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Item 2.02 Results of Operations and Financial Condition.

On August 8, 2019, the Company issued a press release announcing its financial results for the quarter ended June 30, 2019. The full text
of the press release is furnished as Exhibit 99.1 to this Current Report on Form 8-K and incorporated by reference into this Iltem 2.02.

On August 8, 2019, the Company held a conference call with respect to these financial results. The conference call was open to the public.
The transcript and slide presentation that accompanied the call are furnished as Exhibit 99.2 and Exhibit 99.3 to this Current Report on
Form 8-K and incorporated by reference into this Item 2.02.

Item 9.01 Financial Statements and Exhibits.

(d) Exhibits. The following exhibits are being furnished pursuant to ltem 2.02 above.

Exhibit No. Description

99 1 Press release dated August 8, 2019

99.2 Conference call transcript for Earnings Call - August 8, 2019

99.3 Conference call slide presentation for Earnings Call - August 8, 2019
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MAXIMUS News Release

FOR IMMEDIATE RELEASE CONTACT: Lisa Miles 703.251.8637
lisamiles@maximus.com
Date: August 8, 2019

MAXIMUS Reports Fiscal Year 2019 Third Quarter Results
- Company Reduces Revenue Guidance and Narrows Earnings Guidance to $3.70 to $3.75 -

(RESTON, Va. - August 8, 2019) - MAXIMUS (NYSE: MMS), a leading provider of government services worldwide, today reported
financial results for the three and nine months ended June 30, 2019.

Highlights for the third quarter of fiscal year 2019 include:

+ Revenue grew 22% to $730.7 million compared to $597.9 million reported for the same period last year, driven by the citizen engagement
centers acquisition in the U.S. Federal Services Segment

» Revenue in the quarter was lower than expected due to a slower ramp on an acquired contract and unfavorable foreign currency
translation

« Diluted earnings per share were $0.97, in line with Company expectations, and driven by strong results in the U.S. Health and Human
Services and U.S. Federal Services Segments

« Cash flows from operations of $136.5 million and free cash flow of $116.0 million

- Year-to-date signed contract awards totaled approximately $1.8 billion and contracts pending (awarded but unsigned) of $0.7 billion
at June 30, 2019

- Sales pipeline of $29.6 billion at June 30, 2019, of which 68% is new work
* For fiscal 2019, the Company is reducing its revenue estimates and narrowing its earnings guidance towards the upper end of its range

Bruce Caswell, President and Chief Executive Officer of MAXIMUS, commented, "We have revised our revenue guidance for fiscal 2019
and we are on track to achieve our narrowed earnings range which is at the top end of the guidance range the Company established in
November. As evidenced by our pipeline, we continue to see new growth opportunities in the years to come. MAXIMUS is an integral
partner for governments as they shape policy and program design to address long-term macro-trends that reflect aging populations, labor
skills and demand asymmetry, public health priorities, and the integration of health and employment programs. As part of our approach,
we are continuing to invest in, and expand our business development resources as well as other areas that provide meaningful support to
winning new work."

For the third quarter of fiscal 2019, revenue increased 22% to $730.7 million as compared to $597.9 million reported for the same period
last year, driven by the acquisition in the U.S. Federal Services Segment, which contributed $163.4 million of revenue in the quarter.
Revenue in the third quarter of fiscal 2019 was below the Company's expectations due to a slower ramp-up on the acquired Census
Questionnaire Assistance (CQA) contract. Revenue was also unfavorably impacted compared to the prior year by foreign currency
translation of $9.1 million during the third quarter.
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For the third quarter of fiscal 2019, operating income totaled $83.6 million, yielding an operating margin of 11.4%. This compares to 13.8%
for the same period last year which benefited from $15.5 million of revenue and operating income from change orders where the related
costs were incurred in earlier periods. Results for the third quarter of fiscal 2019 were also impacted by amortization expense related to
intangible assets, which increased to $9.0 million compared to $2.5 million in the comparable period of the prior year.

For the third quarter of fiscal 2019, net income attributable to MAXIMUS totaled $62.9 million, or $0.97 of diluted earnings per share, and
benefited from solid operational performance in the U.S. Health and Human Services and U.S. Federal Services Segments. This compares
to the third quarter of fiscal 2018 diluted earnings per share of $0.91.

U.S. Health & Human Services Segment
As expected, U.S. Health and Human Services Segment revenue for the third quarter of fiscal2019 decreased to $291.1 million compared
to $314.5 million reported for the same period last year, principally due to the rebid or extension of certain larger contracts in the portfolio.

Operating margin for the third quarter of fiscal 2019 was 18.6% compared to 21.3% reported for the prior-year period. Of the
aforementioned change orders that benefited the prior year, $13.7 million was recorded within the U.S. Health and Human Services
Segment. Operating margin for the Segment is expected to be between 18% and 19% for fiscal 2019.

U.S. Federal Services Segment

U.S. Federal Services Segment revenue for the third quarter of fiscal2019 increased to $292.3 million compared to $112.2 million
reported for the same period last year driven both organically and through acquisition. Revenue from the acquisition totaled $163.4 million
for the third quarter of 2019. Revenue for the Segment was lower than expected due to the slower ramp-up on the acquired CQA contract.
Excluding the acquisition, organic revenue increased 15% compared to the same period last year driven by several new work
opportunities.

Operating margin for the third quarter of fiscal 2019 was 11.6% and benefited from favorable results on performance-based contracts. For
fiscal year 2019, the Segment is expected to have an operating margin between 10% and 11%.

Outside the U.S. Segment

Outside the U.S. Segment revenue for the third quarter of fiscal 2019 decreased 14% (8.6% on a constant currency basis) to $147.3
million compared to $171.2 million reported for the same period last year due to expected decreases on welfare-to-work contracts in
Australia and the United Kingdom.

Operating margin for the third quarter of fiscal 2019 was 3.4% compared to 2.5% reported for the prior-year period. As disclosed last
quarter, the U.K. employment services contracts that launched in fiscal 2018 are progressing towards profitability but remain unfavorable
to margin in the near-term. Operating profit was negatively impacted by an accretive component of a contract that was unexpectedly
discontinued as the customer considers a new approach to the work going forward. As a result, the Company expects operating margin for
the Segment to be approximately 3% for fiscal 2019.

Sales and Pipeline
Year-to-date signed contract awards at June 30, 2019, totaled $1.8 billionand contracts pending (awarded but unsigned) of $0.7 billion.
These awards reflect total contract value.
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The sales pipeline at June 30, 2019, was $29.6 billion (comprised of approximately $1.8 billion in proposals pending, $1.9 billion in
proposals in preparation and $25.9 billion in opportunities tracking). The pipeline (opportunities tracking) now includes the expected $5.0
billion rebid for the acquired Call Center Operations (CCO) contract. As a reminder, the Company modified its pipeline reporting
methodology beginning October 1, 2018. The three changes are: 1) reporting Total Contract Value (TCV) rather than Base Contract Value,
[12) extending the time horizon for opportunities reported in the pipeline from six months to two years, and [13) removing the value cap of
$150 million on new work opportunities.

Balance Sheet and Cash Flows

Cash and cash equivalents at June 30, 2019, totaled $71.1 million. For the three months ended June 30, 2019, cash flows from operations
totaled $136.5 million, with free cash flow of $116.0 million. At June 30, 2019, days sales outstanding (DSO) were 77 days.

On July 5, 2019, our Board of Directors declared a quarterly cash dividend of $0.25 for each share of our common stock outstanding. The
dividend is payable on August 30, 2019, to shareholders of record on August 15, 2019.

Outlook

MAXIMUS is updating its fiscal 2019 revenue and earnings guidance. The Company now expects revenue to range between $2.88 billion
to $2.90 billion for fiscal 2019. This compares to the Company's previous revenue guidance of $2.925 billion to $2.95 billion. MAXIMUS
has revised its guidance primarily due to a slower than expected ramp up on the CQA contract as well as unfavorable foreign currency
translation. To a lesser extent, the Company has also experienced lower volumes across several contracts resulting in lower revenue in
fiscal 2019.

MAXIMUS is also narrowing its GAAP diluted earnings per share guidance and the company now expects diluted earnings per share to
range between $3.70 to $3.75 due to strong operating performance in the U.S. Health and Human Services Segment. This compares to
the Company's previous earnings guidance of $3.65 to $3.75.

Conference Call and Webcast Information
MAXIMUS will host a conference call this morning, August 8, 2019, at 9:00 a.m. (ET). The call is open to the public and is available by
webcast at investor.maximus.com or by phone at:

877.407.8289 (Domestic)/+1.201.689.8341 (International)
For those unable to listen to the live call, a replay will be available through August 22, 2019. Callers can access the replay by calling:

877.660.6853 (Domestic)/+1.201.612.7415 (International)
Replay conference ID number: 13692016

About MAXIMUS

Since 1975, MAXIMUS has operated under its founding mission ofHelping Government Serve the People®, enabling citizens around the
globe to successfully engage with their governments at all levels and across a variety of health and human services programs. MAXIMUS
delivers innovative business process management and technology solutions that contribute to improved outcomes for citizens and higher
levels of productivity, accuracy, accountability and efficiency of government-sponsored programs. With more than 30,000 employees
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worldwide, MAXIMUS is a proud partner to government agencies in the United States, Australia, Canada, Saudi Arabia, Singapore and the
United Kingdom. For more information, visit maximus.com.

