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

Walter Pritchard - Citi - Analyst

We are going to go ahead and get it started here. Thank you, everybody, for coming to -- I think this is the last session before lunch. So I am Walter
Prichard, the software analyst at Citi. We've got mostly software in this room all day today. So we are going to keep going on it. We have got
Symantec here. We have got Thomas Seifert, who is the CFO and he has been with the Company since I think March, right?

Thomas Seifert - Symantec Corporation - EVP & CFO

End of March, yes.

Walter Pritchard - Citi - Analyst

End of March and been pretty busy it seems like since then. There is lots going on and so Thomas is going to spend just a couple minutes maybe
giving us a level set as to what he wanted to make sure he covered and then we will dive into some Q&A.

Thomas Seifert - Symantec Corporation - EVP & CFO

Well, thank you for the introduction. As you heard from Walter, I have been with the Company since March, had an interesting start since I lost my
CEO on the third day, but we've been busy since and making good progress to be very honest. The business shows a lot of momentum. We just
finished our last quarter with positive revenue pretty much ahead of plan and after a long decline, billings are up 3% year over year for the third
consecutive quarter of improvement.

We introduced nearly a dozen new products in the first half. We are going to introduce a dozen in the next half and really good track from the sales
side. Our team in North America especially delivered one of their strongest quarters ever both in renewal, as well as in federal business and we are
making good progress along what we call our five priorities. When Mike Brown joined us as the interim CEO, he and I came up with a set of initiatives
that is guiding us and making sure that we achieve improvement in terms of how we do it from an operations and from a revenue perspective in
a tactical timeframe. So we are not losing time while the Board searches for a new CEO.

So one of the guidelines was that we manage our business as a portfolio, that we optimize the businesses for margins. We set up Norton as a
separate business unit. Our consumer product business, we have reduced the offering. We've streamlined our general strategy, good progress
there and we introduced for the first time also a new product for small business. So really good progress.

We started to readjust our R&D portfolio in Western areas where we think the Company needs to focus moving forward on the storage side, mainly
around backup appliances, but also around disaster recovery and on the security side, it's really exciting, to be very honest. We launched a lot of
new products around managed services, incidence response and our new ATP product is also hitting the market at the end of the year.

We also said that we need to improve the efficiency of the Company and it's getting back to revenue growth. We guided for the revenue growth
in the second half and achieving about 30% gross margin in the first quarter. So we've put a set of initiatives in place that address both top line as
well as --.
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Walter Pritchard - Citi - Analyst

Operating margin.

Thomas Seifert - Symantec Corporation - EVP & CFO

Operating margin and that address both top line, as well as our cost structure, pricing optimization renewals and so on and really good progress
there. And the last priority really was attracting new talent for the Company and the executive team and I think the biggest progress we have made
was when we announced or the Board announced the CEO search will be over by the end of September. So we are making progress on all fronts.
So how is this for a summary?

Walter Pritchard - Citi - Analyst

Yes, that was good.

Thomas Seifert - Symantec Corporation - EVP & CFO

(multiple speakers) good momentum (multiple speakers).

Walter Pritchard - Citi - Analyst

You covered a couple of questions. So I will have to check those off the list here. At least that's the idea. So you mentioned on the Norton, the
portfolio management of the Company there, with Norton, I think you are talking about trying to manage this business with sort of flattish revenue.
I think probably not the number one question I get today, but the number one question I got over the last three to five years was why doesn't this
business -- you had PCs declining 15% at times, worse than that on the consumer side. What is your confidence in your ability to keep the Norton
business flat, especially if you're going to undergo an exercise to optimize that business for margin?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes, very good question. So keeping it flat will be a challenge, so we expect this business to decline, decline slightly over the year as it has been
declining over the last years. But we said it is important for us to make sure that we protect the profit dollars that we generate in this business and
there are many ways how we can improve this. So we said we are streamlining the product portfolio. The Norton business was rather complex. We
tried to take the brand into adjacent market segments. That was not really helpful. Streamlining the product portfolio, making it easy for our
customers and consumers to renew was really important.

