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This Annual Report on Form 10-K (Form 10-K) contains certain forward-looking information relating to CA, Inc. (which we refer to as the “Company,”
“Registrant,” “CA Technologies,” “CA,” “we,” “our,” or “us”) that is based on the beliefs of, and assumptions made by, our management as well as
information currently available to management. When used in this Form 10-K, the words “believes,” “plans,” “anticipates,” “expects,” “estimates,” “targets,”
and similar expressions relating to the future are intended to identify forward-looking information. Forward-looking information includes, for example, not
only the statements relating to the future made under the caption “Management's Discussion and Analysis of Financial Condition and Results of Operations”
under Item 7, but also statements relating to the future that appear in other parts of this Form 10-K. This forward-looking information reflects our current
views with respect to future events and is subject to certain risks, uncertainties, and assumptions, some of which are described under the caption “Risk
Factors” in Part I, Item 1A and elsewhere in this Form 10-K. Should one or more of these risks or uncertainties occur, or should our assumptions prove
incorrect, actual results may vary materially from the forward-looking information described in this Form 10-K as believed, planned, anticipated, expected,
estimated, targeted or similarly identified. We do not intend to update these forward-looking statements.

99 ¢ 99 29 ¢ 9 ¢

The declaration and payment of future dividends by the Company is subject to the determination of the Company's Board of Directors, in its sole discretion,
after considering various factors, including the Company's financial condition, historical and forecast operating results, and available cash flow, as well as any
applicable laws and contractual covenants and any other relevant factors. The Company's practice regarding payment of dividends may be modified at any
time and from time to time.

Repurchases under the Company's stock repurchase program are expected to be made with cash on hand and may be made from time to time, subject to
market conditions and other factors, in the open market, through solicited or unsolicited privately negotiated transactions or otherwise. The program does not
obligate the Company to acquire any particular amount of common stock, and it may be modified or suspended at any time at the Company's discretion.

The product and service names mentioned in this Form 10-K are used for identification purposes only and may be protected by trademarks, trade names,
service marks and/or other intellectual property rights of the Company and/or other parties in the United States and/or other jurisdictions. The absence of a
specific attribution in connection with any such mark does not constitute a waiver of any such right. All other trademarks, trade names, service marks and
logos referenced herein belong to their respective companies.

References in this Form 10-K to fiscal 2015, fiscal 2014, fiscal 2013 and fiscal 2012, etc. are to our fiscal years ended on March 31, 2015, 2014, 2013 and
2012, etc., respectively.
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Part I

Item 1. Business.
(a) General Development of Business

Overview

CA Technologies is one of the world’s leading providers of information technology (IT) management software and solutions. Our solutions help organizations
of all sizes plan, develop, manage, and secure applications and IT infrastructure that increase productivity and enhance competitiveness in their businesses.
We do this across a wide range of environments, such as mainframe, distributed, cloud and mobile. The majority of the Global Fortune 500 relies on us to
help manage their IT environments.

Fiscal 2015 Business Developments and Highlights
The following are significant developments and highlights relating to our business during fiscal 2015:

* InJune 2014, we announced the availability of CA Cloud Service Management - a mobile-ready, SaaS-based IT Service Management (ITSM)
solution that delivers simplicity and speed across the enterprise.

e InJuly 2014, we divested our CA arcserve data protection business. The transaction continued to rationalize our portfolio and further sharpens our
focus on core capabilities.

* In Forrester Research, Inc.’s September 2014 report we were named a "Leader" in "The Forrester Wave™: Application Programing Interface (API)
Management Solutions, Q3 2014. ™" The solutions evaluated for the report included CA API Gateway (formerly CA Layer 7 API Gateway), CA
Mobile API Gateway (formerly CA Layer 7 Mobile Access Gateway) and CA API Developer Portal (formerly CA Layer 7 Portal).

* In November 2014, we held our annual user conference, CA World ‘14. This event showcased our unique strength in serving customers in the
Application Economy. The event highlighted our solutions as well as our vision of the future to thousands of customers and partners.

*  In December 2014, we repaid our 6.125% Senior Notes due December 2014 in full for $500 million.
We made the following changes to our executive officers and Board of Directors:

* In February 2015, Michael C. Bisignano joined as Executive Vice President and General Counsel.

* In March 2015, Jeffrey G. Katz was elected to our Board of Directors.
(b) Financial Information About Segments

The internal reporting used by our Chief Executive Officer for evaluating segment performance and allocating resources is based on the disaggregation of our
operations into three operating segments: Mainframe Solutions, Enterprise Solutions and Services.

