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Focus areas first year

Slide 4

Adecco Investor Days, Miami
September 23-24, 2010



Focus areas first year
June 2009 September 2010June 2009 – September 2010

Business focusBusiness focus
Endorsing the strategy
Reaching out to clients and colleagues
Managing the crisis and preparing for the upswingManaging the crisis and preparing for the upswing

Global leader in Professional Staffing
Increased revenue share from Professional Staffing to 26% (Q2 2010) from 17% 
(FY 2008)
Integration of MPS & Spring Group well on track

Extended the Executive CommitteeExtended the Executive Committee
Regions and countries are represented
Sharing best practices

New mid-term target
EBITA margin above 5.5%
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Executive Committee Adecco Group
More than 100 years of staffing industry experienceMore than 100 years of staffing industry experience

Geographies

France, Switzerland & India François Davy

Global roles

Chief Executive Officer Patrick De Maeseneire, ç y

Germany & Austria Andreas Dinges

Iberia & South America Enrique Sánchez Chief Human Resources Officer Christian Vasino

Chief Financial Officer Dominik de Daniel

Chief Executive Officer Patrick De Maeseneire

aItaly & Eastern Europe Federico Vione

Japan & Asia Mark Du Ree

Chief Sales Officer Sergio Picarelli

North America Tig Gilliam

Northern Europe Alain Dehaze

UK & Ireland Peter SearleUK & Ireland Peter Searle
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The growth potential of our industry
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The growth potential of our industry
Five key trends

1 The Ageing population

Five key trends

1. The Ageing population

2. Move of production to the East2. Move of production to the East

3. Lack of skilled workers

4. More made to order

5. Changing regulatory environment
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Trend 1: The ageing population
By 2050 younger generations predicted to halve in most countriesBy 2050 younger generations predicted to halve in most countries
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Source: OECD, 2009.



Trend 2: Move of production to the East
Increasing share of Emerging MarketsIncreasing share of Emerging Markets

80%

Clothing

60% Textiles

Office & 
telecom 
equipment

40% Manufacturers

Iron & steel

Chemicals

0%

20% Automotive 
products

0%
1983 1990 1993 2000 2003 2006 2009
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Source: GATT, International Trade 1985 for the year 1983, and WTO, Statistical Data Base for the years 1993 – 2006. Adecco estimates 2007-2009.



Trend 3: Lack of skilled workers
Unemployment rates by skill set for the European UnionUnemployment rates by skill set for the European Union

20%

16%

20%

12%

4%

8%

0%

%

2000 2002 2004 2006 2008 2010 2012 2014 2016 2018 2020

Low qualif ications Medium qualif ications High qualif ications All qualif ications
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Source: European Centre for the Development of Vocational Training, 2010.



Trend 3: Lack of skilled workers
Gaps between supply and demand by 2020Gaps between supply and demand by 2020

- 0.8%

- 0.3%
- 1.6%

- 1.3% - 1.3%

- 1.0%

- 1.2%

- 2.0%- 0.6% - 1.9%

- 3.0%

- 3.5%

-0.6%

- 1.8%
- 0.3%

1.9%

1.8%

1.3%

0.6%

- 1.6%

Shortage trend of labour Limited shortage or surplus trend of labour Surplus trend of labour
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Source: The Boston Consulting Group analysis 2010 (GAP = Supply CAGR – Demand CAGR).



Trend 3: Lack of skilled workers 
Number of students graduating per year in India and the USNumber of students graduating per year in India and the US

India USA
5,230

5000

6000

Engineers 495,000 74,740

Doctors 29,700 15,891

Bachelor’s Degree 3 430 000 1 524 0922 304
3000

4000

Bachelor s Degree 3,430,000 1,524,092

Master’s Degree 1,260,000 628,580

PhD 15,700 61,427
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1000

2000

Total 5,230,400 2,304,730
0

1000

IndiaUSA
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Source: Frost & Sullivan 2009. Note: Post-graduates and PhD includes figures from both professional and non-professional streams.



Trend 4: More made to order
US example: Inventory to sales ratio declining 1992 2009US example: Inventory to sales ratio declining 1992 – 2009 
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Source: US Inventory to Sales ratio; US Manufacturing and Trade Inventories and Sales report, June 2010. 



Trend 5: Changing regulatory environment
Lifting unjustified restrictionsLifting unjustified restrictions

EU Directive adopted in 2008
To be implemented nationally by the EU27 as of 
December 5, 2011
The positive impact of the staffing industry is recognised by 
EU member states

EU Agency Work 
Directive EU member states

The aim is more and better jobs by lifting unjustified 
restrictions by 2011

France: 2009 opening of the public sector
Spain: 2010 opening of the construction and public sector

Lifted restrictions

Opening of the construction sector in Germany as well as 
the public sector in Belgium

Possible new 
openings

Only very limited impact for Adecco’s business in Japan Possible restrictions
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Five key trends
Huge growth potential for our industryHuge growth potential for our industry

Finding the right people at the right timeAgeing population

Need for people in emerging markets, need for 
different skills in developed marketsMove of production

Finding skills locally and through mobility Skills gap

Regulatory environment More sectors open for our industry

Higher volatility requires more flexibilityMore made to order

Regulatory environment More sectors open for our industry
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Penetration rates expected to surpass prior peaks
Developments in our main marketsDevelopments in our main markets
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Penetration rates expected to surpass prior peaks
Employers’ new prioritiesEmployers  new priorities

More temporary employees hired

24%

Recruiting was cut back

63%

47% 30%

Part-time work arrangements 
increased

Employees were laid off

46%

19%

17%

48%

Actions performed in 2009                Actions to be continued in the future
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Data: Boston Consulting Group, World Federation of People Management Associations.



Our strategic priorities
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Customer needs along their life-cycle
End to end services for clients candidates and associatesEnd-to-end services for clients, candidates and associates

Client life-cycle Candidate life-cycle

Temporary
Start-up
Generate 

momentum

y y

SecondmentOutplacement

momentum

Strong
growth

Hiring of staff

Slowed 
growth/decline

Restructuring

The employee
life cycle

The business
life cycle y

Permanent
Coaching/

career 
counseling

y

M & A
Integrating

Optimisation
Outsourcing

Training
Maintenance
Human capital 

changes
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Our strategic priorities
Mid termMid-term

C ti d t t i IT i t t2 IT

Retaining our own people better1. Retention

Strong platform for organic growth in Professional Staffing3. Professional 
Staffing

Continued strategic IT investments2. IT

Staffing

Specialised delivery models in General Staffing4. Segmentation

5. MSP/RPO Strengthen our lead in MSP and invest in RPO

6. Emerging Markets Untapped growth potential
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1. Retaining our people better
The progress is encouragingThe progress is encouraging

100%

14.1%
13.8% 14.7%

20.8% 18.2% 14.9% 12.9%

80%

90%

%

14.8%
14.1%

50%

60%

70%

We are making progress in 
retaining our people better

64.4% 67.7% 71.3% 72.4%
30%

40%

%

We conduct the “Great Place To 
Work” survey yearly

0%

10%

20%

0%
Q3 2009 Q4 2009 Q1 2010 Q2 2010

Retention rate Voluntary termination Involuntary termination
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2. IT strategy
Investments in more standardised systemsInvestments in more standardised systems