Non-GAAP Measures

We utilize non-GAAP measures where we believe it will assist the user of our financial statements in understanding our business. The
presentation of these measures is meant to complement, and not replace, other financial measures in this document. The presentation of
non-GAAP numbers is not meant to be considered in isolation, nor as alternatives to revenue growth, cash flows from operations or net
income as measures of performance. These non-GAAP measures, as determined and presented by us, may not be comparable to related
or similarly titted measures presented by other companies.

In this news release, we use the following non-GAAP measures: organic revenue growth, constant currency and free cash flow. A
description of these measures, including a description of our use of these measures and our methodology for calculating them, is included
in our most recent Annual Report on Form 10-K, filed with the Securities and Exchange Commission on November 20, 2018. We have
included a reconciliation of free cash flow to cash flows from operations in this news release.

Included in this press release are forward-looking statements within the meaning of the safe harbor provisions of the United States Private Securities Litigation
Reform Act of 1995. Forward-looking statements can be identified by words such as: “anticipate,” “intend,” “plan,” “goal,” “seek,” “opportunity,” “could,”
“potential,” “believe,” i i

‘project,” “estimate,” “expect,” “strategy,” “future,” “likely,” “may,” “should,” “will” and similar references to future periods.

Forward-looking statements are neither historical facts nor assurances of future performance. Instead, they are based only on our current beliefs, expectations
and assumptions regarding the future of our business, future plans and strategies, projections, anticipated events and trends, the economy and other future
conditions. Because forward-looking statements relate to the future, they are subject to inherent uncertainties, risks and changes in circumstances that are
difficult to predict and many of which are outside of our control. Our actual results and financial condition may differ materially from those indicated in the
forward-looking statements. Therefore, you should not rely on any of these forward-looking statements. Important factors that could cause our actual results and
financial condition to differ materially from those indicated in the forward-looking statements include, among others, the factors set forth in Exhibit 99.1 under
the caption "Special Considerations and Risk Factors," in our Annual Report on Form 10-K for the year ended September 30, 2018, which was filed with the
Securities and Exchange Commission on November 20, 2018 and the matters listed in our “Special Note Regarding Forward-Looking Statements” in our
recently filed Quarterly Report on Form 10-Q.

Any forward-looking statement made by us in this press release is based only on information currently available to us and speaks only as of the date on which it
is made. We undertake no obligation to publicly update any forward-looking statement, whether written or oral, that may be made from time to time, whether as
a result of new information, future developments or otherwise.
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Revenue
Cost of revenue
Gross profit
Selling, general and administrative expenses
Amortization of intangible assets
Operating income
Interest expense
Other income, net
Income before income taxes
Provision for income taxes
Net income
Income/(loss) attributable to noncontrolling interests
Net income attributable to MAXIMUS
Basic earnings per share attributable to MAXIMUS
Diluted earnings per share attributable to MAXIMUS
Dividends paid per share
Weighted average shares outstanding:
Basic

Diluted

MAXIMUS, Inc.
CONSOLIDATED STATEMENTS OF OPERATIONS
(Amounts in thousands, except per share data)
(Unaudited)

Three Months Ended June 30,

Nine Months Ended June 30,

2019 2018
$ 730,710 $ 597,855 $ 2,131,849 $ 1,833,790
556,463 443171 1,628,915 1,378,343

174,247 154,684 502,934 455,447

81,604 69,588 239,377 214,026

9,049 2,525 24,026 7,846

83,594 82,571 239,531 233,575

420 85 2,614 410

556 2,249 3,048 3,928

83,730 84,735 239,965 237,093

20,765 24,493 59,511 61,793

62,965 60,242 180,454 175,300

67 381 (281) 856

$ 62,898 $ 59,861 $ 180,735 $ 174,444
$ 098 $ 091 § 280 $ 2.65
$ 097 $ 091 § 279 $ 2.64
$ 025 $ 0.045 $ 075 $ 0.135
64,405 65,630 64,534 65,777

64,759 65,925 64,800 66,131
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ASSETS
Current assets:
Cash and cash equivalents
Short-term investments
Accounts receivable — billed and billable
Accounts receivable — unbilled
Income taxes receivable
Prepaid expenses and other current assets
Total current assets
Property and equipment, net
Capitalized software, net
Goodwill
Intangible assets, net
Deferred contract costs, net
Deferred compensation plan assets
Deferred income taxes
Other assets

Total assets

LIABILITIES AND SHAREHOLDERS’ EQUITY

Current liabilities:
Accounts payable and accrued liabilities
Accrued compensation and benefits
Deferred revenue
Income taxes payable
Long-term debt, current portion
Other liabilities
Total current liabilities
Deferred revenue, less current portion
Deferred income taxes
Long-term debt
Deferred compensation plan liabilities, less current portion
Other liabilities
Total liabilities
Shareholders’ equity:
Common stock, no par value
Accumulated other comprehensive loss
Retained earnings
Total MAXIMUS shareholders’ equity
Noncontrolling interests
Total equity

Total liabilities and equity

MAXIMUS, Inc.
CONSOLIDATED BALANCE SHEETS
(Amounts in thousands)

June 30, 2019

September 30, 2018

(unaudited)

71,084 349,245

— 20,264
525,882 357,613
94,102 31,536
693 5,979
47,617 43,995
739,378 808,632
84,694 77,544
30,761 22,429
583,703 399,882
185,965 88,035
22,477 14,380
33,114 34,305
617 6,834
10,197 9,959
1,690,906 1,462,000
182,551 114,378
103,990 95,555
40,951 51,182
5,109 4,438
3,648 136
20,450 11,760
356,699 277,449
26,435 20,394
44,769 26,377
268 374
34,689 33,497
13,147 17,490
476,007 375,581
503,184 487,539
(41,110) (36,953)
752,370 633,281
1,214,444 1,083,867
455 2,552
1,214,899 1,086,419
1,690,906 1,462,000
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MAXIMUS, Inc.
CONSOLIDATED STATEMENTS OF CASH FLOWS

(Amounts in thousands)

Cash flows from operations:

Net income

Adjustments to reconcile net income to cash flows from operations:
Depreciation and amortization of property, equipment and capitalized software
Amortization of intangible assets
Deferred income taxes
Stock compensation expense

Change in assets and liabilities excluding acquired assets and liabilities:
Accounts receivable — billed and billable
Accounts receivable — unbilled
Prepaid expenses and other current assets
Deferred contract costs
Accounts payable and accrued liabilities
Accrued compensation and benefits
Deferred revenue
Income taxes
Other assets and liabilities

Cash flows from operations

Cash flows from investing activities:
Purchases of property and equipment and capitalized software costs
Acquisitions
Short-term investments
Other

Cash used in investing activities

Cash flows from financing activities:
Cash dividends paid to MAXIMUS shareholders
Purchases of MAXIMUS common stock
Tax withholding related to RSU vesting
Borrowings under credit facility
Repayment of credit facility and other long-term debt
Other

Cash used in financing activities

Effect of exchange rate changes on cash and cash equivalents

Net increase/ (decrease) in cash, cash equivalents and restricted cash
Cash, cash equivalents and restricted cash, beginning of period (1)

Cash, cash equivalents and restricted cash, end of period (1)

(Unaudited)

Nine Months Ended
Three Months Ended June 30, June 30,
2019 2018 2019 2018
$ 62,965 $ 60,242 $ 180,454 $ 175,300
12,181 12,828 34,588 39,902
9,049 2,525 24,026 7,846
(6,568) 18,053 11,196 8,874
5,419 4,389 15,323 15,713
(35,411) 11,733 (108,131) (6,789)
36,983 5,042 46,172 312
2,185 (3,020) (2,933) 5,506
(2,727) 446 (8,142) 2,240
11,382 (20,525) 53,462 (23,696)
16,725 (444) 9,282 (15,835)
3,422 (1,939) 7,857 (25,728)
19,635 (12,721) 3,139 5,913
1,260 (5,053) (2,582) (1,242)
136,500 71,556 263,711 188,316
(20,492) (8,377) (39,033) (21,552)
(240) — (422,049) (157)
— (19,996) 19,996 (19,996)
96 657 380 1,198
(20,636) (27,716) (440,706) (40,507)
(15,953) (2,936) (47,936) (8,801)
— (60,949) (46,068) (61,987)
— — (8,915) (8,529)
— 10,000 320,048 134,683
(75,058) (10,034) (316,597) (134,786)
— (1,928) (133) (4,058)
(91,011) (65,847) (99,601) (83,478)
(362) (2,784) (994) (1,714)
24,491 (24,791) (277,590) 62,617
54,478 267,135 356,559 179,727
$ 78,969 $ 242,344  $ 78,969 $ 242,344

(1) As we noted in a Current Report on Form 8-K filed on December 14, 2018, we have made changes in our cash flow statements to comply with new accounting requirements. Most
notably, we now include our restricted cash balances in the totals identified above. Our restricted cash is included in our balance sheet under the heading "prepaid expenses and

other current assets" and totaled $7.9 million and $7.3 million at June 30, 2019, and September 30, 2018, respectively.
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MAXIMUS, Inc.
SEGMENT INFORMATION
(Amounts in thousands)
(Unaudited)
Three Months Ended June 30, Nine Months Ended June 30,
2019 % (1) 2018 % (1) 2019 % (1) 2018 % (1)