Our Mainframe Solutions and Enterprise Solutions segments comprise our software business organized by the nature of our software offerings and the
platform on which the products operate. Our Mainframe Solutions segment products help customers and partners transform mainframe management, gain
more value from existing technology and extend mainframe capabilities. Our Enterprise Solutions segment consists of various product offerings, including:
DevOps, which helps customers unite application development and IT operations; Management Cloud, where we help customers optimize IT investments;
and Security, which consists of identity and access management. The Services segment comprises product implementation, consulting, customer education
and customer training. These services primarily include those directly related to our mainframe solutions and enterprise solutions.

Refer to Note 17, “Segment and Geographic Information,” in the Notes to the Consolidated Financial Statements for financial data pertaining to our segment
and geographic operations.

(¢) Narrative Description of the Business
Business Strategy

Software is powering a major transformation of businesses worldwide, in every industry. Enterprises and consumers are demanding continuous availability of
online services and efficient online interfaces. New applications are changing business models and many organizations are looking to IT to gain a competitive
edge through faster delivery of products and services, new customer acquisition and agile responses to market change.

* Forrester Research Inc., "The Forrester Wave™: API Management Solutions, Q3 2014, September 29, 2014."
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Consumerization of IT is increasing due to expanded use of mobile devices and simpler, more intuitive online interfaces that have dramatically changed user
expectations. Companies are allowing employees to bring their own mobile devices to work and use them for a number of corporate activities, such as email,
expense reporting and time accounting. This movement, known as "Bring Your Own Device" or "BYOD," has resulted in increased corporate productivity.
With the proliferation of mobile devices, vast amounts of data are being generated, including data from social networks. This ambient data - the massive
amounts of data being generated and stored within and outside the enterprise - is being collected and analyzed, providing new insights for companies.

In this hyper-connected data-driven environment, software is often the key differentiator in a company’s everyday business operations and go-to-market
strategy. As a result, companies are investing heavily in technology, particularly in application development and user interfaces. We are helping our customers
adapt and grow in this new business environment, which we call the Application Economy.

Our goal is to be the world’s leading independent software provider for IT management and security solutions that help organizations and enterprises plan,
develop, manage, and secure modern IT architectures, across mainframe, distributed, cloud and mobile environments. To accomplish this, key elements of our
strategy include:

*  [Innovating in key product areas to extend our market position and differentiation. Our product development strategy is built around three key growth
areas, where we are focused on innovating and delivering differentiated products and solutions: DevOps, Management Cloud and Security across
multiple platforms. We innovate and build products to help customers manage and transform their businesses in an increasingly software- and new
application-driven economy and business environment. First, we help enable businesses to accelerate and automate the continuous delivery of next-
generation applications by delivering a highly differentiated DevOps suite including Application Delivery, Application Performance Management
and Infrastructure Management solutions. Second, we help connect operational IT to strategic business outcomes and manage the business side of IT
through greater analytics and insight from our Management Cloud offerings, such as Project and Portfolio Management and Service Management.
Finally, we seek to advance our Security leadership with solutions that address the increasing challenges of composite application architectures
through Identity and Access Management, Data-centric Security and Application Programing Interface (API) Management. Throughout each of
these areas we are focused on developing solutions that are easy to use, easy to implement, and have favorable total cost of ownership.

*  Addressing shifts in market dynamics and technology. We will innovate with the intent to deliver new differentiated solutions that enable our
customers to manage the challenges and capture the opportunities of disruptive technologies, such as ambient data; unwired enterprise - ubiquitously
connected network of devices that are changing how we view computing; and API assembled apps - opening up and connecting data and business
logic from multiple internal and external parties to create user apps that drive business value. We will continue to align our sales, marketing and
development spending with the areas that maximize our return on investment.

*  Accelerating growth in our global customer base. We are focused on maintaining strong relationships with our core, large enterprise customer base,
and will proactively target growth with these customers as well as new enterprises we do not currently serve. In parallel, we are broadening our
customer base to new buyer segments beyond the customer’s Chief Information Officer and IT department and increasingly to geographic regions
we have underserved. We are making adjustments to our sales, services and marketing resources to reach these customers and respond to changes in
customer buying behaviors, such as the need for solutions that are simple and cost-effective to buy, install, deploy, manage and secure.

*  Pursuing new business models and expanded routes to market. While our traditional on-premise software delivery remains core to many enterprise
customers, we see cloud-based and lightweight try-and-buy models as increasingly attractive for our customers. This simplifies their decision-
making and accelerates the value they can derive from new solution investments. This delivery model allows us to extend our market reach, speed
adoption of our solutions, improve our efficiencies, and compete more effectively for a larger number of customers globally.

Business Organization

We have a broad and deep portfolio of software solutions with which to execute our business strategy. We organize our offerings in Mainframe Solutions,
Enterprise Solutions and Services operating segments.

