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If any of the securities being registered on this Form are to be offered on a delayed or continuous basis pursuant to Rule 415 under the
Securities Act of 1933, other than securities offered only in connection with dividend or interest reinvestment plans, check the following
box. o

If this Form is filed to register additional securities for an offering pursuant to Rule 462(b) under the Securities Act, please check the
following box and list the Securities Act registration statement number of the earlier effective registration statement for the same offering. o

If this Form is a post-effective amendment filed pursuant to 462(c) under the Securities Act, check the following box and list the Securities
Act registration statement number of the earlier effective registration statement for the same offering. o

If delivery of the prospectus is expected to be made pursuant to Rule 434, please check the following box. o

The Registrant hereby amends this Registration Statement on such date or dates as may be necessary to delay its effective date until
the Registrant shall file a further amendment which specifically states that this Registration Statement shall thereafter become effective
in accordance with Section 8(a) of the Securities Act of 1933 or until this Registration Statement shall become effective on such date as
the Commission, acting pursuant to said Section 8(a), may determine.
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The information in this Prospectus is not complete and may change. We may not sell these securities until the registration statement filed with
the Securities and Exchange Commission is effective. This Prospectus is not an offer to sell these securities and is not soliciting an offer to
buy these securities in any state where the offer or sale is not permitted.

Subject to Completion, dated April 13, 2004
PROSPECTUS

3,200,000 Shares

StarTek, Inc.

Common Stock

This is an offering of shares of common stock of StarTek, Inc. All of the shares being offered are being sold by the selling stockholders. We will
not receive any proceeds from the sale of shares by the selling stockholders.

Our common stock is listed on the New York Stock Exchange under the symbol SRT. On April 12, 2004, the last reported sale price of our
common stock on the New York Stock Exchange was $36.85 per share.

Investing in our common stock involves risks. Risk Factors begin on page 6.

Per
Share Total
Public Offering Price $ $
Underwriting Discounts and Commissions $ $
Proceeds to Selling Stockholders (before expenses) $ $

One of the selling stockholders identified in this prospectus has granted the underwriters a 30-day option to purchase up to 480,000 additional
shares of our common stock to cover over-allotments.

Neither the Securities and Exchange Commission nor any state securities commission has approved or disapproved of these securities or
determined if this prospectus is truthful or complete. Any representation to the contrary is a criminal offense.

Lehman Brothers, on behalf of the underwriters, expects to deliver the shares on or about ,2004.

LEHMAN BROTHERS
SUNTRUST ROBINSON HUMPHREY
THOMAS WEISEL PARTNERS LLC

, 2004
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You should rely only on the information contained in this prospectus. Neither we nor the underwriters have authorized anyone, including
the selling stockholders, to provide you with any information different from that contained in this prospectus. The selling stockholders are
offering to sell, and seeking offers to buy, shares of our common stock only in jurisdictions where such offers and sales are permitted. The
information contained in this prospectus is accurate only as of the date of this prospectus, regardless of the time of delivery of the prospectus or
of any sale of this common stock.
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PROSPECTUS SUMMARY

The following is a short summary of our business. It may not contain all of the information that is important to you. To understand this
offering fully, you should carefully read the entire prospectus, including the risk factors contained in this prospectus and the financial
statements, related notes and other information incorporated by reference into this document. Unless the context requires otherwise in this
prospectus, StarTek, we, us, and our referto StarTek, Inc. and its subsidiaries. Unless otherwise indicated, the information in this prospectus
assumes no exercise of the underwriters over-allotment option.

StarTek, Inc.

We are a leading provider of business process outsourced services, which consist of business process management and supply chain
management services. Our business process management services include provisioning management, wireless telephone number porting,
receivables management, wireless telephone activations, and high-end technical support and customer care services. Our supply chain
management services include packaging, fulfillment, marketing support and logistics services.

Our revenue has grown from $205.2 million in 1999 to $231.2 million in 2003. During the same period, our operating profit has grown from
$18.0 million to $31.3 million, representing an increase in our operating margin from 8.8% to 13.5% of revenue. All our growth was achieved
organically by developing existing customers and adding new customers rather than through mergers or acquisitions.

