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Item 2.02 Results of Operations and Financial Condition.
 
On November 19, 2019, the Company issued a press release announcing its financial results for the quarter and fiscal year ended
September 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 Item 2.02.

On November 19, 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 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 Item 2.02 above.
  
Exhibit No. Description
  
99.1 Press release dated November 19, 2019
99.2 Conference call transcript for Earnings Call - November 19, 2019
99.3 Slide presentation for Earnings Call - November 19, 2019
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FOR IMMEDIATE RELEASE CONTACT: Lisa Miles 703.251.8637
lisamiles@maximus.com

Date: November 19, 2019

MAXIMUS Reports Fourth Quarter and Full Year Results for Fiscal Year 2019
- Establishes Guidance for Fiscal Year 2020 -

(RESTON, Va. - November 19, 2019) - MAXIMUS (NYSE: MMS), a leading provider of government services worldwide, today reported
financial results for the three months and year ended September 30, 2019.

Highlights for fiscal year 2019 include:

• Revenue increased to $2.89 billion driven by the November 2018 acquisition in the U.S. Federal Services Segment

• Diluted earnings per share of $3.72

• Total company operating margin of 11.0%

• Cash and cash equivalents of $105.6 million at September 30, 2019

• Solid cash generation with cash flows from operations of $356.7 million and free cash flow of $294.4 million

• Signed year-to-date contract awards of $2.6 billion, new contracts pending (awarded, but unsigned) of $242 million, and a sales pipeline
of $30.2 billion at September 30, 2019

Revenue for the fourth quarter and fiscal 2019 increased to $755.0 million and $2.89 billion, respectively, compared to $558.4 million and
$2.39 billion reported for the same periods last year.

For the fourth quarter of fiscal 2019, net income attributable to MAXIMUS totaled $60.1 million, or $0.93 of diluted earnings per share. This
compares to $46.3 million and $0.71, respectively, for the fourth quarter of fiscal 2018. For fiscal 2019, net income attributable to
MAXIMUS totaled $240.8 million, or $3.72 of diluted earnings per share. This compares to fiscal 2018 reported net income attributable to
MAXIMUS of $220.8 million and diluted earnings per share of $3.35.

The year-over-year increase in revenue and earnings was driven by the acquisition of the federal citizen engagement centers business
which was completed on November 16, 2018. If the acquisition had occurred on October 1, 2018, revenue and diluted earnings per share
would have been approximately $2.985 billion and $3.77, respectively, on a pro-forma basis.
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U.S. Health and Human Services Segment
U.S. Health and Human Services Segment revenue for the fourth quarter of fiscal 2019 increased 4% to $300.4 million, compared to
$288.9 million reported for the same period last year driven by new work. Operating income for the fourth quarter totaled $53.8 million
(17.9% operating margin), compared to $52.2 million (18.1% operating margin) for the same period last year.

For the full fiscal year, U.S. Health and Human Services Segment revenue decreased 3% to $1.18 billion, compared to $1.21 billion for the
same period last year. As previously disclosed, revenue was lower due to forecasted changes on several sizable contracts that were rebid
and won, extended, or where option periods were exercised. Fiscal 2019 operating income totaled $220.8 million
(18.8% operating margin), compared to operating income of $218.6 million (18.0% operating margin) for fiscal 2018.

U.S. Federal Services Segment
As expected, U.S. Federal Services Segment revenue for the fourth quarter of fiscal 2019 increased to $312.2 million, compared to $117.4
million reported for the same period last year. Operating income for the fourth quarter totaled $31.1 million (10.0% operating margin),
compared to $16.0 million (13.6% operating margin) for the same period last year.

For the full fiscal year, U.S. Federal Services Segment revenue increased to $1.1 billion, compared to $478.9 million for the same period
last year. Fiscal 2019 operating income totaled $115.9 million (10.4% operating margin), compared to operating income of $57.4 million
(12.0% operating margin) for fiscal 2018.

Revenue and operating income increases for the fourth quarter and fiscal 2019 were driven by the acquisition of the federal citizen
engagement centers business completed in November 2018. The most significant contracts acquired are cost-plus which tend to generate
single-digit operating margins but carry lower risk. With more cost-plus contracts in the Segment's portfolio, the operating margin for the
Segment was lower in the fourth quarter and fiscal 2019 compared to the prior year periods.

Outside the U.S. Segment
Outside the U.S. Segment revenue for the fourth quarter of fiscal 2019 decreased 6% (2% on a constant currency basis) to $142.4 million,
compared to $152.1 million for the same period last year. The Segment had operating income for the fourth quarter of $2.2 million (1.5%
operating margin), compared to an operating loss of $0.9 million for the same period last year, which was tempered by the jobactive
program that was rebid and launched on July 1, 2018.

For the full fiscal year, Outside the U.S. Segment revenue decreased 14% (9% on a constant currency basis) to $599.1 million, compared
to $699.4 million for the same period last year. The year-over-year revenue decrease was driven by: 1) the ending of the Work Programme
and Work Choice contracts which accounted for $36 million of the decline; 2) unfavorable currency translation of $35 million and; 3) lower
pass-through revenue for support services tied to the jobactive program in Australia totaling $16 million. Fiscal 2019 operating income
totaled $16.1 million (2.7% operating margin), compared to operating income of $36.0 million (5.1% operating margin) for fiscal 2018.

The Segment has experienced a slowdown in its employment services business as a result of low unemployment in the countries where
we operate which has led to lower caseloads and volumes. The Segment has a handful of new contracts progressing towards profitability
but they are unfavorable to earnings in the near-term.
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Sales Awards and Pipeline
Year-to-date signed contract awards totaled $2.6 billion at September 30, 2019. The value of new contracts pending at September 30,
2019, (awarded but unsigned) was $242 million.

The sales pipeline at September 30, 2019, was approximately $30.2 billion (comprised of approximately $2.9 billion in proposals pending,
$1.2 billion in proposals in preparation and $26.1 billion in opportunities tracking).

Balance Sheet and Cash Flows
Cash, cash equivalents and short-term investments at September 30, 2019, totaled $105.6 million. For the fourth quarter of fiscal 2019,
cash flows from operations were $93.0 million, with free cash flow of $65.2 million. For fiscal 2019, cash flows from operations were
$356.7 million with free cash flow of $294.4 million.

At September 30, 2019, days sales outstanding (DSO) were 72 days.
On August 30, 2019, MAXIMUS paid a quarterly cash dividend of $0.25 per share. On October 10, 2019, the Company announced a
$0.28 per share cash dividend, payable on November 29, 2019, to shareholders of record on November 15, 2019.

Outlook
MAXIMUS is establishing fiscal 2020 guidance. The Company expects revenue to range between $3.15 billion and $3.30 billion. The
Company expects diluted earnings per share to range between $3.95 and $4.15. The Company expects cash flows from operations to
range between $300 million and $350 million, and free cash flow to range between $275 million and $325 million.

For fiscal 2020, the Company has estimated its effective income tax rate to range between 24.5% and 25.5% and weighted average
shares outstanding of approximately 64.9 million.

Bruce Caswell, President and Chief Executive Officer of MAXIMUS, commented, "We finished fiscal 2019 with solid top- and bottom-line
growth driven principally by the acquisition of the federal citizen engagement centers business last November. The acquisition enabled us
to build scale, expand our customer base, improve our competitive position and bring on new technology platforms in the federal market.
As we look into fiscal 2020 and beyond, we are pleased with the substantial progress we have made on our strategic plan to lead a digital
transformation, grow our clinically related services, and expand in key priority markets and adjacencies."

Website Presentation, Conference Call and Webcast Information
MAXIMUS will host a conference call this morning, November 19, 2019, at 9:00 a.m. (ET). The call is open to the public and can be
accessed under the Investor Relations page of the Company’s website at
investor.maximus.com or by calling:

877.407.8289 (Domestic)/+1.201.689.8341 (International)

For those unable to listen to the live call, a replay will be available through December 3, 2019, by calling:

877.660.6853 (Domestic)/+1.201.612.7415 (International)
Replay conference ID number: 13695553
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About MAXIMUS
Since 1975, MAXIMUS has operated under its founding mission of Helping 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 approximately 30,000 employees
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 and Other Measures
This release refers to non-GAAP financial measures, including free cash flow, constant currency, and days sales outstanding.

We have provided a reconciliation of free cash flow to cash flows from operations.

A description of these non-GAAP measures, the reasons why we use and present them and details as to how they are calculated are
included in our Annual Report on Form 10-K.

The presentation of these non-GAAP numbers is not meant to be considered in isolation, nor as alternatives to cash flows from operations,
revenue growth or net income as measures of performance. These non-GAAP financial measures, as determined and presented by us,
may not be comparable to related or similarly titled measures presented by other companies.

