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Item 2.02           Results of Operations and Financial Condition.

On August 6, 2015, the Company issued a press release announcing its financial results for the quarter ended June 30, 2015.  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 August 6, 2015, the Company held a conference call with respect to those 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 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 August 6, 2015
99.2 Conference call transcript and slide presentation for Earnings Call – August 6, 2015



SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the undersigned hereunto duly
authorized.

MAXIMUS, Inc.
 

 
Date: August 10, 2015 By: /s/ David R. Francis

David R. Francis
General Counsel and Secretary



EXHIBIT INDEX

Exhibit No. Description
 

99.1 Press release dated August 6, 2015
99.2 Conference call transcript and slide presentation for Earnings Call – August 6, 2015



Exhibit 99.1

MAXIMUS Reports Third Quarter Results for Fiscal 2015
RESTON, Va.--(BUSINESS WIRE)--August 6, 2015--MAXIMUS (NYSE: MMS), a leading provider of government services worldwide, today reported financial results for the three and nine months
ended June 30, 2015.

Highlights for the third quarter of fiscal 2015 included:

Revenue growth of 36% to $572.3 million, driven by organic growth and contributions from the acquisitions of Acentia and Remploy

GAAP diluted earnings per share of $0.62 and adjusted diluted earnings per share of $0.64

Cash and cash equivalents that totaled $81.9 million at June 30, 2015

Signed year-to-date record contract awards of $2.9 billion; new contracts pending of $256.4 million; and a sales pipeline of $2.8 billion at June 30, 2015

For the third quarter of fiscal 2015, revenue increased 36% (41% on a constant currency basis) to $572.3 million, compared to $419.9 million reported for the same period last year. The increase in revenue
was driven by organic growth and revenue from the acquisitions of Acentia and Remploy, both of which closed in early April 2015.

Fiscal 2015 third quarter net income attributable to MAXIMUS totaled $41.7 million, or $0.62 per diluted share, and included approximately $0.02 per diluted share of acquisition-related expenses. This
compares to $0.49 per diluted share for the same period last year. Excluding these acquisition-related expenses, adjusted diluted earnings per share for the fiscal 2015 third quarter were $0.64.

“Organic growth in the quarter was strong and driven by the ongoing expansion of existing contracts and new contracts that are in the start-up phase. The integration of Acentia and Remploy is progressing
well, and these strategic acquisitions support our long-term growth objectives,” commented Richard A. Montoni, MAXIMUS Chief Executive Officer. “On July 1, 2015, we successfully launched operations
under the new jobactive contract in Australia, where we have introduced new technologies and applications to improve connectivity between job seekers and employers, and ultimately, to help more job
seekers find and maintain meaningful employment.”

Health Services Segment

Health Services Segment revenue for the third quarter of fiscal 2015 increased 44% (47% on a constant currency basis) to $439.6 million, compared to $305.3 million reported for the same period last year. The
majority of growth was organic, with approximately 27% attributable to new work and the expansion of existing contracts, with the remaining revenue increase from the acquisition of Acentia.



Health Services Segment operating income for the third quarter totaled $60.0 million (13.7% operating margin), compared to operating income of $43.2 million (14.2% operating margin) for the same period
last year. As expected, operating margin was lower compared to the prior-year period due to the anticipated volume decline in the Company’s federal appeals business, a larger share of cost-reimbursable
contracts and new contracts in start-up.

Human Services Segment

Human Services Segment revenue for the third quarter of fiscal 2015 increased 16% (26% on a constant currency basis) to $132.7 million, compared to $114.6 million for the same period last year. Revenue
growth in the quarter was driven by revenue from the acquisition of Remploy and the Company’s international welfare-to-work operations. Revenue growth was offset by the unfavorable impact of foreign
currency translation.

Human Services Segment operating income for the third quarter totaled $16.8 million (12.7% operating margin), compared to $13.6 million (11.9% operating margin) for the same period last year.

Sales and Pipeline

The Company posted record sales at June 30, 2015 with year-to-date signed contract awards totaling $2.9 billion. At June 30, 2015, new contracts pending (awarded but unsigned) totaled $256.4 million.

The sales pipeline at June 30, 2015 was $2.8 billion (consisting of approximately $1.0 billion in proposals pending, $103 million in proposals in preparation, and $1.6 billion in opportunities tracking). This
compares to a pipeline of $3.0 billion for the same period last year, which included several large rebids that have since converted to new awards. The Company’s reported pipeline only reflects opportunities
where MAXIMUS expects that the request for proposal will be released within the next six months.

Balance Sheet and Cash Flows

Cash and cash equivalents at June 30, 2015 totaled $81.9 million, of which approximately 80% were held outside the United States. For the third quarter of fiscal 2015, cash provided by operating activities
totaled $118.9 million, with free cash flow of $93.2 million. At June 30, 2015, Days Sales Outstanding (DSOs) improved to 64 days compared to the prior quarter, as a result of improved collections.

In April 2015, MAXIMUS borrowed $225 million from its available credit to complete the acquisition of Acentia. At June 30, 2015, the balance on the credit facility was approximately $166 million.

On May 29, 2015, MAXIMUS paid a quarterly cash dividend of $0.045 per share. On July 6, 2015, the Company announced a $0.045 per share cash dividend, payable on August 31, 2015 to shareholders of
record on August 14, 2015.

Outlook

MAXIMUS is updating its forecasted fiscal year 2015 revenue guidance and now expects revenue to range between $2.10 billion and $2.14 billion. The Company continues to expect its fiscal year 2015
GAAP diluted earnings per share to range between $2.33 and $2.40. The increase to the Company’s fiscal 2015 revenue guidance is a result of new work from an existing client and expansion of existing
contracts in the Health Segment, which will be offset by the start-up of a new contract in the United Kingdom.

The Company is also maintaining its preliminary guidance for fiscal year 2016. As stated last quarter, MAXIMUS is forecasting revenue in the range of $2.4 billion to $2.5 billion for fiscal 2016 and estimates
that GAAP diluted earnings per share will range from $2.85 to $3.05. The Company will provide formal guidance for fiscal 2016 in November.



Website Presentation, Conference Call and Webcast Information

MAXIMUS will host a conference call this morning, August 6, 2015, 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
http://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 August 20, 2015 by calling:

877.660.6853 (Domestic)/+1.201.612.7415 (International)
Replay conference ID number: 13614953

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 16,000 employees worldwide, MAXIMUS is a proud partner to government agencies in
the United States, Australia, Canada, New Zealand, Saudi Arabia and the United Kingdom. For more information, visit www.maximus.com.

Non-GAAP Measures

This release refers to non-GAAP financial measures, including adjusted diluted earnings per share, free cash flow, constant currency and days sales outstanding.

We have provided a reconciliation to adjusted diluted earnings per share. We believe that this measure is a useful basis for assessing the Company’s performance excluding the effect of acquisition expenses.

We have provided a reconciliation of free cash flow to cash provided by operating activities. We believe that free cash flow is a useful basis for investors to compare our performance across periods or against
our competitors. Free cash flow shows the effects of the Company’s operations and routine capital expenditure and excludes the cash flow effects of acquisitions, share repurchases, dividend payments and
other financing transactions.

To provide constant currency information, we calculate fiscal year 2015 revenue for all international businesses using the exchange rates used in the comparative period in fiscal year 2014. We believe
constant currency provides a useful basis for assessing the performance of the business excluding the unpredictable effects of foreign exchange fluctuations.

Days sales outstanding, or DSO, is a measure of how efficiently we manage the billing and collection of our receivable balances. We calculate DSO by dividing billed and unbilled receivable balances at the
end of each quarter by revenue per day for the period. Revenue per day for a quarter is determined by dividing total revenue by 91 days.



The presentation of these non-GAAP numbers is not meant to be considered in isolation, nor as alternatives to cash flows from operating activities, 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 uncertainties could cause the Company’s
actual results to differ materially from those indicated by such forward-looking statements and include reliance on government clients; risks associated with government contracting; risks involved in
managing government projects; legislative changes and political developments; opposition from government unions; challenges resulting from growth; adverse publicity; and legal, economic, and other risks
detailed in Exhibit 99.1 to the Company’s most recent Annual Report filed with the Securities and Exchange Commission, found on www.maximus.com.



  
MAXIMUS, Inc.

CONSOLIDATED STATEMENTS OF OPERATIONS
(Amounts in thousands, except per share data)

(Unaudited)
 

Three Months
Ended June 30,

Nine Months
Ended June 30,

2015  2014 2015  2014
Revenue $ 572,301 $ 419,899 $ 1,521,138 $ 1,265,506
Cost of revenue 428,503 307,296 1,133,728 926,315

Gross profit 143,798 112,603 387,410 339,191
Selling, general and administrative expenses 66,997 55,838 178,350 160,727
Amortization of intangible assets 3,275 1,542 6,182 4,365
Acquisition-related expenses 2,459 — 4,573 —
Legal and settlement expenses — — — 600

Operating income 71,067 55,223 198,305 173,499
Interest and other income/(expense), net (681) 495 439 1,304

Income before income taxes 70,386 55,718 198,744 174,803
Provision for income taxes 28,127 21,290 75,108 65,559

Net income 42,259 34,428 123,636 109,244
Income attributable to noncontrolling interests (593) (290) (1,302) (40)

Net income attributable to MAXIMUS $ 41,666 $ 34,138 122,334 $ 109,204
 

Basic earnings per share attributable to MAXIMUS $ 0.63 $ 0.50 $ 1.86 $ 1.61
 

Diluted earnings per share attributable to MAXIMUS $ 0.62 $ 0.49 $ 1.83 $ 1.57
 

Dividends paid per share $ 0.045 $ 0.045 $ 0.135 $ 0.135
 

Weighted average shares outstanding:
Basic 65,901 67,659 65,900 67,982
Diluted 67,098 69,031 67,003 69,369



  
MAXIMUS, Inc.

