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CORPORATE PROFILE

Through its offices and subsidiaries nationwide, Granite Construction
Incorporated (NYSE: GVA) is one of the nation’s largest infrastructure
contractors and construction materials producers. Incorporated in
1922, Granite serves public- and private-sector clients on projects
both small and large. Granite’s project teams represent some of the
best in the industry serving owners in the transportation, power, federal,
tunneling, underground, and industrial/mining and water resources
markets. For more information, please visit graniteconstruction.com
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TO OUR SHAREHOLDERS

Our results in 2012 highlight the strength of our Large Project portfolio as well as the challenging market
conditions our Construction and Construction Materials businesses continue to face in the West. While our
overall business did not perform to our expectations, we remain focused on our strategic growth plan and are
pleased with the progress we have made to diversify our business portfolio, grow the Large Projects segment

and optimize our overall asset base.

Over the course of the year, our teams successfully worked to complete several large infrastructure projects
throughout the country and secured two key projects—the Tappan Zee Bridge project in New York and the

IH-35E highway project in Texas.

Total contract backlog at the end of the year was $1.7 billion compared with $2 billion last year. We expect
to book our approximately $730 million share of the Tappan Zee Bridge project into the first quarter 2013
backlog and our approximately $300 million share of the IH-35E project in the second quarter of 2013.

Overall, we ended the year with earnings per share of $1.15 compared to $1.31 in 2011. Total revenues increased
4 percent to $2.1 billion driven largely by growth in our Large Projects segment. Gross margins decreased 100 basis
points to 11.3 percent. Although the vast majority of our Large Projects performed very well, it was not enough to
offset the margin deterioration we saw in our Construction and Construction Materials businesses. Aside from
these challenges, we maintained a strong balance sheet and successfully amended and expanded our credit facility.
Our new four-year, $215 million senior secured facility replaces our $100 million facility and provides us with ample

liquidity and financial flexibility to pursue our strategic growth initiatives.

Our acquisition of Kenny Construction Company on December 31st is an exciting step in our strategic
diversification effort as well as our plan to grow our Large Projects business. Together with Kenny, we
will expand our presence into targeted end markets such as power delivery and water and wastewater

infrastructure, both of which have attractive long-term fundamentals.

The combined Granite and Kenny company also has the balance sheet, bonding capacity and expertise to
pursue larger—and typically more profitable—projects in all markets. There are opportunities for Kenny to
self-perform more heavy-civil work, or utilize one of Granite’s heavy-civil units to perform this work which
Kenny has historically subcontracted. Also compelling is the opportunity to expand the existing underground
renewal business beyond its current Midwest and Mountain region presence, especially into geographic

markets where Granite currently operates.

Another element of the strategic rationale for the Kenny acquisition is the expansion of the combined companies’
heavy-civil business. Pursuing larger projects in the broader geographic Midwest area will allow us to leverage

existing relationships with contractors and engineers and increase the margin potential of the civil portfolio.

In 2013, Granite expects to bid over $13 billion of work, of which our portion is approximately $6 billion. We have

excellent teams assembled on each of these projects and believe that we will get our share of the work.



In terms of our Construction and Construction Material businesses in the West, we are cautiously optimistic
that we will see an increase in the private market by 2014. We are encouraged by some positive indicators
that could provide some benefit to us by late 2013. We are also seeking opportunities to maximize the value
of our portfolio both through controlling costs and through rigorous analysis of our fixed assets to ensure

they are meeting our performance expectations.

Although fiscal constraints at the federal, state and local levels remain, interest is increasing in alternative
project delivery methods such as public-private partnerships, or P3s. Underpinning this interest is the
Transportation Innovation Financing Infrastructure Act (TIFIA) which was enhanced in the recent federal
highway bill. It is estimated that the $1.75 billion authorized for the program over the next two years has
the potential to be leveraged into anywhere from $35 to $50 billion in investment for transportation projects.
While TIFIA is not the funding cure for our industry, we do believe it will provide a meaningful benefit to

our business over the near and long-term.

While programs like TIFIA are a positive step, the need for infrastructure investment continues to outpace
funding in all parts of the country, and at all levels of government. Going forward, we will continue to work
closely with our representatives in Washington and in our local states to close this huge gap by advocating for

new revenue sources as well as through the use of innovative financing to support public-private partnerships.

We are excited about the opportunities for our Large Projects business as well as the healthy bidding
environment we see for the Kenny-related markets. Although we will continue to face a challenging
environment for our Construction and Construction Materials businesses this year, we will meet it head-on
with an intense focus on increasing efficiencies in all aspects of our business. In addition, we believe the
timing is right to aggressively pursue all components of our strategic plan through both organic growth

and acquisitions.

In closing, we would like to acknowledge our employees across the country for their hard work and
commitment to Granite. They continue to meet the challenges that we—and the industry—are facing
and we are very proud of our team. Our employees are the reason that we have been recognized for
the fourth year in a row as one of the World’s Most Ethical Companies by Ethisphere Institute. This
recognition not only underscores our core values, it is a testament to the way we have done business
for the past 90-years. On behalf of the Granite team, we can assure you that we are committed to

maintaining this reputation as well delivering shareholder value for generations to come.

Sincerely,

( ; i 00| WORLD’S MOST
—
o

James H. Roberts William H. Powell AJ|COMPANIES
President and Chief Executive Officer Chairman of the Board WWW.ETHISPHERE.COM




GRANITE







GRANITE

UNITED STATES
SECURITIES AND EXCHANGE COMMISSION
Washington, D.C. 20549

FORM 10-K

ANNUAL REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT OF 1934
For the fiscal year ended December 31, 2012

OR
O TRANSITION REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT OF 1934
For the transition period from to
Commission file number 1-12911
Granite Construction Incorporated
(Exact name of registrant as specified in its charter)
Delaware 77-0239383
(State or other jurisdiction of incorporation or organization) (I.R.S. Employer Identification Number)
585 West Beach Street
Watsonville, California 95076
(Address of principal executive offices) (Zip Code)

Registrant’s telephone number, including area code: (831) 724-1011

Securities registered pursuant to Section 12(b) of the Act:

Title of each class Name of each exchange on which registered
Common Stock, $0.01 par value New York Stock Exchange

Securities registered pursuant to Section 12(g) of the Act: None
Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities Act. Yes [XI No [
Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the Act. Yes [0 No

Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the Securities Exchange Act of 1934
during the preceding 12 months (or for such shorter period that the registrant was required to file such reports), and (2) has been subject to such filing
requirements for the past 90 days. Yes X No O

Indicate by check mark whether the registrant has submitted electronically and posted on its corporate Web site, if any, every Interactive Data File required
to be submitted and posted pursuant to Rule 405 of Regulation S-T (§ 232.405 of this chapter) during the preceding 12 months (or for such shorter period that
the registrant was required to submit and post such files). Yes [XI No O

Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K (§ 229.405 of this chapter) is not contained herein, and will
not be contained, to the best of registrant’s knowledge, in definitive proxy or information statements incorporated by reference in Part III of this Form 10-K
or any amendment to this Form 10-K. O

Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, a non-accelerated filer, or a smaller reporting company. See the
definitions of “large accelerated filer,” “accelerated filer” and “smaller reporting company” in Rule 12b-2 of the Exchange Act. Large accelerated filer
Accelerated filer 0 Non-accelerated filer 0 Smaller reporting company [

Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Act). Yes [ No

The aggregate market value of voting and non-voting common equity held by non-affiliates of the registrant was approximately $908.0 million as of June
30, 2012, based upon the price at which the registrant’s Common Stock was last sold as reported on the New York Stock Exchange on such date.

At February 8, 2013, 38,731,910 shares of Common Stock, par value $0.01, of the registrant were outstanding.
DOCUMENTS INCORPORATED BY REFERENCE

Certain information called for by Part III is incorporated by reference to the definitive Proxy Statement for the Annual Meeting of Shareholders of Granite
Construction Incorporated to be held on June 6, 2013, which will be filed with the Securities and Exchange Commission not later than 120 days after
December 31, 2012.




Index
PART I

Item 1. BUSINESS

Item 1A. RISK FACTORS

Item 1B. UNRESOLVED STAFF COMMENTS
Item 2. PROPERTIES

Item 3. LEGAL PROCEEDINGS

Item 4. MINE SAFETY DISCLOSURES

PART I1
Item 5. MARKET FOR REGISTRANT’S COMMON EQUITY, RELATED STOCKHOLDER MATTERS AND ISSUER

PURCHASES OF EQUITY SECURITIES
Item 6. SELECTED FINANCIAL DATA

Item 7. MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND RESULTS OF
OPERATIONS

Item 7A. QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK
Item 8. FINANCIAL STATEMENTS AND SUPPLEMENTARY DATA

Item 9. CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANTS ON ACCOUNTING AND FINANCIAL
DISCLOSURE

Item 9A. CONTROLS AND PROCEDURES
Item 9B. OTHER INFORMATION

PART I11

Item 10. DIRECTORS. EXECUTIVE OFFICERS AND CORPORATE GOVERNANCE
Item 11. EXECUTIVE COMPENSATION

Item 12. SECURITY OWNERSHIP OF CERTAIN BENEFICIAL OWNERS AND MANAGEMENT AND RELATED
STOCKHOLDER MATTERS

Item 13. CERTAIN RELATIONSHIPS AND RELATED TRANSACTIONS, AND DIRECTOR INDEPENDENCE
Item 14. PRINCIPAL ACCOUNTANT FEES AND SERVICES

PART IV

Item 15. EXHIBITS. FINANCIAL STATEMENT SCHEDULES
EXHIBIT 10.30
EXHIBIT 10.31
EXHIBIT 21
EXHIBIT 23.1
EXHIBIT 31.1
EXHIBIT 31.2
EXHIBIT 32
EXHIBIT 95
EXHIBIT 101.INS
EXHIBIT 101.SCH
EXHIBIT 101.CAL
EXHIBIT 101.DEF
EXHIBIT 101.LAB
EXHIBIT 101.PRE




Table of Contents

DISCLOSURE REGARDING FORWARD-LOOKING STATEMENTS

From time to time, Granite makes certain comments and disclosures in reports and statements, including in this Annual Report on
Form 10-K, or statements made by its officers or directors, that are not based on historical facts, including statements regarding
future events, occurrences, circumstances, activities, performance, outcomes and results that may constitute forward-looking
statements within the meaning of the Private Securities Litigation Reform Act of 1995. These forward-looking statements are
identified by words such as “future,” “outlook,” “assumes,” “believes,” “expects,” “estimates,” “anticipates,” “intends,”
“plans,” “appears,” “may,” “will,” “should,” “could,” “would,” “continue,” and the negatives thereof or other comparable
terminology or by the context in which they are made. In addition, other written or oral statements which constitute forward-
looking statements have been made and may in the future be made by or on behalf of Granite. These forward-looking statements
are estimates reflecting the best judgment of senior management and reflect our current expectations regarding future events,
occurrences, circumstances, activities, performance, outcomes and results. These expectations may or may not be realized. Some of
these expectations may be based on beliefs, assumptions or estimates that may prove to be incorrect. In addition, our business and
operations involve numerous risks and uncertainties, many of which are beyond our control, which could result in our expectations
not being realized or otherwise materially affect our business, financial condition, results of operations, cash flows and liquidity.
Such risks and uncertainties include, but are not limited to, those more specifically described in this report under “Item 1A. Risk
Factors.” Due to the inherent risks and uncertainties associated with our forward-looking statements, the reader is cautioned not
to place undue reliance on them. The reader is also cautioned that the forward-looking statements contained herein speak only as
of the date of this Annual Report on Form 10-K, and, except as required by law, we undertake no obligation to revise or update any
forward-looking statements for any reason.
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PART I
Item 1. BUSINESS

Introduction

Granite Construction Company was originally incorporated in 1922. In 1990, Granite Construction Incorporated was formed as the
holding company for Granite Construction Company and its wholly owned subsidiaries and was incorporated in Delaware. Unless

otherwise indicated, the terms “we,” “us,” “our,” “Company” and “Granite” refer to Granite Construction Incorporated and its
consolidated subsidiaries.

We are one of the largest diversified heavy civil contractors and construction materials producers in the United States. We operate
nationwide, serving both public and private sector clients. Within the public sector, we primarily concentrate on heavy-civil
infrastructure projects, including the construction of roads, highways, mass transit facilities, airport infrastructure, bridges, dams
and other infrastructure related projects. Within the private sector, we perform site preparation and infrastructure services for
residential development, commercial and industrial buildings, and other facilities.

We own and lease substantial aggregate reserves and own a number of construction materials processing plants. We also have one
of the largest contractor-owned heavy construction equipment fleets in the United States. We believe that the ownership of these
assets enables us to compete more effectively by ensuring availability of these resources at a favorable cost.

In December 2012, we purchased 100% of the outstanding stock of Kenny Construction Company (“Kenny”), a Northbrook,
Illinois-based national contractor and construction manager, for a purchase price of $141.5 million, subject to possible post-closing
adjustments. Kenny is recognized as a national leader among tunneling and electrical power contractors, and has evolved into an
industry-leading rehabilitation contractor utilizing cutting-edge trenchless and underground construction technologies and
processes. This acquisition expands our presence in the power, tunnel and underground markets, and enables us to leverage our
capabilities and geographic footprint. See Note 21 of the “Notes to the Consolidated Financial Statements” for further information.
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Operating Structure

Our business has been organized into four reportable business segments to reflect our lines of business. These business segments
are: Construction, Large Project Construction, Construction Materials and Real Estate. See Note 20 of “Notes to the Consolidated
Financial Statements” for additional information about our reportable business segments.

Our market sector information reflects four groups defined as follows: 1) California; 2) Northwest, which primarily includes our
offices in Alaska, Nevada, Utah and Washington; 3) East, which primarily includes our offices in Arizona, Florida, New York and
Texas; and 4) Kenny, which primarily includes our offices in Colorado, Illinois, and Pennsylvania. Each of these groups includes
operations from our Construction and Large Project Construction lines of business. Our California, Northwest and East groups
include operations from our Construction Materials line of business. A project’s results are reported in the group that is responsible
for the project, not necessarily the geographic area where the work is located. In some cases, the operations of a group include the
results of work performed outside of that region.

Construction: Revenue from our Construction segment remained relatively unchanged at approximately $1.0 billion
(approximately 47.0% of our total revenue) in 2012 and 2011. Revenue from our Construction segment is derived from both public
and private sector clients. The Construction segment performs various heavy civil construction projects with a large portion of the
work focused on new construction and improvement of streets, roads, highways, bridges, site work and other infrastructure
projects. These are typically bid-build projects completed within two years with a contract value of less than $75 million.

Large Project Construction: Revenue from our Large Project Construction segment was $863.2 million and $725.0 million (41.4%
and 36.1% of our total revenue) in 2012 and 2011, respectively. The Large Project Construction segment focuses on large, complex
infrastructure projects which typically have a longer duration than our Construction segment work. These projects include major
highways, mass transit facilities, bridges, tunnels, waterway locks and dams, pipelines, canals and airport infrastructure. This
segment primarily includes bid-build, design-build and construction management/general contractor contracts, generally with
contract values in excess of $75 million.

We participate in joint ventures with other construction companies mainly on projects in our Large Project Construction segment.
Joint ventures are typically used for large, technically complex projects, including design/build projects, where it is desirable to
share risk and resources. Joint venture partners typically provide independently prepared estimates, shared financing

and equipment and often bring local knowledge and expertise (see “Joint Ventures; Off-Balance-Sheet Arrangements” under “Item
7. Management’s Discussion and Analysis of Financial Condition and Results of Operations”).

We also utilize the design/build and construction management/general contract methods of project delivery. Unlike traditional
projects where owners first hire a design firm or design a project themselves and then put the project out to bid for construction,
design/build projects provide the owner with a single point of responsibility and a single contact for both final design and
construction. Although design/build projects carry additional risk as compared to traditional bid/build projects, the profit potential
can also be higher. Under the construction management/general contract method of delivery, we contract with owners to manage
the design phase of the contract with the understanding that we will negotiate a contract on the construction phase when the design
nears completion. Revenue from design/build and construction management/general contract projects represented 74.5% and
58.1% of Large Project Construction revenue in 2012 and 2011, respectively.

Construction Materials: Revenue from our Construction Materials segment was $230.6 million and $220.6 million (11.1% and
11.0% of our total revenue) in 2012 and 2011, respectively. The Construction Materials segment mines and processes aggregates
and operates plants that produce construction materials for internal use and for sale to third parties. We have significant aggregate
reserves that we have acquired by ownership in fee or through long-term leases. Aggregate products used in our construction
projects represented approximately 42.7% of our tons sold during 2012 and ranged from 42.2% to 50.2% over the last five years.
The remainder is sold to third parties.

Real Estate: Granite Land Company (“GLC”) is an investor in a diversified portfolio of land assets and provides real estate
services for other Granite operations. GLC’s current investment portfolio consists of residential as well as retail and office site
development projects for sale to home and commercial property developers. The range of its involvement in an individual project
may vary from passive investment to management of land use rights, development, construction, leasing and eventual sale of the
project. Generally, GLC has teamed with partners who have local knowledge and expertise in the development of each property.
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GLC’s current investments are located in Washington, California and Texas. Revenue from GLC was $5.1 million and $20.3
million (0.2% and 1.0% of our total revenue) in 2012 and 2011, respectively. In October 2010, we announced our Enterprise
Improvement Plan that includes plans to orderly divest of our real estate investment business. See Note 11 of “Notes to the
Consolidated Financial Statements” and “Restructuring Charges” under “Item 7. Management’s Discussion and Analysis of
Financial Condition and Results of Operations” for additional information.

Business Strategy

Our fundamental objective is to increase long-term shareholder value as measured by the appreciation of the value of our common
stock over a period of time as well as dividend yields. A specific measure of our financial success is the achievement of a return on
net assets greater than the cost of capital, creating “Granite Value Added.” The following are key factors in our ability to achieve
these objectives:

Aggregate Materials - We own and lease aggregate reserves and own processing plants that are vertically integrated into our
construction operations. By ensuring availability of these resources and providing quality products, we believe we have a
competitive advantage in many of our markets as well as a source of revenue and earnings from the sale of construction materials
to third parties.

Controlled Growth - We intend to grow our business by working on many types of infrastructure projects as well as by expanding
into new geographic areas organically and through acquisitions. In addition, we focus our efforts on larger projects wherein our
financial strength and project experience provide us with a competitive advantage.

Decentralized Profit Centers - Each of our operating groups is established as an individual profit center which encourages
entrepreneurial activity while allowing the groups to benefit from centralized administrative and support functions.

Diversification - To mitigate the risks inherent in the construction business as the result of general economic factors, we pursue
projects: (i) in both the public and private sectors, (ii) in federal, rail, power and renewable energy markets, (iii) for a wide range of
customers within each sector (from the federal government to small municipalities and from large corporations to individual
homeowners), (iv) in diverse geographic markets, (v) that are construction management/general contractor, design/build, fixed
price and fixed unit price and (vi) of various sizes, durations and complexity. In addition to pursuing opportunities with traditional
project funding, we continue to evaluate other sources of project funding (e.g., public private partnerships).

