core business solutions include text and data mining; information assurance, cyber security and privacy protection; 
enterprise resource planning; business intelligence; contingency and disaster planning; enterprise architecture and portfolio 
management; identity management; information sharing and knowledge management; outsourcing, managed services, and 
infrastructure modernization; service-oriented architecture; training, modeling, and simulation; global health policy and program 
management; 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. We provide services in three target markets: national security, civil government, and health care 
and public health. Our largest market, national security, includes the Department of Defense, the National Guard, the Department of 
Homeland Security, the intelligence agencies, and other federal organizations with homeland security missions.  

Since our founding in 1978, we have derived substantially all of our revenue from services provided to federal government 
clients. According to the Federal Information Technology Market Forecast, FY 2008-FY 2013 report published by INPUT, an 
independent federal government market research firm, the contracted portion of U.S. federal government spending on information 
technology is forecasted to grow at an annual rate of 4.1% from $71.9 billion in federal fiscal year 2008 to $87.8 billion in federal 
fiscal year 2013. We estimate that our addressable market, which also includes management consulting, engineering and other 
professional services for local, state, and federal governments, is currently over $150 billion in size. In order to grow, we will need to 
take market share from our competitors. Our growth is driven in part by contract awards and how we build-out our contracts. Ideally, 
the level of quarterly business awards would exceed the revenue booked in the quarter to drive backlog growth.  
  

We work with the federal government under three primary contract types: cost-plus-fee, time-and-materials, and fixed-price 
contracts. Cost-plus-fee contracts are typically lower risk arrangements and thus yield lower profit margins than time-and-materials 
and fixed-price arrangements. Time-and-materials and fixed-price contracts typically generate higher profit margins reflecting their 
generally higher risk. Where customer requirements are clear, we prefer to enter into time-and-materials and fixed-price arrangements 
rather than cost-plus-fee arrangements. Typically under time-and-materials and fixed-price, as compared with cost-plus-contracts, the 
customer can save money and we can earn better margins, given the more specific delivery requirements of these structures.  

Most of our revenue is generated based on services provided either by our employees or subcontractors. To a lesser degree, the 
revenue we earn includes reimbursable travel and other items to support the contractual effort, and may include third-party hardware 
and software that we purchase and integrate for customers as part of the solutions that we provide. Thus, once we win new business, 
the key to delivering the revenue is through hiring new employees to meet customer requirements, retaining our employees, and 
ensuring that we deploy them on direct-billable jobs. Therefore, we closely monitor hiring success, attrition trends, and direct labor 
utilization. Since we earn higher profits from the labor services that our employees provide compared with subcontracted efforts and 
other reimbursable items such as hardware and software purchases for customers, we seek to optimize our labor content on the 
contracts we win. The level of hardware and software purchases we make for customers may vary from period to period depending on 
specific contract and customer requirements.  
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Cost of services includes labor, or the salaries and wages of our employees, plus fringe benefits; the costs of subcontracted labor 
and outside consultants; third-party materials, such as hardware and software that we purchase for customer solutions; and other direct 
costs such as travel incurred to support contract efforts. Since we earn higher profits on our own labor services, we expect the ratio of 
cost of services to revenue to decline when our labor services mix increases relative to subcontracted labor or third-party material. 
Conversely, as subcontracted labor or third-party material purchases for customers increase relative to our own labor services, we 
expect the ratio of cost of services to revenue to increase. As we continue to bid and win larger contracts, our own labor services 
component could decrease. This is because the larger contracts typically are broader in scope and require more diverse capabilities 
resulting in more subcontracted labor with the potential for more third-party hardware and software purchases. In addition, we can 
face hiring challenges in staffing larger contracts. While these factors could lead to a higher ratio of cost of services to revenue, the 
economics of these larger jobs are nonetheless generally favorable because they increase income, broaden our revenue base, and have 
a favorable return on invested capital.  

We have been able to build and effectively use what we refer to as a central services model. This central services model 
employs the use of central services for marketing, business development, human resources, recruiting, finance and accounting, 
infrastructure and other core administrative services. This central services model allows us to reduce selling, general and 
administrative expenses as a percentage of revenue as revenue grows organically and through selective acquisitions, thereby 
contributing to the growth in operating income.  

Depreciation and amortization expenses are affected by the level of our annual capital expenditures and the amount of identified 
intangibles related to acquisitions. We do not presently foresee significant changes in our capital expenditure requirements, which 
have averaged approximately 1% of revenue over the last three fiscal years. As we continue to make selected strategic acquisitions, 
the amortization of identified intangible assets may increase as a percentage of our revenue.  

Our operating income, or revenue minus cost of services, selling, general and administrative expenses, and depreciation and 
amortization, and thus our operating margin, or the ratio of operating income to revenue, is driven by the mix and execution on our 
contracts, how we manage our costs, and the amortization charges resulting from acquisitions.  

Our cash position is driven primarily by the level of net income, working capital in accounts receivable, capital expenditures and 
acquisition activities.  
  
SELECTED KEY METRICS EVALUATED BY MANAGEMENT  

We manage and assess the performance of our business by evaluating a variety of metrics. Selected key metrics are discussed 
below.  

Revenue Growth  
Our total revenue growth rate was 18.8% in fiscal year 2008. This growth was attributable primarily to the acquisitions of 

RABA Technologies, LLC, or RABA, which was completed in October 2006 and Constella Group, LLC, or Constella, which was 
completed in August 2007. Our organic revenue growth rate was 2.9% in fiscal year 2008. 

A part of our growth strategy includes pursuing strategic acquisitions to complement and accelerate internal growth by adding 
new capabilities, customers or intellectual property. From July 1, 2005 through June 30, 2008, we completed the following 
acquisitions:  
  
Acquisition 

  
Strategic Value 

  
Closing Date 

  
Purchase Price 

  

      (in millions) 
Galaxy Scientific Corporation.......  Command and Control, Communications, Computers, 

Intelligence (C4I) 
July 1, 2005 $ 98.7 

Spectrum Solutions Group, Inc. ...  Enterprise Resource Planning November 2, 2005  17.7 
Mercomms Unlimited, Inc.  .........  Maritime and Defense Communications April 10, 2006  0.6 
RABA Technologies, LLC............  Intelligence October 26, 2006  95.0 
Constella Group, LLC ...................  Health Sciences and International Health and Drug 

Development 
August 9, 2007  190.6 
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Contract Backlog  
Future growth is dependent upon the strength of our target markets, our ability to identify opportunities, and our ability to 

successfully bid and win new contracts. Our success can be measured in part based upon the growth of our backlog. The following 
table summarizes our contract backlog at the end of the year:  
  

  
Year Ended June 30,  

  

  
2008  

  
2007  

  
2006  

  

  (in millions) 
Backlog:       

Funded ..........................................................................................................  $ 676.5  $ 600.4  $ 512.8  
Unfunded ......................................................................................................   3,182.7   2,809.8   2,748.8  

Total backlog..........................................................................................................  $ 3,859.2  $ 3,410.2  $ 3,261.6  

Our total backlog of approximately $3.9 billion as of June 30, 2008 represented a 13.2% increase over the fiscal year 2007 
backlog. We currently expect to recognize revenue during fiscal year 2009 from approximately 24% of our total backlog as of 
June 30, 2008.  
  