CONSOLIDATED BALANCE SHEETS
(Amounts in thousands)

 
June 30,

2015
September 30,

2014
(unaudited)

ASSETS
Current assets:

Cash and cash equivalents $ 81,877 $ 158,112
Accounts receivable — billed and billable, net of reserves of $4,331 and $3,138 377,729 263,011
Accounts receivable — unbilled 27,578 26,556
Deferred income taxes 31,567 28,108
Prepaid expenses and other current assets 64,336 56,673

Total current assets 583,087 532,460
 

Property and equipment, net 118,169 80,246
Capitalized software, net 34,787 39,734
Goodwill 379,895 170,626
Intangible assets, net 106,621 39,239
Deferred contract costs, net 19,715 12,046
Deferred compensation plan assets 20,904 17,126
Other assets, net 12,467 9,519

Total assets $ 1,275,645 $ 900,996
 

LIABILITIES AND SHAREHOLDERS’ EQUITY
Current liabilities:

Accounts payable and accrued liabilities $ 164,486 $ 103,181
Accrued compensation and benefits 88,413 94,137
Deferred revenue 63,586 55,878
Income taxes payable 38,640 4,693
Other liabilities 10,843 7,432

Total current liabilities 365,968 265,321
Deferred revenue, less current portion 56,734 32,257
Deferred income taxes 16,543 21,383
Long-term debt 166,844 1,060
Deferred compensation plan liabilities, less current portion 20,906 18,768
Other liabilities 8,252 6,022

Total liabilities 635,247 344,811
 

Shareholders’ equity:
Common stock, no par value 442,135 429,857
Accumulated other comprehensive income/(loss) (12,487) 230
Retained earnings 208,404 125,875

Total MAXIMUS shareholders’ equity 638,052 555,962
Noncontrolling interests 2,346 223

Total equity 640,398 556,185
Total liabilities and equity $ 1,275,645 $ 900,996



  
MAXIMUS, Inc.

CONSOLIDATED STATEMENTS OF CASH FLOWS
(Amounts in thousands) (Unaudited)

 
Three Months

Ended June 30,
Nine Months

Ended June 30,
2015  2014 2015  2014

Cash flows from operating activities:
Net income $ 42,259 $ 34,428 $ 123,636 $ 109,244
Adjustments to reconcile net income to net cash provided by operating activities:

Depreciation and amortization of property, equipment and capitalized software 13,911 10,996 37,617 31,932
Amortization of intangible assets 3,275 1,542 6,182 4,365
Deferred income taxes 1,213 810 (8,921) (577)
Non-cash equity based compensation 4,349 4,248 12,785 12,809

 
Change in assets and liabilities:

Accounts receivable — billed (547) 36,154 (81,430) (1,362)
Accounts receivable — unbilled 4,520 3,330 2,209 3,280
Prepaid expenses and other current assets 2,547 (3,882) (3,496) (1,343)
Deferred contract costs (285) (1,423) (7,390) 556
Accounts payable and accrued liabilities 17,790 (9,313) 45,064 (5,686)
Accrued compensation and benefits 7,717 9,960 (4,546) 2,510
Deferred revenue 10,566 6,299 32,424 88
Income taxes 17,893 (3,991) 37,476 6,162
Other assets and liabilities (6,294) (468) (10,630) 3,172

Cash provided by operating activities 118,914 88,690 180,980 165,150
 

Cash flows from investing activities:
Purchases of property and equipment (24,017) (8,873) (68,243) (18,389)
Capitalized software costs (1,677) (1,860) (4,924) (9,177)
Acquisition of business (289,612) — (289,612) (2,670)
Proceeds from note receivable 124 196 406 350

Cash used in investing activities (315,182) (10,537) (362,373) (29,886)
 

Cash flows from financing activities:
Cash dividends paid (3,036) (3,043) (8,966) (9,181)
Repurchases of common stock — (24,658) (32,616) (59,354)
Tax withholding related to RSU vesting and option exercises — (1,776) (12,451) (14,681)
Stock option exercises 521 627 521 1,145
Expansion of credit facility — — (1,444) —
Borrowings under credit facility 255,993 — 255,993 15,000
Repayment of credit facility and other long-term debt (90,038) (40) (90,112) (15,122)
Tax benefit/(provision) due to option exercises and RSU vesting (1,208) — (1,208) 2,925

Cash used in financing activities 162,232 (28,890) 109,717 (79,268)
 

Effect of exchange rate changes on cash and cash equivalents 1,378 2,356 (4,559) 1,329
 

Net increase/(decrease) in cash and cash equivalents (32,658) 51,619 (76,235) 57,325
 

Cash and cash equivalents, beginning of period 114,535 131,323 158,112 125,617
 

Cash and cash equivalents, end of period $ 81,877 $ 182,942 $ 81,877 $ 182,942



  
MAXIMUS, Inc.

SEGMENT INFORMATION
(Amounts in thousands)

(Unaudited)
 

Three Months Ended June 30, Nine Months Ended June 30,
 2015  % (1)  2014  % (1) 2015  % (1)  2014  % (1)

 
Revenue:

Health Services $ 439,560 100% $ 305,253 100% $ 1,161,242 100% $ 927,435 100%
Human Services 132,741 100% 114,646 100% 359,896 100% 338,071 100%

Total 572,301 100% 419,899 100% 1,521,138 100% 1,265,506 100%
 

Gross Profit:
Health Services 104,593 23.8% 79,532 26.1% 281,895 24.3% 240,906 26.0%
Human Services 39,205 29.5% 33,071 28.8% 105,515 29.3% 98,285 29.1%

Total 143,798 25.1% 112,603 26.8% 387,410 25.5% 339,191 26.8%
 

Selling, general, and administrative expense:
Health Services 44,587 10.1% 36,333 11.9% 119,618 10.3% 105,641 11.4%
Human Services 22,402 16.9% 19,470 17.0% 58,624 16.3% 55,072 16.3%
Other 8 NM 35 NM 108 NM 14 NM

Total 66,997 11.7% 55,838 13.3% 178,350 11.7% 160,727 12.7%
 

Operating income:
Health Services 60,006 13.7% 43,199 14.2% 162,277 14.0% 135,265 14.6%
Human Services 16,803 12.7% 13,601 11.9% 46,891 13.0% 43,213 12.8%
Amortization of intangible assets (3,275) NM (1,542) NM (6,182) NM (4,365) NM
Acquisition-related expenses(2) (2,459) NM — NM (4,573) NM — NM
Legal and settlement expenses(3) — NM — NM — NM (600) NM
Other (8) NM (35) NM (108) NM (14) NM

Total $ 71,067 12.4% $ 55,223 13.2% $ 198,305 13.0% $ 173,499 13.7%

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

 
(2) Acquisition-related expenses are costs directly incurred from the purchases of Acentia and Remploy, including legal, accounting and valuation services and severance costs.

 
(3) Legal and settlement expenses consist of costs related to significant legal settlements and non-routine legal matters, including future probable legal costs expected to be incurred in connection with those

matters. Legal expenses incurred in the ordinary course of business are included in their respective operating segments.



   
MAXIMUS, Inc.

ADJUSTED DILUTED EARNINGS PER SHARE
(Unaudited)

 

Quarter Ended

Nine
Months
Ended

Dec. 31,
2014   Mar. 31,

2015   Jun. 30,
2015

Jun. 30,
2015

Diluted EPS-GAAP basis $ 0.63 $ 0.58 $ 0.62 $ 1.83
Acquisition-related expenses  –  0.02  0.02  0.04
Adjusted Diluted EPS $ 0.63 $ 0.60 $ 0.64 $ 1.87

  
MAXIMUS, Inc.

FREE CASH FLOW
(Amounts in thousands)

(Unaudited)
 

Three Months
Ended June 30,

Nine Months
Ended June 30,

2015  2014 2015  2014
Cash provided by operating activities $ 118,914 $ 88,690 $ 180,980 $ 165,150
Purchases of property and equipment (24,017) (8,873) (68,243) (18,389)
Capitalized software costs (1,677) (1,860) (4,924) (9,177)
Free cash flow $ 93,220 $ 77,957 $ 107,813 $ 137,584

CONTACT:
MAXIMUS
Lisa Miles, 703-251-8637
lisamiles@maximus.com



Exhibit 99.2

Operator: Greetings and welcome to the MAXIMUS Fiscal 2015 Third Quarter Conference Call. At this time, all participants are in a listen-only mode. A brief question-and-answer session will follow the
formal presentation. [Operator Instructions] As a reminder, this conference is being recorded.

It is now my pleasure to introduce your host, Lisa Miles, Senior Vice President of Investor Relations for MAXIMUS. Thank you, Ms. Miles. Please go ahead.