Data centre consolidation
on

e

Consolidation of various local data centres into a single data centre in Europe and the 
Americas (incl. disaster recovery) and improvement of operations in data centres in Japan 
and Australia

ne
50

%
 d

Data network consolidation
Reduction of suppliers globally and improvement of the data network

e
90

%
 d

on

Back-office consolidation
Standardisation and upgrading of the back-office systems80

%
 d

on
e

Front-office standardisation
Reduction of the number of front office applications by developing a core standard which is 
customised to local needs10

%
 d

on
e

Group web platform
Standard technology and functionality; out of the box’ for each website globally20

%
 d

on
e
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3. The global leader in Professional Staffing
Professional Staffing highest growth rate segmentProfessional Staffing - highest growth rate segment

Adecco revenue split 08 Global staffing market 092)Pro-forma 09 revenue split1)

28%
34%

17%

PSPS PS

28%

GS GSGS

72% 66%

Professional

General
Professional
General

83%

Professional

General

72%

General GeneralGeneral
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1) Includes FY 2009 revenues of Adecco, Spring Group and MPS Group. 2) Adecco estimate. 



3. Our branding strategy
Sector specific differentiation is key for clients candidates and associatesSector specific differentiation is key for clients, candidates and associates

Outplacement MSP & RPO

Group Brand

Global VMSOutplacement MSP & RPOGlobal
Solutions

Perm

(B&C brand family) (Global engineering

Selected 
Professional 
Staffing 
Brands

Pay rate

IT Engineering Medical & ScienceLegal, Finance, 
Office & Sales

(B&C brand family) brand family)

General 
Staffing

Temp
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4. Segmentation of General Staffing along skills along markets 
Italy solutions based on type of city and areasItaly - solutions based on type of city and areas

GM%

Adecco Industry

Adecco Office

Conversion ratio

y

Separate model for large urban areas:
- Milan, Rome, Turin

Conversion ratio Integrated model for retail high potential territories:
- Industrial areas with high potential in retail 
- Areas with low penetration in retail segment 
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5. MSP/VMS Market RPO market growth forecast
US spend 2009 2013US spend 2009 - 2013

VMS USD 43 MSP USD 34

10.5%1)

(USD million)
VMS – USD 43 
billion

MSP – USD 34
billion

12.7%1)

7.1%1)USD 11 
billion

USD 32 
billion

USD 2 
billion

2008 U.S. spend under management
(USD billion)

1) Annual Growth Rate 2009 -2013

( )

VMS without MSP 11.1

VMS in conjunction with MSP 31.7

MSP without VMS 2.0 ) Annual Growth Rate 2009 2013
Total VMS / MSP spend 44.8
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6. Developments in the Emerging Markets 
Q2 2010 revenues by geography

Revenue split / growth

Q2 2010 revenues by geography

Emerging Marketscompared to 
Adecco Group
Revenues Temp hours sold

7%
30%

Adecco Group

7% 30%

Emerging Adecco
Markets Group

Organic growth

Q2 2010 vs. Q2 2009

34% South America 23%
% 37%

yoy growth, in constant currency

g g
Revenues 27% 13%

Margin development
EBITA margin 2.6% 3.6%

30% Eastern Europe 37%
23% Asia 11%
13% India 66%

g % %
-50 bps +80 bps
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6. Fast expansion in the Emerging Markets
Clients who partner with usClients who partner with us

Bayer (India)Bayer (India)
Proximity to candidates in rural areas
Network, HR management, Payrolling security
1,500 associates to 3,500

Volkswagen (Russia)
New factory built in KalugaNew factory built in Kaluga
Onsite delivery model, training and development
1,000 associates working on a daily basis 

Philips (Hungary)
Optimisation of suppliers, fast alignment of performance
Master vendor delivery model y
Over 1,500 temps
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Conclusion
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We strive to reach an EBITA margin >5.5%
Our strategic priorities and the growth potential for the industryOur strategic priorities and the growth potential for the industry

Retention

Professional Staffing

IT

EBITA
Top line growth

Segmentation

margin
>5.5%

Cost discipline

MSP/RPO

Pricing discipline

Emerging Markets
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How to achieve new highsHow to achieve new highs
Dominik de Daniel, Chief Financial Officer Adecco Group
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Financial achievements to date
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What we have achieved 
Financial performance since 2005

18 2% 18 5% 18 2%
20.0%

Financial performance since 2005

20,417 21,090
19,965

16.9%
17.4% 17.8% 18.0% 17.8%

17.3%
17.8% 18.2% 18.5% 18.2% 17.8%

14 0%

16.0%

18.0%

20000

25000

18,303

14,797
16,111

10.0%

12.0%

14.0%

15000

4 1% 4 5%
3.8%

4.5% 4.9% 4.9%

3 1% 3 4% 4.0%

6.0%

8.0%

5000

10000

3.4%
4.1% 4.5%

4.5%
2.7%

3.1% 3.4%

0.0%

2.0%

4.0%

0

5000

2005 2006 2007 2008 2009 LTM2005 2006 2007 2008 2009 LTM
Revenues in EUR millions adjusted Gross margin
adjusted Gross margin (excl. FBT) adjusted EBITA margin 
adjusted EBITA margin (excl. FBT)

Adjusted1) gross margin (excl. FBT impact)
Adjusted1) EBITA margin (excl. FBT impact)

Adjusted1) gross margin  
Adjusted1) EBITA margin  
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How do we stack up versus peers?
On market position and profitability in H1 2010On market position and profitability in H1 2010

1 

Adecco‘s 
market position2) 3)

Adecco’s 
EBITA margin

Highest peer 
EBITA margin3)

Lowest peer
EBITA margin3)

France4) 3.3% 2.5% 1.8%  

2

1
3 



North America (ex. LHH) 3.4% 2.7% 0.1%

UK & Ireland 0.9% 2.1% n.a.

Japan 5 5% 3 9% 2 3%

2
3 


3 

Japan 5.5% 3.9% 2.3%

Germany (excl. Austria) 5.1% 4.9% -0.7%

Benelux 3.0% 5.4% 3.9%

1
2 

Italy 4.3% 4.1% n.a.

Iberia 3.3% 1.2% -2.8%

2Nordics 4.4% 2.7% 2.1%
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Th b id t th >5 5% EBITA i t tThe bridge to the >5.5% EBITA margin target
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How to reach new highs
The bridge to the >5 5% EBITA margin target

1

The bridge to the >5.5% EBITA margin target

1
Structural

topline
drivers

The bridge
4

Higher 2
G ito the >5.5%

EBITA margin
target

g e
professional

staffing
share

Gross margin
improvements

3
Efficiencyy

improvements
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Prior peak penetration rates should be surpassed
A look at main markets

2 5%

3.0%

A look at main markets

France

1 0%

1.5%

2.0%

2.5%

Higher peak penetration rate expected due to:
Opening of the public sector 
Strict labour laws increasing need for flexibility

1.0%
06 07 08 09*

2.5%

3.0% USA

future095)

1.0%

1.5%

2.0% Higher peak penetration rate expected due to:
Regulatory changes should be supportive
Higher costs for permanent employees

f t095)06 07 08 09*

UK
5.0%
5.5%
6.0%

Similar peak penetration rate expected due to:

future095)