Our Industry

An increasing number of businesses are seeking the services of third party outsourcers to address a wide range of their customer care needs,
including technical support services and fulfillment/ logistics. As a result, we believe that outsourced customer care services will grow
significantly in the coming years. Industry sources estimate that the worldwide customer care services market will grow from approximately
$38.1 billion in 2002 to $68.2 billion in 2007, or a compounded annual growth rate of 12.3%. The largest geographic component of this market
is the United States, which is expected to grow from $20.3 billion in 2002 to $35.1 billion in 2007, or a compounded annual growth rate of
11.6%. We believe that the main drivers behind this growth stem from the heightened desire by businesses to control costs and increase
operating efficiencies, service capabilities and competitive advantage. In general, we believe that industries having higher levels of customer
contact and service volume, such as telecommunications, financial services and retail, tend to seek outsourced services as a more efficient
method for managing their technical support and customer care functions.

Within the worldwide customer care services market, industry sources estimate that two of the largest service categories are customer
interaction and fulfillment/ logistics, the sizes of which are estimated to be over $30 billion and over $4 billion, respectively, in 2002. We
believe that technical support/help desk services are the fastest growing component of the customer interaction category, driven by the desire of
businesses in the telecommunications, information technology and consumer devices industries to outsource their customer support needs at a
cost lower than they could achieve internally. We also believe that fulfillment/ logistics services will grow at a rate faster than the overall
worldwide customer care services industry, owing to the need by businesses to achieve faster time to market, rapid inventory turns, greater focus
on core competencies and lower costs.
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Our Competitive Strengths

We believe the following competitive strengths allow us to become an integral part of our clients businesses and contribute to our strong
market position, and will enable us to continue to enhance our established presence as a leading provider of business process outsourced
services:

Comprehensive Outsourced Services. We have the expertise and resources to become the one source provider for a significant portion of
our clients business process needs, including assembly, order processing, distribution, technical support and customer care.

Ability to Accommodate Specialized Requirements. We have developed specialized expertise to address the needs of clients in
technically-oriented industries, which generally entail critical, complex and high-volume market support requirements.

Scalable, Flexible Business Model. We believe our ability to rapidly deploy a new facility significantly differentiates us from our
competitors, and our ability to quickly expand capacity allows our clients to rely on us to manage sudden changes in demand for their
products.

Cost-Effective, High Quality Services. We enable clients to provide their customers with high-quality services that, for most of our clients,
are at lower cost than they could achieve through in-house operations.

Technology-Enabled Service Delivery. We have combined commercially-available technology with our internally-developed business
processes and systems to deliver a number of value-added functionalities, including advanced demand forecasting and scheduling
capabilities for our clients.

Our Growth Strategy

We have achieved significant organic growth in our operations as measured by the number of our business process outsourcing facilities,
customers, employees, revenue and net income. We expect that our service offerings, which we believe are among the leading types of services
that companies may consider for outsourcing, combined with what we believe to be a trend towards businesses focusing on their core
competencies, have positioned us well for future growth. The principal elements of our growth strategy are to:

Use Our Expertise in Complex Process Management to Address Untapped Opportunities. Through our experience serving clients in
technically-oriented industries, we have developed specialized skills in outsourcing complex processes involving sophisticated customer
interaction and highly efficient fulfillment processes. We intend to apply our existing process management expertise, as well as expertise
we develop in the future, to address new client opportunities.

Strengthen Strategic Partnerships and Long-Term Relationships with Existing Clients. We seek to develop long-term client relationships,
primarily with Fortune 1000 companies. We believe our client-oriented, value-added, integrated approach to addressing clients needs
distinguishes us from our competitors and plays a key role in our ability to attract and retain clients on a long-term basis.

