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发言人1   00:37
Good morning. My name's Michelle, and i'll be your conference Operator. At this time, I would like to walk everyone to ADPS first quarter disco thousand and twenty seven earning call a life form me that this company is being recorded. 

发言人1   00:50
After the prepared reMarks, we will conduct the question age session instruction to be given at that time. I am now turn the comfort wards and mad heating by president invest relations. Please go ahead and keep the shell and welcome everyone to ADP, S. 

发言人1   01:05
First quarter, the twenty, twenty seven earnings call participating today are my black, our president and CE, O and Peter, hardly ACFL earlier this morning released the results for the quarter. Our earth materials are available on the sec website and our investor relations website at investors. That ADP that com, where you also find the investor presentation that accompanies today's call. 

发言人1   01:27
During our call, we will reference non gap financial measures, which we believe to be useful to investors and that exclude the impact of certain items. A description of these items, along with a reconciliation of non get measures to the most comparable gd measures, can be found in our own release. This call will also contain for looking statements. 

发言人1   01:45
There were further future events and involve some risk. We encourage review our violence with the S. C. 

发言人1   01:50
C. For additional information on factors quit cause actual results to different materials from our current expectations. Now turn IT over to maria. 

发言人1   01:58
Thank you. At this morning, we reported strong first score of results with revenue growth, adJusting ebit margin expansion and adJusting E, P, S. Growth all exceeding our expectations. 

发言人1   02:08
These results reflect the critical role of atp in an evolving world of work. Employers today are redesigning how work gets done. They are navigating away but AI related change and making workforce decisions that Carry real consequences for real people. 

发言人1   02:23
What has not changed, however, is what they need from AD, P, A trusted partner. For the last few quarters, i've spoken about the five structural advantages that make us purpose built for this chAllenge. These advantages are, course our strategic priorities and serve as key differentiators for how we will continue to win in the market going forward. 

发言人1   02:42
I will share our updates tied to these long standing structural advantages. First is our industry leading data. We know that AI is only as good as a data is trained on. 

发言人1   02:52
With one point one million clients supporting over forty two million workers across rolls industries and geography, we have one of the largest sources of real time workers data in the world, providing unparalleled insights into the workforce and its emerging trans. This unique perspective means we have a new responsibility in the AI era, not only to design H. R. 

发言人1   03:14
And payroll solutions for people, but to help design the best possible future of work with people at the center, we are also using our data to feel best in class innovation. Our massive global workforce data platform and decades of expertise have been optimize into an intelligence foundation that powers are AI capabilities at scale with security, privacy and compliance built in from the ground up, bringing me to our next structural advantage. Our brand trust and responsible approach to AIADP is actively building across the full life cycle of AI and HCM, from AI that assists people with task to AI that facilitate an entire function and to end with human overside, to AI that orchestrates work across domains and to support enterprise transformation. 

发言人1   04:02
ADP is advancing and ebel ding each AI use case in our products and in how our teams Operate. A perfect example of this is ADP assist, which has crossed from early adoption into broad use, becoming more deeply embedded into workflow and driving measurable impact. Since the fourth quarter alone, we have added one hundred thousand more clients on ATP asst. 

发言人1   04:24
Most importantly, that scale is translating into real outcomes. The recently launched recruiting AI interviewer agent in ADP lyrics runs call handling, scheduling and no taking, so recruiters can stay focused on their strongest candidates. More than forty four hundred AI interviewed have been completed since the start of september, with a seventy five percent reduction in interview related time spent, and more than half of those interviews were captured after hours. 

发言人1   04:52
Ensuring businesses don't the sound on strong candidate regardless of when they apply. Candidates themselves are responding well, but the recruiting agent earning high satisfaction scores. We are also offering new tools that enable our clients to build secure, intelligent and integrated workload with their preferred AI agents. 

发言人1   05:11
We've made a significant expansion to ATPAPI central, which allows our clients developers to access new model context protocol, or MCP servers and AI tools in addition to standard based aps is enhanced offering addresses a growing chAllenge for organizations adopting AI, connecting AI agents and applications to trusted workforce data securely and at scale through API central developers and business means can now connect word for data with the AI experiences that employees and managers use every day, enabling organizations to work in a more connected manner, innovates faster and act more efficiently with less risk. These examples are evidence of how AI is removing friction from the most consequential moments in the payroll in hr cycle, while enhancing, rather than replacing the role that people play. Our third structural advantage is our trusted service model. 

发言人1   06:08
Our clients are being exposed to more tools, more AI and more regulation. And with all of IT more complexity, every new platform, AI tool and regulatory requirement creates another decision, another integration, another risk. Our clients want innovation, not the implementation headaches that come with fragmented solutions through all of the change. 

发言人1   06:29
They need a partner they can trust to help them deliver on their promises to their people. And that is exactly what we show up to do everyday. This impact is clearly reflected in how our clients are deploying ADP lyric ACM across our organizations. 

发言人1   06:44
For example, one of the largest education management companies in the united states was experiencing rapid growth, Operational complexity and a national teacher shortage. They need as quickly modernized their people infrastructure, and they chose to implement ADP lyrics HCM. Through a comprehensive optimization of the recruiting and nature workflows we helped to climb, simplify requisitions, digitize approvals and standardize offer processes, resulting in a thirty five percent reduction in time to fill positions. 

发言人1   07:15
ADP lyrics san is also helping further expand our global scale and reach another one of our key structural advantage. This quarter, we were pleased to announce expansion of ADP lyrics ACM across key european markets, with availability now for companies headquartered in the united kingdom, france, germany and the netherlands. This is much more than a product release. 

发言人1   07:36
As AI volta's work, managing people across countries has become even more demanding and building a platform that genuinely works across borders with localize payroll compliance, local labor law, local tax treatment, local data privacy requirements, all embedded at the infrastructure level that takes decades of investment and local presence. You can't replay IT from the outside. AD. 

发言人1   07:58
P has been building IT for seventy seven years, and we are fortunately to work with a diverse and highly integrated ecosystem of partners who make IT possible, many of whom I got to speak with last week at our twenty first annual global partners convention. These partners help bridge the final mile and create a consistent local experience, combining on the ground, local knowledge and specialized expertise with ADP technology to deliver solutions that meet our clients exactly where they are. But this scale does an only support or multi national clients. 

