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发言总结
发言人1
他首先强调了Facebook控制部分对整体现代工具现代化的影响相对较小，但同时提到了AI和新产品的积极影响，强调了这些更新对市场的潜力。他们还讨论了IT领域中大约50个处于一般可用状态的代理对内部和产品产生的积极影响，并强调了采取基于价值的定价策略的重要性，以确保经济价值的公平分享。

他进一步讨论了公司在不同市场领域的业务表现，包括小型企业、退休服务和保险服务的优势，以及公司在技术和服务方面的结构性优势。他们也谈及了工作场所效率、PO趋势和宏观经济影响，以及公司如何应对这些挑战。

在技术进步方面，他提到了“区域”计划的进展，旨在通过引入人工智能到销售和客户服务中来提高效率和客户体验。他们对当前市场条件和管道状况持乐观态度，并强调公司有信心实现四个到七个的增长目标，尽管面临一些挑战如汇率波动。

他还介绍了ADPS的五大结构性优势，包括行业领先的数据、品牌信任和负责任的AI方法、信任的服务模型、全球规模和广泛的客户基础，以及深厚的行业专业知识。他们还讨论了与PNC银行合作推出的新服务，以进一步强化公司的优势。

最后，他概述了对公司下一财年的预期，包括营收增长和EBIT利润率扩张，强调了公司致力于通过其产品和服务促进工作场所的积极变革，以及对塑造未来工作未来的深切关注。

问答回顾
发言人1 问：What are the key structural advantages that make ADP well-positioned in the market?
发言人1 答：The key structural advantages that make ADP well-positioned in the market include their industry leading data, brand trust and responsible approach to AI, an intelligent foundation that powers AI capabilities at scale with built-in security, privacy, and compliance, extensive global workforce data platform, and a trusted service model.

发言人1 问：How is ADP using its data to enhance its services and what are some examples of its AI integration?
发言人1 答：ADP is using its comprehensive data to enhance services and integrate AI, such as with ADP assist which has expanded from early adoption to broad use and is now deeply embedded in workflows, driving measurable impact. Other examples include the introduction of an AI-powered recruiting agent that has led to a 75% reduction in interview-related time spent and significant time savings after hours.

发言人1 问：What outcomes have been achieved with the recently launched recruiting AI interviewer?
发言人1 答：The outcomes achieved with the recruiting AI interviewer include a 75% reduction in interview-related time spent, over half of those interviews being captured after hours to ensure no candidate is overlooked, and high satisfaction scores from candidates.

发言人1 问：How is ADP expanding its services across Europe and what does this mean for clients?
发言人1 答：ADP is expanding its services across key European markets, making its HCM solutions available to companies in the United Kingdom, France, Germany, and the Netherlands. This expansion helps businesses manage people across countries with features that comply with local payroll, labor law, tax, and data privacy requirements.

发言人1 问：What role do ADP's partnerships play in offering services to clients?
发言人1 答：ADP's partnerships play a critical role in offering services to clients by bridging the final mile and creating a consistent local experience. These partnerships combine on-the-ground local knowledge and specialized expertise with ADP technology to deliver solutions that meet clients' needs directly, supporting clients globally and especially small businesses.

发言人1 问：What value does ADP's deep domain expertise bring to its clients and how is it applied in practical scenarios?
发言人1 答：ADP's deep domain expertise helps clients stay ahead by addressing complex compliance challenges that AI cannot replicate. For example, ADP's health compliance manage services offering helped a longstanding client transition to ATP compliance specialists, reducing risk exposure and establishing a more reliable and scalable compliance model.

发言人1 问：What is the significance of judgment, trust, and accountability in ADP's approach to compliance?
发言人1 答：Judgment, trust, and accountability are significant in ADP's approach to compliance because they are required for making decisions about people's livelihoods, which involve complex situations that no process can fully anticipate. ADP focuses on enhancing consequential moments for clients, rather than just treating them as problems.

发言人1 问：What were the financial results for the first quarter reported by the company?
发言人1 答：The company reported strong first quarter results, including six percent revenue growth, 130 basis points of adjusted if IT imagine expansion, and 13 percent adjusted EP growth. These results exceeded expectations for the quarter.

发言人1 问：How is the company progressing with its AI transformation efforts?
发言人1 答：The company continues to make strong progress with its AI transformation across products and is simultaneously meeting financial objectives. The proprietary AI and fused service platform is transforming operations, with 48 percent of the overall service population using it as of the last update, and 60 percent growth from the previous action quarter.

发言人1 问：What improvements were observed in the company's operational productivity levels?
发言人1 答：Operational productivity levels improved with a further seven percent reduction in context declined handled by the service team on a year-over-year basis in the first quarter of fiscal 2027. This is in addition to an eight percent reduction observed across the full year of physical 2026.