Employee Development - We believe that our employees are key to the successful implementation of our business strategies.
Significant resources are employed to attract, develop and retain extraordinary talent and fully promote each employee’s
capabilities.

Infrastructure Construction Focus - We concentrate our core competencies on this segment of the construction industry, which
includes the building of roads, highways, bridges, dams, tunnels, mass transit facilities, airport and railroad infrastructure,
underground utilities and site preparation. This focus allows us to most effectively utilize our specialized strengths, which include
grading, paving and construction of concrete structures.

Ownership of Construction Equipment - We own a large fleet of well maintained heavy construction equipment. The ownership of
construction equipment enables us to compete more effectively by ensuring availability of the equipment at a favorable cost.

Profit-based Incentives - Profit center managers are incentivized with cash compensation and restricted equity awards, payable
upon the attainment of pre-established annual financial and non-financial metrics.

Selective Bidding - We focus our resources on bidding jobs that meet our selective bidding criteria, which include analyzing the
risk of a potential job relative to: (i) available personnel to estimate and prepare the proposal, (ii) available personnel to effectively
manage and build the project, (iii) the competitive environment, (iv) our experience with the type of work, (v) our experience with
the owner, (vi) local resources and partnerships, (vii) equipment resources, (viii) the size and complexity of the job and (ix)
profitability.

Our operating principles include:

Accident Prevention - We believe accident prevention is a moral obligation as well as good business. By identifying and
concentrating resources to address jobsite hazards, we continually strive to reduce our incident rates and the costs associated with
accidents.

Quality and High Ethical Standards - We believe in the importance of performing high quality work. Additionally, we believe in
maintaining high ethical standards through an established code of conduct and an effective corporate compliance program.

Sustainability - Our focus on sustainability encompasses many aspects of how we conduct ourselves and practice our core values.
We believe sustainability is important to our customers, employees, shareholders, and communities, and is also a long-term
business driver. By focusing on specific initiatives that address social, environmental and economic challenges, we can minimize
risk and increase our competitive advantage.
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Raw Materials

We purchase raw materials consisting of aggregate products, cement, diesel fuel, liquid asphalt, natural gas, propane and steel from
numerous sources. Our aggregate reserves supply a portion of the raw materials needed in our construction projects. The price and
availability of raw materials may vary from year to year due to market conditions and production capacities. We do not foresee the
lack of availability of any raw materials in the near term.

Seasonality

Our operations are typically affected by weather conditions during the first and fourth quarters of our fiscal year which may alter
our construction schedules and can create variability in our revenues, profitability and the required number of employees.

Customers

Customers in our Construction segment include certain federal agencies, state departments of transportation, county and city public
works departments, school districts and developers and owners of industrial, commercial and residential sites. Customers of our
Large Project Construction segment are predominantly in the public sector and currently include various state departments of
transportation, local transit authorities and federal agencies. Customers of our Construction Materials segment include internal
usage on our own construction, as well as third party customers including, but not limited to, contractors, landscapers,
manufacturers of products requiring aggregate materials, retailers, homeowners, farmers and brokers.

During the years ended December 31, 2012 and 2011, our largest volume customer was the California Department of
Transportation (“Caltrans”). Revenue recognized from contracts with Caltrans represented 13.1% of our total revenue, 27.3% of
our Construction revenue and 0.5% of our Large Project Construction revenue in 2012 and 13.2% of our total revenue, 23.1% of
our Construction revenue and 3.3% of our Large Project Construction revenue in 2011. During the year ended 2010, our largest
volume customer was Maryland State Highway Administration (“MD SHA”). Revenue recognized from contracts with MD SHA
represented 10.3% of our total revenue and 31.0% of our Large Project Construction revenue in 2010. Public sector revenue in
California represented 26.4%, 27.0% and 23.2% of our total revenue in 2012, 2011 and 2010, respectively.

Contract Backlog

Our contract backlog is comprised of the unearned portion of revenue on awarded contracts that have not been completed,
including 100% of the unearned revenue of our consolidated joint ventures and our proportionate share of unconsolidated joint
venture contracts. We generally include a project in our contract backlog at the time a contract is awarded and funding is in

place. Certain federal government contracts where funding is appropriated on a periodic basis are included in contract backlog at
the time of the award. Substantially all of the contracts in our contract backlog may be canceled or modified at the election of the
customer; however, we have not been materially adversely affected by contract cancellations or modifications in the past (see
“Contract Provisions and Subcontracting”). Many projects in our Construction segment are added and completed within a year and
therefore may not be reflected in our beginning or year-end contract backlog. Contract backlog by segment is presented in
“Contract Backlog” under “Item 7. Management’s Discussion and Analysis of Financial Condition and Results of Operations.” Our
contract backlog was approximately $1.7 billion and $2.0 billion at December 31, 2012 and 2011, respectively. Approximately
$1.4 billion of the December 31, 2012 contract backlog is expected to be completed during 2013.
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Equipment

At December 31, 2012 and 2011, we owned the following number of construction equipment and vehicles:

December 31, 2012 2011
Heavy construction equipment 2,566 2,006
Trucks, truck-tractors, trailers and vehicles 3,579 4,206

Our portfolio of equipment includes backhoes, barges, bulldozers, cranes, excavators, loaders, motor graders, pavers, rollers,
scrapers, trucks and tunnel boring machines that are used in our Construction, Large Project Construction and Construction
Materials business segments. We believe that ownership of equipment is generally preferable to leasing because it ensures the
equipment is available as needed and normally results in lower costs. We pool certain equipment for use by our Construction,
Large Project Construction and Construction Materials segments to maximize utilization. We continually monitor and adjust our
fleet size so that it is consistent with the size of our business, considering both existing backlog and expected future work. On a
short-term basis, we lease or rent equipment to supplement existing equipment in response to construction activity peaks. In 2012
and 2011, we spent approximately $19.8 million and $22.3 million, respectively, on purchases of construction equipment and
vehicles.

Employees

On December 31, 2012, we employed approximately 1,700 salaried employees who work in management, estimating and clerical
capacities, plus approximately 2,400 hourly employees. The total number of hourly personnel is subject to the volume of
construction in progress and is seasonal. During 2012, the number of hourly employees ranged from approximately 1,500 to

3,900 and averaged approximately 3,100. Three of our wholly owned subsidiaries, Granite Construction Company, Granite
Construction Northeast, Inc., and Kenny Construction Company, are parties to craft collective bargaining agreements in many areas
in which they work.

We believe our employees are our most valuable resource and that our workforce possesses a strong dedication to and pride in our
company. Among salaried and non-union hourly employees, this dedication is reinforced by an 8.6% equity ownership at
December 31, 2012 through our Employee Stock Purchase Plan, Profit Sharing and 401(k) Plan and performance-based incentive
compensation arrangements. Our managerial and supervisory personnel have an average of approximately eleven years of service
with us.

Competition

Competitors of our Construction segment typically come from small local construction companies as well as large regional,
national and international construction companies. We compete with numerous companies in individual markets, however, there
are few companies which compete in all of our market areas. Many of our Construction segment competitors have the ability to
perform work in either the private or public sectors. When opportunities for work in one sector are reduced, competitors tend to
look for opportunities in the other sector. This migration has the potential to reduce revenue growth and/or increase pressure on
gross profit margins.

The scale and complexity of jobs in the Large Project Construction segment preclude many smaller contractors from bidding such
work. Consequently, our Large Project Construction segment competition typically comes from large regional, national and global
construction companies.

We own and/or have long-term leases on aggregate resources that we believe may provide a competitive advantage in certain
markets for both the Construction and Large Project Construction segments.

Competitors of our Construction Materials segment range from small local materials companies to large regional, national and
global materials companies. We compete with numerous companies in individual markets; however, there are few companies
which compete in all of our market areas. The unprecedented demand for construction materials during 2001 through 2006
prompted many materials suppliers to increase production and sales capacities in many of the markets in which we compete. The
subsequent reduction in demand, primarily driven by a reduction in residential and commercial development, has increased the
level of competition to sell construction materials.

Factors influencing our competitiveness include price, estimating abilities, knowledge of local markets and conditions, project
management, financial strength, reputation for quality, the availability of aggregate materials, and machinery and equipment.
Historically, the construction business has not required large amounts of capital, particularly for the smaller size construction work
pursued by our Construction segment, which can result in relative ease of market entry for companies possessing acceptable
qualifications. Although the construction business is highly competitive, we believe we are well positioned to compete effectively
in the markets in which we operate.
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Contract Provisions and Subcontracting

Our contracts with our customers are primarily “fixed unit price” or “fixed price.” Under fixed unit price contracts, we are
committed to providing materials or services at fixed unit prices (for example, dollars per cubic yard of concrete placed or cubic
yard of earth excavated). While the fixed unit price contract shifts the risk of estimating the quantity of units required for a
particular project to the customer, any increase in our unit cost over the expected unit cost in the bid, whether due to inflation,
inefficiency, errors in our estimates or other factors, is borne by us unless otherwise provided in the contract. Fixed price contracts
are priced on a lump-sum basis under which we bear the risk of performing all the work for the specified amount. The percentage
of fixed price contracts (excluding fixed unit price contracts) in our contract backlog decreased to approximately 56.8% at
December 31, 2012 compared with approximately 69.5% at December 31, 2011.

Our construction contracts are obtained through competitive bidding in response to solicitations by both public agencies and
private parties and on a negotiated basis as a result of solicitations from private parties. Project owners use a variety of methods to
make contractors aware of new projects, including posting bidding opportunities on agency websites, disclosing long-term
infrastructure plans, advertising and other general solicitations. Our bidding activity is affected by such factors as the nature and
volume of advertising and other solicitations, contract backlog, available personnel, current utilization of equipment and other
resources, our ability to obtain necessary surety bonds and competitive considerations. Our contract review process includes
identifying risks and opportunities during the bidding process and managing these risks through mitigation efforts such as contract
negotiation, insurance and pricing. Contracts fitting certain criteria of size and complexity are reviewed by various levels of
management and, in some cases, by the Executive Committee of our Board of Directors. Bidding activity, contract backlog and
revenue resulting from the award of new contracts may vary significantly from period to period.

There are a number of factors that can create variability in contract performance and results as compared to a project’s original bid.
The most significant of these include the completeness and accuracy of the original bid, cost associated with scope changes where
final price negotiations are not complete, extended overhead due to owner, weather and other delays, subcontractor performance
issues, changes in productivity expectations, site conditions that differ from those assumed in the original bid (to the extent
contract remedies are unavailable), the availability and skill level of workers in the geographic location of the project and a change
in the availability and proximity of equipment or materials. All of these factors can impose inefficiencies on contract performance,
which can increase costs and lower profits. Conversely, positive variations in any of these or other factors can decrease costs and
improve profitability. However, the ability to realize improvements on project profitability is often more limited than the

risk of lower profitability. Design/build projects typically incur additional costs such as right-of-way and permit acquisition costs
and carry additional risks such as design error risk and the risk associated with estimating quantities and prices before the project
design is completed. These unknown factors may cause higher than anticipated construction costs and additional liability to the
contract owner. We manage this additional risk by adding contingencies to our bid amounts, obtaining errors and omissions
insurance and obtaining indemnifications from our design consultants where possible. However, there is no guarantee that these
risk management strategies will always be successful.

Most of our contracts, including those with the government, provide for termination at the convenience of the contract owner, with
provisions to pay us for work performed through the date of termination. We have not been materially adversely affected by these
provisions in the past. Many of our contracts contain provisions that require us to pay liquidated damages if specified completion
schedule requirements are not met and these amounts could be significant.

We act as prime contractor on most of our construction projects. We complete the majority of our projects with our own resources
and subcontract specialized activities such as electrical and mechanical work. As prime contractor, we are responsible for the
performance of the entire contract, including subcontract work. Thus, we may be subject to increased costs associated with the
failure of one or more subcontractors to perform as anticipated. Based on our analysis of their construction and financial
capabilities, among other criteria, we determine whether to require the subcontractor to furnish a bond or other type of security to
guarantee their performance. Disadvantaged business enterprise regulations require us to use our best efforts to subcontract a
specified portion of contract work done for governmental agencies to certain types of disadvantaged contractors or suppliers. As
with all of our subcontractors, some may not be able to obtain surety bonds or other types of performance security.
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Insurance and Bonding

We maintain general and excess liability, construction equipment and workers’ compensation insurance; all in amounts consistent
with industry practice.

In connection with our business, we generally are required to provide various types of surety bonds that provide an additional
measure of security for our performance under certain public and private sector contracts. Our ability to obtain surety bonds
depends upon our capitalization, working capital, past performance, management expertise and external factors, including the
capacity of the overall surety market. Surety companies consider such factors in light of the amount of our contract backlog that we
have currently bonded and their current underwriting standards, which may change from time to time. The capacity of the surety
market is subject to market-based fluctuations driven primarily by the level of surety industry losses and the degree of surety
market consolidation. When the surety market capacity shrinks it results in higher premiums and increased difficulty obtaining
bonding, in particular for larger, more complex projects throughout the market. In order to help mitigate this risk, we employ a co-
surety structure involving three sureties. Although we do not believe that fluctuations in surety market capacity have

significantly affected our ability to grow our business, there is no assurance that it will not significantly affect our ability to obtain
new contracts in the future (see “Item 1A. Risk Factors™).

Environmental Regulations

Our operations are subject to various federal, state and local laws and regulations relating to the environment, including those
relating to discharges to air, water and land, the handling and disposal of solid and hazardous waste, the handling of underground
storage tanks and the cleanup of properties affected by hazardous substances. Certain environmental laws impose substantial
penalties for non-compliance and others, such as the federal Comprehensive Environmental Response, Compensation and Liability
Act, impose strict, retroactive, joint and several liability upon persons responsible for releases of hazardous substances. We
continually evaluate whether we must take additional steps at our locations to ensure compliance with environmental laws. While
compliance with applicable regulatory requirements has not materially adversely affected our operations in the past, there can be
no assurance that these requirements will not change and that compliance will not adversely affect our operations in the future. In
addition, our aggregate materials operations require operating permits granted by governmental agencies. We believe that tighter
regulations for the protection of the environment and other factors will make it increasingly difficult to obtain new permits and
renewal of existing permits may be subject to more restrictive conditions than currently exist.

In July 2007, the California Air Resources Board (“CARB”) approved a regulation that will require California equipment owners/
operators to reduce diesel particulate and nitrogen oxide emissions from in-use off-road diesel equipment and to meet
progressively more restrictive emission targets from 2010 to 2020. In December 2008, CARB approved a similar regulation for in-
use on-road diesel equipment that includes more restrictive emission targets from 2010 to 2022. The emission targets will require
California off-road and on-road diesel equipment owners to retrofit equipment with diesel emission control devices or replace
equipment with new engine technology as it becomes available, which will result in higher equipment related expenses. In
December 2010, CARB amended both regulations to grant economic relief to affected fleets by extending initial compliance dates
from 2020 to 2025 as well as adding additional compliance requirements. To date, costs to prepare the Company for compliance
have been minimal. At this time we do not expect the full cost of compliance to be significant and we will continue to manage
compliance costs; however, it is not possible to determine the future cost of compliance.

As is the case with other companies in our industry, some of our aggregate products contain varying amounts of crystalline silica, a
common mineral. Also, some of our construction and material processing operations release, as dust, crystalline silica that is in the
materials being handled. Excessive, prolonged inhalation of very small-sized particles of crystalline silica has allegedly been
associated with respiratory disease (including silicosis). The Mine Safety and Health Administration and the Occupational Safety
and Health Administration have established occupational thresholds for crystalline silica exposure as respirable dust. We have
implemented dust control procedures to measure compliance with requisite thresholds and to verify that respiratory protective
equipment is made available as necessary. We also communicate, through safety information sheets and other means, what we
believe to be appropriate warnings and cautions to employees and customers about the risks associated with excessive, prolonged
inhalation of mineral dust in general and crystalline silica in particular.

Website Access

Our website address is www.graniteconstruction.com. On our website we make available, free of charge, our Annual Report on
Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K, and all amendments to those reports as soon as
reasonably practicable after such material is electronically filed with or furnished to the Securities and Exchange Commission
(“SEC”). The information on our website is not incorporated into, and is not part of, this report. These reports, and any
amendments to them, are also available at the website of the SEC, www.sec.gov.
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Executive Officers of the Registrant

Our current executive officers are as follows:

Name Age Position

James H. Roberts 56 President and Chief Executive Officer

Laurel J. Krzeminski 58 Senior Vice President and Chief Financial Officer
Thomas S. Case 50 Senior Vice President and Operations Services Manager
Michael F. Donnino 58 Senior Vice President and Group Manager

John A. Franich 56 Senior Vice President and Group Manager

James D. Richards 49 Senior Vice President and Group Manager

Patrick B. Kenny 62 Senior Vice President and Group Manager

Granite Construction Incorporated was incorporated in Delaware in January 1990 as the holding company for Granite Construction
Company, which was incorporated in California in 1922. All dates of service for our executive officers include the periods in
which they served for Granite Construction Company.

Mr. Roberts joined Granite in 1981 and has served in various capacities, including President and Chief Executive Officer since
September 2010. He also served as Executive Vice President and Chief Operating Officer from September 2009 to August 2010,
Senior Vice President from May 2004 to September 2009, Granite West Manager from February 2007 to September 2009, Branch
Division Manager from May 2004 to February 2007, Vice President and Assistant Branch Division Manager from 1999 to 2004,
and Regional Manager of Nevada and Utah Operations from 1995 to 1999. Mr. Roberts served as Chairman of The National
Asphalt Pavement Association in 2006. He received a B.S.C.E. in 1979 and an M.S.C.E. in 1980 from the University of
California, Berkeley, and an M.B.A. from the University of Southern California in 1981. He also completed the Stanford Executive
Program in 2009.

Ms. Krzeminski joined Granite in 2008 and has served as Chief Financial Officer since November 2010 and Senior Vice President
since January 2013. She also served as Vice President from July 2008 to December 2012, Interim Chief Financial Officer from
June 2010 to October 2010 and Corporate Controller from July 2008 to May 2010. From 1993 to 2007, she served in various
corporate and operational finance positions with The Gillette Company (acquired by The Procter & Gamble Company in 2005),
including Finance Director for the Duracell and Braun North American business units. Ms. Krzeminski also served as the Director
of Gillette’s Sarbanes-Oxley Section 404 Compliance program and as Gillette’s Director of Corporate Financial Reporting. Her
experience also includes several years in public accounting with an international accounting firm. She received a B.S. degree in
Business Administration - Accounting from San Diego State University in 1978.
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Mr. Case joined Granite in 1987 and has served as Senior Vice President and Operations Services Manager since January 2013. He
also served as Vice President and Group Manager from January 2010 to December 2012, Southwest Operating Group Manager
from November 2007 to December 2009, Utah Operations Branch Manager from August 2001 through November 2007, Utah
Operations Construction Manager during 2001, Utah Operations Materials Manager between 1996 and 2000, and in various
positions at Granite’s Nevada and Santa Barbara, California operations between 1987 and 1996. Mr. Case received a B.S. in
Construction Management from California Polytechnic State University in 1986.