Contract mix  
Contract profit margins are generally affected by the type of contract. We can typically earn higher profits on fixed-price and 

time-and-materials contracts than cost-plus-fee contracts. Thus, an important part of growing our operating income is to increase the 
amount of services delivered under fixed-price and time-and-materials contracts. The following table summarizes our historical 
contract mix, measured as a percentage of total revenue, for the periods indicated:  
  

  
Year Ended June 30,  

  

  
    2008      

  
    2007      

  
    2006      

  

Cost-plus-fee .............................................................................................................   41%  43%  45%
Time-and-materials ...................................................................................................   42   42   40  
Fixed-price.................................................................................................................   17   15   15  

Headcount and Labor Utilization  
Because most of our revenue derives from services delivered by our employees, our ability to hire new employees and deploy 

them on direct-billable jobs is critical to our success. The following table represents our headcount and our direct labor utilization over 
the past three years. The direct labor utilization shown excludes our global drug development business, which does not have a material 
effect on the overall percentage.  
  

  
Year Ended June 30,  

  

  
    2008      

  
    2007      

  
    2006      

  

Headcount..................................................................................................................   6,497   5,215   4,975  
Direct labor utilization ..............................................................................................   79.2%  78.8%  78.5%

Operating Margin  
Operating margin, or the ratio of operating income to revenue, is affected by the mix of our contracts, how we bid and execute 

our contracts, and how we manage our costs. Our operating margins were 7.9%, 7.3%, and 8.2% for the years ended June 30, 2008, 
2007, and 2006, respectively. We generated a greater proportion of our revenue from our labor services in fiscal 2008 compared to 
fiscal 2007, which increased our operating margin. The decrease in operating margin between fiscal 2006 and 2007 is primarily 
attributable to lower margins on re-competed contracts during fiscal 2007 compared to fiscal 2006. Additionally, the amortization 
associated with identified intangibles recorded as a result of our acquisition of RABA reduced operating margin in the year ended 
June 30, 2007.  

Days Sales Outstanding  
Days sales outstanding, or DSO, is a measure of how efficiently we manage the billing and collection of our accounts 

receivable, our most significant working capital requirement. Accounts receivable represents the most significant asset we report on 
our balance sheet. Our reported DSO remained constant at 73 days for the years ended June 30, 2008 and 2007. We have a number of 
internal process initiatives underway that we believe will enable us to improve our invoicing and collection of accounts receivable 
with our U.S. customers. However, we do not anticipate a significant improvement in DSO due to an increase in receivables from 
international customers, which generally take longer to collect.  
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RESULTS OF OPERATIONS  

The following tables set forth some items from our consolidated statements of operations, and these items expressed as a 
percentage of revenue, for the periods indicated.  
  

  
Year Ended June 30,  

  

  
2008  

  

% Change  
  

2007  
  

% Change  
  

2006  
  

  (in thousands) 
Revenue ................................................................  $ 1,506,933   18.8% $ 1,268,872   7.6% $ 1,179,267  
Operating costs and expenses:           

Cost of services...........................................   1,121,913   17.5   954,656   8.4   880,802  
Selling, general, and administrative ...........   240,340   20.0   200,204   9.2   183,297  
Depreciation and amortization....................   25,263   19.2   21,187   16.4   18,201  

Total operating costs and expenses...   1,387,516   18.0   1,176,047   8.7   1,082,300  
Operating income .................................................   119,417   28.6   92,825   (4.3)  96,967  
Interest expense ....................................................   (3,288)  *   (35)  *   (79)
Interest income .....................................................   4,261   (32.5)  6,311   52.0   4,311  
Gain on sale of Mantas, Inc..................................   892   (75.7)  3,674   100.0   —    
Income before taxes .............................................   121,282   18.0   102,775   1.6   101,199  
Provision for income taxes...................................   48,018   22.0   39,345   1.7   38,679  
Net income ...........................................................  $ 73,264   15.5% $ 63,430   1.5% $ 62,520  

  
  (as a percentage of revenue) 

Revenue ................................................................   100.0%
  

 100.0% 
  

 100.0%
Operating costs and expenses:           

Cost of services...........................................   74.5  
  

 75.2  
  

 74.7  
Selling, general and administrative ............   15.9  

  
 15.8  

  
 15.5  

Depreciation and amortization....................   1.7  
  

 1.7  
  

 1.5  
Total operating costs and expenses...   92.1  

  
 92.7  

  
 91.8  

Operating income .................................................   7.9  
  

 7.3  
  

 8.2  
Interest expense ....................................................   (0.3)

  
 0.0  

  
 0.0  

Interest income .....................................................   0.3  
  

 0.5  
  

 0.4  
Gain on sale of Mantas, Inc..................................   0.1  

  
 0.3  

  
 —    

Income before taxes .............................................   8.0  
  

 8.1  
  

 8.6  
Provision for income taxes...................................   3.1  

  
 3.1  

  
 3.3  

Net income ...........................................................   4.9%
  

 5.0% 
  

 5.3%
  
* Year-over year rate of change greater than 100%  

Revenue  
Our revenue increased 18.8% to $1.51 billion in fiscal 2008 from $1.27 billion in fiscal 2007. Organic revenue growth was 2.9% 

for the year. Our increase in revenue was primarily acquisitive and driven by our October 2006 acquisition of RABA and August 2007 
acquisition of Constella which together accounted for approximately $182 million of additional revenue during fiscal 2008. In May 
2008, we were informed that we were not successful in our recompete bid for the Advanced Information Technology Services contract 
with the National Guard, which accounted for approximately 6% of our revenue in fiscal 2008. The contract will end during the first 
quarter of fiscal 2009.  

Our revenue increased 7.6% to $1.27 billion in fiscal 2007, from $1.18 billion in fiscal 2006. Organic revenue growth was 3.4% 
for the year, with the remainder of growth mostly attributable to our October 2006 acquisition of RABA which generated 
approximately $43 million in revenue during fiscal 2007. Organic growth was driven primarily by our Federal Deposit Insurance 
Corporation, or FDIC, contract, which generated approximately $25.5 million in additional revenue during fiscal 2007 compared to 
fiscal 2006.  
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Cost of Services  
Cost of services increased 17.5% to $1.12 billion in fiscal 2008, from $954.7 million in fiscal 2007. This increase in cost of 

services was due primarily to the increased volume of services attributable to the acquired RABA and Constella contracts. As a 
percentage of revenue, cost of services decreased to 74.5% in fiscal 2008, from 75.2% in fiscal 2007, due primarily to an increase in 
our labor service mix relative to third-party materials.  

Cost of services increased 8.4% to $954.7 million in fiscal 2007, from $880.8 million in fiscal 2006. This increase in cost of 
services was due primarily to the increased volume of services provided under our FDIC contract, and the volume of services 
attributable to RABA’s existing contracts. As a percentage of revenue, cost of services increased to 75.2% in fiscal 2007, from 74.7% 
in fiscal 2006. This increase as a percentage of revenue was attributable primarily to lower margin on re-competed contracts during 
fiscal 2007 compared to fiscal 2006.  

Selling, General and Administrative Expenses  
Selling, general and administrative expenses increased 20.0% to $240.3 million in fiscal 2008, from $200.2 million in fiscal 

2007. The increase in selling, general and administrative expenses was due primarily to our acquisitions of RABA and Constella. As a 
percentage of revenue, selling, general and administrative expenses increased slightly to 15.9% in fiscal 2008 from 15.8% in fiscal 
2007. This increase as a percentage of revenue was primarily attributable to investments in marketing and sales and increased travel, 
infrastructure and compliance costs associated with our international operations.  

