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Item 2.02 Results of Operations and Financial Condition.

On November 12, 2015, the Company issued a press release announcing its financial results for the quarter and fiscal year ended September 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 November 12, 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 November 12, 2015
99.2 Conference call transcript and slide presentation for Earnings Call –

November 12, 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: November 17, 2015 By: /s/ David R. Francis

David R. Francis
General Counsel and Secretary



EXHIBIT INDEX

Exhibit No.           Description
 

99.1 Press release dated November 12, 2015
99.2 Conference call transcript and slide presentation for Earnings Call –

November 12, 2015



Exhibit 99.1

MAXIMUS Reports Fourth Quarter and Full Year Results for Fiscal 2015

- MAXIMUS Maintains Revenue Guidance and Lowers Earnings Guidance for Fiscal 2016 -
RESTON, Va.--(BUSINESS WIRE)--November 12, 2015--MAXIMUS (NYSE: MMS), a leading provider of government services worldwide, today reported financial results for the three months and year
ended September 30, 2015.

Highlights for the fourth quarter and full fiscal year 2015 include:

Fourth quarter revenue growth of 33% to $578.7 million and GAAP diluted earnings per share of $0.53

Fiscal year 2015 revenue growth of 23% to $2.1 billion, GAAP diluted earnings per share of $2.35 and adjusted diluted earnings per share of $2.39

Cash and cash equivalents that totaled $74.7 million at September 30, 2015

Record signed year-to-date contract awards of $3.4 billion, new contracts pending of $149.4 million, and a sales pipeline of $3.2 billion at September 30, 2015

As previously disclosed in an 8-K filing on November 6, 2015, the Company is now reporting information for three segments. All historical segment data in this press release have been reclassified for
comparison purposes.

For the fourth quarter of fiscal 2015, revenue increased 33% (38% on a constant currency basis) to $578.7 million, compared to $435.4 million reported for the same period last year. The increase in revenue
was driven by organic growth and the acquisitions of Acentia and Remploy. This was offset by a 5% decline related to unfavorable foreign currency translation. For the fourth quarter of fiscal 2015, net
income attributable to MAXIMUS totaled $35.4 million, or $0.53 per diluted share. This compares to diluted earnings per share of $0.53 for the fourth quarter of 2014.

Revenue for fiscal year 2015 increased 23% (27% on a constant currency basis) to $2.1 billion, compared to $1.7 billion reported for fiscal 2014. The increase in revenue was driven by organic growth
primarily in the Health Services Segment and the U.S. Federal Services Segment, as well as revenue from the acquisitions of Acentia and Remploy. This was offset by a 4% decline from unfavorable foreign
currency translation. For fiscal year 2015, net income attributable to MAXIMUS totaled $157.8 million, or $2.35 earnings per diluted share, which included approximately $0.04 per diluted share of
acquisition-related expenses. Excluding the acquisition-related expenses, adjusted diluted earnings per share for fiscal year 2015 were $2.39. This compares to GAAP diluted earnings per share of $2.11 for
fiscal year 2014.



Health Services Segment

Health Segment revenue for the fourth quarter of fiscal 2015 increased 29% (32% on a constant currency basis) to $296.2 million, compared to $230.5 million reported for the same period last year. Operating
income for the fourth quarter of fiscal 2015 totaled $30.5 million (10.3% operating margin), compared to $31.2 million (13.5% operating margin) for the same period last year.

For the full fiscal year, Health Segment revenue increased 22% (25% on a constant currency basis) to $1.1 billion, compared to $906.7 million for the same period last year. All growth was organic. Fiscal
2015 operating income totaled $154.3 million (13.9% operating margin), compared to operating income of $115.6 million (12.7% operating margin) for fiscal 2014.

The increases in revenue for the fourth quarter and the full fiscal year 2015 were driven by new work and the expansion of existing contracts. Operating margins for the fourth quarter and full fiscal year 2015
were tempered by new programs in start-up, most notably the U.K. Health Assessment Advisory Service contract, which is not performing to the Company’s previous expectations.

U.S. Federal Services Segment

U.S. Federal Segment revenue for the fourth quarter of fiscal 2015 increased 70% to $154.3 million, compared to $90.6 million reported for the same period last year. Operating income for the fourth quarter
totaled $20.9 million (13.5% operating margin), compared to $12.2 million (13.5% operating margin) for the same period last year.

For the full fiscal year, U.S. Federal Segment revenue increased 47% to $502.5 million, compared to $341.8 million for the same period last year. For fiscal 2015 operating income totaled $59.4 million (11.8%
operating margin), compared to operating income of $63.1 million (18.5% operating margin) for fiscal 2014.

Revenue growth for the fourth quarter and full year were driven by new organic growth and the Acentia acquisition. Operating margins were unfavorably impacted by the expected decline in Medicare appeals
volumes, which were highly accretive. Offsetting this, the Department of Education debt management contract steadily improved throughout the year and remains on track to achieve breakeven in fiscal 2016.
As a result, this helped the year-over-year comparisons in the fourth quarter of fiscal 2015.

Human Services Segment

Human Services Segment revenue for the fourth quarter of fiscal 2015 increased 12% (23% on a constant currency basis) to $128.2 million, compared to $114.4 million for the same period last year. Operating
income for the fourth quarter totaled $13.4 million (10.4% operating margin), compared to $9.9 million (8.7% operating margin) for the same period last year.

For the full fiscal year, Human Services Segment revenue increased 8% (16% on a constant currency basis) to $488.1 million, compared to $452.4 million for the same period last year. For fiscal 2015, Human
Services Segment operating income totaled $60.2 million (12.3% operating margin), compared to operating income of $53.2 million (11.7% operating margin) for fiscal 2014.

The increase in revenue for the fourth quarter and the full fiscal year was driven by organic growth and revenue from the Remploy acquisition, but was offset by unfavorable foreign currency translation.
Operating margins for the quarter and the full year benefitted from strong delivery across North America, the United Kingdom and Saudi Arabia, which was offset by the expected start-up losses on the
Australian jobactive contract that launched on July 1, 2015.



Backlog, Sales and Pipeline

Backlog was $4.6 billion at September 30, 2015. Year-to-date signed contract awards at September 30, 2015 totaled $3.4 billion. New contracts pending (awarded but unsigned) totaled $149.4 million.

The sales pipeline at September 30, 2015 was $3.2 billion (consisting of approximately $771 million in proposals pending, $38 million in proposals in preparation, and $2.4 billion in opportunities tracking).
Included in the $3.2 billion sales pipeline is the anticipated rebid for the U.K. Work Programme. This rebid is not expected to be awarded until fiscal year 2017, but the lengthy rebid process is expected to
begin in the spring of 2016. The Company’s reported pipeline only reflects those opportunities where MAXIMUS expects that the request for proposal will be released within the next six months. This
compares to a pipeline of $3.5 billion for the same period last year, which included $1.2 billion in rebids.

Balance Sheet and Cash Flows

Cash and cash equivalents at September 30, 2015 totaled $74.7 million. For the fourth quarter of fiscal 2015, cash provided by operating activities totaled $25.2 million, with negative free cash flow of
$6.7 million. For the full fiscal year 2015, cash provided by operating activities totaled $206.2 million, with free cash flow of $101.1 million.

At September 30, 2015, Days Sales Outstanding (DSOs) were within the Company’s expected range at 67 days, compared to 64 days for the prior quarter.

On August 31, 2015, MAXIMUS paid a quarterly cash dividend of $0.045 per share. On October 8, 2015, the Company announced a $0.045 per share cash dividend, payable on November 30, 2015 to
shareholders of record on November 13, 2015.

During the fourth quarter of fiscal 2015, MAXIMUS repurchased approximately 865,000 shares of the Company’s common stock for $52.2 million (a weighted average price of $60.20). For the full fiscal
year, MAXIMUS repurchased approximately 1.6 million shares for $82.8 million (a weighted average price of $51.11). Subsequent to September 30, 2015, the Company repurchased approximately 103,000
additional shares of stock for $6.1 million (a weighted average price of $59.41). The Company currently has an estimated $162.5 million available for repurchases under its Board-authorized share repurchase
program.

Outlook

MAXIMUS is establishing formal fiscal year 2016 guidance. The Company still expects revenue to range between $2.4 billion and $2.5 billion for fiscal 2016. The Company is updating its preliminary fiscal
year 2016 GAAP diluted earnings per share guidance and now expects GAAP diluted EPS to range between $2.40 and $2.70. The lowered earnings outlook is attributable to a slower ramp and hence a
reduced contribution from the U.K. Health Assessment Advisory Service contract. This guidance does not include any acquisitions or significant legal expenses or recoveries. The Company estimates that
approximately 93% of its fiscal 2016 forecasted revenue is in the form of backlog or option periods.

“There were many positive developments for the Company over the past year. We secured new work and expanded existing contracts across all three of our segments. With the acquisitions of Acentia and
Remploy, we introduced new growth platforms that strengthen our position for future opportunities in key markets. We also successfully launched operations under the Australian jobactive contract, a key
rebid that included an increase in our market share,” commented MAXIMUS CEO Richard A. Montoni.

Montoni continued, “While the slower-than-expected ramp-up of the U.K. Health Assessment Advisory Service contract resulted in a reduced earnings outlook for fiscal year 2016, we remain confident that
we will bring about the necessary changes to put this start-up contract on a path to success, as we have done with many large start-up contracts in the past. This is a single contract in our global portfolio and the
overall macro demand trends for our services remain very favorable.”