Mr. Donnino joined Granite in 1977 and has served as Senior Vice President and Group Manager since January 2010, Senior Vice
President since January 2005, Manager of Granite East from February 2007 to December 2009, and Heavy Construction Division
Manager from January 2005 to February 2007. He served as Vice President and Heavy Construction Division Assistant Manager
during 2004, Texas Regional Manager from 2000 to 2003 and Dallas Estimating Office Area Manager from 1991 to 2000. Mr.
Donnino received a B.S.C.E. in Structural, Water and Soils Engineering from the University of Minnesota in 1976.

Mr. Franich joined Granite in 2005 and has served as Senior Vice President and Group Manager since January 2013, Vice
President and Group Manager from January 2010 to December 2012, Vice President and Granite West Manager of Construction
from February 2007 to December 2009, and Vice President, Branch Division Construction Manager from January 2005 through
January 2007. Prior to joining Granite in 2005, Mr. Franich has held various positions in the construction industry since 1979 and
was formerly the President of Associated General Contractors of California. Mr. Franich received a B.S. in Business
Administration - Finance from California State University, Chico in 1979.

Mr. Richards joined Granite in January 1992 and has served as Senior Vice President and Group Manager since January 2013. He
also served as Arizona Region Manager from February 2006 through December 2012, Arizona Region Chief Estimator from
January 2000 through January 2006 and in other positions at Granite’s Arizona Branch between 1992 and 2000. Prior to joining
Granite, he served as a U.S. Army Officer. Mr. Richards received a B.S. in Civil Engineering from New Mexico State University
in 1987.

Mr. Kenny has served as Senior Vice President and Group Manager since January 2013. Mr. Kenny previously served as
Executive Vice President of Kenny Construction Company which was acquired by Granite. He was responsible for the Tunnel and
Power Groups from 2005 to 2012, and he managed the Tunnel and Underground Groups from 1990 to 2005. Prior to such time,
Mr. Kenny was Vice President of Engineering for Kenny Construction Company. Mr. Kenny received a B.S in Civil Engineering
from Lehigh University in 1972 and an M.B.A. from Lehigh in 1973.
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Item 1A. RISK FACTORS

Set forth below and elsewhere in this report and in other documents we file with the SEC are various risks and uncertainties that
could cause our actual results to differ materially from the results contemplated by the forward-looking statements contained in this
report or otherwise adversely affect our business.

*  Unfavorable economic conditions have had and are expected to continue to have an adverse impact on our business. The
recent turmoil in the global financial system has had and may continue to have an adverse impact on our business, financial
position, results of operations, cash flows and liquidity. In particular, low tax revenues, budget deficits, financing constraints
and competing priorities have resulted in, and may continue to result in, cutbacks in new infrastructure projects in the public
sector and could have an adverse impact on collectibility of receivables from government agencies. In addition, levels of
new commercial and residential construction projects have been adversely affected by oversupply of existing inventories of
commercial and residential properties, low property values and a restrictive financing environment. The depressed demand
for construction and construction materials in both the public and private sectors has resulted in intensified competition,
which has had an adverse impact on both our revenues and profit margins and could impact growth opportunities. Although
conditions are stabilizing, these factors have also had an adverse impact on the levels of activity and financial position,
results of operations, cash flows and liquidity of our real estate investment and development business.

*  Deterioration of the United States economy could have a material adverse effect on our business, financial condition and
results of operations. Congress’ inability to lower United States debt substantially could result in a decrease in government
spending, which could negatively impact the ability of government agencies to fund existing or new infrastructure projects.
In addition, such actions could have a material adverse effect on the financial markets and economic conditions in the
United States as well as throughout the world, which may limit our ability and the ability of our customers to obtain
financing and/or could impair our ability to execute our acquisition strategy. Deterioration in general economic activity and
infrastructure spending or Congress’ deficit reduction measures could have a material adverse effect on our financial
position, results of operations, cash flows and liquidity.

»  As a part of our growth strategy we have made and may make future acquisitions, and acquisitions involve many risks.
These risks include difficulties integrating the operations and personnel of the acquired companies, diversion of
management’s attention from ongoing operations, potential difficulties and increased costs associated with completion of
any assumed construction projects, insufficient revenues to offset increased expenses associated with acquisitions and the
potential loss of key employees or customers of the acquired companies. Acquisitions may also cause us to increase our
liabilities, record goodwill or other non-amortizable intangible assets that will be subject to subsequent impairment testing
and potential impairment charges, as well as amortization expenses related to certain other intangible assets. Failure to
manage and successfully integrate acquisitions could harm our financial position, results of operations, cash flows and
liquidity.

*  Our strategic diversification plan, as well as, the acquisition of Kenny Construction Company includes growing our
international operations in Canada and U.S. Territories, which are subject to a number of special risks. As part of our
strategic diversification efforts we plan on entering into more construction contracts in Canada or U.S. Territories, which
may subject us to a number of special risks, including risks associated with:

» lesser developed legal systems in which to enforce contractual rights;

+ greater risk of uncollectible accounts and longer collection cycles;

+ foreign currency exchange volatility;

* uncertain and changing tax rules, regulations and rates;

* logistical and communication challenges;

+  potentially adverse changes in laws and regulatory practices;

» changes in labor conditions;

+  general economic, political and financial conditions in foreign markets; and

*  exposure to civil or criminal liability under the Foreign Corrupt Practices Act, the Canadian Corruption of Foreign
Public Officials Act, anti-boycott rules, trade and export control regulations, and the Corporate Manslaughter and
Corporate Homicide Act, as well as other international regulations.

Due to the special risks associated with non-U.S. operations, our exposure to such risks may not be proportionate to the
percentage of our revenues attributable to such operations.
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Changes to our outsourced software vendors as well as any sudden loss, breach of security, disruption or unexpected
data or vendor loss associated with our information technology systems could have a material adverse effect on our
business. We rely on third-party software to run critical accounting, project management and financial information systems.
If software vendors decide to discontinue further development, integration or long-term software maintenance support for
our information systems, or there is any system interruption, delay, breach of security, loss of data or loss of a vendor, we
may need to migrate some or all of our accounting, project management and financial information to other systems. Despite
business continuity plans, these disruptions could increase our operational expense as well as impact the management of our
business operations, which could have a material adverse effect on our financial position, results of operations, cash flows
and liquidity.

An inability to safeguard our information technology environment could result in business interruptions, remediation
costs and/or legal claims. To protect confidential customer, vendor, financial and employee information, we employ
information security measures that secure our information systems from cybersecurity attacks or breaches. Even with these
measures, we may be subject to unauthorized access of digital data with the intent to misappropriate information, corrupt
data or cause operational disruptions. If a failure of our safeguarding measures were to occur, it could have a negative
impact to our business and result in business interruptions, remediation costs and/or legal claims, which could have a
material adverse effect on our financial position, results of operations, cash flow and liquidity.

We work in a highly competitive marketplace. We have multiple competitors in all of the areas in which we work, and some
of our competitors are larger than we are and may have greater resources than we do. During economic down cycles or
times of lower government funding for public works projects, competition for the fewer available public projects typically
intensifies and this increased competition may result in a decrease in new awards at acceptable profit margins. In addition,
downturns in residential and commercial construction activity increases the competition for available public sector work,
further impacting our revenue, contract backlog and profit margins.

Our success depends on attracting and retaining qualified personnel, joint venture partners and subcontractors in a
competitive environment. The success of our business is dependent on our ability to attract, develop and retain qualified
personnel, joint venture partners, advisors and subcontractors. Changes in general or local economic conditions and the
resulting impact on the labor market and on our joint venture partners may make it difficult to attract or retain qualified
individuals in the geographic areas where we perform our work. If we are unable to provide competitive compensation
packages, high-quality training programs, attractive work environments or to establish and maintain successful
partnerships, our ability to profitably execute our work could be adversely impacted.

Strikes or work stoppages could have a negative impact on our operations and results. We are party to collective
bargaining agreements covering a portion of our craft workforce. Although strikes or work stoppages have not had a
significant impact on our operations or results in the past, such labor actions could have a significant impact on

our operations and results if they occur in the future.

Failure to maintain safe work sites could result in significant losses. Construction and maintenance sites are potentially
dangerous workplaces and often put our employees and others in close proximity with mechanized equipment, moving
vehicles, chemical and manufacturing processes, and highly regulated materials. On many sites, we are responsible for
safety and, accordingly, must implement safety procedures. If we fail to implement these procedures or if the procedures we
implement are ineffective, we may suffer the loss of or injury to our employees, as well as expose ourselves to possible
litigation. Despite having invested significant resources in safety programs and being recognized as an industry leader, a
serious accident may nonetheless occur on one of our worksites. As a result, our failure to maintain adequate safety
standards could result in reduced profitability or the loss of projects or clients, and could have a material adverse impact on
our financial position, results of operations, cash flows and liquidity.

Government contracts generally have strict regulatory requirements. Approximately 80.6% of our consolidated revenue in
2012 was derived from contracts funded by federal, state and local government agencies and authorities. Government
contracts are subject to specific procurement regulations, contract provisions and a variety of socioeconomic requirements
relating to their formation, administration, performance and accounting and often include express or implied certifications of
compliance. Claims for civil or criminal fraud may be brought for violations of regulations, requirements or statutes. We
may also be subject to qui tam (““Whistle Blower”) litigation brought by private individuals on behalf of the government
under the Federal Civil False Claims Act, which could include claims for up to treble damages. Further, if we fail to comply
with any of the regulations, requirements or statutes or if we have a substantial number of accumulated Occupational Safety
and Health Administration, Mine Safety and Health Administration or other workplace safety violations, our existing
government contracts could be terminated and we could be suspended from government contracting or subcontracting,
including federally funded projects at the state level. Should one or more of these events occur, it could have a material
adverse effect on our financial position, results of operations, cash flows and liquidity.
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Government contractors are subject to suspension or debarment from government contracting. Our substantial
dependence on government contracts exposes us to a variety of risks that differ from those associated with private sector
contracts. Various statutes to which our operations are subject, including the Davis-Bacon Act (which regulates wages and
benefits), the Walsh-Healy Act (which prescribes a minimum wage and regulates overtime and working conditions),
Executive Order 11246 (which establishes equal employment opportunity and affirmative action requirements) and the
Drug-Free Workplace Act, provide for mandatory suspension and/or debarment of contractors in certain circumstances
involving statutory violations. In addition, the Federal Acquisition Regulation and various state statutes provide for
discretionary suspension and/or debarment in certain circumstances that might call into question a contractor’s willingness
or ability to act responsibly, including as a result of being convicted of, or being found civilly liable for, fraud or a criminal
offense in connection with obtaining, attempting to obtain or performing a public contract or subcontract. The scope and
duration of any suspension or debarment may vary depending upon the facts and the statutory or regulatory grounds for
debarment and could have a material adverse effect on our financial position, results of operations, cash flows and liquidity.

We may be unable to identify qualified Disadvantaged Business Enterprise (“DBE”) contractors to perform as
subcontractors. Certain of our government agency projects contain minimum DBE participation clauses. If we subsequently
fail to complete these projects with the minimum DBE participation, we may be held responsible for breach of contract
damages which may include restrictions on our ability to bid on future projects as well as monetary damages. To the extent
we are responsible for monetary damages, the total costs of the project could exceed our original estimates, we could
experience reduced profits or a loss for that project and there could be a material adverse impact to our financial position,
results of operations, cash flows and liquidity.

Fixed price and fixed unit price contracts subject us to the risk of increased project cost. As more fully described in
“Contract Provisions and Subcontracting” under “Item 1. Business,” the profitability of our fixed price and fixed unit price
contracts can be adversely affected by a number of factors that can cause our actual costs to materially exceed the costs
estimated at the time of our original bid.

Design/build contracts subject us to the risk of design errors and omissions. Design/build is increasingly being used as a
method of project delivery as it provides the owner with a single point of responsibility for both design and construction. We
generally subcontract design responsibility to architectural and engineering firms. However, in the event of a design error or
omission causing damages, there is risk that the subcontractor or their errors and omissions insurance would not be able to
absorb the liability. In this case we may be responsible, resulting in a potentially material adverse effect on our financial
position, results of operations, cash flows and liquidity.

Many of our contracts have penalties for late completion. In some instances, including many of our fixed price contracts,
we guarantee that we will complete a project by a certain date. If we subsequently fail to complete the project as scheduled
we may be held responsible for costs resulting from the delay, generally in the form of contractually agreed-upon liquidated
damages. To the extent these events occur, the total cost of the project could exceed our original estimate and we could
experience reduced profits or a loss on that project.

Accounting for our revenues and costs involves significant estimates. As further described in “Critical Accounting Policies
and Estimates” under “Item 7. Management’s Discussion and Analysis of Financial Condition and Results of Operations,”
accounting for our contract related revenues and costs, as well as other expenses, requires management to make a variety of
significant estimates and assumptions. Although we believe we have sufficient experience and processes to enable us to
formulate appropriate assumptions and produce reasonably dependable estimates, these assumptions and estimates may
change significantly in the future and could result in the reversal of previously recognized revenue and profit. Such changes
could have a material adverse effect on our financial position and results of operations.

Failure of our subcontractors to perform as anticipated could have a negative impact on our results. As further described
in “Contract Provisions and Subcontracting” under “Item 1. Business,” we subcontract portions of many of our contracts to
specialty subcontractors, but we are ultimately responsible for the successful completion of their work. Although we seek to
require bonding or other forms of guarantees, we are not always successful in obtaining those bonds or guarantees from our
higher risk subcontractors. In this case we may be responsible for the failures on the part of our subcontractors to perform as
anticipated, resulting in a potentially adverse impact on our cash flows and liquidity. In addition, the total costs of a project
could exceed our original estimates and we could experience reduced profits or a loss for that project, which could have an
adverse impact on our financial position, results of operations, cash flows and liquidity.
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We use certain commodity products that are subject to significant price fluctuations. Diesel fuel, liquid asphalt and other
petroleum-based products are used to fuel and lubricate our equipment and fire our asphalt concrete processing plants. In
addition, they constitute a significant part of the asphalt paving materials that are used in many of our construction

projects and are sold to third parties. Although we are partially protected by asphalt or fuel price escalation clauses in some
of our contracts, many contracts provide no such protection. We also use steel and other commodities in our construction
projects that can be subject to significant price fluctuations. We pre-purchase commodities, enter into supply agreements

or enter into financial contracts to secure pricing. We have not been significantly adversely affected by price fluctuations in
the past; however, there is no guarantee that we will not be in the future.

We are subject to environmental and other regulation. As more fully described in “Environmental Regulations” under
“Item 1. Business,” we are subject to a number of federal, state and local laws and regulations relating to the
environment, workplace safety and a variety of socioeconomic requirements. Noncompliance with such laws and
regulations can result in substantial penalties, or termination or suspension of government contracts as well as civil and
criminal liability. In addition, some environmental laws and regulations impose liability and responsibility on present and
former owners, operators or users of facilities and sites for contamination at such facilities and sites without regard to
causation or knowledge of contamination. We occasionally evaluate various alternatives with respect to our facilities,
including possible dispositions or closures. Investigations undertaken in connection with these activities may lead to
discoveries of contamination that must be remediated, and closures of facilities may trigger compliance requirements that
are not applicable to operating facilities. While compliance with these laws and regulations has not materially adversely
affected our operations in the past, there can be no assurance that these requirements will not change and that compliance
will not adversely affect our operations in the future. Furthermore, we cannot provide assurance that existing or future
circumstances or developments with respect to contamination will not require us to make significant remediation or
restoration expenditures.

Weather can significantly affect our quarterly revenues and profitability. Our ability to perform work is significantly
affected by weather conditions such as precipitation and temperature. Changes in weather conditions can cause delays and
otherwise significantly affect our project costs. The impact of weather conditions can result in variability in our quarterly
revenues and profitability, particularly in the first and fourth quarters of the year.

Our joint venture contracts with project owners subject us to joint and several liability. As further described in “Joint
Ventures; Off-Balance Sheet Arrangements” under “Item 7. Management’s Discussion and Analysis of Financial Condition
and Results of Operations,” we participate in various construction joint venture partnerships in connection with complex
construction projects. If our joint venture partner fails to perform under one of these contracts, we could be liable for
completion of the entire contract. If the contract were unprofitable, this could have a material adverse effect on our financial
position, results of operations, cash flows and liquidity.

Increasing restrictions on securing aggregate reserves could negatively affect our future operations and results. Tighter
regulations and the finite nature of property containing suitable aggregate reserves are making it increasingly challenging
and costly to secure aggregate reserves. Although we have thus far been able to secure reserves to support our business, our
financial position, results of operations, cash flows and liquidity may be adversely affected by an increasingly difficult
permitting process.
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Granite Land Company is greatly affected by the strength of the real estate industry. Our real estate investment and
development activities are subject to numerous factors beyond our control including local real estate market conditions;
substantial existing and potential competition; general national, regional and local economic conditions; fluctuations in
interest rates and mortgage availability and changes in demographic conditions. If our outlook for a project’s forecasted
profitability deteriorates, we may find it necessary to curtail our development activities and evaluate our real estate assets
for possible impairment. Our evaluation includes a variety of estimates and assumptions and future changes in these
estimates and assumptions could affect future impairment analyses. If our real estate assets are determined to be impaired,
the impairment would result in a write-down of the asset in the period of the impairment. See Notes 7 and 11 of “Notes to
the Consolidated Financial Statements” for additional information on impairment charges.

Our decision in October 2010 to orderly divest of our real estate investment business resulted in changes to the business
plans of certain of our real estate affiliates and the recognition of impairment charges primarily in the fourth quarter of 2010,
with no significant impairment charges during the years ended December 31, 2012 and 2011. The business plans of our real
estate affiliates include estimates of our ability to obtain certain development rights, our ability to obtain financing, the
future condition of the real estate and financial markets, and the timing of cash flows. A continued decline in the residential
and/or commercial real estate markets may decrease, or lengthen, the timing of expected cash flows of certain development
projects to the point that we would be required to recognize additional valuation impairments in the future.