3.0%
3.5%
4.0%
4.5%

06 07 08 09*

Similar peak penetration rate expected due to:
Muted demand in the public sector 
High penetration in the IT contractor business 

future095)
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Prior peak penetration rates should be surpassed
A look at main marketsA look at main markets

Japan

2 0%

2.5%

3.0%

Higher peak penetration rate expected due to:

1.0%

1.5%

2.0%

06 07 08 09*

Higher peak penetration rate expected due to:
Scarcity of people across industries
Need for flexibility despite political headwinds

future095)

2.5%

3.0%

Higher peak penetration rate expected due to:

Germany

1.0%

1.5%

2.0%

06 07 08 09*

Higher peak penetration rate expected due to:
Need for more flexibility
Workers councils more open to temping

future095)
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The temp gross margin is stabilising
Development since 2005

16.0%

17.0%Development since 2005

15.0%

+80 bps
(Q1 07 vs. Q1 05)

-90 bps 
(Q1 10 vs. Q1 08)

13 0%

14.0%

12.0%

13.0%

11.0%

Q1 05 Q3 05 Q1 06 Q3 06 Q1 07 Q3 07 Q1 08 Q3 08 Q1 09 Q3 09 Q1 10

Excluding the impact of the French 
business tax reclassification
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The perm and outplacement cycles
Impact on Group gross margin in bps since Q1 2007 (yoy)Impact on Group gross margin in bps since Q1 2007 (yoy)

120120 120
110

7080

120

0 0
10 10

20

50

20
10

20
10 10 10

0

20

40

-20
-10

0 0

-10
-20 -20

40
-30

0

-40

0

-60
-70

-40
-50 -50

-80
Q1 07 Q2 07 Q3 07 Q4 07 Q1 08 Q2 08 Q3 08 Q4 08 Q1 09 Q2 09 Q3 09 Q4 09 Q1 10 Q2 10Q1 106) Q2 106)

Outplacement Perm
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The geographic and business line mix impact
Impact on Group gross margin since Q1 2007Impact on Group gross margin since Q1 2007

Geographic impact Business Line impact

Q1 2007 to Q4 2008

Q1 2007 to Q3 2009

Q1 2009 to Q1 2010

Q2 2010

Q4 2009 to Q2 2010

Q2 2010
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Structural cost improvements
Lean & efficient delivery model in North America

9,000 

Lean & efficient delivery model in North America

20

22

24

8,000 

,

19 4 20.2

16

18

20

6,000 

7,000 6,992
19.4 20.2

12

14
5,000 

,

5,131

104,000 

Adecco North America FTE's organic External/Internal ratio organicAdecco North America FTE’s organic7) External/Internal ratio organic7)
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Efficiency improvements in the US
The impact of the shared service center in RochesterThe impact of the shared service center in Rochester

Q2 2008 Q2 2010

Retail DSO 40

Electronic time 
t 68%

38 Retail DSO

86% Electronic time 
capt recapture

Average cost 
per pay USD 2.04

capture

USD 0.94 Average cost 
per pay
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Still a lot of efficiency potential...
Extern/intern8) ratio H1 2010 vs H1 2007Extern/intern8) ratio H1 2010 vs. H1 2007

Germany & Austria

France

Italy

Iberia

North America

-40% -30% -20% -10% 0% 10% 20% 30% 40% 50%

Emerging Markets
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Structural cost improvements
Branch development June 20109) vs June 2007Branch development June 20109) vs. June 2007

Iberia

Italy

North America

France

Germany & Austria

-45% -40% -35% -30% -25% -20% -15% -10% -5% 0%

Emerging Markets
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A big step ahead in Professional Staffing
Higher margin business positively contributes to profitabilityHigher margin business positively contributes to profitability

H1 2010 Gross marginAdecco10) 2009 revenue split

17.3

17.90.620%

GM H1 2010 org Acquisitions GM H1 2010i reportedacquisition
80%

GM H1 2010 org. Acquisitions GM H1 2010

Pro-forma11) 2009 revenue split

organic reportedacquisition
impactProfessional General

Lower cost base 
through synergies

28%

Integrating Spring and MPS leads 
t EUR 38 illi i t

through synergies

72%

to EUR 38 million recurring cost 
savings improving profitability
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Integration update of Spring and MPS in the UK 
Achieved synergies and related costsAchieved synergies and related costs

Synergiesy g

2010 synergies in the UK are primarily driven by the full integration of Spring
At the end of 2010 we expect to achieve annualised savings of EUR 13 million related to 
Spring; for MPS we expect to realise at least 60% of the total targeted synergies this year
Spring front-office systems in professional staffing have been integrated, back-office will be 
integrated by year end

One time costs

One time costs in the second half of the year are primarily driven by the consolidation of three 
back-offices (Adecco, MPS and Spring)

Slide 50

Adecco Investor Days, Miami
September 23-24, 2010



Cost actions/measures leading to higher efficiency
Timing of implementationTiming of implementation

Back office consolidation 2006 – 2008 

Branch footprint optimisation 2007 – 2009 

Centralisation of administrative tasks 2008 – ongoing

Integration synergies 2010 – 2012

IT improvements Q4 2008 – mid-term
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Th f EVAThe success of EVA
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The success of EVA 
A major achievement comparison of KPIs during the last two downturnsA major achievement - comparison of KPIs during the last two downturns

20092002

Revenue decline yoy
in constant currency

-3% -27% Revenue decline yoy
organicallyin constant currency

Gross margin yoy -100 bps

organically

-20 bps Gross margin adjusted12) yoy

SG&A in % of revenues 15.1% 15.1% Adjusted12) SG&A
in % of revenues

EBITA margin yoy -160 bps

EBITA margin 2.7%

-180 bps EBITA margin adjusted12) yoy

2.7% EBITA margin adjusted12)
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Superior profitability thanks to strict cost control and EVA
Comparison to main peers during the financial crisisComparison to main peers during the financial crisis

Adj t d13) EBITA i d f d d t AdAdjusted13) EBITA margin spread of peers and compared to Adecco

4.0%

5.0%

3.4%
3 0%

3.8%
3.3% 3.5%

2.0%

3.0%

1.6%

2.1%
2.4%

3.0%2.9%
2.2%

2.9%
2.5%

-1 0%

0.0%

1.0%

0.0%

0.8% 0.7%

Including the 

-3.0%

-2.0%

1.0%

-2.3%

-1.9%
-1.8%

positive impact of 
the French business 
tax modification

Q1 09 Q2 09 Q3 09 Q4 09 Q1 10 Q2 10

Adecco Peers
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Development of Return on Capital Employed (ROCE) 
2002 until 2009 based on a 30% tax rate2002 until 2009 based on a 30% tax rate

3,405
3,581

3,320 30%

3 000

4,000

2,788
2,563

2,255 2,318

2,812

18.5%
20.3%

21.7% 20%
2,000

3,000

371 430
571

738
524

11.4%
13.9%

16.4% 14.6%

10%
1,000

318 356 371 430

45 1.4%
0%0

2002 2003 2004 2005 2006 2007 2008 2009 future

NOPAT Average Invested Capital ROCENOPAT14) Average Invested Capital15) ROCE16)
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Cash flow and DSO development
DSO reduction should positively impact future cash flows

