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The Value of Execution



CDI helps customers in targeted vertical markets
achieve a faster and higher return on capital invest-
ment by providing high-value engineering and
information technology solutions and specialized
talent on demand. Our solutions provide them with
the speed, skill and scale they need to focus more
sharply on their core competencies, accelerate
change and achieve profitable growth.

CDI Corp. (NYSE: CDI) is a professional services and outsourcing company with

core operations in engineering, information technology and staffing.
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Along with streamlining our infrastructure, we out-

lined a growth strategy that focused on providing

specialized, high-value solutions to customers in

the most promising vertical markets. We shed

accounts and lines of business that failed to meas-

ure up to our new financial criteria and began to

exercise greater discipline and selectivity in pursu-

ing new business that would move CDI up the

“value chain” in the eyes of our customers and

shareholders.

It was an ambitious agenda for a 12-month period,

but we felt very strongly that we needed to take

aggressive action to restore both CDI’s profitability

and the confidence of our shareholders. Despite

the inevitable uncertainty that accompanies

change on a large scale, our employees rose to the

occasion and delivered on every major promise we

made to our shareholders a year ago.

Dear Shareholder:

A year ago, we articulated our plan for a funda-

mental restructuring of CDI and outlined the

results we expected to achieve through those

actions. We have executed our plan with discipline

and precision, and the result is exactly what we

foreshadowed on the cover of last year’s annual

report: a simpler, more profitable company focused

on sustainable growth. Today, we are in a solid

position to grow profitably and maximize share-

holder value—with or without favorable economic

conditions.

There has been a plethora of restructuring activity

among Fortune 1000 companies over the past 18

months, much of it cost-cutting in response to the

persistent gloom hovering over the global business

community. In restructuring CDI, however, our aim

was to do more than simply cut costs in the short

term. We recognized the need to improve our busi-

ness model and pare our cost structure back to a

rational level, a level that would enable us to func-

tion efficiently while strengthening our competitive

posture in the marketplace.

Roger H. Ballou
President and CEOValue

Despite the inevitable uncertainty that

accompanies change on a large scale,

our employees rose to the occasion and

delivered on every major promise we

made to our shareholders a year ago.
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Business Segment Discussion

CDI has been viewed as a staffing company, but

with our restructuring and paring of business lines,

we now operate primarily as a professional service

and outsourcing company. CDI’s new mission state-

ment defines how our reorganized company now

delivers value to customers and shareholders:

CDI helps customers in targeted vertical markets

achieve a faster and higher return on capital invest-

ment by providing high-value engineering and

information technology solutions and specialized

talent on demand. Our solutions provide them with

the speed, skill and scale they need to focus more

sharply on their core competencies, accelerate

change, and achieve profitable growth.

CDI does this through four business segments: CDI

Professional Services, CDI Project Management,

Management Recruiters International, and Todays

Staffing. In 2002, each of these businesses was

called upon to streamline operations and shift

focus to higher-margin services and markets.

Though some felt economic pressures more

severely than others, each improved its profitabil-

ity and made important progress toward CDI’s

growth objectives.

Here is our “report card” for the year 2002:

• We have reduced CDI’s break-even level from

approximately $1.4 billion (December 2001) to

$850 million (as of December 2002). Our goal

was to reduce break-even to under $1 billion.

• We effectively eliminated debt and ended 2002

with approximately $94 million in cash and

highly liquid short-term investments on the

balance sheet.

• By the end of 2002, as compared with the first

quarter of 2001, we reduced our overall indirect

expense run rate by more than $100 million.

• We increased our direct margin by 90 basis

points year over year to 26.1 percent, in line

with our goal.

• Our return on revenue improved 210 basis

points to 2.4 percent on pre-tax profits (before

charges).

• Our annualized return on assets increased by

860 basis points, to 10.1 percent. Our target for

ROA is to achieve a pre-tax return of 20 percent

or greater in 2004.

Opportunity
CDI has been viewed as a staffing

company, but with our restructuring

and paring of business lines, we now

operate primarily as a professional

services and outsourcing company.
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CDI’s Value Continuum

CDI Professional Services, which offers information

technology and technical staffing services and

managed staffing solutions to customers in tar-

geted vertical markets, completed its main restruc-

turing activities in the first half of 2002. Led by

President Charles Abadie, the unit organized

around a new sales and service delivery model.