Statements that are not historical facts, including statements about the Company’s confidence and strategies and the Company’s expectations about revenues, results of
operations, profitability, future contracts, market opportunities, market demand or acceptance of the Company’s products are forward-looking statements that involve risks
and uncertainties. These risks could cause the Company’s actual results to differ materially from those indicated by such forward-looking statements. A summary of risk
factors can be found in Exhibit 99.1 to the Company’s most recent Annual Report filed with the Securities and Exchange Commission, found on maximus.com.
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MAXIMUS, Inc.
CONSOLIDATED STATEMENTS OF OPERATIONS

(Amounts in thousands, except per share data)

Three Months Ended September 30, Twelve Months Ended September 30,
2019 2018 2019 2018

(Unaudited)  (Unaudited)  (Unaudited)  
Revenue $ 754,966  $ 558,446  $ 2,886,815  $ 2,392,236  
Cost of revenue 586,716  419,508  2,215,631  1,797,851  

Gross profit 168,250  138,938  671,184  594,385  
Selling, general and administrative expenses 81,646  73,535  321,023  285,241  
Amortization of intangible assets 9,028  2,462  33,054  10,308  
Restructuring costs —  1,033  —  3,353  

Operating income 77,576  61,908  317,107  295,483  
Interest expense 343  590  2,957  1,000  
Other income, net 122  798  3,170  4,726  

Income before income taxes 77,355  62,116  317,320  299,209  
Provision for income taxes 17,314  16,600  76,825  78,393  

Net income 60,041  45,516  240,495  220,816  
(Loss)/income attributable to noncontrolling interests (48)  (791)  (329)  65  

Net income attributable to MAXIMUS $ 60,089  $ 46,307  $ 240,824  $ 220,751  

Basic earnings per share attributable to MAXIMUS $ 0.93  $ 0.71  $ 3.73  $ 3.37  
Diluted earnings per share attributable to MAXIMUS $ 0.93  $ 0.71  $ 3.72  $ 3.35  

Dividends per share $ 0.25  $ 0.045  $ 1.00  $ 0.18  

Weighted average shares outstanding:   
Basic 64,397  65,034  64,498  65,501  

Diluted 64,848  65,402  64,820  65,932  
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MAXIMUS, Inc.
CONSOLIDATED BALANCE SHEETS

(Amounts in thousands)

September 30,
2019 2018

(Unaudited)  
ASSETS       

Current assets:       
Cash and cash equivalents $ 105,565  $ 349,245  
Short-term investments —  20,264  
Accounts receivable — billed and billable,net 476,690  357,613  
Accounts receivable — unbilled 123,884  31,536  
Income taxes receivable 20,805  5,979  
Prepaid expenses and other current assets 62,481  43,995  
Total current assets 789,425  808,632  

Property and equipment, net 99,589  77,544  
Capitalized software, net 32,369  22,429  
Goodwill 584,469  399,882  
Intangible assets, net 179,250  88,035  
Deferred contract costs, net 18,921  14,380  
Deferred compensation plan assets 32,908  34,305  
Deferred income taxes 186  6,834  
Other assets 8,615  9,959  

Total assets $ 1,745,732  $ 1,462,000  

LIABILITIES AND SHAREHOLDERS’ EQUITY       
Current liabilities:       

Accounts payable and accrued liabilities $ 177,786  $ 114,378  
Accrued compensation and benefits 106,789  95,555  
Deferred revenue 43,344  51,182  
Income taxes payable 13,952  4,438  
Long-term debt, current portion 9,658  136  
Other liabilities 12,709  11,760  
Total current liabilities 364,238  277,449  

Deferred revenue, less current portion 32,341  20,394  
Deferred income taxes 46,560  26,377  
Deferred compensation plan liabilities, less current portion 34,079  33,497  
Other liabilities 20,313  17,864  

Total liabilities 497,531  375,581  
Commitments and contingencies       
Shareholders' equity:       

Common stock 498,433  487,539  
Accumulated other comprehensive loss (45,380)  (36,953)  
Retained earnings 794,739  633,281  
Total MAXIMUS shareholders' equity 1,247,792  1,083,867  

Noncontrolling interests 409  2,552  
Total equity 1,248,201  1,086,419  

Total liabilities and equity $ 1,745,732  $ 1,462,000  
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MAXIMUS, Inc.
CONSOLIDATED STATEMENTS OF CASH FLOWS

(Amounts in thousands)
(Unaudited)

Three Months Ended September 30,
Twelve Months Ended September

30,
2019 2018 2019 2018

Cash flows from operations:       
Net income $ 60,041  $ 45,516  $ 240,495  $ 220,816  
Adjustments to reconcile net income to net cash provided by operating activities:       

Depreciation and amortization of property, plant, equipment and capitalized software 17,816  11,982  52,404  51,884  
Amortization of intangible assets 9,028  2,462  33,054  10,308  
Deferred income taxes 1,465  (2,153)  12,661  6,721  
Stock compensation expense 5,451  4,525  20,774  20,238  

Changes in assets and liabilities, net of effects of business combinations:       
Accounts receivable — billed and billable 47,818  40,822  (60,313)  34,033  
Accounts receivable — unbilled (31,354)  4,608  14,818  4,920  
Prepaid expenses and other current assets (12,650)  (552)  (15,583)  4,954  
Deferred contract costs 3,472  (402)  (4,670)  1,838  
Accounts payable and accrued liabilities (5,882)  15,971  47,580  (7,725)  
Accrued compensation and benefits (6,994)  7,040  2,288  (8,795)  
Deferred revenue 8,631  (1,311)  16,488  (27,039)  
Income taxes (7,859)  1,349  (4,720)  7,262  
Other assets and liabilities 4,033  (1,399)  1,451  (2,641)  

Cash flows from operations 93,016  128,458  356,727  316,774  

Cash flows from investing activities:       
Purchases of property and equipment and capitalized software costs (27,813)  (4,968)  (66,846)  (26,520)  
Acquisition of businesses, net of cash acquired (14,790)  —  (436,839)  —  
Acquisition of noncontrolling interests (647)  —  (647)  (157)  
Maturities/(purchases) of short-term investments —  —  19,996  (19,996)  
Other 73  238  453  1,436  

Cash used in investing activities (43,177)  (4,730)  (483,883)  (45,237)  

Cash flows from financing activities:       
Cash dividends paid to MAXIMUS shareholders (15,951)  (2,891)  (63,887)  (11,692)  
Purchases of MAXIMUS common stock (1,378)  (4,932)  (47,446)  (66,919)  
Tax withholding related to RSU vesting —  —  (8,915)  (8,529)  
Borrowings under credit facility and other loan agreements 94,616  1,949  414,664  136,632  
Repayment of credit facility and other long-term debt (88,545)  (1,983)  (405,142)  (136,769)  
Other —  (545)  (133)  (4,603)  

Cash used in financing activities (11,258)  (8,402)  (110,859)  (91,880)  

Effect of exchange rate changes on cash (1,058)  (1,111)  (2,052)  (2,825)  

Net increase/(decrease) in cash and cash equivalents 37,523  114,215  (240,067)  176,832  

Cash, cash equivalents and restricted cash, beginning of period 78,969  242,344  356,559  179,727  

Cash, cash equivalents and restricted cash, end of period $ 116,492  $ 356,559  $ 116,492  $ 356,559  
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MAXIMUS, Inc.
SEGMENT INFORMATION
(Amounts in thousands)

(Unaudited)

Three Months Ended September 30, Twelve Months Ended September 30,
2019 % (1) 2018 % (1) 2019 % (1) 2018 % (1)

Revenue:
U.S. Health & Human Services $ 300,406  100 % $ 288,944  100 % $ 1,176,488  100 % $ 1,213,911  100 %
U.S. Federal Services 312,179  100 % 117,375  100 % 1,111,197  100 % 478,911  100 %
Outside the U.S. 142,381  100 % 152,127  100 % 599,130  100 % 699,414  100 %

Total $ 754,966  100 % $ 558,446  100 % $ 2,886,815  100 % $ 2,392,236  100 %

Gross profit:    
U.S. Health & Human Services $ 83,154  27.7 % $ 87,382  30.2 % $ 344,109  29.2 % $ 359,624  29.6 %
U.S. Federal Services 66,586  21.3 % 33,690  28.7 % 242,070  21.8 % 126,698  26.5 %
Outside the U.S. 18,510  13.0 % 17,866  11.7 % 85,005  14.2 % 108,063  15.5 %

Total $ 168,250  22.3 % $ 138,938  24.9 % $ 671,184  23.2 % $ 594,385  24.8 %

Selling, general and administrative
expense:             
U.S. Health & Human Services $ 29,322  9.8 % $ 35,187  12.2 % $ 123,275  10.5 % $ 140,990  11.6 %
U.S. Federal Services 35,496  11.4 % 17,725  15.1 % 126,128  11.4 % 69,312  14.5 %
Outside the U.S. 16,353  11.5 % 18,811  12.4 % 68,944  11.5 % 72,095  10.3 %
Other 475  NM  1,812  NM  2,676  NM  2,844  NM  

Total $ 81,646  10.8 % $ 73,535  13.2 % $ 321,023  11.1 % $ 285,241  11.9 %

Operating income:             
U.S. Health & Human Services $ 53,832  17.9 % $ 52,195  18.1 % $ 220,834  18.8 % $ 218,634  18.0 %
U.S. Federal Services 31,090  10.0 % 15,965  13.6 % 115,942  10.4 % 57,386  12.0 %
Outside the U.S. 2,157  1.5 % (945)  (0.6)% 16,061  2.7 % 35,968  5.1 %
Amortization of intangible assets (9,028)  NM  (2,462)  NM  (33,054)  NM  (10,308)  NM  
Restructuring costs —  NM  (1,033)  NM  —  NM  (3,353)  NM  
Acquisition-related expenses (2) —  NM  (947)  NM  (2,691)  NM  (947)  NM  
Other (3) (475)  NM  (865)  NM  15  NM  (1,897)  NM  

Total $ 77,576  10.3 % $ 61,908  11.1 % $ 317,107  11.0 % $ 295,483  12.4 %

(1) Percentage of respective segment revenue. Percentages considered not meaningful are marked “NM.”