发言人1   08:31
IT also helps main straight. As small businesses increasingly seek and the greatest technology experiences, we continue to expand our ability to help them manage essential financial and employ Operations through a single digital approach. Today, I am proud to announce that we have expanded our embedded payroll offering to a new partnership with p nc. 

发言人1   08:51
Bank, one of the largest financial services institutions in the united states. Through this partnership, we will bring AP, S, payroll and H, R capabilities directly in the p nc digital banking platform. This new offering, p nc payroll by ADP, will give small business banking customers access to payroll, hr, time tracking, insurance and retirement solutions directly through their digital banking platform. 

发言人1   09:16
This will help reduce Operational complexity, making IT easier for small businesses to manage critical needs like cash, low payments, compliance and payroll. The offering is designed to support businesses as they grow from startups and one person Operations to more establish companies looking to scale. Our final structural advantage is the seventy seven years of deep domain expertise that only we can provide to our clients. 

发言人1   09:43
As a compliance landtag grows more complex, we are helping our clients stay ahead with our earned expertise that AI cannot replicate. For example, along standing aviation and airspace, client was struggling to manage complex aca requirements with their internal resources. This gap resulted in numerous compliance related areas, are team identify the underlying issue and brought on ADPS health compliance manage services offering to help by transitioning ACA administration to ATP compliance specialists. 

发言人1   10:15
The client game dedicated expertise reduced its risk exposure and establish a more reliable and scalable compliance model. This is a strong example of how ATP deep expertise can identify risk, solve business chAllenges and expand the value of a client relationship that has lasted more than three decades. What we are sharing today is a journey that gaining momentum, adoption is growing and client value is becoming more tangible. 

发言人1   10:44
That value is the foundation of the financial story were building. And as we continue to scale our AI tools across the business, we expect that story to come in to sharper focus. There is a lot of conversation right now about what AI means for work. 

发言人1   10:58
Some of IT is speculative, but what we know from serving more than a million businesses in tens of millions of people they employ is that managing a workforce is far more complex than IT appears from the outside. Hyo must be right every time for every person, and getting IT right requires more than following a process. IT requires understanding and ever changing regulatory environment, managing situations that no process can fully anticipate, and knowing the consequences when something goes wrong. 

发言人1   11:28
Compliance can be approximate. The moments where employers make decisions about people's livelihoods require judgment, trust and accountability, not just automation. That is precisely why clients come to atp and why they say we are building AI that makes those consequential moments Better, not AI that treats them as problems. 

发言人1   11:49
To eliminate that distinction matters deeply, and we believe the market will continue to recognize that. Before I turn IT over the Peter, I want to take a moment recognize our associations across ATP who serve our clients every day, every capability we build, every partnership we form, every metric we report. IT only matters because of the people who bring me to life in real moments with real clients. 

发言人1   12:14
Their expertise and their commitment is what makes everything else possible. And I could not be prouder of this team. With that, i'll turn to call over the Peter. Thank you, maria, and good morning, everyone. I will stop by providing some more color on our first quarter results, and i'll then end update i'll fiscal twenty twenty seven outlook. 

发言人1   12:31
This morning, we reported strong first quarter results that included six percent revenue growth, one hundred and thirty basis points of adjusted if IT imagine expansion and thirteen percent adjust to EP. S. growth. These results are head about expectations for the quarter, and we remain pleased with the continued strong moments that we have across the business. In particular, we were pleased that the robust underlying revenue growth that we delivered in the quality as well as the strong margin expansion performance on an expo basis. 

发言人1   12:59
Our ongoing commitment to a disciplinary investment approach is enabling us to continue to make strong progress on our AI transformation across our products and outline facing Operations or at the same time, deliver on a financial objectives. As we accepted cisco twenty six, the zone and propriety AI and fused service platform that is transforming how our service seems work was deployed to forty eight percent of our overall service population as we acted AQ one, that number had grown to sixty percent. And we continue to track ahead of our deployment plans. 

发言人1   13:32
And now like to sharing example of how the zones, together with the ADP assist, is making a real difference to our Operational productivity levels in a downer core HR. And perl business where design has been fully deployed to all service associate, we saw a further seven percent reduction in context declined handled by the service team on a ura BA basis in q one fiscal twenty seven. This is in addition to the eight percent reduction that we were able to drive in context. 

发言人1   13:58
Decline handled by that came across full year physical twenty six. This degree of improved Operating efficiency when viewed against the tens of millions of service context that ADP takes across the entire enterprise each year gives us continued confidence in our ability to dry further meaningful improvements and Operational productivity, manifesting about the superior client experience and financial benefit to ADP as we continue to reduce our cost to serve. This strong business momentum alongside and improving outlook for client funds interest is enabling us to lift a fully a guidance, and I will share more details on this. 

发言人1   14:34
Now as we move through the segment level information, let me begin with our employer services segment, where I will cover both our results and our updated outlook. Ea segment revenue increase six percent on both the reported basis as well as on an organic constant currency basis. In the first quarter, we would pleas to deliver another record s new business bookings result for a first quarter. 

发言人1   14:56
We were particularly pleased with the contributions from our retirement services and insurance services businesses. Now ES, HRO offerings as well as our compliance solutions offerings. But we did say a soft to start for our global offerings following the strong finished experience in if by twenty six overall, our pipelines are in good shape. 

发言人1   15:13
The demand environment continues to remain healthy, and we are maintaining our four percent to seven percent fully gross gardens as revenue retention improves slightly versus prior coming in ahead of our expectations. As IT is early in the fiscal year, we are maintaining our forecast for ten to thirty vices point decline in fully retention. He has paced by control growth of two percent for the first quarter also came in ahead of our expectations. 

发言人1   15:40
Labor markets continue to demonstrate resiliency, and we have seen our clients continuing to higher at a steady place. As a result, we now forecast pace the control growth of a round one percent for fiscal twenty twenty seven, which is an improved on our Price outlook of zero percent to one percent growth. Hold funds interest revenue increased fifteen percent in the third quarter, coming in above our expectations, mainly due the stronger average client funds baLances growth. 

