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C O R P O R A T E  P A R T I C I P A N T S

Mike Brown Symantec Corporation - CEO

C O N F E R E N C E  C A L L  P A R T I C I P A N T S

Operator

Nikolay Beliov Bank of America Merrill Lynch - Analyst

P R E S E N T A T I O N

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

My name is Nikolay Beliov from the software team at [BEMO]. We have Mike Brown, the CEO of Symantec this morning. Thank you for coming to
the session.

Mike Brown - Symantec Corporation - CEO

Thanks for having me.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

Mike just (inaudible) the conversation, there's been a lot of going on with the company recently.

Mike Brown - Symantec Corporation - CEO

Understatement.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

If you can just give us an update of the business at this point?

Mike Brown - Symantec Corporation - CEO

Sure, well, as we've characterized we're probably one year into what we'd say is a three-year turnaround in the business. And this first year was all
about stabilization. That was the year that ended in March. So as you know while coming off the previous year FY14 where we felt like momentum
was declining, our revenue was declining. We've made a pretty significant turnaround in terms of stabilization of the business.

So achieved profitability that we wanted to with 27 points of operating margin and more importantly we're starting to see the signs of growth. So
if we look at implied buildings, that went from FY14 to FY15 from [minus 8 to plus 4. Deferred revenue was minus 6 in FY14]. Now that's improved
to the positive side and deferred revenue and all the numbers I'm going to give here are constant currency by the way. Deferred revenue grew
sequentially quarter-to-quarter to 7.5% in the March quarter.

So we're starting to see even though it's more in the balance sheet than we're seeing from current revenue -- we're starting to see very positive
signs in terms of momentum we're building, especially on the enterprise business and that applies to both security and the Veritas business.
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Nikolay Beliov - Bank of America Merrill Lynch - Analyst

You've been the CEO, it will be 2 years this [September].

Mike Brown - Symantec Corporation - CEO

About 14 months but -- working on the second year.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

And probably came in with certain expectations when you became the CEO and what have been the positives and the negatives since -- what
surprised you both on the positive and negative side?

Mike Brown - Symantec Corporation - CEO

Sure. Well on the positive side, I think the strength of the Veritas business, the focus that we've achieved by achieving a lot of the benefits of
separation earlier on before we get to operational legal separation. By that I mean we have focused product development and go to market
organization and we've already seen the Veritas business accelerate its growth going from 1% to 6% as we look through the last fiscal year and
operating margin expanding in that business as well and we think there's a lot more room to go in terms of operating margin eventually. So certainly
what we've been able to do on the Veritas side, a big positive, the margin expansion in our consumer business also a 1,000 basis points has clearly
been a positive. Being able to re-staff the executive team because when I walked in, unfortunately -- because actually my predecessor took -- we
didn't have an executive team. So we now got a very capable executive team with a lot of new talent from places like Cisco, FireEye, Mandiant, HP.
We added a lot of capability to the management team.

You have to say on the negative side, given the complexity of the story and the things that we're driving, the currency headwinds have not been
a positive for us. So I think as a number of analysts don't even often update their models to reflect what's going on in currency, that gives us some
negative comparisons. If you look constant currency, I think we've had a pretty good year in terms of meeting expectations that we set but if you
don't account for the currency, you see some negative compares.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

I've been covering software for the last nine years on Wall Street and Symantec was the first company I had to learn on the job and I've seen the
company go through several transformations. What makes this one different and more likely to succeed than prior attempts?

Mike Brown - Symantec Corporation - CEO

Well, I think one of the things that we're focused on this time is bringing the combination of the strategy and execution together and frankly we
started with what should the strategy be and everything was on the table. The evidence of that is the fact that [and then] we announced the
separation is what makes sense for us going forward. So I believe we have very compelling strategy, maybe the best we've had in years and you're
going to see that backed up by very compelling new products. So we've invested more in R&D in this past year to bring those products to market.
They really start hitting the market during this fiscal year.