Selling, general and administrative expenses increased 9.2% to $200.2 million in fiscal 2007, from $183.3 million in fiscal 2006. 
As a percentage of revenue, selling, general and administrative expenses increased to 15.8% in fiscal 2007 from 15.5% in fiscal 2006. 
This increase as a percentage of revenue resulted primarily from an increase in our allowance for doubtful accounts related to a 
potentially uncollectible receivable. Additionally, increased spending to recruit staff during fiscal 2007 increased the ratio of selling, 
general and administrative expenses to revenue as compared to fiscal 2006.  

Depreciation and Amortization  
Depreciation and amortization increased 19.2% to $25.3 million in fiscal 2008, from $21.2 million in fiscal 2007. This increase 

was due to the amortization of identified intangible assets related to our acquisitions of RABA and Constella. As a percentage of 
revenue, depreciation and amortization remained constant at 1.7% for both fiscal 2008 and 2007.  

Depreciation and amortization increased 16.4% to $21.2 million in fiscal 2007, from $18.2 million in fiscal 2006. As a 
percentage of revenue, depreciation and amortization increased to 1.7% in fiscal 2007, from 1.5% in fiscal 2006. This increase in 
depreciation and amortization resulted primarily from the amortization associated with the identified intangibles recorded as a result of 
our acquisition of RABA.  

Interest Expense  
Interest expense increased to $3.3 million in fiscal 2008, from $35 thousand in fiscal 2007. This increase was due to the interest 

incurred on borrowings under our credit facility which we used to fund the acquisition of Constella.  

Interest Income  
Interest income decreased to $4.3 million in fiscal 2008, from $6.3 million in fiscal 2007. This decrease was due to a lower 

average cash balance and a general decline in interest rates in fiscal 2008 compared to fiscal 2007.  

Interest income increased to $6.3 million in fiscal 2007, from $4.3 million in fiscal 2006. This increase was due to a general rise 
in interest rates and a greater average cash and cash equivalents balance.  
  

Income Taxes  
In fiscal 2008, our effective income tax rate increased to 39.6%, from 38.3% in fiscal year 2007. This increase was due 

primarily to a decreased proportion of interest income earned from tax-advantaged municipal bond investments. The estimated 
effective tax rate is based on current tax law and current income and expense projections. The effective tax rate may be affected by 
future acquisitions, by changes in interest income from tax-advantaged municipal bond investments, or by the receipt of certain tax 
credits or refunds.  

In fiscal 2007, our effective tax rate increased slightly to 38.3% from 38.2% in fiscal 2006. The increase was due primarily to 
additional services performed in higher taxing jurisdictions in fiscal 2007 compared to fiscal 2006.  
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SEASONALITY  
Our business operates on a fiscal year ending June 30. Quarterly revenue and operating margins can be affected by, among other 

things, seasonality in our business model. In the quarter ending September 30, we may experience a sequential decline in operating 
margins from our quarter ending June 30. 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. 
The 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.  

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.  

LIQUIDITY AND CAPITAL RESOURCES  
Our primary liquidity needs are to finance the costs of operations pending the billing and collection of accounts receivable, to 

acquire capital assets, to invest in research and development, to make selective strategic acquisitions, and to repurchase shares of our 
common stock.  

As of June 30, 2008, our total cash and investments balances were $229.3 million. We used a total of approximately $190 
million of cash, net of cash acquired, in fiscal 2008 related to the acquisition of Constella.  

Cash Flow  
Accounts receivable represent our largest working capital requirement. We bill most of our clients monthly after services are 

rendered. Our operating cash flow is primarily affected by the overall profitability of our contracts, our ability to invoice and collect 
from our clients in a timely manner, and our ability to manage our vendor payments.  

Fiscal 2008 Compared to Fiscal 2007  
Net cash provided by operating activities was $83.8 million in fiscal 2008, compared to $122.4 million in fiscal 2007, or 1.1 and 

1.9 times net income for the same periods. The lower cash provided by operating activities was due largely to an increase in accounts 
receivable resulting from the implementation of a new accounting system in the United Kingdom and administrative delays in 
payment by one of our customers. This was partially offset by the timing of some vendor payments in fiscal year 2008 as compared to 
fiscal year 2007.  
  

We used $199.6 million in net cash for investing activities in fiscal 2008, compared to $101.2 million in fiscal 2007. The cash 
used for investing activities in fiscal 2008 was primarily the result of our acquisition of Constella in August 2007.  

Net cash provided by financing activities was $133 million in fiscal 2008, compared to $17.2 million in fiscal 2007. The 
increase resulted primarily from the use of our credit facility to support the acquisition of Constella as well as greater stock option 
exercises. This was partially offset by cash used to repurchase shares of our common stock during fiscal 2008.  

Fiscal 2007 Compared to Fiscal 2006  
Net cash provided by operating activities was $122.4 million in fiscal 2007, compared to $86.8 million in fiscal 2006, or 1.9 and 

1.4 times net income for fiscal 2007 and 2006 respectively. The higher cash provided by operating activities was driven primarily by 
increased customer collections as a result of internal process initiatives implemented to improve our invoicing and collection of 
accounts receivable. Additionally, the payment of year-end incentive compensation was made after year-end, whereas in prior years 
such payments were made in June of each year.  

We used $101.2 million in net cash for investing activities in fiscal 2007, compared to $104.7 million in fiscal 2006. Three 
factors drive our investing cash outflows: capital expenditures, the purchase, sale or maturity of investments with maturities that 
exceed 90 days, and acquisitions. The lower cash used for investing activities in fiscal 2007 was due primarily to lower cash generated 
from the sale and maturity of investments in fiscal 2007 compared to fiscal 2006, which was partially offset by the proceeds received 
in the sale of our interest in Mantas, Inc.  

Net cash provided by financing activities was $17.2 million in fiscal 2007, compared to $28.5 million in fiscal 2006. The 
decrease was due to lower stock option exercises and related tax benefits.  
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Credit Facility  
On May 29, 2008, we amended our five-year unsecured revolving credit facility dated August 9, 2007 to increase the 

commitment from $100 million to $285 million. The credit facility terminates on August 9, 2012, at which time all outstanding 
borrowings under the facility become due. As of June 30, 2008, we had borrowings of $150 million outstanding under the credit 
facility.  

Outstanding borrowings under the credit facility bear interest at a rate per annum equal to, at our election, (i) LIBOR plus an 
applicable margin ranging from 0.65% to 0.95%, with such margin varying according to our leverage ratio, plus a utilization fee of 
0.125% if outstanding borrowings exceed 50% of the credit facility, or (ii) an alternative base rate equal to the higher of the bank’s 
prime rate or 0.5% above the Federal Funds Rate. In addition, we are required to pay the lenders a facility fee on the total committed 
amount under the credit facility ranging from 0.100% to 0.175% per annum, depending upon our leverage ratio. Interest is payable 
upon maturity.  

We may use the proceeds from borrowings under the credit facility for any general corporate purpose. The credit facility 
contains customary covenants limiting our ability to, among other things, merge or consolidate with others, incur liens, redeem or 
repurchase our stock, enter into transactions with affiliates, or dispose of assets. In addition, the credit facility contains financial 
covenants requiring us to maintain a total leverage ratio of not more than 3.0 to 1.0 and an interest coverage ratio of at least 3.0 to 1.0. 
If we do not comply with the various covenants under the credit facility, the lenders may, subject to various customary cure rights, 
require immediate payment of all amounts outstanding under the facility.  
  