Website Presentation, Conference Call and Webcast Information

MAXIMUS will host a conference call this morning, November 12, 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 November 25, 2015 by calling:

877.660.6853 (Domestic)/+1.201.612.7415 (International)
Replay conference ID number: 13623294

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 more than 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 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 maximus.com.



 
MAXIMUS, Inc.

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

(Unaudited)
 

 Three Months
Ended September 30,  Year

Ended September 30,
2015  2014 2015  2014

Revenue $ 578,683 $ 435,406 $ 2,099,821 $ 1,700,912
Cost of revenue  453,376  322,474   1,587,104  1,248,789 

Gross profit 125,307 112,932 512,717 452,123
Selling, general and administrative expenses 60,442 59,597 238,792 220,925
Amortization of intangible assets 3,166 1,527 9,348 5,890
Acquisition-related expenses  172  —  4,745  — 

Operating income 61,527 51,808 259,832 225,308
Interest expense 709 — 1,398 —
Other income, net  257  758   1,385  2,061  

Income before income taxes 61,075 52,566 259,819 227,369
Provision for income taxes  24,663  16,414  99,770  81,973 

Net income 36,412 36,152 160,049 145,396
Income/(loss) attributable to non-controlling interests  975  (84)  2,277  (44 )

Net income attributable to MAXIMUS $ 35,437 $ 36,236 $ 157,772 $ 145,440  
 

Basic earnings per share $ 0.53 $ 0.54 $ 2.37 $ 2.15
 

Diluted earnings per share $ 0.53 $ 0.53 $ 2.35 $ 2.11
 

Dividends per share $ 0.045 $ 0.045  $ 0.18 $ 0.18 
 

Weighted average shares outstanding:
Basic  66,466  66,784  66,682  67,680 
Diluted  67,133  68,233  67,275  69,087 

 



 
MAXIMUS, Inc.

CONDENSED CONSOLIDATED BALANCE SHEETS
(Amounts in thousands)

 
 September 30,

2015  2014
ASSETS (Unaudited)

Current assets:
Cash and cash equivalents $ 74,672 $ 158,112
Accounts receivable—billed and billable, net 396,177 263,011
Accounts receivable—unbilled 30,929 26,556
Deferred income taxes 18,992 28,108
Prepaid expenses and other current assets  60,129  56,673

Total current assets 580,899 532,460
 

Property and equipment, net 137,830 80,246
Capitalized software, net 32,483 39,734
Goodwill 376,302 170,626
Intangible assets, net 102,358 39,239
Deferred contract costs, net 19,126 12,046
Deferred compensation plan assets 19,310 17,126
Other assets  11,863  9,519

Total assets $ 1,280,171 $ 900,996
 

LIABILITIES AND SHAREHOLDERS’ EQUITY
Current liabilities:

Accounts payable and accrued liabilities $ 155,411 $ 103,181
Accrued compensation and benefits 99,700 94,137
Deferred revenue 77,642 55,878
Income taxes payable 11,709 4,693
Long-term debt, current portion 356 157
Other liabilities  11,562  7,275

Total current liabilities 356,380 265,321
Deferred revenue, less current portion 52,954 32,257
Deferred income taxes 15,159 21,383
Long-term debt 210,618 1,060
Deferred compensation plan liabilities, less current portion 20,635 18,768
Other liabilities  8,726  6,022

Total liabilities 664,472 344,811
 

Total equity  615,699  556,185
Total liabilities and equity $ 1,280,171 $ 900,996

 



 
MAXIMUS, Inc.

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

 

 Three Months
Ended September 30,  Year

Ended September 30,
2015  2014 2015  2014

Cash flows from operating activities:   
Net income $ 36,412 $ 36,152 $ 160,049 $ 145,396
Adjustments to reconcile net income to net cash provided by operating activities:

Depreciation and amortization of property, plant, equipment and capitalized software 9,232 10,844 46,849 42,778
Amortization of intangible assets 3,166 1,527 9,348 5,890
Deferred income taxes 9,728 3,475 807 2,898
Stock compensation expense 4,452 4,469 17,237 17,278

Changes in assets and liabilities, net of effects of business combinations and divestitures:
Accounts receivable — billed (22,344) 1,218 (103,774) (144)
Accounts receivable — unbilled (3,120) (1,224) (911) 2,056
Prepaid expenses and other current assets (2,979) (1,197) (6,475) (2,540)
Deferred contract costs 145 1,698 (7,245) 2,254
Accounts payable (713) 2,758 44,351 (2,928)
Accrued compensation and benefits 1,389 9,767 (3,157) 12,277
Deferred revenue 15,524 2,753 47,948 2,841
Income taxes (28,342) (17,136) 9,134 (10,974)
Other assets and liabilities  2,687   (6,654)  (7,944)  (3,482)

Cash provided by operating activities  25,237  48,450  206,217   213,600  
 

Cash flows from investing activities:
Acquisition of business, net of cash acquired 400 — (289,212) (2,670)
Purchases of property and equipment (30,751) (17,873) (98,994) (36,262)
Capitalized software costs (1,231) (1,709) (6,155) (10,886)
Proceeds from note receivable  83  79  489   429  

Cash used in investing activities  (31,499)  (19,503)  (393,872)  (49,389)
 

Cash flows from financing activities:
Cash dividends paid (2,961) (3,006) (11,927) (12,187)
Repurchases of common stock (50,171) (51,787) (82,787) (111,141)
Stock compensation tax benefit 10,682 6,740 9,474 9,665
Tax withholding related to RSU vesting — — (12,451) (14,681)
Stock option exercises 347 217 868 1,362
Issuance of debt 75,000 — 330,993 15,000
Repayment of debt (31,499) (40) (121,611) (15,162)
Expansion of credit facility  —  —  (1,444)  — 

Cash provided by/(used in) financing activities  1,398   (47,876)  111,115   (127,144)
 
Effect of exchange rate changes on cash and cash equivalents (2,341) (5,901) (6,900) (4,572)

 
Net increase/(decrease) in cash and cash equivalents (7,205) (24,830) (83,440) 32,495

 
Cash and cash equivalents, beginning of period  81,877  182,942   158,112   125,617  

 
Cash and cash equivalents, end of period $ 74,672 $ 158,112  $ 74,672 $ 158,112  

 



 
MAXIMUS, Inc.

SEGMENT INFORMATION 2015
(Amounts in thousands)

(Unaudited)
 

 Quarter Ended   Year Ended  

Dec. 31,  % (1)  Mar. 31,  % (1)  Jun. 30,  % (1)  Sept. 30, % (1) Sept. 30, 2015 % (1)

2014  2015  2015  2015    
 

Health Services $ 243,570 $ 270,918 $ 298,549 $ 296,201 $ 1,109,238
U.S. Federal Services 107,729 99,465 141,011 154,279 502,484
Human Services  115,744   111,411   132,741   128,203   488,099  

Revenue  467,043   481,794   572,301   578,683   2,099,821  
 

Health Services 183,723 201,045 228,736 241,626 855,130
U.S. Federal Services 82,161 77,451 106,231 117,995 383,838
Human Services  81,892  78,953  93,536  93,755  348,136  

Cost of revenue  347,776   357,449   428,503   453,376   1,587,104  
 

Health Services 59,847 24.6% 69,873 25.8% 69,813 23.4% 54,575 18.4% 254,108 22.9%
U.S. Federal Services 25,568 23.7% 22,014 22.1% 34,780 24.7% 36,284 23.5% 118,646 23.6%
Human Services  33,852 29.2%  32,458 29.1%  39,205 29.5%  34,448 26.9%  139,963  28.7%

Gross profit  119,267  25.5%  124,345  25.8%  143,798  25.1%  125,307  21.7%  512,717  24.4%
 

Health Services 22,007 9.0% 28,397 10.5% 25,343 8.5% 24,068 8.1% 99,815 9.0%
U.S. Federal Services 12,250 11.4% 12,377 12.4% 19,244 13.6% 15,381 10.0% 59,252 11.8%
Human Services 17,699 15.3% 18,523 16.6% 22,402 16.9% 21,095 16.5% 79,719 16.3%
Other / Corporate  5   95  8   (102)  6  

SG&A  51,961 11.1%  59,392 12.3%  66,997 11.7%  60,442 10.4%  238,792  11.4%
 

Health Services 37,840 15.5% 41,476 15.3% 44,470 14.9% 30,507 10.3% 154,293 13.9%
U.S. Federal Services 13,318 12.4% 9,637 9.7% 15,536 11.0% 20,903 13.5% 59,394 11.8%
Human Services 16,153 14.0% 13,935 12.5% 16,803 12.7% 13,353 10.4% 60,244 12.3%
Other / Corporate (5) (95) (8) 102 (6)
Amortization of intangible assets (1,475) (1,432) (3,275) (3,166) (9,348)
Acquisition-related expenses  (600)  (1,514)  (2,459)  (172)  (4,745)

Total operating income $ 65,231 14.0% $ 62,007 12.9% $ 71,067 12.4% $ 61,527 10.6% $ 259,832  12.4%
 

(1)  Percentage of respective segment revenue.
 



 
MAXIMUS, Inc.