Our real estate investments are subject to mortgage financing and may require additional funding. Granite Land
Company’s real estate investments generally utilize short-term debt financing for their development activities. Such
financing is subject to the terms of the applicable debt or credit agreement and generally is secured by mortgages on the
applicable real property. GLC’s failure to comply with the covenants applicable to such financing or to pay principal,
interest or other amounts when due thereunder would constitute an event of default under the applicable agreement and
could have the effects described in the following risk factor relating to our debt and credit agreements. Due to the tightening
of the credit markets, banks have required lower loan-to-value ratios often resulting in the need to pay a portion of the debt
when short-term financing is renegotiated. If our real estate investment partners are unable to make their proportional share
of a required repayment, GLC may elect to provide the additional funding which could materially affect our financial
position, cash flows and liquidity. Also, if we determine we are the primary beneficiary, as defined by the applicable
accounting guidance, we may be required to consolidate additional real estate investments in our financial statements.

Failure to remain in compliance with covenants under our debt and credit agreements, service our indebtedness, or fund
our other liquidity needs could adversely impact our business. The recent recession and credit crisis and related turmoil in
the global financial system has had and is expected to continue to have an adverse impact on our business, financial
position, results of operations, cash flows and liquidity. Our debt and credit agreements and related restrictive covenants are
more fully described in Note 12 of “Notes to the Consolidated Financial Statements.” Our failure to comply with any of
these covenants, or to pay principal, interest or other amounts when due thereunder, would constitute an event of default
under the applicable agreements. Under certain circumstances, the occurrence of an event of default under one of our

debt or credit agreements (or the acceleration of the maturity of the indebtedness under one of our agreements) may
constitute an event of default under one or more of our other debt or credit agreements. Default under our debt and credit
agreements could result in (1) us no longer being entitled to borrow under the agreements, (2) termination of the
agreements, (3) the requirement that any letters of credit under the agreements be cash collateralized, (4) acceleration of the
maturity of outstanding indebtedness under the agreements and/or (5) foreclosure on any collateral securing the obligations
under the agreements. If we are unable to service our debt obligations or fund our other liquidity needs, we could be forced
to curtail our operations, reorganize our capital structure (including through bankruptcy proceedings) or liquidate some or
all of our assets in a manner that could cause holders of our securities to experience a partial or total loss of their investment
in us.

Force majeure events, including natural disasters and terrorists’ actions, could negatively impact our business, which
may affect our financial condition, results of operations or cash flows. Force majeure or extraordinary events beyond the
control of the contracting parties, such as natural and man-made disasters, as well as terrorist actions, could negatively
impact the economies in which we operate. We typically remain obligated to perform our services after such extraordinary
events unless the contract contains a force majeure clause relieving us of our contractual obligations in such an
extraordinary event. If we are not able to react quickly to force majeure events, our operations may be affected
significantly, which would have a negative impact on our financial position, results of operations, cash flows and liquidity.
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*  Unavailability of insurance coverage could have a negative effect on our operations and results. We maintain insurance
coverage as part of our overall risk management strategy and pursuant to requirements to maintain specific coverage that are
contained in our financing agreements and in most of our construction contracts. Although we have been able to obtain
reasonably priced insurance coverage to meet our requirements in the past, there is no assurance that we will be able to do
so in the future, and our inability to obtain such coverage could have an adverse impact on our ability to procure new work,
which could have a material adverse effect on our financial position, results of operations, cash flows and liquidity.

*  An inability to obtain bonding could have a negative impact on our operations and results. As more fully described in
“Insurance and Bonding” under “Item 1. Business,” we generally are required to provide surety bonds securing our
performance under the majority of our public and private sector contracts. Our inability to obtain reasonably priced surety
bonds in the future could significantly affect our ability to be awarded new contracts, which could have a material adverse
effect on our financial position, results of operations, cash flows and liquidity.

* A change in tax laws or regulations of any federal, state or international jurisdiction in which we operate could increase
our tax burden and otherwise adversely affect our financial position, results of operations, cash flows and liquidity. We
continue to assess the impact of various U.S. federal, state and international legislative proposals that could result in a
material increase to our U.S. federal, state and/or international taxes. We cannot predict whether any specific legislation will
be enacted or the terms of any such legislation. However, if such proposals were to be enacted, or if modifications were to
be made to certain existing regulations, the consequences could have a material adverse impact on us, including increasing
our tax burden, increasing our cost of tax compliance or otherwise adversely affecting our financial position, results of
operations, cash flows and liquidity.

*  We may be required to contribute cash to meet our unfunded pension obligations in certain multi-employer plans. Three
of our wholly owned subsidiaries, Granite Construction Company, Granite Construction Northeast, Inc. and Kenny
Construction Company participate in various multi-employer pension plans on behalf of union employees. Union employee
benefits generally are based on a fixed amount for each year of service. We are required to make contributions to the plans
in amounts established under collective bargaining agreements. Pension expense is recognized as contributions are made.
Under the Employee Retirement Income Security Act, a contributor to a multi-employer plan is liable, upon termination or
withdrawal from a plan, for its proportionate share of a plan’s unfunded vested liability. While we currently have no
intention of withdrawing from a plan and unfunded pension obligations have not significantly affected our operations in the
past, there can be no assurance that we will not be required to make material cash contributions to one or more of these
plans to satisfy certain underfunded benefit obligations in the future.

*  QOur contract backlog is subject to unexpected adjustments and cancellations and could be an uncertain indicator of our
future earnings. We cannot guarantee that the revenues projected in our contract backlog will be realized or, if realized, will
be profitable. Projects reflected in our contract backlog may be affected by project cancellations, scope adjustments, time
extensions or other changes. Such changes may adversely affect the revenue and profit we ultimately realize on these
projects.

The foregoing list is not all-inclusive. There can be no assurance that we have correctly identified and appropriately assessed all
factors affecting our business or that the publicly available and other information with respect to these matters is complete and
correct. Additional risks and uncertainties not presently known to us or that we currently believe to be immaterial may also
adversely affect us. These developments could have material adverse effects on our business, financial condition, results of
operations and liquidity. For these reasons, the reader is cautioned not to place undue reliance on our forward-looking statements.
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Item 1B. UNRESOLVED STAFF COMMENTS

None.
Item 2. PROPERTIES

Quarry Properties

As of December 31, 2012, we had 49 active and 28 inactive permitted quarry properties available for the extraction of sand and
gravel and hard rock, all of which are located in the western United States. All of our quarries are open-pit and are primarily
accessible by road. We process aggregates into construction materials for internal use and for sale to third parties. The following
map shows the approximate locations of our permitted quarry properties as of December 31, 2012.
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We estimate our permitted proven' and probable” aggregate reserves to be approximately 828.0 million tons with an average
permitted life of approximately 85 years at present operating levels which vary from site to site. Present operating levels are
determined based on a three-year annual average aggregate production rate of 11.4 million tons. Reserve estimates were made by
our geologists and engineers based primarily on drilling studies. Reserve estimates are based on various assumptions, and any
material inaccuracies in these assumptions could have a material impact on the accuracy of our reserve estimates. Our plant
equipment is powered mostly by electricity provided by local utility companies.

'Proven reserves are determined through the testing of samples obtained from closely spaced subsurface drilling and/or exposed pit faces.
Proven reserves are sufficiently understood so that quantity, quality, and engineering conditions are known with sufficient accuracy to be
mined without the need for any further subsurface work. Actual required spacing is based on geologic judgment about the predictability
and continuity of each deposit.

“Probable reserves are determined through the testing of samples obtained from subsurface drilling but the sample points are too widely
spaced to allow detailed prediction of quantity, quality, and engineering conditions. Additional subsurface work may be needed prior to
mining the reserve.
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The following tables present information about our quarry properties as of December 31, 2012 (tons in millions):

Type
. . Three-Year
Permitted Unpermitted  Appyal Average
Sand & Hard Aggregate Aggregate Production Average
Quarry Properties Gravel Rock Reserves (tons) Reserves (tons) Rate (tons) Reserve Life
Owned quarry properties 30 5 493.7 347.0 6.0 102
Leased quarry properties’ 26 16 334.3 86.6 5.4 59
" Our leases have expiration dates which range from monthly terms to 88 years, with most including an option to renew.
Permitted Reserves Percentage of Permitted
for Each Product Type (tons) Reserves Owned and Leased
Number

State of Properties Sand & Gravel Hard Rock Owned Leased
California 40 3254 261.8 61% 39%
Non-California 37 147.4 93.4 56% 45%

Plant Properties

We operate plants at our quarry sites to process aggregates into construction materials. Some of our quarry sites may have more
than one crushing, concrete or asphalt processing plant. At December 31, 2012 and 2011, we owned the following plants:

December 31, 2012 2011
Aggregate crushing plants 44 48
Asphalt concrete plants 58 62
Portland cement concrete batch plants 18 20
Asphalt rubber plants 5 5
9 9

Lime slurry plants

Other Properties

The following table provides our estimate of certain information about other properties as of December 31, 2012:

Land Area (acres) Building Square Feet

Office and shop space (owned and leased) 1,700 1,300,000
Real estate held for development and sale and use 1,400 —

As of December 31, 2012, approximately 61% of our office and shop space was attributable to our Construction segment, 8% to
our Large Project Construction segment and 5% to our Construction Materials segment. The remainder is primarily attributable to

administration.
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Item 3. LEGAL PROCEEDINGS

In the ordinary course of business, we are involved in various legal proceedings that are pending against us and our affiliates
alleging, among other things, breach of contract or tort in connection with the performance of professional services, the various
outcomes of which cannot be predicted with certainty. The most significant of these proceedings are as follows:

»  US Highway 20 Project: Our wholly owned subsidiaries, Granite Construction Company (“GCCO”) and Granite
Northwest, Inc., are members of a joint venture known as Yaquina River Constructors (“YRC”) which was contracted by the
Oregon Department of Transportation (“ODOT”) to construct a new road alignment of US Highway 20 near Eddyville,
Oregon. During the fall and winter of 2006, extraordinary rain events produced runoff that overwhelmed installed erosion
control measures and resulted in discharges to surface water and alleged violations of YRC’s stormwater permit. During
2012, ODOT and YRC reached a settlement agreement that ended YRC’s responsibility to construct the project. Also during
2012, YRC, GCCO, the United States Environmental Protection Agency and the U.S. Department of Justice (“DOJ”)
entered into a consent decree, which provides for a civil penalty payment after entry of the decree by the court and
environmental monitoring by GCCO of certain Oregon projects. This matter has not and is not expected to have a material
adverse effect on our financial position, results of operations, cash flow and/or liquidity.

o Investigation Related to Grand Avenue Project Disadvantaged Business Enterprise (“DBE”) Issues: On March 6, 2009,
the U.S. Department of Transportation, Office of Inspector General served upon our wholly-owned subsidiary, Granite
Construction Northeast, Inc. (“Granite Northeast™), a United States District Court Eastern District of New York Grand Jury
subpoena to produce documents. The subpoena sought all documents pertaining to the use of a DBE firm (the
“Subcontractor”), and the Subcontractor’s use of a non-DBE lower tier subcontractor/consultant, on the Grand Avenue Bus
Depot and Central Maintenance Facility for the Borough of Queens Project (the “Grand Avenue Project”), a Granite
Northeast project. The subpoena sought any documents regarding the use of the Subcontractor as a DBE on any other
projects and any other documents related to the Subcontractor or to the lower-tier subcontractor/consultant. Granite
Northeast produced the requested documents, together with other requested information. Subsequently, Granite Northeast
was informed by the DOJ that it is a subject of the investigation, along with others. In January 2013, Granite Northeast met
with Assistant United States Attorneys from the DOJ, along with other federal and state agents (the “Agencies”), to discuss
the status of the government’s criminal investigation of the Grand Avenue Project participants, including Granite Northeast.
In addition to the documents produced in response to the Grand Jury subpoena, Granite Northeast is in the process of
providing information to the DOJ concerning other projects for which Granite Northeast has claimed DBE credit. Granite
Northeast is fully cooperating with the Agencies’ investigation. We cannot, however, rule out the possibility of actions
being brought against Granite Northeast which could result in civil, criminal, and/or administrative penalties or sanctions.
Beyond the amount accrued for this matter, Granite is unable to estimate at this time any additional losses that may be
reasonably probable. However, under certain circumstances the resolution of the matters under investigation could have
direct or indirect consequences that could have a material adverse effect on our financial position, results of operations and/
or liquidity.

*  Other Legal Proceedings/Government Inquiries: We are a party to a number of other legal proceedings arising in the
normal course of business. From time to time, we also receive inquiries from public agencies seeking information
concerning our compliance with government construction contracting requirements and related laws and regulations. We
believe that the nature and number of these proceedings and compliance inquiries are typical for a construction firm of our
size and scope. Our litigation typically involves claims regarding public liability or contract related issues. While
management currently believes, after consultation with counsel, that the ultimate outcome of pending proceedings and
compliance inquiries, individually and in the aggregate, will not have a material adverse affect on our financial position,
results of operations or cash flows, litigation is subject to inherent uncertainties. Were one or more unfavorable rulings to
occur, there exists the possibility of a material adverse effect on our financial position, results of operations, cash flows and/
or liquidity for the period in which the ruling occurs. In addition, our government contracts could be terminated, we could
be suspended or debarred, or payment of our costs disallowed. While any one of our pending legal proceedings is subject to
early resolution as a result of our ongoing efforts to settle, whether or when any legal proceeding will be resolved through
settlement is neither predictable nor guaranteed.

We record amounts in our consolidated balance sheets representing our estimated liability relating to legal proceedings and
government inquiries. During the years ended December 31, 2012 and 2011, there were no significant additions or revisions to the
estimated liability that were recorded in our consolidated statements of operations, or significant changes to our accrual for such
litigation loss contingencies on our consolidated balance sheets.

Item 4. MINE SAFETY DISCLOSURES

The information concerning mine safety violations or other regulatory matters required by Section 1503(a) of the Dodd-Frank Wall
Street Reform and Consumer Protection Act and Item 104 of Regulation S-K (17CFR 229.104) is included in Exhibit 95 to this
Annual Report on Form 10-K.
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PART 11

Item 5. MARKET FOR REGISTRANT’S COMMON EQUITY, RELATED STOCKHOLDER MATTERS AND ISSUER
PURCHASES OF EQUITY SECURITIES

Our common stock trades on the New York Stock Exchange under the ticker symbol GVA.
As of February 8, 2013, there were 38,731,910 shares of our common stock outstanding held by 1,347 shareholders of record.

We have paid quarterly cash dividends since the second quarter of 1990, and we expect to continue to do so. However, declaration
and payment of dividends is within the sole discretion of our Board of Directors, subject to limitations imposed by Delaware law
and compliance with our credit agreements (which allow us to pay dividends so long as we have at least $150 million in
unencumbered cash and equivalents and marketable securities on our consolidated balance sheet), and will depend on our earnings,
capital requirements, financial condition and such other factors as the Board of Directors deems relevant.

Market Price and Dividends of Common Stock

2012 Quarters Ended December 31, September 30, June 30, March 31,
High $ 34.62 $ 30.88 $ 29.31 $ 30.49
Low $ 2750 $ 21.58 $ 2138 $ 23.79
Dividends per share $ 0.13 $ 0.13 $ 0.13 $ 0.13
2011 Quarters Ended December 31, September 30, June 30, March 31,
High $ 26.78 $ 26.08 $ 28.75 $ 29.68
Low $ 1752 § 1692 $ 23.58 § 24.33
Dividends per share $ 0.13 $ 0.13 $ 0.13 $ 0.13

During the three months ended December 31, 2012, we did not sell any of our equity securities that were not registered under the
Securities Act of 1933, as amended. The following table sets forth information regarding the repurchase of shares of our common
stock during the three months ended December 31, 2012:

Approximate
Dollar Value of
Total Number of Shares that
Total Shares Purchased May Yet be
Number of Average as Part of Publicly Purchased
Shares Price Paid Announced Plans Under the Plans
Period Purchased' per Share or Programs or Programs’
October 1 through October 31, 2012 2,063 $ 29.09 — $ 64,065,401
November 1 through November 30, 2012 2,255 § 30.60 — $ 64,065,401
December 1 through December 31, 2012 2,386 $ 31.27 — $ 64,065,401

Total 6,704 $ 30.37 —

'"The number of shares purchased is in connection with employee tax withholding for shares granted under our Amended and Restated 1999
Equity Incentive Plan.

2In October 2007, our Board of Directors authorized us to purchase, at management’s discretion, up to $200.0 million of our common stock.
Under this purchase program, the Company may purchase shares from time to time on the open market or in private transactions. The specific
timing and amount of purchases will vary based on market conditions, securities law limitations and other factors. Purchases under the share
purchase program may be commenced, suspended or discontinued at any time and from time to time without prior notice.
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Performance Graph

The following graph compares the cumulative 5-year total return provided to shareholders on Granite Construction Incorporated’s
common stock relative to the cumulative total returns of the S&P 500 index and the Dow Jones U.S. Heavy Construction index.
The Dow Jones U.S. Heavy Construction index includes the following companies: AECOM Technology Corp., Aegion Corp,
EMCOR Group Inc., Fluor Corp., Foster Wheeler AG, Granite Construction Inc., Jacobs Engineering Group Inc., KBR Inc.,
Quanta Services Inc. and Shaw Group Inc. Certain of these companies differ from Granite in that they derive revenue and profit
from non-U.S. operations and have customers in different markets. An investment of $100 (with reinvestment of all dividends) is
assumed to have been made in our common stock and in each of the indexes on December 31, 2007 and its relative performance is
tracked through December 31, 2012.

COMPARISON OF 5 YEAR CUMULATIVE TOTAL RETURN®

Among Granite Construction Incorporated, the S&P 500 Index,
andthe Dow Jones US Heavy Construction Index

5140 -

§120 4

100

12107 12108 12109 1210 12111 12112

—@— Granite Construction Incorporated —i— 5&P 500 +— Dow Jones US Heavy Construction

*3100 invested on 12/31/07 in steck orindex, including reinvestment of dividends. Fiscal year ending December 31.

December 31, 2007 2008 2009 2010 2011 2012

Granite Construction Incorporated $ 100.00 § 12323 § 95.85 $ 79.67 $ 70.46 $  101.70
S&P 500 100.00 63.00 79.67 91.67 93.61 108.59
Dow Jones U.S. Heavy Construction 100.00 44.88 51.30 65.87 54.30 65.94
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Item 6. SELECTED FINANCIAL DATA

Other than contract backlog, the selected consolidated financial data set forth below have been derived from our consolidated
financial statements. Refer to the consolidated financial statements for further reference. These historical results are not necessarily
indicative of the results of operations to be expected for any future period.