Share Repurchases  
In May 2007, our Board of Directors authorized the repurchase of up to $40 million of the Company’s class A common stock. 

During the three months ended June 30, 2008, we repurchased approximately $17 million of our stock under the repurchase authority. 
As of June 30, 2008, approximately $6 million remained of the $40 million authorized repurchase amount, which was repurchased 
subsequent to year-end.  

On July 31, 2008, the Board authorized the repurchase of an additional $100 million. The timing, price, quantity and manner of 
the purchases can be determined at the discretion of our Chief Executive Officer.  

Capital Requirements  
We believe the capital resources available to us under the credit facility and cash from our operations are adequate to fund our 

normal operating liquidity and capital expenditure requirements at least through fiscal 2009.  

OFF-BALANCE SHEET ARRANGEMENTS  
We do not have any off-balance sheet arrangements.  

CONTRACTUAL OBLIGATIONS  
The following table summarizes our contractual obligations as of June 30, 2008 that require us to make future cash payments. 

For contractual obligations, we included payments that we have an unconditional obligation to make.  
  

  
Payments due by period  

  

Contractual obligations: 
  

Total  
  

Less than
1 Year  

  

1 to 3 
Years  

  

3 to 5 
Years  

  

More than 
5 Years  

  

  (in thousands) 
Long-term debt (a) ............................................................  $ 150,000 $  —   $ —   $ 150,000 $ —   
Operating lease obligations ...............................................   205,383  36,346  62,044  49,857  57,136 

Total contractual obligations ...................................  $ 355,383 $ 36,346 $ 62,044 $ 199,857 $ 57,136 
  
(a) See Note 17 to the Company’s consolidated financial statements for additional information regarding debt and related matters.  

In the normal course of our business, we enter into agreements with subcontractors and vendors to provide products and services 
that we consume in our operations or that are delivered to our customers. These products and services are not considered 
unconditional obligations until the products and services are actually delivered, at which time we record a liability for our obligation.  
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DESCRIPTION OF CRITICAL ACCOUNTING POLICIES  
The preparation of our financial statements in accordance with accounting principles generally accepted in the United States of 

America requires that we make estimates and judgments that affect the reported amounts of assets, liabilities, revenue and expenses, as 
well as the disclosure of contingent assets and liabilities. On an ongoing basis, we evaluate our estimates including those related to 
revenue recognition, doubtful accounts receivable, goodwill and other intangible assets, and other contingent liabilities. We base our 
estimates on our historical experience and various other factors that we believe are reasonable at the time the estimates are made. 
Actual results may differ significantly from our estimates under different assumptions or conditions. We believe the critical 
accounting policies requiring us to make significant estimates and judgments are revenue recognition, and accounting for acquisitions, 
including the identification of intangible assets and the ongoing impairment assessments of the intangible assets. If any of these 
estimates or judgments proves to be incorrect, our reported results could be materially affected.  
  

Revenue Recognition  
We recognize revenue when persuasive evidence of an arrangement exists, services have been rendered or goods delivered, the 

contract price is fixed or determinable, and collectability is reasonably assured. We have a standard management process that we use 
to determine whether all required criteria for revenue recognition have been met. This standard management process includes a regular 
review of our contract performance. This review covers, among other matters, outstanding action items, progress against schedule, 
effort and staffing, requirements stability, quality, risks and issues, subcontract management, cost, commitments, and client 
satisfaction. During this review we determine whether the overall progress on a contract is consistent with the effort expended.  

Absent evidence to the contrary, we recognize revenue as follows. Revenue on cost-plus-fee contracts is recognized to the extent 
of costs actually incurred plus a proportionate amount of the fee earned. We consider fixed fees under cost-plus-fee contracts to be 
earned in proportion to the allowable costs actually incurred in performance of the contract. Revenue on time-and-materials contracts 
is recognized based on the hours actually incurred at the negotiated contract billing rates, plus the cost of any allowable material costs 
and out-of-pocket expenses. Revenue on fixed-price contracts where we perform systems design, development and integration is 
recognized using the percentage-of-completion method of contract accounting. Unless it is determined as part of our regular contract 
review that there is a more suitable objective measure of completion than costs expended to date, we determine the percentage 
completed based on the percentage of costs incurred to date in relation to total estimated costs expected upon completion of the 
contract. Revenue on fixed-price outsourcing and managed services contracts is generally recognized ratably over the contract period. 
Revenue on fixed-price strategic consulting contracts is generally recognized based on costs incurred because these services are 
directed by our customers and are subject to their needs which fluctuate throughout the contract period. We consider performance-
based fees, including award fees, under any contract type to be earned when we can demonstrate satisfaction of performance goals, 
based upon historical experience, or we receive contractual notification from a client that the fee has been earned. Billings for 
hardware or software purchased by customers under one of our contracts where we act as an agent to the transaction are excluded from 
our revenue and cost of services, except to the extent of any handling fee or profit earned. Fees paid by us as an agent to investigators 
and test subjects in connection with clinical research trials are also excluded from revenue and costs of services, except to the extent of 
any profit earned.  

Contract revenue recognition inherently involves estimation. Examples of estimates include the contemplated level of effort to 
accomplish the tasks under contract, the cost of the effort, and an ongoing assessment of our progress toward completing the contract. 
From time to time, as part of our standard management processes, facts develop that require us to revise our estimated total costs or 
revenue. To the extent that a revised estimate affects contract profit or revenue previously recognized, we record the cumulative effect 
of the revision in the period in which the facts requiring the revision become known. Anticipated contract losses are recognized in the 
period in which they become probable and can be reasonably estimated.  

We may proceed with work based on client direction prior to the completion and signing of formal contract documents. We 
have a formal review process for approving any such work. Revenue associated with such work is recognized only when it can be 
reliably estimated and realization is probable. We base our estimates on previous experiences with the client, communications with the 
client regarding funding status, and our knowledge of available funding for the contract or program.  

We maintain reserves for doubtful accounts receivable that may arise in the normal course of business. Historically, we have not 
had significant write-offs of doubtful accounts receivable related to work we perform for the federal government. However, we do 
perform work on contracts and task orders where, on occasion, issues arise that lead to accounts receivable not being collected.  
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Contract Cost Accounting  
As a contractor providing services primarily to the federal government, we must categorize our costs as either direct or indirect 

and allowable or unallowable. Direct costs are those costs that are identified with specific contracts. These costs include labor, 
subcontractor and consultant services, third party materials we purchase under a contract, and other non-labor costs incurred in direct 
support of a contract. Indirect costs are those costs not identified with specific contracts. Rather, indirect costs are allocated to 
contracts in accordance with federal government rules and regulations. These costs typically include our selling, general and 
administrative expenses, fringe benefit expenses, and depreciation and amortization costs. Direct and indirect costs that are not 
allowable under the Federal Acquisition Regulation or specific contract provisions cannot be considered for reimbursement under our 
federal government contracts. We must specifically identify these costs to ensure we comply with these requirements. Our 
unallowable costs include a portion of our executive compensation, certain employee morale activities, certain types of legal and 
consulting costs, and the amortization of identified intangible assets, among others. As we acquire and integrate new companies, we 
try to manage our indirect costs by realizing opportunities for cost synergies and integrating the indirect support function of acquired 
companies into our own.  

Accounting for Acquisitions and Asset Impairment  
The purchase price that we pay to acquire the stock or assets of an entity must be assigned to the net assets acquired based on 

the estimated fair market value of those net assets. The purchase price in excess of the estimated fair market value of the tangible net 
assets and separately identified intangible assets acquired represents goodwill. The purchase price allocation related to acquisitions 
involves significant estimates and management judgments that may be adjusted during the purchase price allocation period, but 
generally not beyond one year from the acquisition date.  