Revenue:
U.S. Health & Human Services $ 291,132 $ 314,477 $ 876,082 $ 924,967
U.S. Federal Services 292,295 112,226 799,018 361,536
Outside the U.S. 147,283 171,152 456,749 547,287

Total $ 730,710 $ 597,855 $ 2,131,849 $ 1,833,790
Gross Profit:
U.S. Health & Human Services $ 86,664 298 % $ 101,425 323% $ 260,955 298 % $ 272,242 29.4 %
U.S. Federal Services 66,803 229 % 32,276 28.8 % 175,484 22.0 % 93,008 257 %
Outside the U.S. 20,780 141 % 20,983 123 % 66,495 14.6 % 90,197 16.5 %

Total $ 174,247 238% $ 154,684 259 % $ 502,934 236 % $ 455,447 24.8 %
Selling, general, and
administrative expense:
U.S. Health & Human Services $ 32,414 111% $ 34,382 109% $ 93,953 107 % $ 105,803 11.4 %
U.S. Federal Services 32,896 11.3 % 17,399 15.5 % 90,632 11.3 % 51,587 14.3 %
Outside the U.S. 15,791 10.7 % 16,775 9.8 % 52,591 11.5 % 53,284 9.7 %
Restructuring costs — NM — NM — NM 2,320 NM
Other 503 NM 1,032 NM 2,201 NM 1,032 NM

Total $ 81,604 112% $ 69,588 116 % $ 239,377 12% $ 214,026 11.7 %
Operating income:
U.S. Health & Human Services $ 54,250 186 % $ 67,043 213% $ 167,002 191% $ 166,439 18.0 %
U.S. Federal Services 33,907 11.6 % 14,877 13.3 % 84,852 10.6 % 41,421 11.5 %
Outside the U.S. 4,989 34 % 4,208 2.5 % 13,904 3.0% 36,913 6.7 %
Amortization of intangible assets (9,049) NM (2,525) NM (24,026) NM (7,846) NM
Restructuring costs (2) — NM — NM — NM (2,320) NM
Other (3) (503) NM (1,032) NM (2,201) NM (1,032) NM

Total $ 83,594 14% $ 82,571 138% $ 239,531 12% $ 233,575 12.7 %

(1) Percentage of respective segment revenue. Percentages not considered meaningful are marked “NM.”
(2) During fiscal year 2018, we incurred costs in restructuring our United Kingdom business.

(3) Other selling, general & administrative expenses includes credits and costs not directly allocated to a particular segment. In the nine month period ended June 30, 2019, these include
$2.7 million of costs directly related to the acquisition of the citizen engagement centers business.
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MAXIMUS, Inc.
FREE CASH FLOW
(Non-GAAP measure)
(Amounts in thousands)

(Unaudited)
Three Months Ended June 30, Nine Months Ended June 30,
2019 2018 2019 2018
Cash flows from operations $ 136,500 $ 71,556 $ 263,711 $ 188,316
Purchases of property and equipment and capitalized software costs (20,492) (8,377) (39,033) (21,552)
Capital expenditure as a result of acquisition (1) $ — — 4,542 —
Free cash flow $ 116,008 $ 63,179 $ 229,220 $ 166,764

(1) Purchases of property and equipment and capitalized software costs included $4.5 million in one-time payments to cover software

licenses required for employees joining us through the citizen engagement centers acquisition.

XXX-
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Operator: Greetings. And welcome to the MAXIMUS Fiscal 2019 Third Quarter Earnings
Conference Call. At this time, all participants are in a listen only mode. A question and answer
session will follow the formal presentation. If anyone should require operator assistance during the
conference, please press star zero on your telephone keypad. As a reminder, this conference is
being recorded.

Itis now my pleasure to introduce, Lisa Miles, Senior Vice President Investor Relations. Please go
ahead.

Lisa Miles: Good morning. And thank you for joining us. With me today, is Bruce Caswell, President
and CEO and Rick Nadeau, Chief Financial Officer.

I'd like to remind everyone that a number of statements being made today will be forward looking in
nature. Please remember that such statements are only predictions. Actual events and results may
differ materially as a result of risks we face including those discussed in Exhibit 99.1 of our SEC
filings. We encourage you to review the information contained in our earnings released today, and
our most recent forms 10-Q and 10-K filed with the SEC. The company does not assume any
obligation to revise or update these forward-looking statements to reflect subsequent events or
circumstance except as required by law.

Today's presentation may contain non-GAAP financial information. Management uses this
information in its internal analysis of results and believes this information may be informative to
investors in gauging the quality of our financial performance, identifying trends in our results, and
providing meaningful period to period comparisons. For a reconciliation of the on-GAAP measures
presented in this document, please see the company’s most recent quarterly earnings press release.

And with that, I'll hand the call over to Rick.

Rick Nadeau: Thanks, Lisa. This morning MAXIMUS reported its financial results for the third
quarter of fiscal year 2019. Revenue for the third quarter of fiscal 2019 was $730.7 million, which
was lower than expected. Acquired revenue came in below our forecast due to a slower than
anticipated ramp on the census questionnaire assistance contract. Total company revenue was also
unfavorably impacted by foreign currency translation of $9.1 million in the quarter.

Nevertheless, in the third quarter MAXIMUS continued its track record of solid operational delivery
demonstrated by strong margins, earnings, and cash flow. Total company operating margin was
11.4% for the third quarter, driven by the U.S. Health and Human Services, and U.S. Federal
Services segments. Operating margin in the prior year was 13.8%, which benefitted from $15.5
million of revenue and operating income tied to change orders. GAAP diluted earnings per share
were 97 cents for third quarter of fiscal 2019, in line with company expectations.
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I will now speak to our segment results in the third quarter. As expected, third quarter revenue for
the U.S. Health and Human Services segment, decreased to $291.1 million, compared to the same
periad last year. In the third quarter, revenue was tempered from contracts that were rebid or
extended over the past year. Looking forward, we anticipate revenue will increase as these
programs mature and new contracts begin to generate revenue, which is expected to return the
segment to arganic growth in the fourth quarter. Operating margin for the segment in the third
quarter was 18.6%, compared to 21.3% in the same period of the prior year. Within the U.S. Health
and Human Services segment, the prior year benefitted from $13.7 million of revenue and operating
income tied to change orders. Excluding this benefit, operating margin for the segment would have
been 17.7% in the prior year. We expect operating margin will range between 18% and 19% for
fiscal 2019.

Revenue for the third quarter of fiscal 2019 in the U.S. Federal Services Segment increased to
$292.3 million, driven both by organic growth and through acquisition. The acquisition contributed
$163.4 million of revenue in the quarter. Absentee acquisition, organic revenue increased by $16.7
million compared to the same period last year driven by new work. This includes the work we
discussed last quarter, which we are performing on behalf of the Universal Service Administrative
Company, referred to as E-RATE. On the bottom line, the segment’s operating margin was strong at
11.6%, and benefitted from favorable results on several performance-based contracts. We now
expect to finish the fiscal year with an operating margin between 10% and 11% due to a higher mix
of revenue from fixed price and performance-based contracts as opposed to cost-plus contracts.

For the outside the U.S. segment, third quarter revenue was $147.3 million. Revenue was lower
compared to the prior year due to the expected decreases on welfare to work contracts in both the
United Kingdom and Australia, as well as the unfavorable impact of foreign currency translation of
$9.1 million. The segment's operating margin for the third quarter was 3.4%. As we disclosed last
quarter, the new employment services contracts in the United Kingdom are progressing toward
profitability. But they are unfavorable to earnings in the near term. Operating profit was also
negatively impacted by a creative component of a contract in Canada that was unexpectedly
discontinued in May as the customer considers a new approach. As a result of this change, we now
expect the segment will deliver an operating margin of approximately 3% in fiscal 2019.

Let me speak briefly to the balance sheet and cash flow items. Capital expenditures increased in the
quarter in comparison to prior periods due to fixed asset additions related to the ramp up on the
census contract, as well as increased capitalized software expenditures. We have been focused on
investments to continually innovate or technological capabilities and enhance our core service
offerings to our customers. Bruce will provide more detail during his prepared remarks. Capital
expenditures for both the census ramp up and internal capitalized software initiatives are expected
to continue through the fourth quarter, but at slightly lower levels.

In the third quarter, MAXIMUS delivered cash flow from operations of $136.5 million and free cash
flow of $116 million. Davs sales outstandina were 77 at June 30". At June 30. 2019. we held cash
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and cash equivalents of $71.1 million and finished the quarter with no draws on our corporate credit
facility. MAXIMUS maintains a strong track record of operational performance a history of generating
strong, consistent cash flows. Over the years, we have also remained committed to a sensible and
disciplined approach to capital deployment. Our approach is unchanged, and we believe we can
provide shareholders with reasonable returns while at the same time generate sufficient capital to
pursue strategic M&A, to invest in and grow the business to create long term shareholder value. As
we move into fiscal 2020, we continue to seek out strategic opportunities in order to achieve some of
the goals previously highlighted as part of our strategic market review. As a reminder, we are keenly
interested in building scale, enhancing our clinical capabilities and extending into new adjacencies
with the goal in mind of building long term, sustainable, organic growth.

