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Agenda

8:30 a.m. Welcome Sara Grilliot
Strategic Focus Carlos Rodriguez
Market Perspective Joe Timko
Investment in Innovation: Product Strategy Don Weinstein and Roberto Masiero
Question and Answer Session #1
9:45 a.m. Break and Product Demonstrations
HCM Beyond Software: Knowledge and Expertise Anish Rajparia, Mark Benjamin and Maria Black
Worldwide Distribution Ed Flynn
Financial Perspective Jan Siegmund
Question and Answer Session #2
11:50 a.m. Closing Remarks Carlos Rodriguez

12:00 p.m.

Product Demonstrations
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Forward Looking
Statements

This document and other written or oral statements made from time to time by ADP may contain “forward-looking statements” within the
meaning of the Private Securities Litigation Reform Act of 1995. Statements that are not historical in nature and which may be identified by
the use of words like “expects,” “assumes,” “projects,” “anticipates,” “estimates,” “we believe,” “could” and other words of similar meaning,
are forward-looking statements. These statements are based on management’s expectations and assumptions and are subject to risks and
uncertainties that may cause actual results to differ materially from those expressed. Factors that could cause actual results to differ
materially from those contemplated by the forward-looking statements include: ADP's success in obtaining, retaining and selling additional
services to clients; the pricing of products and services; changes in, or interpretations of, existing legislation or regulations, or compliance
with new legislation or regulations; overall market, political and economic conditions, including interest rate and foreign currency trends;
competitive conditions; our ability to maintain our current credit rating and the impact on our funding costs and profitability; vulnerability to
security breaches, fraudulent acts, and system interruptions and failures; employment and wage levels; changes in technology; availability
of skilled technical associates; and the impact of new acquisitions and divestitures. ADP disclaims any obligation to update any forward-
looking statements, whether as a result of new information, future events or otherwise. These risks and uncertainties, along with the risk
factors discussed under “Item 1A. - Risk Factors” in our Annual Report on Form 10-K for the fiscal year ended June 30, 2014 should be
considered in evaluating any forward-looking statements contained herein.
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Please Note

Slide presentation and speaker information: investors.adp.com

Product demo availability:
+ During the break
+ After program until 12:30 pm

Two Q&A sessions
+ One mid-way through program
+ One at the end of the program
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We focus on our clients’ biggest investment,

challenge and opportunity — their people.




We focus on our clients’ biggest investment,
challenge and opportunity — their people.

From To
Recruitment Retirement




We focus on our clients’ biggest investment,
challenge and opportunity — their people.

Technology Innovation

W
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ADP Innovation Lab Mobile




We focus on our clients’ biggest investment,

challenge and opportunity — their people.

Service

Technology Innovation

®| ¢

Compliance Insights




We are ALL IN
on HCM

Leverage our global presence to
offer clients HCM solutions
where they do business

Grow a complete suite of
cloud-based HCM solutions

Simplify Innovate




Clients Are
Responding

Number of Clients in the Cloud Number of Mobile Users Client Revenue Retention

490K 4M 91.4%
e

2012 Today 2012 FY 2014



The Strategy
Is Working

Revenue Earnings Per Share
5 Cash returned to
+ /7% +5% shareholders
Annual Growth Annual Growth

(reflecting interest

$10.3B rate pressure) $2.58 $4 . 4 B

$2.34* FY 2012 - FY 2014
$8.9B
Total Shareholder
Return (TSR)
+111%

Since beginning FY 2012
FY12 FY14 FY12 FY14 (+23% annualized)

*Fiscal 2012 diluted earnings per share excludes a $66 million pretax gain on sale of assets relating to a third-party expense management platform ($41 million after tax, $0.08 per share) recorded in the second quarter of fiscal 2012



Takeaways
What you will hear today

Attractive market dynamics

Investing to remain competitive and grow
Scale and assets to meet market needs
Goal: Top quartile Total Shareholder Return




Market
Perspective

+ Joe Timko
Chief Strategy Officer -

March 3, 2015
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Basis of
Competition

Technology changing how HCM solution elements
B2B and B2C client increasingly integrated,
experience is delivered, whether from the same
seamless experience vendor or not

expected

Healthcare Reform in
US opens up
opportunities in
ADP’s familiar arena
of compliance

