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Dear Shareholder,

Tomorrow’s historians will remember 2001 as a
watershed year. A world already rapidly changing
was suddenly transformed one Tuesday morning
in September. A global recession threatened to
overwhelm established companies, mature indus-
tries and even entire nations. Thousands of
start-ups and new economy firms born during the
Internet boom closed their virtual (and non-vir-
tual) doors. Unforgiving market conditions
meant only those firms with clear missions and
viable business plans survived.

I am proud to report that during this
“make or break” year, Answerthink not only
survived, but took strategic steps to maintain
our position in the marketplace. Our ability to
act decisively and stay focused on our objec-
tives throughout a difficult year served as a
clear testament to the strength of our business
model, the discipline in our operating philoso-
phy and the outstanding commitment of our
people. We carried a positive cash flow during
the year and ended 2001 with an all-time high
cash balance of $60 million. By limiting our
exposure to dot com projects and focusing on
IT-enabled initiatives that provide lasting value
for our clients, we were able to move ahead,
while many competitors failed.

In 2001 our strategic gains were particu-
larly significant. We strengthened our business
model by expanding our service offerings. For
example, we grew our business applications prac-
tice by purchasing the SAP applications group of
Condor Technology Solutions, Inc. Our recently
formed joint venture with HCL Technologies, Inc.
represents a significant new revenue opportunity



and allows us to provide cost-effective off-shore application development, maintenance and
support to Fortune 1000 clients. The offerings of this new venture are an excellent comple-
ment to our business model and allow us to quickly enter this expanding market. The launch
of Hackett Collaborative Learning, based on our acquisition of the Exult Process Intelligence
Center (EPIC), furthers our leadership in best practices. By giving us best practice expertise
focused on business process, this acquisition enhances our ability to meet the growing demand
for business process outsourcing.

How were we able to move ahead in 20017 Just as our clients focused on fundamentals,
so did our people. Our ability to deliver projects on time and on budget and to focus on client
service enabled us to strengthen our relationships. To further promote our client-focused
culture, we initiated a project performance bonus for our people tied to client satisfaction and
quality of project delivery. The results from our client satisfaction surveys continue to be
extremely positive and are a reflection of the value we are providing in the marketplace. Our
work also won widespread recognition from industry experts and analysts, including seven
Web Marketing Association Awards and an Electronic Multimedia Award.

In the coming year, we will build on the success of 2001 by further differentiating the
Answerthink brand based on our unique approach, called Business Process Intelligence (BPI).
BPI is not new—it’s based on the founding principles of Answerthink and is how we do busi-
ness every day. To a marketplace with no appetite for “cookie-cutter” consulting solutions that
fail to satisfy client needs for true return on investment, this approach is compelling—as you
will see in our Annual Report. BPI will be a big part of our efforts in 2002 as we demonstrate
to clients how simultaneously optimizing people, process, technology and information leads
to breakthrough performance gains.

Moving into 2002, the recovering economy is only one reason to be enthusiastic about
our prospects. Client satisfaction remains high, and we are committed to deepening our
relationships with our most significant and productive accounts. Our development of new
service and revenue channels holds great potential for growth. The initiatives and acquisitions
described above have given us a clear edge in important market sectors. We’ve never been
better positioned, and as you’ll see on the following pages the time is right for Answerthink
to be recognized as a clear industry leader.

P
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Ted A. Fernandez

Chairman & Chief Executive Officer
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Financial Highlights

Year Ended

December 28, 2001

Net revenues $ 247,461
Costs and expenses:
Project personnel and expenses 155,150
Selling, general and administrative expenses 88,704
Restructuring costs 8,489
Stock compensation expense 4,855
Total costs and operating expenses 257,198
Income (loss) from operations (9,737)

Other income (expense):
Litigation settlement —
Non-cash investment losses —

Interest income 1,222
Interest expense (165)
Income (loss) before income taxes (8,680)
Income tax expense (benefit) (161)
Net income (loss) $ (8,519)
Basic net income (loss) per common share $ (0.19)
Weighted average common shares outstanding 43,999
Diluted net income (loss) per common share $ (0.19)

Weighted average common and
common equivalent shares outstanding 43,999

December 28, 2001

Cash and cash equivalents $ 59,888
Working capital $ 81,313
Total assets $ 211,919
Shareholders’ equity $ 177,701
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Answerthink shareholders are invited
to attend our annual meeting on
Wednesday, May 8, 2002 at 11am at:

Hotel Inter-Continental
100 Chopin Plaza
Miami, Florida
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