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POMERQOY IT SOLUTIONS ANNOUNCES RENEWAL OF SERVICE
CONTRACT WITH THE COMMONWEALTH OF PENNSYLVANIA

Hebron, KY — August 28, 2009 — Pomeroy IT Solutions (NASDAQ “PMRY?”), a technology
and services solutions provider, today announced that it has renewed a multi-year service
contract with the Commonwealth of Pennsylvania to continue providing deskside support

services to state agencies throughout Pennsylvania for at least two more years.

Pomeroy was initially selected by the Commonwealth of Pennsylvania to provide deskside
support services to state agencies in 2004. The Commonwealth of Pennsylvania renewed
the service agreement with Pomeroy after conducting a competitive bidding process. The
service contract is expected to generate $8 million dollars in revenue for Pomeroy over the
next two years. The agreement, which is scheduled to begin on October 1, 2009, provides
the Commonwealth of Pennsylvania with an option to renew the contract for up to three
additional one year renewal terms.

In return, the Commonwealth of Pennsylvania expects to save about $1.3 million over the
next two years through this contract, according to the Pennsylvania Department of General
Services (DGS).

Pomeroy performs deskside support services on more than 74,000 technology devices
ranging from desktop printers and laptops to servers and high-speed scanners for
Pennsylvania’s state agencies, hospitals, schools, colleges, police and fire departments
located throughout the Commonwealth.

“Pomeroy has had a very successful relationship with the Commonwealth of Pennsylvania,”
said PJ Thelen, Pomeroy’s Senior Vice President of Sales and Marketing. “We believe that
the renewal of this important multi-year service contract signifies the Commonwealth’s
confidence in Pomeroy'’s ability to consistently perform quality deskside support service
throughout Pennsylvania.”

Pomeroy was listed as a Leader in the Gartner Magic Quadrant for Desktop Outsourcing
Services, North America* in March, 2009. Magic Quadrants offer visual snapshots of a
market’s direction, maturity, and participants. This listing was one of the many qualifying
performance requirements for the Commonwealth.

The Gartner Magic Quadrant for Desktop Outsourcing Services, North America, written by William Maurer, Richard T. Matlaus, and
Lilian Dutra, is copyrighted March 3, 2009, by Gartner, Inc., and is reused with permission. The Magic Quadrant is a graphical
representation of a marketplace at and for a specific time period. It depicts Gartner’s analysis of how certain vendors measure
against criteria for that marketplace, as defined by Gartner. Gartner does not endorse any vendor, product or service depicted in
the Magic Quadrant, and does not advise technology users to select only those vendors placed in the “Leaders” quadrant. The
Magic Quadrant is intended solely as a research tool, and is not meant to be a specific guide to action. Gartner disclaims all
warranties, express or implied, with respect to this research, including any warranties of merchantability or fithess for a particular
purpose.



For Immediate Release Pom er Oy

IT Solutions

About Pomeroy IT Solutions, Inc.

Pomeroy IT Solutions, Inc. is a leading provider of IT infrastructure solutions focused on enterprise,
network and end-user technologies. Leveraging its core competencies in IT Outsourcing and
Professional Services, Pomeroy delivers consulting, deployment, operational, staffing and product
sourcing solutions through the disciplines of Six-Sigma, program and project management, and
industry best practices. Pomeroy's consultative approach and adaptive methodology enables
Fortune 2000 corporations, government entities, and mid-market clients to realize their business
goals and objectives by leveraging information technology to simplify complexities, increase
productivity, reduce costs, and improve profitability. For more information, go to www.pomeroy.com.

Forward-Looking Statements

Certain of the statements in the preceding paragraphs regarding financial results constitute forward-
looking statements. These statements are related to future events or to our future financial
performance and involve known and unknown risks, uncertainties and other factors that may cause
our markets’ actual results, levels of activity, performance or achievements to be materially different
from any future results, levels of activity, performance or achievements expressed or implied by such
forward looking statements. These risks and other factors you should specifically consider include
but are not limited to: changes in customer demands or industry standards; existing market and
competitive conditions, including the overall demand for IT products and services; the nature and
volume of products and services anticipated to be delivered; the mix of the products and services
businesses; the type of services delivered; the ability to successfully attract and retain customers and
to sell additional products and service to existing customers; the ability to timely bill and collect
receivables; the ability to maintain a broad customer base to avoid dependence on any single
customer; the need to successfully attract and retain outside consulting services; the ability to identify
and successfully integrate new acquisitions by the Company; terms of vendor agreements and
certification programs and the assumptions regarding the ability to perform there under; the ability to
implement the Company’s best practices strategies; the ability to manage risks associated with
customer projects; adverse or uncertain economic conditions; loss of key personnel; litigation; and
the ability to attract and retain technical and other highly skilled personnel. In some cases, you can
identify forward-looking statements by such terminology such as “may”, “should”, “expects”, “plans”,
“anticipates”, “believes”, “estimates”, “predicts”, “potential”, “continue”, “projects”, “intends”,
“prospects”, “priorities”, or negative of such terms or other comparable terminology. These
statements are only predictions. Actual events or results may differ materially.
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