Infusion of investment into HCM and large-scale M&A over the past 5 years
(44% CAGR in VC/PE investment in HCM since 2010)




Evolving workforce dynamics
require new approaches to HCM

69+ 69-51 30-11

Silent Generation Baby Boomers Gen X Gen Y / Millennials
50%
38% 3204
0
2904, 25%
| —

2010 2020 2010 2020 2010 2020 2010 2020

e Collaboration

e Trust * Inclusion

Values

Technology

« Challenged » Adopting

Communication

 Formal, Written * As Needed, In-
person

 Constant,
Personalized, Text




ADP Research Institute:
Clients becoming more global

11% Q
o 4% Over the next 1-2 years, what do
Increase From 2013 =
you expect will happen to the
2_6% 63% number of employees your
et “Will Increase” company/organization has
working outside your world
headquarters country?




ADP is the market |leader
among many diversified
competitors

Most complete HCM
suite of products and
services

Broadest market
coverage, both
geographic and client
segments

JE

Global Presence

£32

Single country

Range of Client Sizes

—

104 countries

£32

Single Employer
Size focus

Product Breadth

—

Solution for all
employer sizes

£3?

Best-of-breed
(e.g., Talent Management only)

Delivery Methods Supported

|
—

Fully Integrated
HCM

£3?

Software Software
only + Service

|
—

Software

+ Service + HRBPO
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HCM market is large and growing,
and we are gaining share

Global HCM, $ US HCM, clients
2014, $ CAGR, 2012-2014 2014, clients CAGR, 2012-2014
~ $110B ~ 6M

} Market +6% Market

~ $10B

P ADP  +7% - oov | L

Source: IDC, Nelson-Hall, Gartner, Everest, Bersin, Cerulli and Associates, Census Bureau, BLS, ADP National Employment Report, competitor filings, ADP internal data and analysis




Highly focused strategy designed to
remain competitive and sustain growth

Leverage our global presence to
offer clients HCM solutions
where they do business

Strategic Pillars



HCM Product

Don Weinstein
SVP, Product Management

Roberto Masiero
SVP, Innovation

March 3, 2015
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Gaining Momentum with:

Our HCM Portfolio

-

HCM Small Market & HCM Mid-Market - HCM Large Market HCM Global Market

Clients /

>200

Average client size /

~4k employees

ADP Vantage HCMSM

Clients /

>55,000

Average client size /

~200 employees

ADP Workforce Now®

Clients /

>435,000

Average client size /

~1O employees

RUN powered by ADPSM

Optional Comprehensive HRBPO Services

Employees served /

>11M

Countries served /

104

ADP Multinational Solutions




HCM Small Market:
RUN powered by ADP

Marketplace Success
>435,000 Clients

Nearly completed EasyPay client
migration

New Client HCM Adoption

~20% of clients buy additional HR
modules

Grows to 40% for clients over 10
employees




HCM Mid Market:
ADP Workforce Now

Kumanu

Marketplace Success
>55,000 clients

Nearly completed PCPW client
migrations

New Client HCM Adoption
>70% of clients buy additional

Recent Job Postings

H C M m O d u | eS Z"Tlogmn:&Mamx;er llgf!\nlcglr:.l;l;.xger ‘T::‘::\:ucglNMg;\‘.)ger ob opemngs
. Jon . o532 4 JOM —
> 5 O % Of C I I e n tS b uy 3 O r m O re rogram Manager hnical Lea Technical Lead -
vo, L, US Paris, TX, Ut Parls, TX, US

- - /._.,i ~
HCM modules B S e e \/}




Fitl a Poaltion

HCM Large Market:
ADP Vantage HCM

Marketplace Success
200+ clients sold
Number of live clients nearly doubled YoY
Average new client size ~4,500 )
Gearing up for client migrations Psitlas o
New Client HCM Adoption
All clients have additional HCM modules
HR: ~100%
Time: 75%
Benefits: 70%
Talent: 65%




N THGEREEEERREWG
1 T R T WREEAES ©
W G I3 I N D M

gu Hours of Sery Tnngs

CFO Scorecard

Home Page

Employee Profile

ADP Health Compliance:




HCM Global Market:
Multinational Solutions

Marketplace Success
>11M global employees paid
Global payroll in 104 countries

Available services covering
99% of all employees of
multinational companies

Extending reach with
partner networks and
in-country solutions




ADP SaaS

7

thousand R
logins a second§ / &

thousand million . million
cloud clients active users §§ logins a day

7




A new way
of doing things

.
. )
f ,
¢ ' —

Design-driven culture
Lean UX and user-centric methodology
In-house research center

Open innovation and collaboration



Asking different questions. Delivering different results.