SEGMENT INFORMATION 2014
(Amounts in thousands)

(Unaudited)
 

 Quarter Ended   Year Ended  

Dec. 31,  % (1)  Mar. 31,  % (1)  Jun. 30,  % (1)  Sept. 30, % (1) Sept. 30, 2014 % (1)

2013  2014  2014  2014    
 

Health Services $ 216,544 $ 230,953 $ 228,703 $ 230,450 $ 906,650
U.S. Federal Services 82,040 92,645 76,550 90,605 341,840
Human Services  108,008   115,417   114,646   114,351   452,422  

Revenue  406,592   439,015   419,899   435,406   1,700,912  
 

Health Services 168,350 179,337 173,803 171,432 692,922
U.S. Federal Services 53,728 59,393 51,918 66,008 231,047
Human Services  78,598  79,613  81,575  85,034  324,820  

Cost of revenue  300,676   318,343   307,296   322,474   1,248,789  
 

Health Services 48,194 22.3% 51,616 22.3% 54,900 24.0% 59,018 25.6% 213,728 23.6%
U.S. Federal Services 28,312 34.5% 33,252 35.9% 24,632 32.2% 24,597 27.1% 110,793 32.4%
Human Services  29,410 27.2%  35,804 31.0%  33,071 28.8%  29,317 25.6%  127,602  28.2%

Gross profit  105,916  26.0%  120,672  27.5%  112,603  26.8%  112,932  25.9%  452,123  26.6%
 

Health Services 22,650 10.5% 21,907 9.5% 25,747 11.3% 27,868 12.1% 98,172 10.8%
U.S. Federal Services 11,525 14.0% 13,226 14.3% 10,586 13.8% 12,358 13.6% 47,695 14.0%
Human Services 17,074 15.8% 18,528 16.1% 19,470 17.0% 19,372 16.9% 74,444 16.5%
Other / Corporate  17  563   35  (1)  614  

SG&A  51,266 12.6%  54,224 12.4%  55,838 13.3%  59,597 13.7%  220,925  13.0%
 

Health Services 25,544 11.8% 29,709 12.9% 29,153 12.7% 31,150 13.5% 115,556 12.7%
U.S. Federal Services 16,787 20.5% 20,026 21.6% 14,046 18.3% 12,239 13.5% 63,098 18.5%
Human Services 12,336 11.4% 17,276 15.0% 13,601 11.9% 9,945 8.7% 53,158 11.7%
Other / Corporate (17) (563) (35) 1 (614)
Amortization of intangible assets  (1,353)  (1,468)  (1,542)  (1,527)  (5,890)

Total operating income $ 53,297 13.1% $ 64,980 14.8% $ 55,223 13.2% $ 51,808 11.9% $ 225,308  13.2%
 

(1)  Percentage of respective segment revenue.
 



 
MAXIMUS, Inc.

Non-GAAP Measures
 

ADJUSTED DILUTED EPS
FY 2015

(Unaudited)
 
  Quarter Ended  Year

Ended
Dec. 31,

2014  Mar. 31,
2015  Jun. 30,

2015  Sept. 30,
2015  Sept. 30,

2015
Diluted EPS - GAAP basis $ 0.63 $ 0.58 $ 0.62 $ 0.53 $ 2.35

 
Acquisition-related expenses  –  0.02  0.02  –  0.04

 
Adjusted Diluted EPS $ 0.63 $ 0.60 $ 0.64 $ 0.53 $ 2.39
 

 
ADJUSTED DILUTED EPS

FY 2014
(Unaudited)

 
  Quarter Ended  Year

Ended
Dec. 31,

2013  Mar. 31,
2014  Jun. 30,

2014  Sept. 30,
2014  Sept. 30,

2014
Diluted EPS - GAAP basis $ 0.49 $ 0.59 $ 0.49 $ 0.53 $ 2.11

 
Acquisition-related expenses  –  –  –  –  –

 
Adjusted Diluted EPS $ 0.49 $ 0.59 $ 0.49 $ 0.53 $ 2.11
 

 
FREE CASH FLOW

(Dollars in thousands; Unaudited)
 

 Three Months
Ended September 30,  Year

Ended September 30,
2015  2014 2015  2014

 
Cash provided by operating activities $ 25,237 $ 48,450 $ 206,217 $ 213,600

Purchases of property and equipment (30,751) (17,873) (98,994) (36,262)
Capitalized software costs  (1,231)  (1,709)  (6,155)  (10,886)

Free cash flow $ (6,745) $ 28,868 $ 101,068  $ 166,452  
 

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



Exhibit 99.2

Fiscal 2015 Fourth Quarter and Year-End Conference Call
November-12-2015

Confirmation #13623294
Page 1

MAXIMUS
Fiscal 2015 Fourth Quarter and Year-End Conference Call
November, 12 2015

Operator:  Greetings, and welcome to the MAXIMUS Fiscal 2015 Fourth Quarter and Year-End Conference Call.  At this time, all participants are in a listen-only mode.  A brief question-and-answer session
will follow the formal presentation.  If anyone should require Operator assistance during the conference, please push star, zero on your telephone keypad.  As a reminder, this conference is being recorded.

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

Lisa Miles:  Good morning, and thanks for joining us.  With me today is Rich Montoni, CEO; Bruce Caswell, President; and Rick Nadeau, CFO.  Beginning this quarter, we are modifying the way we speak
to our financial results.  In the interest of brevity, we will cover the financial trends and move away from repeating all the numbers on the income statement.  All of the pertinent information can be found in
our press release and the detailed presentation that we provide on the Investor Relations homepage of the MAXIMUS website each quarter.

Today's financial results are shown in three segments, and today's press release also includes a supplemental table that details financial results for all four quarters of fiscal 2015 under the new segment
structure.
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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 this information may be informative to investors in
gauging the quality of our financial performance, identifying trends in our results and providing meaningful period-to-period comparisons.  For a reconciliation of the non-GAAP measures presented in this
document, please see the Company's most recent quarterly earnings press release.

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

Rick Nadeau:  Thanks, Lisa.  As we get started this morning, I wanted to first address the reason for our 2016 earnings guidance revision.  The revision is a result of a single program, the U.K. Health
Assessment Advisory Service, which is in start-up.  While we have made substantial progress in affecting positive change to the program, the ramp-up to contract volume targets has been slower than
originally planned.  As a result, we now expect that fiscal 2016 diluted earnings per share will range between $2.40 and $2.70.
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We have put forth fiscal 2016 earnings guidance that includes a wide range of possible outcomes under this program.  The lower end of the range assumes that we continue to face challenges related to
achieving our contract volume targets.  The upper end of the range contemplates improved performance and increased volume output.  The Management Team is certainly focused on delivering results that
move U.S. toward the upper end of this range.

Both Rich and I will go into greater detail on the U.K. Assessment Contract throughout the call.  However, as it relates to our longer-term, three- to five-year outlook, we firmly believe that the overall macro
trends for our business remain intact.  We continue to see opportunities for our core services across all of our segments and geographies.  Governments around the world continue to seek ways to run more
effectively and efficiently, while at the same time dealing with rising case loads, changing demographics and unsustainable social program spend.  Through a combination of short-term and long-term
opportunities, we see continued growth for years to come.

Let me start with the results for the full year.  We had another solid year with double-digit, top and bottom line growth.  Revenue for fiscal 2015 increased 23% over last year.  Of this growth, 19% was
organic, primarily from the Health and Federal Services segments, and 8% was driven by the acquisitions of Acentia and Remploy.  Year-over-year top line growth was offset by $60 million, a 4% decline due
to the unfavorable effects of foreign currency.  On a constant currency basis, revenue would have increased 27% year-over-year.
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We wanted to be sure to point out that our operating margins did benefit from a reduction to the Company's 2015 Management Cash Bonus Plan, which reduced SG&A in the fourth quarter and the full
year.  From an accounting perspective, the cash bonus accrues throughout the year based on how the Company performs against its targets.  The lower cash bonus payments were largely due to the slower ramp
of the U.K. Assessment contract and our need to drive future improvements.  The adjustment was proportionally allocated across the three segments, and improved the full year operating margin by 30 basis
points.  As a result, operating margin for fiscal 2015 was 12.4%.  As expected, operating margin for the full year was tempered by new programs in start-up, and the decreasing volumes in our U.S. Federal
Medicare Appeals business, which were highly accretive.

For fiscal 2015, net income attributable to MAXIMUS increased 8% and GAAP diluted earnings per share increased 11% to $2.35 compared to fiscal 2014.  This included $0.04 of acquisition-related
expenses.  Excluding the acquisition-related expenses, adjusted diluted earnings per share for fiscal year 2015 increased 13% to $2.39.

Moving on to results for the fourth quarter; revenue grew 33% compared to last year, of which 22% was attributable to organic growth and 16% was tied to the acquisitions of Acentia and Remploy.  This was
offset by approximately $21 million, a 5% decline due to unfavorable foreign currency exchange rates.  On a constant currency basis, total revenue would have grown 38%.
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Revenue in the fourth quarter was lower than expected, principally due to the U.K. Assessment contract.  The bonus adjustment provided operating margin improvement in the fourth quarter of approximately
100 basis points.  As a result, fourth quarter operating margin was 10.6%.  As expected, it was tempered by new programs in start-up, including jobactive in Australia and the Health Assessment Advisory
Service in the U.K.

For the fourth quarter of fiscal year 2015, net income attributable to MAXIMUS totaled $35.4 million.  The tax rate was 40.4%, which computes to diluted earnings per share of $0.53.

Now I will speak to segment results, starting with Health Services.  The Health segment delivered another solid year of strong top line growth, driven by new work and the expansion of existing contracts.  All
growth in the segment was organic.  Revenue grew 29% for the fourth quarter, and was up 22% for the full year, compared to the same periods in fiscal 2014.  Operating margin was 10.3% for the quarter, and
13.9% for the full year.  As expected, operating margins were tempered by new programs in start-up, most notably the U.K. Assessment contract.