(2) Acquisition-related expenses include costs for the acquisition of the citizen engagement centers business.

(3)  "Other" relates to various expenses which are not directly attributable to our segments, including litigation costs.
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MAXIMUS, Inc.
FREE CASH FLOW

(Non-GAAP measure)
(Amounts in thousands)

(Unaudited)

Three Months Ended September 30,
Twelve Months Ended September

30,
2019 2018 2019 2018

Cash provided by operations $ 93,016  $ 128,458  $ 356,727  $ 316,774  
Purchases of property and equipment and capitalized software costs (27,813)  (4,968)  (66,846)  (26,520) 
Capital expenditure as a result of the acquisition —  —  4,542  —  

Free cash flow $ 65,203  $ 123,490  $ 294,423  $ 290,254  
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MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 Operator Greetings, and welcome to the MAXIMUS Fiscal 2019 Fourth Quarter and Year End 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, please press “*” then “0” on your telephone keypad. As a reminder, this conference is being recorded. It is now my pleasure to introduce your host, 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 release today and in 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 circumstances except as required by law. Today’s presentation may contain non-GAAP financial information. Management uses this information in its internal analyses 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 non-GAAP measures presented in this document, please see the company’s most recent quarterly earnings press release. And with that, I will hand the call over to Rick. Rick Nadeau Thanks, Lisa. Fiscal year 2019 was characterized by consistent execution and demonstrated progress on management’s strategic plan to lead a digital transformation, grow our clinically related services, and expand in key priority markets and adjacencies. We generated healthy cash flow, completed our largest acquisition,

and returned additional capital to our shareholders through an increase to our dividend. We finished fiscal 2019 with revenue and earnings growth driven by the acquisition of the U.S. federal citizen engagement centers last November. As noted in our press release this morning, total company revenue for fiscal 2019 increased to $2.887 billion dollars, which fell within our guidance range of $2.88 billion to $2.9 billion. On the bottom line, total company operating margin for fiscal 2019 was 11%. While our U.S. Health and Human Services and U.S. Federal Services Segments delivered good margins, we experienced downward pressure on our pretax income outside the United States. As expected, diluted earnings Page 1 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 per share for fiscal 2019 increased 11% to $3.72, compared to the prior year of $3.35. Our fiscal 2019 tax rate benefited from work credits and R&D credits, which yielded an effective rate of 24.2%. I will start my comments on segment results with the U.S. Health and Human Services Segment. Revenue for the U.S. Health and Human Services Segment in fiscal 2019 decreased to $1.18 billion compared to last year. The anticipated decrease was due to contracts that were rebid or extended. It is worth noting that fourth quarter revenue increased 4% compared to the prior year period and was all organic. The Segment delivered a strong operating margin of 18.8% for fiscal 2019, which was in line with our expectations and compares to 18.0% for the prior year. The Segment’s full year operating margin also benefited from cost synergies resulting from the November 2018 acquisition in our U.S. Federal Services Segment. Revenue for fiscal 2019 in the U.S. Federal Services Segment increased to $1.11 billion, driven primarily by the acquisition, and to a lesser extent, by organic growth. The acquisition contributed revenue of $615 million for the full fiscal year and $174 million for the fourth quarter. Absent the acquisition, full year organic revenue for this segment increased 3% over last year, driven by new work which was offset by temporary work that ended. The acquired Census contract is tracking in line with our expectations over the life of the contract and delivered approximately $185 million of revenue for the Segment for fiscal 2019. U.S. Federal Services delivered a 10.4% operating margin for fiscal 2019. As a reminder, the Segment’s margin may fluctuate due to contract mix. For example, cost-plus contracts typically carry lower margins than performance-based contracts. Looking forward to fiscal 2020, our contract mix will be weighted more heavily towards cost-plus contracts with the Census contract ramping in a full- year of revenue from the acquisition. This means that while revenue will increase, there will be some downward pressure on operating margins in the Segment. For the Outside the U.S. Segment, fiscal 2019 revenue was $599

million, as compared to $699 million in fiscal 2018. The decrease was a result of three primary drivers. First, revenue declined by $36 million due to the expected conclusion of the Work Choice and Work Programme contracts in the United Kingdom. Second, the Segment was unfavorably impacted by foreign currency translation of $35 million. And third, pass-through revenue declined by approximately $16 million in our Australian welfare-to-work contract. The Segment’s operating margin for the full year was 2.7%. As we disclosed in prior quarters, the new employment services contracts in the United Kingdom are progressing towards profitability, but they are unfavorable to earnings in the near-term. As we discussed last quarter, an accretive component of the contract in Canada was unexpectedly discontinued, which negatively affected results in the second half of our fiscal year. Overall, the Segment’s employment services business continues to be impacted by robust economies in most of Page 2 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 the geographies we operate. As discussed on prior calls, this macro dynamic has led to smaller caseloads, lower volumes, and a more challenging environment for keeping harder-to-serve populations in sustainable employment. While the Segment operated below our expectations for the fiscal year, we are managing the business with a goal of moving operating margin towards 5% in the near-term. Over the next three years, we are targeting to move the operating margin up to high-single digits and then 10%, but economic trends will play a role in the length of time it may take to move this segment north of 5%. Let me turn to the balance sheet and cash flow items. For fiscal 2019, our cash flow from operations and free cash flow was $357 million and $294 million, respectively, exceeding our estimates for both metrics. Our DSO balance at September 30, 2019, was 72 days, four days of which was a non-cash item which resulted from the adoption of the new revenue recognition standard implemented at the beginning of fiscal 2019. Capital expenditures for fiscal 2019 increased compared to the prior year due to fixed asset additions related to the Census contract and increased capitalized software expenditures as part of our microservices investment discussed on last quarter’s call. During the second half of fiscal 2019, we implemented a new accounts payable system. As of September 30, 2019, our accounts payable was higher-than-normal by an estimated $25 million to $30 million, which increased our reported cash flow from operations and free cash flow for fiscal 2019. We expect the cash flow from operations and free cash flow will be negatively impacted in the first half of fiscal 2020 as this normalizes. We finished fiscal 2019 with $106 million of cash and cash equivalents. We remain committed to a sensible and disciplined approach to capital deployment as we aim to create and deliver long-term shareholder value. Our priorities have not changed. M&A remains our number one priority. We are pleased with the $400 million U.S. Federal acquisition last November, which enabled us to build scale, expand our customer base, improve our competitive

position, and bring on new technology platforms. Our M&A objective is to find targets that enable us to build long-term, sustainable, organic growth. By continuing to build scale, enhance our clinical and digital capabilities, and extend into new adjacencies. We increased our cash dividend 12% to an annualized $1.12 per share. The Board evaluates our cash dividend on a regular basis. Our share buyback program remains a viable avenue for uses of cash, but it is opportunistic in nature and we are conscious of providing shareholders with reasonable returns. At September 30th, we had approximately $146 million remaining under our Board authorized program. We will continue to make ongoing investments into the business to maintain our competitive edge, and ultimately, ensure that we continue to deliver value to our clients. We invest in people, process, and technology as we work to fundamentally reshape how our governments approach program delivery and consumer engagement. Page 3 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 In closing, we are establishing guidance for fiscal 2020. For fiscal year 2020, we expect revenue will range between $3.15 billion and $3.3 billion, with the increase driven principally by the U.S. Federal Services Segment. We currently anticipate the diluted earnings per share will range between $3.95 and $4.15. This implies an operating margin range between 10.7% and 10.8% and reflects an increase in revenue from cost-plus contracts in the U.S. Federal Services Segment, most notably, from the Census contract and an additional six weeks of operations from the November 2018 acquisition. We were pleased to see organic growth in the U.S. Health and Human Services and the U.S. Federal Services Segments at the end of fiscal 2019. In terms of fiscal 2020, we have good line of sight to organic growth of 8% year-over-year with 6% or $175 million from the Census contract as it ramps to full capacity. You will note we fell a little short of our projection for Census revenue in fiscal 2019 but expect to make it back in fiscal 2020. The remaining 2% of growth to achieve the midpoint of fiscal 2020 revenue guidance of $3.225 billion is forecasted new work. Our forecasted new work assumes a variety of probability weighted opportunities. We show this math in the revenue crosswalk exhibit on the guidance slide of the accompanying presentation to this call. We thought it would be important to provide some color on the periods within fiscal 2020. First, the timing of revenue and profit on the Census contract will fluctuate and given the scale of the program, this will cause some lumpiness in our quarterly results. Second, based on what we know today, we are forecasting that total company revenue in fiscal 2020 will be stronger in the first half of the year. As a reminder, we will benefit from favorable seasonality in our first quarter from the open enrollment period under Medicare and the Affordable Care Act and the Census contract. Our second fiscal quarter is currently expected to generate the highest levels of revenue, driven by the Census contract. On the bottom line, total company earnings in the first quarter will be sequentially lower than our fiscal fourth quarter of