发言人1   16:07
We have now lifted our average client funds baLances growth outlook to a ranger of four to five percent in csco twenty twenty seven. In addition, interest rates across the year curves have reason since our last update, increasing our expected reinvestment rites for the baLance of the year. As on this dynamic, we now forecast a fiscal twenty twenty seven average jailed on applied funds portfolio of about three point eight percent. 

发言人1   16:32
As a result about raised average client funds baLances growth and raised yield expectations, we have increased our fully client funds interest revenue forecast by fifty million dollars to a range of one point five nine billion to one point six one billion dollars. We are also raising our outlook for the net impact from our extended investment strategy by forty five million dollars to the same range of one point five nine billion to one point six one billion dollars as a result of these changes, we now expect fiscal twenty twenty seven employer services revenue growth of about six percent. As a reminder, we continue to expect some headwinds from unviable effects. 

发言人1   17:09
S in fiscal twenty seven, this fully AS revenue grows that look come of place close to half a point of FX headwind in five twenty seven, which compares with the tail wind of the data point that FX provided to ES revenue growth in fiscal twenty six. He has marginally increased one hundred and thirty basis pointing q one, reflecting about the Operational productivity improvements that we continue to realize across the business as well as the contribution from client funds interest revenue growth running out to the PO segment. Total P, R revenue increase seven percent in the first quarter, with PR revenue excluding the image and paths growing four percent. 

发言人1   17:45
Average worksite employees grew two percent in the quarter, or PO pace for control growth continue to improve modestly for the second consecutive quarter. We continue to expect total peer revenues to grow by five percent to seven percent. The revenue, excluding the imaging pass rules to grow by three percent to five percent and average worker employee growth of about two percent in fiscal twenty seven. 

发言人1   18:08
The margins were flat in the first quarter as lower Operating expenses offset the impact of hier zero margin pass through growth, putting IT. All together, we are pleased to increase our fiscal twenty twenty seven consolidated revenue outlook to about six percent growth while maintaining our forecast for adjust to even imagine expansion of seventy to ninety basis points. We continue to expect our effective tax rate to be around twenty three percent for the year. 

发言人1   18:33
We also now forecast fiscal twenty twenty seven, adjust that EBS growth at ten percent, twelve percent, supported by Sherry purchases. Overall, we are pleased with the progress that we have made at the start of fiscal twenty seven, and we remain laser focused on driving growth in our new business bookings and maintaining strong cin satisfaction and retention levels. Are continued investment in our products, our people and our AI capabilities sets us up to deliver a sustainable revenue growth, margin expansion and shareholder returns over time. 

发言人1   19:04
We are committed to maintaining our momentum and look forward to sharing further update as we continue to deliver on our strategic priorities. Thank you. And i'll now turn IT back to the Operator for you, and I thank you. 

发言人1   19:17
Ask a question, please just start one one if your question has been answered and you'd like to please press store one went again, our first question time from tinging. Hang with J. P. 

发言人1   19:30
Morgan. Your line is open. Hi, good morning. I thought I you do mine. I was so I on the p nc deal first just thinking about how that came together. If that's AA casual deal or that something you know different than this. 

发言人1   19:46
Is there a pipeline of more bank um partnerships that we might expect coming from ADP? Hi, good morning. Um thank you. 

发言人1   19:54
I really excited about this question. Appreciate you asking that because we're incredibly excited about this win. Uh, with pmc payroll. Uh, this announcement is something uh, that really extends the overall embedded strategy that we've had. 

发言人1   20:07
I think we've been talking uh about that quite a bit over the last couple years, uh, specifically with you actually as well as that relates to this ecosystem approach and really embedding our offerings into others ecosystems and having others ecosystems embedded into our offerings. Uh, this announcement is specifically putting ADP, uh payrolls inside of the digital banking platform of p nc. So really excited about this. 

发言人1   20:33
P nc, as you know, serves millions of small businesses alongside retail customers, has about twenty three hundred branches and all sorts of digital channels. This is a big win for us that speaks volumes to our ability uh, to execute on the strategy within embedded. Uh but the big difference with ADP is the ability to continue to stretch into the ua end of that downmarket and the ability to not just offer the tax solutions with our zero platforms but beyond the beyond payroll solutions uh, such as insurance services, retirement services. 

发言人1   21:06
So it's the entire i'll let ecosystem of ADP in the downmarket that will be embedded into a pnc's digital channels are really excited about this win uh and really excited to extend the reach of our embeds strategy into your point. Um IT is a big piece of our strategic priority, and we continue to execute against IT, and there's more pipeline alongside with IT. right? good. 

发言人1   21:30
Now it's a it's not a good one, just not just quickly on the my flow of pit of my just on page per control for maybe for Peter just talking about that. And you know given that is very high on margin, doesn't look like your you're changing your ebit outlook. Maybe i'm just splinting hairs here, but is tie there between ring pace for control and and no change on the on the margin front? 

发言人1   21:54
Good to see obviously given always headlines around laos here and there but any balls you thanks yeah sure of the morning tension you to make this yeah we will place with the with the facebook control result in the quarter. I would point out that the compare was relatively easier in q one. As you remember, last year in q one, we saw flat facebook control before things started to getting a little more momentum through the quarters. 

发言人1   22:21
So I would I would consider this to be continued momentum more so than some sort of outsize performance in in q one. There is a contribution, obviously to to imagine and there are quite a few puts and takes, I would say, with imagine the the flood guide lift also helps dry the margin. A little bit of pressure from effects more so on the revenue than the margin, but a little bit of impact there on the margin as well. 

发言人1   22:43
But i've role in imagine you know really the the guide where we're holding, holding imagine guide consistent with last quarter at seventy and ninety basis points, we pleas to increase our EPS guide from tend to twelve on the basis of the of the higher revenue. But keeping imagine expansion guy at least where IT is for now. Um we have plenty of investment opportunity in our business. 