We launched our new product, one product now as we speak, end of August, beginning of September. We focused the business on the go-to-market
side, so with [deemphasis] highly complex and rather expensive nowadays. Rather expensive go to markets like retail and also certain OEM businesses
and really focus all the innovation on the marketing side and their direct-to-consumer channels. And I think this will allow us to protect their profit
dollars so to speak while the business is going to slightly decline. There is no way to fight secular trends. You might get some tailwinds from time
to time like what we've seen over the last one or two quarters that PC demand improves, but this is I think an exception that will not count as a
long-term trend.
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Walter Pritchard - Citi - Analyst

Okay. And I think when that business was disclosed as a standalone, you changed the segmentation in the last, not you, but in the last two, three
years with the Endpoint breakout. Before that, you did have a consumer segment broken out and I think the operating margins were in the 50s.
Maybe there is new allocations, but can we -- any insight into where the profit margins are at this point on the consumer side?

Thomas Seifert - Symantec Corporation - EVP & CFO

Well, they are higher and they are higher than the segment in which they report today, our UPPs or protection segment. We will go back to reporting
Norton as a standalone business with the next quarter because I think it is important that we show that this is a business that is managed for
profitability. It will not grow and we have to show and be transparent where there is growth opportunity and where we can perform in the security
and in the storage segment. So it's higher, it's higher than the average of the segment. We'll disclose the details with the next quarter.

Walter Pritchard - Citi - Analyst

Okay, got it. And then on the other side of portfolio management, I think there has been some talk that you would be open to divesting businesses
or you would look at the businesses you have and sort of go through that. And I think there was an effort underway a few years ago similar to that.
Can you -- obviously you weren't at the Company, but could you talk about the process you are going through as you look at different businesses
and what it would take for business to reach the point that you might consider divesting it?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes, so any good company should go through its portfolio from time to time and then see what still fits. So we've done this exercise and the
Company wants to grow and be profitable and we have certain activities in our portfolio today that neither grow nor are they profitable and it
doesn't really make sense to hold onto those. Small activities, so we talk single-digit percentages of our overall revenue at this point, but it's pruning
around the edges and I think it's a reasonable thing to do, especially when you are in this interim CEO period. So we started the process. We have
identified a couple of those businesses. You cannot disclose details at this point in time not to hinder the process, but it's a work in process.

Walter Pritchard - Citi - Analyst

Okay. And then you've talked about investment for growth and mentioned some areas in security, mentioned some areas in storage. Can you talk
about -- on the storage side, you've been pretty aggressive on the backup compliance front and you've also had a cloud backup business. And can
you talk about the backup strategy in general and how much of it is appliance-based, how much is cloud-based and do those come together at
some point in an offering?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes, I don't want to break it into too fine of a segment, but without any doubt the backup business has been going well for us both on the software
as well as on the appliance side, extremely good growth projections year over year. We been taking marketshare and if I look at the pipeline today,
we see this trend to continue. Of course, there are megatrends in the market that we need to adjust and what does it mean for storage in the cloud
and how do we react, but we have done well so far.

Our backup products have cloud connectors as we call them for pretty much all the large cloud providers -- Amazon, Rackspace, AT&T. Our next
release will have what we call a generic cloud adapter in the product that makes it easier and more efficient for customers to transfer data between
appliances and premise and the cloud and good opportunity, good efficiency to differentiate between private and public cloud hosting. So we
adapt our product for that and we feel rather good with this strategy that is in place and the success we've had so far.
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Walter Pritchard - Citi - Analyst

So you alluded to where you talked about directly the cloud connectors. Is it likely to be the business model of the future of Symantec actually
selling the cloud storage and offering backup as a service as a business?

Thomas Seifert - Symantec Corporation - EVP & CFO

That's an intense discussion within the Company. You have to just accept that for certain offerings scale is an important factor and most of the
battles today are already fought on price. So it does not make sense for us to enter that market and try to compete where large scale and low prices
on either. That doesn't make sense, but there are certain security products where data protection or integrity is valuable. And for those specific
products, we might consider -- will consider providing a hosting service, but not in competition with the large guys that are out there. That would
be futile at this point in time.

Walter Pritchard - Citi - Analyst

Got it. So if I look at your Backup Exec product, which your appliances are mostly focused around NetBackup, more of a higher, kind of midrange
and high-end product. On the Backup Exec side, it is today a software product. How do you expect that product in that market to morph over time
and if some of it does go to the cloud, how do you continue to (multiple speakers)?