1,062 1,054

621,200

DSO reduction should positively impact future cash flows
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Dividend history
2004 2009

1 50 1 50

2004-2009
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C l iConclusion

Slide 58

Adecco Investor Days, Miami
September 23-24, 2010



Well on track to achieve the >5.5% EBITA margin target

Structural topline drivers

Gross margin improvements

EBITA margin >5.5%
Higher Professional 
Staffing share

Efficiency improvements

Value creation through the focus on EVA 
and financial discipline
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Q&AQ&A
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b t iti dbest positioned 
for new highsfor new highs

Adecco Investor DaysAdecco Investor Days 
Miami September 2010



A closer look at Adecco’s operations in North AmericaA closer look at Adecco’s operations in North America
Tig Gilliam, Regional Head of North America



Agenda

S ffUS staffing market overview

Adecco Group North America

Our strategy
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US staffing market overview
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The US staffing market
Overview based on FY 2009Overview based on FY 2009

The US represents the largest global staffing market with USD 92 billion
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US staffing market
Based on FY 2009 revenuesBased on FY 2009 revenues

US staffing market overview US professional temporary staffing market

39%
3%

3% 3% 3%

12%

10%

39%

14%
IT Staffing

Healthcare

Finance & Accounting

Engineering

44%2%

12%

15%

Engineering

Legal

Clinical & Scientific

Marketing & Creative

13%

20%

Other19%

Professional temporary market
Generalist temporary - Industrial market
G li t t Offi k tGeneralist temporary - Office market
Outplacement
Place & Search
PEO/Staff Leasing
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US temporary staffing market split
Based on revenues in USD billionBased on revenues in USD billion

CAGR 3 2% CAGR 9 3%
CAGR 10.5%
CAGR 5 6%

47
51

55 54

4550

60

CAGR 3.2%     CAGR 9.3% CAGR 5.6%

26 28
31 33 35
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30

40
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0
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General Staffing Professional Staffing

CAGR 2.0%     CAGR 6.3%
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US penetration rate development
Based on BLS dataBased on BLS data

2.0%

2.5%

1.62%
1.5%

1.0%

0.0%

0.5%

US penetration rate                             US recessions

0.0%
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US temporary job market
Monthly year on year changesMonthly year-on-year changes

100

More than

50

More than 
390,000 temp 
jobs recovered

0

50-50
Loss of more than 
900,000 temp jobs

-100
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Structural shift to temporary staffing in current upturn
US temporary penetration rate vs unemployment rateUS temporary penetration rate vs. unemployment rate

Q4 2006Q4 2005

2 0%

2.2%0%

2%

2002 2003 2004 2005 2006 2007 2008 2009 2010Adecco’s North 
America revenues
peak

Q4 2005
Peak US temp 
penetration rate

Q3 2009
T h US t1 96%

1.8%

2.0%2%

4%
1.65%

Trough US temp
penetration rate

1.96%

1.4%

1.6%6%

8%

1.62%October 2006 to
November 2007
Unemployment rate
remained between

5.7%

1.2%10%

2002 2003 200620052004 2007 2008 2009 2010

remained between
4.4% and 4.7%

9.6%
1.33%

1.0%12%

US unemployment rate s.a. inverted (lhs) US temp penetration rate s.a. (rhs)

2002 2003 200620052004 2007 2008 2009 2010
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Growth rates of US temporary staffing revenues
Selected professional segments

25%

Selected professional segments

10%

5% 6%5% 5% 6%6%
4%

8% 8%
10%

7% 6% 7%
5%

15%

25%

2%

-7%

1%

-3%

4%

-4% -5%

15%

-5%

5%

-23%

-29% -28%

-20%

35%

-25%

-15%

-40%
-45%

-35%

2007 2008 2009 2010 2011

Engineering Finance & Accounting Healthcare IT Legal

S S ffi I d A l I U S C B B f L b S i i bli l
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Ad G N th A iAdecco Group North America
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Adecco Group North America
OverviewOverview

A leading workforce solutions provider in North America

U.S.
• 900+ branches serving all 50 states

5 500 ll• 5,500+ colleagues 
• More than 85,000 associates on client assignments each day

Canada
• More than 70 branches across the country
• 450+ colleagues
• 8,000+ associates on client assignments each day

Mexico
• More than 70 branches

600 ll• 600+ colleagues
• 25,000+ associates on client assignments each day
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The US competitive landscape
Based on FY 2009 revenues in USD millionBased on FY 2009 revenues in USD million 

Top 15 staffing companies in the US
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Adecco Group North America‘s Professional Staffing brands

IT

Pre-integration Post-integration

Finance

Legal

Engineering

Healthcare
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Adecco‘s US market position in Professional Staffing
2009 overview based on pro forma Adecco & MPS revenues in USD2009 overview based on pro-forma Adecco & MPS revenues in USD

LegalEngineeringFinance & 
AccountingIT Staffing Healthcare

Adecco brands

Temp market size 15.8 bn 8.2 bn 6.2 bn 5.6 bn 1.0 bn

Market position 3 14 3 1 1
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Strategic rationale for the MPS acquisition in North America
Based on 2009 revenues in USDBased on 2009 revenues in USD 

Adecco US pro-forma2)Adecco US revenue split1)US Staffing Market3)

43%42%

Adecco US pro forma
revenue split

Adecco US revenue splitg

43% 48%42%

57%
52%

58%

ProfessionalProfessional
General
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Adecco North America revenue mix
Based on H1 2010Based on H1 2010

Revenue mix by services   Revenue mix by geography

22%10%

3% 4%
9%

5% 1%

y y g g p y

16%

26%

16%

19%

Office Industrial
Information Technology Engineering & Technical

85%

US Canadagy g g
Finance & Legal Medical & Science
Outplacement

US Canada
Mexico Puerto Rico
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Outplacement impact on Adecco Group North America profitability
In EUR millions

45
4.8%

4.9%

4.5%

5.0%

50

In EUR millions

26 26

32

454.4% 4.3%
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30

40
EBITA  Adecco Group 
North America
EBITA outplacement

EBITA mix & margin
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16

11 11 12
1.0%

1.5%

2.0%

2.5%

10

20

EBITA margin Adecco 
Group North America

0.0%

0.5%

0
Q3 2009 Q4 2009 Q1 2010 Q2 2010Q4 20091)

27%

Q2 2010

42%

Q4 2009

37%

Q3 2009

35%

Q1 2010

Adecco Group North America 
EBITA excl. outplacement
Outplacement

EBITA split

73%58%
63% 65%

Outplacement
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Adecco Group North America revenue and EBITA margin
Organic revenue and reported EBITA margin development in EUROrganic revenue and reported EBITA margin development  in EUR
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O t tOur strategy
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Our focus