So on the Veritas side, it's really looking across the portfolio to now not just be bringing next-generation backup or appliances to market, even
though we're seeing some incredible trends in that appliances were up 88% year-over-year in the fourth quarter. We're going to be bringing some
new capabilities on the Veritas side, Information Map, Veritas Velocity, the Veritas Resiliency Platform, love to talk about those. So just some examples
of what we're doing that leverages the IP.
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And on the Symantec side, really taking advantage of the key asset we've got, the massive threat telemetry that we've got on a global scale that
we're taking and developing a unified security analytics platform. So everybody talks about security analytics if you're in the security business these
days, but nobody has the scale and volume and diversity of data that we have at Symantec. We want to really turn that into an advantage for
customers and do that through building this platform that then will power our products and services. So hopefully we'll be able to talk a bit more
about that. Complementing the strategy with a real disciplined focus on execution. Maybe the evidence of that you'd see in the initiatives that we
announced, the eight initiatives, which were part of our key priorities for this (inaudible) that we're continuing.

We generated over $115 million in incremental profit dollars from those initiatives and we're now at a run rate of $250 million from those initiatives
that obviously we carry over to this fiscal year and that will allow us to achieve the guidance that we set in terms of our operating margin, increase
[out] from 27 points to 29 to 30 points this year.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

In light of so many changes happening over the last 18 months or so, what's the energy level in the organization, the sales force, the [channel-channel]
partners. Do people feel like all right everything is behind us, you know, we're optimistic and is there a sense of reinvigoration of the company of
all these changes?

Mike Brown - Symantec Corporation - CEO

Nikolay, I really think there is. I wish you could've all been at the kick-offs we had for our go-to-market, which of course were separate, one for
Veritas, one for Symantec. Tremendous energy in the company from the focus that people have each one of these with dedicated go-to-market.
In fact, we increased the quota-carrying sales people in each one of those organizations while reducing total sales expense.

So more accountability, more focus on exactly the product lines. Folks are going to wake up selling big emphasis on enablement. There's a
tremendous amount of energy I think within the company now that I'm feeling when I'm out with the field organization that we hope to be
translating into revenue growth this fiscal year. Employees in general, you might have thought what was the reaction going to be to a separation
and I had some concerns about that. I don't have any concerns today.

There's a lot of excitement about reviving the Veritas brand in particular for Symantec knowing what does it stand for. I heard for years the question
where is Symantec going? What do we stand for? Those questions have been answered now. So that brings a renewed sense of energy from folks.
And the channel, we just, as you know, last year spent time introducing a new channel program. That's been well received.

Most of our channel partners were specializing in either security or information management. I read from their standpoint, they're enthused about
the channel program, which gives them an opportunity to earn more if they invest with us and get certified in particular product lines and they're
also enthused about the focus they're seeing and the new products that they see coming.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

We keep track of glass door ratings all the time and the ratings basically confirm what you are saying. As the CEO, you get high approval ratings
and then employees are happier. So that's -- it's good to see that.

Mike Brown - Symantec Corporation - CEO

That is good to see.
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Nikolay Beliov - Bank of America Merrill Lynch - Analyst

What is the latest and greatest on the Veritas separation [weigh] in the process and how is it tracking?

Mike Brown - Symantec Corporation - CEO

Obviously a complex process, but we are tracking well with our timeline there. As we've talked about before, we're on track to do our S-10, our
filing that will really give the carved up financials in August, gearing up for operational separation in October. The long pole on the tent on that of
course is IT. We're doing some of the testing right now on the new ERP system for Veritas. We've reduced the complexity in terms of the number
of applications that we're trying to migrate over to Veritas, which will give the company a better cost structure as well.

And then we have our legal separation targeted for very beginning of 2016 January 2 as our date. So feeling pretty good. Obviously, we've got the
go-to-market completely separated now. That started with the beginning of the fiscal year in April. So I'd say a very complex process, but a lot of
capability we've brought to bear on that including outside consultants. There's probably several hundred dedicated folks working on the separation,
but very much tracking to schedule.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

You mentioned that the business has stabilized. Clearly how sustainable is that stabilization? What actions (inaudible) to that point?

