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Cautionary Statement

C t i t t t d b i thi t ti th t tCertain statements made by us in this presentation that are not
historical facts or that relate to future plans, events, or performances
are forward-looking statements within the meaning of the federal
securities laws. Our actual results may differ materially from those
expressed in any forward-looking statements made by us. All
statements made by us in this presentation are qualified in ally p q
respects by the information disclosed in our filings with the
Securities and Exchange Commission and specifically, the risks
described therein under the heading “Risk Factors ” We are underdescribed therein under the heading Risk Factors. We are under
no duty to update or revise any forward-looking statements pursuant
to actual results or events, and do not intend to do so.
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Introducing ICF

ICF is the “Go-To” Firm for Domain-Driven 
Advisory and Implementation Work

Leading provider of advisory and program management services 
to government and commercial clients

Advisory and Implementation Work

to government and commercial clients

Domain driven government services firm with significant 
commercial business

Leading position in each of our markets

– Energy, environment, and transportationgy p
– Health, education, and social programs
– Homeland security and defense

M th 3 700 l N th A i U K d thMore than 3,700 employees across North America, U.K., and the
‘BRIC’ countries

Track record of strong organic growth
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Track record of strong organic growth



Leadership in our Core Markets

Revenue for year ended 12/31/2010

Energy, Environment, 
and Transportation

[Commercial & 
Government]

Health, Education, and 
Social Programs

[Government]

H l h I f i
Power & Fuels Markets 
Assessment
Alternative Energy
Energy Efficiency Program

Health Informatics

Health Surveys

Public Health Research and 
Evaluation

40%46%

Energy Efficiency Program 
Management
Environmental Policy
and Planning
Natural Resource 

Housing and Education 
Studies/Technical 
Assistance

Social Program Marketing

14%

Management
Transportation PlanningHomeland Security and Defense

[Government]

Social Program Marketing 
and Communications

H l d S it P D l tHomeland Security Program Development 
Emergency Management 
Critical Infrastructure Protection
Logistics Program Support
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ICF’s Business Advantages

Recognized leadership in Revenue by Client – year ended 12/31/2010

high growth markets

Diversified client base HHS
U.S. Commercial

Non-U.S.

Multi-year backlog with high
funded percentage; no single 

t t d 4% f
U.S. State 

contract exceeds 4% of revenue

Substantial opportunities
to maintain industry leading

DoD

DOS

and Local

to maintain industry leading 
organic growth rates

Track record of successful

EPA

DHS

Other U.S. Federal

USDADOT HUDTrack record of successful 
acquisitions
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Market Growth Drivers

Energy, Environment, Health, Education, and Homeland Security              gy, ,
and Transportation

, ,
Social Programs

Public health: focus on 
health disease prevention

y
and Defense

Cybersecurity: massive 
needs in government and

Focus on alternative fuels, 
new power infrastructure health, disease prevention, 

substance abuse

Education: emphasis on 
outcomes and accountability

needs in government and 
commercial sectors

Resilience: ability to 
prepare and recover from 

new power infrastructure

Energy efficiency programs

$2 trillion needed to revitalize 
energy transportation and

Veterans: health, housing, 
job needs as they reenter 
the civilian world

attacks

Retooling:  doing more with 
less

energy, transportation and 
water infrastructure

Environmental regulation 
reengineering – hazardous 

Increased government focus 
on efficiency and measuring 
outcomes

Heightened demand for 
security and sustainability in 
all sectors

pollutants, ash, drilling, 
carbon, etc.
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Our Strategy for Sustainable Growth

Leverage advisory work into implementation and full life-cycle solutions1

Pursue larger contract opportunities2

Build scale and win larger implementation contracts3

Expand our commercial business4

Replicate our business model geographically5

Pursue strategic acquisitions6
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Strategy:
Leverage Advisory Work to Win Implementation andLeverage Advisory Work to Win Implementation and 
Provide Life-Cycle Solution

Client Mission and NeedsClient Mission and Needs

Advise > Implement > Improve

Economic + Financial 
Analysis

Business Process 
Operations + Optimization

Benchmarking

Customer Satisfaction
Energy, 

Environment, and 
T t ti Management Consulting

Modeling + Simulation

Regulatory Development, 
A l i R i

Information + Data 
Management

IT Management + Solutions

Performance Management

Research + Evaluation

Transportation

Health Education Analysis + Review

Scientific + Engineering 
Analysis

Strategy Planning + Policy

Organization Learning + 
Performance

Program Management

Health, Education, 
and Social 
Programs

Strategy, Planning + Policy 
Analysis Strategic Communications 

+ Marketing

Surveys

Homeland 
Security and 

Defense

8icfi.com |

Training + Technical 
Assistance



Strategy:  Win Larger Implementation 
ContractsContracts

R t WiRecent Wins:

CDC Information Management Services (CDC CIMS)

– Consolidates all IT and management consulting at CDC

– Potential value $4 billion over 10 years

EPA Information Technology (ITS-BISS II)

– Consolidates support for Office of Environmental Information– Consolidates support for Office of Environmental Information

– Potential value $108 million over 5 years
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Strategy:  Expand our Commercial 
BusinessBusiness

P d F l M k tPower and Fuel Markets

– Market and Fleet Analysis

R bl Pl i– Renewables Planning

– Reliability Compliance

C b P t ti– Cyber Protection

– Environmental Management

E Effi i PEnergy Efficiency Programs

Sustainability Strategy

Aviation
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Strategy:  Expand our Commercial 
BusinessBusiness
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World bank