Opportunity Focus
rt

er
 te

rm

Successful integration

Growth in recovering market

People, clients/associates, synergies

Profitable business, value focused ke
t

sh
or

m Client/business segments Enterprise buyers specialty skills retail

Growth in recovering market selling, cost management

er
al

 m
ar

k

on
ge

r t
er

m Client/business segments

Talent development

Operational innovation

Enterprise buyers, specialty skills, retail, 
solutions

Focus on candidates/colleagues, 
Recruitment/web processes & systems

G
en

e

lo Operational innovation Recruitment/web, processes & systems

tr
y 

fic I d t l di ff i MSP/VMS

In
du

s
sp

ec
i

Solutions Industry leading offerings: MSP/VMS, 
RPO, Outplacement

Slide 82

Adecco Investor Days, Miami
September 23-24, 2010



Innovation strategy
Four core principles to improve our business

11
Employer
of choice

4
C

2
Cli t

Our Vision
Capitalise on
opportunities

& balance
portfolio

Client
penetration &
segmentation

3
Lean &
efficient
delivery
models
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Principle 1: Employer of choice
Retention of our employees in North AmericaRetention of our employees in North America

90%

86%

83%
85%

78%
80%

72%

75%

70%

65%
2007 2008 2009 H1 2010
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Principle 2: Client penetration and segmentation 

Retail clients
Start-up
Generate 

momentum

Retail clients
Permanent placements
General & Professional skills

Strong
growth

Hiring of staff

Natural 
waves

Flow of human 
Permanent placements
General & Professional skills

Permanent placements
General & Professional skills
S i lt t ffi The business

life cycle

Hiring of staffcapital Specialty staffing
Projects & solutions
Leadership development

Specialty staffing
Projects & solutions
Outplacement
Leadership development

M & ASlowed 
growth/decline Outplacement

O tso rcing & projectsO t l t Restructuring
g
Cost management

Outsourcing & projects
Specialty staffing
Solutions
Leadership development

Outplacement
Outsourcing & projects
Solutions
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Principle 3: Lean & efficient delivery models
North AmericaNorth America

Branches
1,284 1,247 

1,196 
1,156 

1,104 

998 978

1,200 

1,400 

1,090 1,082
998 978 958 

800 

1,000 950

400 

600 

-

200 

D 07 M 08 J 08 S 08 D 08 M 09 J 09 S 09 D 09 M 10 J 10Dec 07 Mar 08 June 08 Sep 08 Dec 08 Mar 09 June 09 Sep 09 Dec 09 Mar 10 June 10

Adecco Group North America Spring Group MPS Group
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Principle 4: Capitalize on market opportunities
In USDIn USD

MSP/VMS spend under management

4.5

5 4.6 bn

2.5

3

3.5

4

2.2 bn

0 5

1

1.5

2 1.8 bn

0

0.5

H1 2009 H2 2009 H1 2010

Adecco MPS
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b t iti dbest positioned 
for new highsfor new highs

Adecco Investor DaysAdecco Investor Days 
Miami September 2010



Integrating MPS GroupIntegrating MPS Group
Stephen Nolan, Country Finance Manager North America



Agenda

MPS i t ti i th US h t h b hi d t d tMPS integration in the US – what has been achieved to date

How has the acquisition affected clients, candidates & colleagues?

Financial update

What still needs to get done
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MPS integration in the US – what has been achieved to date
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Our day one portfolio
As of January 20 2010As of January 20, 2010

Progress in workg
We are building a company that makes a positive difference in the way people work – helping 
organisations get the most out of their talent and helping talented people get the most out of 
their careers.

6,000
Colleagues

900+
Locations

50+
Years in business

10
Major Brands

100,000
Associates each day

15,000+
Clients jy
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Front of house activity – focus on branding

January 20, 2010
Deal closing and day 1 for the 
MPS Integration with new 
Leadership Team for all 
Professional Business Lines 

August 2010
Modis brand 
announced (IT)

January

Q1 10 Q2 10 Q3 10

January  
2010

August 2010
Accounting Principals 

June 1, 2010
Special Counsel 

brand announced 
(Finance)

brand announced
(Legal)

July 1, 2010
S i l C lSpecial Counsel 
Day 1 under combined brand
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Back of house activity – focus on finance

September 2010
Billi h li ti & ll tiBilling, cash application & collections 
“lift & shift” to Jacksonville for other 
professional businesses, yet on 
existing systems until January 1, 2011

January

Q1 10 Q2 10 Q3 10

July 1, 2010
Special Counsel 

January  
2010

“Best of both approach” to 
achieve full front, middle 

Pay/Bill and accounting 
functions transitioned to 
Jacksonville team

and back office integration 
of people, processes and 
systems through efficient 
execution, strong focus on 
colleagues, clients andcolleagues, clients and 
associates and preservation 
of cultural elements.
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Pre - integration & post - integration
Professional Staffing brand portfolioProfessional Staffing brand portfolio

IT

Pre-integration Post-integration

Finance

Legal

Engineering

Healthcare
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Announcement of key leaders – on day one
All MPS business unit leaders made the transitionAll MPS business unit leaders made the transition

Adecco Group NorthAdecco Group North 
America Regional Head

Tig Gilliam

Adecco Group CFO
Dominik de Daniel

General Staffing Professional 
Staffing Solutions Beeline Global MSP 

Solutions

US 
General Staffing

Mexico 
G l St ffi

Engineering & 
Technical

Medical & 
S i

Project Solutions 
& Outsourcing

General Staffing

Canada 
General Staffing

Science

Information 
Technology

Finance & Legal
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Integration governance & accountability

Global Steering CommitteeGlobal Steering Committee
(Group CEO, Group CFO, Group 

CHRO, Group Head of 
Tax, Regional Head NA, Country 

Finance manager NA)

Execution Teams are formed 
around business units and 
other major initiatives.

NA Steering Committee
(Regional Head, Country 

Finance manager, Integration 
Lead, CHRO, CIO, Business 

U it P id t )

All teams consist of Business 
Unit representatives and 
functional teams.

Unit Presidents)

Integration Leadership 
Office (ILO)

ILO Execution
Team Leads ILO Staff

Legal
Execution Team

Finance 
Execution Team

IT 
Execution Team

Other Integration 
Initiatives
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Update on savings/synergies realised 

Synergiesy g

2010 synergies are primarily driven by elimination of public company, executive and HQ costs
For 2010 we expect to realise at least 60% of the targeted synergies in the US (EUR 20 
million US synergies out of a total of EUR 25 million over two years)million US synergies out of a total of EUR 25 million over two years)
2011 synergies will primarily be driven by integration activities in the BUs and back office 
operations that have taken/will take place in 2010/2011 – the full impact will be realised until 
the end of 2011
This will include the Jacksonville HQ relocation, the development of a professional back office 
in Jacksonville, and the impact of branch consolidations

One time costs

One time costs are primarily driven by IT expenses that go to support the back office 
integration and real estate charges related to branch consolidations; Costs are expected tointegration and real estate charges related to branch consolidations; Costs are expected to 
accelerate in the second half of 2010
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How has the acquisition affected clients, candidate & q ,
colleagues? 
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Impact on clients, candidates and colleagues
Up to June 2010Up to June 2010

New and EnhancedLeveragingBigger offices Increasedes New and 
more internal 

job 
opportunities

Enhanced 
tools for 

greater branch 
productivity

Leveraging 
larger and

more diverse 
client base

Bigger offices 
and stronger 

teams

Increased 
cross selling 
opportunities Building a 

focused 
organization 
from front to 
b k ffi

C
ol

le
ag

ue

Broadest 
professional 

candidate pool 
in the industry

Continued strong 
focus on the 
retail clients

Increased service 
offering with 

existing clients

back office

en
ts

in the industry

More job 
opportunities 

Increased 
knowledge and 

Improved  
processat

es
C

lie

pp
with more 

Adecco Group 
clients

g
delivery capability 
for highly qualified 

candidates

process 
efficiency

C
an

di
da

System upgrades for 
middle and back office 
applications
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The teams are joining forces – real estate optimisation
Up to June 2010Up to June 2010