And finally, guidance. As mentioned in my opening comments, we now expect revenue for the full
year of fiscal 2019 to range between $2.88 and $2.9 billion. This is due to the following factors. First,
unfavorable foreign currency translation is expected to impact full year revenue by an estimated

$15 million. Second, revenue has also been impacted by the slower than anticipated ramp on the
census contract. In the third quarter, the contract was behind forecast by $15 million. We continue to
expect the census contract will progress through the ramp up phase and reach revenue levels in line
with previous disclosures. And lastly, the remaining balance of the revenue shortfall in fiscal 2019,
has been due to lower volumes across several contracts in the portfolio.

On the bottom line, we now expect to achieve the top end of our original guidance range. As a result,
we are narrowing our earnings range to $3.70 to $3.75 for fiscal 2019. This is primarily attributable to
strong operating performance in our U.S. Health and Human Services segment. Additionally, we
now expect to achieve the top end of our cash flow guidance for both cash flow from operations and
free cash flow. As a reminder, our cash flow can fluctuate depending on the timing of collections.

As we look toward fiscal 2020, we are currently progressing through our strategic planning process.
As a part of the process, we make decisions internally regarding allocation of resources and areas of
potential investments with the goal of cultivating future shareholder value. Along with this process,
we are also internally establishing a preliminary view for fiscal 2020. Based on what we know today,
our early view of fiscal 2020 is generally in line with first call consensus estimates for revenue of
$3.18 billion and diluted earnings per share of $4.08. As you know, MAXIMUS operates a large
portfolio of contracts and the nature of the business is that we will always have puts and takes in the
overall model. Each quarter, we complete a bottom up review. This analysis is the basis of our
forecasting model and guidance each quarter. But, significant fluctuations to these model inputs can
certainly impact actual financial results.

We work hard to manage those things that are within our control. And we have a strong risk
mitigation strategy that for the most part, allows U.S. to modify certain terms and conditions in
contracts within reason. But, the effects of currency or unforeseen changes to a contract such as
lower volumes or changing customer priorities, can cause erosion that can have a meaningful
impact. Those would be the tvoes of items that are laraelv outside of our control. Nevertheless. we
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thought it would be helpful to provide the investment community with some color on our early
thinking with regards to fiscal 2020 based on what we know today.

And with that, | will turn the call over to Bruce.

Bruce Caswell: Thank you, Rick. And good moming everyone. While we have revised our revenue
outlook for fiscal 2019 to reflect the issues Rick noted, we are seeing growth opportunities over the
long term. To capitalize on this, our strategic plan offers multiple paths forward through three key
pillars. First, is digital transformation, or a cultural shift as we think about digital disruption within the
government services market, and new models for citizen engagement and operational efficiencies.
Market leading applications, advanced analytics and digital automation enhance our competitive
position, enable new solution offerings and improve overall service delivery across our operations.
Second, clinical evolution. As we see macro trends that drive demand for BPO services with a more
clinical dimension, we maintain the foundation of our business, operating customer engagement
centers and provide case management services. Third, market expansion. As we evaluate emerging
markets, organically grow the portfolio, and acquire capabilities and confracts to establish a foothold
in these adjacent markets. We also consider our clients longer term visions for reengineering their
social programs and delivery models. We aim for expansion that is a natural complement to our core
services, globally.

Today, | will focus my comments on both new work, as well as the expansion of our services and
market adjacencies. With several new winds and a pipeline of developing opportunities in key
markets, we are making meaningful progress on strategic execution as we offer integrated solutions
across our geographies. We must, however, remain focused on winning work currently in our
pipeline, and reducing the levels of erosion on our existing portfolio.

As | previously discussed, we are executing a technology transformation in our business, and in the
solutions, we provide our customers as part of our overall digital strategy. Fundamentally, to deliver
digital solutions, we must also transform the platforms on which they are delivered, and the methods
we employ to securely develop and operate these new solutions. So, today, | want to start with our
shift to microservices architecture platform and the modernization efforts underway as we enhance
our technology capabilities. We continue to make strategic investments to improve our
competitiveness by modernizing the applications that underpin our core BPO services, while creating
a modular set of new capabilities that can be deployed across our portfolio. Our evolution towards
microservices means we can better organize our technology deliver around our business capabilities
and more quickly respond to customer requirements. The microservices architecture allows the
system to divide into a number of smaller, individual, and independent services. Each service is
flexible, robust, interchangeable, and complete. This architecture means that our BPO services are
extremely adaptable for use in multiple contexts. This is a key capability as our customers’ needs
evolve and we work to drive organic growth in new adjacent markets.
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From a client perspective, since services can be selected and assembled in various combinations to
satisfy specific user requirements, we can vastly increase the speed with which we tailor our
solutions. As a result, this will dramatically slash start up times to address client's unique needs with
highly configurable versus customized delivery. Microservices is not only changing the technology,
but also our processes and methodologies. It enabled the entire ecosystem to be faster, more
adaptable, and more respaonsive through strong standardization. This is a completely different and
innovative model that merges business and technology. Such innovation is critical to successfully
implement our strategic pillar of digital transformation. This shift supports growth beyond our current
markets into adjacencies much more quickly, efficiently, and effectively.

We have also sought to build on the momentum of our assessments and appeals business by
turning our attention to broadening our clinical services capabilities. In 2013, MAXIMUS developed
an adjacent solution to transform California’s approach to resolving disputes under its Workers
Compensation Pragram. Under the state’s reform efforts, MAXIMUS created a cost effective, non-
judicial, independent medical review, or IMR, to help control the cost of workers compensation
premiums that are charged to employers. The new clinical IMR model replaced the previous labor-
intensive process that had required opposing medical experts to present testimony to nonclinical
judges, who then rendered decisions. The new model has produced dramatic results. California is
saving more than $1 billion in related workers compensation medical costs every year. The state has
seen a 42% decline in its advisory pure premium rates from which insurer rates are derived, since
January 2015. Disputes about the medical treatment of injured workers are resolved in 10 days,
down from an average of 231 days under the previous approach. And, according to the state’s
annual report, the total amount paid for opioid prescriptions tied to workers comp claims has
decreased 80% since 2013. One of the factors in driving this decline, includes independent medical
reviews, which MAXIMUS performs.

I'm very pleased to announce that as a result of the solution developed in California, we have further
developed this adjacency with a new award by the New York State Workers Compensation Board, to
serve as their utilization review contractor. MAXIMUS will perform independent medical reviews for
New York's Workers Compensation Program, which is similar to our work in California. MAXIMUS is
uniquely qualified to handle the highly variable volume of independent medical review requests and
new drug formulary requirements under this program. We currently estimate a total contract value of
$60 million for this five-year performance-based contract.

As you may recall, our heritage in independent assessments, medical reviews and appeals, started
decades ago with our Medicare appeals work as a qualified independent contractor, or QIC. The
federal team recently picked up a new contract to perform QIC appeals for Medicare Part B durable
medical equipment, or DME. The four-year performance-based contract has an estimated total
contract value of $100 million. MAXIMUS will adjudicate the appeals of Part B DME claims with an
estimated 200,000 claims per year. Appeal adjudication includes technical benefit review, medical
necessity review, and pre decision conferences with appellants. QIC Part B DME is largest volume
Medicare appeals contract. This adds to our existina Medicare abpeals portfolio that includes



m et m e m o m e mim e s e R —




MAXIMUS Fiscal 2019 Third Quarter Conference Call
August 8, 2019
Page 6

Medicare Part A West, Part C, and Part D. This win further demonstrates our ability to deliver an
innovative solution and showcases our capability to handle large and complex volumes of appeals
and assessments.

You may recall that MAXIMUS previously supported the Department of Veterans Affairs Community
Care Network, or CCN program, as a subcontractor. Under this program, veterans gain access to
medical, dental, and pharmacy services through licensed community healthcare providers, when
they are otherwise unable to receive care through local VA medical centers. This program
succeeded the earlier Veterans Choice Program, under which MAXIMUS also provided services. We
have once again been tapped to support the CCN program as a subcontractor. Part of this work falls
under the Mission Act, which seeks to strengthen the nationwide VA healthcare system by
empowering veterans with more healthcare options. The demands of the program require the
assistance of a supplier with demonstrated expertise in customer engagement centers and program
administration operations. Under our contract, we will provide services that include Mission Act
information support, authorization and medical documentation entry, and veteran provider and VA
inquiry support regarding a veteran's access to local providers. The current contract continues
through January 1%, 2020. And we are working towards a path supporting this program over the long
term.

Within our U.S. Health and Human Services segment, MAXIMUS is in the process of launching a
new contract in Wisconsin called food share employment and training, or FSET for the division of
Medicaid services. The five-year award has a total contract value of $70 million. The program
provides able bodied adults without dependents on the SNAP program, with opportunities to develop
skills, training, and experience so they can gain employment, avoid reliance on food share benefits,
and meet federal mandated work requirements. Under the contract, MAXIMUS will provide tailored
employment plans, case management services, business services, quality assurance, digital
solutions and finance and human resources fulfillment.

As governments continue ta see budget constraints with rising needs from beneficiaries, MAXIMUS
remains a prime partner for clients to support long term societal trends through efficient, effective,
and cost conscious BPO service offerings. We anticipate additional integrate approaches for which
MAXIMUS is well suited as governments seek to address emerging policy priorities, like the social
determinants of health that we discussed last quarter.