............................................................................................................................................................................................................................................................................................................................

Lisa Miles
SVP-Investor Relations & Corporate Communications

Good morning. Thank you for joining us on today's conference call. I would like to point out that we've posted a presentation on our website under the Investor Relations page to assist you in following along
with today's call. With me today is Chief Executive Officer, Rich Montoni; President, Bruce Caswell; and Chief Financial Officer, Rick Nadeau.

Before we begin, 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, and 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 summary of these risks in our most recent 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.

Today's 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. For a reconciliation of non-GAAP measures presented in this
document, please see the company's most recent quarterly earnings press release.

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

............................................................................................................................................................................................................................................................................................................................

Richard J. Nadeau
Chief Financial Officer & Treasurer

Thanks, Lisa. This morning, MAXIMUS reported third quarter revenue of $572.3 million, a 36% increase compared to the same period last year. This increase was driven by organic and acquired growth in
both of our segments. Approximately 20% of the top line growth was organic growth with the remainder attributable to the acquisitions of Acentia and Remploy, both of which closed in early April.

Revenue in the period was unfavorably impacted by currency exchange rates of approximately $20 million or $0.02 of diluted earnings per share. On a constant currency basis, revenue would have grown
41%.

For the third quarter of fiscal 2015, operating income totaled $71.1 million which was an operating margin of 12.4%. This compares to operating income of $55.2 million, which was a 13.2% operating
margin reported for the same period last year.

In the third quarter, our effective tax rate was 40% due to a greater mix of income from our U.S. operations. This was offset by projects outside the U.S. in start-up phase. We now estimate an effective tax rate
for fiscal 2015 of approximately 38% to 38.5%.

For the third quarter, net income attributable to MAXIMUS totaled $41.7 million or $0.62 per diluted share, which included approximately $0.02 of acquisition-related expenses. Excluding the $0.02 of
acquisition expenses, adjusted diluted earnings per share were $0.64.



I will now speak to our results by segment starting with Health Services. For the third quarter of fiscal 2015, the Health Services Segment delivered another strong quarter of financial results. Through a
combination of organic and acquired growth, Health Segment revenue grew 44% in the quarter compared to the prior year period. The majority of growth in the quarter was organic with approximately 27%
coming from new work and the expansion of existing contracts. Revenue growth in this segment was unfavorably impacted by currency headwinds. On a constant currency basis, revenue would have
increased 47%.

Health Services Segment operating income in the third quarter of fiscal 2015 increased to $60.0 million compared to $43.2 million for the same period last year. For the third quarter of fiscal 2015, the Health
Segment delivered   an operating margin of 13.7%. And, as expected, operating margin was lower than the same period last year due to the anticipated volume decline in our U.S. appeals business, a larger
share of lower-margin cost reimbursable contracts and new contracts in start-up phase.

The Health Services Segment had some recent positive developments. We recently picked up some scope expansion on a couple of existing domestic health contracts but we expect margin levels to be lower
initially. In addition, we were also awarded a new subcontract in our U.S. federal business for an existing client under a relatively new program. Under the contractual terms, we cannot provide any additional
details, but we can tell you that we have already started work on this health-related contract.

Revenue will materialize from these contracts in the fourth quarter and it is the principal reason for the increase to revenue guidance. This additional revenue will be offset by start-up challenges that we are
experiencing with the Health Assessment Advisory Service contract in the UK. In March, we took over the contract from the prior provider. And at the time of takeover, it was a very troubled program. Many
things are going well with the contract and we remain confident that we can bring about positive change to the program over time.

Since our last earnings call, the recruiting and retaining of healthcare professionals has proved to be tougher than we had anticipated. As a result, we are experiencing volume and, to a lesser extent, quality
variances from our plan. This means lower revenue and profit contributions from the contract at this time. The project is still expected to be profitable for both fiscal 2015 and fiscal 2016.

As Rich will talk about, we have already implemented many initiatives to drive recruitment and increase new applicant retention. It is important to note that the Health Assessment Advisory Service is one of
several new programs in startup. We operate a portfolio of contracts that are in various stages of maturity. As a result, at any given time, our more matured contracts offset our newer programs.

Let's turn our attention to financial results for Human Services. Once again, the Human Services Segment felt the greatest impact from adverse currency exchange rates. For the third quarter of fiscal 2015,
revenue for the Human Services Segment grew 16% to $132.7 million, compared to the same period last year.

On a constant currency basis, the segment's revenue would have increased 26%. The revenue increase in the quarter was driven by the Remploy acquisition and organic growth in our international welfare-to-
work operations. This was offset by the detrimental currency impact. Third quarter operating income for the Human Services Segment totaled $16.8 million and operating margin was strong at 12.7%.

As previously announced, we were recently awarded the new jobactive contract in Australia. In the latter part of the third quarter, we did experience a slight tempering from the wind-down of the old
jobservices Australia contract as we cut over to the new contract on July 1. We felt the transition impact a little bit sooner than expected, but our overall view remains unchanged.



We still expect a start-up impact of approximately $0.06 to $0.09 of diluted earnings per share for fiscal 2015 with the largest impact in Q4. The contract is still expected to turn profitable by the end of the
first quarter of fiscal 2016. Rich will talk about the new program launch in more detail, but we are very pleased with how the transition to the new contract is going.

Moving on to cash flows and balance sheet items. For the third quarter of fiscal 2015, cash provided from operating activities totaled approximately $119 million, driven by solid net income and collections. As
a result, free cash flow in the quarter totaled $93.2 million. A reconciliation to free cash flow can be found in the financial tables in today's press release.

As expected, DSOs improved to 64 days. As we mentioned last quarter, the new UK contracts were the primary reason behind the higher DSOs as of March 31. But as expected, we have experienced normal
collections on these contracts during the third quarter. In April, we completed the acquisitions of Acentia and Remploy so you have seen an increase in the amortization of intangibles. For Acentia, the
intangible assets are approximately $70 million with amortization straight lined over 14 years or $5 million a year. For Remploy, the intangible assets are approximately $4.8 million to be amortized every two
years or $600,000 per quarter through March of 2017.

MAXIMUS borrowed $225 million to complete the acquisition of Acentia, and during the quarter, we paid down some of that debt so that at June 30, the balance on the credit facility was approximately $166
million. At June 30, 2015, cash and cash equivalents totaled $81.9 million, of which approximately 80% is held outside of the United States.

Our capital allocation plans remain unchanged. We continue to focus on sensible uses of cash for the long-term growth of the business. As I mentioned on our last earnings call, we have continued to make
further investments in infrastructure and people in support of our multiyear strategic objectives of the company. In addition, other priority uses of cash continue to be selective M&A, our quarterly cash
dividend, and our opportunistic share buyback program.

And lastly, guidance. As noted in this morning's press release, we are updating our fiscal 2015 revenue guidance, and we now expect revenue to range between $2.10 billion and $2.14 billion. This is driven by
the expansion on existing contracts and some new work in our U.S. federal business which will be offset by the weakness in our UK start-up. As a result, we continue to expect fiscal 2015 diluted earnings per
share in the range of $2.33 to $2.40.

We are also maintaining our cash flow guidance for fiscal 2015. We still expect cash provided from operating activities to be in the range of $165 million to $190 million. With year-to-date cash from operating
activities of approximately $180 million, we do expect a bias towards the upper end of that range. In addition, the technology and infrastructure investments will cause our free cash flow to be towards the
lower end of our targeted range of $100 million to $125 million for fiscal 2015.

We are presently in the middle of our annual planning process for fiscal 2016. We have been making investments in IT infrastructure and modernization to ensure that we maintain our competitive position and
have the required scale and flexibility to continue to grow for years to come. To-date, some of this spend has been CapEx, but further investments in people and other resources to support these initiatives will
be needed.

It is important to remember that we manage an entire portfolio of contracts and in any given year, we naturally expect to experience some headwinds and some tailwinds. There are obviously a number of
variables that can always affect our financial results.

To sum it all up, we are maintaining our fiscal 2016 preliminary guidance. As we stated last quarter, on a preliminary basis, we expect revenue for fiscal 2016 to range between $2.4 billion and $2.5 billion,
and diluted earnings per share to range between $2.85 and $3.05.



As I stated earlier, we are currently in the middle of our annual planning process. And as always, we will provide formal guidance in November.

Thanks for joining us this morning. And now, I'll turn the call over to Rich.

..............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Thank you, Rick, and good morning everyone. With another great quarter of growth behind us, I'll take the opportunity today to provide an update on some of our longer-term objectives including new
programs in start- up, our more recent acquisitions and some additional color on our internal investments.

As we've discussed in the past, we operate a portfolio of contracts, many of which are tied to operating long-term programs with clearly-defined program life cycles. Oftentimes, profitability may be lower in
the early days, and then improve as the programs mature.

As part of our established risk management strategy, we place a tremendous amount of focus on closely managing our start-ups. This includes identifying and fixing issues early on because well-executed
start-ups turn into mature profitable contracts.

Today, I'd like to give an update on three of these start-ups: the Health Assessment Advisory Service and the Fit for Work contracts in the United Kingdom, and the jobactive contract in Australia. As Rick
mentioned, the UK Health Assessment Advisory Services contract is facing some start-up challenges. This is the contract where MAXIMUS is conducting assessments for individuals seeking certain disability
benefits according to the rules set out by parliament. The program faced significant obstacles prior to MAXIMUS taking over the contract in March of this year. All along, we've recognized that it would take
some time to bring meaningful improvements to the program. With five months of operations now under our belt, we have a keen understanding of the additional improvements we need to bring to bear, and
we have several initiatives that are well under way.