Mainframe Solutions products are designed mainly for the IBM System z mainframe platform, which runs many of our largest customers' mission-critical
applications. We help customers seamlessly manage the mainframe as part of their strategy to succeed in the Application Economy through unified
management approaches, end-to-end visibility and application portability. New innovation allows customers to effectively manage their mainframes as part of
complex, heterogeneous data environments and accelerate development of mobile-to-mainframe applications to support DevOps initiatives. New
technologies, such as CA Application Lifecycle Conductor and vStorm Connect Data Streaming for Big Data, extend our comprehensive mainframe portfolio
- including systems and database management, automation, application development and security - helping customers embrace new business models, drive
business agility and increase competitiveness.



Table of Contents

Enterprise Solutions products operate on mainly non-mainframe platforms and include our DevOps, Management Cloud and Security product groups.

DevOps: In today’s fast moving world, most companies are bringing some software development in-house. Our DevOps solutions include
Application Delivery solutions, Application Performance Management solutions and Infrastructure Management solutions and enable state-of-the-art
application development in compressed timescales.

»  Application Delivery solutions help customers deliver innovative applications faster, with higher quality and at a lower cost. As a key part of CA
Technologies' DevOps offering, these tools help organizations create and deliver new business services by optimizing application
development testing processes and by automating the deployment of applications across all stages of the application lifecycle. The cornerstones
of the CA Application Delivery portfolio include CA Service Virtualization, which eliminates constraints in the testing process by modeling and
simulating both the behavior and performance characteristics of dependent systems and services; and CA Release Automation, which automates
and orchestrates the complex process of deploying and promoting new application capabilities from development through production.

»  Application Performance Management (APM) solutions are designed to scale and manage billions of transactions, from any device, across
critical enterprise, mainframe and mobile applications. By providing deep-dive application diagnostics, end-user experience monitoring,
synthetic monitoring and analytics, our APM solutions help to ensure service quality, increase revenue, improve productivity and enhance
customer satisfaction.

»  Infrastructure Management solutions offer a unified approach to monitoring and managing the performance and capacity of IT assets and
services within traditional data centers and cloud environments. Our solutions provide operations teams in some of the largest IT organizations
in the world with quick access to the information they need to improve service quality, predictability and efficiency with less effort and reduced
costs.

Management Cloud: Our suite of management applications delivered from the cloud enables increased speed and scale and includes our IT Business
Management (ITBM) solutions, APl Management solutions and Enterprise Mobility Management solutions.

* [T Business Management solutions help customers optimize their investments, projects, resources and processes. [ITBM comprises core project
and portfolio management and service management applications that are delivered both through SaaS and on premise. For example, with our
market-leading CA Project & Portfolio Management, we help customers improve technology investment decision-making, optimize their
resources and execute projects at a higher value and with less risk. CA Service Management solutions help organizations improve service
quality and end-user productivity by automating service requests, improving operational processes and mitigating software compliance risk.

*  API Management solutions help organizations seamlessly and securely connect valuable data to mobile apps, cloud platforms, developers and
the ‘Internet of Things’ through APIs. With APIs, organizations are able improve business agility, accelerate time-to-value and increase revenue
through new routes to market. CA API Management enables organizations to monetize and unlock the value of data through the creation,
publishing and billing of APIs, integrate legacy systems with modern applications, simplify app development, and mitigate API risks through
security, identity and access management. CA API Management meets the scale, flexibility and security needs of some of the most demanding
industries and is offered as both a SaaS and on-premise delivery model.

s Enterprise Mobility Management solutions address the challenges presented by the management of mobile devices, applications, content and
emails within an enterprise.

Security (Identity and Access Management) solutions: Security is a concern for all businesses in the Application Economy. Our security solutions
focus on smart authentication and deliver identity-centric security solutions to meet the needs of today’s mobile, cloud-connected, open enterprises to
succeed in the Application Economy. We provide a broad suite of identity and access management, and data protection solutions that give our
customers the ability to centrally manage and control access to applications and data, in both on-premise and cloud deployments, and across Web,
mobile, and API channels that work seamlessly with e-commerce applications. Our security solutions can control identities and access throughout
the entire interaction - from the device to the data center. This enables us to provide a complete, end-to-end, and multi-channel security solution.
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Services helps customers reach their IT and business goals by enabling the rapid implementation and adoption of our mainframe solutions and enterprise
solutions. Our professional services team consists of experienced professionals who provide a variety of services, such as consulting, implementation,
application management services, education and support services, to both commercial and government customers. With approximately 1,100 certified
consultants, architects, project managers and advisors located in 28 countries and an extensive partner ecosystem, CA Services works with customers to
navigate complex business and technology challenges and deliver the services that best meet customer goals throughout the entire solution lifecycle. During
fiscal 2015, we focused our professional services and education engagements on those connected to new product sales.

Seasonality

Some of our business results are seasonal, including software license transactions and cash flow from operations. These business results typically increase
during each consecutive quarter of our fiscal year, with the fourth quarter typically having the highest results.