Further Strengthen Our Management Team with Key Hires. Since 2001, we have strengthened our senior and middle management ranks
through the hiring or promotion of experienced personnel. We intend to continue to recruit for key positions in our organization,
particularly in sales and marketing, so that we may further capitalize on the market position and competitive momentum we have
developed to date.

Expand Our Client Base in New Vertical Markets. We are currently seeking to expand the industries to which we provide our wide
spectrum of business process outsourced services by targeting select clients in markets in which we believe we offer an attractive value
proposition to potential clients.

Maintain a Disciplined Approach to Expansion. We plan to grow our revenue organically through staged expansion of the services we
provide to our existing or potential clients, or through rapid deployment of capacity to assist our clients in responding to demand for their
products or services.
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Explore International Opportunities. We will continue to explore international opportunities. We will evaluate international locations for
potential new facilities in regions that offer labor cost advantages and technical, language and quality support capabilities meeting or
exceeding our clients requirements.

Corporate Information

The predecessor to our business was founded in 1987, and we have provided business process outsourced services since our inception,
initially through two of our operating subsidiaries, StarTek USA, Inc. and StarTek Europe, Ltd. On December 30, 1996, we incorporated in
Delaware as a holding company for our wholly-owned operating subsidiaries, and on June 19, 1997 we completed an initial public offering of
our common stock. In 1998, we formed StarTek Pacific, Ltd., a Colorado corporation, and Domain.com, Inc., a Delaware corporation, as
additional wholly-owned subsidiaries. In 2001, we formed StarTek Canada Services, Ltd., a Nova Scotia, Canada corporation, which is also a
wholly-owned subsidiary.

Our principal office is located at 100 Garfield Street, Denver, Colorado 80206, our telephone number is (303) 399-2400, and our Internet
address is www.startek.com. Our web site does not constitute a part of this prospectus.
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The Offering
Common stock offered by selling 3,200,000 shares
stockholders
Common stock to be outstanding after 14,359,051 shares
this offering
Use of proceeds We will not receive any of the proceeds from the sale of the shares by the selling stockholders.

New York Stock Exchange symbol SRT

The number of shares of our common stock to be outstanding after the offering set forth above is based on 14,359,051 shares outstanding as
of March 5, 2004. The number of outstanding shares excludes an aggregate of:

361,730 shares of common stock reserved for future issuance under our stock option plans, including 300,000 shares approved for addition
to the plans by our board of directors, subject to stockholder approval at our 2004 annual meeting; and

1,082,790 shares of common stock reserved for issuance upon exercise of stock options outstanding as of March 5, 2004, at a weighted
average exercise price of $23.05 per share.
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Summary Consolidated Financial and Other Data

The following table summarizes financial and other data regarding our business. You should read this information together with the
consolidated financial statements and the notes to those statements appearing elsewhere in this prospectus or incorporated herein by reference.
See Selected Consolidated Financial and Other Data.

Year Ended December 31,

2001 2002 2003

(Dollars in thousands, except per share data)
Statement of Operations Data:

Revenue $ 182,576 $ 207,864 $ 231,189
Gross profit 44,954 50,859 59,788
Operating profit 19,016 28,297 31,299
Net interest income and other 4,318 1,986 4,048
Loss on impaired investments (15,452) (6,210)
Income before income taxes 7,882 24,073 35,347
Net income 4,871 15,166 22,198
Earnings per share:
Basic $ 0.35 $ 1.07 $ 1.56
Diluted $ 0.34 $ 1.05 $ 1.52
Weighted average shares outstanding:
Basic 14,053,484 14,140,765 14,243,273
Diluted 14,168,044 14,385,389 14,623,066
Other Data:
Net cash provided by operating activities $ 25,868 $ 21,141 $ 27,407
Purchases of property, plant and equipment $ 19,016 $ 5,877 $ 23,867
Facilities in operation (end of period)(1) 16 15 17

(As of December 31, 2003):

(In thousands)

Balance Sheet Data:

Cash and cash equivalents $ 5,955
Investments 41,812
Working capital 77,226
Total assets 153,607
Long-term debt, less current portion 78
Total stockholders equity $ 133,000

(1) Includes facilities open and providing services to clients, including our corporate headquarters. Excludes a facility in Aurora, Colorado, a
portion of which is subleased to a third party. We do not currently provide services from this facility.
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RISK FACTORS

You should carefully consider each of the risks described in this prospectus and all of the other information in this prospectus and the
documents we incorporate by reference before you decide to buy our common stock. If any of these risks or uncertainties occurs, the trading
price of our common stock could decline, and you may lose all or part of the money you paid to buy our common stock.