Thomas Seifert - Symantec Corporation - EVP & CFO

The Backup Exec space is a more challenging space. We've had some missteps in the past in terms of product releases that cost us marketshare.
We just released a new version of Backup Exec a couple of weeks ago. So far good traction in the market that will determine how we move forward.
I think it is important that especially for this segment of the market that cloud connectivity is key and that the product releases moving forward
take this into account, but we anxiously await now feedback on the new release, but so far so good.

Walter Pritchard - Citi - Analyst

Okay. And then just moving over a little bit on the security side and on the enterprise piece, I mean I can't authoritatively make the statement, but
I think you probably see more security events and so forth than any other company and I think I've seen a stat that you've disclosed that you track
4 trillion security indicators and that market continues to advance pretty quickly. Can you talk about sort of how you get back into being really
competitive in that market and especially leveraging the number of security indicators that you track on a global basis?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes, so what we monitor, what you refer to is what we call our threat indicator. So it's a huge database and a lot of insight into what happens from
a threat perspective. We operate the largest civilian threat monitoring platform. It's a big asset for the Company and I think monetizing the data
and the information we have as part of that infrastructure is key moving forward. So you do this normally by correlating and analyzing those threat
indicators and we try to leverage this telemetry into other products in order to help our customers to be better protected, detect earlier and respond
if threats occur.

So moving forward, we are going to integrate this telemetry into our ATP solutions and in our security products and our managed security services.
We are going to introduce a new ATP product that is really integrating products across their threat defense gateway, email, Web so we can build
up a multitiered defense so to speak. As you know, the problem with most products that are out there in the market today is that they over (inaudible)
security teams (inaudible) in a large number of false positive alarms. Getting those down to what is really important and how to react is key and I
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think with our ability to correlate those threats across many points in the topography of a network is a key differentiator. So we are looking forward
to this product. It's going to be launched at the end of the year.

Walter Pritchard - Citi - Analyst

Okay. And is it fiscal or calendar?

Thomas Seifert - Symantec Corporation - EVP & CFO

At the end of the calendar year and first feedback from the beta adoption was pretty good.

Walter Pritchard - Citi - Analyst

Got it, got it. And another opportunity you have in security -- I mean you have all the technologies, whether it be that piece that is under development
or the market-leading VLP product and you have a very large share of the SMB business and it feels like you haven't been able to get all of those
technologies into that SMB product and in some areas, it may be relevant to have them; in others, it is not. Can you talk about sort of what you are
doing to integrate and kind of simplify in the SMB market?

Thomas Seifert - Symantec Corporation - EVP & CFO

Well, it is both a matter of product integration, as well as of how coordinated our go-to-market was in the past. And I think this was probably the
most important step that had to be taken first, reorganizing the salesforce, splitting new businesses from the renewal business and having teams
that are targeted to sell the products we have. So we see extremely good progress there and indicate in our pipeline from billings plans how strong
the pipeline is, what is the conversion rate in the pipeline and how much time we can track that customer (inaudible) our salespeople (inaudible)
customers just looking in the right direction. So that is the first important step to sell the complexity of the product we have. The integration on
the product side is the next step and I think what I just indicated around ATP is a good example of that.

Walter Pritchard - Citi - Analyst

So ATP, so it would be reasonable if some VLP could go into these products and be integrated?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes.

Walter Pritchard - Citi - Analyst

Got it. And timeframe is end of year on at least the initial integration?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes.
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Walter Pritchard - Citi - Analyst

Got it. On the go-to-market side, so you hit on the next topic, which is around the sales reorg. Can you talk about what indicators you are looking
at to gauge progress there, other than -- I mean we see the guidance for resumption of revenue growth, we see the billings trend overall. But if
you take us a level deeper there and you look at things like license revenue, things like new customers, what sort of metrics are you tracking and
where are you tracking on that?

Thomas Seifert - Symantec Corporation - EVP & CFO

A whole set of KPIs like most sophisticated companies will do. What is really important at this point in time is how our pipeline is developing, how
strong the pipeline is, how many deals in the pipeline we convert, what is the conversion rate is a really important indicator, how our deal ratio
changes. Normally large deals is a lagging indicator because it takes not only good product, it normally also takes good customer relationships. Is
that trend moving up again and last but not least what are our sales expenses really in terms of revenue and do we see productivity increases from
the sales footprint we have?