2019, mostly due to contract mix and program maturity as new work comes on line. We expect earnings to grow sequentially through our fiscal third quarter of 2020. Our guidance also assumes that the Census contract will begin to wind down in June 2020, and as a result, our fiscal fourth quarter will be sequentially lower than our fiscal 2020 third quarter. We also thought it would be useful to provide some direction as it relates to segment operating margins for fiscal 2020. For the U.S. Health and Human Services Segment, we are anticipating operating margin in the 17% to 18% range. U.S. Federal Services Segment operating margins are expected to range between 9% and 10%. The lower margin reflects the increasing revenue from cost-plus contracts in fiscal 2020, most notably, the Census contract. Ultimately, the operating margin in the U.S. Federal Services Segment will be impacted by the portion of revenue from cost- plus contracts. Page 4 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 Our Outside the U.S. Segment is expected to perform in the low-single digits, with the goal to realize mid-single digits by the second half of fiscal 2020 and continue that trajectory in future periods, as I mentioned earlier. For the full fiscal year 2020, we estimate the income tax rate to range between 24.5% and 25.5%, and weighted average shares outstanding to be approximately 64.9 million, assuming no further stock purchases. For cash flows in fiscal 2020, we expect cash flows from operations to range between $300 million and $350 million, and we expect free cash flow to range between $275 million and $325 million. In addition, the ongoing ramp up of the Census contract will result in significant receivables throughout most of fiscal 2020, partially offset by an increase in payables. We hope that provides you with insight into our fiscal year 2020 based on what we know today. And with that, I will turn the call over to Bruce. Bruce Caswell Thank you, Rick, and good morning, everyone. As Rick noted in his opening remarks, during fiscal year 2019, we made substantial progress on the key tenets of our strategy to position MAXIMUS for future long-term success. When you examine the macro trends, we have aligned our plan with how the markets are evolving, how our government clients are seeking to address challenges, and how consumers are best served through an improved experience in engaging with government programs. With demographic trends of aging populations with more complex health needs, we see an opportunity to deliver services at the heart of the intersection of clinical BPO and digital services. Today, I wanted to take the time to track our progress towards our three goals of digital transformation, clinical evolution, and market expansion, and further provide you commentary on how these support our strategic trajectory moving into the new fiscal year. First, I would like to address digital transformation or the cultural shift towards digital disruption within government services we operate. We help lead our clients towards digital maturity by defining and operationalizing these technologies and innovations. We seek two primary objectives with

our digital efforts. First, we aim to deliver a unique citizen experience. Second, we use digital technologies and innovation to improve our overall program efficiencies, and to operate smarter, using tools that propel our overall productivity. By meeting citizens where they are on their phones, computers, and tablets, we are providing a better experience with unparalleled service, while lowering costs and delivering efficiencies for our government clients. We apply innovative tools that integrate with existing systems, maintain security, and optimize workflow. The result is that we are seeing more and more citizens engaged through digital channels. For instance, between 2017 and 2019, we doubled digital enrollment volumes during open enrollment for Louisiana Medicaid. In North Carolina, 64% of Medicaid beneficiaries used digital Page 5 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 channels to research their 2019 open enrollment choices. And in Virginia, Medicaid applications that were completed by digital channels more than doubled over last year. As a result of this growing trend towards digital, we have launched 20 consumer websites globally since November 2016 that promote and simplify the interaction with government programs, developed two mobile applications that were trending in the top 100 mobile apps on the Google Play Store during October 2019, and we have been awarded the prestigious 2019 PR News Digital Award in the mobile app category for our Healthy Louisiana Medicaid enrollment app, the first Medicaid enrollment app in the country distinguishing MAXIMUS as a digital pioneer. Our digital efforts drive real value for our clients. We can greatly reduce processing time for all types of documentation, helping prevent and reduce backlogs. We are able to automate repetitive manually intensive tasks to better utilize staff, improve profitability, and most importantly, offer the most efficient use of tax dollars. Digital security is also paramount for our operations. I am pleased to share that as a result of our cybersecurity program management capabilities, we were awarded the Internal Revenue Service Information Technology Security Implementation or ITSI 2 contract, to implement strategies to address cybersecurity vulnerabilities within the IRS IT environment. This new award has a total contract value of $119 million over five years. Our success is also illustrated by two additional U.S. patents awarded to MAXIMUS. The first patent recognizes capabilities we developed to streamline performance monitoring, increase staff optimization, and pinpoint lost productivity in our operations. The second patent for process tracking and defect detection enables our projects to monitor and maintain the health of business processes by receiving real-time alerts whenever anomalies occur within them such as when a task becomes stuck in a queue. These patents are embedded in our proprietary analytics products that differentiate our BPO services. They build on the foundation of process analysis and extend it

to the analysis of contact center and agent efficiency. Complementing one another, our three collective patents provide the ability to run real world what-if scenarios which enable our government clients and MAXIMUS to easily understand and visualize how changes such as a major technology investment or policy change could impact their program operations. Continual integration of data across our programs allows for new insights into the performance of our projects and extends operational value from metric management to outcome and behavioral analysis initiatives. Simply put, it’s through innovations like these that we are able to deliver outcomes that matter for our customers. Further, these optimizations can achieve cost reductions of 20% to 30%, while improving workflow, resource utilization, and quality. Turning now to clinical evolution. Governments are challenged with finding a responsive and cost-effective way to manage aging populations, Page 6 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 individuals with more complex healthcare needs, and to address population and public health imperatives. These macro trends underpin demand for BPO services with more of a clinical dimension. By employing our strength in clinical assessment, case management, and consumer engagement, we are a natural partner to governments as they address issues ranging from long-term services program eligibility, to disability benefit determinations, to the social determinants of health outcomes, as I highlighted earlier in the fiscal year. We were recently awarded the California Independent Medical Review, or IMR rebid. We first assisted California with this solution in 2013 and further advanced this adjacency with a win in New York earlier this fiscal year. We currently estimate a total contract value of $300 million for this five-year performance-based contract. Connecting our digital and clinical solutions with artificial intelligence and robotic process automation, we have created a web-based document intake portal supporting a fully paperless environment that provides a sophisticated decision support tool to our clinical staff. We are also able to maintain a remote workforce, saving costs on overhead and allowing us to retrain staff and transition them to more strategic and satisfying work. This integration of our digital and clinical capabilities has yielded a 30% reduction in assessment submission cycle time through our recent patent optimizations, which I discussed earlier. Additionally, we were awarded an extension by the Michigan Department of Health and Human Services to implement work requirement services for Michigan Medicaid beneficiaries. Through this contract, we will assist state residents enrolled in the Healthy Michigan Plan to comply with qualifying work activity requirements in order to continue receiving their state sponsored health insurance coverage. With the total contract value of $44 million extending the work through March of 2023, the contract scope includes inbound call center operations, self-attestations, outbound dialing, and SMS reminders. Moving overseas, as we have said for years, our fundamental goal is to

land and expand in our geographies. Most recently in Saudi Arabia, we have been awarded the social beneficiary’s employment program. The program works to reduce the number of Saudi’s receiving welfare through training and job placement, serving jobseekers on long-term welfare benefits, who require more specialist support. The program includes soft skills training and market demand led training in addition to job placement support. This program will serve a different target population than our current Taqat contract, which serves those who are unemployed and actively seeking work. The total contract value is $43.2 million for two years. Moving on to new awards, for fiscal 2019, signed awards were $2.6 billion of total Page 7 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 contract value at September 30th. Further, at September 30th, there were another $242 million worth of contracts that had been awarded but have not yet been signed. Let’s turn our attention to our pipeline of addressable sales opportunities. Our total contract value pipeline at September 30th was $30.2 billion, compared to $29.6 billion reported in the third quarter. Of our total pipeline of sales opportunities, 67% represents new work. As I noted last quarter, an integral part of returning the company to organic growth is converting our pipeline of addressable new sales opportunities into awards. 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, we have shown continued progress on management’s strategic plan to lead a digital transformation, grow our clinically related services, and expand in key priority markets and adjacencies. As Rick pointed out, M&A remains a priority for us, as we aim to find targets that enable us to build long-term sustainable organic growth by continuing to build scale, enhance our clinical and digital capabilities, and extend into new areas. Lastly, I want to thank our employees around the globe for their hard work and continued dedication to providing superior customer service and connecting people to government benefit programs every day. And with that, we will open up the line for Q&A. Operator? Operator Thank you. We will now be conducting a question and answer session. If you’d like to be placed in the question queue, please press “*” then “1” on your telephone keypad. A confirmation tone will indicate your line is in the question queue. Please press “*” then “2” if you’d like to remove a question from the queue. Participants using speaker equipment, it may be necessary to pick up your handset before pressing “*” then “1”. One moment, please, while we pull for questions. Our first question today is coming from Richard Close from Canaccord Genuity. Your line is now live. Richard Close Great. Thanks for the questions. Bruce, I was wondering if you could sort of help

us out with the digital transformation and the clinical evolution. Specifically, I am trying to gauge in terms of, well, first on digital transformation, how much of that initiative do you think is-- you know, provides the opportunities for incremental revenue versus maybe increasing your competitiveness on pricing and driving increased profitability for the company? Page 8 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 Bruce Caswell Hey. Richard, good morning and thank you for the question. It’s a great question because there are several components to the digital transformation strategy that you have highlighted. Clearly, as we got started, we looked at how digital could really help us drive process efficiencies in our back-office operations and that’s going to drive profit improvement. It also allows us to redesign workflows and create more efficient workflows for the work that we do, which can drive greater productivity. All of that enables us to maintain competitiveness and expand competitiveness, and also obviously generate better margins, generating profit that we can invest to expand into more markets. I am really pleased with the progress that we have made in areas like robotic process automation. Recently, one of the big RPA tool vendors out there, Automation Anywhere, elected to post a kind of case study of their work with MAXIMUS to talk about the bots that we have been developing and implementing and some of the savings that we have been driving and so forth. So, there’s -- that’s definitely an important component to it. Also, through a lot of those automation efforts, we can improve quality and assure quality in our operations, which is critical as well especially when we are held to SLA term contracts. But at the same time, we have been working to improve the citizen experience. And the example I’d use to illustrate how you can drive an expansion and roll their scope in more revenue comes from the work that we are doing in British Columbia. We have got what is really an omnichannel customer contact center platform there and to make a bit of a distinction, there is a difference between omnichannel and kind of the multichannel. An omnichannel platform implies that there’s process choreography going on behind the scenes so that a citizen can begin a transaction of one modality and complete it in another and it’s relatively seamless. So, you are not, for example, re-authenticating people and an agent that might be serving a citizen over a voice channel is aware of correspondents that might have been had electronically through chat or email previously. In