For fiscal year 2015, the U.K. Assessment contract delivered approximately $105 million in revenue, and an operating loss of $4 million.  Revenue was short of our initial projected range of $140 million to
$165 million.  The shortfall has two primary elements.  First, our staffing levels are running lower than our plan, and therefore, billable costs are lower than forecasted.  As a result, revenue and operating
income are lower on the cost reimbursable piece of the contract.  Second, we are not achieving certain performance metrics, most notably volume targets.  As a result, we are not earning the performance-based
incentive fees.
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We are firmly committed to getting the program on track and we have made significant progress in bringing positive improvements to the overall service.  Rich will talk about this in greater detail in his
prepared remarks.

As we mentioned in our Form 8-K filing last week, we have decided to break out our U.S. Federal Services business into a third reporting segment.  We believe this will be useful to investors as it provides
additional visibility to our overall financial results.  The U.S. Federal Services segment had a solid year.  On the top line, fourth quarter revenues increased 70% over the prior-year period, of which 56% was
attributable to Acentia.  For fiscal year 2015, revenue grew 47% compared to last year, of which 30% was attributable to the Acentia acquisition and 17% was organic growth from new work and the
expansion of existing contracts.

Operating margin for the fourth quarter was 13.5%, and for fiscal year 2015, 11.8%.  Operating margins for the fourth quarter and full year were impacted by the expected decline in the Medicare Appeals
volumes, which were highly accretive.  We had steady improvements throughout the fiscal year from the ramp-up of the Department of Education contract, which remains on track to break even in fiscal
2016.  As a result, this helped the year-over-year comparisons in the fourth quarter of 2015.
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Let me turn to financial results for the Human Service segment.  Revenue increased 12% in the fourth quarter and 8% for fiscal year 2015 compared to the prior-year periods.  Top line increases were driven
by the acquisition of Remploy and solid organic growth, which was offset by the unfavorable impact from foreign currency translations.  This segment was the most adversely impacted by foreign currency
exchange rates, which reduced full year revenue by approximately $37 million.  On a constant currency basis, revenue would have grown 23% in the fourth quarter and 16% for the full year of fiscal 2015.

Operating margin was 10.4% for the fourth quarter, and 12.3% for the full fiscal year.  Margin expansion was principally due to solid delivery across North America, the United Kingdom and Saudi
Arabia.  This was offset by the expected start-up losses in the jobactive contract in Australia, which launched on July 1, 2015.

Let me move on to discuss cash flow and balance sheet items.  Days sales outstanding were 67 days for the fourth quarter, which is in line with our targeted range of 65 to 80 days.  For the fourth quarter of
fiscal 2015, cash provided by operating activities totaled $25.2 million, with negative free cash flow of $6.7 million.  For the full fiscal year, cash provided by operating activities totaled $206.2 million, with
free cash flow of $101.1 million.  Our balance sheet remains healthy, and we ended the fiscal year with cash and cash equivalents of $74.7 million, most of which was outside the United States.
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Our long-term cash deployment priorities remain unchanged and include dividends, opportunistic share buybacks, working capital investments to support the growth in the business and acquisitions.

During the fourth quarter, we repurchased 865,000 shares of MAXIMUS common stock, for $52.2 million.  This brings our total repurchases for fiscal 2015 to approximately 1.6 million shares, for $82.8
million.  We had a weighted average price of $51.11 for all repurchases in fiscal 2015.  Subsequent to quarter close, we repurchased approximately 103,000 shares for an additional $6.1 million with a
weighted average price of $59.41.  We presently have an estimated $162.5 million remaining under the Board-authorized program.

With the generation of free cash flow and our available line of credit, we believe we can sufficiently address our cash needs in 2016.  We currently expect that spending on capital expenditures will decrease
significantly in fiscal year 2016.  We remain committed to sensible and practical uses of cash in order to best position and grow the business.  Most importantly, our priority remains squarely focused on
strengthening our core business for long-term growth.

Let me complete the guidance discussion.  Today we are establishing formal guidance for fiscal 2016.  We continue to expect fiscal year 2016 revenue to range between $2.4 billion and $2.5 billion, driven by
growth across all segments, predominantly in Health and U.S. Federal Services, and to a lesser extent the Human Services segment.
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At September 30, 2015, we had $4.6 billion in backlog.  Based on the midpoint of our 2016 revenue guidance, we estimate that approximately 93% of our forecasted fiscal year 2016 revenue is already in the
form of backlog or option periods.

On the bottom line, we now expect diluted earnings per share to range between $2.40 and $2.70.  This is expected to be more back-end loaded.  Right now, we anticipate that for the first quarter of fiscal year
2016, diluted earnings per share will be lower compared to the fourth quarter of fiscal year 2015, due to programs in the start-up phase.

Let me share some additional data points on our formal fiscal year 2016 guidance.  First, the number one reason why we reduced our fiscal year 2016 earnings guidance is the slower ramp and resulting lower
income contribution of the U.K. Assessment contract.  As I mentioned earlier, our guidance assumes a wide range of potential outcomes on this contract, and as a reminder, this contract does have a stop-loss
provision that restricts our loss to 5% of allowable costs plus any costs incurred that are not billable under the contract in any contract year.  Our analyses indicate that it is unlikely that we will trigger the stop-
loss in either contract year one, which ends February 29, 2016, or contract year two.

Second, we still have other programs in start-up that will continue to have tempering impact in fiscal year 2016.  This includes the Australian jobactive, the U.S. Department of Education and the U.K. Fit for
Work contracts.
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Third, our guidance is always subject to fluctuations in foreign currency exchange rates.

Lastly, we are estimating that the tax rate for fiscal year 2016 will range between 37% and 39%.  The final tax rate will ultimately depend on the mix of operating income contribution from our various tax
jurisdictions.

So, when you add it all up, we are forecasting revenue growth between 14% and 19% and GAAP basis earnings growth between 2% and 15% for fiscal 2016.  We expect cash provided by operating activities
to be in the range of $200 million to $230 million for fiscal year 2016, and we expect free cash flow to range between $130 million and $160 million.

Thanks for your continued interest.  Now I will turn the call over to Rich.

Richard Montoni:  Thank you, Rick, and good morning, everyone.  While the challenges we face with the U.K. Assessment contract resulted in a reduced earnings outlook for fiscal year 2016, it's important
to remember that this is a single contract in our global portfolio.

Over the past 12 months, we have introduced several new growth platforms that strengthen our position for future opportunities in key markets, and the macro trends that drive demand for our services at the
global level remain very favorable.
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In my comments this morning, I will provide some additional insights on the U.K. Assessment contract.  I'll speak to the challenges we face today, what we are doing to address them and highlight some areas
where we have already made solid improvements to the overall service.  I will then give an update on the Acentia integration and our expectations for the third Affordable Care Act open enrollment period in
the US.  I will also update you on our sales awards and pipeline, and I will close by sharing with you my view on our commitment to deliver solid growth in fiscal 2016.

Let me pick up where Rick left off and start with the U.K. Assessment contract.  As a reminder, this is the contract where MAXIMUS is conducting assessments for individuals seeking certain disability
benefits according to the rules set down by the U.K. Parliament.  The program faced significant criticism under the previous provider.  When MAXIMUS took over the contract in March 2015, we
acknowledged that it would take time to bring meaningful improvements to the program.

You may recall that this is a hybrid contract that is predominantly cost-reimbursable.  However, it also has significant performance incentives, with the largest being tied to volumes.  While we have increased
volumes during the start-up phase, we are falling short of achieving the initial volume targets. Our ability to hit the volume targets is tied directly to three areas: the number of health care professionals that we
recruit; the number that complete training and graduate; and the productivity of these new recruits.  In order to get the program better aligned with our contractual targets, we need to have the right number of
qualified health care professionals; that goal hasn't changed.  What has changed is the amount of time it is taking U.S. to recruit, graduate and ramp-up the new staff, but we feel confident that, over time, we
can achieve our goals.  We have modified our forecast to account for the slower than expected staffing ramp.  In order to meet these, we believe that we will have staffing resources in place to meet volume
demand and contractual targets by the end of summer 2016.
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Let me now walk you through the three main areas where we are aggressively working to address the challenges.  The first area is recruitment.  We launched a comprehensive recruitment campaign to ensure
that we have a continued flow of qualified candidates in the appropriate locations.  We have expanded our network of recruitment partners and enhanced our employee referral program.  We implemented an
advertising and social media campaign, launched a recruitment portal website and have been exhibiting at a number of recruitment fairs across the country.  Through these efforts, we have seen a sizable uptick
in the number of new recruits.

The second area is improved training and support, which leads to better graduation rates.  It's important to recognize that once hired, candidates must then complete rigorous training, pass a series of
competency tests and graduate to become fully accredited.  To increase the graduation rates, we have some key initiatives underway.  We have increased our engagement and coaching efforts with new
candidates during the entire training period.  This is already yielding results in keeping more candidates in the process.  We are also working with those recruits who struggle with the initial competency tests
and are providing them with individualized training support.  With this extra support, we expect that more candidates will successfully graduate to full accreditation.
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The third area is productivity.  Once new staff begin performing assessments there is a learning curve, and it may take between six and eight months for them to achieve full productivity levels.  In the
meantime, we have efforts underway to increase productivity with our current workforce.  We have optimized the work schedules of our staff and offered voluntary overtime incentives, including weekend
shifts, to increase the number of assessments we can complete each day.  This has a direct influence on our ability to reduce the significant backlog that we inherited at the time of contract takeover.

We expect that the increased recruiting efforts, supplemented by the enhanced training and optimization of our current workforce will help U.S. to increase our productivity, meet volume targets and reduce
wait times over the coming months.