Selected Consolidated Financial Data

Years Ended December 31, 2012 2011 2010 2009 2008
Operating Summary (Dollars In Thousands, Except Per Share Data)
Revenue $ 2,083,037 $ 2,009,531 $ 1,762,965 $ 1,963,479 $ 2,674,244
Gross profit 234,759 247,963 177,784 349,509 471,949
As a percent of revenue 11.3% 12.3% 10.1 % 17.8% 17.6%
Selling, general and administrative expenses 185,099 162,302 191,593 228,046 260,761
As a percent of revenue 8.9% 8.1% 10.9 % 11.6% 9.8%
Restructuring (gains) charges, net! (3,728) 2,181 109,279 9,453 —
Net income (loss) 59,920 66,085 (62,448) 100,201 165,738
Amount attributable to noncontrolling
interests’ (14,637) (14,924) 3,465 (26,701) (43,334)
Net income (loss) attributable to Granite 45,283 51,161 (58,983) 73,500 122,404
As a percent of revenue 2.2% 2.5% (3.3)% 3.7% 4.6%

Net income (loss) per share attributable to
common shareholders:

Basic $ 1.17 $ 132§ (1.56) $ 191 $ 3.19

Diluted $ 1.15 $ 1.31 $ (1.56) $ 190 $ 3.18
Weighted average shares of common stock:

Basic 38,447 38,117 37,820 37,566 37,606

Diluted 39,076 38,473 37,820 37,683 37,709
Dividends per common share $ 052 § 052 $ 052 % 052 $ 0.52
Consolidated Balance Sheet’
Total assets $ 1,729,487 $ 1,547,799 $ 1,535,533 § 1,709,575 § 1,743,455
Cash, cash equivalents and marketable

securities 433,420 406,648 395,728 458,341 520,402

Working capital 490,785 461,254 475,079 500,605 475,942
Current maturities of long-term debt 19,060 32,173 38,119 58,978 39,692
Long-term debt 271,070 218,413 242,351 244,688 250,687
Other long-term liabilities 47,124 49,221 47,996 48,998 43,604
Granite shareholders’ equity 829,953 799,197 761,031 830,651 767,509
Book value per share 21.43 20.66 19.64 21.50 20.06
Common shares outstanding 38,731 38,683 38,746 38,635 38,267
Contract backlog $§ 1,707,315 $§ 2,022,454 $ 1,899,170 § 1,401,988 $ 1,699,396

! During 2012, we recorded a net gain on restructuring of approximately $3.7 million and during 2011 and 2010, we recorded restructuring charges of
approximately $2.2 million and $109.3 million, respectively, related to our Enterprise Improvement Plan. The $9.5 million in restructuring charges in 2009
related to an organizational change.

2 Effective January 1, 2009, we adopted a new accounting standard requiring net income attributable to both the parent and noncontrolling interests to be disclosed
separately as well as the components of equity attributable to the parent and noncontrolling interests. Prior years have been adjusted to conform to this new
standard.

3 Assets acquired and liabilities assumed resulting from the acquisition of Kenny Construction Company are included in our consolidated balance sheet as of
December 31, 2012 (see Note 21 of the “Notes to the Consolidated Financial Statements™).
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Item 7. MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND RESULTS OF
OPERATIONS

General

We are one of the largest diversified heavy civil contractors and construction materials producers in the United States, engaged in the
construction and improvement of streets, roads, highways, mass transit facilities, airport infrastructure, bridges, trenchless and
underground utilities, electrical utilities, tunnels, dams and other infrastructure-related projects. We own aggregate reserves and plant
facilities to produce construction materials for use in our construction business and for sale to third parties. We also operate a real estate
investment and development company. Our permanent offices are located in Alaska, Arizona, California, Colorado, Florida, Illinois,
Nevada, New York, Pennsylvania, Texas, Utah and Washington.

Our construction contracts are obtained through competitive bidding in response to solicitations by both public agencies and private
parties and on a negotiated basis as a result of solicitations from private parties. Project owners use a variety of methods to make
contractors aware of new projects, including posting bidding opportunities on agency websites, disclosing long-term infrastructure
plans, advertising and other general solicitations. Our bidding activity is affected by such factors as the nature and volume of
advertising and other solicitations, contract backlog, available personnel, current utilization of equipment and other resources, our
ability to obtain necessary surety bonds and competitive considerations. Our contract review process includes identifying risks and
opportunities during the bidding process and managing these risks through mitigation efforts such as insurance and pricing. Contracts
fitting certain criteria of size and complexity are reviewed by various levels of management and, in some cases, by the Executive
Committee of our Board of Directors. Bidding activity, contract backlog and revenue resulting from the award of new contracts may
vary significantly from period to period.

Our typical construction project begins with the preparation and submission of a bid to a customer. If selected as the successful bidder,
we generally enter into a contract with the customer that provides for payment upon completion of specified work or units of work as
identified in the contract. We usually invoice our customers on a monthly basis. Our contracts frequently call for retention that is a
specified percentage withheld from each payment until the contract is completed and the work accepted by the customer. Additionally,
we defer recognition of profit on projects until they reach at least 25% completion (see “Revenue and Earnings Recognition for
Construction Contracts” under “Critical Accounting Policies and Estimates”) and our profit recognition is based on estimates that
change over time. Our revenue, gross margin and cash flows can differ significantly from period to period due to a variety of factors
including the projects’ stage of completion, the mix of early and late stage projects, our estimates of contract costs and the payment
terms of our contracts. The timing differences between our cash inflows and outflows require us to maintain adequate levels of working
capital.

The four primary economic drivers of our business are (1) the overall health of the economy, (2) federal, state and local public funding
levels, (3) population growth resulting in public and private development, and (4) the need to replace or repair aging infrastructure. A
stagnant or declining economy will generally result in reduced demand for construction and construction materials in the private sector.
This reduced demand increases competition for private sector projects and will ultimately also increase competition in the public sector
as companies migrate from bidding on scarce private sector work to projects in the public sector. Greater competition can reduce our
revenues and/or have a downward impact on our gross profit margins. In addition, a stagnant or declining economy tends to produce
less tax revenue for public agencies, thereby decreasing a source of funds available for spending on public infrastructure improvements.
Some funding sources that have been specifically earmarked for infrastructure spending, such as diesel and gasoline taxes, are not as
directly affected by a stagnant or declining economy, unless actual consumption is reduced. However, even these can be temporarily at
risk as state and local governments take actions to balance their budgets. Additionally, high fuel prices can have a dampening effect on
consumption, resulting in overall lower tax revenue. Conversely, increased levels of public funding as well as an expanding or robust
economy will generally increase demand for our services and provide opportunities for revenue growth and margin improvement.

23




Table of Contents

In December 2012, we purchased 100% of the outstanding stock of Kenny Construction Company, a Northbrook, Illinois-based
national contractor and construction manager, for a purchase price of $141.5 million, subject to possible post-closing adjustments. This
acquisition expands our presence in the power, tunnel and underground markets, and enables us to leverage our capabilities and
geographic footprint. See Note 21 of the “Notes to the Consolidated Financial Statements” for further information.

In October 2010, we announced our Enterprise Improvement Plan which includes continued actions to reduce our cost structure,
enhance operating efficiencies and strengthen our business to achieve long-term profitable growth. The Enterprise Improvement

Plan includes new business plans to orderly divest of our real estate investment business and certain fixed assets consistent with our
business strategy to focus on our core business. As a result of the Enterprise Improvement Plan, we incurred restructuring charges
related to workforce reductions as well as real estate and fixed asset impairments. The majority of restructuring charges associated with
the Enterprise Improvement Plan were recorded in the fourth quarter of 2010. See Note 11 of “Notes to the Consolidated Financial
Statements” and “Restructuring Charges” below for further information.

Our market sector information reflects four groups defined as follows: 1) California; 2) Northwest, which primarily includes our offices
in Alaska, Nevada, Utah and Washington; 3) East, which primarily includes our offices in Arizona, Florida, New York and Texas; and
4) Kenny, which primarily includes our offices in Colorado, Illinois and Pennsylvania. Each of these groups includes operations from
our Construction and Large Project Construction lines of business. Our California, Northwest and East groups include operations from
our Construction Materials line of business. A project’s results are reported in the group that is responsible for the project, not
necessarily the geographic area where the work is located. In some cases, the operations of a group include the results of work
performed outside of that region.

Critical Accounting Policies and Estimates

The financial statements included in “Item 8. Financial Statements and Supplementary Data” have been prepared in accordance
with accounting principles generally accepted in the United States of America. The preparation of these financial statements
requires management to make estimates and assumptions that affect the reported amounts of assets and liabilities, revenue and
expenses, and related disclosure of contingent assets and liabilities. Our estimates, judgments and assumptions are continually
evaluated based on available information and experiences; however, actual amounts could differ from those estimates.

Certain of our accounting policies and estimates require higher degrees of judgment in their application. These include revenue and
earnings recognition for construction contracts, the valuation of real estate held for development and sale and insurance

estimates. The Audit/Compliance Committee of our Board of Directors has reviewed our disclosure of critical accounting
estimates.
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Revenue and Earnings Recognition for Construction Contracts

Revenue and earnings on construction contracts, including construction joint ventures, are recognized under the percentage of
completion method using the ratio of costs incurred to estimated total costs. Revenue in an amount equal to cost incurred is
recognized prior to contracts reaching at least 25% completion, thus deferring the related profit. It is our judgment that until a
project reaches at least 25% completion, there is insufficient information to determine the estimated profit on the project with a
reasonable level of certainty. In the case of large, complex design/build projects we may defer profit recognition beyond the point
of 25% completion based on an evaluation of specific project risks. The factors considered in this evaluation include the stage of
design completion, the stage of construction completion, status of outstanding purchase orders and subcontracts, certainty of
quantities of labor and materials, certainty of schedule and the relationship with the owner.

Revenue from contract claims is recognized when we have a signed agreement and payment is assured. Revenue from contract
change orders, which occur in most large projects, is recognized when the owner has agreed to the change order in writing.
Provisions are recognized in the consolidated statements of operations for the full amount of estimated losses on uncompleted
contracts whenever evidence indicates that the estimated total cost of a contract exceeds its estimated total revenue. All contract
costs, including those associated with claims and change orders, are recorded as incurred and revisions to estimated total costs are
reflected as soon as the obligation to perform is determined. Contract costs consist of direct costs on contracts, including labor and
materials, amounts payable to subcontractors, direct overhead costs and equipment expense (primarily depreciation, fuel,
maintenance and repairs). All state and federal government contracts and many of our other contracts provide for termination of the
contract at the convenience of the party contracting with us, with provisions to pay us for work performed through the date of
termination.

The accuracy of our revenue and profit recognition in a given period is dependent on the accuracy of our estimates of the cost to
complete each project. Cost estimates for all of our significant projects use a detailed “bottom up” approach and we believe our
experience allows us to provide materially reliable estimates. There are a number of factors that can contribute to changes in
estimates of contract cost and profitability. The most significant of these include:

» the completeness and accuracy of the original bid,

*  costs associated with scope changes where final price negotiations are not complete;

»  costs of labor and/or materials;

+ extended overhead due to owner, weather and other delays;

*  subcontractor performance issues;

+ changes in productivity expectations;

+ site conditions that differ from those assumed in the original bid (to the extent contract remedies are unavailable);
*  continuing changes from original design on design/build projects;

+ the availability and skill level of workers in the geographic location of the project; and

* achange in the availability and proximity of equipment and materials.

The foregoing factors as well as the stage of completion of contracts in process and the mix of contracts at different margins may
cause fluctuations in gross profit between periods. Substantial changes in cost estimates, particularly in our larger, more complex
projects have had, and can in future periods have, a significant effect on our profitability.

Our contracts with our customers are primarily either “fixed unit price” or “fixed price.” Under fixed unit price contracts, we are
committed to provide materials or services required by a project at fixed unit prices (for example, dollars per cubic yard of
concrete placed or cubic yards of earth excavated). While the fixed unit price contract shifts the risk of estimating the quantity of
units required for a particular project to the customer, any increase in our unit cost over the expected unit cost in the bid, whether
due to inflation, inefficiency, faulty estimates or other factors, is borne by us unless otherwise provided in the contract. Fixed price
contracts are priced on a lump-sum basis under which we bear the risk that we may not be able to perform all the work profitably
for the specified contract amount. The percentage of fixed price contracts in our contract backlog decreased from approximately
69.5% at December 31, 2011 to approximately 56.8% at December 31, 2012.
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Valuation of Real Estate Held for Development and Sale

The carrying amount of each consolidated real estate development project is reviewed on a quarterly basis in accordance with
Accounting Standards Codification (“ASC”) Topic 360, Property, Plant, and Equipment, and each real estate development project
accounted for under the equity method of accounting is reviewed in accordance with ASC Topic 323, Investments - Equity Method
and Joint Ventures, to determine if impairment charges should be recognized. The review of each consolidated project includes an
evaluation to determine if events or changes in circumstances indicate that a consolidated project’s carrying amount may not be
recoverable. If events or changes in circumstances indicate that a consolidated project’s carrying amount may not be recoverable,
the future undiscounted cash flows are estimated and compared to the project’s carrying amount. In the event that the project’s
estimated future undiscounted cash flows or investment’s fair value are not sufficient to recover the carrying amounts, it is written
down to its estimated fair value. The projects accounted for under the equity method are evaluated for impairment using the other-
than-temporary impairment model, which requires an impairment charge to be recognized if our investment’s carrying amount
exceeds its fair value, and the decline in fair value is deemed to be other than temporary.

Events or changes in circumstances, which would cause us to review for impairment include, but are not limited to:

+ significant decreases in the market price of the asset;

+ significant adverse changes in legal factors or the business climate;

+ significant changes to the development or business plans of a project;

» accumulation of costs significantly in excess of the amount originally expected for the acquisition, development or
construction of the asset; and

»  current period cash flow or operating losses combined with a history of losses, or a forecast of continuing losses associated
with the use of the asset.

Future undiscounted cash flows and fair value assessments are estimated based on entitlement status, market conditions, cost of
construction, debt load, development schedules, status of joint venture partners and other factors applicable to the specific project.
Fair value is estimated based on the expected future cash flows attributable to the asset or group of assets and on other assumptions
that market participants would use in determining fair value, such as market discount rates, transaction prices for other comparable
assets, and other market data. Our estimates of cash flows may differ from actual cash flows due to, among other things,
fluctuations in interest rates, decisions made by jurisdictional agencies, economic conditions, or changes to our business
operations.

During the year ended December 31, 2010, the Enterprise Improvement Plan required changes in the business plans of certain real
estate projects to reduce capital expenditures, shorten development timelines, and revise marketing plans for the projects, thus
reducing their estimated future cash flows. Consequently, during the year ended December 31, 2010, we recorded impairment
charges of $86.3 million, of which approximately $20.0 million was attributable to noncontrolling interests, on approximately one-
third of our real estate investments related to the Enterprise Improvement Plan. See Note 11 of “Notes to the Consolidated
Financial Statements” and “Restructuring Charges” below for further information. Additionally, an evaluation of entitlement status,
market conditions, existing offers to purchase, cost of construction, debt load, development schedule, status of joint venture
partners and other factors specific to the remainder of our real estate projects, resulted in no significant impairment charges during
the year ended December 31, 2010. During the years ended December 31, 2012 and 2011, we recorded no significant impairment
charges related to our real estate development projects or investments.

Given the current economic environment surrounding real estate, we regularly evaluate the recoverability of our real estate held for
development and sale and have determined that no further impairment charges were required at December 31, 2012. A continued
decline in the residential and/or commercial real estate markets may decrease the expected cash flow for certain development
activities to the point we would be required to recognize additional impairments in the future.

Insurance Estimates

We carry insurance policies to cover various risks, primarily general liability, automobile liability and workers compensation,
under which we are liable to reimburse the insurance company for a portion of each claim paid. Payment for general liability and
workers compensation claim amounts generally range from the first $0.5 million to $1.0 million per occurrence. We accrue for
probable losses, both reported and unreported, that are reasonably estimable using actuarial methods based on historic trends,
modified, if necessary, by recent events. Changes in our loss assumptions caused by changes in actual experience would affect our
assessment of the ultimate liability and could have an effect on our operating results and financial position up to $1.0 million per
occurrence.
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Current Economic Environment and Outlook for 2013

Overall, we are pleased with the quality of our backlog and the significant amount of projects, particularly large projects, out to bid
across the country. Despite these opportunities, we continue to operate in a highly competitive bidding environment. Competition
coupled with funding issues for public sector infrastructure projects and weak demand for commercial and residential development
in many of our markets may impact our ability to grow backlog and increase profitability. While we expect these challenging
conditions to persist through 2013, we are encouraged by recent progress on the federal funding level. In addition, we are
proactively seeking opportunities through our acquisition of Kenny and in our traditional markets while leveraging our capabilities
and further diversifying into the rail, power, tunnel, water, industrial and federal government markets.

After numerous short-term extensions, the President signed into law a 27-month reauthorization of the federal surface
transportation program, Moving Ahead for Progress in the 21st Century (“MAP-217) in 2012. MAP-21 authorizes spending for
the transportation program at fiscal 2012 levels with a slight adjustment for inflation in fiscal 2013 and 2014. MAP-21 also
reauthorized the Transportation Infrastructure Financing and Innovation Act (“TIFIA”) that provides for $1.7 billion in calculated
capital over the next two years and includes financing options in connection with public-private partnership (“P3”) arrangements
for infrastructure financing. We are optimistic that the TIFIA program will help facilitate and accelerate many projects that would
not have moved forward otherwise.

As part of our diversification efforts, we acquired 100% of the outstanding shares of Kenny Construction Company (“Kenny”) on
December 31, 2012. The addition of Kenny’s expertise in the power, tunnel and underground markets will significantly expand our
presence in these key areas as well as enable us to leverage our capabilities and geographic footprint. Including integration costs
and the impact of intangible amortization, the transaction is expected to be break-even relative to Granite’s 2013 earnings per
share.

In addition, in December of 2012, Granite’s joint venture teams were selected to build the $3.1 billion Tappan Zee Bridge project
in New York and the $849.0 million design-build IH-35E project in Texas. The Tappan Zee project was awarded in January 2013
and Granite’s 23.3% share will be booked into Large Project Construction contract backlog in the first quarter of 2013. The
IH-35E project is expected to be awarded in the second quarter of 2013, and Granite’s 35% share of the IH-35E project is expected
to be booked into Large Project Construction contract backlog in the second quarter of 2013.

During 2013, we may record up to $8.0 million of restructuring charges, primarily related to previously planned consolidation
efforts and assets to be held-for-sale as part of our Enterprise Improvement Plan. The majority of restructuring charges associated
with the Enterprise Improvement Plan were recorded in 2010. The ultimate amount and timing of future restructuring charges is
subject to our ability to negotiate sales of certain assets at prices acceptable to us.