Moving overseas to the United Kingdom, MAXIMUS was recently award contracts in Manchester
and London for the adult education budget. We will deliver a range of education and training
services such as helping individuals gain qualifications, progress their education, access and sustain
employment opportunities. As wells as, achieve career progression. These small but strategic wins
jointly place MAXIMUS as one of the largest skill providers for the AEB program in the United
Kingdom. They also place on the ground floor of evolved skills delivery in two of the most significant
markets in the country and build upon our existing work and health program infrastructure in London.
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Moving on to new awards. For fiscal 2019, year to date signed awards were $1.8 billion of total
contract value at June 30™. During the third quarter of fiscal 2019, we are also notified of award on
another $687 million worth of contracts that not have yet been signed.

Let's turn our attention to our pipeline of addressable sales opportunities. As a reminder, we
modified our methodology at the beginning of the fiscal year to reflect the nature of BPO nature
procurement cycle. The reported pipeline includes opportunities that we expect to see within the next
two years and is measured on total contract value. Total contract value includes the base contract
value specified within the contract and all priced options. Reporting on total contract value focuses
our operations, business development, and sales teams on long term contracts, and accordingly,
long term value creation. Our total contract value pipeline at June 30" was $29.6 billion, compared
to $21.9 billion reported in the second quarter, 68% of this is new work. Our contact center
operations, or CCO contract, that was acquired in November, was added to the pipeline during the
third quarter. This is the largest contract in our portfolio and represents approximately $5 billion of
the sequential pipeline increase. We currently expect the RFP, in June of 2021, and this rebid is one
of our priorities.

An integral part of returning the company to organic growth is converting our pipeline of addressable
new sales opportunities into awards. Within our control, are our efforts at marketing and shaping the
opportunities, strategic partnering and teaming, and delivering a compelling and winning proposal.
As | noted last quarter, as we expand our pipeline to include new customer departments and
agencies, we don't expect to maintain historical win rates. But we are pleased with the volume of
opportunities we are seeing, and hopeful that factors outside of our control such as procurement
process decisions, and protests, will keep opportunities moving toward adjudication. As part of our
approach, we also continue to invest and expand our business development resources as well as
other areas that provide meaningful support to winning new work.

In closing, this quarter, we continued to see evidence that governments require much needed
support from organizations like MAXIMUS. As budgets challenge gavernment, and new policy
priorities emerge, MAXIMUS continues to evolve to meet the demands of our clients by offering
effective and efficient services, increasingly underpinned digital solutions delivered through new
technology platforms. The teams are focused on executing our strategic market plan as seen by our
new wins and impressively, our expansion into adjacencies. We are building upon our operational
strength, providing clinical services to new customers, and enhancing our technology platform to
enable new digital solutions. We are winning new work, and further developing our pipeline.
MAXIMUS is an integral partner for our customers as they shape policy and subsequent program
design to address long term macro trends reflecting aging populations, labor skills, and demand
asymmetry, public health priorities, and the integration of historically siloed employment and health
programs. We remain focused on delivering solid operational execution, which in turn provides
strong cash generation, best positioning U.S. to respond to these emerging market opportunities.

And with that. we'll onen up the line for Q&A. Operator?
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Operator: Thank you. We will now be conducting a question and answer session. If you'd like to be
placed in the question que, please press star one on your telephone keypad. A confirmation tone will
indicate your line is the question queue. You press star two if you'd like to remove your question
from the queue. For participants using speaker equipment, it may be necessary to pick up your
handset before pressing star one. We do ask that you please ask one question and one follow up
and then return to the queue. One moment please, while we poll for questions.

Qur first question today is coming from Dave Styblo from Jeffries. Your line is now live.

Dave Styblo: Hi, good morning. Thanks for the questions and | appreciate the color on some of the
contract links that you guys have had. So, congratulations on those.

My first question is, it's about organic growth. I'm wondering if you could share with U.S. what the
consolidated organic growth was for fiscal 3Q. | think it was down about 8.4% in the first quarter, and
then it was only down 6.5% in the second quarter. | wasn't sure. | heard some of the pieces of what
that would be for the third quarter. And as part of that, when you're looking forward, what are you
guys assuming for the fiscal year "20 organic growth now that you're blessing the streets over $3
billion of revenue?

Bruce Caswell: Hey Dave. Good morning. It's Bruce. | hope you're doing well.
I'm going to ask Risk to take the first question there related to the organic growth in the quarter.

Rick Nadeau: Dave, we're going to file a form 10-Q here today, later today. We do have a table that
we do inside in the management's discussion. We have D and A. And we actually walk the revenue
from the respective comparative period in the prior year to what it is this year. And what you'll see in
that, is that currency, the $9.1 million, was 1.5% of erosion to that. The acquire revenue was $163.4
million, | think that was in my remarks. And so, the difference is that in organic impact, in which is
about 3.6% for the quarter, overall for the company.

Was that your question, Dave?

Dave Styblo: That does for third quarter. Can you speak to what you guys are thinking about for
next year?

Rick Nadeau: Well, | think that in my prepared remarks | did talk about the fact that we thought that
as we started our look into next year that what was in the first consensus is generally in line with
what we believe at this particular time. No, it's also early days and we have a lot more analysis to do.
We will do the formal guidance in November, and that is three more months away. So, we'll continue
to go through the annual process of planning. But we also have to recognize that in this particular
environment. current fluctuation has been prettv heavv. And | think that will be one of the real
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wildcards that we will have. | mean, the British Pound is bounced around a lot recently. And we have
generally suffered from erosion, not benefitted. But that will be a key element to this also.

Dave Styblo: Ok. Yeah. | guess what | was trying to get at was just the organic growth component
of what you're seeing so far for next year, including the FX.

Rick Nadeau: It's a great question, Dave. Let me help you with a little bit of math there. | think that if
you look at the guidance that we gave for this year, and you at 2.88 to 2.90, if you took the midpoint
of that, that would be 2.890. | think we've also disclosed that we think the census contract will give
U.S. about $150 million tail wind. And | think that we also, and it's going to be in the 10-Q when we
file it today, the revenue that we estimate that general dynamics IT, GDIT had for the 1.5 months
prior to the acquisition was about $98 to $100 million. So, if you put all of those together, that gives
you a pro forma for fiscal year 19, of about 3140. So, when we look at the first call consensus that
3.8, that's about $40 million net organic pick up.

Now, that is obviously net of what we expect to see from currency and from erosion that we have
naturally from our existing contracts. But, yes, we do project that we will begin having modest
organic growth in fiscal 2020.

Dave Styblo: Got it. That's great. Thanks.

And then just really quick, the new work in the pipeline that we can back into using the math. It looks
by math that was up about 24% sequentially. Can you speak to what is coming into the pipeline?
Which business line that might be in, is that a smattering of just a bunch of opportunities that the
business development has been working on, or is there some larger contracts that's clipped into that
two-year horizon now?

Rick Nadeau: Let me start and then Bruce will pick up. But | think it's in our U.S. federal segment,
primarily. But all segments are participating in that pickup in the pipeline. And yes, you're right, that
new work pipeline is about $20 billion at this point. We don't comment on specific items for
competitive reasons that are inside that pipeline, but it's across all segments and geographies with a
bias towards the U.S. federal segment, Bruce?

Bruce Caswell: Absolutely. The only other color I'd provide, is that we are now starting to see
opportunities in the United Kingdom that are a larger in nature that would contribute to FY '21, come
into the pipeline and picked up in tracking, and 2022 fiscal year impacts for those opportunities.
Dave Styblo: Thanks.

Lisa Miles: Thanks, Dave. Next question please.

Operator: Our next auestion is comina from Donald Hooker from KevBanc. Your line is now live.
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Donald Hooker: Great. In the U.S. Health and Human Services segment, the operating margins
continue to be lofty and impressive. And | know you're doing a lot of work there with RPA and you're
going through a data center migration, which | think is still early stage, I'm not sure. How are you
thinking about this theme of looking into next year, what is the right margin there? | mean, are those
efficiencies going to remain going into next year? Or how do we think about the U.S. Health and
Human Services operating margin?

Bruce Caswell: Don, I'm going to start with a comment or two on the efforts that we're making as
you noted and the timing of those. And then I'll let Rick pick it up from there.

For this year, we're expecting 18% to 19% in that segment as we close out FY '19. And you're right,
we're really trying to step on the gas pedal as it relates to our RPA program. The last | checked, we
had about 12 that were in production and another 49 or so that were actually in the shop being
worked on and getting ready to get deployed. And so, we should see a bit of an uptick in terms of
their contribution to the operational efficiency of the business next year.

And at the same time, we are in the early days, as you note, in terms of our data center migration
project as move to the cloud across the business. And we're also, as | said in my prepared remarks,
in the early days of the completion of our microservices initiative and the deployment of that new
microservices platform across the business. So, all of those, see we as helpful tail winds in keeping
that business able to deliver a high operating income. Recognizing that as we, in any business cycle,
and any fiscal year, we're going to have rebids, we're going to have opportunities to extend current
contracts where we'll have to give back our clients, and that can provide a bit of a head wind in the
process.

So, | think when you balance all of that out, we're comfortable, as you said, and very pleased
performance with the performance of that segment. But I'll turn it to Rick for further comment.