British Columbia, we implemented a video-- a video authentication platform or a video chat platform. It’s important for two reasons. Number one, citizens historically had to go to a government office as soon as they received their health benefit card and literally be authenticated face to face. So, you have people taking buses around town and often in many instances in rural areas, traveling hours to get to government offices. They can now do that through a video chat, which is fantastic. Governments started thinking what other use cases could we possibly use this for? And there are many, one of which they’ve implemented already enables students that are studying outside of the country or really students that are studying in the country to authenticate themselves to government, to then apply for and receive student loans. Historically, that’s very difficult if you are out of the country and you have to wait till your next break to come back and apply for your loan and so forth, and you get a delay in your funding, and it’s not a good citizen experience. Page 9 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 A very small example, but one where I think if you put these platforms in place, government will work collaboratively with you to figure out additional use cases and applications and that’s absolutely a way to grow the business. The other component of your question I think was the clinical side, so how can I help you there? Richard Close Yeah, I was just trying to get the sense-- you know, with digital transformation and then clinical evolution, how much you think that increases the company’s competitiveness and just like the overall contracts you guys can go after? Bruce Caswell Well, at a high level, I’d say there’s no doubt that as we continue to evolve our clinical capabilities, we increase the competitiveness of the company because there are a few companies that can operate in that domain with programs of such scale and complexity and deliver on the quality requirements and the service levels that are required while having that work done by a highly trained clinical staff. A great example would be the Health Assessment Advisory Services contract in the United Kingdom. Similarly, as we look at additional markets where we are not necessarily looking at providing direct clinical care delivery, but rather clinical services related to assessments, whether it’s fitness for duty, or pre-employment screening assessments, or assessments related to individuals applying for certain benefits, that -- by opening that aperture, we can go even further, I mean, we are doing some work right now on further evolving our health-related strategy in the federal business. We are seeing that opening new markets over the course of the next two to five years quite substantially. So, I am confident that by pivoting in this direction, and opening the aperture, and becoming more clinical in the work that we do, we will reposition the company into new, exciting, adjacent markets. I think that makes us relatively unique in our ability to deliver this, as I said in my remarks, the combination of digital technologies and clinical services or clinical BPO, as we call it at scale. Does that answer your question? Richard Close That’s good. And then just as a follow up, we got the

new pipeline information and the new definition over this last year. Obviously, the new work is going to be the driver to the reemergence of organic growth. Is there any sense you can provide us in terms of the pipeline, maybe how -- a breakout in terms of how much of that is near-term maybe over the next year or two versus longer term? Page 10 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 Bruce Caswell Yeah. There’s some helpful data, Richard, in our press release, I think, that will at least go a few steps towards answering that question. And that specifically, we’ve got -- of the pipeline of $30.2 billion, $2.9 billion is proposals pending, pending decision, $1.2 billion is proposals in prep, and the remaining $26.1 billion are opportunities tracking. And it’s worth noting again that-- that we are looking two years out, in terms of the total pipeline view, and this is not a probability weighted pipeline. So, as opportunities move in and out of those farther out stages, what we call the identified stage, it’s not uncommon to have the pipeline flux as values can change as programs become either more definite or less definite. Richard Close Okay. Thank you. Lisa Miles Thanks, Richard. Next question please. Operator Our next question is coming from Charlie Strauzer from CJS Securities. Your line is now live. Charlie Strauzer Hi. Good morning. Bruce Caswell Good morning. Charlie Strauzer First of all, thank you for the extra info that you gave us relating to the guidance, but I was hoping that you could provide us with some additional detail on the quarterly cadence that’s implied within the guidance. Bruce Caswell Charlie, I am going to ask Rick to address that one. Rick Nadeau Sure. Thanks, Charlie. We recognize that fiscal year 2020 has many dynamics and the Census contract being a large program that is ramping to pre-peak operations during the year in mid-year and then is expected to go into a ramp down does create some complications. I think as a result of that program, the timing of the revenue and the profit will cause some quarterly fluctuations in our results. Based on what we know today, revenue for the first half of fiscal 2020 should be greater compared to the second half of fiscal 2020. Page 11 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 We expect revenue in the first quarter of fiscal 2020 to be sequentially higher, compared to the fourth quarter of fiscal year 2019. This is driven by the Census contract and by open enrollment under the Affordable Care Act. Our second fiscal quarter is forecast to generate the highest level of revenue during the year, with revenue in the third quarter and the fourth quarter steps down as Census contract begins a slow ramp down. We anticipate that the earnings will be sequentially lower in the first quarter of fiscal ‘20 compared to the fourth quarter of fiscal ‘19. There are some start up contracts and some seasonality for contracts that are performance-based that are causing that. Based on our present expectations, we are forecasting sequential improvement in earnings through the third quarter of fiscal ‘20. Our fourth quarter of fiscal ‘20 is forecasted to be sequentially lower compared to the third quarter as Census contract begins to wind down. I hope that’s helpful. Charlie Strauzer That is helpful. Thank you. And then, just switching gears a little bit to the kind of rebids and upcoming contracts. I know that the U.K. is not releasing our fee for the integrated service contract, but any sense of timing with that? Bruce Caswell You know, yeah. You’re right. They have not and so, from a timing perspective, the current contract is going to run through June of 2021 on the Health Assessments Advisory Services and we are standing by to await further news or see an RFD as it relates to next steps on the integrated services contract that Rick talked about. Charlie Strauzer Great. Thank you. Lisa Miles Thank you, Charlie. Next question please. Operator Sure. Next question is coming from Donald Hooker from KeyBanc. Your line is now live. Donald Hooker Hey. Great. Good morning. So, it’s good to see, I guess, the pipeline continues to warm. I guess, my question is, in the pipeline, there’s a big number there of opportunities tracking and I am wondering if you could provide some sort of context there, are these renewals, I guess, there’s that big CMS renewal that’s now captured in there. So, my first question is, is there any way you can kind of-- you know, how much of that is renewal versus

new work? And then, secondly, how much of that -- how do we think about that from a discretionary project versus sort of less discretionary products considering that we have a presidential election next year? Page 12 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 Bruce Caswell Great questions, Donald. Let me start and ask Rick to add some color or commentary if he has some at the end of my answer. I guess, first of all, you are absolutely right. There is a large opportunity that we talked about previously. I think it’s at about $5 billion in the pipeline related to the renewal of the CMS customer contact operations or CCO contract. We have got -- I would also say, in terms of giving you color, 67% of the total pipeline that we talked about is new work related and I think there’s strong representation in that pipeline. There’s a weight towards federal in that pipeline, but there is representation across our geographies and across our business line. And I think that’s-- you know, fundamental to the discussion that we had about the return to organic growth that we are driving. I’d also say, as you would expect for a company of our nature, there will be some larger BPO deals in that pipeline that we would be chasing again across the segments of the business. And in some segments of the business, you see a preponderance of relatively smaller transactions that are maybe more related to the IT services types of contracts that we have or even the consulting type business that we have in our U.S. Health and Human Services. So, it’s a reasonable mix, not dissimilar really to what we have had historically as a BPO-driven company. Your question, though, about what’s -- kind of which programs are-- you know, have kind of staying power across administrations and which ones don’t. It’s interesting. I would tell you, fundamentally, our business is a business that, obviously, as you know, is linked to long-term demographic trends and is linked to critical social benefit programs that governors -- governments are going to administer across administrations. I think it’s interesting that-- you know, and we could go into great lengths on this that the Affordable Care Act continues to roll along, in fact, this year, with rates even lower in the marketplace and back into the open enrollment period there, a lot of conversations about even under next administration how the patchwork quilt of care and coverage could be adjusted. But there’s