Walter Pritchard - Citi - Analyst

Got it. And on the indicators, one that I think I've heard highlighted a lot or a lot of questions on coming out of Q1 was on the license line, the
license revenue line that you disclosed. In the March quarter, you saw that continue to trend not to zero, but trending in the right direction and
then in June, it fell off a bit. Can you talk about the driver of that?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes, you have to keep in mind that this was a really difficult compare. So ahead of the sales organization that was massive and disruptive last year,
special incentives were put in place to incentivize their salesforce in Q1 ahead of -- so that made for a very unique license performance in Q1 and
therefore for a very difficult compare. So I think things should normalize once we report on the current quarter.

Walter Pritchard - Citi - Analyst

Got it. Okay. So that trend that we saw should continue.

Thomas Seifert - Symantec Corporation - EVP & CFO

Should continue.

Walter Pritchard - Citi - Analyst

Okay. And then on the renewal side, you've separated that group out. You've also mentioned more pricing discipline and that as a focus. First, just
on the renewal piece, is there any tangible metric you can give us around improvements in renewal rates or is it too early at this point to see that
(multiple speakers)?

Thomas Seifert - Symantec Corporation - EVP & CFO

Well, renewals was up in the first quarter year over year significantly better traction. I think having a dedicated team in place is helping. It allows
us also to deliver a better customer experience is really important for renewals, as you know. We have better tools in place how we run the process
that we get in contact with our customers earlier, significantly ahead of their renewal point in time and have tools in place that allow us to track
the performance of the team. So we've seen improvement, but if we look at our absolute renewal rates against what is the benchmark in the
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industry we still have a way to go. I know the glass is half full with a significant upside for us to deliver additional revenue growth and to be honest
there also is some drop to the bottom line.

Walter Pritchard - Citi - Analyst

That is a commentary -- that is a comment mostly on the enterprise piece. The consumer piece I think your renewal rates are probably close to best
in class.

Thomas Seifert - Symantec Corporation - EVP & CFO

They are very good. There is always room for improvement. Yes, the comments were around the enterprise business.

Walter Pritchard - Citi - Analyst

And do you see a difference there between security and storage at all in terms of the renewal rates or are they -- do you think you are underperforming
across the board?

Thomas Seifert - Symantec Corporation - EVP & CFO

Well, if we go break it down one layer below, it is really different business by business. So even within storage, you have businesses that do better
and others that are not doing as well. So we manage it on a pretty detailed level and we have significant fluctuations between the business, but
the businesses are good because it allows us to learn from each other and get the other groups to good performance.

Walter Pritchard - Citi - Analyst

Got it. And then on the sort of the hunters now that are out doing new business, can you talk about your kind of nine months -- you had a nine
month year last year with that. You've kicked off a new fiscal year. Can you talk about productivity among those reps and where they are now
versus where you hope they could be or where maybe industry average would be in terms of quota achievement and things like that?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes, very fair. So significant improvement. We started the (inaudible) first in North America and we've seen the biggest impact in North America. I
think our North American team is the furthest ahead both in terms of new businesses, but also in terms of renewal, especially on security. I think I
said in my introduction one of the best quarters ever in North America, really strong on federal, so really good performance. Europe came second
and we see Europe coming up now too and then APT. That is where we started last and I think that is where we probably are only halfway through
this exercise to be very honest.

Walter Pritchard - Citi - Analyst

Okay. And where are you still -- you gave a statement on the renewal side that you are still well below industry average. I'd assume on the new
business side with quota achievement and things like that you are probably still below where the industry is.
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Thomas Seifert - Symantec Corporation - EVP & CFO

Without any doubt, our overall sales productivity measures, despite the fact that they have improved, have room to grow. Remember we put those
eight initiatives in place; sales productivity is still one. We can do better in terms of training, we can do better in terms of tools. There is all upside
to what we currently have.

Walter Pritchard - Citi - Analyst

Okay, got it. And then you also mentioned license compliance is an area of focus. Is that -- can you help investors sort of size how big of an opportunity
that is or how we should think about that (multiple speakers)?