Although its revenues in 2002 were affected by

CDI’s decision to exit low-margin business and the

continuing softness in demand for information

technology staffing, the unit improved its prof-

itability due to a more advantageous mix of higher

value business. It expects to gain revenue momen-

tum in 2003 by expanding its high-margin product

lines and improving the skill and effectiveness of its

sales organization.

CDI reports results for AndersElite, our business

based in the United Kingdom, as part of CDI Pro-

fessional Services. A strong niche player in profes-

sional staffing for the building and construction

industry, AndersElite experienced solid growth in

2002 even as its top leadership completed a

planned transition from founder Phil Anders to

the highly capable hands of its long-time manag-

ing director, Paul Metcalfe.

A core business that is gaining in importance for us

is CDI Engineering Solutions, which we report as

part of our Project Management segment (the

other piece of Project Management being CDI

Innovantage, our information technology solutions

operation). Despite the challenges of a major reor-

ganization, 2002 was an exciting year for CDI Engi-

neering Solutions, whose operations are organized

around the key vertical markets to which we offer

high-value services: Aerospace Technologies,

Biotech & Pharmaceutical, Chemical & Industrial,

and Government Services. Under the leadership of

its new president, Robert Giorgio, CDI Engineering

Solutions announced approximately $143 million in

new business wins on an annualized basis. Most

importantly, these tend to be long-cycle contracts

that, as the unit grows, should provide a significant

offset to the economic cyclicality that affects more

staffing oriented companies.

CDI Innovantage is also focused on high-value

outsourced solutions, in the area of information

technology. Although its revenues were flat in

2002, reflecting the softness in demand for infor-

mation technology outsourcing, the division had

commendable direct margin growth due to its

concentration on longer-cycle business in high-

growth sectors and a sharper focus on its core

competency: infrastructure management.



4

Management Recruiters International (MRI), a

global franchise network and specialty staffing

firm, is the world’s largest executive search and

recruitment organization. MRI experienced a steep

revenue decline in 2002, as companies around the

world continued to downsize or delay permanent

hiring. The challenging economic conditions, how-

ever, served as a catalyst for refining the MRI busi-

ness model. In the third quarter, MRI President

Allen Salikof initiated a restructuring program,

closing or selling company-owned permanent

placement offices that operated in perceived com-

petition with MRI franchisees to concentrate on

improving its service to the franchise network. In

addition to its franchise operations, MRI operates

specialty staffing divisions focused on shorter-term

executive assignments and temporary health care

professionals. MRI’s franchise network gives it an

important competitive advantage: when the econ-

omy improves, its owner/operators will be poised

to capitalize on the pent-up demand for hiring.

Todays Staffing, whose talent lines include admin-

istrative, legal and finance professionals, also saw

significant change in 2002. Dirk Dent, whose

career with CDI spans more than 20 years, was

named president in September and immediately

embarked on a plan to reorganize the business. In

place of a large number of small offices in scat-

tered geographies, the unit consolidated around a

more sales-focused “cluster model,” concentrating

its resources in larger, higher profile offices in large

metropolitan markets while at the same time sig-

nificantly reducing its overhead cost structure.

Todays is also adding value for its customers by

expanding beyond temporary placement to include

permanent placement and project business in core

talent lines.

CDI’s Corporate group worked alongside its busi-

ness units to reduce the overhead burden on the

business, improve efficiency, and leverage syner-

gies across the enterprise. Corporate expenses

decreased from $23.4 million in 2001 to $18 mil-

lion in 2002. We continued to add discipline to

our working capital management and other prac-

tices, resulting in excellent cash flow and a reduc-

tion in Days Sales Outstanding from 60 in 2001 to

58 in 2002.

The Task in 2003: Profitable Growth

The bottom line in 2002: CDI had a very successful

year despite the harshest business conditions most

of us have experienced. As I write this, however,

we’re well into 2003, and we face a more difficult

task: creating shareholder value the old-fashioned

way, by growing organically, and profitably. 

Execution
Our goal is simple: to consistently

demonstrate our ability to achieve

profitable growth, no matter the

external circumstances.



The Values that Guide us

These are the core values that guide us in creating

value for our shareholders and customers. 