Customers

Our traditional core customers generally consist of large enterprises that have computing environments from multiple vendors and are highly complex. We
currently serve customers across most major industries worldwide, including banks, insurance companies, other financial services providers, government
agencies, global service providers, telecommunication providers, manufacturers, technology companies, retailers, educational organizations and health care
institutions.

No single customer accounted for 10% or more of our total revenue for fiscal 2015, 2014 or 2013. Approximately 8% of our total revenue backlog at March
31, 2015, is associated with multi-year contracts signed with the U.S. federal government and other U.S. state and local government agencies which are
generally subject to: annual fiscal funding approval; renegotiation or termination at the discretion of the government; or both.

Sales and Marketing

We offer our solutions through our direct sales force and indirectly through our partners. We remain focused on strengthening relationships with our core
customers and partners--which we refer to as our “Platinum” accounts, consisting of approximately our top 500 accounts--through product leadership, account
management and a differentiated customer experience. We believe enhanced relationships in our traditional customer base of large enterprises with multi-year
enterprise license agreements will drive renewals and provide opportunities to increase account penetration that will help to drive revenue growth.

At the same time, we continue to dedicate sales resources and deploy additional solutions to address opportunities to sell to new enterprises and to expand our
relationship with existing non-Platinum customers--which we refer to as our “Named” and “Growth” customers. Named customers are large potential
customers with whom we currently do not have a strong presence and where a competitor often has an established relationship, while Growth customers are
mid-size potential customers with whom we currently do not have a strong presence. In addition to this dedication of additional sales resources, we will
service some of these customers through partners. We believe we can grow our business and increase market share by delivering differentiated technology
and collaborating with partners to leverage their relationships, market reach and implementation capacity. We are deploying new routes to market, and
simplifying the buying and deployment process for our customers.

This customer focus allows us to better align marketing and sales resources with how customers want to buy. We have also implemented broad-based business
initiatives to drive accountability for sales execution.

Marketing has played a key role in the ongoing transformation of CA Technologies into a company that is focused on the Application Economy. Based on

research conducted across global markets, we believe that CA Technologies’ new brand positioning, “Business, rewritten by software,™” is resonating, and
that marketing campaigns are positively influencing key reputation metrics and future consideration of CA Technologies in purchase decisions. In particular,
marketing has succeeded in narrowing the gap between historical market perceptions of CA Technologies and the Company’s current portfolio of capability.

In the past fiscal year, CA Technologies marketing has on boarded and integrated new talent, tools and processes to create a contemporary demand capability
to support sales.

Marketing also led a refreshed CA World, our annual conference aimed at customers and partners. Quantitative and qualitative results from CA World 2014
are positive. Among the key findings: current and potential customers found that we have significantly improved overall visibility of the CA Technologies
portfolio and realized how much more CA could help them in the IT arena.

Going forward, we will focus on further enhancing our connection with new and existing customers, contributing directly to business growth and expanding
our customer base globally.

Our sales organization operates globally. We operate through branches, subsidiaries and partners around the world. Approximately 61% of our revenue in
fiscal 2015 was from operations outside of the United States. At March 31, 2015 and 2014, we had approximately 2,500 and 2,800 sales and sales support
personnel, respectively.
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Partners

To reach new customers we continue to expand and invest in our go-to-market business model and partner relationships. Our partner strategy aligns our sales
and technical resources with a variety of types of business partners to address specific market segments and align with buyer preferences.

We work with several types of partners:

*  Technology partners, both software and hardware, that help us broaden our capabilities, ensure that our software remains compatible with our
customers’ existing environments, and adapt and respond to the emergence of new technologies and trends.

*  Global systems integrators who offer our software and solutions in their business practices and leverage their process design, planning and vertical
expertise to provide holistic solutions and implementation services for our customers.

* Regional solution providers who have sales and implementation resources to deliver and support IT solutions and have local market knowledge.
Solution providers not only resell our solutions to their customer base, but wrap value-add implementation and integration services for those
customers, extending our reach into new market segments.

*  Managed Service Providers who offer IT Management-as-a-Service rather than through a traditional licensed software model for customers of all
sizes. These service provider partners range from the largest global IT outsourcing and telecommunications firms to regional and local infrastructure
service and managed service providers. Service providers are both buyers of technology and ““sell through™ partners to buyers of IT Management-as-
a-Service.

e In certain non-U.S. locations, including the Asia-Pacific and Japan region, our primary routes to market are value-added distributors. In other non-
U.S. locations, principally Eastern Europe, the Middle East and Africa, we use a franchise model with representatives, who sell our products in a
particular region on an exclusive basis.

Continued investment in partner enablement and infrastructure management is intended to facilitate the consolidating and aligning of partner strategies,
program offerings and recruitment activities to enhance our relationships with partners. Further, we have coordinated efforts across engineering, operations,
marketing, finance, strategy and sales to embrace a partnering culture within the company.