We must evaluate goodwill for impairment on an annual basis, or during any interim period if we have an indication that 
goodwill may be impaired. We assess the potential impairment of goodwill by comparing the carrying value of the assets and 
liabilities of our reporting unit to which goodwill is assigned to the estimated fair value of the reporting unit using a discounted cash 
flow approach. We performed our annual goodwill impairment analysis as of January 1, 2008. There was no indication of goodwill 
impairment as a result of our impairment analysis. If we are required to record an impairment charge in the future, it could materially 
affect our results of operations.  

The estimated fair market value of identified intangible assets is amortized over the estimated useful life of the related intangible 
asset. We have a process pursuant to which we typically retain third-party valuation experts to assist us in determining the fair market 
values and useful lives of identified intangible assets. We evaluate these assets for impairment when events occur that suggest a 
possible impairment. Such events could include, but are not limited to, the loss of a significant client or contract, decreases in federal 
government appropriations or funding for specific programs or contracts, or other similar events. None of these events have occurred 
for the periods presented. We determine impairment by comparing the net book value of the asset to its future undiscounted net cash 
flows. If an impairment occurs, we will record an impairment expense equal to the difference between the net book value of the asset 
and its estimated discounted cash flows using a discount rate based on our cost of capital and the related risks of recoverability.  

DESCRIPTION OF STATEMENT OF OPERATIONS ITEMS  
The following is a description of certain line items of our statements of operations.  

Revenue  
Most of our revenue is generated on the basis of services provided to the federal government, either by our employees or by our 

subcontractors. To a lesser degree, the revenue we earn may include third-party hardware and software that we purchase and integrate 
when requested by the client as a part of the solutions that we provide to our clients.  
  

Contract Types. When contracting with our government clients, we enter into one of three basic types of contracts: 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, quality, schedule, and performance.  

• 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 provided in the contract, we will generate 
more or less profit, or could incur a loss.  
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• 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.  

Cost of Services  
Cost of services includes the direct costs to provide our services and business solutions to clients. The most significant of these 

costs are the salaries and wages, plus associated fringe benefits, of our employees directly serving clients. Cost of services also 
includes the costs of subcontractors and outside consultants, third-party materials, such as hardware or software that we purchase and 
provide to the client as part of an integrated solution, and any other direct costs, such as travel expenses incurred to support contract 
efforts.  

Selling, General and Administrative Expenses  
Selling, general and administrative expenses include the salaries and wages, plus associated fringe benefits, of our employees 

not performing work directly for clients. Among the functions covered by these costs are asset and facilities management, business 
development, research and development, contracts and legal, finance and accounting, executive and senior management, human 
resources, and information system support. Facilities-related costs are also included in selling, general and administrative expenses.  

Depreciation and Amortization  
Depreciation and amortization includes depreciation of computers and other equipment, the amortization of software we use 

internally, the amortization of leasehold improvements, and the amortization of identified intangible assets.  

DEFINITION OF CERTAIN TERMS USED IN THIS MANAGEMENT’S DISCUSSION AND ANALYSIS  
Backlog  

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. Backlog 
includes all contract options that have been priced but not yet funded. Backlog also includes the contract value under single award 
indefinite delivery, indefinite quantity, or ID/IQ, contracts against which we expect future task orders to be issued 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 be awarded under multiple award ID/IQ vehicles, government-wide acquisition 
contracts, or GWACs, or General Services Administration, or GSA, schedule 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.  
  

We cannot guarantee that we will recognize any revenue from our backlog. The federal government has the prerogative to 
cancel any contract or delivery order at any time. Most of our contracts and delivery orders have cancellation terms that would permit 
us to recover all or a portion of our incurred costs and potential fees in such cases. Backlog varies considerably from time to time as 
current contracts or delivery orders are executed and new contracts or delivery orders under existing contracts are won.  

Days Sales Outstanding  
We calculate days sales outstanding, or DSO, by dividing the average accounts receivable at the beginning and end of the 

period, net of average billings in excess of revenue, by revenue per day in the period. Revenue per day for a quarter is determined by 
dividing total revenue by 90 days. Revenue per day for a year is determined by dividing total revenue by 360 days.  

Direct Labor Utilization  
We define direct labor utilization as the ratio of labor dollars worked on customer engagements to total labor dollars worked. 

We include every working employee of the company in the computation. We exclude leave taken, such as vacation time or sick leave, 
so that we can understand how we are applying worked labor. Leave actually taken by our employees is largely beyond the control of 
management in the near term.  
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Organic Growth  
We calculate organic growth by comparing our actual reported revenue in the current period, including revenue attributable to 

acquired companies, with adjusted revenue from the prior-year period. In arriving at prior-year revenue, we include the revenue of 
acquired companies for the prior-year periods comparable to the current-year periods for which the acquired companies are included 
in our actual reported revenue. The resulting growth rate is intended to represent our organic, or non-acquisitive, growth year-over-
year, including comparable period growth attributable to acquired companies. For illustrative purposes, we compute our fiscal 2008 
organic growth rate of 18.8% as follows:  
  

  
Year Ended June 30,  

  

  
2008  

  

2007  
  

% 
Increase  

  

Revenue, as reported .......................................................................................  $ 1,506,933 $ 1,268,872  18.8%
Plus: Revenue from acquired companies for the comparable prior year period

...........................................................................................................   —    196,144 
  

Organic Revenue .............................................................................................  $ 1,506,933 $ 1,465,016  2.9%

Recent Accounting Pronouncements  
In September 2006, the FASB issued SFAS No. 157, Fair Value Measurements. SFAS No. 157 provides a new single 

authoritative definition of fair value and enhanced guidance for measuring the fair value of assets and liabilities. It requires additional 
disclosures regarding the extent to which companies measure assets and liabilities at fair value, the information used to measure fair 
value, and the effect of fair value measurements on earnings. SFAS No. 157 is effective for fiscal years beginning after November 15, 
2007, and interim periods within those fiscal years. The effective date for all nonrecurring fair value measurements of nonfinancial 
assets and liabilities was delayed until fiscal years beginning after November 15, 2008. We do not expect the adoption of this new 
standard to have a material impact on our financial statements.  

In February 2007, the FASB issued SFAS No. 159, The Fair Value Option for Financial Assets and Financial Liabilities—
Including an Amendment of FASB Statement No. 115. SFAS No. 159 permits entities to choose to measure many financial 
instruments and certain other items at fair value at specified election dates and report unrealized gains and losses on items for which 
the fair value option has been elected in earnings at each subsequent reporting date. SFAS No. 159 is effective for fiscal years 
beginning after November 15, 2007. We do not expect the adoption of this new standard to have a material impact on our financial 
statements.  

In December 2007, the FASB issued SFAS No. 141 (revised 2007), Business Combinations, which replaces SFAS No 141. The 
statement retains the fundamental requirement of SFAS No. 141 that the acquisition method of accounting be used for all acquisitions, 
but requires a number of changes, including changes in the way assets and liabilities are recognized in purchase accounting. It also 
changes the recognition of assets acquired and liabilities assumed arising from contingencies, requires the capitalization of in-process 
research and development at fair value, and requires the expensing of acquisition-related costs as incurred. SFAS No. 141R is 
effective for fiscal years beginning after December 15, 2008 and will apply prospectively to business combinations completed on or 
after that date. An entity may not apply it before that date. We will apply this guidance effective July 1, 2009.  