Q1 2010 Q2 2010 Change Atlanta Los AngelesQ1 2010
Number of 
locations

Q2 2010
Number of 
locations

Change Atlanta Los Angeles

Austin Nashville

Bethesda Orlando

Bloomington Overland Park

IT 87   74 -15%

Finance 89 76 -15%

Boston Philadelphia

Charlotte Phoenix

Chicago San Diego 

Legal 41 36 -12%

Cleveland San Francisco 

Colorado Seattle

Dallas Tampa

Denver Washington DC
Total 217 186 -14%

Denver Washington DC

Kansas City

Good and early progress made so far on bringing teams together
75% of real estate optimisation completed to date
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Former MPS headquarter is … 
now new Adecco Professional Staffing Hub in Jacksonville Florida… now new Adecco Professional Staffing Hub in Jacksonville, Florida

J k ill P f i l S ffi H b ill id iddl d b k ffi i hJacksonville Professional Staffing Hub will provide middle and back office services to the 
entire Professional Staffing business in North America
All 250 legacy MPS Group back office positions will be retained. Approximately 50 positions 
from other Adecco Group NA  teams servicing the professional businesses will join
Move into new location scheduled for April 1, 2011 and in sync with integration activity
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Adecco Group North America Hub Locations

Melville, New York – Adecco NA Corporate Headquarters with Executive Management, 
Corporate Finance, Tax, Legal, IT, HR, Marketing 
Rochester, New York – Adecco Staffing Service Center and Recruiting Center of 
Excellence, Call Center
Jacksonville, Florida – Professional Staffing Service Center 
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Fi i l d tFinancial update
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MPS’ financial development
In USD millionsIn USD millions

Q1 2009 Q2 2009 Q3 2009 Q4 2009 Q1 2010 Q2 2010Q 9 Q 9 Q 9 Q 9 Q Q

Revenues 279 266 253 261 264 285
Growth yoy -5% 7%

EBITA 4.2 3.7 5.3 1.7 8.9 18.2
EBITA-margin 1.5% 1.4% 2.1% 0.7% 3.4% 6.4%
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MPS’ potential opportunities

Stronger market presence/coverage
Modis operating procedures
Improved recruiting approach

IT

Stronger market position/branding
More diverse client base and product offerings

Finance & Legal

Maintain culture and focusEngineering

New business activityHealthcare
Improved risk management

Healthcare

Global capabilities
Better offering/one-stop shop

MSP, RPO, VMS
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Wh t till d t t dWhat still needs to get done
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What still needs to get done

Re-branding 

System

Colleague,
client, candidate 
communication

C ti

System 
integration

Policy & 
operating 

procedures 50%

25%

Real estate 

Compensation
and benefit 

harmonisation 50%

consolidation

50%

50%

75%
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Front of house activity

December 2011January 1 2011 December 2011
Full business integration 

completed and entire 
synergy potential realized

January 1, 2011
IT will operate as 
one company

Q4 10 Q1 11 Q2 11 Q3 11 Q4 11

D bDecember  
2011

February 2011
Finance will 
operate as one 
company
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Back of house activity 

January 1, 2011
S t i t ti f IT b i li l t AllSystem integration for IT business line complete. All 
pay/bill, accounts receivable, contractor 
payable, and general ledger activities will be 
integrated into the Jacksonville front and back office 
systemssystems

Q4 10 Q1 11 Q2 11 Q3 11 Q4 11

D b

January 1,  2011
Professional colleague 

February 28,  2011
System integration for business 

December  
2011

payroll upgraded and 
consolidated onto the 

Jacksonville PeopleSoft 
9.0 payroll platform 

complete

line Finance complete

complete
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Q&AQ&A
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b t iti dbest positioned 
for new highsfor new highs

Adecco Investor DaysAdecco Investor Days 
Miami September 2010



Adecco’s offering in Managed Services Programmes (MSP)Adecco s offering in Managed Services Programmes (MSP)  
Steve Hinckley, President & COO Global MSP Solutions



Agenda

f SWhat is a contingent workforce MSP?

What is the market potential?

How competitive is Adecco in MSP?

Where will Adecco go from here?

Slide 114

Adecco Investor Days, Miami
September 23-24, 2010



What is a contingent workforce MSP?
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MSP, RPO, VMS…
Can someone help with the definitions please!Can someone help with the definitions please!

Managed Service Programmes (MSP) Recruitment Process Outsourcing (RPO)
Clients outsource the management
of contingent workforce to MSPs

Software
Client

Clients outsource the permanent
recruiting process to RPOs

Software
Client

Fulfilment

Outsourcer
(MSP)

Software
(VMS)

C did t

Outsourcer
(RPO)

Software
(ATS)

C did t
(Staffing Co.) 

Candidates Candidates

Outsourced procurement function, distinct from 
Master Vendor model
MSP manages contingent workforce/staffing 
vendors

Outsourced HR function, distinct from executive 
search and traditional permanent staffing
RPO provides any or all in-house/corporate 
recruiting department services

Mostly works in conjunction with a VMS tool
A VMS automates the processes of procuring 
people from staffing vendors, provides transparency 
into vendor costs and performance

Mostly works in conjunction with a ATS tool
An ATS collects and tracks candidate data, interview 
scheduling, reporting, provides transparency into 
candidate pipelining, hiring effectiveness
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Why an MSP?
Challenges in managing the staffing supply chain

Business Units
Vendors PS

Challenges in managing the staffing supply chain

Business Units

Large firm

Vendor AVendor A

Vendor BVendor B

Worker
Observations
Little control over process and 
spend across entities, countries 
and regions

End user

End userLarge firm

Vendor CVendor C

Vendors GS

and regions
No real-time insights in spend 
and contingent workforce usage
Spend and bill rate management 
difficult to handle

End user

End user

Vendor DVendor D

Vendor EVendor E

Vendors GS
Worker

difficult to handle
Labour intensive and inefficient 
processes
Supplier management is 
complex

Procurement

HR

Vendor EVendor E

Vendor FVendor F

p
Standardisation in procedures 
and policies is difficult to 
implement and maintain

Payroll/1099

BPO

Offshore

Direct source 
contractors (SOW)
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Major market trends

Speed of economic cycles forces organisations Increasing complexity of labour markets (ageing) y g
to maximise their agility (ability to quickly adopt 
to growth or decline)

Increased need for compliance

Ongoing focus for cost 

g p y ( g g)
population, multiple generations, increased 
number of self-employed) creates significant 
challenges for HR organisations

External staff becomes equally
i t t i t l t ff HR FINANCE g g

efficiencies

Complexity in finding the right 
sourcing models related to 
economics

important as internal staff

Diversity is becoming more
important (US centric)

HR FINANCE

No global/regional balance 
between available resources

Ongoing purchasing pressure
for low cost solutions between available resources 

and workload

M&A trends will increase 
fewer bigger companies

S it i i l b

for low cost solutions

Need for country/regional and
global data insight in order to 
push the best price points