Rick Nadeau: Remember that we get formal guidance in November. We'll be doing a lot of work
between now and then. | think earlier in the year, we also explained that when we had this
acquisition come in, it gave U.S. some good operating income margin lift across all the segments.
What you're really getting is you're talking your SGA; you're fixed SGA and you're spreading it over
a bigger base. So, although the acquisition fell into the U.S. Federal Segment, it gave a lift to all of
them. Also, as | said previously, getting another lift in FY '20 in that census contract another $150
million of incremental revenue.

Now, as we look forward, we're also spending wisely as Bruce said on RPA. And we're trying to
spend wisely on microservices and things like that. But we're also going to be spending on selling
type of expenses and making sure that we're putting enough into the growth engine. So, with all that
said, | don't think you're going to a big deterioration in those margins. | think they should stay strong.
You know. we'll be able to aive vou more tanaible and concrete auidance on that in November.



g

o —————




MAXIMUS Fiscal 2019 Third Quarter Conference Call
August 8, 2019
Page 11

Donald Hooker: Ok. Maybe continue this theme of margins. | think we all understand why the
outside the U.S. segment margins are low. | think in the past, and correct if I'm wrong, you've talked
about margins, they are getting into the 5% to 10% range. That's sort of the goal over time, | believe.
I guess my question would be, what is the timeframe there? | assume that's not all next year. How
should we think about walking our margins up in that segment over the next couple of years?

Rick Nadeau: This is Rick. For the Outside the U.S. segment, we are striving to achieve 5% plus Ol
margins in FY '20. And then when we want to continue to improve those margins in future years.

| talked about it in my prepared remarks, the ramp down of the creative component of one of our
primary contracts in Canada, has negatively impacted the margin outlook for outside the United
States segment. As we head into FY '20, I've also indicated are making investments in business
development across the portfolio. We're working on a lot of large newer procurements as Bruce
mentioned. So, | think that the nature of those sales opportunities is longer run in nature. So, | think
that those will be things will keep U.S. from springing back too fast in that outside the U.S. segment.
We should see margin improvements in the occupational health business in the United Kingdom.
We've made a lot of investments in clinically related technology platforms to enhance the customer
experience. And the clinician experience, also. And to improve our competitive position. We've also
worked hard with our U.K. Human Services, Employment Services contract that have been in the
start-up of the U.K. They are getting better. And so, we should expect to see that.

| think that the outside the U.S. segment will improve. | think, as | say, we're going to be working
hard to get them to 5% plus in FY "20. And then we want to move up in the FY '21 and future
periods.

Donald Hooker: Super. Thank you for the color.
Rick Nadeau: Yes.

Operator: Our next question is coming from Charlie Strauzer from CJS security. Your line is now
live.

Charlie Strauzer: Hi, good morning.
Bruce Caswell: Good morning, Charlie.

Charlie Strauzer: Just two quick questions. First on the ramp on the census contract, do we feel
we're kind of in to Q4, that's starting to kind of ramp up in line with expectations originally? And then,
any additional color there would be great. My follow up is more for Bruce, where you look at the
pipeline and its nice sequential build in the total pipeline. What's your confidence level on being able
to convert that into work?
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Bruce Caswell: I'll ask Rick to take the first one, and then I'm happy to take the second.
Rick Nadeau: Charlie, its about the CQA revenue, is that your question?
Charlie Strauzer: Yes.

Rick Nadeau: It's the census questionnaire assistance contract. As a reminder, what we're doing is
we're offering telephone assistance to citizens and using multilingual customer contact centers. And
really providing assistance to the respondents with respect to specific questions and items that they
have with respect to that 2020 census.

I think our miss in the quarter was due to a number of factors including the timing of the facility build
out on that contact centers, and some staffing ramp. We also incurred less vendor pass through
expenses that yielded lower revenue in the period. But, as you know, those are low or no margin
type of things. | think as | said in my prepared remarks, we still expect to achieve revenue over the
life of that CQA contract in line with the disclosures that we made last quarter.

Bruce?

Bruce Caswell: Charlie, regarding your question on pipeline confidence. Just to go back to a few of
the statistics. As | said in my prepared remarks, about 68% of our pipeline of $29.6 billion is new
work. About $5 billion of it is that rebid for the CCO contract that is coming out as expected in June
2021. We also noted in our press release that of that $29.6 billion contract, about $1.8 billion are
proposals pending and $1.9 billion are proposals in preparation. So, then to frame it, obviously we
got a significant component of that two-year view contract sitting in the zero to six months, and
further we don't really disclose specific categories across that pipeline.

But | think as a general comment | would say I'm pleased with the volume of the pipeline that we're
seeing and the benefits, and the effects of the investments that we made in business development,
particularly in our federal organization. And, I'm pleased with progression of the opportunities that
we're starting to see across that pipeline. We also talk about if we're seeing what we call BRC, our
husiness review committee meeting, here at MAXIMUS that's a good thing. Because that means
people are bringing their deal through for review and discussion and approval. So, we like the
volume of that.

So, | get the sense just from talking to folks in the industry that it's a busy summer here in
Washington all around the government contracting community. | think, that as we've commented
before, the government slow down or shut down, that 38 day shut down that we had, didn't really
affect U.S. from a revenue perspective, but it certainly affected a lot of agencies as it relates to RP
progression. I've seen some statistics where there are a number of RP's that got pushed out at least
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six months. Well, now we're getting to a point with the budget year shifting as we come to the end of
September, agencies are moving to get it completed.

So, it's a busy season. | think those are positive indicators. | will say at the same time, for the largest
deals, you always have to keep your eye on whether there are protests either kind of pre protest,
protests that precede the award of the deal. Or obviously, protests afterward. And for the biggest
deals in the pipeline, that's always a dynamic that we have to follow. So, while the agency, for
example, might have you complete your proposals and get them submitted, that can happen in a
context where there are still outstanding court cases that have to be resolved to determine whether
that procurement will advance. So, the boxcar sized deals always have that dynamic because they
attract that kind of attention and there's a lot at stake. Hopefully, that provides a bit more color for
you.

Charlie Strauzer: That's great. Thank you very much.
Lisa Miles: Thanks, Charlie. Next question, please.

Operator: Thank you. Our final question today is coming from Frank Sparacino from First Analysis.
Your line is now live.

Frank Sparacino: Bruce, maybe follow up on that commentary about the pipeline. | know you guys
were approved a part of at least one or two large government vehicle contracts. Has there been any
movement yet in those?

Bruce Caswell: We referenced the Alliant 2 contract and we also referenced GSA IT 70 contract
which is a contact center procurement. I'll give you a little color on that. The Alliant 2 as I've said |
think in prior prepared remarks, it has both an offensive and a defensive component. There are
agencies that have historically other contract vehicles like particularly the TIPS vehicle at the IRS,
that we understand they're going to shift into align two procurements in the future. So, it's important
to be on the bus and respond to procurements through that vehicle.

Secondly, a couple of quarters ago agencies were still procuring their procurement strategies,
getting those submitted. | would say we're pleased with the volume of follow through Alliant 2. And
we're also fairly pleased with our win rate so far. | wouldn't called it a torrent, but at the same time |
would say, it's delivering as expected at this stage in its life cycle.

The GSA IT 70, we were the initial awardee on that, and we were the only one. Which is not a bad
position to be in if there are agencies with urgent requirements that need to get something procured.
They've continued to add some additional companies to that. And | will say our teams are using it as
a very effective marketing tool, to go to customers now that we've got the assets that we acquired as
part of the GDIT transaction, we are the largest provider for customer engagement services in the
U.S. federal aovernment. And one could araue. in the aovernment and the world. And with that
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vehicle available to U.S. as a prime contractor, it's a very attractive to tool to use in our marketing.
I'm pleased with how the teams are positioning deals and frying to shape and steer those deals, into
that vehicle as well.

Does that help?

Frank Sparacino: It does. Thank you. And just following up on the workers comp programs you
guys are involved with. Trying to get a sense, if you looked at that on a large-scale basis, how big
that opportunity is. | don't know how many states you're working with outside of California, and New
York, which you just alluded to. I'm just trying to get a sense of the opportunity there.

Bruce Caswell: | will say that's not the first time we've heard that question, Frank.

So, first of all, a couple of things. We do work somewhat similar to this in several other states, but it's
not of the volume or magnitude of the programs in New York or California. Point two, this is an area
where we see there to be a real opportunity because, look at the statistics from California. The
savings that have been generated as it relates to workers comp related medical costs, the decrease
in the over prescription of opioids in the setting of workers compensation, the decline advisory rates
that are used to set insurance carrier rates. So, it's very attractive. There have been white papers
published by independent entities, Florida Tax Watch, being one example that published a very
positive commentary on this program. We have stepped up our game by hiring a new vice president
in this area that's leading our sales and business development efforts. We're taking a higher profile
role with industry conferences. And really ensuring that the message is getting out there.

This is an area that plays really to the strengths of MAXIMUS in a number of dimensions. One is the
independence that's required in order to complete these reviews. And the other, | don't want to get
too wonky here, you really have to URAC accredited, independent review organization. That's a
designation that doesn't come easily. And it's something that speaks to your ability to provide
independent and conflict free review services.