Mike Brown - Symantec Corporation - CEO

I think we're beyond the stabilization now to talking about how do we grow in this business and that's true across the board. So if we look at the
consumer business, we've now stabilized that at operating margins between 52% and 54%. We're talking about how to mitigate those revenue
declines because some of the action we took to improve margins gave us some negative comparisons there, but we thought it was very worthwhile
to go ahead and make the business more profitable rather than pursuing growth that was unprofitable, unprofitable OEM deals being in retail
channels didn't make sense, geographies that were subscale.

So that part is behind us now. So we're focused on the things that we can do to mitigate the revenue declines, improving our conversion of trial.
We're improving our customer experience, making sure the awareness is there that the single biggest increase in consumer cybercrime ransomware
is a phenomenon you're protected from if you buy the Norton product.

We're also looking longer term at some growth initiatives for Norton. Too early to be talking about those, but we see the opportunity longer term
to get back to market growth, which is positive for paid consumer security. On the Veritas side, we've already talked about the growth and the
momentum. So we obviously want to continue that and expand that.

We've given guidance that we should go from the 6% growth we saw year-over-year in the March quarter to slightly better than that for FY16 that
we're in now and then on the enterprise security side, which you could argue is perhaps the biggest fix-it business within Symantec, going from
negative growth two years ago to positive growth this year, and that comes from the strategy and then the product line up that we have in enterprise
security, which I hope we'll have a chance to talk a little bit.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

Absolutely. You mentioned growth and that's where I want to steer the conversation to (inaudible) grow the sales force. If you can maybe talk a
little bit more detail on what the changes are you've done both in Veritas and Symantec.
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Mike Brown - Symantec Corporation - CEO

Yes, so on the Veritas side, let's talk about the product strategy because there's been a lot of work on the sales force in terms of the separation
that's already occurred. So I think some of the momentum coming forward derives from the dedication, the focus on a couple of key sales plays
that the sales force and the channel program, but on the product side, we're getting a lot of new capability to work with.

So Veritas, improvements in all of the foundational products for Veritas coming this fiscal year. So new appliances and it was the new 5330 Appliance
with 229 terabytes that was a key reason behind the growth that we saw in appliances. We're only 10% penetrated in our installed base with
appliances. So we achieved that growth without getting to even a significant proportion of our installed base but what's exciting to me is not those
foundational improvements, but some of the new capabilities we're bringing, a cloud-based tool called the Information Map for the first time
because of the metadata we touch because [NetBackup] is backing up we estimate about 60% of enterprise data.

That's bigger than our market share because we serve the largest accounts, the most complex backup jobs that are out there. So, we see more of
the data about what people are backing up than anybody else. So we can create this map of what is the information that's in your enterprise, where
does that reside that would help folks both cost optimized storage as well as fear of what they can delete. Big problem for IT.

The resiliency platform one-touch application level restore. So not just restoring infrastructure, but going to the application level, very key capability.
And third the Veritas Velocity platform that we're building. Really reduces the number of copies that you see. Who would know more about copy
management than Symantec given our position with NetBackup and we're introducing a product at the very end of this fiscal year that will reduce
those numbers of copies across servers and storage, key capability.

Let's shift to the Symantec's security side. So the strategy that we talked about a moment ago is all based on the tremendous threat capability, the
analytics that we have. So as I mentioned, we're building this platform to be able to do more than just search but really provide analytics capability
on top of that with new functionalities. We're billing several applications on top of that. One we call SymGauge, which gives you kind of an overall
help of security. We're doing another one to analyze the kill chain or attack profile that we see.

So several different analytics applications and we're building on top of that. On the product side, threat protection we just entered with ATP network
and ATP email. The ATP market advanced threat protection is a multi-billion dollar market probably $1 billion last year but growing at 40% per
year. What Symantec has to do to be able to grow on the enterprise security side is get more exposure to the faster-growing markets. So our ATP
products really do that. We're going to be the first company to be able to give you cross-company visibility across multiple control points, network,
endpoint, email to prioritize incidents. So one of the things that's pretty widely known about most of those large breaches whether you're talking
Target or Home Depot is the information was there for the security professionals to see what was the problem but they couldn't sort the wheat
from the chaff.