M ft d l li d

PROCUREMENT
MACRO 

ECONOMIC

Scarcity in resources requires a larger number 
of suppliers to cover the requests – this is 
against the trend of consolidated spend

More often measured also on compliance and 
qualitative solutions 
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MSP Programmes manage the staffing supply chain

Business Units Vendors PSBusiness Units

Large firm

Vendors PS

Vendor AVendor A

Vendor BVendor B

WorkerHiring 
manager

Hiring 

Executive Sponsor
Talent/HR/Procurement

Large firm

Vendor CVendor C

manager

Hiring 
manager

Hiring

Managed Service
Programmes (MSP)
Managed Service
Programmes (MSP)

Vendor DVendor D

Vendors GS
Worker

Hiring 
manager

Hiring 
manager

g ( )g ( )

BPO

Vendor EVendor E

Vendor FVendor F

Payroll/1099

VMS Technology
OffshoreDirect source 

contractors (SOW)
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3 MSP models co-exist in the marketplace

Neutral MSP Master MSP

MV exclusive lead-time 

VMS only

Neutral MSP

VMS enabling technology

Master MSP

VMS

Supplier Supplier Supplier Supplier
SupplierSupplier

Inhouse management of 
multiple staffing vendors 
using web based enabled 
technology

Outsourced management of 
all customer needs 
managing multiple staffing 
vendors in a neutral way

Outsourced management of 
all customer needs through 
one staffing provider 
managing multiple sub-
contractors as primary orAdecco provides staffing 

directly to MSP managed by 
client / other

Beeline is the global VMS 

Adecco provides staffing, 
like other vendors directly to 
Adecco Solutions’ managed 
MSP

contractors as primary or 
master vendor

Adecco provides staffing as 
TIER I supplier directly to 
Adecco Solutions’ managedplatform Adecco Solutions  managed 
MSP
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MSP solutions
The value for the clientThe value for the client

ProductivityProductivity
auditaudit
cost savingscost savings
programmeprogramme

ConsolidatedConsolidated
supply chainsupply chain
vendor vendor 
managementmanagement

Improved Improved 
candidatecandidate
qualityquality

EnhancedEnhanced
recruitmentrecruitment
processprocess

p gp g

MSP Solution Programme Management

gg
programme programme 

MSP Solution – Programme Management

ComplianceCompliance ImprovedImproved ConsultingConsulting TechnologyTechnologypp pp
managementmanagement
informationinformation

gg
insightsinsights

gygy
enabledenabled
VMSVMS
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What is the market potential?
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MSP market opportunity
Overview of size and growthOverview of size and growth

MSPs managed ∼EUR 8 billion of temp 
staffing spend in 2007… 

…and are expected to manage∼EUR 32 - 43 billion of spend in 2012

US contingent staffing market (in EUR billion) MSP managed spend (in EUR billion)

80%

100%

30

40
43                                 

32                                 

US contingent staffing market (in EUR billion) MSP managed spend (in EUR billion)

77

40%

60%

80%

20

30

0%

20%

40%

0

10

0%
2007

Non-MSP managed MSP managed

0
1 2 32007            2008           2012
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Market penetration – current snapshot
MSPs are requested by large typically US multinationals

Market 
P t ti

MSPs are requested by large, typically US multinationals

Established 
market demand

Penetration

market demand

North AmericaNorth America
MSPs were already 
managing ~USD 30bn of g g
client spend in 2008 

Growing 
market demand

Emerging 
market demand

Asia PacificAsia Pacific EuropeEurope

Market 
Development
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MSPs worldwide
Key differences by geographyKey differences by geography

Programme size typically exceeds USD 50 million in spend 
and can be as high as ~USD 1 billion
Vendor neutral requirements
Global initiatives are typically led by US multinationals
Supplier/staffing industry is highly fragmented requiring

North America

Supplier/staffing industry is highly fragmented requiring 
complex supplier management

The Netherlands, Germany, France and the UK – most 
advanced MSP offerings within Europeadvanced MSP offerings within Europe
MSP in the UK are typically a blended model including RPO, 
MSP & Staffing
Vendor neutrality is not a requirement – MSP is more a 
M t V d t d l

Europe

Master Vendor type model
Programme size is typically between USD 20 and 50 million

The only MSPs are via a multinational initiative
Maturity primarily in Australia, New Zealand and Singapore
Currency, language, culture and legal/statutory requirements 
are most complex in Asia

Asia Pacific
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Global MSP trending over the last year
Buyers are starting to think beyond regionally focused MSPsBuyers are starting to think beyond regionally focused MSPs

D ti tDo you manage your contingent
workforce programme on a global 
basis?

Trend in % of buyers managing on
a global basis

%
21%

14%

16%

21%

21%

44%
2008 2009

Yes Maybe over next 2 years No Don't know
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Buyers expected to evolve
Respondents who will use a supply management strategy in the futureRespondents who will use a supply management strategy in the future

79%81%

91%

82%
80%

100%

63%

49%

64%

51%

70%

60%

26% 28%
37% 38%

32% 34% 34%

20%

40%

0%
Master Supplier VMS Approved Supplier 

Li t
MSP

List

2007 2008 2009 2011 (Projected)
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How competitive is Adecco in MSP?

Slide 128

Adecco Investor Days, Miami
September 23-24, 2010



Providing a robust MSP offering
A defensive imperative and an offensive opportunityA defensive imperative and an offensive opportunity

Stem negative MSP impact on 
fit

Capture additional staffing 
MSP id lt

Defensive imperative Offensive opportunity

gross profit
Not becoming the MSP can have a 
negative impact on staffing:
• Margin reduction

revenues as MSP provider results 
in: 
• MSP fees
• Maintain or gain staffing share• Margin reduction

• Share loss
• Lost client relationships

• Maintain or gain staffing share 
• Maintain existing and expand 

upon relationships
• Adecco MSP becomes the 

primary face to the client
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Adecco’s journey to the leadership position in MSP
Key milestonesKey milestones

Created a stand-alone MSP organisation in the US
Identification of new talent from within and outside the industry
Established a go-to-market strategy, an organisational structure and a programme delivery 
model20

08

Awarded largest MSP contract in the industry – USD 1.1 billion in targeted spend under 
management in the US

model
Stabilised existing client base of Managed Service Programmes

9 management in the US
Continued development of the overall talent across the team
Focus on the build-out of the solution set as well as data/metrics
Total spend under management increases 300% over the prior year

20
09

01
0 Demand for global solutions continues to increase

Set-up of a global MSP organisation

20

p g g
Awarded several global MSP opportunities recently
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Adecco Solutions
Organisational structureOrganisational structure

Adecco Group CFO
Dominik de Daniel

Global MSP Solutions
Steven Hinckley

Global MSP Solutions
CFO

MSP Europe Middle

Steven HinckleyCFO

MSP North America MSP Europe, Middle 
East & AfricaMSP Asia RPO North America
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Recent wins across various industries
A strong base for future developmentA strong base for future development