发言人1   23:06
Investing, as mario was saying in the prepared reMarks, in things like AI transformation but also other areas, product investments across the portfolio, cloud infrastructure scaling, erap market um and global offerings. So what of investment there but also um you know funding that true things like and a little bit through facebook controller, I would say more so through float and more so through productivity improvements we've been driving into the business, dropping some of that fuel to the bottom line, putting some of that back into the business for future growth. So we feel good about so the way imagine delivery is sitting with, they feel like on baLance that in the best interests of shareholders to drop down to the bottom to to retain some, to continue investing in future growth opportunities. 

发言人1   23:46
But and and sorry, the the facebook control pieces, I would say a relatively small element of dm of the magine pie this quarter. No, very fair. Thank you. 

发言人1   23:56
Thank you. Our next question comes from the annual gesture with pmo capital markets. Your line is open. great. Good morning, and thank you for taking my question. Um maria, great update on all of the hard work team has been doing on AI and getting new products into the market. 

发言人1   24:17
Maybe you can just give us an update on your philosophy terms of how we should expect modernization of all these new tools that maybe any sort of sense without what is embedded in guidance this year? Yeah, absolutely. I'll start i'd like to add a couple piece of state PSS because as you mentioned during my prepared reMarks um I get really excited to talk about IT. 

发言人1   24:40
So appreciate the question a lot. Then thank you. Uh and then maybe, Peter, if you want to talk about the monetization and how we're thinking about that, I think the you know the overall progress were making with respect to AI and specifically ADP asst is considerable. 

发言人1   24:55
Ah we already have about fifty agents that are in general availability. And many of these agents, I would characterize, uh, several of these to be kind of true middle mover agents. RD, P. You saw uh, some of the clip that Peter was referencing today in terms of the uh, impact that those agents are making across our portfolio about internally as well as inside of our product. I mentioned obviously a few of them in my prepared reMarks around the interviewer agents and just the progress we're seeing there. 

发言人1   25:24
The run uh assisted reporting agents that we had is also allowing clients uh, to be able to query things in a natural language capacity to get really fast and simple answers for H. R. And payroll questions. 

发言人1   25:36
So I think all of these agents are making real impact, and that's really our guide post just little bit about moniz ation, which we will get too. But you know how worth thinking about what agents to go after? Uh, IT is really a long list of uh, opportunity. 

发言人1   25:50
But we are sequencing IT in terms of solving real chAllenges in the market for HC, M, for real clients that will drive measurable outcomes. And again, those outcomes are starting to translate into our overall financial algorithm. So I think it's so early days um but i'm really plays sitting here. 

发言人1   26:07
It's almost hard to believe it's been four years since this entire conversation started. But I think we're at the point now where we're seeing measurable progress against fifty agents generally available with more to come in, many of these being significant needle movers that really create values based outcomes for our clients. And in terms of how we think about pricing and moniz ation on metal alternative over the Peter, yeah, thanks very um morning. Then value based pricing is also you know or values based approach is also what we take depressing down. 

发言人1   26:39
So you mention that before, I think on these some of these earnings calls, but but really our philosophy is trying to make sure that AD, P captures it's fair share of the economic value what's created but also that the declines are also benefit similarly um as I should from from what we're providing both from the functionality perspective but also you know in terms of the the way we think about the economic pie. So you know we look at each situation on its individual merits. Um you know, I think the the the factors that really drive the way we decide the Price is the is the situation is the individual situation we're talking about. 

发言人1   27:14
Is this sort of new incremental functionality that we're providing IT? That's the case. We're more likely to capture that through either uh a new line item on the invoice or through an upsetting um or an add up sell to um you know to that client if we're really enhancing existing functionality. 

发言人1   27:33
And a lot of what we're doing at the moment is also improving that the existing ways we've been delivering services declines for, for seventy seven years. The more likely way we would capture that would be through through our you our general Price increase or, or something along as long. And so it's really situation based. 

发言人1   27:49
Um we have multiple ways we we build um you know whether it's seat based pricing or the equivalent of seat based pricing for employee for a month pricing um other methods of pricing, consumption based pricing. So IT really is situation dependent, but we are definite focused on making sure that the economics are fair on both sides for AD, P. And also for the client. 

发言人1   28:10
Given that we have long term client relationships, we have really dependent on that client base for a around half of that bookings number as well as referring us in the case of new logo wins that are we are going out is so the thought ful approach now you based approach, but certainly not something that we ignore. We spend a lot of time thinking about the right way to monetize and and like a set situation, dependent can be incremental pricing, can be through general pricing reasons. That's really helpful. 

发言人1   28:37
Thank you so much. And then maybe might follow up on on yes, pokings. Uh, Peter appreciated the contact you shared around the quarter and some of the differences in the different business areas. 

发言人1   28:51
Maybe could you expand any more about what you saw? And maybe can you comment about what you're seeing? And maybe small businesses verses larger businesses? Any difference in terms of the moment and you're saying there? Thank you so much. 

发言人1   29:04
Yeah, perhaps i'll take the the bookings s commentary um because I didn't get a chance to talk about IT and I prepared reMarks and II always enjoy making a few comments. Uh you mention kind of across the various segments. Peter did a good job of calling out some of the places we had strength h specifically retirement services and insurance services and as you mentioned, small businesses. 

发言人1   29:25
And and again, I talked about that with respect to p nc. And just kind of how we're seeing the ecosystem and small businesses navigate. But the strength that we have in retirement services and insurance services is something that we've mention several quarters. A lot of that how to do with incredible uh, execution by the team, but that execution goes beyond just an ecosystem approach in canada selling tech but also selling the beyond, uh you know just uh simple payroll in that market. 

发言人1   29:50
The retirement services offer, they're embedded uh things you know new product, new offers and that is coming to provision and yielding uh tremendous results, whether that through partnership, 请关注公众号思维纪要社，更多纪要请加V西安20210130。It's a new offerings uh to specific clients are to solve specific uh, retirement optionality for small, small businesses or in the case of insurance services, they're really leaning into the product innovation road map by embedding things like ATP sis to make things easier uh to actually serve clients and to uh actually bring on more clients through even in product marketing type of offers with h the ability for clients to engage in those services directly. And so I think, uh, it's great to see small businesses, uh, engaging in our ecosystem that way. 

发言人1   30:41
I think the other call up the Peter made during the prepared to reMarks was around employer services, uh, HR outsourcing uh and also the compliance solutions. I think both of those offerings speak directly to our structural advances that, that I spoke to. Uh obviously, the hr outsourcing offering, those are the the most managed of all of our services. 