Designers Anthropologists Data Scientists Front End Cognitive Product
Architects Computing Engineers Owners



4,000, OOO



-

‘Top Ten
AppS!!

No SIm = 6:53 PM L

ADP Mobile -3

3:53 PM

2 Mobile

for Business
apps on iTu

Late/Absent

‘. (11

Retirement Spending Acct




UX/UI

Benefits

Health Compliance

Select Your Benefits

CFO Scorecard
Kate Sanchez

©iBg(m

You Have 7 Election ¢ 2,000
ons Remain Pt Working dowsttown, miking espresso
- . Croatve Tochnalogt
e sscheremad com
PAYS LU
Employee Composition Payroll Exfili=aess ~ ’ About Me
$1,750.00 N o& « 1 5pond tme o a fashion phatograpter, a syl

and  personal shopper. My new bilog o heathy
Cooking Is QUtting more papular evary day and fm

fonly cxcned 1o be working heee!

L« &3 H ¢N

Interests

Your Check - ocsatisal: B | Siils

Archewcre | BamgOS | Fim | SataOM0
_'” W‘

Eligibility

137%

274 of 2,000
ACA FTEs :

Bimmigle

)

Consumer Visual
grade

Intuitive Engaging Contextual




=
w

-

= Dashboard

You clocked out

$568.65

80



from O to product in 9 months

@CT DEC FEB APR AUG
2013 2013 2014 2014 2014
O v O v O v O )
first designer hired complete sketch of new visual de;lgn full app demo new open enrollment
language published launched

employee & @ MOTM

manager experience
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Analytics

= Attrition Review
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ADP Developer Community

LifeMart  Smeee e nuwe

g =

featured Anpe
B & =

+ ADP Developer Community

+ ADP Marketplace
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A New Paradigm

Data

creation
gathering
discovery

Information

presentation
organization

Knowledge

conversation
storytelling
integration

Wisdom

evaluation
interpretation
retrospection



Machine Learning

context

Intent

Learning from the
fact ?
to create

learn

Insight




= ADP Benchmarks

TURNOVER RATE \
/

Tomaner e .0,32% n 02015 @ 207% srce 04304

o
A,

O Oversl Tumover & O Vortry Tumover %
O iovehrtory Tuoaorw % O ADP Buntlorh

Avecagn Ennings s $0.00 012015, ©/$9,560.29 unce 04201

O Curet Ouate O ADP Berchout

AVERAGE EARNINGS 0 )

AVERAGE AGE ()

= Pay

Pay Breakdown

: O v,
18t 5tep to unlocking the
: 80 ‘ = 4 ndthedocunenmg%
’ £ make the most of
j .
~ o $1,750.00 I
Ot $487.38 ,
© cots $288.75 |
o $96.25 A
NEW HIRE TURNOVER
® $877.63
N Hre Tuovet Rate 18 0
g
TR Your Check Time Off
Vacation £
Apeil Al P
O ot . Da

?6””

Marketplace

New Experience

available today.
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HCM Beyond Software

Anish Rajparia e

President, Major Account Services & ADP Canada

Mark Benjamin -

President, Global Enterprise Solutions

Maria Black
President, ADP TotalSource

© 2015 ADP, LLC



ADP offers clients
Differentiated capabilities

across the HCM spectrum

ADP Key Differentiators

+ HR Knowledge & Insight

+ Global Compliance & Regulatory
Management Expertise

+ Industry-leading Solutions

“l am a multi-state employer. When
| have a new hire, how do | know
what state to pay the taxes to?”

“How do | efficiently
scale payroll, as we grow
across borders?”

“What are some of the best
practices for attracting &
retaining top talent?”

“What is the difference
between a 401(k) and
SIMPLE IRA?”

“Which employees
are ACA full-time and are eligible
for benefits coverage?”