Over the past eight months, we've already made significant progress and realized several early accomplishments that I'd like to share.  These demonstrate that, over time, we can bring about the necessary
changes to put this program on the path to success.  The first is addressing the current backlog.  This was a top priority for the Department for Work and Pensions.  At the time of contract takeover, we
inherited a significant caseload of more than 550,000 outstanding assessments.  Today, we have eliminated more than a third of that backlog.  We are making concerted progress to continue to reduce the
backlog of cases and shorten wait times.
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The second area of major progress is improved stakeholder engagement.  We established a Customer Representative Group of more than 25 non-profits and disability advocacy groups to bring them to the
table.  The group continues to provide U.S. with practical feedback that we incorporate into our operations to affect positive change in such areas as clinical training, the assessment interview and our facilities
and customer communications.

The third area is an improved customer experience where we really have made substantial progress to help improve the engagement levels of all customers.  We've refreshed and rolled out enhanced program
engagement materials to help people better understand the assessment process and prepare for their appointment.  These include a user-friendly website with enriched multimedia content.  We're also working
hand-in-hand with DWP to update customer-facing materials to make them easier to understand.  We recently completed usability testing of the draft materials and 96% of the testers reported positively on the
materials.  These changes go a long way to improving customer engagement.

Last month, we also launched a new help line to assist customers with completing their pre-assessment forms and provide practical support on the types of medical evidence that may be required.  We are
currently piloting text messaging as a means to prompt customers to complete certain tasks and to remind them of their upcoming appointments.  A full nationwide rollout is planned in the coming weeks.
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All of these accomplishments have not gone unnoticed.  During a public Work and Pensions Select Committee meeting last month, several government officials praised our recruiting plan and our efforts to
work through the backlog.  These public remarks are a confirmation of our effective working relationship with DWP and our belief that we are the right Company to bring about improvements to this highly
visible program.

To put it all in perspective, we are making meaningful improvements and it's on an upward trajectory, but the progress remains short of initial targets, and hence original projections for operating
income.  This is a single contract with an operating income ramp that's now pushed to the right.  As we continue to make strides forward, this is not a matter of loss mitigation but rather on bringing the start-up
to a mature operation level so as to deliver normalized operating income contribution, and we've done this in many situations before.  Let me explain.

Start-ups are simply the nature of our business, and new programs are the best avenue to create substantial, long-term shareholder value.  Growing pains are often normal during the early days of a new
program, and the pace at which start-up programs move to maturity can be difficult to predict.  MAXIMUS has demonstrated results in managing challenging start-ups.

If you've followed MAXIMUS long enough, you may remember that we faced challenges on start-up programs in the past.  Prime examples include our contracts in British Columbia and Texas.  It took time,
resources and a significant level of effort to implement the many changes needed to turn these programs around.  They are now two of our flagship contracts that have delivered meaningful shareholder value
over time.  We still believe the U.K. Assessment contract will drive long-term significant shareholder value, it will just take longer than originally planned.
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Turning now to our U.S. Federal operations where we expanded our portfolio in fiscal 2015 with the acquisition of Acentia; our integration efforts are nearly complete, and as we mentioned last quarter, we are
seeing new prospects that combine business process outsourcing with technology solutions.  The acquisition provides U.S. with additional contract vehicles and access to new agencies.  It opens up an entirely
new set of opportunities for MAXIMUS.

We won a small but strategic task order on a vehicle that we gained through the acquisition.  The work is for physical and behavioral health assessment reviews for individuals placed on a disabled list from
their current assignments.  This work is for one branch of the military.  The goal of this service is to either return individuals to their current duty, assign them to a new duty or assignment, or allow them to
leave the service.

This new task order plays nicely into our continuum of existing assessments and appeal services.  It's also positive confirmation of the role that the acquired contract vehicles will play in our longer-term
growth strategy for the federal segment.  While the federal procurement process can be slow-moving, we believe, over the next few years, we will start seeing formal opportunities where we can play a
meaningful role as a service provider.
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Shifting now to our support of the Affordable Care Act in the US, the third open enrollment period, or what we refer to as OE3, began last week and will run through January 31, 2016.  While we are in the
very early stages of OE3, we believe that ACA-related revenue has largely stabilized into a relatively steady state.  While the number of first time enrollments are projected to be lower, we continue to support
other ACA activities such as completing redeterminations, answering tax-related questions and managing certain components of consumer engagement.  However, as with any large scale government program,
we also expect normal course fluctuations year-in and year-out as states prioritize a wide-ranging set of initiatives under ACA.

Let's move on to new awards, pipeline and rebids.  Starting with new awards, we finished fiscal 2015 with record annual signed contract awards of $3.4 billion.  We also had an additional $149 million in new
awarded but unsigned contracts at September 30, 2015.  At September 30, the sales pipeline remained healthy at $3.2 billion.  As noted in the press release, this includes the anticipated rebid for the U.K. Work
program.  This rebid is not expected to be awarded until fiscal 2017, but the lengthy rebid process is expected to begin in the spring.  Overall, both the short-term pipeline and our longer-term outlook hold a
broad mix of rebids and new work, representing opportunities in multiple geographies and all segments.

Let's wrap up with rebids.  While the Texas Eligibility Support Services contract is still outstanding for fiscal 2015, we remain cautiously optimistic on the outcome.  As we've previously stated, fiscal 2016
will be a much lighter rebid year.  We have 10 contracts with a combined total contract value of approximately $170 million up for rebid in fiscal 2016.
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In summary, the Management Team is keenly focused on improving our performance on the U.K. Assessment contract and delivering results towards the upper end of our guidance range.  We have our arms
around the issues and have corrective action plans well underway.  This is but one contract in our global portfolio and, over the long-term, we fully expect that this will provide solid returns to our
shareholders.  Most importantly, the macro drivers remain intact and we are confident about the continued demand for our services for decades to come.

MAXIMUS recently celebrated our 40th anniversary in September, and I'd like to thank the more than 16,000 employees worldwide for their valuable contributions.  Governments around the world have
brought U.S. in as a trusted partner, to implement programs tied to major reform efforts, from welfare to work, to managed care and health insurance exchanges, to performance-based social reform efforts.  We
will continue to capitalize on opportunities that will grow the business and generate shareholder value.

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

Operator:  Thank you.  Ladies and gentlemen, we will now be conducting a question-and-answer session.  If you would like to ask a question, please push star, one on your telephone keypad now.  A
confirmation tone will indicate your line is in the question queue.  You may push star, two if you would like to remove your question from the queue.  For any participant using speaker equipment, it may be
necessary to pick up your handset before pushing the star key.  We do ask that you please limit your questioning to one question and one follow-up question only.  If you wish to ask additional questions, you
may re-enter the queue at that time.  One moment while we poll for questions.
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Our first question comes from the line of Brian Kinstlinger from Maxim Group.  Please go ahead with your question.

Brian Kinstlinger:  The—hello?

Lisa Miles:  Brian?

Richard Montoni:  Good morning, Brian.

Brian Kinstlinger:  Sorry, I don't know, a bad connection.  Sorry about that.  Good morning.  The first question I had, as you know, guidance to the midpoint was reduced by $0.40.  Can you quantify what
you had expected for revenue and EPS contributions for the assessments contract in your preliminary guidance versus what your expectations are to the low and high end of today's revised guidance?

Richard Montoni:  Brian, good morning, this is Rich.  Just to repeat the question so everybody understands it, and the connection's just fine, Brian.  Your question is, what was assumed for revenue and
earnings in our original preliminary guidance, and the revised guidance which is, at the midpoint, about $0.40 less, what's behind that?
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Glad to respond to it.  I'm going to ask Rick Nadeau to at least initially respond to that question, Brian.

Rick Nadeau:  Yes, Brian, thank you.  Our guidance is based on what we know today and reflects a wide range of probable outcomes.  The lower end of the range assumes that we continue to face challenges
on achieving our contract volume targets.  In terms of revenue, the lower end assumes approximately $230 million of revenue, and a pre-tax operating loss of about $7 million.  This is due to U.S. not earning
incentive fees as a result of U.S. not hitting the volume targets.

The middle of the range assumes breakeven operating income, and then the upper end of the guidance range assumes higher levels of revenue and assumes that we are earning incentive fees tied to the
performance targets, most notably the volume targets.  The upper end contemplates $280 million of revenue, approximately, and an operating margin of approximately 7%.

Brian, the Management Team is diligently focused to drive performance toward the upper end of the guidance range.  You are correct, our preliminary guidance did assume higher revenue in margins than is
presently assumed in our formal guidance.  The preliminary 2016 guidance assumed operating margin that was at the upper end of our targeted range of 10% to 15% of operating income that we talked
about.  Those estimates were based on early trends that we were experiencing in the first few months of the contract, therefore it assumed that we would be running at higher staffing levels and earning the
incentive fees on the performance-based targets.
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Rich, did you have anything to add to that?

Richard Montoni:  Rick, I would add, from a qualitative perspective, and as you can imagine, Brian, the Management Team has spent a lot of time contemplating what the revised guidance should be.  It does,
as you will note, it reflects a range of probable outcomes.  Our thinking when we set this formal guidance was to provide a range where the Management Team has a very high level of confidence in delivering
within that range.

I'd also add that while I'm not assured, we believe that the upper end of the range is achievable, and our goal, clearly, is to exceed the lower end of the range and the Management Team is determined to drive
towards the upper end of that revised range.

Next question, please?

Operator:  Our next question comes from the line of Dave Styblo from Jefferies.  Please go ahead with your question.
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Dave Styblo:   Hi, good morning, thanks for the questions.  I do want to (indiscernible) for a second here, just want to make sure I fully understand how to think about the move on the contract here.  Certainly,
it's a push out to the right.  Rich, I just want to make sure that I understand, after that, are we also talking about getting to the same full run rate earnings potential that you originally thought you could make on
it, or is there any press down on that over time?