发言人1   31:02
And they really are that uh, deep the main expertise and the beyond tech and beyond payroll offer and very unique to ATP in terms of what IT is that we're able to do there for our clients. And again, you know, solving significant things in a way that only adp can can do and then compliance solutions is is again really about that final mile, again, a big structural advantage for us. I think overall, uh, we were pleased to see that the first quarter was a record quarter. 

发言人1   31:27
Uh, Peter did mention we had a bit of a softer uh, starts to the global decide to the business. That's not that a typical on the heels of the incredible finish h that we have in the fourth quarter. But I think across the market, pleased to see the continued strength in retirement and insurance because that speaks volumes to just the strength of the small business, a environment right now and obviously excited that we can continued to lean into our structural advantages, both in that beyond uh, tech manage services but also the final mile. 

发言人1   31:59
Thank you so much. Thank you. You our next question comes from mark. 

发言人1   32:06
Mark on with beard. Your line is open. A good morning and thanks for taking my question. Um maria Peter, I was wondering if you could talk a little bit about your your philosophy this with regards to um you know pricing um some of your your newer tools like I add chance to uh look even deeper at um lyric and and APP asset that um at HR tech and those are pretty impressive. 

发言人1   32:36
Um I was getting the impression that you are spicing most of that on a on AAC based on perspective, which basically this the clients certainty with regards to where the pricings coming out. But you also mentioned consumption days pricing um where I know that a friction point for some of your competitors. So wondering if you can talk a little bit your philosopher and your your ability to leverage some of your structural advantages to provide pricing in a transparent way that is more favorable to or more preferred by your clients? yeah. 

发言人1   33:15
Good morning, mark. Thank you. Let me take the first part of the question, then i'll pass over to to maria. 

发言人1   33:19
But just in terms of methodology, so um you actually phrase that very well, transparent pricing that that customers can um understand, rely on, not get surprised by a certainly key to a anthills, sophy. And I would say we do have some consumption by pricing. I would put that more in some of our h compliance and data solution offerings. 

发言人1   33:39
Maria spoke about API central. Again, that's more of a consumption based model bit if we're getting into the the core system of record platforms like like lyric use lyrics. Since you raise that as an example, that is more of AI wouldn't call IT. You know what we do is a traditional seat based model in in terms if we're not really pricing based on call IT using all terminology, licensed users or the people are necessary accessing working in the system. 

发言人1   34:05
But certainly on a on a per employee per month potentially pass cycle um blip basis the volume basis by stem on called the the volume of the employees on on the clients books which is you pointed out is is certain ly more of AH transparent and predictable a pricing methodology that doesn't give surprises. So I would say still um and again, if we have different pricing methodologies across different segments to the business, we go into the downmarket. We are much more heavily reliant on on to the fix space pricing, which again is the probably the most transparent pricing model h out there. 

发言人1   34:38
But um but when IT comes to consumption by pricing of that more and some of that I want to call IT and silly, but but some of the adon offerings we have in in in our data offerings and and maybe some of the our compliance offerings, but and more heavily focus when IT comes to the the请关注公众号思维纪要社，更多纪要请加V西安20210130。So as across the segment um which respect to that transparent, predictable pricing you are talking about, that would that that's how I would should have address the the methodology I think really might want to talk about some of the other parts of Marks question. yeah. 

发言人1   35:15
Listen, i'm happy to unpack a little bit around a API central. I know I talked about IT during the prepared reMarks, but IT is an exciting peace to our business. Uh, just kind of take everybody back to the genesis of AP. 

发言人1   35:26
I. Centrate really started with our approach to ADP and the marketplace. We were the first h cm provider to put a marketplace out there at this juncture. 

发言人1   35:36
We have over five hundred apps that are available uh to our clients to interact with through an ADP marketplace. On the hills of that, we realized that client want to call IT string things together in the all non technical term. Uh, so we uh, launched in the last couple years API central, interesting. 

发言人1   35:52
Ly, I actually was overseas last week, and II had the opportunity to engage with a woman that uh, invented AP. I central. And I thank her because I was quite genius s and I just shows that innovation happens all across the atp, all across the globe. The disability to connect uh systems together in a govern uh telemetric way where you have complete um uh access and authority uh determined by our systems and how to get that done is an imperative for just how work needs to get um translated across from system to system. So that kind of a traditional API central that is monetized, if you will, in a consumption way. 

发言人1   36:31
Uh this uh quarter I in the prepared Marks I added to that our ability now to do that, the model context protocol or MCP that is the language of the agents so if you think about APS kind of the language of traditional ways of uh information flown back and force now that agents are performing uh autor autonomous ly uh some of that flow back and forth, uh they agreed upon uh model context protocol MCP uh is now available within uh marketplace or API central specifically. And again, these are things that uh currently are being used by agents, by systems, across tools and IT provides the governance, the things that you would expect from ADP, which is knowing who going into systems and ask accessing them and ensuring that they have the appropriate authority and protocols to do so. And so these are things we are investing in um to ensure that we keep up with what's happening but also keep our clients safe. 

发言人1   37:29
Uh and they are based they are in a consumption based model today. And I think as the continues to evolve, we continue to think about is Peter mansion ways that we need to appropriately a Price and and allow our clients to consume these types of buffers. That's great. And then I was this wondering resent on on the on the theme of of continued modernization. 

发言人1   37:54
Can you give us some update in terms of um will work for software with regards to the integration along with um next year payroll? And how deeply are your penetrating workforce now with that? Yeah absolutely a comment on um work for software uh cleric global payroll and we can touch on more personal as well. 

发言人1   38:19
But I think you heard during the prepared reMarks uh the extension of ADP lyrick into uh, the global space. We we launched that into the countries that I listen in the prepared reMarks. That is kind of this global payroll offer with lyric word for software kind of in one ecosystem is exactly what that that's referencing. 

发言人1   38:38
So in terms of integration, the integration is done. It's there. It's uh, the workforce sweet is what we call IT now, uh, versus workforce software. 