Risks Related to Us and Our Business

Over 80% of our revenue in the past several years has been received from our four largest clients. The loss or reduction in business
from any of these clients would harm our business and results of operations.

The following table represents revenue concentrations of our principal clients:

Year Ended December 31,
2001 2002 2003
AT&T Wireless Services, Inc. 19.1% 26.3% 38.1%
Microsoft Corporation 48.4% 34.4% 21.7%
T-Mobile, a subsidiary of Deutsche Telekom 6.5% 12.2% 16.1%
AT&T Corporation 10.8% 13.3% 13.1%

The loss of a principal client, a material reduction in the amount of business we receive from a principal client, or the loss, delay or
termination of a principal client s product launch or service offering would harm our business, revenue and operating results. We may not be able
to retain our principal clients or, if we were to lose any of our principal clients, we may not be able to timely replace the revenue generated by
the lost clients. In addition, the revenue we generate from our principal clients may decline or grow at a slower rate in future periods than it has
in the past. In the event we lose any of our principal clients, we may suffer from the costs of underutilized capacity because of our inability to
eliminate all of the costs associated with conducting business with that client, which could exacerbate the harm that the loss of a principal client
would have on our operating results and financial condition. As discussed below, AT&T Wireless Services, Inc. has entered an agreement to be
acquired, and there can be no assurance that if AT&T Wireless is acquired the acquiror will continue to use our services.

Our client base is concentrated in a few select industries and our strategy partially depends on a trend of companies in these industries
to outsource non-core services. If these industries suffer a downturn or the trend toward outsourcing reverses, our business will suffer.

Our current client base generally consists of companies engaged in the telecommunications and computer software industries, with over
65% of our revenue in 2003 coming from the telecommunications industry. Our business and growth is largely dependent on continued demand
for our services from clients in these industries and other industries we may target in the future, and on trends in those industries to purchase
outsourced services. Consolidation in our targeted industries may decrease the potential number of buyers for our services. We are particularly
vulnerable on this issue given the relatively few significant customers we currently serve and the concentration of these customers in the
telecommunications industry. For example, AT&T Wireless, one of our largest customers, has announced that it has entered an agreement to be
acquired by Cingular Wireless LLC in a transaction that Cingular and AT&T Wireless expect to close as soon as late 2004. Any transaction
between these companies is subject to regulatory approvals and other contingencies. Neither Cingular nor the other principal bidders for AT&T
Wireless are our customers, and there can be no assurance that if AT&T Wireless is acquired the acquiror will continue to use our services. If
AT&T Wireless or its successor discontinues the use of our services, our business, financial condition and results of operations would be
harmed. Moreover, a general and continuing economic downturn in the telecommunications and technology industries or in other industries we
target, or a slowdown or reversal of the trend in these industries to outsource services we provide, could harm our business, results of operations,
growth prospects, and financial condition.
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The revenue we receive from Microsoft Corporation has declined in recent periods and we believe will continue to decline throughout
2004. If we are unable to replace this revenue, our business and results of operations will be harmed.

The revenue we generate from Microsoft Corporation, which is primarily from sales of supply chain management services, has steadily
declined over the past several years, decreasing from a high of $159.1 million in 1999 to $50.1 million in 2003. We expect that the revenue we
receive from Microsoft Corporation will continue to decline throughout 2004 and may become an insignificant portion of our overall revenue
stream in subsequent years. While we hope to replace this business with other supply chain management clients or by selling other business
process outsourced services to new and existing clients, we may not be successful in these efforts. If we are unable to replace this revenue, our
business and results of operations will be harmed.