Our performance under this program is tied to quality, timeliness and the number of assessments completed. So, as with any new program, we are focused on hitting the required performance metrics. We
believe that our efforts to drive recruitment and improve retention are gaining traction and are the right course of action.

This includes, but is not limited to, an aggressive recruitment campaign that is well under way. We believe this should drive a significant uplift in qualified applicants. We are working diligently to ensure the
longer-term success of this program, and we still believe that we can bring out the right changes to improve the overall service to customers.

Our second start-up in the UK is the Fit for Work contract. This is a support service to help working people who face long-term absence due to illness return to their jobs more quickly. You may recall that we
launched Phase 1 of the contract last December. We recently launched Phase 2, which is the nationwide rollout of the service.

Moving on to Australia, as Rick noted, the jobactive contract successfully launched on July 1. This was a key rebid for MAXIMUS. As a reminder, we gained the net pickup in expected volumes which
increased our overall market share of caseload allocations. Under the same contract, we also increased our footprint for the Work for the Dole program where we arrange activities with community-based and
not-for-profit organizations.

Our Australian team has worked tirelessly under a very compressed timeframe and an early contract transition. They've done this to ensure that we are ready to go when the door is opened on July 1. We've
introduced new technologies and applications to improve connectivity between job seekers and employers. Our world class operations will enable more job seekers to find and maintain meaningful
employment. Congratulations to the team on a job well done.



Let me now take a moment to provide an update on our two recent acquisitions from April, that being Acentia and Remploy. We are pleased to report that integration efforts are going well. Both acquisitions
are complementary to our long-term growth strategy. With Acentia, we now hold positions on several additional federal contract vehicles and have access to more federal health and civilian agencies. Already,
we are seeing many new prospects that combine BPO and IT that we believe will be in a formal procurement process over the next several years. Our business development team is finalizing our integrated go-
to-market plan that strengthens our sales resources, enhances our offerings, and identifies new areas of future opportunities.

With Remploy, now being part of our team, we are increasing our global presence as a leading provider of disability employment services and enhancing our business development efforts for emerging
opportunities. Our mergers and acquisitions program is one component of our long-term growth strategy. We continue to look for strategic acquisitions that will complement our core, add value and are
accretive. But, as you know, we're selective in our process and have a methodical approach that we've found to be successful.

We are also deep in the heart of planning for the Affordable Care Act's third open enrollment period, which starts on November 1. And while June's U.S. Supreme Court's decision essentially maintains the
status quo, some states are still considering using waivers as a way to increase their autonomy over time. MAXIMUS offers states a deep understanding of the new potential policies within the context of these
waivers. We also offer states the additional benefit of greater flexibility in how the exchange functions are integrated with current public health insurance programs. Over the long run, we still see opportunities
for growth as states continue to shift and expand their health services programs and seek ways to operate their current programs more effectively.

As Rick mentioned, we believe there are necessary technology investments to ensure that we are best positioned for continued growth over the long run. We operate in a competitive environment, and we must
keep our technology capability sharp to maintain our position as a trusted and preferred partner to governments worldwide.

At the end of 2014, we brought in a new Chief Information Officer to execute the company's broader global technology strategy. Recently, we completed a tops-down review of our global infrastructure and
we believe that now is the time to make necessary investments in three areas to best position MAXIMUS for years to come.

The first area is network infrastructure. Our plans include making investments in the scalability and resiliency of our infrastructure to introduce additional efficiencies in our operations and ultimately drive
financial performance. Without wading into what we consider competitive advantages, I can share that we are examining technology areas such as production systems, data centers, enterprise telephony and
networks.

The second area is security. We must have the capabilities to support the increasing security and integrity requirements of our clients. We've all read about the cyber attacks on well-known retailers, service
providers and government agencies that resulted in data breaches affecting millions of people.

As governments consider a shift away from paper-based programs, agencies are increasingly relying on electronic communications, benefits and administrative transactions for the public programs. Therefore,
we need to have the appropriate measures to safeguard the information of the citizens we serve. Every day, we touch the personal data for millions of participants in public programs. They are trusting us to
make sure their information is handled appropriately. So, we want to reinforce our security infrastructure, processes and procedures to make sure that they are best-in-class.



And the third area is digital platforms. During this age of digital transformation, people use mobile technology for everyday activities, from conducting banking transactions to managing their health. We see
this trend moving to government programs too. People are also starting to expect access to government programs and services through digital platforms.

One of our core areas of expertise is our ability to connect with participants of public programs. For several years, we've been expanding our outreach efforts to include digital platforms. We operate several
social media sites on behalf of our government programs, and we've launched a number of mobile applications to help participants navigate public programs. We also see great value in further developing our
analytics capabilities, where we can embed leading edge analytical tools into our BPO solutions to drive productivity and transform the customer experience. Today, we see the opportunity to lead and further
differentiate ourselves through the advanced development of our digital solutions that dovetail with our core business process management services.

Let's move on to new awards and the pipeline. At June 30, our year-to-date signed contract awards remained strong at a record $2.9 billion. We also had an additional $256 million in new awarded unsigned
contracts at June 30.

Our sales pipeline was $2.8 billion at June 30 and includes opportunities from our new acquisitions. As a reminder, our reported pipeline only reflects short-term opportunities where we believe the request for
proposals will be released within the next six months. Our new acquisitions bring along a much broader pipeline that lays out opportunities over the next three to five years. This is not captured in the six-
month outlook that our reported pipeline provides. Overall, both our short-term and longer-term pipeline of sales opportunities holds a broad mix of rebids and new work, representing multiple geographies in
both segments.

In summary, we remain optimistic about the macro trends that should continue to fuel our future growth, and the long-term demand for our services remained strong. As we have in the past, we will provide
you with our formal guidance for fiscal 2016 on our November earnings call. We continue to see growth opportunities that span multiple business areas and geographies.

The acquisition of Acentia and the addition of Remploy have strengthened our position for future opportunities in key markets. We are proud of our team's efforts for launching new contracts and advancing
solutions to keep our startups on track. And we remain squarely committed to generating long-term shareholder value as we continue to grow the business.

And with that, let's open it up for questions. Operator?

Operator: Thank you. We will now be conducting a question-and-answer session. Please limit yourself to one question and one follow-up question. If you wish to ask additional questions, you may re-enter
the queue. [Operator Instructions] And our first question comes from the line of Charlie Strauzer with CJS Securities. Please go ahead with your questions

..............................................................................................................................................................................................................................................................................................................................

Charles Strauzer
CJS Securities, Inc.

Hi. Good morning

............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Good morning, Charlie

............................................................................................................................................................................................................................................................................................................................



Charles Strauzer
CJS Securities, Inc.

A quick question on the guidance range for the remainder of this year, the $2.33 to $2.40. I think previously, you had said that that was going to be coming in towards the high end of that range. I didn't see that
in today's release or in the comments, but just hoping you can explain a little bit more on that, and maybe just related to tax or FX or both or that kind of thing

............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

I'm glad to share our thinking with you. And Rick Nadeau, our CFO, is pleased to handle that, Charlie

..............................................................................................................................................................................................................................................................................................................................

Richard J. Nadeau
Chief Financial Officer & Treasurer

Yeah. Thanks, Charlie. Charlie, we did guide to the gap. We did show in the press release the amount of the M&A charge that is included in $0.02 this quarter and $0.04 overall. And I really think I should
point you to the currency. Currency cost is about $0.02 this quarter. And if people look at what's happened in the currency exchange rates in July, they have continued to be very unfavorable toward
MAXIMUS. In other words, the U.S. dollar strengthening as compared to the Australian dollar and the Canadian dollar.

You always know that start-up programs are difficult to predict, the pace at which they're going to really move to maturity. I want to make it clear. I think the upper end of the range is still our goal and it is still
possible. But there are many factors that we need to consider, and some of those factors such as currency are really, frankly, out of our control

............................................................................................................................................................................................................................................................................................................................

Charles Strauzer
CJS Securities, Inc.

Is some of that also related to the higher tax rate from the higher mix from U.S. work too?

..............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Yes. Yes

...............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Any follow up, Charlie?

..............................................................................................................................................................................................................................................................................................................................

Lisa Miles
SVP-Investor Relations & Corporate Communications

Next question, please?

............................................................................................................................................................................................................................................................................................................................

Operator: Our next question comes from the line of Brian Kinstlinger with Maxim Group. Please go ahead with your questions

............................................................................................................................................................................................................................................................................................................................

Brian D. Kinstlinger
Maxim Group LLC

Great. Thanks so much. Good morning

............................................................................................................................................................................................................................................................................................................................



Richard A. Montoni
Chief Executive Officer & Director

Good morning, Brian

..........................................................................................................................................................................................................................................................................................................................

Brian D. Kinstlinger
Maxim Group LLC

I'm curious why you think you're having trouble recruiting on the HAAS contract? Does it have anything to do with the contract's reputation from the previous vendor? And if not, what do you think the issue is
as you see it and/or the plan to fix that issue?