They had thousands of security alerts and they have to find what is the one problem they should be worried about. So Symantec's ATP capability
will help you sort that by prioritizing automatically what are the incidents that you need to look at. We not only do that, it's going to be delivered
from the cloud, so you don't have to buy a half million dollar appliance that one of our competitors here next door would have been trying to get
you to buy. So we think it's going to be a lot more cost effective than buying those on-premise appliances.

And third we're the going to be the only people that are able to correlate what you're seeing across your enterprise with that global database that
we talked about a minute ago and to give you a sense of the scale of that the data that we collect from over 200 million endpoints and 50 million
sensors we have out there is a database that's four trillion objects we monitor in real-time and that gets updated a rate of 200,000 every second.

So tens of millions of updates would have occurred in the time we've already started talking here. So we're going to bring all that capability to bear
in the threat protection business we have. That's just one part of the strategy for us, enterprise security. The second is one I'm even more excited
about that's what we call information protection because while all of the high-profile names Palo Alto Networks, FireEye, and others are focused
on threat protection, there's another really important part of security that I think the industry is going to be focused on going forward and we're
trying to take the lead there.
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How do we secure what's really important for you. Let's assume some threats get past all the defenses we put in place. As more and more workloads
are accessed from the cloud, information is created and put back in the cloud, less and less is going to touch corporate networks. So what we do
with traditional perimeter security and firewalls over time is going to become less important in a relative sense.

And so what we need to do is be able protect that information whether it's in motion or at rest as it moves from the enterprise into the cloud or
access from mobile devices from the cloud. So the combination of identity and access management, which is a business we're already in, DLP (Data
Loss Prevention), which is a businesses that grew for us 33%, 34% year-over-year in the March quarter and then something we call user behavior
analytics is a unique opportunity for us. Who's accessing that information? That's the identity access management. What are they accessing? That's
where DOP comes into play and why are they accessing? That's user behavior analytics, is a unique view on security that's really going to be
important as more workloads happen in the cloud. So that's another key part of the strategy. Many of the elements we have today, the others we're
putting in place to develop more competitive offerings.

DOP, we've already introduced some key capability for the cloud. DOP is now capable for Office 365, for Box, for Amazon Web Services. So we're
already making that capability available and that's resulting in the high growth rates we see for DOP. Already a business that's twice as big as our
next biggest competitor in that space. And the third element of the strategy, the first being threat protection, the second information production,
is services.

There's not enough security professionals in the world and we're uniquely positioned as the only pure play security company with a significant
services business. So we're investing heavily in cyber security services. We've already had a managed service business that's been significant for
years in Gartner's Magic Quadrant. We've added to that significantly this year with Incident Response, selling threat intelligence, and now simulation
capability. We're the only player that we know of that has simulation capability to provide training for security.

Incident Response, clearly Mandiant's been the leader there. We just introduced this capability in June. We have over 100 customers now and we
recently launched Incident Response Retainer Service. So this allows you to get some advanced capacity, get a claim on that capacity and for us
to work with you upfront to get a lot of the things that would take time if you were breached to get those behind you, establish all the relationships,
understanding what your configuration of your enterprise and so forth. So we don't have to waste time in the very time sensitive situation of a
breach doing some of those basics and a lot of customers are excited about that as well.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

Do you have a sense yet how those products are going to be priced, licensed or just perpetual subscription?