Our markets are highly competitive. If we do not compete effectively, we may lose our existing business or fail to gain new business.

The markets in which we operate are highly competitive, and we expect competition to persist and intensify in the future. We view in-house
operations of our existing and potential clients to be our most significant competitor. Many of our clients or potential clients have in-house
capabilities enabling them to perform some or all of the services we provide. Our performance and growth could be impeded if clients or
potential clients decide to shift to their in-house operations services they currently outsource, or if potential clients retain or increase their
in-house capabilities.

Our other competitors include small firms offering limited supply chain management services, divisions of large companies and
independent firms. We anticipate that competition from low-cost, offshore providers of outsourced services will increase in the near future and
that such providers will remain an important competitor group. A number of our competitors have or may develop greater name recognition or
financial and other resources than we have. Similarly, additional competitors with greater name recognition and resources than we have may
enter the markets in which we operate. Some competitors may offer a broader suite of services than we do, which may result in potential clients
consolidating their use of outsourced services with our competitors rather than using our services. Competitive pressures from current or future
competitors could also result in substantial price erosion, which could harm our revenue, margins, and financial condition.

Our contracts generally do not contain minimum purchase requirements and can generally be terminated by our customers on short
notice without penalty.

We typically enter into written agreements with each client for our services, although we perform some supply chain management services
on a purchase order basis. We seek to sign multi-year contracts with our clients, but our contracts, including our contracts with our principal
clients, generally:

permit termination upon 30 to 90 days notice by our clients;

do not designate us as our clients exclusive outsourced services provider;

do not penalize our clients for early termination;

hold us responsible for work performed that does not meet pre-defined specifications; and

do not contain minimum purchase requirements.

Accordingly, we face the risk that our clients may cancel contracts we have with them, which may harm our results. If a principal client
cancelled our contract with them, our results would suffer. In addition, because the amount of revenue generated from any particular client is
generally dependent on end customers purchase and use of that client s products, our business depends in part on the success of our clients
products. The number of customers who are attracted to the products of our clients may not be sufficient or our clients may not continue to
develop new products that will require our services, in which case it may be more likely for our clients to terminate their contracts with us.
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Our existing and potential clients are currently decreasing the number of vendors they are using to outsource their business process
services. If we lose more business than we gain as a result of this consolidation, our business and results of operations will be harmed.

Our existing clients, such as Microsoft Corporation, as well as a number of clients we are currently targeting, have begun to decrease the
number of firms they rely on to outsource their business process outsourced services. We believe these clients are taking this action in order to
increase accountability and decrease their costs. If this consolidation results in us losing one or more of our clients, our business and results of
operations will be harmed. In addition, this consolidation could make it more difficult for us to secure new clients, which could limit our growth
opportunities.

We generate revenue based on the demand for, and inquiries generated by, our clients products and services. If our clients products and
services are not successful, our revenue and results of operations will be harmed.

In substantially all of our client relationships, we generate revenue based, in large part, on the amount of products and services demanded by
our clients customers. The amount of our revenue also depends on the number and duration of customer inquiries. Consequently, the amount of
revenue generated from any particular client is dependent upon consumers interest in and use of that client s products or services. If customer
interest in any products or services offered by our clients and for which we provide outsourced services were to diminish, our revenue would be
harmed.

We face considerable pricing pressure in our business, and if we are not able to continually increase our productivity our operating
margins and results of operations may be harmed.

Our strategy depends in part on our ability to continually increase the productivity level we are able to achieve. We face significant price
pressure arising from our clients desire to decrease their operating costs, and from other competitors operating in our targeted markets. Price
pressure may be more pronounced during periods of economic uncertainty. Accordingly, our ability to maintain our operating margins depends
on our ability to continually improve our productivity and reduce our operating costs. If we are not able to achieve sufficient improvements in
productivity to adequately compensate for decreases in the prices we can charge for our services, our results of operations will be harmed.

If the value of our portfolio of investment securities declines, our results of operations will suffer.