............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Brian, I think the challenges on recruiting health care professionals, and we recruit two types of health care professionals, one happens to be doctors and the other one's nurses and this is across the United
Kingdom. So, finding the right number of those health care professionals, as we know here in the U.S., there's not a surplus of such professionals in our economy. The same condition exists in the United
Kingdom.

So, we are looking for individuals, the majority of which are gainfully employed, so recruiting them is tougher than some other types of professionals. And the geographic factors also play into it. As it relates
to the nature of the program and the work that we do, I think there are individuals that are actually passionate about it and care about it very, very much, and I think we've managed the program such that it is
attractive to many, many individuals. So, I think it's really just a matter of supply and demand, not so much the nature of the program itself.

............................................................................................................................................................................................................................................................................................................................

Brian D. Kinstlinger
Maxim Group LLC

Okay. And then the follow up, I guess, then is if it's supply and demand, how long do you expect it might take to get this contract's revenue, profitability and head count to the path that you originally thought?

............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

That's a good question. Our original thought was that all of fiscal 2015 would be a ramp period. We took this over in the spring. In all of fiscal 2015 and throughout a good portion of 2016, our original plan
this would be in ramp mode. So, our plan was that this would stabilize in fiscal 2016 and that's still our plan. So, we're a bit behind where we wanted to be. But we have actions in place such that we think we
can stay on course and get this stabilized in fiscal 2016.

............................................................................................................................................................................................................................................................................................................................

Lisa Miles
SVP-Investor Relations & Corporate Communications

Thanks, Brian. Next question, please?

..........................................................................................................................................................................................................................................................................................................................

Operator: Thank you. Our next question comes from the line of Stephen Lynch with Wells Fargo. Please go ahead with your question.

...........................................................................................................................................................................................................................................................................................................................

Stephen B. Lynch

Wells Fargo Securities LLC

Hey, guys. Thanks for taking my question and congratulations on a good quarter. I guess, Human Services revenue was strong despite what sounds like was a stiff currency headwind and maybe also some
earlier-than- expected interruption in the jobactive contract. Can you just talk a little bit about what drove the strength in that segment?

............................................................................................................................................................................................................................................................................................................................



Richard A. Montoni
Chief Executive Officer & Director

Glad to do that, Steve. Thanks for the question. Rick, can you share this?

............................................................................................................................................................................................................................................................................................................................

Richard J. Nadeau
Chief Financial Officer & Treasurer

Yes. I think, a good portion of that also is the acquisition of Remploy that we had in there, Steve. And that acquisition occurred in the early part of April, so we got a whole quarter of revenue from that. We
also had good stable operations in all of our areas. Yes, Australia, you are right. We got a little more start-up impact than we expected earlier on in that contract. But the rest of the operations were good. The
Work program in the UK had a good performance during that particular period.

..............................................................................................................................................................................................................................................................................................................................

Stephen B. Lynch
Wells Fargo Securities LLC

Okay. And then just as a quick follow-up to that, given the previous indication that Remploy would contribute or should contribute $30 million to $35 million of revenue in fiscal 2015, should we look at this
quarter and the strength there and then expect revenue contribution to be lower in fiscal fourth quarter or maybe there's some seasonality there that we need to understand?

..............................................................................................................................................................................................................................................................................................................................

Richard J. Nadeau
Chief Financial Officer & Treasurer

No. I don't think their business is seasonal in nature. I think that what we said previously continues to be our belief I think that that's going to be an entity that should generate revenue over the first 12 months
that we own it of approximately $70 million.

..............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Yeah, I think -

..............................................................................................................................................................................................................................................................................................................................

Richard J. Nadeau
Chief Financial Officer & Treasurer

Of course, currency's going to impact that as I point out.

..............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

And currency is always a factor, Steve, and I mirror what Rick says in that Remploy is strong out of the gate and we expect that momentum will continue.

..............................................................................................................................................................................................................................................................................................................................

Lisa Miles
SVP-Investor Relations & Corporate Communications

Thanks, Steve. And next question, please.

..............................................................................................................................................................................................................................................................................................................................

Operator: Our next question comes from the line of Allen Klee with Sidoti. Please proceed with your question.

...............................................................................................................................................................................................................................................................................................................................



Allen Klee
Sidoti & Co. LLC

Yes. Hi. Given your comments on the tax rate being impacted by the more international business and the startup of the domestic business, is there any way to think about it that can have an impact on our fiscal
2016 assumptions?

..............................................................................................................................................................................................................................................................................................................................

Richard J. Nadeau
Chief Financial Officer & Treasurer

Yeah. Let me be clear. I guess what I intend to say is that the biggest factor driving our effective tax rate is the mix of income between international income and U.S. income. U.S. income has higher tax rates.
We are the highest tax rate jurisdiction in our portfolio here in the United States.

So, when we have more income in the U.S. and less income in the United Kingdom, which has a 20% tax rate as compared to our tax rate which including state rates approaches 40%, that's what really drives
our effective tax rates. So, as we stabilize and move that UK startup program to better profitability, our effective income tax rate should come back down.

...............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Which would be a factor of many in fiscal 2016 planning.

..............................................................................................................................................................................................................................................................................................................................

Allen Klee
Sidoti & Co. LLC

Okay. Thank you.

..............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

You're welcome.

..............................................................................................................................................................................................................................................................................................................................

Lisa Miles
SVP-Investor Relations & Corporate Communications

Next question, please.

..............................................................................................................................................................................................................................................................................................................................

Operator: Our next question comes from the line of Frank Sparacino with First Analysis. Please go ahead with your questions.

..............................................................................................................................................................................................................................................................................................................................

Frank Sparacino
First Analysis Securities Corp.

Hi, guys. I was hoping just to shift over on the exchange side of things, and I guess two parts of my questions. First is can you just remind me the contract with healthcare.gov in terms of when that lapses or
any noteworthy dates coming up?

And then secondly, just in terms of the sales activities with some of the state-based exchanges, maybe just an update there if you're seeing any notable movement? That's it.

..............................................................................................................................................................................................................................................................................................................................



Richard A. Montoni
Chief Executive Officer & Director

All right. Frank, good morning. I'd like to ask Bruce Caswell, our President in here with us this morning, to talk about those two points. One is the dating of the contract for CCO as well as the state-based
dynamics.

......................................................................................................................................................................................................................................................

Lisa Miles
SVP-Investor Relations & Corporate Communications

Frank, just to clarify, as you know, we have two contracts in support of the federal marketplace. The first contract is a subcontractor where we are supporting the customer contact center. And the second is the
eligibility appeals contract. Can you clarify which one you're asking about?

..............................................................................................................................................................................................................................................................................................................................

Frank Sparacino
First Analysis Securities Corp.

I guess both will be great, Lisa.

..............................................................................................................................................................................................................................................................................................................................

Lisa Miles
SVP-Investor Relations & Corporate Communications

Okay.

..............................................................................................................................................................................................................................................................................................................................

Bruce L. Caswell
President

Okay. So, Frank, let me take a moment and just give you some dynamics on the state exchanges. We're very early, still, in the planning cycle, obviously, for this open enrollment period. And I wanted to just
clarify the open enrollment begins in November, November 1, 2015, and then, continues until January 31, 2016. And we think that based on what we're seeing and the conversations that we're having with our
clients that the ACA-related activities have really largely stabilized into more of a steady-state run rate for us.

Of course, you're going to see normal force fluctuations in-year and out of year as states prioritize a wide range of activities in their programs. To give you a little bit more color on that, the – obviously, the
GAO and others have predicted for many years that the penetration of the sales, if you will, of new Advanced Premium Tax Credit policies will kind of stabilize out into 2017 and 2018. And we've seen, as
we've commented before, more states turning to us to help with some of the Medicaid-related activities on their programs, whether that's new eligibility determinations for expansion populations or renewal
determinations.

And then, subsequently, there are a whole series of new tax forms. We've spoken to this a little bit before. This last open enrollment period there was the 1095-Bs and there'll be even further tax forms this next
period. So, there are a lot of variables in the mix that will affect volumes. And you might see a change in mix related to the type of work that we do. But overall, like I said, I think we are seeing things stabilize
into a more steady state as it relates to our ACA business.

And then coming back to the contracts, the CCO contract where we provide customer contact operations as a subcontractor for the Federally-facilitated Marketplace does continue, but as we've said, we did
wind down an existing facility in Boise, Idaho, and we continue to maintain operations in Brownsville, Texas under that contract. And then the second contracted eligibility appeals that we do for the
Federally-facilitated Marketplace, and that's   a long-term contract. And my recollection is, is that's about an eight-year contract, but we'll confirm that. Lisa will get back to you with confirmation on the exact
date. Does that help?

..............................................................................................................................................................................................................................................................................................................................



Frank Sparacino
First Analysis Securities Corp.

Yes. Thank you, Bruce.

...........................................................................................................................................................................................................................................................................................................................

Bruce L. Caswell
President

Sure.

.........................................................................................................................................................................................................................................................................................................................

Frank Sparacino
First Analysis Securities Corp.

Next question, please.

...........................................................................................................................................................................................................................................................................................................................

Operator: Thank you. [Operator Instructions] Our next question comes from the line of Charles Strauzer with CJS Securities. Please go ahead with your questions.

...........................................................................................................................................................................................................................................................................................................................

Charles Strauzer
CJS Securities, Inc.