发言人1   38:46
So WFSH, but that sweet is fully innovate across all of our platforms, inclusive a work force now. And we're really excited to take up to market um more specifically into our global space. And so that ecosystem ADP incredibly unique as you add also, of course, global service as a capability in all of that. 

发言人1   39:07
Ah so we see penetration uh, across the global space as that relates to workforce. Now uh, we continue to uh uh to see uh uh I go to market motion there that yielded good results with respect to uh the overall all time and uh time management system. A piece of that is the workforce sleep. 

发言人1   39:26
But we also have other offers in the midmarket for workforce now. So really excited about that entire space uh, for ADP. And time and labor management really being at front door, in front end uh to payroll and uh that extension to our clients workers. 

发言人1   39:40
So I think overall, we feel really solid about where we are with respect to the integration to go to market motion of workforce software. But all of IT now is really in that workforce sweet. And the overall time labor management, uh, strategy for atp, uh, has an offering across each of the segments. 

发言人1   40:00
It's great. Thank you. Thank you. Our next question comes from James faucit. 

发言人1   40:07
With Morgan stanly, your line is open. I've on its micon on time for James. thanks. We're taking our question. I wanted to ask about some of the PO trends in the quarter. 

发言人1   40:19
I think when I look at um the matrix on a two of x pass through and workers come basis, I think that grew about three percent in the quarter. I think there was down to six and two four. But you obviously had to pick up the average works at employee growth. 

发言人1   40:34
Like if if you sort of look at the revenue per works, I employ growth on that basis as I think I went from roughly you know plus for um to just under one some. Just curious if there's anything you can share in terms of what's potentially driving the reduction in the revenue per worksite employee in the quarter and what you're assuming, what respect Normalization in the metric in the guide? Thank you. 

发言人1   40:57
Excuse me, sure, Michael. Yeah, we don't actually disclose the workers come revenue. So I don't know you might be looking at the cost number that we disclose in the in the any release. 

发言人1   41:08
I quite recognized the numbers. What what I can tell you is we had a strong quarter in in PO. We did seven percent in total. We did four percent x year. Imagine pastures. 

发言人1   41:17
But I would draw your attention to um some call IT timing differences we had last fiscal with respect to and recognition of some state tax SUV related items that landed in q one verses in q two are the the relative compare in q one on talking on an excess imagine pastry basis uh was more difficult in q one and little easier in q two. I think of of my head, we did six percent growth in q one last year. XMPT, and we did three percent in q two. 

发言人1   41:45
So we expect that to to Normalize the underlying fundamentals. I think with with respect to the PO, um we were very, very strong. We were very pleased with um with how the business grew. 

发言人1   41:56
We were very pleased with where weight levels are still holding up. And and as you mentioned, work on employee growth up to accelerate a little bit. This is what we've seen in, in prior quarters on a sequences basis. 

发言人1   42:07
I think a good underlying story they would respect to the po. We did hold the guidance where IT is right now. There's still a lot to do. 

发言人1   42:15
And and you know we we will not see sort of where the sui tables come out with respect to um to you know it's a big part of our revenue in the third quarter. We won't see those until at the december, january time frame. So uh you know we've decided to hold, I guess, out of protons now with respect to the PO. 

发言人1   42:33
Guidance, but we did feel strong about the momentum in the acceleration in the momentum we saw in the underlying fundamental, particularly worksite employees driving revenue. But I don't really see a sort of a reduced um um sort of XZMPT revenue per worki employee in the court. I think there's something Normal is last year that might be compare a little bit funny between q one and q two. 

发言人1   42:59
Understand the top of Peter and Angela are follow up on the US space for control acceleration to two percent q one um and obviously raising the future assumption to to the high end what's driving that underline movement is or anything can share this in front how broad based IT is across customer sizes? Industry is acceptor? And then maybe perhaps like from a broader macro perspective, like do do you think we sort of transition from you know what what has previously and characterised as as a low, higher, low fire environment is something that's more like no higher no fires that too punitive. 

发言人1   43:34
They found what you're singing the data. Thank you guys. Yeah, on the later part, I would say no, I wouldn't agree that I think it's silly. A relatively low, higher low fire environment, as I mentioned in my prepared reMarks, that clients continuing to um the higher at a steady pace. 

发言人1   43:50
And when you look at sort of the overall macro factors, you know unemployment full point two percent would be the fed governor called that out is more lessons employment. It's not surprising in with GDP growth isn't what have you on a real, real basis. Not surprising really that, that hiring is continuing on at that city payout de. 

发言人1   44:09
I don't really think a lot has changed with respect to the industry verticals. Um we look at like ten to twelve industry vertical. It's really is obvious ly differences between some of the vertical that we ve seen strength in areas like trade and transportation, but also continued strength in health care and education uh as an example. 

发言人1   44:26
Uh, also financial services continues to to show some resilience. We have seen a little bit of little bit of soft ending in places like leisure and hospitality. But generally speaking, i'm talking about pretty small movements between um in terms what's striping the strengths is the relative weakness within the vertical set. 

发言人1   44:45
Um so net summary, it's pretty bored broadways across industry verdicts, pretty consistent, steady again. The the layoff numbers are irony you know multi lows and the hiring um volumes on a on a gross spaces continue to come in in the city pace. So we feel pretty solid about the the one percent growth is what we delivered in q two, q three and q four last year. 

发言人1   45:08
And obviously on my fully basis on average. Um we like as I mentioned earlier, attention you know the first quarter compare with a little easier because of the soft q one last year, but um which is sort of what manifested the two percent. But we feel like one around one percent is a very solid guide. 

发言人1   45:24
And what we are think is a continued healthy hiring environment will be at at a steady pace. Thank you, Peter. Thank you. 

发言人1   45:35
Our next question comes from jail levin with td. Calvin, your line is open. Thank you. So sorry, I wanted to talk about the WI, C acceleration, one key, which was good to see. I know you called that little bit uptake and pace per control there. 

发言人1   45:49
Just curious, did retention or new client sales also contribute to that acceleration? Can I get any updated thoughts across both retention and new client sales over the rest of year will be helpful here. Good morning, jd. 

发言人1   46:02
Um so with respect to PR baseball control, there was good to see um you know another slight uptake. We had a slight uptake in to four last year on a sequent al basis. This was another uptake again. 