Clients leverage ADP’s HCM
Knowledge and experience to
help build a better workforce

Evaluate client’s

Talent Management
processes to ensure alignment
with business goals

Helps clients optimize
Benefits Design &
Communications

Provides clients access to global

Compliance Information,

Best Practices on
Employee Management

Connects client’s

Benefits Strategy

to its decision tools to maximize
Employee Engagement

In-depth insights and best
practices that help clients

Recruit, Hire and Retain
Top Talent Globally

Help clients select a

Retirement Plan
that will attract / retain
the best talent

Acts as an extension of a client’s
HR department and provides

HR Expertise

Workforce Planning &
Optimization
based on historical trends / goals

Provides guidance in the selection of a
Workers’ Compensation &

Health Insurance
plan to suit a client’s business needs




ADP offers valuable expertise

Compliance & Regulatory Complexities

DOL violations found 70% of the time

33% of mid-size businesses had
unintended non-compliance fees

72% of large companies outsource
payroll for tax compliance

90%-+ of small / mid-size businesses rely
on professional advisors for compliance

<20% of mid / large-size companies are
extremely prepared to manage the
complexities of ACA

Burden of
Increasing
Regulation

1900

NLRA
COMMON LAW COMMON LAW

LMRA

FLS
IRS
FICA
NLRA
COMMON LAW

ADEA

FUTA
EPA
EEO
LMRA
FLS
IRS
FICA
NLRA
COMMON LAW

HIPAA
FMLA
ADA
WARN
EPPA
IRCA
COBRA
ERISA
HMO

MSHA
OSHA
ADEA
FUTA
EPA
EEO
LMRA
FLS
IRS
FICA
NLRA
COMMON LAW

TODAY

TAX RELIEF
ACT

ACA

HIRE

CHIPRA
ARRA
EO 13496
E013495
E019494
FMLA REGS
ADAA
LEDBETTER

HIPAA

FICA
NLRA

COMMON LAW

IMMIGRATION
REFORM
MFJIPA
WFFA
ICPCA

AFA
DACA
ENDA
TAX RELIEF
ACT

ACA

E013495
E019494
FMLA REGS
ADAA
LEDBETTER

HIPAA
FMLA
ADA

Z

COMMON LAW




ADP offers clients

v

N

Key ACA Pillars

Applicability Eligibility Regulatory Mgmt.

Integrated ACA Offering from ADP Provides Clients:

Compliance &

Regulatory Management Industry-leading Solutions

HR Knowledge & Insight



Broad global reach to meet

HR / PAYROLL / BENEFITS TALENT

GLOBAL COVERAGE

N\ &
\-¢

- T \
# Countrie
+ Language

TIME & LABOR MONEY MOVEMENT




Global compliance requires
Local Expertise

i“JeSocial



Multiple solution delivery models to meet

Client Needs

f/ —

Software

HCM Solutions

Software as a Service (SaaS)

HRBPO




Analyst Perspective: BPO leadership

Gartner Payroll BPO IDC HRBPO
Magic Quadrant 2014 Marketscape 2014

I CHALLENGERS I I LEADERS I
. ADP
ADP fica Leaders
A [
e NGA Human 1BM
o Ceridian R O
Paychex .’memz esources TCSO C Accenture |
SD worx Aon Hewitt
. . Infosys Ma]OI’
.CGI Sopra  Xerox
@ Serices 4 O Players
Aon Hewi X HR Servi
.HP (‘ ewitt WNSO erox ervices
Infosys
O |
L
'_
)
O
| o Contenders
x Symphony Human
T Resource Solutions
O
F 0 -
> =
s 5
= 3 .
o < Participants
< o
<
NICHE PLAYERS VISIONARIES o
COMPLETENESS OF VISION > STRATEGIES >
. _________________________________________________________________________________________________| _________________________________________________________________________________________________|

This graphic was published by Gartner, Inc. as part of a larger research document and should be evaluated in the context of the entire document. The Gartner document is available upon request from ADP. Gartner does not endorse any vendor, product or service depicted in its research publications, and
does not advise technology users to select only those vendors with the highest ratings. Gartner research publications consist of the opinions of Gartner's research organization and should not be construed as statements of fact. Gartner disclaims all warranties, expressed or implied, with respect to this
research, including any warranties of merchantability or fitness for a particular purpose.