Thomas Seifert - Symantec Corporation - EVP & CFO

Quite significant because that was not an area the Company focused in the past. So we had hardly any revenue at all from software compliance
activities and there are benchmarks out there that you can generate 2%, 3% of your revenue number. And it's not that our customers want to be
out of compliance. Sometimes they don't have the tools, sometimes they grow faster than -- we were just not diligent about what we did there.
So building up a team, putting audits in place and having a sophisticated program that doesn't derail your customer experience is important. It is
what every large company (multiple speakers).

Walter Pritchard - Citi - Analyst

It doesn't matter to people that overdeployed Endpoint security or overdeployed (multiple speakers).

Thomas Seifert - Symantec Corporation - EVP & CFO

Outgrowing the licenses they have.

Walter Pritchard - Citi - Analyst

Okay, okay. And I was going to transition a bit to talk about attracting talent to the executive team, but first wanted to focus just on maybe not
those high profile folks, but the employee base in general and in sales for example, you have gone through this pretty massive change with what
you are assigning value to. How many of the existing reps have you been able to sort of transition to being folks that are now hunters as opposed
to kind of hunter/gatherer/farmer as they were before?

Thomas Seifert - Symantec Corporation - EVP & CFO

I'm not sure I want to give numbers, but we had some churn in the organization, but it has stabilized. We are through the reorganization to be very
honest. Now it is about training and making sure we have the right sales coverage. And I think the success the organization sees now in terms of
revenue coming back, business growing again, delivering the best ever quarter is helping the motivation and the momentum, especially on the
sales side. So I would say it is pretty good at this point.

Walter Pritchard - Citi - Analyst

Okay. And would it be your expectation that you would have seen -- last year probably a pretty tough year for some of those people just because
of the transition. Is it the case you think you would have seen the turnover in Q1, which was the June quarter and now we should see turnover will
settle down?
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Thomas Seifert - Symantec Corporation - EVP & CFO

I am not sure --.

Walter Pritchard - Citi - Analyst

In sales. Sales -- people that haven't made the cut to move into this new model. I am trying to figure out if the worst is behind us there.

Thomas Seifert - Symantec Corporation - EVP & CFO

I think this is a fair statement.

Walter Pritchard - Citi - Analyst

Okay, okay. And then so talking about the attracting talent to the executive team, I've heard some differing views from investors about whether
or not Mike Brown, your interim CEO, is actually a candidate for the -- I know you are not going to tell me who the next CEO is, but is he a candidate
or not for the ongoing job? It wasn't clear to me if that -- I went back and looked at the transcript of the last call and the way it was described
suggests to me that he could be a candidate.

Thomas Seifert - Symantec Corporation - EVP & CFO

Well, he has said now publicly that he is. So he confirmed this and he said it -- I think on the call he said I've been with the Company for a while. I
am excited about the potential the Company has and I could imagine being part of it. So he is one of the candidates, but he is one of the Board
confirmed I think in an article last week that there are two very strong external candidates apart from him and they are in the final innings of this
process. They want to be done by the end of September. So good progress.

Walter Pritchard - Citi - Analyst

Okay, got it. I'm just going to put the audience on notice that I will do one more question here and then if anybody has a question, we will bring
the microphone around. So on the executive team, you have had -- I think it was -- at one point in time there was I think the longest tenured
executive of the Company was the General Counsel and a lot of folks, really no one had been there for more than a year and it's settled down at
this point. You've brought in a lot of folks. I think you are looking for a CEO obviously, you are looking for a head of products. Is there any update
on the head of products in terms of a timeframe or anything like that?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes, I think that will be unannounced in conjunction with the CEO because you will not get a commitment before that name is really firm, but good
progress in general. We just hired a new head of APT. Adrian joined us from Oracle. Amy joined us from Cisco on the HR side. So we are making
good progress, keeping in mind that on an executive team level, it is always a bit challenging if you don't know who your final boss is going to be,
but in terms of pipeline candidates that we interview, it's pretty impressive.

Walter Pritchard - Citi - Analyst

Okay. And so just a clarification there on the product side, is that you will announce the head of products in conjunction with the CEO or you will
give us more detail in terms of the timeframe?
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Thomas Seifert - Symantec Corporation - EVP & CFO

Well, it's down to I think two final candidates.

Walter Pritchard - Citi - Analyst

Oh, okay.