Bank of America: Awarded MSP for total client spend over 
USD 1 billion
Global Media Client: Awarded MSP for North America; 88% ;
overall customer satisfaction rating in Q1 2009; Client 
spend continues at 23% above 2008 trending at USD 75 
million annually; recently completed an extension of the 
MSP and the transition to a new VMS tool
Global Pharmaceutical: Awarded MSP in July of 2010 
across 15 countries in Europe
Global high-tech client: Awarded MSP in September of 2010 
for total client spend of over USD 200 million across 45for total client spend of over USD 200 million across 45 
countries
Global Consumer Goods company: Awarded MSP in 
September 2010 for total client spend of over EUR 180 
million for EMEA and APACmillion for EMEA and APAC
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The VMS and the MSP opportunity
Beeline focus on VMS Adecco focus on MSPBeeline focus on VMS, Adecco focus on MSP

VMS only

Neutral MSP
VMS enabling technology

Master MSP
VMS

Global

VMS only VMS enabling technology VMS

Adecco will in most cases have the opportunity
to provide staffing to a given MSP

Adecco Solutions will continue its development of its global MSP capabilities

to provide staffing to a given MSP

Adecco Solutions will manage MSPs on 4 VMS technologies
Beeline will continue its development of a global VMS platform
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Market competitive dynamics
Adecco brings the best & indispensible local market knowledgeAdecco brings the best & indispensible local market knowledge

ERP providers are 
likely to build HR 

customised solutionscustomised solutions

Other staffing firms B siness ProcessAdecco Group
MSP Solutions

Other staffing firms 
developing their MSP

offering

Business Process
Outsourcers are 

potential new entrants

Some VMS technology
providers are likely to 

offer MSP

Slide 134

Adecco Investor Days, Miami
September 23-24, 2010



Where will Adecco go from here?
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Outlook
Priorities for the next quartersPriorities for the next quarters

Implementation of multiple MSPs (national and global scope)
Continue assisting clients in the establishment of a business 
case for Staffing Management OutsourcingClients

Enhance scope of services

Shared service center build-out scheduled for Q1 2011Shared service center build out scheduled for Q1 2011
Expand team and operations in Europe and Asia Pacific

Operations

Continue to build the team with a focus on skillsTalent
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Impact of MSP on Adecco
From a financial perspectiveFrom a financial perspective

Current pricing is driven by a pre-established pricing model – management fees p g y p p g g
between 1% and 3% of total contingent labour spend
In general, we recognise only the management fees in our revenues and not the spend 
under management (based on US GAAP: gross vs. net revenue recognition)
Contract duration typically between 3 5 yearsContract duration typically between 3 – 5 years

• Investments and implementation in year 1
• EVA positive in year 2

The staffing related temp gross margin will under ceteris paribus decrease somewhatThe staffing related temp gross margin will under ceteris paribus decrease somewhat 
but market share is expected to increase

I t t l f 2010 d 2011Investment plan for 2010 and 2011
Current investments include:

• Shared service centre build-out
• Enhancement of tools project management to knowledge management• Enhancement of tools – project management to knowledge management
• People/Talent – seasoned professionals from the staffing industry, consulting
backgrounds and cross industry influence
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Beeline: Vendor Management Software (VMS)Beeline: Vendor Management Software (VMS)
Doug Leeby, President of Beeline



Agenda

B li iBeeline – overview 

Market potential and growth drivers for VMS

Beeline software demo – how it works

Summary
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Beeline - overview
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Beeline
Company ProfileCompany Profile

Founded in 2000, as a wholly owned subsidiary of 
MPS GroupOrigin

Jacksonville, Chicago, Detroit, Cedar Rapids, 
Manila, London; 265 employees (28 in London and 
25 in the Philippines)

Key offices

Spend under management: USD >4 billion
Clients: >90

A leading Vendor 
Management System 
(VMS) provider

Support all labour categories 
Support all model types Flexible delivery 

models
Support geographic client needs

ode s
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Beeline within the Adecco Group
Organisational structureOrganisational structure

Adecco Group CFO
Dominik de Daniel

Beeline President
Doug Leeby

COO Product
Management Sales

Channel 
Business

Development

Technical
SolutionsCTO

p
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Market potential and growth drivers for VMS
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The VMS market & its potential
Based on FY 2008 numbersBased on FY 2008 numbers

Market size estimated at USD 50 billion of spend streaming through a VMS

Beeline is the number 2 player with an estimated market share of 11%p y

The US comprises 85% of the global market with Europe at 10%

The market potential lies in three areas

Further VMS consolidation
(the number of solutions 
ith i f l k t

International expansion
(Europe, Asia Pacific,

S th A i )

“Statement of Work” spend
(non-staff augmentation 

t d k th twith a meaningful market
share declined from over 
30 in 2002 to 8 in 2010)

South America) outsourced work that 
is project and 

fixed-price based)

Slide 145

Adecco Investor Days, Miami
September 23-24, 2010

Source: Staffing Industry Analysts Inc., Adecco estimates



Peer analysis
Competitive landscape based on FY 2008 millions in USDCompetitive landscape based on FY 2008 millions in USD

VMS Temp and Contract spendVMS Temp and Contract spend

4,624 

5,092 

Beeline

Fieldglass Inc.

1,685 

2,557 

2,686 

3,341 

ProcureStaf f

Emptoris Inc.

Peopleclick Inc.

IQNavigator

745

1,205 

1,272 

1,439 

TAPFIN Process Solutions

PrO Unlimited Inc.

Provade Inc.

Guidant/Comensura

380 

495 

644 

745 

Work Nexus

WorkforceLogic

nextSource Inc.

TAPFIN Process Solutions

15 

24 

370 

500 1 000 1 500 2 000 2 500 3 000 3 500 4 000 4 500 5 000 5 500

LinK2consult

CDI Business Solutions

ZeroChaos
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Beeline software demo – how it works
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Vendor Management System (VMS)
Workflow

Create Requisition

Workflow

Requisition ApprovalBusiness Intelligence

Distribute to SuppliersInvoicing / Payment 
Process Contingent 

life cycle

Review candidates 
submitted by suppliers

Time & Expense 

Screen & select 
candidates

Notify Vendors / 
Onboarding 
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Summary
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Pricing of a VMS offering
How do we make money?How do we make money?

90% of pricing is based on the “Supplier funded model” whereby the VMS provider 
retains a percentage of the staffing firm’s payment as a fee

Example

Client A spends USD 72 million annually on contingent labour 
across 20 suppliers
Beeline charges 1% for the usage of the VMSBeeline charges 1% for the usage of the VMS

The market is highly competitive and companies choose their VMS provider 

Top 5 VMS provider Software functionality

g y
primarily based on the following:

Global footprint Financial stability
Cost Technical / security requirement
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Conclusion
The benefits of BeelineThe benefits of Beeline

Cost savings and cost avoidanceCost savings and cost avoidance
Process efficiency and speed via automation
Risk mitigation and increased compliance
Visibility into key metrics such as spend, rates, performance 

Beeline advantages

and other trends 

Best in class reporting and analytics
User interface and ease of use

Beeline’s key 
User interface and ease of use
Customer service structured organisation

differentiators

Beeline brings 90 customersg
Beeline can be a major point of differentiation for Adecco
Adecco provides an unmatched global footprint to accelerate 
Beeline’s international expansion
Ad ’ fi i l t th k d t t

Adecco & Beeline 
increase value

Adecco’s financial strength serves as a key advantage to 
Beeline whose major competitors are reliant upon venture 
capitalist funding
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Q&AQ&A
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