ADP TotalSource

World-class HCM through a
turnkey, fully-outsourced model

The traditional employer model:

TotalSource PEO model:

Taxes

OSHA Audits Compliance EEOC
Payroll
SUI Mgmt.
Recruiting
Safety Workers’ Human & Training
Resources

LTD STD

Benefits
Admin

COBRA

5500
Filings

Testing

Sec. 125
FSA

Affordable
Care Act

Dental Health Vision

+ Outsources key HCM functions and capabilities
with a strategic, single-source provider

+ Delivered through integrated technology and
service and a co-employment arrangement

Payroll
SUI Mgmt.

Human
Resources

Benefits
Admin

Workers’
Comp

Technology

People

Life a

5500
Filings

Affordable
Care Act



ADP TotalSource

A compelling value

Strategic HR partnership

\and expertise

_____ Risk mitigation and
compliance support

_____Industry-leading tools
and technology

Administrative relief
and economies of scale

TotalSource
Value Proposition

Fortune 500®-caliber
benefits program

© 2015 ADP, LLC



ADP TotalSource
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Worldwide
Distribution

B = P LSl R
T e A e T I S e
& e s 5 T R >
T _:_ﬁﬂ':;# - = Rt T
> - e - Yt

EVP, Worldwide Sales and Marketing

March 3, 2015



World-class B2B sales

force in close ADP GLOBAL FOOTPRINT

proximity to the
market opportunity

(100+ COUNTRIES & GROWING)

21 59

COUNTRIES COUNTRIES COUNTRIES

5,500 PERSON SALES FORCE




A Track Record of Growth

While Improving Productivity

New Business Bookings ($B)

CAGR =10% o ~$1.6B E HOW We Deliver
$1.3B ' Consistent Growth

$1.2B

+ Headcount Growth
+ Productivity

+ New Products and
Offerings

FY12 FY13 FY14 FY15



Client-Focused
Sales Culture

Culture of accountability
and results

Deep HR domain
knowledge and data

Segment agnostic
sales approach

Client relationship deeper than
just software... paired with
service and collaboration as
client needs evolve

Increasingly diverse
sales force

Long history of successful
distribution evolution...
embracing new ideas

o 4



ADP Marketplace:

Embracing new distribution models to ——— Clients:

meet changing client demands * Self-service integration
« Simplified data access

» Extends value of ADP investment

Partner / Developer Community:
» Access to massive HCM marketplace

globoforce®™ )

« Simplified integration with ADP systems

* Enables partners and independent
developers to extend ADP service

£3?

» Create an ecosystem of integrated apps

eeeeeeeee pps

» Drive competitive advantage
* Reinvent industry

© 2015 ADP, LLC



Winning in the Marketplace:
ADP Continues to Execute

+ Reliable and trusted brand

+ True global coverage

+ Solutions for global businesses of all sizes

+ EXxciting technology and future roadmap

+ Industry leading money movement capability

+ Adaptable: we do business with clients the
way they want to do business with us




Financial Perspective

Jan Siegmund
Chief Financial Officer

'——_z‘
—————__

March? 2015 -
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ALL IN on HCM:

Robust Revenue
and Earnings Model

Strong Cash Flow

Solid Balance Sheet

Fully focused on HCM following 2014 strategic decision to spin CDK Global
Large, recurring revenue base spanning all HCM business segments

Strong organic growth prospects from global operations

Predictable earnings with sustainable ongoing operating margin improvement

Strong consistent operating cash flow generation

Low capital requirements; disciplined approach to acquisitions
Efficient model allows reinvestment in the business for organic growth
Longstanding commitment to shareholder friendly actions

Strong balance sheet and highest credit ratings within HCM industry
Current credit ratings allow greater flexibility



Fundamentals are solid, despite downward pressure
from interest rates, which begins to abate in fiscal 2015

FY12 FY13 FY14 FY15 E

FY15 revenue forecast assumes 1% drag from

Revenue GfOWth T 8% T 6% T 8% T 7'8% foreign exchange

Pretax Margin 19.5% 18.5% 18.4%
Interest rate pressure which has

Pretax Margin Growth y 0.4%  1.0%  0.1% T 75-100 bp offset operating improvements
will begin to abate in fiscal 2015