In December 2007, the FASB issued SFAS No. 160, Noncontrolling Interests in Consolidated Financial Statements, an 
amendment of ARB No. 51, which is intended to improve the relevance, comparability, and transparency of financial information 
provided to investors by requiring all entities to report noncontrolling (minority) interests in subsidiaries as a component of equity in 
the consolidated financial statements. SFAS No. 160 is effective for fiscal years beginning after December 15, 2008. We are currently 
evaluating the effect, if any, that adoption of SFAS No. 160 will have on our financial statements.  

In March 2008, the FASB issued SFAS No. 161, Disclosures about Derivative Instruments and Hedging Activities, an 
amendment of FASB Statement No. 133. SFAS No. 161 requires additional disclosures about the objectives of derivative instruments 
and hedging activities, the method of accounting for such instruments under SFAS No. 133 and its related interpretations, and a 
tabular disclosure of the effects of such instruments and related hedged items on financial position, financial performance, and cash 
flows. SFAS No. 161 is effective for fiscal years and interim periods beginning after November 15, 2008. We do not expect the 
adoption of this new standard to have a material impact on our financial statements.  

In April 2008, the FASB issued Staff Position, or FSP, FAS 142-3, Determination of the Useful Life of Intangible Assets, which 
amends the factors that should be considered in developing renewal or extension assumptions used to determine the useful life of a 
recognized intangible asset under SFAS No. 142, “Goodwill and Other Intangible Assets.” The intent of the position is to improve the 
consistency between the useful life of a recognized intangible asset under SFAS No. 142 and the period of expected cash flows used to  
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measure the fair value of the intangible asset. FSP FAS 142-3 is effective for the fiscal years beginning after December 15, 2008. We 
will apply this guidance effective July 1, 2009.  

In May 2008, the FASB issued SFAS No. 162, The Hierarchy of Generally Accepted Accounting Principles. SFAS No. 162 
transfers the hierarchy of GAAP from the auditing literature to the accounting standards and identifies a consistent hierarchy for 
selecting accounting principles to be used in applying U.S. GAAP. SFAS No. 162 is effective 60 days after the SEC’s approval of 
PCAOB Auditing Standard No. 6, Evaluating Consistency of Financial Statements. We do not expect the adoption of this new 
standard to have a material impact on our financial statements.  

Item 7A. QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK  
Financial instruments that potentially subject us to credit risk consist primarily of cash equivalents, short- and long-term 

investments, accounts receivable, and long-term debt. We are exposed to market risk, primarily related to interest rates and foreign 
currency exchange rates.  

The interest rates on our revolving credit facility are affected by changes in market interest rates. Borrowings under our 
revolving credit facility bear interest at either (i) LIBOR plus and applicable margin ranging from 0.65% to 0.95%, with such margin 
varying according to our leverage ratio, plus a utilization fee of 0.125% if outstanding borrowings exceed 50% of the credit facility, or 
(ii) an alternative base rate equal to the higher of the bank’s prime rate or 0.5% above the Federal Funds Rate. A hypothetical 1% 
increase in the interest rate could increase our interest expense for fiscal 2009 by approximately $1.5 million based on our outstanding 
debt at June 30, 2008.  

We invest our excess cash in high credit quality investments, and therefore, we believe that concentrations of credit risk with 
respect to cash equivalents and investments are limited. Our investment policy requires that investments be in direct obligations of the 
U.S. government, certain U.S. government sponsored entities, investments that are secured by direct or sponsored U.S. government 
obligations, or certain corporate or municipal debt obligations rated at least single-A or A-1/P-1, as applicable, by both Moody’s 
Investor Service and Standard and Poor’s. Our policy does not allow investment in any equity securities or the obligations of any 
entity under review for possible downgrade by a major rating service to a debt rating below single-A.  

As of June 30, 2008 and 2007, the carrying value of financial instruments approximated fair value. These investments primarily 
consist of corporate and municipal bonds with maturities of 4 months or less that are classified as held-to-maturity.  

We believe that concentrations of credit risk with respect to accounts receivable are limited as they are primarily federal 
government receivables.  

We are exposed to changes in foreign currency rates. Approximately 2% of our total revenue in fiscal 2008 was derived from 
our international operations, primarily earned in the United Kingdom. At present, we do not utilize any derivative instruments to 
manage risk associated with currency exchange rate fluctuations. The functional currency of certain foreign operations is the local 
currency. Our practice in our international operations is to negotiate contracts in the same currency in which the predominant expenses 
will be incurred, thereby mitigating the exposure to foreign currency exchange fluctuations.  

Item 8. FINANCIAL STATEMENTS AND SUPPLEMENTARY DATA  
The consolidated financial statements of SRA International, Inc. and subsidiaries are submitted on pages F-1 through F-28 of 

this report.  

Item 9. CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANTS ON ACCOUNTING AND FINANCIAL 
DISCLOSURE  

None.  

Item 9A. CONTROLS AND PROCEDURES  
Evaluation of Disclosure Controls and Procedures  

Our management, with the participation of our chief executive officer and chief financial officer, evaluated the effectiveness of 
our disclosure controls and procedures (as defined in Rules 13a-15(e) and 15d-15(e) under the Exchange Act) as of June 30, 2008. 
Based on this evaluation, our chief executive officer and chief financial officer concluded that, as of June 30, 2008, our disclosure 
controls and procedures were effective at the reasonable assurance level.  

No change in our internal control over financial reporting occurred during the fiscal quarter ended June 30, 2008 that has 
materially affected, or is reasonably likely to materially affect, our internal control over financial reporting.  

The certifications of our chief executive officer and chief financial officer required under Section 302 of the Sarbanes-Oxley Act 
have been filed as Exhibits 31.1 and 31.2 to this report. Additionally, in 2007, our Chief Executive Officer certified to the New York 
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measure the fair value of the intangible asset. FSP FAS 142-3 is effective for the fiscal years beginning after December 15, 2008. We 
will apply this guidance effective July 1, 2009.  

In May 2008, the FASB issued SFAS No. 162, The Hierarchy of Generally Accepted Accounting Principles. SFAS No. 162 
transfers the hierarchy of GAAP from the auditing literature to the accounting standards and identifies a consistent hierarchy for 
selecting accounting principles to be used in applying U.S. GAAP. SFAS No. 162 is effective 60 days after the SEC’s approval of 
PCAOB Auditing Standard No. 6, Evaluating Consistency of Financial Statements. We do not expect the adoption of this new 
standard to have a material impact on our financial statements.  

Item 7A. QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK  
Financial instruments that potentially subject us to credit risk consist primarily of cash equivalents, short- and long-term 

investments, accounts receivable, and long-term debt. We are exposed to market risk, primarily related to interest rates and foreign 
currency exchange rates.  

The interest rates on our revolving credit facility are affected by changes in market interest rates. Borrowings under our 
revolving credit facility bear interest at either (i) LIBOR plus and applicable margin ranging from 0.65% to 0.95%, with such margin 
varying according to our leverage ratio, plus a utilization fee of 0.125% if outstanding borrowings exceed 50% of the credit facility, or 
(ii) an alternative base rate equal to the higher of the bank’s prime rate or 0.5% above the Federal Funds Rate. A hypothetical 1% 
increase in the interest rate could increase our interest expense for fiscal 2009 by approximately $1.5 million based on our outstanding 
debt at June 30, 2008.  