Richard Montoni:  Dave, that's a great question.  I think it's helpful for the listeners to envision a ramp curve.  That's where we are with the start-up situation; starting from basically a takeover of a prior
operation from a predecessor and ramping it up in terms of its ability to deliver monthly volumes and increased quality, et cetera.  So I envision this ramp curve—and it was a very aggressive ramp curve.  We
are climbing that ramp curve, we are making improvements, we're increasing, but not at the same rate—and really, effectively, the best vision is to envision that ramp curve pushing to the right.  You hit upon a
very meaningful aspect, and that is, at the end of the day will the mature level be at the same level originally anticipated?  The answer is yes, definitely yes.  We are not lowering the expected level of
performance at the end of the day, or delivery, or volume level, revenue level of this contract when it's mature.

Dave Styblo:   Okay, great.  As a follow-up to that, I think you said you'd be, I think fully staffed in the summer of '16.  I know, obviously you don't have '17 guidance up, but if you had, does that sort of
insinuate that the '17 numbers wouldn't change, that you would be operating at that full run rate by that point, or is there—or does the push out to the right sort of impact your fiscal year '17 as well?
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Richard Montoni:  Well, I think what it means is that we expect that during our fiscal '16 we will reach full maturity level, and that means for all of '17 that project would be operating at that level.  You touch
upon a very important point in terms of, there'll be a radical difference in '17's performance versus '16's performance for this start-up contract.

Lisa Miles:  Next question, please?

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

Stephen Lynch:   Yes, hey guys, thanks for taking the question.  I was wondering if you could talk about the slower than expected ramp of staffing for the U.K. Assessment contract.  Is that being driven by a
shortage of qualified health care professionals in the market or if you could just talk about what factors are causing the drag in recruiting that would be great.

Richard Montoni:  Stephen, I think that's a great question.  Bruce Caswell who is our President, by the way, has spent, as you would expect, along with the rest of the Executive Team, a lot of time on this
project.  He has been over to London several times and has some really great insights in terms of what's been done and what we will do to move this forward.  So I'm going to ask Bruce to comment upon and
give you some insights as it relates to that topic.
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Bruce Caswell:  Great, and thanks, Stephen, and good morning.  Fundamentally, actually, recruiting has improved quite a bit over the course of the last several months and actually is no longer as significant a
constraint as it was previously.  So we feel like we've made very good progress in recruiting, and we're now reaching a level of recruiting that, from a rate perspective, is an appropriate level.  So the issue is
really that we need to sustain that rate for the foreseeable future.  We've done that through a number of methods; by increasing our supply chain partners, focusing on the quality of the recruits that we're
getting, and so forth.  So recruiting is less of a constraint.

The real issue that we've been facing is our ability to graduate those trainees that we bring into the system on a timely basis and ensure that we have a high level of graduation rate, and obviously, a
correspondingly low attrition.  It might be helpful just to give you a sense of, you know, what the training program is like that folks have to go through.  It's very extensive and rigorous, it takes a long time,
about three months for them to complete.  They have to go through multiple competency tests in that process.  These are health care professionals that, for a good portion of their career, pre-dating their joining
us, have been giving very direct care to folks in a clinical environment, versus assessing very complex conditions, many of which can fluctuate from day to day.  So it's a very different type of work.  It's a
career shift for these folks, but they are by far the most qualified people to serve as assessors.
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So while we can speak further about a number of the actions we've taken to address training and improve graduation rates, I did want to just clarify that recruitment we feel we've made great progress on and it
no longer represents the primary constraint to our success.

Stephen Lynch:   Thanks, Bruce.

Bruce Caswell:  Yes.

Richard Montoni:  Next question, please?

Operator:  Our next question comes from the line of Charlie Strauser from CJS Securities. Please go ahead with your question.

Charlie Strauser:  Hi, good morning.

Richard Montoni:  Good morning, Charlie.

Charlie Strauser:  If we can shift a little bit—if I can ask maybe Rick this question.  The pro forma organic growth rates in both Federal and Human, if you have those numbers I'd appreciate those.
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Richard Montoni:  So Charlie, you're asking for the pro forma organic growth rate for the Federal segment and the Human segment for the year ended September 30, 2015?

Charlie Strauser:  And the quarter, please.

Richard Montoni:  And the quarter.  So, fiscal year, okay.

Charlie Strauser:  Okay, the end of the quarter.

Richard Montoni:  Sure.  Rick?

Rick Nadeau:  Okay.  I'm sorry, which order did you want them in?  Health first?

Charlie Strauser:  Human and Federal, actually.

Rick Nadeau:  Okay, Human and Federal, okay.  So, Federal, on the top line grew 70%; 56% was attributable to—this is fourth quarter—56% was attributable to Acentia, and for fiscal 2015 revenue grew
47% and 30% was attributable to Acentia, and 17% from organic growth.  That was Federal.

Charlie Strauser:  Okay.
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Rick Nadeau:  Then Human was 12% in the fourth quarter and 8% for the fiscal year, with the top line being driven by the acquisition of Remploy.

Charlie Strauser:  So that's the—the 12% and 8% number is the organic number, or is that…

Rick Nadeau:  I'm sorry, total revenue 12% and 8%.

Charlie Strauser:  Right.  Got it, and then it's all driven by Acentia and Remploy?

Rick Nadeau:  Yes.  On a constant currency basis revenue would have been 23% in the fourth quarter and 16% for the full fiscal year.  That's in the script.

Charlie Strauser:  Got it.  Great.  Okay, thank you very much.  I wasn't clear on that part.

Rick Nadeau:  Right.

Charlie Strauser:  My second question is on Texas.  I know you said it's still pending, but is there any update on timing of that contract?

Richard Montoni:  I think we expect to hear in this calendar year, probably in the December timeframe.
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Charlie Strauser:  Great, thank you very much.

Richard Montoni:  You're welcome, Charlie.

Lisa Miles:  Next question, please?

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

Richard Close:  Great, thank you for taking the questions.  First, I was wondering if you could comment, you mentioned the first quarter will be sequentially down from the fourth quarter.  How should we
think about second quarter?  Will that be flat year-over-year you're thinking, or—and could you just talk about maybe the quarterly progression?

Rick Nadeau:  Yes, this is Rick.  We expect Q1, as we said, will be lower compared to the fourth quarter.  That is because we have many programs, as you know, in the start-up.  Based on what we know
today we would expect a steady level of earnings growth throughout the remainder of the year.  We'll grow throughout the year.  However, I do want you to keep in mind that the timing of revenue and profit
from things such as change orders and contract amendments can impact contract trends.  So we can wind up doing work on a particular piece of work and having the charge go in one quarter and we cannot
record the revenue because we have a change order that's pending and not signed.  It would then wind up getting signed in the next quarter.  So we can get some lumpiness that can result from that.
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Richard Montoni:  Richard that was your first question.  Do you have another one?

Richard Close:  Yes.  My follow-up would be on the Affordable Care Act.  I think—or at least we were looking for about $300+ million contribution from that in fiscal '15.  Can you let us know where you
stood for fiscal '15 on health reform, and then how you're thinking about health reform contribution going forward?  I think you said that you expect it to be stable, but just additional commentary in and
around that, please?

Richard Montoni:  I will be glad to do that, Richard.  I will say that you're right, we did expect that we'd have contribution in that vicinity, actual in fiscal '15.  I think fiscal '15 ended up being a very positive
year from an Affordable Care Act perspective.  There's just a lot of work that tends to come out of the woodworks.  Bruce is going to comment in detail, but it feels like the table is set for—again, we think it's
getting closer to a steady state.

The nature of the work that we do seems to be changing.  The issues seem to—some issues—last year issues seem to be resolved, but new issues pop up.  So Bruce, please add to that.
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Bruce Caswell:  Rich, you're absolutely right.  I guess what I'd add is, you know, we'll see normal course fluctuations with our state clients as they prioritize the wide-ranging set of initiatives that are in front
of them.  As we've talked about a little bit, this year's open enrollment period, for example, has a new series of tax forms that individuals will be receiving if they received qualified coverage through Medicaid
or CHIP, they now get the 1095-B forms.  A number of our clients will turn to us to help them with either the production or the fielding of phone calls around those types of forms.

We also—for example, in one of our larger contracts, are helping a client—you've, I'm sure, followed the status of the co-ops and there are certain co-ops that have shut down just prior to the open enrollment
period.  In one instance there was up to 200,000 individuals that needed to transition into new plans on a very expeditious basis.  So we all turned and surged and helped to support our clients in those
activities.  I would call that part of kind of normal course volume fluctuations that we would see, but overall, as Rich has indicated, we feel like we've reached pretty much a steady state, stabilized operation
with the Affordable Care Act.

Richard Montoni:  Richard, I'm going to add one other very important point, it's more of a horizon observation.  But when we first got into the Affordable Care Act and parsing how MAXIMUS might play a
meaningful role, the industry pretty much focused on the universality of health care - let's get everybody we possibly can signed up into our health care program.  We knew there’d be a second and a third
chapter in—the second and third chapter would move away from the universality of health care, and that's still a lot of work every year to re-enroll folks, but also towards quality and cost of health care.  In
particular, one of the big drivers there would be long-term care for elder individuals.  We're starting to see that solidify in our marketplace.  I won't go into in-depth detail here, but as you follow MAXIMUS I
think you should expect that that's going to further solidify and we'll see more opportunities in that direction.
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Next question, please?