Good morning again. As I was going to ask before, the – if you could give us a little bit granularity in the backlog or the pipeline, I should say, on remaining rebids for this year and maybe a snapshot into next
year's rebid activity? Thank you.

...........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

All right, Charlie. Glad to take a look at the rebid situation. As it relates to fiscal 2015 rebids, overall, I think it's been a really solid year. The statistics go like this. Thus far, we've won north of 95% of our
outstanding rebids, which I think is an excellent situation. Year-to-date, of the $1.2 billion that was up for rebid, we've won or   extended six of those contracts, and that's been a total contract value of about
$788 million. And keynote would be the fact that that includes our largest rebid coming into this fiscal year and that was jobactive in Australia and as you know, we won more than our fair share there, and we
lost one very small contract.

At least three contracts opened for bid this year with a total contract value of $357 million, and the lion share of that relates to the Texas Eligibility Support contract. Currently, that one runs through calendar
2015. And we expect the decision on that rebid sometime very soon, Charlie. That amounts to – in our pipeline, that's $324 million of the $357 million.

As it relates to fiscal 2016, early peaks at fiscal 2016, is shaping up to be a much lighter rebid year compared to the $1.2 billion we had up for rebid in fiscal 2015. And as is our policy, we'll give you those
exact details in our November call.

...........................................................................................................................................................................................................................................................................................................................

Charles Strauzer
CJS Securities, Inc.

That's helpful. Thank you very much.

..............................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Okay. Charlie. You're welcome.



Lisa Miles
SVP-Investor Relations & Corporate Communications

Thanks, Charlie. Next question, please.

...........................................................................................................................................................................................................................................................................................................................

Operator: Our next question comes from the line of Brian Kinstlinger with Maxim Group. Please go ahead with your questions.

...........................................................................................................................................................................................................................................................................................................................

Brian D. Kinstlinger
Maxim Group LLC

Great. I'm curious, we heard about three contracts in your start-up costs. What we didn't hear about is the deal we contract with the student loans. Maybe you can just highlight the progression there towards
profitability and how that contract's going.

...........................................................................................................................................................................................................................................................................................................................

Richard J. Nadeau
Chief Financial Officer & Treasurer

This is Rick. That's going as expected. It's moving toward profitability on the schedule that we laid out when we bid the contract and the execution is going well.

...........................................................................................................................................................................................................................................................................................................................

Brian D. Kinstlinger
Maxim Group LLC

Great. And then you mentioned a federal contract which you couldn't give details for and I won't ask for them, but what I'm interested a little bit more in, did that come through the MAXIMUS core business
and business development team or did that come through Acentia?

...........................................................................................................................................................................................................................................................................................................................

Richard J. Nadeau
Chief Financial Officer & Treasurer

That came through the existing MAXIMUS work and that was additional work for an existing client that we had which obviously has, in this particular case, a quick sales cycle.

...........................................................................................................................................................................................................................................................................................................................

Brian D. Kinstlinger
Maxim Group LLC

If I could squeeze one last one.

...........................................................................................................................................................................................................................................................................................................................

Richard J. Nadeau
Chief Financial Officer & Treasurer

Go ahead.

..............................................................................................................................................................................................................................................................................................................................

Brian D. Kinstlinger
Maxim Group LLC

Since the Supreme Court ruling, I'm curious if states are back to kind of methodical, slow transition towards state- based exchanges whereas before, there was discussion on many of them thinking about their
strategy towards transitioning just in case.

...........................................................................................................................................................................................................................................................................................................................



Richard A. Montoni
Chief Executive Officer & Director

We're going to have Bruce Caswell answer that one in detail, but I think clearly, the compelling need for clients to panic and move in a panic mode towards state-based exchanges with the overhang now
passed from the Supreme Court. Clearly, that has now lifted. So, the environment has changed meaningfully. But, Bruce, would you...?

...........................................................................................................................................................................................................................................................................................................................

Bruce L. Caswell
President

I think that, Rich, you're absolutely right. And if anything right now, states are turning their attention to what things will look like in 2017 and beyond. And as we've, I think, spoken about a little bit before, the
Affordable Care Act actually has a provision in it, the 2017 State Innovation Waiver provision. And from a policy perspective, it's Section 1332 of the Act. Under that provision, states can really broadly
design their own state-based public health benefit programs and waive a number of key elements of the Affordable Care Act, such as the establishment of qualified health plans, the Advanced Premium Tax
Credit to subsidize coverage, cost sharing reductions, and so forth. When they do that, the funding that would have otherwise gone to pay for those subsidies in the marketplace becomes available for them
through pool funding and it's delivered in a periodic lump sum to them.

They can't just do this, though, without meeting some of the core provisions of the Affordable Care Act. For example, the proposed coverage that they provide has to be at least as comprehensive as would
have been   provided under the essential health benefits of the act and so forth. So, what we're seeing is a shift in planning and a shift in thinking for states on how they will go about potentially, if you will,
creating an implementation of public health benefit programs in their own exchanges under the waiver provisions, maybe even coupled also with 1115 waivers that are available to them. But that's a longer-
term thing that they're planning for, something that wouldn't happen until 2017. So presently, we'd expect this next year, at least, to be really relatively steady state from what we've seen historically.

...........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Next question, please.

...........................................................................................................................................................................................................................................................................................................................

Operator: Thank you. [Operator Instructions] Our next question comes from the Stephen Lynch with Wells Fargo. Please go ahead with your question.

...........................................................................................................................................................................................................................................................................................................................

Stephen B. Lynch
Wells Fargo Securities LLC

Thanks. Just one question. You guys mentioned that the recent acquisitions could open up broader opportunities over the next three to five years. I'm just curious, is that three- to five-year timeframe based on
when RFPs are expected to be issued or is it primarily a function of the development and integration work that needs to be done in order to compete for these new contracts?

.........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Steve, great question. I believe the three to five years is really to get RFPs on the table as opposed to setting the table for RFPs.

...........................................................................................................................................................................................................................................................................................................................

Lisa Miles
SVP-Investor Relations & Corporate Communications

Thanks, Stephen. Next question, please.

...........................................................................................................................................................................................................................................................................................................................



Operator: Our next question comes from the line of Frank Sparacino with First Analysis. Please go ahead with your questions.

...........................................................................................................................................................................................................................................................................................................................

Frank Sparacino
First Analysis Securities Corp.

Hi, guys. Just one follow-up from me. And I dropped off so I apologize if this has been addressed. But when you look at the UK contract, could you be more specific in terms of the performance? I know
you've outlined three key factors there, number of assessments is obviously I think pretty black and white. But in terms of how they're measuring quality and timeliness, can you just talk to that in more detail?

...........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Sure. Glad to do that, Frank. Well, first off, I'd reiterate that the nature of this contract, it's a hybrid contract by nature. So, fundamentally, I look at it as a cost plus contract. However, there are performance-
based incentives that will create performance billing points or revenue for us. And while there are many of them, it's a complex contract, as you would expect. The number one driver is volume. The number
two driver is quality.

And when you look at volume, the volume is a function of, I think, three main areas. One is recruiting of health care professionals. The second point is the retention of those health care professionals, and the
last one is the productivity. So, as you can appreciate, we are organized, structured and working really hard to drive all of those. And quality as well, we have special teams that are focused on the quality
aspects, and it relates to the timeliness of all of the cases that we manage. There's audit processes that audit the quality of the work that we do. So, we worked hand in glove with our quality team and the client
to drive quality to the minimum expected level. Is that helpful, Frank?

...........................................................................................................................................................................................................................................................................................................................

Frank Sparacino
First Analysis Securities Corp.

It is. Thank you.

...........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

I'm sorry. Bruce Caswell wants to add to that.

...........................................................................................................................................................................................................................................................................................................................

Bruce L. Caswell
President

Yeah. And, Frank, just to give you a little more color on the timeliness, the timeliness really relates more to client service and whether they're being – the clients are being seen in a timely fashion in the
assessment centers, and/or whether folks come and have an appointment that aren't able to be seen or sent home unseen. So, there are minor service levels related to those items but Rich is absolutely correct
that the two major drivers are the assessments completed and the quality of those assessments, timeliness being a very tertiary one. Volume is the number one thing.

...........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Next question, please?

...........................................................................................................................................................................................................................................................................................................................



Operator: Thank you. Our next question comes from the line of Richard Close with Canaccord Genuity. Please go ahead with your question.

...........................................................................................................................................................................................................................................................................................................................

Richard Close
Canaccord Genuity Group, Inc.

Yes. Thanks for taking the questions. Congratulations. I guess my first question would be, where do you see the most opportunity right now if you think about your pipeline and maybe stuff that's brewing
that's not necessarily in your pipeline? Do you see the domestic market or the international market being more fruitful?

...........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

That's always a great question, Richard. I will tell you that the way we try to run the business is to always keep it a horse race between the two. And I think our teams are up for that. When I think about the
growth opportunities, I really do think there are growth opportunities in all of our components. I think here, you'll see a shift in the demand on the health care side. All along, we've said that the Affordable Care
Act has gone a very long way to address the universality of health care and get everybody enrolled in a health care plan. And I think we've managed to grow handsomely based upon that first chapter, whether
it's providing work to health care exchanges themselves, or working with our clients those that chose to advance their Medicaid programs.