Results of Operations

Comparative Financial Summary

Years Ended December 31, 2012 2011 2010

(in thousands)

Total revenue $ 2,083,037 $§ 2,009,531 $ 1,762,965
Gross profit 234,759 247,963 177,784
Restructuring (gains) charges, net (3,728) 2,181 109,279
Operating income (loss) 80,835 99,269 (109,340)
Total other income (expense) 194 (9,836) 2,964
Amount attributable to noncontrolling interests (14,637) (14,924) 3,465
Net income (loss) attributable to Granite Construction Incorporated 45,283 51,161 (58,983)
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Revenue

Total Revenue by Segment

Years Ended December 31, 2012 2011 2010

(dollars in thousands) Amount Percent Amount Percent Amount Percent

Construction $ 984,106 472 $1,043,614 51.9 § 943,245 53.5

Large Project Construction 863,217 41.5 725,043 36.1 584,406 33.1

Construction Materials 230,642 11.1 220,583 11.0 222,058 12.6

Real Estate 5,072 0.2 20,291 1.0 13,256 0.8
Total $2,083,037 100.0 $2,009,531 100.0 $1,762,965 100.0

Construction Revenue

Years Ended December 31, 2012 2011 2010
(dollars in thousands) Amount Percent Amount Percent Amount Percent
California:
Public sector $ 438,113 445 § 464,789 444 § 358,723 38.0
Private sector 53,723 5.5 46,694 4.5 32,139 34
Northwest:
Public sector 326,281 33.2 386,783 37.1 421,397 44.7
Private sector 101,563 10.3 36,072 35 24334 2.6
East:
Public sector 51,457 5.2 107,693 10.3 103,398 11.0
Private sector 12,969 1.3 1,583 0.2 3,254 0.3
Total $ 984,106 100.0 $1,043,614 100.0 $§ 943,245 100.0

Construction revenue for the year ended December 31, 2012 decreased by $59.5 million, or 5.7%, compared to the year ended
December 31, 2011. The decrease was primarily due to less public sector revenue related to entering the year with lower backlog in
the Northwest and East, as well as a decline in bid success in our California group. The decreases in public sector revenue were
partially offset by increases in private sector revenue in the Northwest associated with work in the power and industrial markets.

Large Project Construction Revenue’

Years Ended December 31, 2012 2011 2010

(dollars in thousands) Amount Percent Amount Percent Amount Percent

California $ 111,692 129 $§ 78,464 10.8 $ 49,408 8.5

Northwest 278,449 323 201,240 27.8 52,510 9.0

East 473,076 54.8 445,339 61.4 482,488 82.5
Total $ 863,217 100.0 $ 725,043 100.0 $ 584,406 100.0

'For the periods presented, all Large Project Construction revenue was earned from the public sector.

Large Project Construction revenue for the year ended December 31, 2012 increased by $138.2 million, or 19.1%, compared to the
year ended December 31, 2011. The increase was primarily due to progress on jobs in California and the Northwest that were
awarded in late 2010 and early 2011 as well as progress on several other projects in the Northwest.

28




Table of Contents

Construction Materials Revenue

Years Ended December 31, 2012 2011 2010

(dollars in thousands) Amount Percent Amount Percent Amount Percent

California $ 140,315 60.8 $ 140,468 63.7 $ 136,314 61.4

Northwest 69,834 30.3 62,406 28.3 64,966 29.2

East 20,493 8.9 17,709 8.0 20,778 9.4
Total $ 230,642 100.0 § 220,583 100.0 § 222,058 100.0

Construction Materials revenue for the year ended December 31, 2012 increased $10.1 million, or 4.6%, when compared to the
year ended December 31, 2011. The construction materials business continues to be impacted by the weakness in the commercial
and residential development markets.

Real Estate Revenue

Real Estate revenue for the year ended December 31, 2012 decreased by $15.2 million, or 75.0% compared to the year ended
December 31, 2011. The decrease was primarily attributable to the sale of commercial properties in California during 2011. Factors
that contribute to fluctuations in revenue include national and local market conditions, entitlement status of properties and buyers
access to capital. Additionally, as we execute on our Enterprise Improvement Plan, we have less real estate for sale.

Contract Backlog

Our contract backlog consists of the remaining unearned revenue on awarded contracts, including 100% of our consolidated joint
venture contracts and our proportionate share of unconsolidated joint venture contracts. We generally include a project in our
contract backlog at the time it is awarded and funding is in place. Certain federal government contracts where funding is
appropriated on a periodic basis are included in contract backlog at the time of the award. Substantially all of the contracts in our
contract backlog may be canceled or modified at the election of the customer; however, we have not been materially adversely
affected by contract cancellations or modifications in the past.

The following tables illustrate our contract backlog as of the respective dates:

Total Contract Backlog by Segment

December 31, 2012 2011

(dollars in thousands) Amount Percent Amount Percent

Construction $ 629,898 369 $ 513,624 25.4

Large Project Construction 1,077,417 63.1 1,508,830 74.6
Total $ 1,707,315 100.0 $ 2,022,454 100.0
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Construction Contract Backlog

December 31, 2012 2011
(dollars in thousands) Amount Percent Amount Percent
California:
Public sector $ 252,070 40.1 $ 311,975 60.7
Private sector 42,622 6.8 10,899 2.1
Northwest:
Public sector 153,146 24.3 148,030 28.8
Private sector 24,085 3.8 26,543 52
East:
Public sector 14,723 2.3 13,163 2.6
Private sector 3,880 0.6 3,014 0.6
Kenny:
Public sector 37,153 5.9 — —
Private sector 102,219 16.2 — —
Total $ 629,898 100.0 $ 513,624 100.0

Construction contract backlog of $629.9 million at December 31, 2012 was $116.3 million, or 22.6%, higher than at December 31,
2011. The increase was primarily due to the acquisition of Kenny contract backlog, as well as an increase in California private
sector backlog due to improved success rate on private sector bidding activity and diversification into the power market. The
increases were offset by decreases in the California public sector due to progress on existing projects and lower success rate with
continued intense competition.

Large Project Construction Contract Backlog'

December 31, 2012 2011
(dollars in thousands) Amount Percent Amount Percent
California’' $ 140,685 131 § 214,698 14.2
Northwest' 192,285 17.8 397,957 26.4
East' 526,854 48.9 896,175 59.4
Kenny:
Public sector 144,344 134 — —
Private sector 73,249 6.8 — —
Total $ 1,077,417 100.0 $ 1,508,830 100.0

'California, Northwest and East Large Project Construction contract backlog is from contracts with public agencies.

Large Project Construction contract backlog of $1.1 billion at December 31, 2012 was $431.4 million, or 28.6%, lower than

at December 31, 2011. The decrease primarily reflects work completed during the period, partially offset by new awards and the
acquisition of Kenny contract backlog. Noncontrolling interests included in Large Project Construction contract backlog

as of December 31, 2012 and 2011 were $112.8 million and $154.6 million, respectively.

In January 2013, Granite’s joint venture team was awarded a $3.1 billion contract to build the Tappan Zee Bridge in New York.
Granite’s 23.3%, or $733.0 million, share will be booked into contract backlog in the first quarter of 2013. In addition, in
December 2012 Granite’s joint venture team was selected for the IH-35E design-build project in Texas. The proposed price for the
IH-35E design-build project is $849.0 million for the base contract, plus options which, if exercised by TxDOT, may increase the
total contract price to approximately $1.2 billion. Granite’s 35% share will be booked into contract backlog when a final contract is
approved and a notice to proceed is issued, which is expected to be in the second quarter of 2013.

Large Project Construction contracts with forecasted losses represented $172.6 million, or 16.0%, and $91.4 million, or 6.1%,
respectively, of Large Project Construction contract backlog at December 31, 2012 and 2011. Provisions are recognized in the
consolidated statements of operations for the full amount of estimated losses on uncompleted contracts whenever evidence
indicates that the estimated total cost of a contract exceeds its estimated total revenue.
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Gross Profit

The following table presents gross profit by business segment for the respective periods:

Years Ended December 31, 2012 2011 2010
(dollars in thousands)
Construction $ 77,963 $ 124,506  $ 95,709
Percent of segment revenue 7.9% 11.9% 10.1%
Large Project Construction 148,418 104,108 67,307
Percent of segment revenue 17.2% 14.4% 11.5%
Construction Materials 7,572 16,641 12,018
Percent of segment revenue 3.3% 7.5% 5.4%
Real Estate 806 2,708 2,750
Percent of segment revenue 15.9% 13.3% 20.7%
Total gross profit $ 234,759 $ 247963 $§ 177,784
Percent of total revenue 11.3% 12.3% 10.1%

We defer profit recognition until a project reaches at least 25% completion. In the case of large, complex design/build projects, we
may defer profit recognition beyond the point of 25% completion until such time as we believe we have enough information to
make a reasonably dependable estimate of contract revenue and cost. Because we have a large number of smaller projects at
various stages of completion in our Construction segment, this policy generally does not impact gross profit significantly on a
quarterly or annual basis. However, our Large Project Construction segment has fewer projects at any given time; therefore, gross
profit can vary significantly in periods where one or more projects reach our percentage of completion threshold and the deferred
profit is recognized or, conversely, in periods where contract backlog is growing rapidly and a higher percentage of projects are in
their early stages with no associated gross profit recognition.

The following table presents revenue from projects that have not yet reached our profit recognition threshold:

Years Ended December 31, 2012 2011 2010

(in thousands)

Construction $ 22,110 $ 10,363 $ 13,697

Large Project Construction 16,982 38,542 142,965
Total revenue from contracts with deferred profit $ 39,092 $ 48905 $ 156,662

We do not recognize revenue from contract claims until we have a signed agreement and payment is assured, nor do we recognize
revenue from contract change orders until the owner has agreed to the change order in writing. However, we do recognize the costs
related to any contract claims or pending change orders in our forecasts when costs are incurred, and revisions to estimated total
costs are reflected as soon as the obligation to perform is determined. As a result, our gross profit as a percent of revenue can vary
depending on the magnitude and timing of settlement claims and change orders.

When we experience significant contract forecast changes, we review the nature of the changes to ensure that there are no material
amounts that should have been recorded in a prior period rather than as a change in estimate for the current period. In our review of
these changes for the years ended December 31, 2012, 2011 and 2010 we did not identify any material amounts that should have
been recorded in a prior period.
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Construction gross profit in 2012 decreased $46.5 million compared to 2011. Construction gross profit as a percent of segment
revenue for 2012 decreased to 7.9% from 11.9% in 2011. The decreases were due to increased competition and challenging market
conditions primarily in California. In addition, the decreases during 2012 included a net decrease of $18.1 million from revisions in
estimates compared to a net increase of $6.2 million for 2011, due to lower productivity than originally anticipated (see Note 2 of
“Notes to the Consolidated Financial Statements”).

Large Project Construction gross profit in 2012 increased $44.3 million compared to 2011. Large Project Construction gross profit
as a percent of segment revenue for 2012 increased to 17.2% from 14.4% in 2011. The increase was primarily due to a net increase
of $64.6 million from revisions in estimates in 2012 due to lower than anticipated construction costs and owner directed scope
changes compared to a net increase of $8.9 million in 2011 (see Note 2 of “Notes to the Consolidated Financial Statements”).

Construction Materials gross profit in 2012 decreased $9.1 million compared to 2011. Construction Materials gross profit as a
percent of segment revenue for 2012 decreased to 3.3% from 7.5% in 2011. The decreases are primarily due to poor economic
conditions at certain California locations.

Real Estate gross profit decreased $1.9 million during 2012 when compared to 2011. The decrease was primarily due to the
execution of our Enterprise Improvement Plan which reduced our real estate available for sale.

Selling, General and Administrative Expenses

The following table presents the components of selling, general and administrative expenses for the respective periods:

Years Ended December 31, 2012 2011 2010
(dollars in thousands)
Selling
Salaries and related expenses $ 35,051 % 33,342 $ 40,332
Other selling expenses 13,321 9,066 12,944
Total selling 48,372 42,408 53,276
General and administrative
Salaries and related expenses 57,583 51,041 65,127
Restricted stock amortization and incentive compensation 22,452 23,925 21,664
Other general and administrative expenses 56,692 44,928 51,526
Total general and administrative 136,727 119,894 138,317
Total selling, general and administrative $ 185,099 $ 162,302 $ 191,593
Percent of revenue 8.9% 8.1% 10.9%

Selling, general and administrative expenses for 2012 increased $22.8 million, or 14.0%, compared to 2011.

Selling Expenses

Selling expenses include the costs for aggregate permits, business development, estimating and bidding. Selling expenses can vary
depending on the volume of projects in process and the number of employees assigned to estimating and bidding activities. As
projects are completed or the volume of work slows down, we temporarily redeploy project employees to bid on new projects,
moving their salaries and related costs from cost of revenue to selling expenses. Selling expenses for 2012 increased $6.0 million
or 14.1% compared to 2011. The increase was primarily related to increased costs associated with large projects pursuits.

General and Administrative Expenses

General and administrative expenses include costs related to our operational offices that are not allocated to direct contract costs
and expenses related to our corporate functions. These costs include variable cash and restricted stock performance-based
incentives for select management personnel on which our compensation strategy heavily relies. The cash portion of these
incentives is expensed when earned while the restricted stock portion is expensed over the vesting period of the restricted stock
award (generally three years). Other general and administrative expenses include changes in the fair market value of our Non-
Qualified Deferred Compensation (“NQDC”) plan liability, information technology, occupancy, office supplies, depreciation,
travel and entertainment, outside services, training and other miscellaneous expenses none of which individually exceeded 10% of
total general and administrative expenses.

Total general and administrative expenses for 2012 increased $16.8 million or 14.0% compared to 2011 primarily due to an
increase of $11.8 million or 26.2% in other general and administrative expenses. The increase in other general and administrative
expenses during the year ended December 31, 2012 was primarily due to acquisition-related costs of $4.4 million and an increase
of $2.0 million in the fair market value of our NQDC plan liability.
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Restructuring (Gains) Charges, Net

The following table presents the components of restructuring (gains) charges, net during the respective periods:

Years ended December 31, 2012 2011 2010

(in thousands)

(Gains) impairment associated with our real estate investments, net $ (3,093) $ 1,452 § 86,341

Severance costs — 471 12,635

Impairment charges on assets held-for-sale or abandoned — 226 7,521

Lease termination (gains) costs, net of estimated sublease income (635) 32 2,782
Total $ (3,728) $ 2,181 § 109,279

In October 2010, we announced our Enterprise Improvement Plan that included continued actions to reduce our cost structure,
enhance operating efficiencies and strengthen our business to achieve long-term profitable growth. The majority of restructuring
charges associated with the Enterprise Improvement Plan were recorded in 2010. The restructuring gains and charges recorded in
2012 and 2011 were the result of executing our Enterprise Improvement Plan.

During 2013, we may record up to $8.0 million of restructuring charges, primarily related to previously planned additional
consolidation efforts and assets to be held-for-sale as part of our Enterprise Improvement Plan. The ultimate amount and timing of
future restructuring charges is subject to market conditions and our ability to negotiate sales of certain assets at prices acceptable to
us.

Gain on Sales of Property and Equipment

The following table presents the gain on sales of property and equipment for the respective periods:

Years Ended December 31, 2012 2011 2010
(in thousands)
Gain on sales of property and equipment 27,447 15,789 13,748

Gain on sales of property and equipment for 2012 increased $11.7 million, or 73.8%, compared to 2011, primarily due to an $18.0
million gain from the sale of an underutilized quarry asset in the fourth quarter of 2012. This sale was related to our process of
continually optimizing our assets separate from the Enterprise Improvement Plan.
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Other Income (Expense)

The following table presents the components of other income (expense) for the respective periods:

Years Ended December 31, 2012 2011 2010

(in thousands)

Interest income $ 2,626 $ 2,878 $ 4,980

Interest expense (10,603) (10,362) (9,740)

Equity in income of affiliates 1,988 2,193 756

Other income (expense), net 6,183 (4,545) 6,968
Total other income (expense) $ 194 § (9,836) $ 2,964

Other income (expense), net in 2012 included a $7.4 million gain from the sale of gold, a by-product of aggregate production,
partially offset by a $2.8 million non-cash impairment charge from the write-off of our cost method investment in the preferred
stock of a corporation that designs and manufactures power generation equipment.

Income Taxes

The following table presents the provision for (benefit from) income taxes for the respective periods:

Years Ended December 31, 2012 2011 2010
(dollars in thousands)

Provision for (benefit from) income taxes $ 21,109  $ 23,348 §  (43,928)
Effective tax rate 26.1% 26.1% 41.3%

Our effective tax rate was essentially flat in 2012 from 2011 at 26.1%. The tax rate for the year ended December 31, 2012 included
a $5.8 million release of a state valuation allowance. The tax rate for the year ended December 31, 2011 included the recognition
and measurement of previously unrecognized tax benefits. The recognition and measurement of these tax benefits were the result
of a favorable settlement of an income tax examination conducted by the Internal Revenue Service. Our tax rate is affected by
discrete items that may occur in any given year, but are not consistent from year to year.

Amount Attributable to Noncontrolling Interests

The following table presents the amount attributable to noncontrolling interests in consolidated subsidiaries for the respective
periods:

Years Ended December 31, 2012 2011 2010
(in thousands)
Amount attributable to noncontrolling interests $ (14,637) $ (14,924) $ 3,465

The amount attributable to noncontrolling interests represents the noncontrolling owners’ share of the income or loss of our
consolidated construction joint ventures and real estate development entities.

34




Table of Contents

Prior Years

Revenue: Construction revenue for the year ended December 31, 2011 increased by $100.4 million, or 10.6%, compared to the
year ended December 31, 2010. The increase was primarily due to our California group entering the year with greater contract
backlog and improved success rate on bidding activity, as well as more favorable weather conditions late in 2011 when compared
to 2010. The increase in California was partially offset by a decrease in the Northwest primarily due to an unusually wet spring and
runoff from a heavy snowpack during the first half of 2011.

Large Project Construction revenue for the year ended December 31, 2011 increased by $140.6 million, or 24.1%, compared to the
year ended December 31, 2010. The increase was primarily due to increases in revenue of our Northwest sector partially offset by
decreases in our East sector. Revenue in the Northwest was significantly higher in 2011 as a result of work completed on two
projects that were awarded in 2010. Revenue decreased in the East in 2011 when compared to 2010 primarily due to projects
nearing completion.

Construction Materials revenue for the year ended December 31, 2011 was flat compared to the year ended December 31,
2010. The construction materials business continued to be impacted by the weakness in the commercial and residential
development markets.

Real Estate revenue for the year ended December 31, 2011 increased by $7.0 million, or 53.1%, compared to the year ended
December 31, 2010. The increase was primarily attributable to the sale of commercial properties in California during 2011. Factors
that contribute to fluctuations in revenue include national and local market conditions, entitlement status of properties and buyers
access to capital.

Contract Backlog: Construction contract backlog of $513.6 million at December 31, 2011 was $48.4 million, or 10.4%, higher
than at December 31, 2010. The increase was due to improved success rate on bidding activity in California offset by progress on
existing projects in the Northwest and the East. New awards during the year ended December 31, 2011 included two highway
rehabilitation projects of $50.8 million and $58.6 million and a rail relocation project of $41.5 million, all in California.