发言人1   46:14
Um I would clarify PR facebook control is still lagging ES facebook control in terms of percentage numbers. But but again is so I think pretty solid and and pretty healthy in terms of like what's driving IT. Um I think it's the momentum in the business we mentioned last quarter. 

发言人1   46:32
You know we will plead with the way the bookings went last year with respective P. O. We had a very good retention quarter. And you know the first quarter is not particularly meaningful in terms of either bookings or attention for the PO. 

发言人1   46:46
But the momentum coming into the year, I think, can certainly help drive a drive that PO pays the control number up along with a little bit of as sorry, the works on employee number up as well as a little bit of live from um from PP. C. But I view that more I view the sort of the uptake in WS. 

发言人1   47:03
More coming from um what we call the next new business bookings with less client losses, with a little bit of help from ppc and then the found, I ve going to disappoint the questions on the margin guide and update yourself. You just seem like you have them out performance in one q just given prior caden's commentary. And then also now you have the floor extended strategy upside, but you did a firm here because anything to call out in terms of conservatives incremental investments in terms of why you still held that um margin guide a flat first of the prior guy. 

发言人1   47:36
Yeah, I think it's still you early in the year, we were very aced with the first quarter um results, as we mentioned in the prime and the prepared reMarks came in stronger than we then we expected. So we were happy with that. We would be happy, obviously, if that would to continue and and perhaps as an opportunity to out before before I wouldn't call that out there. 

发言人1   47:54
Now we as I mentioned earlier, to um to one of the questions we do have um you know a number of investments we want to make in the business was very thoughtful. We try to be very thoughtful about our capital allocation model and continue continuing, excuse me, to invest in the business for future growth as well as to deliver outcomes to to shareholders in the present. We feel like our um imagine mix um is achieving that baLance with this with this guidance. 

发言人1   48:20
Again, happy to lift the the EPS. Growth on the back of um of stronger revenues. And we haven't spoken as much yet about about revenues in the call, but I feel like there is some real call underlying strength in revenues um IT is for up uptake, but there is also uh effects headwinds that the increased verses our prior guide guidance, which is partially offsetting that float up take. 

发言人1   48:43
And it's really the core underlying revenues is helping drives but revenue growth um lift but as well as earnings per share um in the up taking earnings per share that we shared and we feel like imagine mix for now at least is is the right uh the right way to allocate our capital between investing in future success and future growth as well as delivering to uh the shawl ders in the present. Thank you. Thank you. 

发言人1   49:11
Our next question comes from some samana with jeffrey. Your line is open. Hi, good morning. Thank you for taking my questions. First of just on uh, the zone and and kind of the broad division of that I know that you guys are seeing, I think you mentioned that is now to ploy ed sixty percent. 

发言人1   49:31
How do we see that I get to one hundred percent like what if what's the time line there look like and and how much leverage you think you can potentially drive rather that measure in terms of productivity on the same side or blowing lowering costs to serve on the service side? Just how how should we think about that in terms of us? We're at one hundred percent adoption and at one power. 

发言人1   49:52
Yeah thanks so much. I'll start by talking about kind of the zone and um unpacking a little bit about our strategy there across uh as not change the sale side as well as the service side. And then you know, Peter, if you want to come and a little bit about how we're kind of seeing IT into the the financials and the the productivity list that we anticipate, I think in first foremost, uh, were really, really, really proud and uh, pleased to see how far we've come with a zone. 

发言人1   50:17
And so we spent AA bit of the fourth quarter uh, earnings call on the sales zone, which is where we've have the the zone deployed the longest. And just remind everybody, the zone is proprietary system that we've created to really infuse AI into our sellers as well as our service organization to yell exactly what you're suggesting smart, which is eventually productivity. But it's really about removing friction. 

发言人1   50:42
It's really about making IT easier for clients, uh, to engage with us. And you know i'm really pleased to to again kind of reiterate what we talked about in the fourth quarter, which is the progress we've made in sales. Uh, at that time, I think we talked about um almost call IT half of ourselves uh having the sales so broadly deployed. 

发言人1   51:03
Uh were optimistic that by the end of this fiscal year, we will have a hundred percent of our sellers uh across north amErica uh deployed on the cell zone and you may remember that we talked about, you know, record SP. uh. It's hard to design and unpack all the things that contribute to that, but certainly our tax sac, our modern solar approach and the cell zone being a big component of that uh was a contributor none's. 

发言人1   51:30
And that ability to serve up the right lead to the right cell er at the right time, the ability to provide knowledge uh to on board associate faster, the ability for coaching. You know these are all incredible things that the sale zone is yielding. And again, terms of adoption, uh, we expect that to be broadly deployed across our us sellers. 

发言人1   51:50
But over the year, in terms of the service service zone, uh, Peter spoke to that in the prepared reMarks. Uh, we have now deployed across sixty percent of our service organization. That was forty eight percent. So that gives you kind of the clip by which we're executing. Uh, as I always say, we're not ever going fast enough for my liking. 

发言人1   52:09
But we are also making sure that we're incredibly thoughtful as we deploy these tools across our ecosystem to ensure that, you know, we continue to make the progress not just on productivity, but also on service capabilities uh and experience uh and that commitment that we have to our clients. So we continue to to make uh, significant progress on both the sale zone as well. The service zone IT seems of how that showing up in the financial. 

发言人1   52:35
I think Peter made a couple of commons are in line with that during the prepared reMarks. I'll let him such base on that. Yeah, I may just quickly smart. I think when IT comes to sales, it's really about sales force effectiveness as opposed to you know some sort of cost efficiency play, really trying to make our sellers and equip our sellers um in the the best possible way to to change the right opportunities to maximize their chances, success and to win the deals. 

发言人1   53:01
Really the the net summary, if you like, up the the south force zone opportunity, sorry, the souza opportunity when IT comes to when IT comes to the service zone, I would I would call IT sort of you know dual approach in terms of lifting line experience is not purely all about productivity and and sort imagine type type initiatives. It's really about enhancing the client experience, reducing and removing in need potential friction areas in the process, making life easier for our clients but also making life easier for our associates. Um and you know again, best equip ping them so that they can um we we can properly face them off, if you like, against the volume of work coming from the client base and hope to efficiency there. 

