
Fourth Quarter 1999 Earnings Release Fourth Quarter Highlights:  
Twenty-sixth consecutive quarter of sequential sales growth as a public company  
55 percent growth in net sales  
Commercial sales grow 65 percent, exceed $690 million  
Net income increases 63 percent  
EPS increases 60 percent  
Sales account managers increase to 798  
Direct Web sales increase 161 percent to $53.8 million  
Named to Fortune's 100 Best Companies to Work For in America  

 
Reflects 2-for-1 stock split paid May 19, 1999 
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Net Sales (000's) $741,26
7 

$477,23
3 55% $2,561,2

39 
$1,733,4

89 48% 

Income from Operations (000's) $ 48,068 $ 29,271 64% $
157,912 

$
104,638 51% 

Net Income (000's) $ 29,898 $ 18,342 63% $ 98,085 $ 65,841 49% 

Basic Earnings Per Share $ 0.69 $ 0.43 60% $ 2.27 $ 1.53 48% 

Diluted Earnings Per Share $ 0.67 $ 0.42 60% $ 2.22 $ 1.51 47% 

 
Operating Data 

 
      

Number of Invoices Processed 806,486 636,104 27% 2,934,28
6 

2,366,77
8 24% 

Average Invoice Size $ 963 $ 793 21% $ 918 $ 780 18% 

Number of Account Managers 798 621 29%    

Customers Serviced - 
Commercial 132,699 112,478 18% 285,360 246,177 16% 

% of Sales to Commercial 
Customers 93.5% 87.9% 6% 92.8% 87.3% 6% 

"CDW is proud of our coworkers' extraordinary efforts that produced record results for both the fourth 
quarter and year. Our successful business model integrates our relationship-based account managers, 
Web site, customer service and distribution capabilities in the business marketplace, which together 



enables us to gain market share, while producing superior financial results. We are confident that this 
"clicks and people" strategy with a high level of service is right for the future. CDW strives to foster a 
culture of respect and job satisfaction for all our coworkers so they can provide the best customer 
service in the industry. During the fourth quarter, we opened our on-site child care and fitness center 
and were named one of Fortune's 100 Best Companies to Work for in America for the second 
consecutive year. We are extremely proud of the value that we create for our coworkers and our 
customers. As we enter 2000, we are expanding our salesforce, e-Business activities, branding efforts 
and distribution capacity to perpetuate growth in market share and profits." 
 

 
--- Michael P. Krasny, Chairman and Chief Executive Officer 

 
Vernon Hills, Illinois, January 25, 2000--- CDW Computer Centers, Inc. (Nasdaq: CDWC) today 
announced record sales and earnings for the fourth quarter and year ended December 31, 1999.  

Net sales for the fourth quarter increased 55 percent to $741.3 million from $477.2 million in the 
same period of 1998. Net income for the quarter rose 63 percent to $29.9 million from $18.3 million in 
the fourth quarter of 1998. Diluted earnings per share increased 60 percent to $0.67 in the fourth 
quarter of 1999 from $0.42 in the same period of 1998. 

Net sales for the year ended December 31, 1999 increased 48 percent to $2.561 billion from $1.733 
billion in the year ended 1998. Net income for the year ended December 31, 1999 was $98.1 million, 
a 49 percent increase over $65.8 million reported in 1998. Diluted earnings per share of $2.22 in 1999 
increased 47 percent from $1.51 in 1998. 

All earnings per share amounts reflect the 2-for-1 stock split effected in the form of a stock dividend, 
which was paid on May 19, 1999. 

"Our focus on providing multibrand technology solutions in the business marketplace is working. 
Commercial sales increased 65 percent and account for more than 93 percent of total sales. Sales per 
active commercial account increased 40 percent in the fourth quarter of 1999 compared to the same 
period of 1998. Our knowledgeable sales account managers, customized customer Web sites and 
outstanding customer service provide the personal, yet high tech experience that commercial 
customers demand. We did not experience a slowdown in demand relating to Y2K issues, as our small 
to medium business ("SMB") customers purchase the mission critical products necessary to support 
their day-to-day business needs," said Michael P. Krasny, Chairman and Chief Executive Officer. 

Add-on boards/memory, data storage devices, notebooks, networking and communication and 
desktop computers were the fastest-growing product categories, all with sales growth rates exceeding 
50 percent. Notebook computers, which remained the largest product category at 21 percent of net 

sales, increased 71 percent in net sales dollars compared to the fourth quarter of 1998. Desktop 
computers, which include servers, increased over 53 percent. "Product availability was good 

throughout the quarter with no significant product allocation issues," said Gregory Zeman, CDW's 
president. 

Zeman added, "The aggressive addition of account managers initiated in 1998 continues to pay 
dividends as they expand and solidify relationships with customers. We will implement our growth 
strategy in 2000 by continuing to aggressively hire account managers and support them with 
marketing activities directed at increasing CDW's brand awareness and visibility. We plan to increase 
our sales force by approximately 30 percent in 2000 and to open our downtown Chicago sales office in 
the second quarter to accommodate growth."  

Our Web site www.cdw.com continues to evolve as an integral part of our business model, and an 
extension of our account managers' relationships with customers. In the fourth quarter, direct Web 
sales of $53.8 million grew 161 percent over the fourth quarter of 1998 and 19 percent over the third 
quarter of 1999. "Our customized customer Web site program, CDW@work™, is an excellent 
complement to our business model, providing our customers the information and tools they need to 
make their jobs easier," said Zeman. 

Gross profit margin was 12.9 percent of net sales in the fourth quarter of 1999, versus 12.7 percent in 
the prior year quarter. The Company's gross profit as a percentage of net sales may vary on a 



quarterly basis based upon vendor support programs, including inventory price protection policies, 
product mix, pricing strategies, market conditions and other factors. As a result, there is no certainty 
that the Company will be able to sustain the gross profit margin levels achieved in recent quarters. 

Selling and administrative expenses, as a percentage of net sales, decreased to 6.4 percent in the 
fourth quarter of 1999 from 6.5 percent in the same period of 1998. On a forward-looking basis, 
selling and administrative costs may increase as a percentage of net sales due to investments in new 
sales account managers, marketing initiatives and new facilities. 

Annualized inventory turnover decreased to approximately 24 times for the quarter, versus 28 in the 
fourth quarter of 1998. Working capital as of December 31, 1999 was $340.1 million, including 
approximately $83.0 million in cash, cash equivalents and marketable securities. 

The statements in this release concerning the Company's gross margin percentage and selling and 
administrative costs and other statements of a non-historical basis (including statements regarding 
implementing strategies for future growth, the ability of the Company to sustain its model of profitable 
growth and the expected benefits of the Company's e-Business strategy) are forward-looking 
statements that involve certain risks and uncertainties. Such risks and uncertainties include the 
continued acceptance of the Company's distribution channel by vendors and customers, the timely 
availability and acceptance of new products, continuation of key vendor relationships and support 
programs and the ability of the Company to hire and retain qualified account managers. 
 
 