Thomas Seifert - Symantec Corporation - EVP & CFO

It depends on how the other (multiple speakers).

Walter Pritchard - Citi - Analyst

Yes, got it. It's pretty complex there. If there is any questions out in the audience, Alex down here in the front, just wait for the microphone please.

Q U E S T I O N S  A N D  A N S W E R S

Unidentified Audience Member

(Inaudible - microphone inaccessible). Is this kind of similar using virtualization technology a la FireEye or is this something else? I kind of missed
that. Can you elaborate on that?

Walter Pritchard - Citi - Analyst

This is on the ATP products (multiple speakers).

Unidentified Audience Member

And talk about that whole market and what your plans are for that market going forward and how you would sell it.

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes, as a CFO, I don't want to get into the technicalities of whether it's virtualization like or not. I think it will compete well with the products --

Unidentified Audience Member

Designed for that market?

Thomas Seifert - Symantec Corporation - EVP & CFO

-- designed for that market. And it has the benefit of taking the large footprint we have from a threat monitoring perspective into account and
allowing us to build multiple tiers around what we call a threat defense gateway, our email product, our Endpoint product in order to achieve that.
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So I think it is going to be a sophisticated product and we are excited about that launch. It's an important market segment that -- the ATP landscape
from a threat sophistication perspective, if at all, it is accelerating and it's about time for us to move a product in this space.

Unidentified Audience Member

Is it beta and when is it launching?

Thomas Seifert - Symantec Corporation - EVP & CFO

It's launching at the end of the calendar year.

Unidentified Audience Member

End of this year.

Walter Pritchard - Citi - Analyst

GA end of the year, general availability at the end of the year.

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes.

Unidentified Audience Member

Is it going to be kind of an add-on to the AV? Is it going to be sold on a per seat?

Walter Pritchard - Citi - Analyst

AV meaning anti-virus?

Thomas Seifert - Symantec Corporation - EVP & CFO

No, no, no. It's not an add-on to the consumer product --

Unidentified Audience Member

No, no, the enterprise AV.

Thomas Seifert - Symantec Corporation - EVP & CFO

-- it will incorporate the Endpoint, but it will include also the other products across the topography of the network. Also our email product, our
Web product and our (inaudible) gateway.
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Unidentified Audience Member

Thank you.

Walter Pritchard - Citi - Analyst

So just actually a follow-up to Alex's question, so I guess I hear anecdotally that customers may take budget from the more mature tools to try to
fund investment in an area like advanced threat protection. Do you think that has been a headwind to your business at all? Obviously, you haven't
been -- you have been with the Company since March, but as you look through the numbers on the enterprise security side, has not having a
product in that area taken revenue away from the Company as customers have deployed that budget elsewhere?

Thomas Seifert - Symantec Corporation - EVP & CFO

Well, I am not sure it has taken money away. It sure didn't help us grow the business, right and being in this space with the ambitions we have, not
having a product in this space is not helping our cause. So we recognize we are late, but we think it is a good product. The market is highly innovative
and the threat landscape is also changing fast. So you cannot avoid that, especially large customers deploy parts of their budgets into highly
innovative new product. This will always happen, but we need a product in this market space that takes advantage of the capabilities we have.
And I think with what is in the pipeline now and what will be launched at the end of the calendar year, we are going to be in a really good place.

Walter Pritchard - Citi - Analyst

Okay. Any other questions out there in the audience? Not yet, all right. Well, I am going to ask you a little bit about just capital return and so forth.
I think we calculated in fiscal 2014 you returned 86% of free cash flow. I think that is ahead of what you've talked about as a management team
and there has been some change in the management team, but ahead of the goals. Should we look at that as an anomaly on the upside in terms
of return or is there a new plan here in terms of how much of free cash flow you are going to return (multiple speakers)?

Thomas Seifert - Symantec Corporation - EVP & CFO

Well, we said we are delivering or returning more than 50%, so this was certainly a high year. (multiple speakers)

Walter Pritchard - Citi - Analyst

A bit more than 50%.

Thomas Seifert - Symantec Corporation - EVP & CFO

It is a lot more, but we also said we are going to pretty much deliver the same amount of money, $900 million this year to both in form of dividends,
as well as share buyback. This might fluctuate depending on what we do from a strategic perspective moving forward, but the minimum expectation
is that we return at least 50% and in the short term at least for the fiscal year, no change compared to last fiscal year.