Approximately 27.2% of our total assets as of December 31, 2003 consisted of investment securities. We have made investments in
publicly-traded debt, equity and equity-linked securities, and the market prices of the securities have been volatile. We have also invested in
limited partnerships that own marketable securities, and we are generally unable to sell these limited partnership interests or withdraw our
capital from these investment partnerships without 30 to 60 days prior notice to the general partner. We periodically review investments
available for sale for other than temporary declines in fair value, and write down investments to their fair value when such a decline has
occurred. In 2001, we recognized a loss on impaired investments totaling $15.5 million related to our investments in Six Sigma, LL.C and
Gifts.com, Inc., and in 2002 we recognized a loss on impaired investments totaling $6.2 million related to a decline in the value of investments
we determined to be other than temporary. Unrealized gains or losses on investments acquired as trading securities are recognized as they occur.
Future adverse changes in market conditions or poor operating results of companies in which we have invested could result in losses. Such
charges harm our reported financial results in the period during which they are recognized.

Advanced technologies could make our services less competitive, and we may not be able to respond adequately to the development of
any such technologies.

Technologies that our clients or competitors already possess or may in the future develop or acquire may decrease the costs or increase the
efficiency of services with which we compete. For instance, software downloading and changes in software packaging have harmed demand for
our supply chain management
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services. As a result, our supply chain management services, which once constituted the majority of our business, have declined significantly as
we have shifted our focus and resources to providing business process management services. Other aspects of our business could be similarly
affected by technological changes in business services. We believe that our principal competitors currently have greater technological
capabilities than we do and we must invest in our technology to remain competitive in our current businesses and to be able to compete for new
business. We may not be able to develop and market any new services that use or effectively compete with existing or future technologies, and
any such services may not be commercially successful. Furthermore, our competitors may have greater resources to devote to research and
development than we do, and accordingly may have an ability to develop and market new technologies with which we are not able to
successfully compete.

Several constraints may impede our ability to grow our business.

Our future growth depends on our ability to initiate, develop and maintain new client relationships, as well as our ability to maintain
relationships with our existing principal clients. To generate new business we may need to increase the size of our sales and marketing staff. We
may also need to increase our capacity through the addition of facilities and the recruitment and training of additional management and service
personnel. If we do not adequately increase the strength of our sales force or expand our capacity, we may not grow as fast as we expect, which
could harm our stock price.

If we do not effectively manage our growth or control costs related to growth, our results of operations will suffer.

We intend to grow our business by expanding our client base and increasing the services we provide to existing clients. Growth could place
significant strain on our management, employees, operations, operating and financial systems, and other resources. To accommodate significant
growth we would be required to expand and improve our information systems and procedures and train, motivate, and manage a growing
workforce, all of which would increase our costs. Our systems, procedures, and personnel may not be adequate to support our future operations.
Further, we may not be able to maintain or accelerate our current growth, effectively manage our expanding operations, or achieve planned
growth on a timely and profitable basis. If we are unable to manage our growth efficiently or if growth does not occur, our business, results of
operations, and financial condition could suffer.

If we are not able to hire and retain qualified employees, our ability to service our existing customers and retain new customers will be
adversely affected.

Our success is largely dependent on our ability to recruit, hire, train, and retain qualified employees. Our business is labor intensive and, as
is typical for our industry, continues to experience relatively high personnel turnover. Our operations, especially our technical support and
customer care services, generally require specially trained employees. Increases in our employee turnover rate could increase our recruiting and
training costs and decrease our operating efficiency and productivity. Also, the addition of new clients or implementation of new projects for
existing clients may require us to recruit, hire, and train personnel at accelerated rates. We may not be able to successfully recruit, hire, train, and
retain sufficient qualified personnel to adequately staff for existing business or future growth, particularly when we undertake new client
relationships in industries in which we have not previously provided services. We intend to enter the financial services and health care markets,
which may require us to recruit, hire and train personnel with experience relevant to those industries. In addition, because a substantial portion of
our operating expenses consists of labor related costs, labor shortages or increases in wages (including minimum wages as mandated by the
U.S. federal government, employee benefit costs, employment tax rates, and other labor related expenses) could cause our business, operating
profits, and financial condition to suffer.
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We experienced declines in our revenue in 2000 and 2001, and we may experience future declines in revenue.