-- fundamentally, there’s that set of core health and human Services programs that governments will continue to support and administer to those populations. It’s much, much harder to take something away when an entitlement has been granted. And then there are mission-oriented programs that, I would say, specifically in federal and we talked about this a little bit on prior calls, whereas the budgets got in place for federal agencies, we saw the agencies being willing to bring to market transformational contract RFPs that really will go out another three years, five years, 10 years for that agency. And so, with the funding certainty that they gained through the budget process, they were able to then bring some of those RFPs out and we expect, in most instances, those types of major IT transformation driven programs and those agencies would continue across administrations as well. I hope that provides a little bit of color without, obviously, being able to put specific metrics to it. Page 13 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 Donald Hooker Got you. And then, maybe my other question would be maybe any updated thoughts, I mean, I know you just gave guidance for fiscal ‘20. But I guess as you think about beyond fiscal ‘20 with the Census contract rolling off, what is sort of the -- so how are you maybe quantitatively or qualitatively sort of managing that drop off in revenue? Can you reallocate resources, I mean, I am sure you get - - have been getting this question a lot, but maybe just update us on sort of on fiscal ‘21 really with regards to Census rolling off? Bruce Caswell I am going to ask Rick to start by just speaking to the dynamic of fiscal 2021 and then I’d be happy to add to the number the actions that we are taking to address that. Rick Nadeau Sure. You know, in our second quarter earnings call, we estimated that Census revenue to be about $200 million for fiscal ’19, and about $350 million for ’20, and less than $50 million for ‘21. We -- as you heard from my prepared remarks today, we came up a little short on FY ‘19 and the actual results were approximately $185 million. However, we do expect to recover that shortfall next year with about $175 million of incremental revenue for total FY ‘20 revenue from that Census contract of approximately $360 million. If there will be some revenue similar to what we said in the second quarter call, that goes into FY ‘20, but you will have a step down there and that revenue should be less than $50 million in FY ‘21. Let me kick that back to Bruce, I mean, you can rest assured that we are going through and we will doing -- do everything we can to make sure that we right-size and evaluate all of our programs, but, Bruce? Bruce Caswell Yeah. And then the other side of that, Donald, is the growth side, right? And so, you know, we’ve been very focused, if you will, on first of all, the reconstruction and growth of the federal sales organization, which has really driven excellent pipeline expansion. Where we’re now able to field opportunities from other agencies and departments and to take our capabilities deeper into the federal marketplace. We are running a similar play, if you will, in the U.S. Health and Human

Services business. We had an excellent sales leader join our organization in the third quarter who’s in the process of building up a sales team there and we have made good progress in making some strategic hires in that marketplace. Fundamentally, they have to have something to sell and markets to address and I will go back to kind of a paradigm of it that I have spoken to you earlier about growth. One, and that is, we kind of look at it through three lenses or three rings if you will. The innermost ring being our teams need to do everything they can to sell off the current contracts and expand the core business driving volume increases and taking new opportunities to our customers into core programs that we serve. Page 14 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 The second ring would be call it markets or services that we currently don’t offer, but really don’t require an acquisition to be completed. So, we can do it with organic growth initiatives. A great example in our U.S. Health and Human Services market would be earlier this year, the Office of Personnel Management clarified some critical fed regulations as it relates to whether private sector contractors can perform certain functions for public benefit programs. And that regulation and that clarification was quite clear that as long as the private sector contractor meets the merit system principles for employment, they can. This can open up new opportunities for us to serve populations, historically, that we couldn’t and perform functions more deeply and programs like Medicaid, and SNAP, and Department of Labor programs, as examples, that we couldn’t. Now that we have got that opportunity, you can bet that we are out talking to our customers because the core services we can provide really don’t provide new tech -- they don’t require new technology or acquisitions, but they expand those services to new program areas, that same example as the second. The third ring, as you would imagine, is where an acquisition is required, and we continue to have very disciplined priority new markets program where we are consistently looking at adjacent markets up to two adjacencies away and evaluating them for suitability. We are pretty, I’d say, we are very disciplined in terms of the criteria that we look at. They need to meet strict thresholds in terms of size, expected profitability, growth rate and so forth. And Rick always says, you also can’t go buy a company at the giant when you want to buy one. So, the point being, we are constantly promoting, or demoting, or deprioritizing our priority new markets list dynamically as our analysis progresses and as the universe of actionable targets in those markets also evolves. And our priority, as we have said many times, for deploying capital remains strategic M&A that can create new platforms of growth for the company, and obviously, with FY ‘21 on the horizon, we are focused like the laser on that. Hope that helps, Donald. Donald

Hooker Yeah. Thanks for the commentary. Appreciate it. Lisa Miles Thanks, Donald. Next question please. Operator Thank you. As a reminder, it’s “*” then “1” to be placed into the question queue. Our next question is coming from David Styblo from Jefferies. Your line is now live. David Styblo Thanks much and good morning. Thanks for the question. Page 15 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 Bruce Caswell Hi. David Styblo First one I have was related to the Outside the U.S. Segment. You guys talked about reaching a 5% margin target for all of fiscal year ‘20. The guidance here is implying something a little less than that low single-digit. So, I was curious is the slower progress on that, again, related to the new U.K. contracts that are that are working through maturity right now or is there some other new headwind that’s on that book? And then, as you guys talk about getting to the high single-digit margin target over the next three years, can you help break that down and help us understand how much of that is self-help, if you will, versus needing some help from a more favorable economic backdrop? Bruce Caswell Great. Great question, David. And Rick’s going to jump in there. Rick Nadeau Sure. First thing, David, is-- you know, we are not satisfied with that Outside the U.S. margin and we do have a goal to achieve 5% plus margins in the near term. I consider this to be a goal for us to reach by the end of fiscal 2020. However, when you look at it, we should fall a little bit short of 5% for the full year, but as I said, 5% toward the end of the year. I also mentioned the three-year timeframe. This is our goal of aiming to get that margin into a more acceptable range, and I do say, we want to achieve that at 10%. As I mentioned in my prepared remarks, the combination of robust economies and the ramp down of that accretive contract component in Canada has negatively impacted our margin outlook in the near-term. We are making investments in business development across the portfolio and we are working on several large new procurement opportunities. The nature of these opportunities are longer sales cycles, and so, I think, you will see revenue contribution not expected to affect this year but fall into the future years. You are right that we have had the startup programs in the United Kingdom that have -- that are working and achieving toward profitability over time. I don’t think there’s really anything new. I think it’s just the same things that we have been talking to you about over the last year. I do think those programs in the U.K. are coming to

profitability a bit slower than we would have liked, but they will be profitable, and they will be programs that we are happy to have in the long-term. I think that you should also see improvement in our Occupational Health business in the United Kingdom. We have made some investments that are now in place relating to clinically related technology platforms that really will enhance the-- both the customer and the clinicians experience and should improve our competitiveness there. And so, I think, all of those combined is better Page 16 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 operations and winning more work and we do have some good large procurements that we are working there. Bruce, do you want to add anything else on that? Bruce Caswell Just as related to the last question -- last element of your question around macro drivers. I mean, clearly, we are affected by cyclicality on our employment services business and I think that just places an emphasis on our land and expand strategy where we continue to work to diversify our portfolio outside the U.S., so that we have opportunities to move into the health space and address other needs of government during a period of otherwise unprecedented low unemployment. It’s also worth noting that priorities of government change in this environment and they focus a bit more on, first of all, employing the structurally unemployed individuals that have had the greatest challenges to finding and sustaining employment. But also, they look at up skilling and training requirements, they look at job retention issues. And so, as you can imagine that, as we look at those areas, including labor mobility and cross-border labor mobility, we want to design programs that address the immediate needs of government in this macroeconomic climate. David Styblo Okay. That’s great. And then just a second one on capital deployment, you guys have little over $100 million of cash now, some calculus there suggest that you grow to maybe nearly $350 million by the end of fiscal year ‘20 after considering your free cash flow expectations and inclusive of dividend payments. So, that amounts to 7% of your market cap, obviously, gives management a lot of flexibility, curious how you guys are balancing and deploying that towards buybacks versus waiting for the right acquisition. I know you have been very disciplined and want to make sure you are getting the right asset for the right price. But how aggressive does management want to be on buybacks versus willingness to use some of the cash and then, perhaps, lever up for a deal? Rick Nadeau So, David, this is Rick. We have been consistent, and we will remain consistent at M&A, and strategic M&A will be our number one priority. We do run an active

program. We look at a lot of things. I am very proud to say that I think we have been very disciplined. There’s a lot of things that we look at and we just don’t think that our profile and we don’t think they are worth the price that some people are asking for them. And I think that having a good clean balance sheet like ours allows us to be opportunistic with that and when the right deal comes along, I think, we will pull that trigger. With respect to buybacks, we do say that we are opportunistic with respect to those buybacks. So, I don’t think we are going to lose that discipline. I think we will continue to look at it and when it’s a good opportunistic situation, we will do buybacks. I have $146 million of authorization from the Board of Directors with respect to that topic and we will use it at the right time, but opportunistically. Page 17 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 David Styblo Great. Thanks much. Lisa Miles Thanks, David. Bruce Caswell Thanks. Lisa Miles Next question, please. Operator Thank you. Our next question is coming from Frank Sparacino from First Analysis. Your line is now live. Frank Sparacino Hi, guys. Just one from me maybe, Bruce, you made a comment earlier just around the ACA marketplace, and obviously, it looks like enrollment this year will be down again versus last year. Maybe, first, just talk about what impact that would have to MAXIMUS, I assume that was in your forecast. And then, secondly, related to the marketplace, if you could talk about just the state level activity. I guess, there’s a number of kind of moving pieces, some positive, some negative-- you know, clearly, Medicaid expansion still may be happening in some of these states. It looks like the work requirements have taken a step back in a number of states. And then, at the same time, you have some states launching their own marketplaces and trying to move away from healthcare.gov. And I don’t know if when you look at all those factors together, whether you think that’s a positive opportunity for MAXIMUS in the future, but that would be helpful. Thanks. Bruce Caswell Absolutely, Frank. Good question. So, it’s kind of early to comment on ACA enrollment since we are in the middle of open enrollment now. And so, I will note that I think we had-- there was about a 4% decline last year relative to 2018, but that one is in the rearview mirror so kind of stay tuned. What I would tell you is that, before we completed the combination with the General Dynamics customer engagement centers, we studied this dynamic pretty extensively and took the advice of the third- party advisers as well and really modeled out what we expected the declines to look like over time. And there are dynamics that -- relate not just to the ACA market as you reach historically low rates of uninsured. But also, the dynamics in Medicare as a greater portion of the population coming into Medicare may elect to have Part B managed care plan. All of that is baked into our forecast and, I would say, the trends that we have seen are consistent with what we expected based