Mike Brown - Symantec Corporation - CEO

Working through that now. I think some that we talked about will be licensed, some will be subscription. We see increasingly customers are asking
for a subscription. As a company, we probably already have about 60% of our business that's on a subscription basis. We're moving all of the Norton
consumer business to subscription. So this, I think, is going to be an increasing trend for us over time and obviously that helps us from several
dimensions. One is we can provide customers updated functionality. So you don't have to wait to install new products or wait for an annual renewal
to get new capability and obviously it's much more sticky from a business model standpoint. So we think it's going to be a very positive trend.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

How do you enable and empower the sales force to go after these new opportunities in terms enablement training also the channel.
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Mike Brown - Symantec Corporation - CEO

It's really about focus so, and our enterprise security business, it's really about understanding what are the 3 or 4 key sales plays that they need to
run and get away from the idea that we have 50 point products in the portfolio. So you pick a couple, and get expert on them, but you don't know
what the rest of them do and you don't sell those. Two years ago our sales force wake up in the morning and it wasn't clear necessarily what they're
going to sell to make up their quota. They could sell an appliance in this information management side. Go sell DLP and so for the product line was
too broad we didn't have focus on key sales plays and we were trying to up-sell and cross-sell our major accounts. So we have an emphasis on a
key account program to drive more and more of our revenue from large accounts, just beginning right now I'd expect, over next two-year period
that's going to be a significant part of what we need to do because the largest customers are the ones that have the budget to spend on security.
It's one of the few areas within IT as you all well know whether is not the extreme budget pressure that there is on getting cost out of IT because
people are more concerned with, what kind of capability you can bring, how can you protect me in real time. So the new offerings that we're
bringing the market is there for those, we just need to make sure that we're getting more than our fair share. So, tremendous amount of emphasis
on an 8-month and making sure there's focus in the sales process and the same thing is true with the channel. So we want to work with the channel
partners to make sure they have access to those same materials that go for the key sales place.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

How does getting into more of a security services play out with the channel? Is there a conflict here?

Mike Brown - Symantec Corporation - CEO

I don't really think there is going to be and that's because we are focused on some very specific areas within service. So I mentioned it before, the
managed service capability -- response the key providers of services, which tend to be the big 4 accounting firms and some other folks that are
out there. They're doing a much more generalized approach. They're the ones who go out and do a security assessment. We're not really doing
that as part of our services and so there's a partner with them as they work and do a broad assessment for a large company and they decide that
the company should have an incident response capability, they could turn to us and we are partner there. Maybe they want to do more training
for security professionals we've got the simulation tool. So it's really a case where we can provide some of those specialized services that should
mesh well with what they're doing. We've already got relationships at very high levels, with a couple of those going, which I hope will bear some
fruit in the coming years.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

I'm really curious that I have a lot of question for analytics, I'm a tennis player and my tennis racket given so much that on where I hit the ball and
the spin and everything. Clearly, the security industry need something like this Splunk has been already there. So how is it platform want to be
different from what you have been doing?

Mike Brown - Symantec Corporation - CEO

The success of Splunk as more and more of their business is really dependent on security is a tremendous illustration of how important security
analytics are to the business. If you think about what Splunk is doing they're really focused on the analytics of one single company. So in other
words by Splunk is a tool, and now I can see what's happening across my own company, but it's not broader than that and it tends to be used with
very specialized data. They're really the where the SIM business has evolved to if you, if you want to think about it that way. So all that log management
seeing what's happening with these specific incidents. So they don't have the breadth of data that we would be able to bring to --. Not saying it's
not a useful tool, it is a useful tool and many companies are buying Splunk, their success illustrates that, but I think what we're able to do is provide
not only much richer data from the volume and diversity of data that I talked about before this database of -- and object. But that also includes
much more diversity than just a long data, we're able to see 25 billion file reputations were scanning 30% of the enterprise email every day. So
much richer set of data and we're able to correlate that with what's happening globally. So what you don't have from buying Splunk is saying, oh,
there's another retailer out there and they've been targeted in this way. That's what we're able to bring from the global data that we have available.
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So we believe what we're building is similar in the sense that it's next generation security analytics but the diversity of the data and the ability to
correlate globally is much more important capability we'll be able to bring to -.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

Is that one of the whole cloud-based or you think --doing appliances around that.