We do think, as time goes on, the two next chapters in health care in the U.S. will be the quality and the cost of health care. And you can already see specific initiatives on the table moving in that direction. We
have a number of programs, more pilot in nature. I think the states are still trying to figure out what's going to work best, is it bundling of services or what's going to work with the duals, what's going to work
with the elders. But we have – as you can appreciate that we have a lot of additional work ahead of us in the U.S. healthcare system. So, I think that's really – those are the tailwinds the team is dealing with.

In addition, whether it's Australia or the United Kingdom or other countries, they deal with the same issues. So, we're seeing a lot of attention on disabled populations, employment update, disabled populations
helping them get off welfare and stay off welfare. And we're also still trying to advance our healthcare business in those countries such as Australia where we have a very, very meaningful book of business on
the Human Services side, but I see opportunity to further advance our healthcare business.

...........................................................................................................................................................................................................................................................................................................................

Richard Close
Canaccord Genuity Group, Inc.

And so, that was going to be my next question, Australia and health expansion. Is there anything specific there or is this something that you're trying to germinate?

...........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

Well, I'm going to ask Bruce Caswell who just returned from Australia a short time ago to share his views on that one.

...........................................................................................................................................................................................................................................................................................................................

Bruce L. Caswell
President

Sure. I'd be happy to. I think the government of Australia is very much looking at how other governments around the world are serving various populations including those with disabilities, and they have
major programs that they're outlining that could change the way they handle the assessment process for individuals with disabilities for certain public benefits. And ultimately, even the kind of self-direction, if
you will, kind of the classic idea of money follows the person, the self-direction of funding for individuals with disabilities.



So, it's something we continue to take a look at as we've said a number of occasions. Our assessments business in general continues to grow, and we continue to see demand from our clients to help with what
we would refer to as pre-eligibility assessment determinations in the marketplace.

...........................................................................................................................................................................................................................................................................................................................

Richard Close
Canaccord Genuity Group, Inc.

If I could slip one more in here, just a clarification on the comments with respect to three to five years, and I guess, it was with respect to the M&A, is that implying that something like Acentia is not
necessarily going to contribute much to growth in the coming years or just any clarification there?

...........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

The way we think about Acentia is that we do think it's a growth opportunity. The strategic thinking on the Acentia-MAXIMUS combination was that the existing book of business of Acentia which is
biased towards ITO. And, clearly, you know that it brings to the table not only a positive working relationship with many federal agencies that MAXIMUS [indiscernible] (51:12) has not had a relationship
with, but also contract vehicles necessary.

So, I expect that their core business will do reasonably well. But the real strategic opportunity and really the spark for the type of growth that we are striving to deliver would be the combination of BPO and
ITO and looking for opportunities that combine those two inside those agencies. So, those are not the sort of RFPs that are on the table today and we think it's going to take, as we say, two, three, maybe up to
five years to germinate those up to the   RFP stage.

...........................................................................................................................................................................................................................................................................................................................

Richard Close
Canaccord Genuity Group, Inc.

Okay. Thank you. Congratulations.

...........................................................................................................................................................................................................................................................................................................................

Richard A. Montoni
Chief Executive Officer & Director

All right. Great and thank you very much. I think we're going to wrap it up. But before we do end the call, I'd like to share a couple of final thoughts with you to kind of – to pull it together, at least from my
perspective, how I view our situation today.

And I would say this, that fiscal 2015, we expect will be another solid year and we expect that Q4 will be another solid quarter to bring its component piece together. I would say we're very pleased with the
integration of Acentia and Remploy. They are going well and we're pleased with the longer-term opportunities they seem to be creating.

And I also say you can rest assured, we are tackling the start-up challenges on the UK assessment contracts head on and we're making progress every day in that context. But I'd also say put it in perspective,
we have several other large programs that are in the start-up phase and they are going quite well.



As Bruce mentioned, the Affordable Care Act is shaping up to be a steady state opportunity for that book of business. And lastly, I would say that we are still on the planning cycle for fiscal 2016. And while
we all know there are headwinds and tailwinds always to consider, the most important thing from my perspective is that the macro trends continue to drive increases in the demand for our services and we
remain very excited about the long-term growth prospects here at MAXIMUS.

So, thanks for joining us today. This concludes the call. Thank you.

...........................................................................................................................................................................................................................................................................................................................

Operator: Ladies and gentlemen, this concludes today's teleconference. You may disconnect your lines at this time and thank you for your participation.
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 Forward-looking

Statements & Non-GAAP Information These slides should be read in conjunction with the Company’s most recent quarterly earnings press release, along with listening to or reading a transcript of the comments of Company management from the Company’s most recent quarterly earnings conference call. This document may contain non-GAAP financial information. Management uses this information in its internal analysis of results and believes that this information may be informative to investors in gauging the quality of our financial performance, identifying trends in our results, and providing meaningful period-to-period comparisons. These measures should be used in conjunction with, rather than instead of, their comparable GAAP measures. For a reconciliation of non-GAAP measures to the comparable GAAP measures presented in this document, see the Company’s most recent quarterly earnings press release. Throughout this presentation, numbers may not add due to rounding. A number of statements being made today will be forward-looking in nature. Such statements are only predictions and actual events or results may differ materially as a result of risks we face, including those discussed in our SEC filings. We encourage you to review the summary of these risks in Exhibit 99.1 to our most recent Form 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.



 ($ in millions) Q3 FY15 Q3

FY14 % Change Revenue Health Services $ 439.6 $ 305.3 44% Human Services 132.7 114.6 16% Total $ 572.3 $ 419.9 36% Operating Income Health Services $ 60.0 $ 43.2 39% Human  Services 16.8 13.6 24% Intangibles Amortization (3.3) (1.5) Other (2.5) – Total $ 71.1 $ 55.2 29% Operating Margin % 12.4% 13.2% Net Income attributable to MAXIMUS $ 41.7 $ 34.1 22% Diluted EPS $ 0.62 $ 0.49 27% Adjusted Diluted EPS $ 0.64 $ 0.49 31% Total Company Results – Third Quarter Revenue  increased 36% driven by organic & acquired growth in both Segments Approximately 20% of the top-line growth was organic; remainder attributable to Acentia & Remploy acquisitions Revenue unfavorably impacted by currency exchange rates of approximately $20M (or $0.02 diluted earnings per share) On a constant currency basis, revenue would have grown 41% Q3 effective tax rate was 40% due to greater mix of income from U.S. operations, offset by projects outside U.S. in start-up phase; now estimate an effective tax rate for FY15 of approx. 38%-38.5% Net income attributable to MAXIMUS totaled $41.7M or $0.62 per diluted share, included approximately $0.02 acquisition-related expenses Excluding $0.02 acquisition expenses, adjusted diluted earnings per share were $0.64



 Health Services Segment

Revenue Delivered another strong quarter of financial results Grew 44% compared to prior year period through combination of organic and acquired growth Majority growth was organic, with approx. 27% coming from new work and expansion of existing contracts Unfavorably impacted by currency headwinds; on a constant currency basis, revenue would have increased 47% Operating Income & Margin Operating income increased to $60.0M Operating margin of 13.7%; as expected lower than the same period last year due to: −Anticipated volume decline in our U.S. appeals business −Larger share of lower-margin cost reimbursable contracts −New contracts in start-up phase Recent Positive Developments Scope expansion on a couple of existing domestic health contracts, but expect margin levels to be lower initially Awarded a new subcontract with an existing client in our U.S. federal business for a relatively new program; already started work on this health-related contract Revenue will materialize from these contracts in Q4 and is the principal reason for increase to FY15 revenue guidance ($ in millions)Q3 FY15 Q3 FY14 % Change Revenue Health Services $ 439.6 $ 305.3 44% Operating Income Health Services $ 60.0 $ 43.2 39% Operating Margin % 13.7% 14.2%



 U.K. Assessment Contract

The additional revenue in the Health Services Segment will be offset by start-up challenges with Health Assessment Advisory Service (HAAS) contract in the U.K. In March 2015, took over the contract from the prior provider; at time of takeover it was a very troubled program Many things are going well with the contract and we remain confident that we can bring about positive change to the program over time Since our last earnings call, the recruiting and retaining of health care professionals has proved to be tougher than we had anticipated As a result, we are experiencing volume and (to a lesser extent) quality variances from our plan, which means lower revenue and profit contributions at this time The project is still expected to be profitable for both FY15 and FY16 and we’ve implemented many initiatives to drive recruitment and increase new applicant retention HAAS is one of several new programs in start-up and we operate a portfolio of contracts that are in various stages of maturity. As a result, at any given time, our more mature contracts offset our newer programs.