发言人1   53:42
So you know I mentioned the example in the in the downed and necessarily attribute entirety of IT to design. Its a combination, as I said in my comes around some of the AADP assist uh AI functionality with deploying through the product as well as the AI functionality that were deploying through the own to the, to the service. Rape on outside of the, on outside of the, the, the, the situation said to speak um but all of that is again on the service side. 

发言人1   54:09
Design to improve core experience and also increase sufficiency and helps drive Operating productivity, which ultimately manifests in them in in imagine and also um freeing up dollars for for investment and further growth. great. Maybe just one quick follow up on the bookings. Appreciate that you in any given period, I can vance, around especially even strong and fork on the global side. But just can you help this thing through what you're assuming um and on the ES. 

发言人1   54:40
Pokings for the rest of the year? And as a result or maybe just the shape of IT, are you that kind of got back to Normal levels? And I yes, where would that put you in terms of tracking closer to the four of the seven? Thank you so much. 

发言人1   54:54
Yeah fair. Uh, the first informal, we are holding the the guy at four to seven. We do give a full year guy, not quarter guides and quarterly commentary necessarily outside. 

发言人1   55:02
I was just kind of what we're seeing in terms of the backdrop. I would say the the backdrop is largely constructive. Pipelines feel solid. Uh, they support that four to seven uh, grows that I think we all are aware that we're incredibly back half loaded as IT relates to from a planning perspective, always that kind of how how the rythm works. Q three is always incredibly big for us. 

发言人1   55:24
A because of that january one calendar start that so many uh, looked toward as a relates to kind of what IT is that HCM provides. And then certainly, we drive an incredible volume ourselves in our own iran, which is in that fourth quarter. So those two things combined make the back up of the year significant for us. 

发言人1   55:44
And of the back hf of the year, it's really the fourth quarter. So I would say, you know, we feel confident based on kind of market conditions as well as pipelines that the four to seven is an appropriate guide. Thank you. 

发言人1   55:59
Our next question come from Jacobs Smith with guangdong securities. Your line is open. A good morning. Thanks for your taking my questions. Where in the first of last year, you highlighted a number of largely organs and a significant fiant global payroll deal. 

发言人1   56:15
We are no enterprise implementations take time, but II think we're starting to get closer to seeing that broader momentum translate into revenue growth, uh, which would be impressive given the scale of the ES. business. Can you just talk about how go by timing is, is shaping expectations for the rest of year when IT looks like yes, group should step up a little bit? Yeah, fair. 

发言人1   56:39
And thank you. Jacobi know I know you enjoy learning a lot about lauric, and I really appreciate your are your questions around just the momentum and that's exactly what I would suggest that IT is a we are we have significant moment m in the market out at HR. tech. As you know, uh, lyrical was a shining star as IT relates to the overall HR community, receptivity. Ah IT is the first product we've been working and building this product for quite some time. 

发言人1   57:07
And this is the first product that's really person base that is leaning into the opportunity of how companies are designed today and how they manage their workforces, not just on a dynamic teams perspective, which is what we've been talking about for the last decade or so, but not really in the adam of new globalization and with AI and changing the complexity of work. This is a very unique offer that addresses really that up market global space. So uh, in terms of implementation, we continue to advance our progress on weeks. 

发言人1   57:38
To start with seeing tremendous momentum year on year. You mentioned last year the winds that we talked about, the starts. Uh, I would suggest to you that we are making significant progress on bringing clients on board at a faster clip. Uh, then you know we were perhaps a year ago, uh and we you know continue to uh to fill the pipeline uh, with the the receptivity that we're seeing in the market of this offer really meeting the needs of today's buyer. 

发言人1   58:04
So I would say pipelines are strong and we continue to on board faster today than when we were a year ago in terms of when they will actually translate into the rather know that Peter speak to that, just the dance point. Uh, jack, you're right. Like the we sold well through at last year. 

发言人1   58:20
So we have business going light throughout this year. Um the strong finish area was talking about is more of the backend ded revenue story with respected you know if twenty seven those deals coming alive will likely at the end of FY twenty seven, some of the larger ones even perhaps into into twenty eight. But with supplementing that some of the revenue strengths that, like I said, the underlying core revenue strength I was talking about, you know in the proper reMarks, is supplementing a true you strong starting bookings in faster to revenue offerings like retirement services and insurance services. 

发言人1   58:52
So again, some of the underlying core revenue strength that that we felt um former to help drive the the lifting the ES revenue guide and the overall revenue guide, not withstanding the the FX. So the headwind that I was talking about and obviously the float contribution as well. So all in all, I think backlog conversion is going well. 

发言人1   59:11
We we would expect some of that strong finished in the enterprise space to land later IT in this fiscal year early and for twenty eight, but good bookings momentum in areas that are fasted to revenue, like retirement, like insurance, like some of the smaller end of the ES, HRO businesses and the offerings, and they are certain ly helping drive the revenue grow throughout, if one twenty seven as well. great. Really appreciate colonia. 

发言人1   59:41
Thank you. This concluded to a question as a portion for today. I'm pleased to hand the program over to mario black for close reMarks. 

发言人1   59:49
Thanks the hell. I appreciated. And I appreciate everyone joining us today and taking an opportunity to hear directly from us with respect to everything that we think about. 

发言人1   59:58
I can tell you, I wake up every single morning thinking about our clients, uh, thinking about the world of work. How is evolving? Work is one of the most important parts of the world. 

发言人1   01:00:09
Candidate is the most important part of people's lives outside of their families. It's their craft. It's their purpose. 

发言人1   01:00:15
How work is organized, how is compensated, how IT evolves at this juncture alongside technology, these are questions that ADP. S. Wake up every single day thinking about and every single day answering for our questions. And we take them incredibly seriously. We build IT with responsibility in mind. 

发言人1   01:00:33
We build IT with our clients in mind, and we're super proud h to play such an international role in shaping the future of work that keeps people, uh, their livelihoods, their dignity, their potential and their families at the center of this world. So thank you very much for the time today. Thank you for participation, and you may now disconnect. Good day. 