Mike Brown - Symantec Corporation - CEO

Some of our capabilities delivered with appliances or virtual appliances. But as we look forward, it's going to be increasingly delivered from the
cloud.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

Speaking of that I was going to ask about cloud security. Is that just another place you care to protect and it's really not driving incremental business
or cloud security like protecting public data that's on the public cloud is generating new revenues for Symantec going forward.

Mike Brown - Symantec Corporation - CEO

I think it's a big opportunity for us, not so much from protecting public clouds. So it isn't so much we're going to be selling to Amazon or a Microsoft
or someone but it's working with companies, as we talked about a minute ago this information protection strategy who need to know what data
is being accessed at Starbucks from clouds, whose accessing work day for source code from these other locations that may not be secure. That's
the opportunity for Symantec. So the combination of bringing together the identity access, management encryption, DOP and user behavior
analytics, that's what we're focused on doing and be a really important area as I talked about before where some of the workloads are happening
outside corporate networks. That's the incremental opportunity for us.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

What's your thinking about network security? I know around the ATP side you're partnering network security vendors. So you've chosen the partner
now versus -- why that thinking change over that?

Mike Brown - Symantec Corporation - CEO

Network security is obviously a critically important area when within the overall landscape of security, but it's an area we don't participate in, and
we don't envision that changing. So that train has kind of left the station. Cisco is out there, the networks is disrupting them. We believe that our
best opportunity to partner. So we have a partnership arrangement with Palo Alto, with Cisco, with Check Point. So we believe that we want to
have access to that data because, as I talked about the key advantage of Symantec is to look across globally, what's happening to data both volume
and diversity. Network data is very important.

Now those companies are not the only source of network traffic. We also have relationships that we're building with major telcos, as an example,
but we do want that data to be included in what we're looking at, but we don't need to build the next generation firewall to do it. So again focus
is important. So don't look for us to be doing the next generation firewall, but do look for us to be incorporating that network security data into
how we protect customers and the ATP network product that we just introduced is not a substitute for a firewall, but we'll take that information
that comes across firewalls and be able to correlate that across that we're seeing in endpoint and email. So again, you get that global visibility to
what's happening across your enterprise.
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Nikolay Beliov - Bank of America Merrill Lynch - Analyst

What's your take on -- it's lot of shades of gray here between, like the endpoint is that, the endpoint is not that and the endpoint -- resurgence in
the endpoint. What's your take on that?

Mike Brown - Symantec Corporation - CEO

The endpoint is not dead. I mean our business is evidence of that. Our endpoint business grew 6% year-over-year in the March quarter. Why is that,
because that's where unencrypted data lives and that's where the attackers are going. Attackers are smart. They go to where they can get access
to those digital assets. So what's happening on the endpoint is more capability to be applied to the endpoint to make sure you're better protected.
We believe that's going to be done both as the endpoint evolves, more capability in the endpoint plus this correlation of what's happening across
a company so that the endpoint is a part of the story. Now the only part if that's all you did, you wouldn't be protected, but an integral part of that
-- one of the key advantages that Symantec has in the endpoint is that we have very lightweight agents. So we've spent years perfecting the ability
to have these lightweight agents that provide the protection that slowdown performance. And if you're a major corporation with tens of thousands
of endpoints, it takes two years to go through the qualification process to put new endpoints on. So I hear a lot of folks talking about how they're
going eat our lunch and they're going to be the next endpoint leader. It's a very difficult task to go into large enterprises and say, we want you to
rip and replace out tens of thousands of endpoints and if you slow down or impede the productivity there's going to be how to pay. So I think it's
an area that we don't want to be complacent about, but one where we have some significant advantages.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

The Veritas business clearly doing quite well with the plans and --

Mike Brown - Symantec Corporation - CEO

Are we rethinking a separation there?

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

No, but I was going to ask you the margin impact. You guys like nice margin increase in the Veritas business, but at the same time is the mix of
appliances is increasing. How are guys managing to do that?