We invest our excess cash in high credit quality investments, and therefore, we believe that concentrations of credit risk with 
respect to cash equivalents and investments are limited. Our investment policy requires that investments be in direct obligations of the 
U.S. government, certain U.S. government sponsored entities, investments that are secured by direct or sponsored U.S. government 
obligations, or certain corporate or municipal debt obligations rated at least single-A or A-1/P-1, as applicable, by both Moody’s 
Investor Service and Standard and Poor’s. Our policy does not allow investment in any equity securities or the obligations of any 
entity under review for possible downgrade by a major rating service to a debt rating below single-A.  

As of June 30, 2008 and 2007, the carrying value of financial instruments approximated fair value. These investments primarily 
consist of corporate and municipal bonds with maturities of 4 months or less that are classified as held-to-maturity.  

We believe that concentrations of credit risk with respect to accounts receivable are limited as they are primarily federal 
government receivables.  

We are exposed to changes in foreign currency rates. Approximately 2% of our total revenue in fiscal 2008 was derived from 
our international operations, primarily earned in the United Kingdom. At present, we do not utilize any derivative instruments to 
manage risk associated with currency exchange rate fluctuations. The functional currency of certain foreign operations is the local 
currency. Our practice in our international operations is to negotiate contracts in the same currency in which the predominant expenses 
will be incurred, thereby mitigating the exposure to foreign currency exchange fluctuations.  

Item 8. FINANCIAL STATEMENTS AND SUPPLEMENTARY DATA  
The consolidated financial statements of SRA International, Inc. and subsidiaries are submitted on pages F-1 through F-28 of 

this report.  

Item 9. CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANTS ON ACCOUNTING AND FINANCIAL 
DISCLOSURE  

None.  

Item 9A. CONTROLS AND PROCEDURES  
Evaluation of Disclosure Controls and Procedures  

Our management, with the participation of our chief executive officer and chief financial officer, evaluated the effectiveness of 
our disclosure controls and procedures (as defined in Rules 13a-15(e) and 15d-15(e) under the Exchange Act) as of June 30, 2008. 
Based on this evaluation, our chief executive officer and chief financial officer concluded that, as of June 30, 2008, our disclosure 
controls and procedures were effective at the reasonable assurance level.  

No change in our internal control over financial reporting occurred during the fiscal quarter ended June 30, 2008 that has 
materially affected, or is reasonably likely to materially affect, our internal control over financial reporting.  

The certifications of our chief executive officer and chief financial officer required under Section 302 of the Sarbanes-Oxley Act 
have been filed as Exhibits 31.1 and 31.2 to this report. Additionally, in 2007, our Chief Executive Officer certified to the New York  
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Stock Exchange that he was not aware of any violation by the company of the New York Stock Exchange corporate governance listing 
standards.  
  



 38 SRA International, Inc. // 2008 Annual Report

 

39 

MANAGEMENT’S REPORT ON INTERNAL CONTROL OVER FINANCIAL REPORTING  

The management of SRA International, Inc. and subsidiaries (the “Company”) is responsible for establishing and maintaining 
adequate internal control over financial reporting, as that term is defined in Exchange Act Rule 13a-15(f), and for assessing the 
effectiveness of internal control over financial reporting. The Company’s internal control over financial reporting is designed to 
provide reasonable assurance regarding the reliability and fair presentation of published financial statements in accordance with 
generally accepted accounting principles.  

Because of its inherent limitations, internal control over financial reporting may not prevent or detect misstatements. Also, 
projections of any evaluation of effectiveness to future periods are subject to the risk that controls may become inadequate because of 
changes in conditions, or that the degree of compliance with the policies or procedures may deteriorate.  

Under the supervision and with the participation of management, including our chief executive officer and chief financial 
officer, management assessed the effectiveness of the Company’s internal control over financial reporting as of June 30, 2008 using 
the criteria set forth by the Committee of Sponsoring Organizations of the Treadway Commission in Internal Control—Integrated 
Framework. This assessment excluded the internal control over financial reporting at Constella Group, LLC which was acquired on 
August 9, 2007 and whose financial statements reflect approximately 1% and 6% of net and total assets, respectively, 11% of revenue 
and 7% of net income of the related consolidated financial statement amounts as of and for the year ended June 30, 2008. Based on 
this assessment, management determined that the Company’s internal control over financial reporting was effective as of June 30, 
2008.  

Deloitte & Touche LLP (“D&T”), an independent registered public accounting firm, has issued an attestation report on 
management’s assessment of the Company’s internal control over financial reporting. The D&T report immediately follows this 
report.  
  

 
/s/    STANTON D. SLOANE         
President and Chief Executive Officer 

 
/s/    STEPHEN C. HUGHES         

Chief Financial Officer and Executive Vice President, Operations 

Date: August 27, 2008  
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REPORT OF INDEPENDENT REGISTERED PUBLIC ACCOUNTING FIRM ON  
INTERNAL CONTROL OVER FINANCIAL REPORTING  

To the Board of Directors and Stockholders of SRA International, Inc. and Subsidiaries  
We have audited the internal control over financial reporting of SRA International, Inc. and subsidiaries (the “Company”) as of 

June 30, 2008, based on criteria established in Internal Control—Integrated Framework issued by the Committee of Sponsoring 
Organizations of the Treadway Commission. As described in Management’s Report on Internal Control Over Financial Reporting, 
management excluded from its assessment the internal control over financial reporting at Constella Group, LLC, which was acquired 
on August 9, 2007 and whose financial statements constitute approximately 1% and 6% of net and total assets, respectively, 11% of 
revenue and 7% of net income of the consolidated financial statement amounts as of and for the year ended June 30, 
2008. Accordingly, our audit did not include the internal control over financial reporting at Constella Group, LLC. The Company’s 
management is responsible for maintaining effective internal control over financial reporting and for its assessment of the 
effectiveness of internal control over financial reporting, included in the accompanying Management’s Report on Internal Control 
Over Financial Reporting. Our responsibility is to express an opinion on the Company’s internal control over financial reporting based 
on our audit.  

We conducted our audit in accordance with the standards of the Public Company Accounting Oversight Board (United 
States). Those standards require that we plan and perform the audit to obtain reasonable assurance about whether effective internal 
control over financial reporting was maintained in all material respects. Our audit included obtaining an understanding of internal 
control over financial reporting, assessing the risk that a material weakness exists, testing and evaluating the design and operating 
effectiveness of internal control based on the assessed risk, and performing such other procedures as we considered necessary in the 
circumstances. We believe that our audit provides a reasonable basis for our opinion.  

A company’s internal control over financial reporting is a process designed by, or under the supervision of, the company’s 
principal executive and principal financial officers, or persons performing similar functions, and effected by the company’s board of 
directors, management, and other personnel to provide reasonable assurance regarding the reliability of financial reporting and the 
preparation of financial statements for external purposes in accordance with generally accepted accounting principles. A company’s 
internal control over financial reporting includes those policies and procedures that (1) pertain to the maintenance of records that, in 
reasonable detail, accurately and fairly reflect the transactions and dispositions of the assets of the company; (2) provide reasonable 
assurance that transactions are recorded as necessary to permit preparation of financial statements in accordance with generally 
accepted accounting principles, and that receipts and expenditures of the company are being made only in accordance with 
authorizations of management and directors of the company; and (3) provide reasonable assurance regarding prevention or timely 
detection of unauthorized acquisition, use, or disposition of the company’s assets that could have a material effect on the financial 
statements.  