So, I'm really pleased with the way these programs have developed. And in New York, in particular,
the reason this opportunity came around was back in 2010 they implemented new medical freatment
guidelines that changed the delivery of healthcare to injured workers. And those medical treatment
guidelines had provisions that allowed for preauthorization reviews, and then subsequent reviews
depending on the care that's been authorized. They also then in 2017, were required to establish
this new drug formulary that | mentioned in my prepared remarks. That has a component for prior
authorization for non-formulary drugs, in particular. And given these two dynamics, the state is facing
a highly variable volume of requests and they need to ensure they have a partner that can handle
the volumes above their current capabilities.

And so, we as an independent review organization can perform those reviews. We can look at prior
authorizations for drua formularv. reauests for prior anoroval under these medical treatment
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guidelines, and other types of authorizations related to that program. Importantly, our review leads to
a recommendation to the workers compensation board on how to resolve the request, it's a
recommended resolution that we provide. | think it's just a custom fit for the services that we have as
a company. We're optimistic that we can take this to additional states. Hope that helps.

Frank Sparacino: That's great. Thank you, Bruce.
Operator: Thank you. We've reached the end of our question and answer session. Ladies and

gentlemen that does conclude today's teleconference. You may disconnect your line at this time and
have a wonderful day. We thank you for your participation today.
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Forward-looking Statements & Non-GAAP
Information

These slides should be read in conjunction with the Company’s most recent quarterly earnings press release, along
with listening to or reading a transcript of the comments of Company management from our most recent quarterly
eamings conference call.

This document may contain non-GAAP financial information. Management uses this information in its internal analysis
of results and believes that this information may be informative to investors in gauging the quality of our financial
performance, identifying trends in our results, and providing meaningful period-to-period comparisons. These measures
should be used in conjunction with, rather than instead of, their comparable GAAP measures. For a reconciliation of
non-GAAP measures to the comparable GAAP measures presented in this document, see the Company’s most recent
quarterly earnings press release.

Throughout this presentation, numbers may not add due to rounding.

Included in this document are forward-looking statements within the meaning of the safe harbor provisions of the United States Private Securities Litigation Reform Act of 1995.
Forward-looking stalements can be identified by words such as: “anticipate,” ‘intend,” “plan,” ‘goal," “seek,” “opportunity,” ‘could,” “potential," ‘befieve,‘project,” “estimate,”
‘expect,” ‘strateqy,” future,” ‘ikely," ‘may,” “should,” “will" and similar references to future periods,

Forward-looking statements are neither historical facts nor assurances of future performance. Instead, they are based only on our current beliefs, expectations and assumptions
regarding the future of our business, fulure plans and strategies, projections, anticipaled events and trends, the economy and other future conditions. Because forward-looking
statements relate fo the future, they are subject to inherent uncertainties, risks and changes in circumstances that are difficult to predict and many of which are outside of our
control. Our acfual results and financial condition may differ materially from those indicated in the forward-looking statements, Therefore, you should not rely on any of these
forward-looking statements. Important factors that could cause our actual results and financial condition to differ materially from those indicated in the forward-looking statements
include, among others, the factors set forth in Exhibit 9.1 under the caption "Special Considerations and Risk Factors," in our Annual Report on Form 10-K for the year ended
September 30, 2018, which was filed with the Securities and Exchange Commission on November 20, 2018 and the matters listed in our “Special Note Regarding Forward-
Looking Statements” in our recently filed Quarterly Report on Form 10-Q.

Any forward-looking statement made by us in this press release is based only on information currently available to us and speaks only as of the date on which it is made. We

undertake no obligation to publicly update any forward-looking statement, whether written or oral, that may be made from time to time, whether as a result of new information,
future developments or otherwise
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Total Company Results - Third Quarter of FY19

(8in millions, Q3FY19  Q3FY18  %Change
except per share data)
Revenue
U.S. Health & Human Services § 2911 § 3145 (74)%
U.S. Federal Services 2923 1122 160.5%
QOutside the U.S. 147.3 171.2 (13.9)%
Total § 7307 | § 5979 2.2%
Operating Income
U.S. Health & Human Services § 543 § 670 (19.0)%
U.S. Federal Services 339 149 127.5%
Outside the U.S. 5.0 42 19.0%
Segment Income § 92 § 8.1 8.2%
Other (0.5) (1.0)
Intangibles amortization (9.0) (2.5)
Total § 86 § 826 1.2%
Operating Margin % 11.4% 13.8%
Income tax expense $§ 28 § 245
Income tax rate 248%  28.9%
Net Income attributable
to MAXIMUS $ 629 | § 599 5.0%
Diluted EPS - GAAP § 097 | § 09 6.6%

+ Third quarter revenue was lower than expected

- Acquired revenue came in below forecast
due to a slower-than-anticipated ramp on
the Census Questionnaire Assistance
(CQA) contract

- Revenue was also unfavorably impacted
by foreign currency translation of $9.1M

- Solid operating margin was driven by the
U.S. Health and Human Services and
Federal Services Segments

+ Prior year benefited from $15.5M of revenue
and operating income tied to change orders

» GAAP diluted earnings per share were $0.97,
in line with Company expectations

In Q3, MAXIMUS continued its track record
of solid operational delivery demonstrated
by strong margins, earnings and cash flow

* Results included increased intangibles amortization expense compared to the prior year resulting from the acquisition




U.S. Health and Human Services Segment

Q3FY19  Q3FY18  %Change
(§in millions)

Revenue

U.S. Health & Human Services § 2911 § 3145 (7.4)%

Operating Income

U.S. Health & Human Services § 543 § 670 (19.0)%

Operating Margin % 18.6% 21.3%

Q3 FY19 Revenue
« As expected, revenue decreased compared to the same period last year
» Revenue was tempered from contracts that were rebid or extended over the past year
» Looking forward, we anticipate that revenue will increase as these programs mature and new contracts
begin to generate revenue, which is expected to return the Segment to organic growth in Q4

Q3 FY19 Operating Margin
+ The prior year benefited from §13.7M of revenue and operating income tied to change orders
» Excluding this benefit, operating margin for the Segment would have been 17.7% in the prior year
» We expect operating margin to range between 18% and 19% for FY19
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U.S. Federal Services Segment

Q3FY19  Q3FY18  %Change
($in millions)

Revenue

U.S. Federal Services § 2923 § 122 160.5%

Operating Income
U.S. Federal Services § B9 0§ 149 127.5%

Operating Margin % 11.6% 13.3%

Q3 FY19 Revenue
» Revenue increase driven both by organic growth and through acquisition
+ The acquisition contributed $163.4M of revenue
+ Absent the acquisition, organic revenue increased by $16.7M compared to last year, driven by new
work, such as, the work we perform on behalf of the Universal Service Administrative Company,
referred to as “E-Rate’

Q3 FY19 Operating Margin
+ Operating margin was strong and benefited from favorable results on several performance-based
contracts
+ We now expect an operating margin between 10% and 11% for FY19 due to a higher mix of revenue
from fixed price and performance-based contracts as opposed to cost-plus contracts

= | MAYIMIIS (2 EV40 EARNINGS DRECENTATIMAA
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Outside the U.S. Segment

($in millions)
Revenue

Qutside the U.S,

Operating Income

Qutside the U.S.

Operating Margin %

Q3FY19

Q3 FY18 % Change

§ 1413

5.0

34%

§ 172 (13.9)%

42 19.0%

2.5%

Q3 FY19 Revenue

+ Revenue was lower compared to the prior year due to the expected decreases on welfare-to-work

contracts in both the United Kingdom and Australia

+ Segment was impacted by unfavorable foreign currency translation of $9.1M (8.6% decrease on a

constant currency basis)

Q3 FY19 Operating Margin

» As previously disclosed, the new employment services contracts in the United Kingdom are
progressing toward profitability but they are unfavorable to earnings in the near term

» Operating profit was also negatively impacted by an accretive component of a contract in Canada
that was unexpectedly discontinued as the customer considers a new approach; we are working

collaboratively with the customer as they reconsider a refreshed approach

+ As aresult of this change, we now expect an operating margin of approximately 3% in FY19
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Cash Flows, DSOs, and Cash

$in millions Q3 FY19

Cash flows from operations $ 136.5

Purchases of property and equipment and capitalized software costs (20.5)
Free cash flow $ 116.0

Purchases of Property and Equipment and Capitalized Software Costs
+ Capital expenditures increased in the quarter due to fixed asset additions related to the ramp up on
the Census contract as well as increased capitalized software expenditures
+ Focused on investments to continually innovate our technological capabilities and enhance our core
service offerings to our customers
+ Capital expenditures for both the Census ramp up and internal capitalized software initiatives are
expected to continue through Q4 but at slightly lower levels

Days Sales Qutstanding (DSO)
+ DSOs were 77 days at June 30, 2019

Q3 FY19 Balance Sheet
+ Cash and cash equivalents of $71.1M and finished Q3 with no draws on our corporate credit facility

7| MAXIMUS: Q3 FY19 EARNINGS PRESENTATION




Capital Allocation

Capital Allocation

+ Qver the years, we have remained committed to a sensible and disciplined approach to capital
deployment

+ Approach is unchanged and we believe we can provide shareholders with reasonable returns while at
the same time, generate sufficient capital to pursue strategic M&A to invest in and grow the business to
create long-term shareholder value

Near Term

+As we move into FY20, we continue to seek out strategic opportunities in order to achieve some of the
goals previously highlighted as part of our strategic market review

+ As areminder, we are keenly interested in building scale, enhancing our clinical capabilities and
extending into new adjacencies, with the goal in mind of building long term, sustainable, organic growth
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Update to Fiscal 2019 Guidance

Fiscal 2019 Guidance

Revenue

Previous

§2.925B - $2.950B

Current

$2.880B - 52.900B

GAAP Diluted EPS

$3.65-9$3.75

$3.70-9$3.75

Cash flow from operations

§275M - $325M

§275M - $325M

Free cash flow

$235M - $285M

$235M - $285M

Revenue Guidance Revision
» Unfavorable foreign currency translation is expected
to impact FY19 revenue by an estimated §15M

+ Aslower-than-anticipated ramp on the Census
contract. In Q3 FY19, the contract was behind
forecast by §15M; but we expect the Census
contract will progress through the ramp up phase
and reach revenue levels in line with previous
disclosures

« The remaining balance of the shortfall in FY19 is
due to lower volumes across several contracts in the
portfolio
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Earnings Guidance
+ Now expect to achieve the top end of our original
quidance range
+ Primarily attributable to strong operating
performance in our U.S. Health and Human
Services Segment

Cash Flow Guidance
» Now expect to be at the top end of our cash flow
guidance for both cash flow from operations and
free cash flow
+ Quarterly cash flow can fluctuate depending on
the timing of collections




Fiscal Year 2020

Progressing through our FY20 strategic planning process. As a part of the process, we
make decisions internally regarding allocation of resources and areas of potential
investments, with the goal of cultivating future shareholder value.