Mike Brown - Symantec Corporation - CEO

The biggest impact for us in the March quarter was really currency as opposed to the appliance mix. However, there is no secret that as appliances
become a bigger proportion of the mix that does have an impact on our margins. So, the guidance that we've given for the year for expanded
operating margin obviously includes increased appliances in the mix and the appliance that we just introduced, the 5330 has higher margins than
the -- most of what we're selling. Now the 5330 really only came into play in the month of March. So we didn't have a full quarter of that product
shipping. So higher appliance margins with new products are going to be very important. And as we continue through the year we're expanding
the capacity and performance of appliances. So really going up-market to some new price points that also have higher margins. So that will affect
our overall margins as we said, but the product line that we're going to be shipping with higher margins and as we go up market, obviously is an
important offset to that.
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Nikolay Beliov - Bank of America Merrill Lynch - Analyst

Any questions from the audience at this point? Asking about M&A strategy going forward, Symantec used to be a serial acquirer, slowed down
over the last couple of years. Is that going to change going forward as the company separate and there's a clear strategy and maybe need to do
and probably get some and whatnot.

Mike Brown - Symantec Corporation - CEO

It will change. You will see us to be more aggressive on the M&A space in the near-term. We're talking about Symantec security there as opposed
to Veritas. It's not going to be possible to think about an M&A strategy for Veritas until the separation. Obviously that would be very confusing
trying to get that carved up financials and so forth. And frankly, we got a very compelling product strategy that we want to see roll out with Veritas
that we talked about earlier. So look for that on the Symantec security side, what's the difference between how we're thinking about M&A now
versus before, you're not the first person to use that word serial acquirer, and I think while acquisition is really important for bringing on capability
I don't think we want to be out there known as a serial acquirer but we want to be known as an acquirer who is adding to the capability that
enhances the strategy. So what's key for us now is a very well defined strategy, we talked about threat detection information protection and services.
So we're looking at capability that allows us to accelerate in those dimensions. If it's some other aspect of security and there are plenty out there
it's not to be a fit with our strategy, don't look for us to be an acquirer there. If it's something that allows us to move faster on one of those initiatives
then we're clearly looking at that as an option. Good example was the Norris acquisition, our most recent acquisition, it was a small one but we
acquired some 60 to 80 data scientists that really help us build this unified security analytics platform. Right now they're automating this capability
I talked about before called SymGauge before we deliver that to a major bank and it was a very manual process, took some of our best people a
few weeks to develop that. We're working on automating that. So it's a tool that any one of our sales force could use across any of our customers.
That single discussion with that bank led to an $8 million order in the December quarter. So pretty significant capability that will be able to deliver
with the SymGauge product. Back to your question on M&A, we don't feel like we need to acquire revenue, revenue would be very expensive to
acquire in this space, given the multiples we're really focused on capabilities that are tightly aligned with the strategy that we all like.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

The flip side of M&A divestitures indicated from 4th -- you might clean up some small businesses. What the -- of that process?

Mike Brown - Symantec Corporation - CEO

Yeah. We did a overall review to look at what product lines were not contributing to the growth goals and profitability goals. I have to say that
because of the capacity of the organization, we really had to focus on the separation with Veritas, then it will be time to you know that half of the
separation. So it's not going to be possible to do any of that near term.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

So I'll just wrap it up. Any closing comments you guys set the stage for return to growth and cemented becoming a growth store, any closing
comments.

Mike Brown - Symantec Corporation - CEO

Sure. FY16 for us is really a year of executing. Last year was the decisions that we needed to make obviously articulating the strategy hiring the
executive team, laying the foundation for what we need to do this year. So if -- one year behind us in a 3-year plan this year is all about executing
and getting to those growth goals. So I think you'll be able to measure our progress. We intend to be very transparent as we have been this past
year about what our goals are and share with you progress on where we're meeting those and certainly if we're not, so look for FY16 to see how
are we doing on those, especially the growth part. This is a year where we're going to improve our profitability more. We're getting back up to 29
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points to 30 points of operating margin. We hit 30 points in December. So it's eminently achievable for us, but now the Veritas business, we would
expect to continue to grow. And now, enterprise security is going to grow this year anywhere from 1 point to 6 points. So very excited about what's
in front of us.