Impact from Client Funds V1.1%  1.3% { 0.9%
FY12 to FY14 shares repurchased
Share Repurchases $0.7B $0.6B $0.7B $2.0 Billion
Diluted EPS $2.34* $2.39* $2.58 FY12 to FY14 dividends paid
$2.4 Billion
EPS Growth T 9% 2% T 8% T 12-14%
Dividends $0.7B $0.8B $0.9B

Total Shareholder Return Since Start of FY12: +111%, +23% Annualized

* Fiscal 2013 diluted earnings per share was adjusted to exclude a non-tax deductible $43 million ($0.09 per share) non-cash goodwill impairment charge recorded
in the fourth quarter of fiscal 2013. Fiscal 2012 diluted earnings per share excludes a $66 million pretax gain on a sale of assets relating to a third-party expense
management platform ($41 million after tax, $0.08 per share) recorded in the second quarter of fiscal 2012




Leveraging HCM ecosystem: Strategic pillars for growth

Revenue dollar growth contributors
over the longer-term
7-9%

Annual Revenue

Growth
Longer Term

- $11.08 f

Fiscal 2015 About 20%

Estimated Revenue
About 40% Leverage our global
presence to offer clients

HCM solutions where
they do business

Invest to grow & scale our
About 40% market leading HRBPO
solutions by leveraging our
platforms & processes

Grow a complete suite of
cloud-based HCM solutions




Sustaining success: Longer-term revenue growth drivers

® + 6-7% o
Net New Business Contribution
¢ + 1-2% o  7-9%
¢ Combined Contribution A””Uéll Revenue
rowth
I I r—— Longer Term
]
~+ 0.5%
— 0 .
~$11.0B - 7-8% ~ + 0.5% +0.5%
Fiscal 2015

Estimated Revenue

+ 14-15%

Contribution from Reduction from Contribution from Contribution from Contribution from
New Business Client Losses Pays-Per-Control Client Funds Price Realization
Bookings Interest Revenue




Positive Growth in Client Interest with Expected

Reinvestment Crossover now in FY17

Yields on Client Long and Extended Maturing Securities
vs. US Government Agency Forward Curves

lllustrative Net Client Funds Interest Income Benefit
Assuming US Government Agency Forward Curves
and 5% Annual Growth in Client Funds

3.0% Yields on Maturing 5 Year Agency Forwards $550
. Securities in Client Long (Client Long)
2.8% and Extended Portfolios
2.6% $500
2.4%
2:2% $450
2.0%
1.8% $400
1.6%
1.4% $350
HE NN NEN
e (Client Extended) %0
FY 15 FY 16 FY 17 FY 18 FY12A FY13A FY14A FY15E FY16E FY17E FY18E

Forward yield curves as of February 27, 2015



Leveraging Scale for Profitable Growth:
Longer-term Margin Expansion

Contributors to Operating

Client Funds Impact on

Margin Expansion

Scale & Productivity

Platform Migrations

Product Mix

Growth of Zero-Margin
Pass-Through Revenue

Primary contributor

No significant positive or
negative impact due to
reinvestment

No significant positive or
negative impact from
shift in mix

Including PEO pass-
through revenue and
costs

Margin Expansion

Client Funds Impact:

Balance growth

Near Term

Client Funds Impact: 0 Reinvestment at
higher yields plus

Longer Term balance growth

Overall: expect ~50-75 bps margin
expansion over the longer-term



Priorities for use of cash and
management of the balance sheet

Cash

Reinvest in the business to drive organic
revenue growth and margin improvement

Invest in tuck-in acquisitions to
supplement ADP’s existing capabilities

Return cash to shareholders via an
increasing quarterly dividend

+ 40 Year track record of increasing
dividends

+ Target dividend payout ratio 55-60%,
subject to Board approval

Return excess cash to shareholders
via share repurchases

+ At least offset employee benefit plan dilution

+ Additional repurchases used to return excess
cash to shareholders

Balance Sheet

Benefits of and commitment to an
extraordinarily strong credit rating unchanged

Leverage capacity exists within strong
AA/Aa ratings category

Possible use of leverage proceeds — fund tuck-in
acquisitions or incremental share repurchases



ME&A:

Aligned with HCM strategy

Strategic

Considerations

Selection

Criteria

Targets consistent with ADP’s “ALL IN on HCM” strategy

Tuck-in focus to expand product and services suite and/or
geographic reach

Consideration for trade-off between acquisitions and R&D
investment

No change to ADP’s disciplined approach to valuation
Risk profile must be acceptable

Integration a consideration with current focus on
platform simplification



What to expect
for the future

TSR Components Longer Term Expectation

Revenue Growth 7-9%
Margin Expansion (50-75 bps) ~4%
Pretax Earnings 11-13%
Net Share Reduction ~1%
EPS 12-14%
Dividend Yield 2-3%

Total Shareholder
Return Objective

Top Quartile of S&P 500
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Client Funds Investment
Strategy: Objectives

Secondary

Safety of Principal Liquidity Objectives

* Prudent Investment * Portfolio includes » Maximize book yield
Guidelines reviewed by $6 billion of highly liquid

ADP Board of Directors U.S. government * Higher absolute levels of
agencies interest income while

« Strict credit quality, minimizing interest
maturity, and exposure income volatility by
limits to ensure an overall averaging through
portfolio quality of interest rate cycles;
AVAVAVZAVA investment maturity

: o extension strategy
« Strict credit guidelines by designed to achieve this
asset class objective

Highly + Significant holdings of
Experien ced U.S. government

agencies
Investment

Team * Online compliance

system




What Does ADP Own?

Corporate Bonds

 Diversify credit risk with limits by corporation and limits by
credit rating

* Own 150+ individual issuers

U.S. Treasury & Direct Obligations of U.S. Government
Agencies
« Supports reverse repurchase financing program

Asset-backed securities
« Credit card, auto loan, rate reduction, and equipment lease
— All Aaa rated and performing as expected

Canadian Government Obligations & Canadian Government
Agency Obligations
« All fully guaranteed by the Canadian Government

Municipal Bonds
 Diversify credit risk with limits by issuer and limits by credit
rating

Other Debt Securities
« Aaa and Aa rated Supranationals and Sovereigns

Client Funds Portfolio at December 31, 2014
Available for Sale Securities Maturities and Book Yields

$5.0B

$4.5B

$4.0B

$3.5B

$3.0B
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$2.0B
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$1.0B

$0.5B

$0
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Client Funds Investment Strategy

Daily Client Funds Balances
July 1, 2013 through December 31, 2014

g T =R -

Client Long

$0
07/01/13 10/01/13 01/01/14 04/01/14 07/01/14 10/01/14 12/31/14

Client Short = balances in excess of total client extended and
client long
» Usually invested in 1-5 day maturities

Client Extended Portfolio = average client funds less client long
portfolio
Guidelines allow maturities out to 5 years

Laddered from 1-5 years

Client Long Portfolio = expected FY lowest client balance day
- Guidelines allow maturities out to 10 years
- “Permanent float” — funds never leave ADP



Client Funds Investment Strategy

Daily Client Funds Balances
July 1, 2013 through December 31, 2014

FY15 E

Average Average Client Funds

Balance Yield Interest

CIient Short Client Short $4.0B ~0.3% ~$10M

= 1 | [ (R TR || | y
Borrowing Day Cllent Extended Client Extended $9.4-$9.6B 1.6-1.7% $155-$160M
T I] [ 1

Cllent Long Client Long $8.4-$8.6B 2.5-2.6% $215-$220M

Total Client Funds

$0 Interest Revenue $21.8-%$22.2B 1.7-1.8% $380-$390M

07/01/13 10/01/13 01/01/14 04/01/14 07/01/14 10/01/14 12/31/14
Corporate Extended

Interest Income ~$2.7B ~1.7% Y

Borrowing Da .
g ey Borrowing Days

Interest Expense ~$2.7B ~0.3% ~$(10)M

Net FY15 Impact From Client Funds Extended
Investment Strategy $415-$425M




Use of Material
Contained Herein

The information contained in this presentation is being provided for your convenience and information only. This information is accurate as
of the date of its initial presentation. If you plan to use this information for any purpose, verification of its continued accuracy is your
responsibility. ADP assumes no duty to update or revise the information contained in this presentation. You may reproduce information
contained in this presentation provided you do not alter, edit, or delete any of the content and provided you identify the source of the
information as ADP, LLC, which owns the copyright.
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