发言人1 问：How is the company's client funds interest revenue performing?
发言人1 答：The client funds interest revenue increased by 15 percent in the third quarter, exceeding expectations, mainly due to stronger average client funds balances growth. The company has now raised its outlook for average client funds balances growth to four to five percent for fiscal 2027. The revenue forecast for fiscal 2027 has been increased by $50 million to a range of $1.59 billion to $1.61 billion dollars.

发言人1 问：What is the updated forecast for fiscal 2027 employer services revenue growth?
发言人1 答：The company has increased its forecast for fiscal 2027 employer services revenue growth to about six percent. This forecast includes an expected headwind from foreign exchange effects of about 0.5 percentage points in fiscal 2027, compared to a tailwind of 1.1 percentage points in fiscal 2026.

发言人1 问：What is the projected growth rate for total peer revenues in fiscal 2027?
发言人1 答：The projected growth rate for total peer revenues in fiscal 2027 is five percent to seven percent. The revenue growth excluding the impact of imaging pass rules is expected to be three percent to five percent, and average worksite employees are expected to grow by about two percent.

发言人1 问：What is the updated forecast for fiscal 2027 adjusted EBS growth?
发言人1 答：The updated forecast for fiscal 2027 adjusted EBS growth is 10 percent to 12 percent, supported by share repurchase activities.

发言人1 问：What is the company's strategy with respect to investment in AI, products, people, and capabilities?
发言人1 答：The company's strategy includes continued investment in AI transformation, product investments across the portfolio, cloud infrastructure scaling, and global offerings. The company is also focusing on productivity improvements and utilizing float to drive efficiency and profitability. Investments are being made to ensure sustainable revenue growth, margin expansion, and shareholder returns over time.

发言人1 问：What was the impact of the PNC deal on the company's first quarter results?
发言人1 答：The PNC deal was a significant win for the company, with ADP's payroll being embedded into PNC's digital banking platform. This win extends the reach of the company's embedded strategy and allows for the delivery of the entire ADP ecosystem to PNC's customers, including tax solutions, insurance services, and retirement services. It is considered a big piece of the company's strategic priorities and is expected to contribute to future growth.

发言人1 问：What is the philosophy behind the modernization of new tools and how are they embedded in guidance?
发言人1 答：The speaker mentioned an excitement to talk about IT and the modernization of new tools. However, the specifics of the philosophy and how these new tools are embedded in guidance were not detailed in the provided text.

发言人1 问：Can you describe the progress and impact of the new AI agents that are in general availability?
发言人1 答：The speaker mentioned that they have about fifty agents in general availability, characterizing several of them as true middle movers. They highlighted the impact these agents are making across the portfolio, including internally and within products such as the interviewer agents and the assisted reporting agents which provide fast and simple answers for HR and payroll questions.

发言人1 问：How are new agents sequenced and what is the focus when considering which agents to target for monetization?
发言人1 答：The new agents are sequenced to solve real challenges in the market for HCM (Human Capital Management) for clients, which is expected to drive measurable outcomes. These outcomes are starting to translate into the company's overall financial algorithm.

发言人1 问：What is the company's approach to pricing and monetization for new incremental functionality provided by AI?
发言人1 答：The company's approach to pricing and monetization is value-based, ensuring that ADP captures its fair share of the economic value created. The method of monetization depends on the situation, whether it is through new line items on invoices, add-ons, or enhancements to existing functionality. The company has multiple pricing methods including seat-based pricing, employee-based pricing, and consumption-based pricing. They focus on ensuring fair economics for both ADP and the client.

发言人1 问：How does the company manage the monetization strategy for different businesses, such as small businesses versus larger businesses?
发言人1 答：The speaker mentioned that the company's strength lies in retirement services and insurance services, particularly for small businesses. They discuss the unique value proposition of their HR outsourcing and compliance solutions offerings, which cater to small businesses and help navigate the ecosystem. The company has seen small businesses engaging with their ecosystem, using specific offerings to solve particular needs or advancing product innovation.

发言人1 问：Can you provide details on the company's approach to transparent pricing for their new tools?
发言人1 答：The company's approach to transparent pricing for new tools is based on providing clients with certainty regarding pricing. Consumption-based pricing is used more in compliance and data solution offerings, such as API central, and is a more transparent pricing model. However, for core system of record platforms like Lyric, the traditional seat-based model is used. The company aims to provide pricing that is predictable and does not give surprises.

发言人1 问：What is the purpose of API central and what new feature was recently added?
发言人1 答：API central was launched to allow non-technical integration of services for clients, and recently, the Model Context Protocol (MCP) has been added to the platform. MCP is a language used by agents to manage the flow of information in a autonomous manner.

发言人1 问：What is the relationship between workforce software and global payroll?
发言人1 答：Workforce Software (WFSH) is fully integrated across all ADP platforms, including global payroll. The global payroll offering with Workforce Now is an ecosystem that integrates these offerings into one.

发言人1 问：What is the projected growth and integration of ADP in the global space?
发言人1 答：ADP's global payroll offering has been extended into the global space and the integration with workforce software is already done. The company continues to see good results with time and attendance management systems, which are part of the workforce software.