Nikolay Beliov - Bank of America Merrill Lynch - Analyst

Thank you, Mike.

Mike Brown - Symantec Corporation - CEO

Okay. Thanks, Nikolay.

D I S C L A I M E R

Thomson Reuters reserves the right to make changes to documents, content, or other information on this web site without obligation to notify any person of such changes.

In the conference calls upon which Event Transcripts are based, companies may make projections or other forward-looking statements regarding a variety of items. Such forward-looking statements are based upon
current expectations and involve risks and uncertainties. Actual results may differ materially from those stated in any forward-looking statement based on a number of important factors and risks, which are more
specifically identified in the companies' most recent SEC filings. Although the companies may indicate and believe that the assumptions underlying the forward-looking statements are reasonable, any of the
assumptions could prove inaccurate or incorrect and, therefore, there can be no assurance that the results contemplated in the forward-looking statements will be realized.

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE COMPANY'S CONFERENCE CALL AND WHILE EFFORTS ARE MADE TO PROVIDE AN ACCURATE TRANSCRIPTION,
THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE REPORTING OF THE SUBSTANCE OF THE CONFERENCE CALLS. IN NO WAY DOES THOMSON REUTERS OR THE APPLICABLE COMPANY ASSUME
ANY RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BASED UPON THE INFORMATION PROVIDED ON THIS WEB SITE OR IN ANY EVENT TRANSCRIPT. USERS ARE ADVISED TO REVIEW THE APPLICABLE
COMPANY'S CONFERENCE CALL ITSELF AND THE APPLICABLE COMPANY'S SEC FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER DECISIONS.

©2015, Thomson Reuters. All Rights Reserved. 5718398-2015-06-03T18:27:00.947

12

THOMSON REUTERS STREETEVENTS | www.streetevents.com | Contact Us

©2015 Thomson Reuters. All rights reserved. Republication or redistribution of Thomson Reuters content, including by framing or similar means, is prohibited
without the prior written consent of Thomson Reuters. 'Thomson Reuters' and the Thomson Reuters logo are registered trademarks of Thomson Reuters and its
affiliated companies.

PRELIMINARY
JUNE 03, 2015 / 4:15PM, SYMC - Symantec Corp at Bank of America Merrill Lynch Global Technology Conference

http://www.streetevents.com
http://www010.streetevents.com/contact.asp
Client Id: 77
Street Events Digital Watermark


	Cover Page
	Corporate Participants
	Mike Brown (25 Turns)

	Conference Call Participants
	Nikolay Beliov (25 Turns)

	PRESENTATION
	1. Nikolay Beliov
	2. Mike Brown
	3. Nikolay Beliov
	4. Mike Brown
	5. Nikolay Beliov
	6. Mike Brown
	7. Nikolay Beliov
	8. Mike Brown
	9. Nikolay Beliov
	10. Mike Brown
	11. Nikolay Beliov
	12. Mike Brown
	13. Nikolay Beliov
	14. Mike Brown
	15. Nikolay Beliov
	16. Mike Brown
	17. Nikolay Beliov
	18. Mike Brown
	19. Nikolay Beliov
	20. Mike Brown
	21. Nikolay Beliov
	22. Mike Brown
	23. Nikolay Beliov
	24. Mike Brown
	25. Nikolay Beliov
	26. Mike Brown
	27. Nikolay Beliov
	28. Mike Brown
	29. Nikolay Beliov
	30. Mike Brown
	31. Nikolay Beliov
	32. Mike Brown
	33. Nikolay Beliov
	34. Mike Brown
	35. Nikolay Beliov
	36. Mike Brown
	37. Nikolay Beliov
	38. Mike Brown
	39. Nikolay Beliov
	40. Mike Brown
	41. Nikolay Beliov
	42. Mike Brown
	43. Nikolay Beliov
	44. Mike Brown
	45. Nikolay Beliov
	46. Mike Brown
	47. Nikolay Beliov
	48. Mike Brown
	49. Nikolay Beliov
	50. Mike Brown

	Disclaimer