Preliminary Financial View

+ Based on what we know today, our early view of FY20 is generally in-line with First Call
consensus estimates for revenue of $3.18B and diluted EPS of $4.08

Considerations

* MAXIMUS operates a large portfolio of contracts; nature of the business is puts and takes in the
overall model

» We complete a bottoms-up review, which is the basis for our forecasting model each quarter

» Significant fluctuations to these model inputs can certainly impact actual financial results

»We work hard to manage those things that are within our control and we have a strong risk
mitigation strategy that, for the most part, allows us to modify certain terms and conditions in
contracts - within reason

« Effects of currency, or unforeseen changes to a contract, such as lower volumes or changing
customer priorities can cause erosion that can have a meaningful impact - those would be the
types of items that are largely outside of our control
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Three Key Pillars Offering Multiple Paths Forward

Three Pillars Moving Forward

1 DIgItﬂ' Transformation, dlgltﬁ' * Several new wins and a pipeline

disruption within the government - o 3
services market and new models for b evBlopTg cpponinites n &2y

citizen engagement and operational At

efficiencies » Making meaningful progress on
2. Clinical Evolution, as e see macro- sirategic exection as we offer

trends that drive demand for BPO mtegratec! solutions across our

services with a more clinical geographies

dimension, we maintain the ; o

foundation of our business, operating * Must remain focused on winning
customer engagement centers and work currently in our pipeline and
providing case management services reducing the levels of erosion on

our existing portfolio
3. Market Expansion, as we evaluate IP

emerging markets, organically grow
the portfolio and acquire capabilities
and contracts to establish a foothold
in these adjacent markets




Technology Transformation

* Executing a technology transformation as part of our overall
digital strategy

* Must transform the platforms on which our digital solutions are
delivered and the methods we employ to securely develop and
operate these new solutions

* Shift to a microservices architecture platform and the
modernization efforts underway as we enhance our technology
capabilities

* This will improve our competitiveness by modernizing the
applications that underpin our core BPO services while creating
a modular set of new capabilities that can be deployed across
our portfolio

* Can better organize our technology delivery around our
business capabilities and more quickly respond to customer
requirements
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Microservices Architecture

* Allows a system to be divided into a number of smaller, individual and
independent services: flexible, robust, interchangeable and complete

* Qur BPO services are extremely adaptable for use in multiple contexts

* Key capability as our clients' needs evolve and we work to drive organic growth in new
adjacent markets

* Services can be selected and assembled in various combinations to satisfy specific
user requirements

* Vastly increase the speed in which we tailor solutions and dramatically slash startup
times to address clients’ unique needs with configurable versus customized delivery

* Not only changing the technology, but also our processes and methodologies

* Enables the entire ecosystems to be faster, more adaptable and more responsive
through strong standardization

* Model merges business and technology and provides a key component to successfully
implement our strategic pillar of digital transformation

* Supports growth into adjacencies more quickly, efficiently and effectively




Market Expansion through Clinical Evolution

California: Developed an adjacent solution to transform California’s
approach to resolving disputes under workers’ compensation program

* Created a cost-effective, non-judicial IMR to help control the cost of
premiums charged to employers. New clinical IMR replaced the labor-
intensive process that required opposing medical experts to present
testimony to non-clinical judges who rendered decisions

* The new model produced dramatic results:

Savings of $1B in related workers’ comp medical costs annually

42% decline in its advisory pure premium rates since January 2015

Medical treatment disputes down to 10 days from an average of 231

Total amount paid for opioid prescriptions tied to workers comp claims
has decreased 80% since 2013; IMR noted as key factor in decline

New York: Success in CA, allowed us to advance solution to NY
+  Awarded five-year, performance-based §60M contract

+ MAXIMUS will perform IMR services for New York's workers'
compensation program, similar to our work in California

— We are uniquely qualified to handle the highly variable volumes of IMR
requests and new drug formulary requirements under this program
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f ‘; + New, four-year, performance-based, $100M contract to perform
Qualified Independent Contractor (QIC) appeals for Medicare
Part B, Durable Medical Equipment (DME)

—Largest volume Medicare appeals contract and adds to our
existing Medicare appeals portfolio of Part A West, Part C
and Part D

* Tapped to support the Department of Veterans Affairs'
Community Care Network (CCN) program as a subcontractor

— Part of this work falls under the MISSION Act which seeks
to strengthen the nationwide VA Health Care System by
empowering veterans with more healthcare options

— We will provide services that include MISSION Act
information support, authorization and medical
documentation entry, and veteran, provider and VA inquiry
support regarding veterans' access to local providers




U.S. Health and Human Services Segment Update

* Launching new five-year, $70M contract in Wisconsin called FoodShare
Employment and Training (FSET) for the Division of Medicaid Services

— Program provides Able Bodied Adults without Dependents on the
SNAP program, with opportunities to develop skills, training and
experience so they can gain employment, avoid reliance on
FoodShare benefits, and meet federally mandated work
requirements

— MAXIMUS will provide tailored employment plans, case
management services, business services, quality assurance,
digital solutions, and finance and human resources fulfillment

— Leverage our decades-long history of providing a broad range of
workforce services and previous FSET programing in Milwaukee ,}
County | \

MAXIMUS remains a prime partner for our clients to support long-term % “‘5& / v / =
societal trends through efficient, effective and cost conscious BPO 'J J ;_’ \

service offerings

* Anticipate additional integrated approaches - for which MAXIMUS is
well suited - as governments seek to address emerging policy
priorities like the Social Determinants of Health
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Outside the U.S. Segment Update

* |nthe U.K., awarded contracts in Manchester and London for
the Adult Education Budget (AEB)

* We will deliver a range of education and training services,
such as helping individuals gain qualifications, progress their
education, access and sustain employment opportunities as
well as achieve career progression

Ve

* These small but strategic wins jointly place MAXIMUS as one
of the largest skills providers for the AEB program in the U.K.

* Also places us on the ground floor of devolved skills delivery
in two of the most significant markets in the country and
builds upon our existing Work and Health Program
infrastructure in London




New Awards & Pipeline

Reminder: Modified our methodology at the beginning of FY19 to reflect the nature of our BPO business
+ Now includes RFPs that we expect within the next two years and is measured on Total Contract Value (TCV)

+ TCV includes the base contract value and all priced options; TCV also focuses our operations, BD and sales
teams on long-term contracts and long-term value creation

New Awards (YTD) June 30,2019 [ Sales Pipeline June 30,2019 [ New Work %
Signed Contracts $1.88 | | Total Pipeline $29.6B 68%
Unsigned Contracts $687M

* As expected, the acquired Contact Center Operations (CCO) contract was added to the pipeline during the third
quarter. Represents approximately $5B of the sequential pipeline increase with anticipated RFP in June of 2021

* Anintegral part of returning the Company to organic growth is converting our pipeline into awards

* Focused on marketing, shaping opportunities, strategic partnering and teaming, as well as delivering a
compelling and winning proposal

* Pleased with the volume of opportunities we are seeing — and hopeful that factors outside of our control, such
as procurement process decisions and protests, will keep the opportunities moving to adjudication

¢ Continue to invest and expand our business development resources, as well as other areas that provide
meaningful support to winning new work
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Conclusion

* Governments require much-needed support from organizations
like MAXIMUS

*We continue to evolve to meet the demands of our clients by offering
effective and efficient services increasingly underpinned by digital
solutions delivered through new technology platforms

* Remain focused on executing our strategic market plan, as seen by
our new wins and, importantly, our expansion into adjacencies

* Building upon operational strength, providing clinical services to new
customers, and enhancing our technology platform to enable
new digital solutions

* Winning new work and further developing our pipeline

* We are an integral partner for our customers as they shape policy
and subsequent program design to address long-term macro trends
reflecting aging populations, labor skills and demand asymmetry,
public health priorities, and the integration of historically siloed
employment and health programs

¢ Focused on delivering solid operational execution which, in turn,
provides strong cash generation - best positioning us to respond to
these emerging market opportunities
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