on our pre- acquisition modeling. So that’s that piece. Page 18 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 In terms of state level activity, you are right. You have got a number of dynamics. I’d probably say, the positives out -- the positives basically counterbalance any negatives. I don’t have an overall view that it’s creating a growth of market opportunity, nor do I feel concerned about it putting pressure on our business. The dynamics are positive for us in states that are expanding Medicaid with what’s going on in Virginia, for example, and the outcome of the election there, strong support for Medicaid expansion moving on to implementation, it’s one of the states that we support. We are thrilled to support the Medicaid program there and have for years. Similarly, you do have a host of states, more than a half dozen that are moving, and have said, they are going to move off of the federal exchange in the state -- great state-based marketplaces, and that does open up opportunities for us. We are-- you know, by far the largest provider of services for health insurance exchange call centers and so we are excited to participate in those types of procurements, we think our credentials are unparalleled in that market. And similarly, as states still try to figure out how best they want to address emerging issues in Medicaid, we are very well positioned. And I will just -- if I may take just a moment to address social determinants of health. I spoke on a prior call about the Phase I project that we did in West Virginia where we conducted surveys of the population that we were enrolling as part of Medicaid to determine really what their major gaps were in other areas of their lives, whether it be food insecurity or other issues. The survey response rate-- we conducted 23,000 surveys and our survey response rate was in the 65% range. That’s really high for the Medicaid population. In fact, there are a lot of health plans out there that would kill to have a response rate at that level. And when you have that broad a population, that high a response rate, we have a 99% confidence interval in the data that we have that has identified these gaps in service. So, then we shift into Phase II and we are now working with our client there to implement Phase II where we are going to take all that knowledge and

then help basically manage the members to a great technology platform that a partner company is providing that will give us the capability to have virtual coaches and track the members as they interact with community based organizations. And we’ll create a curated network of community based organizations to serve these individuals and ultimately help them get to the services that they need. And also, communicate back through the network if they have additional gaps that need to be addressed. So, that’s a great next step in that pilot, and it’s an expansion of that pilot, and we are going to start working with specific counties in West Virginia that have really high levels of reported needs. I think that’s an important element of the market because there is an open question as to whether that responsibility for addressing social determinants rests with the Managed Care plans or with the program administrators and companies like MAXIMUS. So, that’s a long way of just saying there are more dynamics, I think, there’s Medicaid continues to evolve -- and evolve that we can benefit from it. Page 19 of 20



 



MAXIMUS Fiscal 2019 Fourth Quarter & Year End Conference Call November 19, 2019 Lisa Miles Does that address your questions, Frank? Frank Sparacino Yes. Thank you. Lisa Miles And do you have any others. Frank Sparacino No. That’s it. Thanks, Lisa. Lisa Miles Our next question please. Operator That does conclude our question-and-answer session. Ladies and gentlemen that does conclude today’s teleconference. You may disconnect your lines at this time and have a wonderful day. We thank you for your participation today. Page 20 of 20
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Forward-looking Statements & Non-GAAP Information This presentation 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 earnings conference call. This presentation 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. This presentation includes a discussion of our pipeline of opportunities, which represents our estimate of future contract opportunities which have been identified but which are not, and may never become, revenue generating work for us. We prepare our pipeline balance as follows: • Specific identified opportunities are recorded as the Total Contract Value (TCV). TCV includes the base contract period, plus any option periods. • The reported pipeline includes only identified opportunities that have expected release date for the Request for Proposal (RFP) within two years. • The Company reports the estimated total value of the bid at the time the identified opportunity is entered into the pipeline. The Company will update these estimated values as more information becomes available as the identified opportunity matures through the procurement process. Our pipeline is an estimate and may fluctuate significantly over time. Although we believe our pipeline is a helpful tool for management to evaluate our opportunities and ensure we are appropriately focused on a relevant, timely and accurate response to opportunities to win work and create future contract backlog, the pipeline balance represents our estimate of opportunities

only and not firm commitments. It is not a guarantee of future performance. Our ability to convert pipeline into firm backlog will depend upon a variety of external and company-specific factors, including our ability to accurately estimate the value of the opportunities, the timing and size of the opportunities to arise, our willingness to bid on these opportunities, our win rate, the timing of the contract and our execution of the arrangement, as well as risks and uncertainties applicable to our other forward-looking statements. 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 statements can be identified by words such as: “anticipate,” “intend,” “plan,” “goal,” “seek,” “opportunity,” “could,” “potential,” “believe,” “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. 2 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Total Company Results – Fiscal Year 2019 • FY19 was characterized by ($ in millions, except FY19 FY18 % Change consistent execution, progress on per share data) our strategic plan to lead digital Revenue transformation, clinical related U.S. Health & Human Services $ 1,176.5 $ 1,213.9 (3%) services and market expansion, U.S. Federal Services 1,111.2 478.9 132% healthy cash flows, completion of Outside the U.S. 599.1 699.4 (14%) our largest acquisition and a Total Revenue $ 2,886.8 $ 2,392.2 21% dividend increase Operating Income • Revenue and earnings growth driven U.S. Health & Human Services $ 220.8 $ 218.6 1% by the acquisition of the federal U.S. Federal Services 115.9 57.4 102% citizen engagement centers Outside the U.S. 16.1 36.0 (55%) business last November Segment Income $ 352.8 $ 312.0 13% Intangibles amortization (33.1) (10.3) • Operating margin was 11% and Other (2.7) (6.2) experienced downward pressure on Total Operating Income $ 317.1 $ 295.5 7% pretax income in the Outside the Operating Margin % 11.0% 12.4% U.S. Segment Effective Tax Rate 24.2% 26.2% • Effective tax rate of 24.2% for FY19 Net Income attributable to benefitted from work credits and MAXIMUS $ 240.8 $ 220.8 9% R&D credits Diluted EPS $ 3.72 $ 3.35 11% • FY19 diluted earnings per share increased to $3.72 3 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

U.S. Health and Human Services Segment ($ in millions) FY19 FY18 % Change Q4 FY19 Q4 FY18 % Change Revenue U.S. Health & Human Services $ 1,176.5 $ 1,213.9 (3%) $ 300.4 $ 288.9 4% Operating Income U.S. Health & Human Services $ 220.8 $ 218.6 1% $ 53.8 $ 52.2 3% Operating Margin % 18.8% 18.0% 17.9% 18.1% FY19 Revenue • As anticipated, full year revenue decreased due to contracts that were rebid or extended • During Q4 FY19, revenue increased 4% and was all organic FY19 Operating Margin • Operating margin benefitted from cost synergies resulting from the acquisition in the U.S. Federal Services Segment 4 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