Pursue Strategic Acquisitions

Target
Identification

Multi-
Disciplinary

Due Diligence

Strategic,
Financial, and

Cultural Impact
Employee
Retention Integration

ImproveImplementAdvise

H lth Ed ti d S i l

Homeland Security and Defense

Key Market(s)

Synergy, Inc.Jan 2005

TargetDate

Homeland Security and DefenseAdvanced Performance 
Consulting GroupJan 2007

Health, Education, and Social 
ProgramsCaliber AssociatesOct 2005

Health, Education, and Social 
ProgramsZ-TechJune 2007

Energy, Environment, and 
Transportation

Energy & Environmental 
Analysis, Inc.Jan 2007

Energy, Environment, and 
TransportationSH&EDec 2007

Energy, Environment, and 
TransportationJones & StokesFeb 2008

Health, Education, and Social 
ProgramsMacro InternationalMarch 2009

Dec 2009 Jacob & Sundstrom, Inc. All  three key markets
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Jan 2011 Energy, Environment, and 
TransportationMarbek



Financial PerformanceFinancial Performance
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Revenue Trends Q4 2007 – Q4 2010

Road Home Project
Core

200 198

109 83
70 60 51 46

15

Millions

78 92 114 116 111 112
161 167 174 174

200 198 193of Dollars

Q4 
2007

Q1 
2008

Q2 
2008

Q3 
2008

Q4 
2008

Q1 
2009

Q2 
2009

Q3 
2009

Q4 
2009

Q1 
2010

Q2 
2010

Q3 
2010

Q4 
2010

46% 68% 85% 58% 43% 22% 41% 44% 57% 55% 24% 18% 11%
Y-O-Y

Core Gro th 46% 68% 85% 58% 43% 22% 41% 44% 57% 55% 24% 18% 11%Core Growth
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Strong Organic Growth across two Administrations

90%

50%

60%

Quarterly average 
core* business growth 
rate YOY = 41%

30%

40%

Quarterly average 
organic growth** 
rate YOY = 17%10%

20%

10%

0%

Q4 2007 Q1 2008 Q2 2008 Q3 2008 Q4 2008 Q1 2009 Q2 2009 Q3 2009 Q4 2009 Q1 2010 Q2 2010 Q3 2010 Q4 2010

‐10%

Bush Obama

* Core revenue excludes Road Home project revenue
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Core revenue excludes Road Home project revenue
** Organic growth excludes acquisitions within 12 months and Road Home project



Backlog Trends

(i Milli )

$1,230 $1,218

$1,431 $1,362 $1,334 $1,289
$1,407 $1,367

$1 200

$1,400

$1,600

(in Millions)

$591 $622
$735 $757

$

$800

$1,000

$1,200

$486
$

$200

$400

$600

$0
12/31/07 3/31/08 6/30/08 9/30/08 12/31/08 3/31/09 6/30/09 9/30/09 12/31/09 3/31/10 6/30/10 9/30/10 12/31/10

Total backlog at 12/31/10: $1.4 billion
Funded backlog at 12/31/10:  $649 million
New business pipeline: $2.7 billion (March 2011)
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Balance Sheet Highlights

(000s)
12/31/2010

Actual
12/31/2009

Actual

Cash and Equivalents $3,301 $2,353

Working Capital $77,688 $88,364Working Capital $77,688 $88,364

Total Assets $572,819 $582,227

Long-term Debt $85 000 $145 000Long-term Debt $85,000 $145,000

Stockholders’ Equity $352,733 $317,560
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P & L Highlights

Q4 Q4 Q4 YTD Q4 YTD
12/31/2010 12/31/2009 2010 2009

Revenues
(in millions) $192.9 $174.1 $764.7 $674.4

EBITDA $17 5 $15 8* $70 0 $61 0*EBITDA           
(in millions) $17.5 $15.8* $70.0 $61.0*

EBITDA Margin 9.1% 9.1%* 9.2% 9.0%*

Diluted EPS $0.36 $0.37 $1.38 $1.40

* Adjusted to exclude $0 4 million for the quarter and $1 4 million of transaction related expenses for the year 2009

First quarter 2011 revenue expected to be $192 million to $197 million, and 
dil t d EPS t f $0 34 t $0 38

Adjusted to exclude $0.4 million for the quarter and $1.4 million of transaction related expenses for the year 2009

diluted EPS to range from $0.34 to $0.38

2011 revenue expected to be $830 million to $865 million, and diluted EPS to 
range from $1.63 to $1.73
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Summary

P f i l i fi ith l t/ i lProfessional services firm with large government/commercial 
client base focused on domain areas—not generic IT services

Unique Position

Diversity of clients (public/private; all federal agencies; 
federal/state; domestic/international) minimizes dependency

Balanced Portfolio

17% average quarterly organic revenue growth last 13 quarters

D i b i ifi t i t ll t l t l t di

17% average quarterly organic revenue growth last 13 quarters
Excellent revenue visibility based on $1.4 billion of contracted 
backlog

Substantial Financial 
Momentum

Driven by significant intellectual property, long-standing 
relationships, highly credentialed and loyal consultant base, 
and institutional knowledge

High Barriers to Entry

Record of successful integration and employee retentionProven Consolidation 
Platform
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Thank You
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