En Pointe Technologies, Inc. Announces New Business Growth
Initiatives Under Its New Management Team

Los Angeles, CA — June 26, 2002 - En Pointe Technologies, Inc. (NASDAQ:ENPT), a
Los Angeles, CA based provider of information technology services, announces its new
business growth initiatives. Effective immediately, En Pointe implements a new sales
and marketing plan to drive customer participation and promote revenue growth. The
plan has two components: 1) marketing to enterprise customers with supplier diversity
programs through En Pointe's status as a Minority-Controlled Company and 2) marketing
AccessPointe Pro™ -- En Pointe's advanced e-commerce platform that the Company
anticipates releasing in the near future. Management believes that this comprehensive e-
commerce tool will be akey conduit to a new and diverse customer base while, at the
same time providing enhancements to En Pointe' s existing customers. This new plan has
come to fruition under En Pointe’ s new management team.

As previously announced, Bob Din and Kevin Schatzle have returned to En Pointe as
President and Senior Vice President of Sales and Marketing, respectively. Under their
previous leadership, En Pointe enjoyed revenue growth from inception in 1993 to $668
million in fiscal 1999. Mr. Din and Mr. Schatzle are refocusing En Pointe to support the
dynamic needs of today’s medium to large enterprise customers. Those needs include
supplying various information technology products and services to support a wide range
of customer business processes.

Says Mr. Din: “Many of our perceived competitors have gone out of business. Many of
them are struggling because they haven't listened to their customers. If you don't listen
you can’'t foresee your customers needs. Our initial success came first through listening,
then by innovating. Like many who experience a dramatic success, the Company
deviated from its successful model. However, we realized this and are taking steps to
recapture the leadership ground through both innovation ard by enrolling experienced,
knowledgeable and enthusiastic sales executives. We are excited about Mr. Schatzle
rejoining us and enlivening our organization by his sales acumen and energy.”

“1 rgjoined En Pointe because of its solid, dedicated people and the fact that the Company
still has great customer relationships,” said Kevin Schatzle. “Over the past few months,
Bob and | have spent many hours talking with customers, either in person or by
conference call. The customer needs to know that senior maragement is committed to
their needs. We will continue to talk to customers daily. Through this customer
interaction, we plan to identify common needs and develop offerings that today’ s
enterprise customers want. While we have a highly- experienced and committed sales
force, we are continuing to add staff to increase our breadth and depth. We believe that
minority status and AccessPointe Pro will give us the competitive advantage. We are
committed to growing business at En Pointe again.”



Aspreviously announced, the National Minority Supplier Development Council
(NMSDC) has recently certified En Pointe as a Minority-Controlled Company. En Pointe
also has the distinction of being the first publicly traded company to receive this
certification in the 30-year history of the NMSDC. This status provides En Pointe
immediate access to customers that maintain supplier diversity programs. En Pointe's
research has estimated that many enterprise customers have internal goals to spend 10-
30% of their annual indirect purchases with minority-designated suppliers. This means
that En Pointe now has access to a potential U.S. marketplace worth billions of dollars
annually.

Planned for July 2002, En Pointe anticipates that it will market most service offerings via
its AccessPointe Pro™ e-commerce platform. Built internally and integrated with En
Pointe’s SAP ERP application, AccessPointe Pro™ is dated to be the Company’s new
web-based platform for enterprise customers. This platform is designed to offer
customers advanced requisition workflow, real-time price and availability of products
from any enabled supplier. Itisalso designed to provide real-time order and shipment
tracking from En Pointe and any other supplier, RFQ creation, and the ability to integrate
with many of today’s popular e-procurement applications (i.e. Ariba Buyer, Oracle
iProcure, i2/Rightworks, Commerce One, SAP, etc.). Finaly, the application is designed
to manage alternative supplier catalogs and to contain other leading edge, customer
oriented features.

About En Pointe Technologies, I nc.

En Pointe Technologies, Inc. is a national service provider of information technol ogy
products and professional services to medium and large commercia customers and
government and educational accounts of all sizes. A state-of-the-art e.commerce network
electronically links En Pointe, via AccessPointe™ and its back-office business systems, to
the largest distributors and manufacturers in the industry. En Pointe offers direct online
access to several billion dollars of mainstream IT products available in the US while
eliminating the risks associated with carrying significant inventory. Its flagship software
platforms AccessPointe™ and AccessPointe Pro™ provide En Pointe's customers with the
ability to create private electronic exchanges, accessed through the Web, procurement
applications or ERP systems, to efficiently manage the procurement process and allow
the Company's customers to make fully-informed strategic buying decisions. En Pointe
Professioral Services offers value added services such as: Pre-sales consulting,
Technology Planning and Management, which includes -- integration, configuration,
deployment and migration, Project and Program Management, and Infrastructure Support
and Maintenance.

En Pointe is represented nationally with a concentration in more than 22 sales and service
markets throughout the United States, as well as a value-added 1SO 9002 certified
integration facility in Ontario, California. Visit En Pointe at www.enpointe.com .

This document contains forward-1ooking statements within the meaning of Section 27A
of the Securities Act of 1933, as amended, and Section 21E of the Securities Exchange
Act of 1934, as amended. In addition, from time to time, En Pointe Technologies, or its



representatives, have made or may make forward- looking statements, orally or in
writing. The words "estimate," "project,” "potential,” "intended," "expect," "anticipate,”
"believe" and similar expressions or words are intended to identify forward-1ooking
statements. Such forward-looking statements may be included in, but are not limited to,
various filings made by the Company with the Securities and Exchange Commission,
press releases or oral statements made with the approval of an authorized executive
officer of the Company. Actual results could differ materially from those projected or
suggested in any forward- 1ooking statements as a result of a wide variety of factors and
conditions. Reference is hereby made to the Company's Annual Report on Form 10-K for
the fiscal year ended September 30, 2001, for information regarding those factors and
conditions. Among the important factors that could cause actual results to differ
materially from management's projections, estimates and expectations include, but are
not limited to: Changing economic influences in the industry; dependence on key
personnel; actions of manufacturers and suppliers; and, availability of adequate financing.

All trademarks and service marks are the property of their respective owners.

To contact En Pointe regarding any press release or investor matters, please e-mail your
inquiriesto:

ir@enpointe.com

or contact us by phone through:

Gal O'Reilly

En Pointe Technologies, Inc.
Phone: (310) 725-5265
Fax: (310) 727-5803

To contact En Pointe regarding any sales or customer matters, please e mail us at:
sal es@enpointe.com

or contact us by phone at (310) 725-5200