 Human Services Segment

Revenue Revenue grew 16% compared to Q3 FY14 On a constant currency basis, revenue would have increased 26% Increase driven by Remploy acquisition and organic growth in our international welfare-to-work. This increase was offset by detrimental currency impact Operating Income & Margin Operating income totaled $16.8M Operating margin was strong at 12.7% Recently awarded new jobactive contract – Australia In latter part of Q3 FY15, experienced a slight tempering from wind-down of previous Job Services Australia contract as we cut over to new jobactive contract on July 1. Felt the transition impact a little bit sooner than expected, but overall view remains unchanged Still expect start-up impact of approx. $0.06 to $0.09 of diluted EPS for FY15, with largest impact in Q4 Contract is still expected to turn profitable by end of Q1 FY16 Pleased with the transition to new contract ($ in millions) Q3 FY15 Q3 FY14 % Change Revenue Human Services $ 132.7 $ 114.6 16% Operating Income Human Services $ 16.8 $ 13.6 24% Operating Margin % 12.7% 11.9%



 Days Sales Outstanding

(DSOs) DSOs improved to 64 days As mentioned last quarter, new U.K. contracts were primary reason behind higher DSOs as of March 31, but as expected we have experienced normal collections on these contracts during Q3 FY15 Cash Flows and Balance Sheet Reconciliation to Free Cash Flow $ in millions Q3 FY15 Cash provided from operating activities $118.9 Cash paid for property, equipment and capitalized software ($25.7) Free cash flow $93.2 Reconciliation to free cash flow can be found in financial tables in the Q3 FY15 earnings press release. Acquisitions In April, completed acquisitions of Acentia and Remploy, resulting in an increase in amortizations of intangibles Acentia: intangible assets are approx. $70M with amortization straight-lined over 14 years – or $5M a year Remploy: intangible assets are approx. $4.8M to be amortized over two years – $600,000 per quarter through March 2017 Borrowed $225M to complete acquisition of Acentia; at June 30, balance on the credit facility was approx. $166M Cash and Cash equivalents At June 30 cash and cash equivalents totaled $81.9M, of which approximately 80% is held outside U.S. Capital Allocation Plans remain unchanged, continue to focus on sensible uses of cash for long-term growth of the business Have continued to make further investments in infrastructure and people in support of multi-year strategic objectives of the Company Other priority uses of cash continue to be selective M&A, quarterly cash dividend and opportunistic share buyback program Cash from Operating Activities Driven by solid net income and collections



 FY15 Guidance Revenue

$2.10B - $2.14B Diluted EPS $2.33 - $2.40 Updated FY15 revenue guidance driven by expansion on existing contracts and some new work in our U.S. federal business, offset by the weakness in our U.K. start-up As a result, we continue to expect FY15 diluted EPS in the range of $2.33 - $2.40 Cash provided from operating activities $165M - $190M Free cash flow $100M - $125M Maintaining cash flow guidance for FY15 Year-to-date cash from operating activities of approximately $180M, we do expect a bias toward upper end of $165M - $190M range Technology and infrastructure investments will cause free cash flow to be toward lower end of targeted $100M - $125M range



 FY16 Preliminary

Guidance Revenue $2.4B - $2.5B Diluted EPS $2.85 - $3.05 In middle of annual planning process for FY16 We have been making investments in IT infrastructure and modernization to ensure that we maintain our competitive position and have required scale and flexibility to continue to grow for years to come To date, some of this spend has been cap ex, but further investments in people and other resources to support these initiatives will be needed Reminder – we manage an entire portfolio of contracts; in any given year, expect to experience some headwinds and tailwinds; a number of variables can always affect our financial results Maintaining FY16 preliminary guidance and will provide formal guidance in November
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 Start-Up Updates Portfolio

of contracts, many of which are tied to operating long-term programs with clearly defined program life cycles Often times, profitability may be lower in early days then improve as programs mature As part of our established risk management strategy, we place a tremendous amount of focus on closely managing our start-ups; includes identifying and fixing issues early-on because well-executed start-ups turn into mature, profitable contracts Update on three of these start-ups: 1.U.K. Health Assessment Advisory Service 2.U.K. Fit for Work 3.Australia jobactive



 U.K. Health Assessment

Advisory Service MAXIMUS is conducting assessments for individuals seeking certain disability benefits according to the rules set by Parliament Program faced significant obstacles prior to MAXIMUS taking over contract in March 2015 All along, we’ve recognized that it would take some time to bring meaningful improvements to the program With five months of operations now under our belt, we have a keen understanding of additional improvements we need to bring to bear; several initiatives are well underway Performance under this program is tied to quality, timeliness and number of assessments completed; we are focused on hitting the required performance metrics Our efforts to drive recruitment and improve retention are gaining traction and are the right course of action. This includes, but is not limited to, an aggressive recruitment campaign that’s well underway and should drive significant uplift in qualified applicants. We are working diligently to ensure the longer-term success of this program and we believe that we can bring out the right changes to improve the overall service to customers



 U.K. Fit for Work Fit for

Work is a support service to help working people who face long-term absence due to illness return to their jobs more quickly Launched phase one of the contract last December Recently launched phase two, which is the nationwide rollout of the service



 Australia jobactive

Successfully launched on July 1; key rebid for MAXIMUS As a reminder, gained a net pick-up in expected volumes, which increased overall market share of caseload allocations Under the same contract, also increased our footprint for the Work for the Dole program where we arrange activities with community-based and not-for-profit organizations Our Australian team worked tirelessly to ensure that we were ready to go when doors opened July 1 We’ve introduced new technologies and applications to improve connectivity between job seekers and employers Our world-class operations will enable more job seekers to find and maintain meaningful employment Congratulations to the team on a job well done!



 Acquisitions Update

Acentia We now hold positions on several additional federal contract vehicles and have access to more federal health and civilian agencies Already seeing many new prospects that combine BPO and IT that will develop over the next several years Business development team is finalizing our integrated go-to market plan that strengthens our sales resources, enhances our offerings, and identifies new areas of future opportunities Remploy We are increasing our global presence as a  leading provider of disability employment services and enhancing our business development efforts for emerging opportunities Mergers & Acquisitions program One component of our long-term growth strategy We continue to look for strategic acquisitions that will complement our core offerings, add value and are accretive We’re selective in our process and have a methodical approach that we’ve found to be successful Integration efforts going well. Both acquisitions complementary to our long-term growth strategy



 Affordable Care Act –

Third Open Enrollment We are also deep in the heart of planning for the Affordable Care Act’s third open enrollment period; starts on November 1 June’s U.S. Supreme Court’s decision essentially maintains the status quo; some states are still considering using waivers as a way to increase autonomy over time MAXIMUS offers states: −A deep understanding of new potential policies within the context of waivers −Additional benefit of greater flexibility in how exchange functions integrate with current public health insurance programs We still see long-term opportunities for growth as states continue to shift and expand their health services programs and seek ways to operate their current programs more effectively



 Technology Investments

There are necessary technology investments to ensure that we are best positioned for continued growth over the long run We operate in a competitive environment and must keep technology capabilities sharp to maintain position as a trusted and preferred partner to governments worldwide At the end of 2014, we brought in a new Chief Information Officer to execute the Company’s broader global technology strategy Recently completed a top-down review of our global infrastructure and believe that now is the time to make necessary investments to best position MAXIMUS for years to come



 Three Areas for IT

Investments Infrastructure Investing in the scalability and resiliency of our infrastructure to introduce additional efficiencies in our operations – and ultimately drive financial performance Examining technology areas such as: −Production systems −Data centers −Enterprise telephony –Networks Security Capabilities to support increasing security and integrity requirements Cyberattacks on well known retailers, service providers and government agencies resulted in data breaches affecting millions of people As governments consider a shift away from paper-based programs, agencies are increasingly relying on electronic communications, benefits and administrative transactions for public programs Every day, we touch personal data for millions of participants in public programs who trust us to make sure their information is handled appropriately – we want to reinforce our security infrastructure, processes and procedures to make sure they are best-in-class Digital platforms Mobile technology trend moving to government programs, people expect access to government programs and services through digital platforms We have been expanding our outreach efforts to include digital platforms Already operate several social media sites on behalf of government programs and have mobile apps to help participants navigate public programs See value in embedding leading-edge analytical tools into BPO solutions to drive productivity, gain efficiencies, and transform customer experience Opportunity to lead and further differentiate us through advanced development of digital solutions that dovetail with core business process management services



 New Awards and Pipeline

At June 30, 2015: Year-to-date signed contract awards remained strong Sales pipeline includes opportunities from our new acquisitions Our new acquisitions bring along a much broader pipeline that lays out opportunities over next three to five years and isn’t captured in six-month outlook that our reported pipeline provides Overall, both short-term and longer-term pipeline of sales opportunities holds a broad mix of rebids and new work, representing multiple geographies and both segments. New Awards June 30, 2015 YTD signed awards $2.9B New contracts pending $256M Sales Opportunities June 30, 2015 Total pipeline $2.8B Pipeline reflects opportunities where we believe the request for proposals to be released within the next six months



 Conclusion Optimistic

about macro trends that should continue to fuel our future growth and long-term demand for our services remains strong Will provide formal guidance for FY16 on November’s earnings call We continue to see growth opportunities that span multiple business areas and geographies Acquisition of Acentia and addition of Remploy have strengthened our position for future opportunities in key markets Proud of our teams’ efforts for launching new contracts and advancing solutions to keep our start-ups on track Squarely committed to generating long-term shareholder value as we continue to grow the business
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 (+) Full-year contributions

from Acentia and Remploy (+) New work and expansion of existing contracts (+) Growth from contracts in start-up phase during FY15: AUS jobactive, U.K. HAAS, U.K. Fit for Work and U.S. Dept. of Education (+/-) Normal-course portfolio headwinds and tailwinds (-) Incremental IT and infrastructure investments Preliminary Guidance: Revenue of $2.4B to $2.5B and diluted EPS of $2.85 to $3.05 Drivers to FY16 Preliminary Guidance