Our revenue declined from $205.2 million in 1999 to $200.8 million in 2000 and $182.6 million in 2001. These declines were caused
primarily by the phase-out of our work for Microsoft Corporation in Asia, and to a lesser extent were related to a sluggish global economy.
Similarly, our operating profit declined from $26.2 million in 2000 to $19.0 million in 2001, due to the decreases in our revenue and increased
expenses. While our revenue and operating profit increased in 2002 and 2003, our revenue and operating profit are highly dependent on our
principal client relationships and on general economic conditions both domestically and abroad. We believe that we, as well as a number of our
clients, are particularly vulnerable to recession or other significant economic events or downturns. Declines in the general economy could once
again cause our financial results to suffer. In the event our financial results deteriorate, the market price of our common stock is likely to fall.

Our lack of a significant international presence may harm our ability to serve existing customers or limit our ability to obtain new
customers.

Although we currently conduct operations in Canada and the United Kingdom, we do not have a significant international presence. This
lack of international operations could harm our business if one or more of our customers decide to move their existing business process services
offshore. Our lack of a significant international presence may also limit our ability to gain new clients who may require business process service
providers to have this flexibility.

The movement of business process services to other countries, particularly India, has been extensively reported by the press. Most analysts
continue to believe that many outsourced services will continue to migrate to other countries with lower wages than those prevailing in the
United States. Accordingly, unless and until we develop additional international operations, we may be competitively disadvantaged versus a
number of our competitors who have already devoted significant time and money to operating offshore. If we decide to open facilities in or
otherwise expand into additional countries, we may not be able to successfully establish operations in the markets that we target.

We face risks inherent in conducting business in Canada and the United Kingdom.

International operations, which prior to February 2002 included operations in Singapore in addition to our current operations in Canada and
the United Kingdom, accounted for 32.3% of our revenue in 2003, 24.3% of our revenue in 2002, and 21.5% of our revenue in 2001. There are
risks inherent in conducting international business, including:

competition from local businesses or established multinational companies, who may have firmly established operations in particular
foreign markets giving them an advantage regarding labor and material costs;

potentially longer working capital cycles;
unexpected changes in foreign government programs, policies, regulatory requirements, and labor laws; and

difficulties in staffing and effectively managing foreign operations.

One or more of these factors may have an impact on our international operations. Our lack of significant international operating experience
may result in any of these factors impacting us to a greater degree than they impact our competitors. To the extent one or more of these factors
harms our international operations, it could harm our business, results of operations, growth prospects, and financial condition as a whole.
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Our operations in Canada and the United Kingdom subject us to the risk of currency exchange fluctuations.

Because we conduct a material portion of our business in Canada and the United Kingdom, we are exposed to market risk from changes in
the value of the Canadian dollar, and to a lesser extent the British pound. Fluctuations in exchange rates impact our results though translation
and consolidation of the financial results of our foreign operations, and therefore may impact our results of operations and financial condition. A
significant change in the value of the dollar against the currency of one or more countries where we operate may have a negative impact on our
results. Our results of operations have been negatively impacted by the increase in the value of the Canadian dollar in relation to the value of the
U.S. dollar during 2003 because our contracts are denominated in U.S. dollars while our costs of doing business in Canada are denominated in
Canadian dollars. Further increases in the value of the Canadian dollar or currencies in other foreign markets in which we operate in relation to
the value of the U.S. dollar would further increase such costs and harm our results of operations. Because our results of operations have been
impacted by fluctuations in the Canadian dollar, in March 2004 we began to hedge a portion of our exposure to such fluctuations, and we intend
to closely monitor our hedging policy to be consistent with our future growth strategy. However, hedging activities may not eliminate all of our
foreign curre