Customer Success

The Customer Success organization is made up of customer advocates, technical support engineers, community managers and an advanced customer data
analytics team that together have one common goal: To deliver a superior end-to-end customer experience for customers and partners that creates and sustains
satisfaction and loyalty, and serves as a source of competitive advantage for CA Technologies.

The Customer Success teams work with customers to understand their unique business challenges to help maximize the value of their current investments.
The Customer Success team aligns with members from education, support, services, partners and development to drive customer adoption, facilitate product
expansion and to provide maximum return in minimal time.

CA Support engineers work with customers post-sale to assist in migration and upgrades, resolve issues 24/7, and create self-help knowledge documentation.
CA Support operates in 24 locations worldwide, providing assistance in nine languages while consistently earning industry-leading customer satisfaction
ratings.

Throughout the customer experience, customers are encouraged to join the online communities to interact and engage with their peers, partners, and CA
Technologies experts. We have more than 40,000 community members in over 40 communities who network, ask and answer questions, and share knowledge
about our solutions.

Research and Development

We have approximately 5,100 employees globally who design, develop, and support CA Technologies software. We operate principal research and
development centers in Islandia, New York; Framingham, Massachusetts; Santa Clara, California; Prague, Czech Republic; as well as Hyderabad and
Bangalore, India.

In fiscal 2015, research and development focused on three main areas: leveraging technological advances and market forces to ensure our products continue
to be market leading; adapting our products to modern expectations of usability; and increasing quality and stability in our broadly deployed products so that
we could generate capacity to focus on innovation initiatives.

We continue to advance our DevOps, Management Cloud and Security solutions while driving a SaaS model across several of our product lines, including
security, management cloud, mobility and monitoring. We are making strides towards our SaaS-first development approach through a targeted set of releases
to build a SaaS platform and capabilities that makes it easier for new solutions to be built.

Our research and development activities also include a number of efforts to support our technical community in its pursuit of leading solutions for customers.
We continue to use CA Technologies Labs and CA University Relations to strengthen our relationships with research communities by working with academia,
professional associations, industry standards bodies, customers, and partners to explore novel products and emerging technologies.
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We have charged to operations $603 million, $574 million, and $483 million in fiscal 2015, 2014 and 2013, respectively, for product development and
enhancements. In fiscal 2014 and 2013, we capitalized costs of $40 million and $156 million respectively, for internally developed software. In fiscal 2015,
we did not have capitalized costs for internally developed software.

Our product offerings and go-to-market strategy continue to evolve to include solutions and product suites that may be delivered either on-premise or via
Saa$S or cloud platforms. We expect our product offerings to continue to become available to customers at more frequent intervals than our historical release
cycles. Over the last few years, we have continued to leverage Agile development methodologies, which are characterized by a more dynamic development
process with more frequent revisions to a product release’s features and functions as the software is being developed. In addition, we have implemented a
holistic portfolio management process, which has improved transparency and efficiency across the portfolio through a quarterly cadence of business reviews.
Due to these factors, we have commenced capitalization much later in the development life cycle. As a result, product development and enhancements
expenses have increased as the amount capitalized for internally developed software costs has decreased.

Intellectual Property

Our products and technology are generally proprietary. We rely on U.S. and foreign intellectual property laws, including patent, copyright, trademark and
trade secret laws, to protect our proprietary rights. However, the extent and duration of protection given to different types of intellectual property rights vary
under different countries' legal systems. In some countries, full-scale intellectual property protection for our products and technology may be unavailable, and
the laws of other jurisdictions may not protect our proprietary technology rights to the same extent as the laws of the United States. We also maintain
contractual restrictions in our agreements with customers, employees and others to protect our intellectual property rights. These restrictions generally bind
our customers and employees to confidentiality regarding our intellectual property and limit our customers' use of our software and prohibit certain
disclosures to third parties.

We regularly license software and technology from third parties, including some competitors, and incorporate them into our own software products. We
include third-party technology in our products in accordance with contractual relationships that specify our rights.

We believe that our patent portfolio differentiates our products and services from those of our competitors, enhances our ability to access third-party
technology and helps protect our investment in research and development. We continue to enhance our internal patent program to increase our ability to
capture patents, strengthen their quality and increase the pace at which we are able to move our innovations through the patent process. At March 31, 2015,
our patent portfolio included more than 1,050 issued patents and more than 950 pending applications in the United States and across the world. The patents
generally expire at various times over the next 20 years. Although the durations and geographic intellectual property protection coverage for our patents may
vary, we believe our patent portfolio adequately protects our interests. Although we have a number of patents and pending applications that may be of value to
various aspects of our products and technology, we are not aware of any single patent that is essential to us or to any of our reportable segments.