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

Allen Klee:  Yes, hi, I had two questions.  One, if you could talk a little about what you said on the student loan contract and how that's going to go to breakeven potentially next year, but what the opportunity
you see there is?

Then second, just going back to the U.K. contract one more time to understand, for the people you hire, what are kind of the competitive choices that you think they have that can also be an issue?

Richard Montoni:  Those are good questions.  Bruce, would you take the first one?  Give folks a little bit of background on the student loan project, what we do, and then the breakeven concept and
opportunities moving forward.

Clearly, the one thing that crosses my mind, Allen, is that this contract is important to MAXIMUS because it's with an agency that we really have not done any work with in the past, the Department of
Education, and it's a sizable opportunity and as folks probably know, it was in start-up last year and is moving towards maturity.  Bruce, do you want to comment on how we're doing there?
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Bruce Caswell:  I'll begin and then actually turn it to Rick a little bit.  But as a reminder, the scope of the work that we do there is we help students who have reached a default status but for whom their cases
have not been turned over to private collection agencies, and that's a large volume of students.  I think the estimates nationally are—there's at least five million individuals and that will be growing toward
nearly 10 million individuals by 2020 that will need that kind of assistance in that program.

We have been working with the Department to implement upgrades to the technology platform that supports the program and moving through, as Rich has noted, the normal core start-up of the program to turn
it to a point where we expect it to break even in fiscal '16.

Rick, would you like to add to that?

Rick Nadeau:  Yes.  You have to remember, it's a 10 year contract, and Rich is right, it started and we were in start-up last year.  This year we have made the progress that we expected and it should be
approaching breakeven soon inside fiscal '16, and then it will turn profitable.  As I said, it's a full 10 year contract.
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Now Bruce, did you want to talk about the…

Bruce Caswell:  Health care professionals?

Rick Nadeau:  The health care professionals and what other things that compete for their…

Richard Montoni:  This is a good question.

Bruce Caswell:  Absolutely.  Yes, it is a—let me begin by just talking a little bit about the types of health care professionals that we recruit because we recruit, to a large degree, nurses, individuals with
physical therapy or PT or occupational therapy, OT capabilities.  Coming up in the future we'll also be adding mental health nurses to the cadre of folks that we'll be able to recruit.  A large proportion of the
individuals that we serve, as you can imagine, have mental health conditions that become part of that assessment process.  So, having folks with that clinical capability is quite important.  Doctors also
comprise a significant component, but I would characterize it more in the 10% to 15% range of the folks that we're recruiting.

It's a very tight labor market in the United Kingdom, and individuals have a lot of options, whether it's to go to work for the National Health Service, whether it's to practice in a general practice mode, a GP
type environment, or whether it's to do additional work on other assessment-related contracts that are out there.  Furthermore, the types of characteristics that individuals need to have and the capabilities kind
of really preclude you from hiring folks directly out of medical school, for example.
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These are individuals that need to have a level of experience and capability and really emotional intelligence and the ability to navigate through a very complex assessment process in a manner where it's a
very conversational and kind of low anxiety experience for the claimant.   All the while, manipulating and documenting the evidence of that assessment in a fairly sophisticated IT tool.  So that does narrow
the type of field of folks that can be successful in the role.  We have been working very hard, however, now to profile and understand, what are the characteristics of folks that can be successful and have been
successful in this role, and feed that back into the recruiting process.

Then finally, I might say, of the work that we do there are certain elements of the work, like scrutinizing complex cases that come in on paper, determining what additional, further medical evidence is needed
that can only be done by individuals once they've been in the program for up to maybe a year.  So it's really this time that we're seeing now as our new recruits that we've hired through the summer come in and
get established to get more experienced that we'll start to see increases in productivity, but meaningfully, an increase in their capability to handle a wider range of cases.

Richard Montoni:  Next question, please?
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Operator:  Thank you.  Our next question comes from the line of Frank Sparacino from First Analysis.  Please go ahead with your question.

Frank Sparacino:  Hi guys.  On the U.K. contract, Rick, I'm just trying to figure out from a—you know, worst case scenario perspective.  You talked about stop-loss provision at 5% of allowable costs.  Can
you help U.S. think about that in terms of actual dollars, relative to your low end range that you talked about earlier, the $7 million?

Rick Nadeau:  Sure.  Stop-loss provision in the contract restricts our loss to 5% of allowable costs on the contract, plus any costs that we incur that are not billable under the contract in any contract year,
meaning it's a contract-by-contract year calculation.

We—this contract has been disclosed at the approximately £595 million, which translates to a little bit more than $900 million, which puts the stop-loss then under the contract at something like $15 million
per contractual year.  When you factor in unbillables, we ran $5.5 million of unbillables on this contract during fiscal year '15, so that would give you a stop-loss that's around $20 million per contract year.

Now, our analysis indicates that we believe it is remote that we will trigger that stop-loss in either contract year one, which ends February 29, 2016, or contract year two.

Lisa Miles:  Frank, do you have a follow-up?
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Frank Sparacino:  No.  Thank you, guys.

Richard Montoni:  You're welcome.

Lisa Miles:  Thanks, Frank.

Richard Montoni:  The next question, please?

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

Brian Kinstlinger:  Great, thanks so much for taking my call.  The first is, how many health care professionals do you have on that contract, the assessment contract right now, and what does the current
workload require?

The follow-up—so, when I'm done with my questions, is, what was the impact to actually earnings?  I know revenue, you said, and currency in the fourth quarter and how did it impact fiscal 2016 guidance
and earnings, please?  Thanks.

Richard Montoni:  Brian, I think there are three questions there.  Your first one is what's (audio interference) that we have or that we need, and then what's the current number of FTEs that we have?  Then I
think your third question is really the impact of currency on the consolidated results.  Hold on a minute, Rick will answer the third one first and then we'll come back to Bruce on question one and two.
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Rick Nadeau:  Yes, the currency impact on the full year was approximately $44 million of revenue and about $0.02 of earnings per share is what we calculated.

Bruce Caswell:  I'll just state that, as a matter of client confidentiality, we can't actually speak to the detailed metrics in terms of the number of health care professionals that we have on board, but I would
remind you that we feel like we've made very significant progress in expanding our supply chain of qualified health care professionals.  I spoke a moment ago about the breadth of that supply chain.  We've
added recruiting partners and others, and we really feel like we've put a very solid number of new hires into the pipeline and they're now coming through, graduating and becoming productive.  It's worth
noting, like we said, that it takes individuals up to six to eight months to reach full productivity after they graduate, that's why we're seeing this lag in the uptake of production.  But we feel that we're at the
right rate for recruiting and we feel that we just need to keep it going for the foreseeable future.

Brian Kinstlinger:  Thanks.

Richard Montoni:  Brian, any follow-ups?
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Brian Kinstlinger:  No, that's it.  Thank you.

Richard Montoni:  You bet.  Next question, please?

Operator:  Thank you.  Our final question for today comes from the line of Stephen Lynch from Wells Fargo.  Please go ahead.

Stephen Lynch:   Hey, thanks.  I just wanted to ask about backlog coverage of guidance.  It sounds like you have about 93% of fiscal '16 revenue guidance in the form of backlog or option periods.  It looks
like that's up from 90% coverage at this time last year, going into fiscal '15.  Can you maybe talk a little bit about what's driving the difference there?  Are there any differences in the underlying assumptions,
maybe a bigger cushion for FX impact, or is this just normal course timing of contracts?  That'd be great, thanks.

Richard Montoni:  Yes, I think—I'm pleased that it's 93%.  I've always felt that 90% seems to be, given our business model, Stephen, 90% seems to be a very comfortable number, and frankly I think it's a
great business model when you've got 90% of next year's midpoint in the form of backlog.  Glad to see it's 93% but we didn't change the way we measure it.  It's measured in the same fashion.  I might even
put the additional 3%, which is nice, in the category of statistically within the same range.  So I think it's very comparable and very solid as we enter next year.
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Stephen Lynch:   Okay, thanks.

Lisa Miles:  Stephen, did you have a follow-up to that?

Stephen Lynch:   Nope, that's it for me.  Thank you.

Richard Montoni:  Well, that's the final question.

Lisa Miles:  Thank you very much for joining us on today's conference call.  Management will be available following this. Thank you.