Because of the inherent limitations of internal control over financial reporting, including the possibility of collusion or improper 
management override of controls, material misstatements due to error or fraud may not be prevented or detected on a timely 
basis. Also, projections of any evaluation of the effectiveness of the internal control over financial reporting to future periods are 
subject to the risk that the controls may become inadequate because of changes in conditions, or that the degree of compliance with 
the policies or procedures may deteriorate.  

In our opinion, the Company maintained, in all material respects, effective internal control over financial reporting as of 
June 30, 2008, based on the criteria established in Internal Control—Integrated Framework issued by the Committee of Sponsoring 
Organizations of the Treadway Commission.  

We have also audited, in accordance with the standards of the Public Company Accounting Oversight Board (United States), the 
consolidated financial statements and the financial statement schedule as of and for the year ended June 30, 2008 of the Company and 
our report dated August 27, 2008 expressed an unqualified opinion on those financial statements and financial statement schedule and 
included an explanatory paragraph regarding the Company’s adoption of FASB Interpretation No. 48, Accounting for Uncertainty in 
Income Taxes—An Interpretation of FASB Statement No. 109.  

/s/ DELOITTE & TOUCHE LLP  

McLean, Virginia  
August 27, 2008  
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Item 9B. OTHER INFORMATION  
None.  

[REMAINDER OF PAGE LEFT BLANK INTENTIONALLY]  
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PART III  

Item 10. DIRECTORS, EXECUTIVE OFFICERS AND CORPORATE GOVERNANCE  
The information required to be set forth herein is contained under the heading “Executive Officers of the Registrant” in Part I of 

this report. Other information required by this Item will be included under the headings “Proposal 1—Election of Directors,” 
“Corporate Governance” and “Section 16(a) Beneficial Ownership reporting Compliance” in the definitive proxy statement for our 
2008 annual meeting of stockholders, or the 2008 proxy statement, which sections are incorporated herein by reference.  

Item 11. EXECUTIVE COMPENSATION  
The information required by this Item will be included under the headings “Director Compensation,” “Executive 

Compensation,” “Compensation Committee Report on Executive Compensation,” and “Compensation Committee Interlocks and 
Insider Participation,” in the 2008 proxy statement, which sections are incorporated herein by reference.  

Item 12. SECURITY OWNERSHIP OF CERTAIN BENEFICIAL OWNERS AND MANAGEMENT AND RELATED 
STOCKHOLDER MATTERS  

The information required by this Item will be included under the headings “Beneficial Ownership of Common Stock” and 
“Equity Compensation Plan Information” in the 2008 proxy statement, which sections are incorporated herein by reference.  

Item 13. CERTAIN RELATIONSHIPS AND RELATED TRANSACTIONS, AND DIRECTOR INDEPENDENCE  
The information required by this Item will be included under the heading “Certain Relationships and Related Transactions” in 

the 2008 proxy statement, which section is incorporated herein by reference.  

Item 14. PRINCIPAL ACCOUNTANT FEES AND SERVICES  
The information required by this Item will be included under the heading “Proposal 2—Ratification of Selection of Independent 

Auditors” in the 2008 proxy statement, which section is incorporated herein by reference.  
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Exhibit 
Number 

  
Description 

  

  10.14†††† Employment Agreement dated April 18, 2007 between SRA International, Inc. and Stanton D. Sloane 
  

  10.15††††† Credit Agreement, dated as of August 9, 2007 
  

  10.15a†††††† Amendment, dated as of May 29, 2008, to Credit Agreement 
  

  21.1 Subsidiaries of the Registrant 
  

  23.1 Consent of Independent Registered Public Accounting Firm 
  

  31.1 Certification of the Chief Executive Officer pursuant to Rule 13a-14(a) of the Securities Exchange Act of 
1934, as amended 

  

  31.2 Certification of the Chief Financial Officer pursuant to Rule 13a-14(a) of the Securities Exchange Act of 
1934, as amended 

  

  32.1 Certification of the Chief Executive Officer pursuant to 18 U.S.C. Section 1350, as adopted pursuant to 
Section 906 of the Sarbanes-Oxley Act of 2002 

  

  32.2 Certification of the Chief Financial Officer pursuant to 18 U.S.C. Section 1350, as adopted pursuant to 
Section 906 of the Sarbanes-Oxley Act of 2002 

  

† Previously filed and incorporated by reference to the Registrant’s Registration Statement on Form S-1 filed on May 21, 
2002 (333-83780).  

†† Incorporated by reference to the Registrant’s Annual Report on Form 10-K for the fiscal year ended June 30, 2002 (File 
No. 001-31334).  

††† Incorporated by reference to the Registrant’s Current Report on Form 8-K filed with the SEC on February 13, 2002 (File 
No. 001-31334).  

†††† Incorporated by reference to the Registrant’s Quarterly Report on Form 10-Q for the quarter ended March 31, 2008. (File 
No. 001-31334).  

††††† Incorporated by reference to the Registrant’s Current Report on Form 8-K filed with the SEC on August 28, 2007 (File 
No. 001-31334).  

†††††† Incorporated by reference to the Registrant’s Current Report on Form 8-K filed with the SEC on June 3, 2008 (File 
No. 001-31334).  

^ Incorporated by reference to the Registrant’s Annual Report on Form 10-K for the fiscal year ended June 30, 2003 (File 
No. 001-31334).  

^^ Incorporated by reference to the Registrant’s Annual Report on Form 10-K filed for the fiscal year ended June 30, 2007 
(File No. 001-31334).  

* Management contract or compensatory plan, contract or arrangement.  
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SIGNATURES  

Pursuant to the requirements of Section 13 or 15(d) of the Securities Exchange Act of 1934, the registrant has duly caused this 
report to be signed on its behalf by the undersigned, thereunto duly authorized, in the city of Fairfax, Virginia on the 27th day of 
August, 2008.  
  

SRA INTERNATIONAL, INC. 
  
By: /s/    STANTON D. SLOANE         

  
Stanton D. Sloane 

President and Chief Executive Officer 
(Principal Executive Officer) 

Pursuant to the requirements of the Securities Exchange Act of 1934, this report has been signed below by the following persons 
on behalf of the registrant and in the capacities and on the dates indicated.  
  

Signature 
  

Title 
  

Date 
  

   
/s/    STANTON D. SLOANE         

  

Stanton D. Sloane 
President and Chief Executive Officer 
(Principal Executive Officer) 

August 27, 2008 

   
/s/    STEPHEN C. HUGHES         

  

Stephen C. Hughes 
Chief Financial Officer and Executive Vice 
President, Operations (Principal Financial and 
Accounting Officer) 

August 27, 2008 

   
/s/    ERNST VOLGENAU         

  

Ernst Volgenau 
Chairman August 27, 2008 

   
/s/    JOHN W. BARTER         

  

John W. Barter 
Director August 27, 2008 

   
      

  

Larry R. Ellis 
Director 

  

   
/s/    EDMUND P. GIAMBASTIANI, JR.         

  

Edmund P. Giambastiani Jr. 
Director August 27, 2008 

   
/s/    MILES R. GILBURNE         

  

Miles R. Gilburne 
Director August 27, 2008 

   
/s/    WILLIAM T. KEEVAN         

  

William T. Keevan 
Director August 27, 2008 

   
/s/    MICHAEL R. KLEIN         

  

Michael R. Klein 
Director August 27, 2008 

   
      

  

David H. Langstaff 
Director 

  

   
      

  

Gail R. Wilensky 
Director 
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