The source code for our products is protected both as trade secrets and as copyrighted works. Our customers do not generally have access to the source code
for our products. Rather, on-premise customers typically access only the executable code for our products, and SaaS customers access only the functionality
of our SaaS offerings. Under certain contingent circumstances, some of our customers are beneficiaries of a source code escrow arrangement that enables
them to obtain a limited right to access our source code.

We continue to be engaged in efforts to more fully employ our intellectual property by strategically licensing and/or assigning selected assets within our
portfolio. This effort is intended to better position us in the marketplace and allow us the flexibility to reinvest in improving our overall business.

Product Licensing and Maintenance

For traditional, on-premise licensing, we typically license to customers either perpetually or on a subscription basis for a specified term. Our customers also
purchase maintenance and support services that provide technical support and any general product enhancements released during the maintenance period.

Under a perpetual license, the customer has the right to use the licensed program for an indefinite period of time upon payment of a one-time license fee. If
the customer wants to receive maintenance, the customer is required to pay an additional annual maintenance fee.

Under a subscription license, the customer has the right to usage and maintenance of the licensed products during the term of the agreement. Under our
licensing terms, customers can license our software products under multi-year licenses, with most customers choosing terms of one to five years, although
some customers seeking greater cost certainty may negotiate longer terms. Thereafter, the license generally renews for the same period of time on the same
terms and conditions, but subject to the customer's payment of our then-applicable fees.
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Within these license categories, our contracts provide customers with the right to use our products under a variety of models including, but not limited to:
* A typical designated CPU (central processing unit) license, under which the customer may use the licensed product on a single, designated CPU.

* A MIPS (millions of instructions per second)-based license, which allows the customer to use the licensed product on one or more CPUs, limited by
the aggregate MIPS rating of the CPUs covered by the license.

* A user-based license, under which the customer may use the licensed product by or for the agreed number of licensed users.

* A designated server license, under which the customer may use a certain distributed product on a single, designated server. The licensed products
must be licensed for use with a specific operating system.

Customers can obtain licenses to our products through individual discrete purchases to meet their immediate needs or through the adoption of enterprise
license agreements. Enterprise license agreements are comprehensive licenses that cover multiple products and also provide for maintenance and support.

For our mainframe solutions, the majority of our licenses provide customers with the right to use one or more of our products up to a specific license capacity,
generally measured in MIPS. For these products, customers may acquire additional capacity during the term of a license by paying us an additional license
fee. For our enterprise solutions, our licenses may provide customers with the right to use one or more of our products limited to a number of servers, users or
copies, among other things. Customers may license these products for additional servers, users or copies, etc., during the term of a license by paying us an
additional license fee.

SaaS8 is another delivery model we offer for certain products when a customer prefers to use our technology off-premises with little or no infrastructure
required. Our SaaS offerings are typically licensed using a subscription fee.

Competition

Our industry is extremely competitive and experiences rapid technological change, the steady emergence of new companies and products, evolving industry
standards, computing platforms, go-to-market models, business models and continually changing customer needs. We compete with many established
companies, the majority of which have substantially greater financial, marketing and technological resources than we do. Our competitors include BMC
Software Inc., Compuware Corporation, Dell Incorporated, Hewlett-Packard Company, International Business Machines Corporation, Microsoft Corporation,
Oracle Corporation, ServiceNow, Inc., and VMware, Inc. These firms compete broadly across our multiple product lines.

We also compete with numerous smaller companies that provide products in a single area of our portfolio. Many of these firms are inherently more agile due
to their size and limited scope, and are able to evolve more rapidly to meet changes in the technology landscape. They are generally delivering their solutions
in cloud-based and/or lightweight try-and-buy models.

We believe our competitive differentiators include: our experience managing mission-critical capabilities for major global corporations; our focus on
innovation and delivery of new, differentiated solutions; and our platform and hardware independence, breadth and synergy of offerings, industry expertise,
intellectual property, comprehensive distribution, customer relationships, product functionality and scalability, as well as brand name recognition and
reputation.

Employees
We had approximately 11,600 and 12,700 employees at March 31, 2015 and 2014, respectively.
(d) Financial Information About Geographic Areas

Refer to Note 17 “Segment and Geographic Information,” in the Notes to the Consolidated Financial Statements for financial data pertaining to our segment
and geographic operations.