Operator: Thank you, ladies and gentlemen.  This does conclude our teleconference for today.  You may now disconnect your lines at this time.  Thank you for your participation and have a wonderful day.
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Revision to Fiscal Year 2016 Earnings Guidance •Earnings guidance revision is a result of a single program in start-up: U.K. Health Assessment Advisory Service −While we have made substantial progress in effecting positive change to program, the ramp-up to contract volume targets has been slower than originally planned −As a result, we now expect FY16 diluted EPS will range between $2.40 and $2.70 •FY16 earnings guidance includes a wide range of possible outcomes under this program: −Lower end of range assumes we continue to face challenges on achieving contractual volume targets −Upper end of range contemplates improved performance −Focused on delivering results that move us back toward upper end of $2.40 to $2.70 range •Firmly believe that the overall, macro-trends remain intact for our business; continue to see opportunities for our core services across all segments & geographies •Governments around the world continue to seek ways to run more effectively and efficiently, while at the same time, dealing with rising caseloads, changing demographics & unsustainable social program spend •Through a combination of short-term & long-term opportunities, we see continued growth for years to come
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Share Repurchases & Other Uses of Cash •Approximately $162.5M remaining for repurchases under Board-authorized program Uses of Cash •Believe we can sufficiently address our cash needs in 2016 •Currently expect that spending on capital expenditures will decrease significantly in FY16 •Committed to sensible & practical uses of cash in order to best position & grow the business •Priority remains squarely focused on strengthening core business for long-term growth Period Approximate Number of Shares Purchase Amount Weighted Average Price Q4 FY15 865,000 $52.2M $60.20 Fiscal 2015 1,600,000 $82.8M $51.11 Subsequent to 9/30/15 103,000 $6.1M $59.41 Share Repurchases



Establishing Formal FY16 Guidance Fiscal 2016 Guidance Revenue $2.4B - $2.5B Diluted EPS $2.40 - $2.70 •Revenue range between $2.4B & $2.5B driven by growth across all segments, predominantly in Health & U.S. Federal Services, & to a lesser extent, Human Services •At September 30, 2015, we had $4.6B in backlog •Based on mid-point of our FY16 revenue guidance range, we estimate that approx. 93% of our forecasted FY16 revenue is already in the form of backlog or option periods •Now expect diluted earnings per share to range between $2.40 & $2.70; expected to be back-end loaded •Expect that Q1 FY16 diluted EPS will be lower compared to Q4 FY15 due to programs in start-up Cash provided from operating activities $200M - $230M Free cash flow $130M - $160M



Reason for the reduced FY16 earnings guidance is the slower ramp & resulting lower operating income contribution of U.K assessment contract. Guidance assumes a wide range of potential outcomes on this contract. •Contract also has a stop loss provision that restricts loss to 5% of allowable costs – plus any costs incurred that are not billable under the contract in any contract year •Our analyses indicate it is remote that we will trigger stop loss in contract year one (which ends 02/29/16) or contract year two 2. Other programs in start-up that will continue to have a tempering impact in FY16, including: •Australian jobactive •U.S. Department of Education •U.K. Fit for Work 3. Guidance is always subject to any fluctuations in foreign currency exchange rates 4. Estimated tax rate for FY16 will range between 37% and 39%; final tax rate will ultimately depend on mix of operating income contribution from our various tax jurisdictions Forecast for FY16 compared to FY 15 •Revenue growth between 14% and 19% •GAAP-basis earnings growth between 2% and 15% FY16 Guidance Data Points



Fiscal 2015 Fourth Quarter & Full Year Earnings Richard Montoni Chief Executive Officer November 12, 2015



Introduction •Challenges we face with U.K. assessment contract result in a reduced earnings outlook for FY16; this is a single contract in our global portfolio •Over past twelve months, introduced several new growth platforms that strengthened our position for future opportunities in key markets •Macro trends that drive demand for our services at global level remain very favorable Topics for today: •U.K. Health Assessment Advisory Service (HAAS) contract −Challenges today −Addressing those challenges −Improvements already made to the overall service •Updates −Acentia integration −Third ACA Open Enrollment period (OE3) −New awards, pipeline & rebids •Closing −Commitment to solid growth delivery in FY16



Three Main Challenges Today Falling short of achieving initial volume targets; ability to hit targets is tied to three areas: 1.Number of Health Care Professionals (HCPs) we recruit 2.Number of HCPs that complete training & graduate 3.Productivity of these new HCP recruits Three Main Challenges With HAAS Today Program Background Conduct assessments for individuals seeking certain disability benefits. Program faced significant criticism under previous provider. At contract takeover in March 2015, we said it would take time to meaningfully improve program. Hybrid contract – predominantly cost-reimbursable, with significant performance incentives; the largest is volumes Getting the Program Better Aligned With Contractual Targets •Need to have the right number of qualified HCPs – that goal hasn’t changed •What has changed is amount of time it is taking to recruit, graduate & ramp up new staff •Confident that we can achieve our goals over time •Modified forecasts to account for slower-than-expected staffing ramp •Believe staffing resources will be in place to meet volume demand & contractual targets by end of summer 2016



Productivity •Once new staff begin performing assessments, there is a learning curve; may take them 6-8 months to achieve full productivity levels •In the meantime, have efforts underway to increase productivity with our current workforce: −Optimized work schedules of our staff & offered voluntary overtime incentives – including weekend shifts – to increase number of assessments completed each day Efforts had direct influence on our ability to reduce the significant backlog inherited at the time of contract takeover. 2. Training & Support •Candidates must complete rigorous training, pass a series of competency tests, & graduate to become fully accredited •To increase graduation rates, we have some key initiatives underway: −Increased engagement & coaching with new candidates during entire training period. −Working with recruits who struggle with initial competency tests & providing individualized training support Yielding results by keeping more candidates in the process; with the extra support, we expect more candidates will graduate. 1. Recruitment •Launched comprehensive recruitment campaign to ensure continued flow of qualified candidates •Expanded network of recruitment partners •Enhanced employee referral program •Implemented advertising & social media campaign •New recruitment portal website •Exhibiting at recruitment fairs across the country Through these efforts, we have seen a sizable uptick in the number of new recruits. Remedies to Address Three Main HAAS Challenges Increased recruiting efforts, supplemented by enhanced training & optimization of current workforce, will help increase productivity, meet volume targets, and reduce wait times over the coming months.



Meaningful Progress on Program Improvements Enhanced Stakeholder Engagement: Customer Representative Group •Representatives from 25+ nonprofits & disability advocacy groups; group provides practical feedback that we incorporate to areas such as clinical training, assessment interview, facilities & customer communications Reduced Backlog: Top Priority for Department for Work and Pensions •At time of contract takeover, inherited significant caseload of 550,000+ outstanding assessments •Today – eliminated more than a third of backlog & making concerted progress to continue to reduce backlog of cases & shorten wait times Improved Customer Experience: Increased Engagement Levels •Refreshed & rolled out enhanced program engagement materials •User-friendly website with multi-media content •Updating customer-facing materials to make them easier to understand •Usability testing showed that 96% of testers reported positively •Launched new help-line to assist customers with pre-assessment forms & provide practical support on types of medical evidence that may be required •Piloting text messaging to prompt customers to complete certain tasks & remind them of upcoming appointments; nationwide roll-out in coming weeks



Recognition of HAAS Improvements Accomplishments Have Not Gone Unnoticed •During a public Work and Pensions Select Committee meeting, several government officials praised our recruiting plan & efforts to work through backlog •Confirmation of our effective working relationship with DWP & our belief that we are the right company to bring about improvements to this highly visible program Moving Forward •Making meaningful improvements •Progress remains short of initial targets & original projections for operating income •This is a single contract with an operating income ramp that’s now pushed to the right •Continue to make strides forward; not a matter of loss mitigation, but rather on bringing start-up to mature operation levels & delivering normalized operating income contribution



Demonstrated Results With Start-Up Challenges •Start-ups are the nature of our business •New programs are the best avenue to create substantial, long-term shareholder value •Growing pains are normal during the early days •Difficult to predict pace at which start-ups move to maturity •Past turn around successes in British Columbia & Texas: −Took time, resources & a significant level of effort to implement many changes needed to turn these programs around −Are now flagship contracts that have delivered meaningful shareholder value We believe the U.K. assessment contract will drive long-term significant shareholder value – it will just take longer than originally planned.



New Set of Opportunities Through Acentia Acquisition •Integration nearly complete & seeing new prospects that combine BPO with technology solutions •Provides additional contract vehicles & access to new agencies •Opens up an entirely new set of opportunities Awarded a small, but strategic, task order on a contract vehicle gained through the acquisition •Work is for physical & behavioral health assessment reviews of individuals placed on disabled list from their current assignments (for one branch of the military) •Goal is to return them to their current duty, assign them to a new duty or assignment, or allow them to leave the service •New task order plays nicely into our continuum of existing assessments & appeals services •Positive confirmation that the acquired vehicles will play an important role in our longer-term strategy for Federal Segment •Federal procurement process is slow; over next few years, expect to start seeing formal opportunities where we can play a meaningful role as a full-service provider



Affordable Care Act (ACA) Update •Third Open Enrollment period (OE3) began last week & will run through January 31, 2016 •Believe that ACA-related revenue has largely stabilized into a relatively steady state •Even though the number of first-time enrollments are projected to be lower, continue to support other ACA activities: −Completing redeterminations −Answering tax-related questions −Managing certain components of consumer engagement •As with any large-scale government program, also expect normal course fluctuations as states prioritize a wide-ranging set of initiatives under ACA



New Awards, Pipeline & Rebids Rebids •FY15: Texas ESS contract is still outstanding; remain cautiously optimistic on the outcome •FY16: Much lighter rebid year; 10 contracts with combined total contract value of approximately $170M New Awards September 30, 2015 YTD Signed Awards $3.4B New Contracts Pending $149M Sales Opportunities September 30, 2015 Total Pipeline $3.2B •Total pipeline includes anticipated rebid for U.K. Work Programme – lengthy rebid process expected to begin in the spring; awards expected in FY17 •Pipeline holds a broad mix of rebids & new work, representing opportunities in multiple geographies & all segments •Pipeline reflects opportunities where we believe the request for proposals to be released within the next six months



Conclusion •Keenly focused on improving performance on U.K. assessment contract & delivering results toward upper end of guidance range •Have our arms around the issues & corrective action plans well underway •One contract in our global portfolio; fully expect it will provide solid returns to our shareholders over the long term •Most importantly, macro drivers remain intact & confident about continued demand for our services for decades to come •Trusted partner for governments around the world to help implement programs tied to major reform efforts – from welfare-to-work to managed care & health insurance exchanges to performance-based social reform efforts •We will continue to capitalize on opportunities that will grow the business & generate shareholder value MAXIMUS celebrated 40 years in September. Thanks to our 16,000+ employees for their valuable contributions.