发言人1 问：What is the impact of seasonality on revenue per worksite employee?
发言人1 答：Revenue per worksite employee can be affected by seasonality, as there was a timing difference with state tax SUV items in the last fiscal year. The comparison in the first quarter of the current year was more difficult than in the second quarter. The company expects normalization of underlying fundamentals and growth in the number of worksite employees driving revenue.

发言人1 问：What is the expectation for the remainder of the fiscal year in terms of revenue growth and underlying fundamentals?
发言人1 答：The company had a strong quarter with a 7% growth in professional services and 4% year-over-year growth. They expect normalization of the underlying fundamentals, strong growth, and the continuation of solid work levels with an acceleration in momentum, particularly in worksite employees driving revenue.

发言人1 问：How broad-based is the growth across customer sizes and industry sectors?
发言人1 答：The growth is broad-based across customer sizes and industry sectors, with strength in various areas like trade and transportation, healthcare and education, and financial services. There has been some softness in places like leisure and hospitality, but generally speaking, industry verticals have seen pretty small movements.

发言人1 问：What does the company expect for the upcoming fiscal year in terms of growth and hiring environment?
发言人1 答：The company expects to deliver solid guidance with a focus on continued healthy hiring and a steady pace of growth. They anticipate one around one percent growth, feeling solid about the one percent growth delivered in the previous fiscal year and the likelihood of maintaining a healthy hiring environment.

发言人1 问：What factors contributed to the revenue acceleration in the first quarter?
发言人1 答：The revenue acceleration in the first quarter was attributed to an uptick in PR baseball control and solid momentum from the business mentioned in the last quarter. There was also a good retention quarter, with the first quarter not being particularly meaningful for bookings or pipeline. However, the momentum from the previous quarter helped drive the PR baseball control number and employee count up, along with some benefit from PPCC and the found.

发言人1 问：What is the status of PR baseball control and its comparison with ES Facebook control?
发言人1 答：PR baseball control showed a slight uptake and was lagging behind ES Facebook control in terms of percentage numbers. However, it was considered solid and healthy, reflecting the momentum in the business as mentioned in the last quarter.

发言人1 问：How is the momentum in business bookings for the current year?
发言人1 答：The momentum from the bookings going into the year is expected to help drive up the PR baseball control number, along with an increase in employee numbers and some benefit from PPCC. Additionally, there was a focus on new business bookings with less client losses, contributing to the overall revenue growth.

发言人1 问：What is the impact of the PR baseball control number on employee count and overall business performance?
发言人1 答：The PR baseball control number is expected to drive up the employee count, as well as contribute positively to the business performance. The net new business bookings with less client losses, along with support from PPCC, were anticipated to impact the overall performance.

发言人1 问：What investments is the company making in the business, and how does it plan to allocate capital?
发言人1 答：The company is making investments in the business in a very thoughtful manner, focusing on its capital allocation model to continue investing in the business for future growth while also delivering outcomes to shareholders in the present. The investments align with the guidance provided and aim to achieve a balance between investing in future success and growth and returning value to shareholders.

发言人1 问：What is the company's strategy regarding the zones deployment and its impact on sales and service productivity?
发言人1 答：The company's strategy is to deploy its proprietary system, the zone, across sales and service operations to infuse AI into both areas, removing friction and making it easier for clients to engage with the company. The deployment across sales is expected to be completed by the end of the fiscal year, and it is anticipated to yield benefits such as serving up the right leads at the right time, faster onboarding of associates, and enhanced coaching. In the service zone, the deployment is currently at 60%, and the company is focused on ensuring thoughtful execution across the ecosystem to improve productivity and service capabilities, which will enhance the client experience.

发言人1 问：How is the adoption of the sales zone and service zone progressing?
发言人1 答：The adoption of the sales zone is progressing with the optimistic projection that by the end of the fiscal year, 100% of sellers across North America will be using the sales zone. The service zone deployment is at 60%, significantly contributing to productivity and service enhancements. The company is focused on executing these deployments thoughtfully to improve service capabilities and the client experience.

发言人1 问：What is the anticipated impact of the deployment of the zone on sales force effectiveness and service productivity?
发言人1 答：The deployment of the zone is anticipated to improve sales force effectiveness by equipping sellers with the best possible tools to maximize their chances of success and close deals. For service productivity, the company is adopting a dual approach that not only focuses on enhancing the client experience but also on removing friction and making life easier for clients and associates. This initiative is expected to drive operating productivity and improve the client and associate experience.

发言人1 问：What does the company expect from the bookings in the remainder of the year and the shape of the revenue growth?
发言人1 答：The company expects bookings in the remainder of the year to align with the guidance provided, which ranges from 4% to 7%. The company is confident in the market conditions and the strength of the pipeline, which supports the growth guidance. The back half of the year is significantly loaded due to the timing of the calendar year-end and strong demand in the fourth quarter. However, the company is confident that the guidance provided reflects the appropriate expectations for the remainder of the year.