(e) Corporate Information

The Company was incorporated in Delaware in 1974, began operations in 1976 and completed an initial public offering of common stock in December 1981.
Our common stock is traded on The NASDAQ Global Select Market tier of The NASDAQ Stock Market LLC under the symbol “CA.”
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Our corporate website address is www.ca.com. All filings we make with the Securities and Exchange Commission (SEC), including our Annual Report on
Form 10-K, our Quarterly Reports on Form 10-Q, our Current Reports on Form 8-K, our proxy statements and any amendments thereto filed or furnished
pursuant to Section 13(a) or 15(d) of the Securities Exchange Act of 1934, as amended, are available for free in the Investor Relations section of our website
(www.ca.com/invest) as soon as reasonably practicable after they are filed with or furnished to the SEC. Our SEC filings are available to be read or copied at
the SEC’s Public Reference Room at 100 F Street, N.E., Washington, D.C. 20549. Information about the operation of the Public Reference Room can be
obtained by calling the SEC at 1-800-SEC-0330. Our filings can also be obtained for free on the SEC’s website at www.sec.gov. The reference to our website
address does not constitute inclusion or incorporation by reference of the information contained on our website in this Form 10-K or other filings with the
SEC, and the information contained on our website is not part of this document.

The Investor Relations section of our website (www.ca.com/invest) also contains information about our initiatives in corporate governance, including: our
corporate governance principles; information about our Board of Directors (including specific procedures for communicating with them); information
concerning our Board Committees, including the charters of the Audit Committee, the Compensation and Human Resources Committee, the Corporate
Governance Committee and the Compliance and Risk Committee; and our Code of Conduct (which qualifies as a “code of ethics” under applicable SEC
regulations and is applicable to all of our employees, including our Chief Executive Officer, Chief Financial Officer and Principal Accounting Officer, and
our directors are expected to act on behalf of CA Technologies consistently with the underlying ethical principles of the Code). These documents can also be
obtained in print by writing to our Corporate Secretary, CA, Inc., 520 Madison Avenue, New York, New York 10022.

Item 1A. Risk Factors.

Current and potential stockholders should consider carefully the risk factors described below. Any of these factors, many of which are beyond our control,
could materially adversely affect our business, financial condition, operating results, cash flow and stock price.

Failure to achieve success in our business strategy could materially adversely affect our business, financial condition, operating results and cash flow.

As more fully described in Part I, Item 1 “Business,” our business strategy is designed to build on our portfolio of software and services to meet next-
generation market opportunities. The success of this strategy could be affected by many of the risk factors discussed in this Form 10-K and also by our ability
to:

»  Enable our sales force to accelerate growth of new product sales (at levels sufficient to offset any decline in revenue in our Mainframe Solutions
segment):
* in our Platinum customer accounts where we already have strong relationships;

* in our Named customer accounts where a competitor already has an established relationship; and

* in our Growth customer accounts where we currently do not have a strong presence and where we may have a dependence on unfamiliar
distribution routes and offerings of a type not previously provided by us;

*  Improve CA Technologies brand, technology and innovation awareness in the marketplace;

*  Ensure our offerings for cloud computing, application development and IT operations (DevOps), SaaS, and mobile device management, as well as
other new offerings, address the needs of a rapidly changing market, while not adversely affecting the demand for our traditional products or our
profitability to an extent greater than anticipated; and

»  Effectively manage the strategic shift in our business model to develop more easily installed software, provide additional SaaS offerings and refocus
our professional services and education engagements on those engagements that are connected to new product sales, without affecting our
performance to an extent greater than anticipated.

Failure to achieve success with this strategy could materially adversely affect our business, financial condition, operating results and cash flow.

Failure to innovate or adapt to technological changes and introduce new software products and services in a timely manner could materially
adversely affect our business.

If we fail to keep pace with, or in certain cases lead, technological change in our industry, that failure could materially adversely affect our business. We
operate in a highly competitive industry characterized by rapid technological change, evolving industry standards, and changes in customer requirements and
delivery methods. During the past several years, many new technological advancements and competing products entered the marketplace. The enterprise
solutions markets in which we operate (including non-mainframe platforms from physical to virtual and cloud) are far more crowded and competitive than
our traditional mainframe systems management markets.
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Our ability to compete effectively and our growth prospects for all of our products, including those associated with our business strategy, depend upon many
factors, including the success of our existing enterprise solutions, the timely introduction and success of future software products and services, including those
that we acquire or develop, and related delivery methods, and the ability of our products to perform well with existing and future leading databases and other
platforms supported by our products that address customer needs and are accepted by the market. We have experienced long development cycles and product
delays in the past, particularly with some of our enterprise solutions, and may experience delays in the future. In addition, we have incurred, and expect to
continue to incur, significant research and development costs as we introduce new products and integrate products into solution sets. If there are delays in new
product introduction or solution set integration, or if there is less-than-anticipated market acceptance of these new products or solution sets, we will have
invested substantial resources without realizing adequate revenues in return, which could materially adversely affect our business, financial condition,
operating results and cash flow.

We are subject to intense competition in product and service offerings and pricing, and we expect to face increased competition in the future, which
could either diminish demand for or inhibit growth of our products and, therefore, reduce our sales, revenue and market presence.