Large Project Construction contract backlog of $1.5 billion at December 31, 2011 was $74.9 million, or 5.2%, higher than

at December 31, 2010. The increase was primarily due to an improved success rate on bidding activity in California as well as new
awards and additions to existing contracts in the East. The increase was partially offset by progress on existing projects in the
Northwest. New awards included a $167.8 million design-build highway project in Texas. Additionally, backlog increased on our
34% portion of a light rail project in Texas by $242.2 million due to receiving full notice to proceed.

Gross Profit (Loss): Construction gross profit in 2011 increased to $124.5 million, or 11.9% of segment revenue, from $95.7
million, or 10.1% of segment revenue, in 2010. The increases were due to increased revenues, primarily in our California sector,
successful execution of overlay and highway rebuild projects in Arizona and improved cost management of our equipment fleet.

Large Project Construction gross profit in 2011 increased to $104.1 million, or 14.4% of segment revenue, from $67.3 million, or

11.5% of segment revenue, in 2010. The increase was primarily due to recognition of profit on two transit projects in New York, a
transit project in Houston and a new freeway, transit and trail system in Utah, all of which reached the profit recognition threshold
in 2011.

Construction Materials gross profit increased to $16.6 million, or 7.5% of segment revenue, from $12.0 million, or 5.4% of
segment revenue, in 2010. The increase was primarily due to increased production efficiencies of certain plants to meet growing
Construction revenue.

Real Estate gross profit remained relatively unchanged during 2011 when compared to 2010 as the residential, commercial and
private markets remained depressed.
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Selling, General and Administrative Expenses: Selling, general and administrative expenses decreased by $29.3 million, or
15.3%, to $162.3 million in 2011 from $191.6 million in 2010. Total selling expenses for 2011 decreased $10.9 million, or

20.4%, compared to 2010, primarily due to workforce reductions associated with our Enterprise Improvement Plan. Total general
and administrative expenses for 2011 decreased $18.4 million, or 13.3%, compared to 2010. Salaries and related expenses for 2011
decreased $14.1 million compared to 2010 primarily due to the reduction in workforce associated with our Enterprise Improvement
Plan as well as temporary benefit reductions and other ongoing efforts to reduce our cost structure. Other general and
administrative expenses for 2011 decreased $6.6 million, or 12.8%, compared to 2010 due to our efforts to reduce our cost
structure and discretionary spending, including a decrease of approximately $5.5 million in travel expenses, consulting fees and
occupancy.

Restructuring Charges: During 2011 and 2010, we recorded restructuring charges of approximately $2.2 million and $109.3
million, respectively. The charges were primarily related to impairment charges on certain real estate investments of our Real
Estate segment associated with our plans to orderly divest our real estate investment business subject to market conditions and our
ability to negotiate sales of certain assets at prices acceptable to us. Restructuring charges during 2010 were also related to planned
reductions in salaried positions that affected approximately 17% of our salaried workforce.

Other (Expense) Income: Interest income decreased $2.1 million for 2011, compared to 2010, primarily related to changes in
federal and state look back interest income. Look back interest is the interest due or receivable on income tax related to revisions in
estimated profitability on long-term contracts. Other (expense) income, net during 2011 consisted primarily of $3.7 million in
impairment charges associated with our cost method investment in the preferred stock of a corporation that designs and
manufactures power generation equipment. Other (expense) income, net during 2010 consisted primarily of $2.9 million of
previously deferred income related to the sale of an investment in an affiliate in 2008.

Provision for Income Taxes: Our effective tax rate decreased to 26.1% in 2011 from 41.3% in 2010. The change was primarily
due to the effect of noncontrolling interests as a percentage of net income (loss), as noncontrolling interests are not subject to
income taxes on a stand-alone basis. Additionally, included in the tax rate for the year ended December 31, 2011 is the recognition
and measurement of previously unrecognized tax benefits. The recognition and measurement of these tax benefits were the result
of a favorable settlement of an income tax examination conducted by the Internal Revenue Service.

Amount Attributable to Noncontrolling Interests: The balance for 2011 changed compared to 2010 primarily due to

$20.0 million associated with the impairment charges on our real estate held for development and sale from our plans to orderly
divest of our real estate investment business. In addition, the balance changed as activity on consolidated joint venture projects
neared completion.
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Liquidity and Capital Resources

We believe our cash and cash equivalents, short-term investments and cash generated from operations will be sufficient to meet our
expected working capital needs, capital expenditures, financial commitments, cash dividend payments, and other liquidity
requirements associated with our existing operations through the next twelve months. We maintain a secured revolving credit
facility of $215.0 million primarily to provide capital needs to fund growth opportunities, either internally or generated through
acquisition (see “Credit Agreement” section for further discussion). We do not anticipate that this credit facility will be required to
fund future working capital needs. If we experience a prolonged change in our business operating results or make a significant
acquisition, we may need to acquire additional sources of financing, which, if available, may be limited by the terms of our
existing debt covenants, or may require the amendment of our existing debt agreements.

The following table presents our cash, cash equivalents and marketable securities, including amounts from our consolidated joint
ventures, as of the respective dates:

December 31, 2012 2011

(in thousands)

Cash and cash equivalents excluding consolidated joint ventures $ 216,125 $ 181,868

Consolidated construction joint venture cash and cash equivalents' 105,865 75,122
Total consolidated cash and cash equivalents 321,990 256,990

Short-term and long-term marketable securities’ 111,430 149,658
Total cash, cash equivalents and marketable securities $ 433420 $ 406,648

'The volume and stage of completion of contracts from our consolidated construction joint ventures may cause fluctuations in joint venture cash
and cash equivalents between periods. These funds generally are not available for the working capital or other liquidity needs of Granite.
2See Note 3 of “Notes to the Consolidated Financial Statements” for the composition of our marketable securities.

Our primary sources of liquidity are cash and cash equivalents and marketable securities. We may also from time to time issue and
sell equity, debt or hybrid securities or engage in other capital market transactions.

Our cash and cash equivalents consisted of commercial paper, deposits and money market funds held with established national
financial institutions. Marketable securities consist of U.S. government and agency obligations, commercial paper, municipal
bonds and corporate bonds. Cash and cash equivalents held by our consolidated joint ventures represent the working capital needs
of each joint venture’s project. The decision to distribute joint venture cash must generally be made jointly by all of the partners
and, accordingly, these funds generally are not available for the working capital or other liquidity needs of Granite.

Our principal uses of liquidity are paying the costs and expenses associated with our operations, servicing outstanding
indebtedness, making capital expenditures and paying dividends on our capital stock. We may also from time to time prepay or
repurchase outstanding indebtedness and acquire assets or businesses that are complementary to our operations, such as with the
acquisition of Kenny during 2012.

Cash Flows

Years Ended December 31, 2012 2011 2010
(in thousands)
Net cash provided by (used in):

Operating activities $ 91,790 $§ 92345 $§ 29,318
Investing activities (42,554) (27,728) (60,435)
Financing activities 15,764 (59,649) (55,817)

Cash provided by operating activities decreased $0.6 million in 2012 when compared to 2011. This decrease was primarily driven
by a decrease in net income partially offset by a favorable change in working capital items in 2012 compared to 2011.

Cash used in investing activities was $14.8 million higher in 2012 than in 2011 primarily due to $79.6 million associated with the
acquisition of Kenny during 2012 partially offset by a $51.5 million decrease in net purchases of marketable securities.

Cash provided by financing activities increased $75.4 million in 2012 compared to 2011. The primary reason for this change was a
$70.0 million increase in proceeds from long-term debt due to borrowings from our revolving credit facility associated with the
acquisition of Kenny.
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Capital Expenditures

During the year ended December 31, 2012, we had capital expenditures of $37.6 million compared to $45.0 million in 2011. Major
capital expenditures are typically for aggregate and asphalt production facilities, aggregate reserves, construction equipment,
buildings and leasehold improvements and investments in our information technology systems. The timing and amount of such
expenditures can vary based on the progress of planned capital projects, the type and size of construction projects, changes in
business outlook and other factors. We currently anticipate investing between $40.0 million and $60.0 million in capital
expenditures during 2013.

Debt and Contractual Obligations

The following table summarizes our significant obligations outstanding as of December 31, 2012:

Payments Due by Period

Less than More than

(in thousands) Total 1year 1-3years 3-5years 5 years
Long-term debt - principal $ 290,130 $ 19,059 $ 40,966 $ 150,049 $ 80,056
Long-term debt - interest 68,475 13,731 28,047 19,360 7,337
Operating leases” 36,288 6,983 10,466 6,960 11,879
Other purchase obligations3 4,854 3,417 1,437 — —
Deferred compensation obligations4 24,148 3,814 6,830 4,185 9,319
Total $ 423895 $ 47,004 § 87,746 $ 180,554 § 108,591

"Included in the total is $0.2 million related to mortgages, the terms of which include variable interest rates that range from 4.5% to 5.75%. Also
included in this balance is $6.9 million in interest related to borrowings under our Credit Agreement, the terms of which include a variable
interest rate that was 2.56% as of December 31, 2012. The future payments were calculated using rates in effect as of December 31, 2012 and
may differ from actual results.

? These obligations represent the minimum rental commitments and minimum royalty requirements under all noncancellable operating leases.
See Note 18 of “Notes to the Consolidated Financial Statements.”

3 These obligations represent firm purchase commitments for equipment and other goods and services not connected with our construction
contract backlog which are individually greater than $10,000 and have an expected fulfillment date after February 28, 2013.

* The timing of expected payment of deferred compensation is based on estimated dates of retirement. Actual dates of retirement could be
different and would cause the timing of payments to change.

In addition to the significant obligations described above, as of December 31, 2012, we had the following obligations, which were
excluded from the foregoing table:

» approximately $3.2 million associated with uncertain tax positions filed on our tax returns were excluded because we cannot
make a reasonably reliable estimate of the timing of potential payments relative to such reserves; and

»  asset retirement obligations of $26.6 million associated with our owned and leased quarry properties were excluded because
the majority of them have an estimated settlement date beyond five years (see Note 8 of “Notes to the Consolidated
Financial Statements”).

38




Table of Contents

Credit Agreement

We have a $215.0 million committed revolving credit facility, with a sublimit for letters of credit of $100.0 million (the “Credit
Agreement”), which expires on October 11, 2016. Borrowings under the Credit Agreement bear interest at LIBOR or a base rate (at
our option), plus an applicable margin based on certain financial ratios calculated quarterly. LIBOR varies based on the applicable
loan term, market conditions and other external factors. The applicable margin was 2.25% for loans bearing interest based on
LIBOR and 1.25%for loans bearing interest at the base rate at December 31, 2012. Accordingly, the effective interest rate was
between 2.56% and 4.50% at December 31, 2012. Borrowings at the base rate have no designated term and may be repaid without
penalty any time prior to the Credit Agreement’s maturity date. Borrowings at a Eurodollar rate have a term no less than one month
and no greater than one year. Typically, at the end of such term, such borrowings may be rolled over at our discretion into either a
borrowing at the base rate or a borrowing at a Eurodollar rate with similar terms, not to exceed the maturity date of the Credit
Agreement. Our obligations under the Credit Agreement are guaranteed by certain of our subsidiaries and are collateralized on an
equivalent basis with the obligations under the 2013 Notes and the 2019 Notes (each defined below) by first priority liens (subject
only to other liens permitted under the Credit Agreement) on substantially all of the assets of the Company and our subsidiaries
that are guarantors or borrowers under the Credit Agreement. At December 31, 2012, there was a revolving loan of $70.0 million
outstanding under the Credit Agreement related to financing the Kenny acquisition, the balance of which is included in long-term
debt on our consolidated balance sheet. In addition, there were standby letters of credit totaling approximately $10.9 million as of
December 31, 2012. The letters of credit will expire between March and October 2013.

The Credit Agreement provides for the release of the liens securing the obligations, at our option and expense, after June 30, 2013,
so long as certain conditions as defined by the terms in the Credit Agreement are satisfied (“Collateral Release Period”). If,
subsequently, our Consolidated Fixed Charge Coverage Ratio is less than 1.25 or our Consolidated Leverage Ratio is greater than
2.50, then we will be required to promptly re-pledge substantially all of the assets of the Company and our subsidiaries that are
guarantors or borrowers under the Credit Agreement.

Senior Notes Payable

As of December 31, 2012, senior notes payable in the amount of $8.3 million were due to a group of institutional holders in 2013
and bear interest at 6.96% per annum (“2013 Notes”). In addition, senior notes payable in the amount of $200.0 million were due
to a second group of institutional holders in five equal annual installments beginning in 2015 and bear interest at 6.11% per annum
(“2019 Notes”).

Our obligations under the note purchase agreements governing the 2013 Notes and 2019 Notes (the “2013 NPA” and the “2019
NPA,” respectively) are guaranteed by certain of our subsidiaries and are collateralized on an equivalent basis with the Credit
Agreement by liens on substantially all of the assets of the Company and subsidiaries that are guarantors or borrowers under the
Credit Agreement. The 2013 NPA and 2019 NPA provide for the release of liens and re-pledge of collateral on substantially the
same terms and conditions as those set forth in the Credit Agreement.

Surety Bonds and Real Estate Mortgages

We are generally required to provide various types of surety bonds that provide an additional measure of security under certain
public and private sector contracts. At December 31, 2012, approximately $1.6 billion of our contract backlog was bonded.
Performance bonds do not have stated expiration dates; rather, we are generally released from the bonds after the owner accepts the
work performed under contract. The ability to maintain bonding capacity to support our current and future level of contracting
requires that we maintain cash and working capital balances satisfactory to our sureties.

A significant portion of our real estate held for development and sale is subject to mortgage indebtedness. All of this indebtedness
is non-recourse to Granite but is recourse to the real estate entities that incurred the indebtedness. The terms of this indebtedness
are typically renegotiated to reflect the evolving nature of the real estate projects as they progress through acquisition, entitlement
and development. Modification of these terms may include changes in loan-to-value ratios requiring the real estate entities to pay
down portions of the debt. As of December 31, 2012, the principal amount of debt of our consolidated real estate entities secured
by mortgages was $11.6 million, of which $10.7 million was included in current liabilities and $0.9 million was included in long-
term liabilities on our consolidated balance sheet.
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Covenants and Events of Default

The most significant restrictive covenants under the terms of our 2013 NPA, 2019 NPA and Credit Agreement require the
maintenance of a minimum Consolidated Tangible Net Worth, a minimum Consolidated Interest Coverage Ratio and a maximum
Consolidated Leverage Ratio. The calculations and terms of such financial covenants are defined in the Credit Agreement filed as
Exhibit 10.1 to our Form 10-Q filed November 7, 2012 and in the applicable 2013 NPA and 2019 NPA agreements filed as Exhibit
10.6 and Exhibit 10.7 to our Form 10-Q filed November 7, 2012. As of December 31, 2012 and pursuant to the definitions in the
agreements, our Consolidated Tangible Net Worth was $753.1 million, which exceeded the minimum of $665.7 million, the
Consolidated Interest Coverage Ratio was 9.52, which exceeded the minimum of 4.00 and the Consolidated Leverage Ratio was
2.39, which did not exceed the maximum of 3.25 for the Credit Agreement and the maximum of 3.50 for the 2013 NPA and 2019
NPA. The maximum Consolidated Leverage Ratio for the Credit Agreement and 2013 NPA and 2019 NPA decreases to 3.00 and
3.25, respectively, for the quarter ending December 31, 2013, and each quarter ending thereafter. During any Collateral Release
Period, the maximum Consolidated Leverage Ratio decreases to 2.50.

Our debt and credit agreements require us to comply with various affirmative, restrictive and financial covenants, including the
financial covenants described above. Our failure to comply with any of these covenants, or to pay principal, interest or other
amounts when due thereunder, would constitute an event of default under the applicable agreements. Under certain circumstances,
the occurrence of an event of default under one of our debt or credit agreements (or the acceleration of the maturity of the
indebtedness under one of our agreements) may constitute an event of default under one or more of our other debt or credit
agreements. Default under our debt and credit agreements could result in (1) us no longer being entitled to borrow under the
agreements, (2) termination of the agreements, (3) the requirement that any letters of credit under the agreements be cash
collateralized, (4) acceleration of the maturity of outstanding indebtedness under the agreements and/or (5) foreclosure on any
collateral securing the obligations under the agreements.

As of December 31, 2012, we were in compliance with the covenants contained in our senior note agreements, Credit Agreement,
and debt agreements related to our consolidated real estate entities. We are not aware of any non-compliance by any of our
unconsolidated entities with the covenants contained in their debt agreements. Subsequent to December 31, 2012, one of our
consolidated real estate entities was in default under a debt agreement as a result of its failure to make a timely payment. The
affected loan is non-recourse to Granite and the default does not result in cross-defaults under other debt agreements under which
Granite is the obligor; however, there is recourse to the real estate entity that incurred the debt. The real estate entity in default is
currently in discussions with the lender to revise the terms of the defaulted debt agreement.

Share Purchase Program

In 2007, our Board of Directors authorized us to purchase up to $200.0 million of our common stock at management’s
discretion. As of December 31, 2012, $64.1 million was available for purchase. We did not purchase shares under the share
purchase program in any of the periods presented.
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Joint Ventures; Off-Balance-Sheet Arrangements

We participate in various construction joint venture partnerships in order to share expertise, risk and resources for certain highly
complex projects. Generally, each construction joint venture is formed to accomplish a specific project and is jointly controlled by
the joint venture partners. We select our joint venture partners based on our analysis of their construction and financial capabilities,
expertise in the type of work to be performed and past working relationships, among other criteria. The joint venture agreements
typically provide that our interests in any profits and assets, and our respective share in any losses and liabilities, that may result
from the performance of the contract are limited to our stated percentage interest in the project.

Under each joint venture agreement, one partner is designated as the sponsor. The sponsoring partner typically provides all
administrative, accounting and most of the project management support for the project and generally receives a fee from the joint
venture for these services. We have been designated as the sponsoring partner in certain of our current joint venture projects and
are a non-sponsoring partner in others.

We also participate in various “line item” joint venture agreements under which each partner is responsible for performing certain
discrete items of the total scope of contracted work. The revenue for these discrete items is defined in the contract with the project
owner and each venture partner bears the profitability risk associated with its own work. There is not a single set of books and
records for a line item joint venture. Each partner accounts for its items of work individually as it would for any self-performed
contract. We account for our portion of these contracts as project revenues and costs in our accounting system and include
receivables and payables associated with our work in our consolidated financial statements.

A venture’s contract with the project owner typically requires joint and several liability among the joint venture partners. Although
our agreements with our joint venture partners for both construction joint ventures and line item joint ventures provide that each
party will assume and fund its share of any losses resulting from a project, if one of our partners is unable to pay its share we
would be fully liable under our contract with the project owner. Circumstances that could lead to a loss under these guarantee
arrangements include a partner’s inability to contribute additional funds to the venture in the event that the project incurred a loss
or additional costs that we could incur should the partner fail to provide the services and resources toward project completion that
had been committed to in the joint venture agreement.