U.S. Federal Services Segment ($ in millions) FY19 FY18 % Change Q4 FY19 Q4 FY18 % Change Revenue U.S. Federal Services $ 1,111.2 $ 478.9 132% $ 312.2 $ 117.4 166% Operating Income U.S. Federal Services $ 115.9 $ 57.4 102% $ 31.1 $ 16.0 95% Operating Margin % 10.4% 12.0% 10.0% 13.6% FY19 Revenue • Increase to revenue driven primarily by the acquisition and, to a lesser extent, by organic growth • Acquisition contributed $615M and $174M of revenue during FY19 and Q4 FY19, respectively − Absent the acquisition, organic revenue for FY19 increased 3.6% over last year driven by new work which was offset by temporary work that ended − Census contract delivered approximately $185M of revenue in FY19 FY19 Operating Margin • Segment’s margin may fluctuate due to contract mix (cost-plus contracts typically carry lower margins and risk than performance-based contracts) • Looking forward to FY20, the portfolio of contracts will be weighted more heavily towards cost-plus contracts due to Census contract ramping and a full year of revenue from the acquisition 5 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Outside the U.S. Segment ($ in millions) FY19 FY18 % Change Q4 FY19 Q4 FY18 % Change Revenue Outside the U.S. $ 599.1 $ 699.4 (14%) $ 142.4 $ 152.1 (6%) Operating Income Outside the U.S. $ 16.1 $ 36.0 (55%) $ 2.2 $ (0.9) 328% Operating Margin % 2.7% 5.1% 1.5% -0.6% FY19 Revenue • Full year decreased over the prior full year period due to: 1. Expected conclusion of the Work Choice and Work Programme contracts in the U.K. totaling $36M 2. Unfavorable foreign currency translation of $35M 3. Pass-through revenue declines in our Australian welfare-to-work totaling $16M FY19 Operating Margin • Full year operating margin was negatively affected by: − New employment services contracts in the U.K. that are progressing toward profitability but are unfavorable to earnings in the near term − As previously disclosed, an accretive component of a contract in Canada that was unexpectedly discontinued negatively affected results in the second half of FY19 • Goal to move operating margin towards 5% in near term and over next 3 years, targeting to move towards 10%; economic trends will play a role in timing of this Segment moving north of 5% 6 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Cash Flows, DSO, and Cash $ in millions FY19 Cash flows from operations $ 356.7 Purchases of property and equipment and capitalized software costs (66.8) Capital expenditure as result of the acquisition 4.5 Free cash flow $ 294.4 Days Sales Outstanding (DSO) • DSO were 72 days at September 30, 2019 • Four days related to a non-cash item resulting from the new revenue recognition standard implemented at the beginning of FY19 Purchases of Property and Equipment and Capitalized Software Costs • Capital expenditures for FY19 increased due to fixed asset additions related to the Census contract and capitalized software expenditures Year End Balance Sheet • Implementation of new system caused accounts payable balance to be higher by $25 – $30M at FY19 year end which increased reported cash flow from operations and free cash flow • As this normalizes, a negative impact to FY20 cash flow from operations and free cash flow is expected • Cash and cash equivalents of $106M 7 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Capital Allocation Capital Allocation • Remain committed to a sensible and disciplined approach to capital deployment to create and deliver shareholder value • M&A remains our number one priority; our objective is to find targets that enable us to build long term, sustainable, organic growth by continuing to build scale, enhance our clinical and digital capabilities, and extend into new adjacencies Dividend & Share Buybacks • Cash dividend increased 12% to an annualized $1.12 per share • Share buyback program remains a viable avenue for uses of cash; it is opportunistic in nature and we are conscious of providing shareholders with reasonable returns • At September 30, approximately $146M remained under our board authorized program We invest in people, process and technology as we work to fundamentally reshape how governments approach program delivery and consumer engagement. 8 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Fiscal Year 2020 Guidance Fiscal 2020 Guidance • Guidance implies 10.7% – 10.8% operating margin, reflecting an increase of cost-plus contracts in the Revenue $3.15B – $3.30B U.S. Federal Services Segment. Diluted EPS $3.95 – $4.15 • Good line of sight to 8% organic growth; 6% or $175M comes from Census contract. The remaining Cash flow from operations $300M – $350M 2% is attributable to new work in order to hit the midpoint of FY20 guidance (see ‘Revenue Free cash flow $275M – $325M Crosswalk’ exhibit at left). • Census contract ramps to full capacity in FY20 and timing of revenue and profit on this program may Revenue Crosswalk cause fluctuations in quarterly results. FY19 to Midpoint of FY20 Guidance Revenue % Change ($ in millions) Quarterly Commentary FY19 revenue (reported) $ 2,887 • Anticipate revenue in FY20 will be stronger in the Pre-acquisition revenue* 98 3.4% first half of year; Q1 benefits from seasonality from Pro-forma FY19 revenue $ 2,985 Incremental FY20 Census contract revenue 175 6.1% open enrollment for Medicare and ACA, and the FY20 roll-forward $ 3,160 Census contract. Q2 is expected to generate the Implied organic growth (new work) 65 2.3% highest levels of revenue due to the Census FY20 revenue (midpoint of guidance) $ 3,225 11.7% contract. Total % change (organic): 8.4% • Anticipate lower earnings in Q1 FY20 compared to *The estimated six weeks of revenue between Oct. 1 and Nov. 15, 2018 from the Q4 FY19. Expect sequential earnings growth federal citizen engagement centers business through Q3 FY20. In Q4 FY20, earnings expected to be sequentially lower due to the start of the wind down of the Census contract. 9 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Fiscal Year 2020 Guidance – Supplemental Segment Full Year Margin Ranges (estimated) U.S. Health & Human Services 17% – 18% Income Tax Rate • Estimated range of 24.5% to 25.5% U.S. Federal Services 9% – 10% Weighted Average Shares Outstanding Outside the U.S. Low single digits • Estimated at 64.9M, assuming no additional share repurchases Fiscal Prior Census Updated Census Year Contract (CQA) Contract (CQA) Revenue Estimate Revenue Estimate 2019 $200M $185M (actual) $350M $360M 2020 (+$150M from FY19) (+$175M from FY19) 2021 Less than $50M Less than $50M 10 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION
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Macro Trends and Tracking Our Progress • Substantial progress on the key tenets of our strategy to position MAXIMUS for future long-term success • Aligned our plan with: − how markets are evolving − how government clients are addressing challenges − how consumers are best served through an improved journey and experience in engaging with government programs • Demographic trends of aging populations with more complex health needs provide an opportunity to deliver services at the intersection of clinical BPO supplemented by digital services • Tracking our progress towards our three goals of: − digital transformation − clinical evolution − market expansion 12 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Digital Transformation • Cultural shift towards digital disruption within the government services we operate • Two primary objectives with our digital efforts: − Deliver a unique citizen experience − Use digital technologies and innovation to improve program efficiencies and enhance productivity • Provide a better experience with unparalleled service by meeting citizens where they are – on their phones, computers and tablets • Apply innovative tools that integrate with existing systems, maintain security and optimize the workflow 13 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Digital Disruption in Government Services Louisiana Medicaid • Launched 20 consumer websites globally that simplify 40% 30% the interaction with government programs 20% 16% • MAXIMUS mobile apps were trending in the Top 100 on Google Play store during October 2019 0% Digital Enrollment Volumes • Awarded 2019 PRNEWS Best Digital Award for our Healthy Louisiana Medicaid Enrollment App, the first 2017 2019 Medicaid enrollment app in the country, distinguishing MAXIMUS as a digital trailblazer Virginia Medicaid • Digital efforts drive real value for clients; we can reduce 60% processing time for documentation, automate repetitive 42% tasks, improve utilization, improve profitability and offer 40% 17% the most efficient use of tax dollars 20% • Digital security is paramount to MAXIMUS; as a result 0% of our cybersecurity capabilities, we’ve been awarded Digital Enrollment Volumes the IRS Information Technology Security Implementation 2018 2019 (ITSI)-2 contract to implement strategies to address cybersecurity vulnerabilities within the IRS IT environment; has a TCV of $119M over 5 years North Carolina Medicaid Other 36% Digital 14 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION 64%



 

Patented Optimization Two additional U.S. patents awarded to MAXIMUS 1. Recognizes capabilities we developed to streamline performance monitoring, increase staff optimization and pinpoint lost productivity in our operations 2. Enables our projects to monitor and maintain the health of business processes via real-time alerts whenever anomalies occur, such as when a task becomes stuck in a queue • Complimenting one another, our three collective patents provide the ability to run real-world “what-if” scenarios which allows us to easily understand and visualize how changes—such as major technology investment or policy change—could impact program operations • Continual integration of data across our programs allows for new insights into the performance of our projects and extends operational value from metric management to outcome and behavioral analysis initiatives • These optimizations can achieve cost reductions of 20% to 30% while improving workflow, resource utilization and quality 15 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Clinical Evolution • Governments seek responsive and cost-effective ways to manage aging populations, individuals with more complex health needs, and to address population and public health imperatives • Macro trends underpin demand for clinical BPO services • We are a natural partner as governments address issues ranging from long term services program eligibility to disability benefit determinations to the social determinants of health outcomes • Awarded rebid of California Independent Medical Review contract; estimated $300M TCV over 5 years − Connects our digital and clinical solutions with artificial intelligence and robotic process automation supporting a fully paperless environment that provides a decision-support tool to our clinical staff − Integration of our digital and clinical capabilities, has yielded a 30% reduction in assessment submission cycle time through our recent patent optimizations • Awarded extension by Michigan Department of Health and Human Services to implement work requirement services for Medicaid beneficiaries through March 2023 with TCV of $44M − Assist state residents enrolled in Healthy Michigan Plan to comply with qualifying work activity requirements to continue receiving state-sponsored health insurance coverage 16 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Market Expansion • Fundamental goal is to “land and expand” in our geographies • In Saudi Arabia, we have been awarded the Social Beneficiaries Employment Program with TCV of $43.2M for two years − Aims to reduce the number of people receiving welfare; provide job training and placement, and serve jobseekers who require specialist support − Serves a different target population than our current Taqat contract, which serves those who are unemployed and actively seeking work 17 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

New Awards & Pipeline New Awards (YTD) September 30, 2019 Sales Pipeline September 30, 2019 New Work % Signed Contracts $2.6B Total Pipeline $30.2B 67% Unsigned Contracts $242M • Noted last quarter, an integral part of returning the Company to organic growth is converting our pipeline of addressable new sales opportunities into awards • 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 18 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

Conclusion • Continued progress on management’s strategic plan to lead a digital transformation, grow our clinically related services and expand in key priority markets and adjacencies • M&A remains a priority for us as we aim to find targets that enable us to build long term, sustainable, organic growth by continuing to build scale, enhance our clinical and digital capabilities and extend into new areas • I want to thank our employees around the globe for their hard work and continued dedication to providing superior customer service in connecting people to government benefit programs every day 19 | MAXIMUS: Q4 FY19 EARNINGS PRESENTATION



 

MAXIMUS Changes in Revenue 2018 ‐ 2019 Total Company US Health & Human US Federal Outside US Q4 YTD Q4 YTD Q4 YTD Q4 YTD FY18 Revenue        558,446     2,392,236         288,944     1,213,911         117,375         478,911         152,127         699,414 Organic Growth          28,783 5%         (85,635) ‐4%          11,462 4%         (37,423) ‐3%          20,325 17%          17,160 4%           (3,004) ‐2%         (65,373) ‐9% Acquired Growth        175,009 31%        615,656 26%                ‐ 0%                ‐ 0%        174,479 149%        615,126 128%                530 0%                530 0% Currency           (7,272) ‐1%        (35,442)  ‐1%                ‐ 0%                ‐ 0%                ‐ 0%                ‐ 0%           (7,272) ‐5%        (35,441)  ‐5% FY19 Revenue        754,966 35%    2,886,815 21%        300,406 4%    1,176,488 ‐3%        312,179 166%    1,111,197 132%        142,381 ‐6%        599,130 ‐14%



 