The markets for our products are intensely competitive, and we expect product and service offerings and pricing competition to increase. Some of our
competitors have longer operating histories, greater name recognition, a larger installed base of customers in any particular market niche, larger technical
staffs, established relationships with hardware vendors, or greater financial, technical and marketing resources. Furthermore, our business strategy is
predicated upon our ability to develop and acquire products and services that address customer needs and are accepted by the market better than those of our
competitors.

We also face competition from numerous smaller companies that specialize in specific aspects of the highly fragmented software industry, and from
shareware authors that may develop competing products. In addition, new companies enter the market on a frequent and regular basis, offering products that
compete with those offered by us. Moreover, certain customers historically have developed their own products that compete with those offered by us. The
competition may affect our ability to attract and retain the technical skills needed to provide services to our customers, forcing us to become more reliant on
delivery of services through third parties. This, in turn, could increase operating costs and decrease our revenue, profitability and cash flow. Additionally,
competition from any of these sources could result in price reductions or displacement of our products, which could materially adversely affect our business,
financial condition, operating results and cash flow.

Our competitors include large vendors of hardware and operating system software and service providers. The widespread inclusion of products that perform
the same or similar functions as our products bundled within computer hardware or other companies’ software products, or services similar to those provided
by us, could reduce the perceived need for our products and services, or render our products obsolete and unmarketable. Furthermore, even if these
incorporated products are inferior or more limited than our products, customers may elect to accept the incorporated products rather than purchasing our
products. In addition, the software industry is currently undergoing consolidation as software companies seek to offer more extensive suites and broader
arrays of software products and services, as well as integrated software and hardware solutions. This consolidation may adversely affect our competitive
position, which could materially adversely affect our business, financial condition, operating results and cash flow. Refer to Part I, Item 1, “Business -

(c) Narrative Description of the Business - Competition,” for additional information.

If our products do not remain compatible with ever-changing operating environments, platforms, or third party products, we could lose customers
and the demand for our products and services could decrease, which could materially adversely affect our business, financial condition, operating
results and cash flow.

The largest suppliers of systems and computing software are, in most cases, the manufacturers of the computer hardware systems used by most of our
customers. Historically, these companies have from time to time modified or introduced new operating systems, systems software and computer hardware. In
the future, new products from these companies could incorporate features that perform functions currently performed by our products, or could require
substantial modification of our products to maintain compatibility with these companies’ hardware or software. Recently, many established enterprise
hardware vendors have begun to bundle basic management functionality software with their hardware offerings, putting additional competitive pressures on
independent management software vendors like us. Although we have to date been able to adapt our products and our business to changes introduced by
hardware manufacturers and system software developers, there can be no assurance that we will be able to do so in the future. Failure to deliver distinctive
management functionality, beyond the basic functionality now being bundled by many hardware vendors, that delivers significant and differentiating value to
customers could materially adversely affect our business, financial condition, operating results and cash flow.
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Further, since our solutions interact with a variety of software and hardware developed by third parties, we may lose access to third-party code and
specifications for the development of code, which could materially adversely affect our ability to develop software compatible with third-party software
products in the future. Some software providers and hardware manufacturers, including some of the largest vendors, have a policy of restricting the use or
availability of their code or technical documentation for some of their operating systems, applications, or hardware. To date, this policy has not had a material
effect on us. Some companies, however, may adopt more restrictive policies in the future or impose unfavorable terms and conditions for such access. These
restrictions may, in the future, result in higher research and development costs for us in connection with the enhancement and modification of our existing
products and the development of new products. Any additional restrictions could materially adversely affect our business, financial condition, operating
results and cash flow.

In addition, the emergence of cloud computing means that many of our enterprise solutions customers are themselves undergoing a radical shift in the way
they deliver IT services to their businesses. The shift towards delivering infrastructure and SaaS from the cloud may negatively affect our ability to sell IT
management solutions to our traditional enterprise solutions customers. While we believe we adequately understand this risk and are taking steps in our
product and business strategy to plan for it, failure to adapt our products, solutions, delivery models and sales approaches to effectively plan for cloud
computing may adversely affect our business. If we are not successful in anticipating the rate of market change towards the cloud computing paradigm and
evolving with it by delivering solutions for IT management in the cloud computing environment, customers may forgo the use of our products in favor of
those with comparable functionality delivered via the cloud, which could materially adversely affect our business, financial condition, operating results and
cash flow.

Given the global nature of our business, economic factors or political events beyond our control and other business risks associated with non-U.S.
operations can affect our business in unpredictable ways.

International revenue has historically represented a significant percentage of our total worldwide revenue. Success in selling and developing our products
outside the United States will depend on a variety of factors in various non-U.S. locations, including:

*  Foreign exchange rates;
*  Local economic conditions;
» Political stability and acts of terrorism;

*  Workforce reorganizations in various locations, including global reorganizations of sales, research and development, technical services, finance,
human resources and