At December 31, 2012, we had approximately $1.6 billion of construction revenue to be recognized on unconsolidated and line
item construction joint venture contracts, of which $553.8 million represented our share and the remaining $1.1 billion represented
our partners’ share. We are not able to estimate other amounts that may be required beyond the remaining cost of the work to be
performed. These costs could be offset by billings to the customer or by proceeds from our partners’ corporate and/or other
guarantees.

Recently Issued Accounting Pronouncements

In December 2011, the Financial Accounting Standards Board (“FASB”) issued Accounting Standards Updated (“ASU”) No.
2011-11, Balance Sheet (Topic 210): Disclosures about Offsetting Assets and Liabilities. This ASU requires companies to disclose
both gross and net information about financial instruments that have been offset on the consolidated balance sheet. This ASU will
be effective commencing with our quarter ending March 31, 2013. We do not expect the adoption of this ASU to have an impact on
our consolidated financial statements.

In July 2012, the FASB issued ASU No. 2012-02, Intangibles - Goodwill and Other (Topic 350): Testing Indefinite-Lived
Intangible Assets for Impairment. This ASU gives companies the option to first assess qualitative factors to determine whether it is
more likely than not that the indefinite-lived intangible asset is impaired. If it is determined that it is more likely than not the
indefinite-lived intangible asset is impaired, a quantitative impairment test is required. However, if it is concluded otherwise, the
quantitative test is not necessary. This ASU will be effective commencing with our quarter ending March 31, 2013. We do not
expect the adoption of this ASU to have an impact on our consolidated financial statements.
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Item 7A. QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK

We maintain an investment portfolio of various holdings, types and maturities. We place our cash investments in instruments that
meet high credit quality standards, as specified in our investment policy. This policy prohibits investments in auction rate and
asset-backed securities. It also limits the amount of credit exposure to any one issue, issuer or type of instrument. The portfolio is
limited to an average maturity of no more than one year from date of purchase. On an ongoing basis we monitor credit ratings,
financial condition and other factors that could affect the carrying amount of our investment portfolio.

Marketable securities, consisting of U.S. government and agency obligations, commercial paper, corporate bonds and municipal
bonds, are generally classified as held-to-maturity and are stated at cost, adjusted for amortization of premiums and discounts to
maturity.

We are exposed to financial market risks due largely to changes in interest rates, which we have managed primarily by managing
the maturities in our investment portfolio. We do not have any material business transactions in foreign currencies.

We are exposed to various commodity price risks, including, but not limited to, diesel fuel, natural gas, propane, steel, cement and
liquid asphalt arising from transactions that are entered into in the normal course of business. In order to manage or reduce
commodity price risk, we monitor the costs of these commodities at the time of bid and price them into our contracts accordingly.
Additionally, some of our contracts include commodity price escalation clauses which partially protect us from increasing prices.
At times we enter into supply agreements or pre-purchase commodities to secure pricing and use financial contracts to further
manage price risk. As of December 31, 2012 and 2011, we had no material financial contracts in place.

The fair value of our short-term held-to-maturity investment portfolio and related income would not be significantly affected by
changes in interest rates since the investment maturities are short and the interest rates are primarily fixed. The fair value of our
long-term held-to-maturity investment portfolio may be affected by changes in interest rates.

Given the short-term nature of certain investments, our investment income is subject to the general level of interest rates in the
United States at the time of maturity and reinvestment.

We had outstanding senior notes payable, which carry a fixed interest rate per annum, as follows (in millions):

December 31, 2012

Principal payments due in nine equal installments that began in 2005, 6.96% $ 8.3

Principal payments due in five equal installments beginning in 2015, 6.11% 200.0
Total $ 208.3

At December 31, 2012, there was $70.0 million in revolving loans outstanding under the Credit Agreement related to financing the
Kenny acquisition, which is included in long-term debt on our consolidated balance sheet. These borrowings bear interest at
LIBOR or a base rate (at our option), plus an applicable margin based on certain financial ratios calculated quarterly. The
applicable margin was 2.25% for loans bearing interest based on LIBOR and 1.25% for loans bearing interest at the base rate at
December 31, 2012. Accordingly, the effective interest rate was between 2.56% and 4.50% at December 31, 2012.
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The table below presents principal amounts due by year and related weighted average interest rates for our cash and cash
equivalents, held-to-maturity investments and other significant debt obligations as of December 31, 2012 (dollars in thousands):

2013 2014 2015 2016 2017 Thereafter Total
Assets
Cash, cash equivalents, held-to-
maturity investments $ 378,078 $ 10,000 $ 14,439 $ 15903 $ 15,000 $ — $ 433,420
Weighted average interest rate 0.48% 0.27% 0.44% 0.70% 1.07% —% 0.50%
Liabilities
Fixed rate debt
Senior notes payable $ 8333 § — $ 40,000 $ 40,000 $ 40,000 $ 80,000 $ 208,333
Weighted average interest rate 6.96% —% 6.11% 6.11% 6.11% 6.11% 6.00%
Variable rate debt
Credit Agreement loan $ — 3 — 3 — $ 70,000 $ — 3 — $ 70,000
Weighted average interest rate' —% —% —% 2.56% —% —% 2.56%

'The weighted average interest rate was calculated using rates in effect as of December 31, 2012 and may differ from actual results.

The estimated fair value of our cash, cash equivalents and short-term held-to-maturity investments approximates the principal
amounts reflected above based on the generally short maturities of these financial instruments. The estimated fair value of our
long-term held-to-maturity investments approximates the principal amounts above due to the relatively minor difference between
the effective yields of these investments and rates currently available on similar instruments. Rates currently available to us for
debt with similar terms and remaining maturities are used to estimate fair value of existing debt. Based on the fixed borrowing
rates currently available to us for bank loans with similar terms and average maturities, the fair value of the senior notes payable
was approximately $243.1 million as of December 31, 2012 and $250.5 million as of December 31, 2011 and the fair value of the
Credit Agreement loan was approximately $70.4 million as of December 31, 2012.

Item 8. FINANCIAL STATEMENTS AND SUPPLEMENTARY DATA

The following consolidated financial statements of Granite, the supplementary data and the independent registered public
accounting firm’s report are incorporated by reference from Part IV, Item 15(1) and (2):

Report of Independent Registered Public Accounting Firm

Consolidated Balance Sheets - At December 31, 2012 and 2011

Consolidated Statements of Operations - Years Ended December 31, 2012, 2011 and 2010
Consolidated Statements of Shareholders’ Equity - Years Ended December 31, 2012, 2011 and 2010
Consolidated Statements of Cash Flows - Years Ended December 31, 2012, 2011 and 2010

Notes to the Consolidated Financial Statements

Quarterly Financial Data (unaudited)

Schedule II - Schedule of Valuation and Qualifying Accounts
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Item 9. CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANTS ON ACCOUNTING AND FINANCIAL
DISCLOSURE

Not applicable.

Item 9A. CONTROLS AND PROCEDURES

Evaluation of Disclosure Controls and Procedures: Our management carried out, as of December 31, 2012, with the participation
of our Chief Executive Officer and our Chief Financial Officer, an evaluation of the effectiveness of our disclosure controls and
procedures (as defined in Rules 13a-15(e) and 15d-15(e) under the Securities Exchange Act of 1934, as amended (the “Exchange
Act”)). Based on that evaluation, our Chief Executive Officer and Chief Financial Officer concluded that, as of December 31,
2012, our disclosure controls and procedures were effective to provide reasonable assurance that material information required to
be disclosed by us in reports we file under the Exchange Act is recorded, processed, summarized and reported within the time
periods specified in the SEC rules and forms and that information required to be disclosed by us in the reports we file or submit
under the Exchange Act is accumulated and communicated to our management, including our Chief Executive Officer and Chief
Financial Officer, as appropriate to allow timely decisions regarding required disclosure.

Changes in Internal Control Over Financial Reporting: There were changes in our internal controls over financial reporting that
occurred during the fourth quarter of 2012 that have materially affected, or are reasonably likely to materially affect, our internal
control over financial reporting. In particular, as was disclosed in our Quarterly Report on Form 10-Q for the three months ended
September 30, 2012, we implemented new enterprise resource planning software during the first quarter of 2012. In the third and
fourth quarters of 2012 we modified existing internal controls as part of the ongoing integration of such enterprise resource
planning software.

Management s Report on Internal Control Over Financial Reporting: Our management is responsible for establishing and
maintaining adequate internal control over financial reporting, as such term is defined in Exchange Act Rules 13a-15(f) and 15d
-15(f). Under the supervision and with the participation of our management, including our Chief Executive Officer and Chief
Financial Officer, we conducted an evaluation of the effectiveness of our internal control over financial reporting based on the
framework in “Internal Control—Integrated Framework” issued by the Committee of Sponsoring Organizations of the Treadway
Commission. Based on that evaluation our management concluded that our internal control over financial reporting was effective
as of December 31, 2012.

We acquired Kenny Construction Company (“Kenny”) effective December 31, 2012. Kenny had total assets that were 15.5% of
consolidated assets as of December 31, 2012, and we did not record any revenues for Kenny. As the acquisition occurred during
the last twelve months, the scope of our assessment of the effectiveness of internal control over financial reporting does not include
Kenny. This exclusion is in accordance with the Securities Exchange Commission’s general guidance that an assessment of a
recently acquired business may be omitted from our scope in the year of acquisition.

Independent Registered Public Accounting Firm Report: PricewaterhouseCoopers LLP, the independent registered public
accounting firm that audited our consolidated financial statements included in this Annual Report on Form 10-K, has issued a
report on the Company’s internal control over financial reporting as of December 31, 2012. The report, which expresses an
unqualified opinion on the effectiveness of the Company’s internal control over financial reporting as of December 31, 2012, is
included in “Item 15. Exhibits and Financial Statement Schedules” under the heading “Report of Independent Registered Public
Accounting Firm.”

Item 9B. OTHER INFORMATION
Not Applicable.
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PART III

Certain information required by Part I1I is omitted from this report. We will file our definitive proxy statement for our Annual
Meeting of Shareholders to be held on June 6, 2013 (the “Proxy Statement”) pursuant to Regulation 14A not later than 120 days
after the end of the fiscal year covered by this report, and certain information included therein is incorporated herein by reference.

Item 10. DIRECTORS, EXECUTIVE OFFICERS AND CORPORATE GOVERNANCE

For information regarding our Directors and compliance with Section 16(a) of the Securities Exchange Act of 1934, we direct you
to the sections entitled “Proposal 1 - Election of Directors” and “Section 16(a) Beneficial Ownership Reporting Compliance,”
respectively, in the Proxy Statement. For information regarding our Audit/Compliance Committee and our Audit/Compliance
Committee’s financial expert, we direct you to the section entitled “Information about the Board of Directors and Corporate
Governance - Committees of the Board - Audit/Compliance Committee” in the Proxy Statement. For information regarding our
Code of Conduct, we direct you to the section entitled “Information about the Board of Directors and Corporate Governance -
Code of Conduct” in the Proxy Statement. Information regarding our executive officers is contained in the section entitled
“Executive Officers of the Registrant,” in Part I, Item I of this report. This information is incorporated herein by reference.

Item 11. EXECUTIVE COMPENSATION

For information regarding our Executive Compensation, we direct you to the section captioned “Executive and Director
Compensation and Other Matters” in the Proxy Statement. This information is incorporated herein by reference.

Item 12. SECURITY OWNERSHIP OF CERTAIN BENEFICTAL OWNERS AND MANAGEMENT AND RELATED
STOCKHOLDER MATTERS

This information is located in the sections captioned “Stock Ownership of Beneficial Owners and Certain Management” and
“Equity Compensation Plan Information” in the Proxy Statement. This information is incorporated herein by reference.

Item 13. CERTAIN RELATIONSHIPS AND RELATED TRANSACTIONS, AND DIRECTOR INDEPENDENCE

You will find this information in the sections captioned “Transactions with Related Persons” and “Information about the Board of
Directors and Corporate Governance - Director Independence” in the Proxy Statement. This information is incorporated herein by
reference.

Item 14. PRINCIPAL ACCOUNTANT FEES AND SERVICES

You will find this information in the section captioned “Independent Registered Public Accountants - Principal Accountant Fees
and Services” in the Proxy Statement. This information is incorporated herein by reference.
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PART IV
Item 15. EXHIBITS, FINANCIAL STATEMENT SCHEDULES

The following documents are filed as part of this report:

1. Financial Statements. The following consolidated financial statements and related documents are filed as part of this report:

Financial Statements Page
Report of Independent Registered Public Accounting Firm F-1
Consolidated Balance Sheets at December 31, 2012 and 2011 F-2
Consolidated Statements of Operations for the Years Ended December 31, 2012, 2011 and 2010 F-3
Consolidated Statements of Shareholders’ Equity for the Years Ended December 31, 2012, 2011 and 2010 F-4
Consolidated Statements of Cash Flows for the Years Ended December 31, 2012, 2011 and 2010 F-5to F-6
Notes to the Consolidated Financial Statements F-7 to F-44
Quarterly Financial Data F-45

2. Financial Statement Schedule. The following financial statement schedule of Granite for the years ended December 31, 2012,
2011 and 2010 is filed as part of this report and should be read in conjunction with the consolidated financial statements of Granite.

Schedule Page
Schedule II - Schedule of Valuation and Qualifying Accounts S-1

Schedules not listed above have been omitted because the required information is either not material, not applicable or is shown in
the consolidated financial statements or notes thereto.

3. Exhibits. The Exhibits listed in the accompanying Exhibit Index, which is incorporated herein by reference, are filed or
incorporated by reference as part of, or furnished with, this report.
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REPORT OF INDEPENDENT REGISTERED PUBLIC ACCOUNTING FIRM

To the Shareholders and Board of Directors of Granite Construction Incorporated:

In our opinion, the consolidated financial statements listed in the index appearing under Item 15(1) present fairly, in all material
respects, the financial position of Granite Construction Incorporated and its subsidiaries at December 31, 2012 and December 31,
2011, and the results of their operations and their cash flows for each of the three years in the period ended December 31, 2012 in
conformity with accounting principles generally accepted in the United States of America. In addition, in our opinion, the financial
statement schedule listed in the index appearing under Item 15(2) presents fairly, in all material respects, the information set forth
therein when read in conjunction with the related consolidated financial statements. Also in our opinion, the Company maintained,
in all material respects, effective internal control over financial reporting as of December 31, 2012, based on criteria established in
Internal Control - Integrated Framework issued by the Committee of Sponsoring Organizations of the Treadway Commission
(COSO). The Company’s management is responsible for these financial statements and financial statement schedule, for
maintaining effective internal control over financial reporting and for its assessment of the effectiveness of internal control over
financial reporting, included in Management’s Report on Internal Control over Financial Reporting appearing under Item 9A. Our
responsibility is to express opinions on these financial statements, on the financial statement schedule, and on the Company’s
internal control over financial reporting based on our integrated audits. We conducted our audits in accordance with the standards
of the Public Company Accounting Oversight Board (United States). Those standards require that we plan and perform the audits
to obtain reasonable assurance about whether the financial statements are free of material misstatement and whether effective
internal control over financial reporting was maintained in all material respects. Our audits of the financial statements included
examining, on a test basis, evidence supporting the amounts and disclosures in the financial statements, assessing the accounting
principles used and significant estimates made by management, and evaluating the overall financial statement presentation. Our
audit of internal control over financial reporting included obtaining an understanding of internal control over financial reporting,
assessing the risk that a material weakness exists, and testing and evaluating the design and operating effectiveness of internal
control based on the assessed risk. Our audits also included performing such other procedures as we considered necessary in the
circumstances. We believe that our audits provide a reasonable basis for our opinions.

A company’s internal control over financial reporting is a process designed to provide reasonable assurance regarding the
reliability of financial reporting and the preparation of financial statements for external purposes in accordance with generally
accepted accounting principles. A company’s internal control over financial reporting includes those policies and procedures that
(1) pertain to the maintenance of records that, in reasonable detail, accurately and fairly reflect the transactions and dispositions of
the assets of the company; (ii) provide reasonable assurance that transactions are recorded as necessary to permit preparation of
financial statements in accordance with generally accepted accounting principles, and that receipts and expenditures of the
company are being made only in accordance with authorizations of management and directors of the company; and (iii) provide
reasonable assurance regarding prevention or timely detection of unauthorized acquisition, use, or disposition of the company’s
assets that could have a material effect on the financial statements.

Because of its inherent limitations, internal control over financial reporting may not prevent or detect misstatements. Also,
projections of any evaluation of effectiveness to future periods are subject to the risk that controls may become inadequate because
of changes in conditions, or that the degree of compliance with the policies or procedures may deteriorate.

As described in Management's Report on Internal Control over Financial Reporting appearing under Item 9A, management has
excluded Kenny Construction Company from its assessment of internal control over financial reporting as of December 31, 2012
because it was acquired by the Company in a purchase business combination effective December 31, 2012. We have also excluded
Kenny Construction Company from our audit of internal control over financial reporting. Kenny Construction Company is a
wholly-owned subsidiary whose total assets represent 15.5% of consolidated assets as of December 31, 2012. There were no
revenues recorded for Kenny Construction Company for the year ended December 31, 2012.

/s/PricewaterhouseCoopers LLP
San Francisco, California
March 1, 2013
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GRANITE CONSTRUCTION INCORPORATED
CONSOLIDATED BALANCE SHEETS
(dollars in thousands, except share and per share data)

December 31, 2012 2011
ASSETS
Current assets
Cash and cash equivalents ($105,865 and $75,122 related to consolidated construction
joint ventures (“CCJV™)) 321,990 § 256,990
Short-term marketable securities 56,088 70,408
Receivables, net ($43,902 and $30,332 related to CCJVs) 325,529 251,838
Costs and estimated earnings in excess of billings 34,116 37,703
Inventories 59,785 50,975
Real estate held for development and sale 50,223 67,037
Deferred income taxes 36,687 38,571
Equity in construction joint ventures 105,805 101,029
Other current assets 31,834 35,171
Total current assets 1,022,057 909,722
Property and equipment, net ($41,114 and $8,671 related to CCJVs) 481,478 447,140
Long-term marketable securities 55,342 79,250
Investments in affiliates 30,799 31,071
Goodwill 55,419 9,900
Other noncurrent assets 84,392 70,716
Total assets 1,729,487 § 1,547,799
LIABILITIES AND EQUITY
Current liabilities
Current maturities of long-term debt 8,353 §$ 9,102
Current maturities of non-recourse debt 10,707 23,071
Accounts payable ($34,536 and $38,193 related to CCJVs) 202,541 158,660
Billings in excess of costs and estimated earnings ($72,490 and $22,251 related to CCJVs) 139,692 90,845
Accrued expenses and other current liabilities ($8,312 and $5,129 related to CCJVs) 169,979 166,790
Total current liabilities 531,272 448,468
Long-term debt 270,148 208,501
Long-term non-recourse debt 922 9,912
Othe