We strive to be:

Results Driven

We measure our success by the value we 

deliver for our shareholders and customers.

Disciplined 

We hold one another and ourselves accountable

for the highest standards of performance.

Collaborative

We work with our colleagues and customers

toward shared goals and mutual rewards in an

environment of respect.

Candid

We interact with our shareholders, our customers

and one another in a candid and straightforward

fashion.

Competitive

We compete aggressively and win ethically.
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At the beginning of 2002, we expressed our cau-

tiously optimistic belief that the economy would

begin to improve in the second half of the year.

Instead, the economic uncertainty has been com-

pounded by world events, and investors have been

barraged with highly publicized accounts of corpo-

rate wrongdoing. Our response? We have made

strategic investments to augment our senior finan-

cial team and enhance our financial and operational

controls. We remain sharply focused on shareholder

value and are committed to candor and trans-

parency in our communications. What goes on

around us is outside our sphere of influence, so we

will remain focused on what we can control and

continue to exercise caution in our planning, and

execute with discipline and precision.

Our goal is simple: to consistently demonstrate our

ability to achieve profitable growth, no matter the

external circumstances. Our no-excuses growth plan

is predicated on our belief that we have a rational,

competitive business model thanks to the hard

work we did in 2002. In 2003, we will focus on

strengthening our sales force, creating a “culture of

performance,” and continuing to find ways to

maximize value for our employees, customers and

shareholders.

Thank you for your interest in CDI.

Sincerely,

Roger H. Ballou

President and Chief Executive Officer

▼
▼

▼
▼

▼
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CDI At A Glance

SM

CDI is a professional services and outsourcing company with four primary business
segments: CDI Professional Services, CDI Project Management, Management
Recruiters International, and Todays Staffing.

Mission
CDI helps customers in targeted vertical markets achieve a faster and higher return on capital investment by providing

high-value engineering and information technology solutions and specialized talent on demand. Our solutions provide

them with the speed, skill and scale they need to focus more sharply on their core competencies, accelerate change

and achieve profitable growth.

Employees
Approximately 18,000 on staff and at client sites.

Customer Base
Government and Fortune 1000 customers in selected vertical markets, including aerospace, financial services,

defense, information technology, chemical, industrial, biotech and pharmaceutical, and construction.

Market Scope
Based in Philadelphia, with an extensive network of offices in the United States, Canada and the United Kingdom,

as well as operations and strategic alliances in Europe, Asia and Australia. In addition, the MRI franchise network

extends to more than 25 countries around the world.

2002 Business Segment Revenue

53%

$622.9 million
27%

$311.3 million

7%

$85.9 million

13%

$149.4 million

CDI had corporate expenses in 2002 of $18 million after event-driven and restructuring charges. 

Combined with the segments' data, CDI's operating profit was $6.7 million after restructuring 

and event-driven charges.

2002 Business Segment Operating Profit 
After Event-Driven and Restructuring Charges

28%

$6.9 million

38%

$9.4 million

28%

$6.9 million

6%

$1.5 million

2002 Business Segment Operating Profit 
Before Restructuring and Event-Driven Charges

33%

$15.2 million

33%

$15 million

22%

$9.8 million

12%

$5.6 million

CDI Professional 
Services

CDI Project
Management

Management
Recruiters 
International

Todays Staffing

Business Segments

NYSE: CDI
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CDI Professional Services
CDI Professional Services offers information technology and technical staffing services and managed staffing solutions to

customers in targeted vertical markets. Service delivery is tailored to client need and can range from staff augmentation

and outsourcing services to “vendor-on-site,” technology-enabled managed staffing programs. The unit employs some

7,000 highly skilled information technology professionals, engineers and designers, sourcing them from a network of more

than 70 offices in the U.S., Canada and Europe. AndersElite, based in the United Kingdom, reports results as part of CDI

Professional Services. AndersElite is a strong niche player in professional staffing for the construction industry in the U.K.

It also has operations in Australia. The segment’s key initiatives in 2003 are to expand its offerings to grow high-margin

business in targeted vertical markets, increase its global footprint by leveraging existing business in Europe and expand-

ing AndersElite operations in Australia, and to lead the industry in effectiveness and efficiency of placements.

Business Segments

CDI Project Management
CDI Project Management, which comprises CDI Engineering Solutions and CDI Innovantage, provides engineering and information

technology solutions to government and Fortune 1000 clients in high technology and capital intensive vertical markets. CDI

Engineering Solutions is divided into four operations focused around the key vertical markets to which it offers high-value services:

Aerospace Technologies, Biotech & Pharmaceutical, Chemical & Industrial, and Government Services. It employs more than 3,500

engineers, designers and technicians who work on projects of varying size and complexity at full-service engineering offices in the

U.S., Canada, the United Kingdom and at customer sites worldwide. Strategic partnerships in Europe and the Far East further

enhance CDI Engineering Solutions’ global reach. CDI Innovantage delivers information technology outsource services such as infra-

structure management, enterprise support services and technology advisory services that enable clients to focus their resources on

core business objectives. In 2003, CDI Engineering Solutions will seek to increase its mix of long-cycle projects and alliance con-

tracting, selectively expand its product lines by offering high-value, life-cycle specialized services; and focus on higher margin, larger

engineering projects. CDI Innovantage will focus on increasing its mix of business from multi-year annuity contracts, selectively

develop new sector-specific products, and expand wholesale services within the alliance/partner channel by providing outsource

services as a vendor to the primary IT outsource providers.

Management Recruiters International
Management Recruiters International (MRI), a global franchise network and specialty staffing firm, is the world’s largest search

and recruitment organization, with approximately 1,145 offices worldwide. MRI provides a full range of search and mid-level

and senior-level recruitment services, from single searches for a key manager to major programs involving hundreds of assign-

ments for a single client. MRI’s franchise network specializes in mid-level permanent placement. Its specialty staffing operations

include Banister International, focusing on C-suite-level permanent placement; InterExec, focusing on temporary executive level

placement; and, MedLogix, specializing in temporary placement of healthcare professionals. MRI’s key initiatives in 2003 are to

enhance services to the franchise network, grow its specialty staffing business, and develop national sales channels to capture

single-source client projects.

Todays Staffing
Todays Staffing provides temporary and permanent placement of administrative, legal and financial professionals, as well as

project-based assignments in its core talent lines. Divisions include Todays Office Staffing, specializing in administrative office

support; Todays Legal Staffing, specializing in full service professional and administrative legal staffing; and, in Canada,

Todays Staffing Ltd., specializing in administrative office and light industrial staffing. Todays operates more than 95 offices

throughout the United States and Canada. In 2003, Todays Staffing will continue to improve the efficiency and effectiveness

of its cluster business model and implement it within larger metropolitan markets, add new talent lines in growing vertical

markets, and refine its sales processes and approach to market.

A CDI Company

Professional
Services

SM

Engineering
Solutions

SM

Innovantage

SM

A CDI Company

A CDI Company
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Results

Years ended December 31
(In thousands, except per share data and ratios)

2002 2001 2000

Revenue $ 1,169,475 1,458,592 1,675,455

Year-to-Year Growth (20%) (13%) 8%

Operating Profit (Loss) $ 6,701 (23,027) 53,339

% of Revenue 0.6% (1.6%) 3.2%

Earnings (Loss):

Continuing $ 4,082 (16,704) 28,811

Net (c) $ (9,359) (15,610) 33,003

Earnings (Loss) Per Share Diluted:

Continuing $ 0.21 (0.88) 1.51

Net $ (0.48) (0.82) 1.73

Shareholders Equity $ 307,801 310,650 325,795

Per Share $ 15.90 16.24 17.09

Return on Equity (a) 1% (5%) 9%

Leverage (b) 0.2% 2% 13%

Shares Outstanding 19,355 19,128 19,065

(a) Continuing earnings (loss) divided by average equity.
(b) Debt to total capital.
(c) After discontinued operations and effect of accounting change.

Financial Highlights
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Stock Listing
New York Stock Exchange
Ticker symbol: CDI

A copy of the Form 10-K for 2002
filed with the Securities and
Exchange Commission accompanies
this Annual Report. Copies of the
announcements and quarterly
earnings for 2002 are available
without charge to any shareholder
or beneficial owner of CDI stock
upon request to:

Investor Relations, CDI Corp.
1717 Arch Street, 35th Floor
Philadelphia, PA 19103-2768

CDI Corp. and its affiliated companies
are Equal Opportunity Employers.
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