Walter Pritchard - Citi - Analyst

Okay, got it. And then related to that, the Company hasn't done -- I can't think of the last acquisition that you did. It has been a while. (multiple
speakers). So I guess there is some kind of latent fear out there among investors that, as you get a head of products in, as you get a CEO in, that to
some degree the message may change around having to acquire some technology to maybe get some products to where they need to be. How
rigorous should we expect you to be on the M&A side and is there a budget allocated already per year in terms of acquisitions?
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Thomas Seifert - Symantec Corporation - EVP & CFO

So you have to be balanced. I think that neither the black, no acquisitions at all, nor the white as we have done in the past, being a serial acquirer
is the right approach. As we move forward and become more vocal and outspoken about where we want to go in the security and the storage
segment, it will imply acquisition, not so much around product and revenue, but around technology. We just talked about the security space is
highly innovative and you cannot assume that you cover all the technology developments yourself, but it has to be moderate. We don't have to
buy revenue and revenue is also expensive, but there might be technology gaps that we have to fill. There is no budget allocated at this point in
time for that and to do this ahead of a CEO announcement would also not make sense to be honest. So there is actually not even a process going
on.

Walter Pritchard - Citi - Analyst

And at this point with some of the, for example, the product head not filled, is there an ongoing kind of M&A committee that's meeting and looking
at deals or is it (multiple speakers)?

Thomas Seifert - Symantec Corporation - EVP & CFO

There is a lot of talent in the Company. So that process that there is a vacancy doesn't mean that you cannot have a process in place. There is a very
strong CTO. We have really good people on a (inaudible) and segment level both in security as well as in the storage segment, but there is always
active dialogue on where products are going, where technology is going, whether we have everything we need. But at this point in time, it's not
the time to talk about specifics.

Walter Pritchard - Citi - Analyst

Okay. Are there any audience questions out there? So I think it was this conference two years ago where the 5% and 30% plan, we heard a lot about
that and I think the Company has evolved that message a bit and it's more like the 30% is pretty achievable and the 5% is going to take a bit more
time. Just wanted to dive into a couple of specific questions around this, but just how should we think about that balance and the realism of
(multiple speakers)?

Thomas Seifert - Symantec Corporation - EVP & CFO

Yes, so I don't want to sit here today and give new long-term guidance, but in the tactical timeframe, the 30% are clearly achievable, that's what
we've said and we want to be there in the fourth quarter and we will get the Company back to growing again from a revenue perspective in the
second half. And then we will sit down and become outspoken about what our long-term goals are. I think it needs to be transparent where we
can go and where we cannot go. That is why I think it was really important that we set up Norton as a business unit (inaudible) this business. We
don't expect to grow. There will be slight declines, but it is going to be highly profitable and deliver lots of free cash flow and here so even to grow
and investors and shareholders can evaluate that.

The security market grows today high single digit, so you cannot be ambitious about your growth and not try to at least grow with the market. So
how we balance this moving forward needs to be discussed, but once the CEO is on board, I think we will come forward with our plans on that
topic.

Walter Pritchard - Citi - Analyst

And when you think about -- do we have a question? Sorry, go ahead.
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Unidentified Audience Member

Thank you. On the consumer side, I thought I heard you say you were reconsidering paying for the preinstall on the new boxes. And when I think
about it, since you are competing in some regard with free or Microsoft security or ISP provided, that spot would seem to be a very valuable spot,
it comes up and reminds you if somebody doesn't want to be troubled, otherwise it's pay and go. So is it completely uneconomic or what is the
financial logic --?

Thomas Seifert - Symantec Corporation - EVP & CFO

In the majority of the deals we had in the past, it was not. We still have OEM deals today smaller on a business case by business case decision and
they have to show profit. But to measure the economics of preinstalled was really difficult. In most of the cases, it didn't turn into a profit for the
Company and that is why we disengaged.

Unidentified Audience Member

(Inaudible - microphone inaccessible)

Thomas Seifert - Symantec Corporation - EVP & CFO

It's all digested. We lost -- we had the last impact of getting out of the larger OEM deal in the fourth quarter of last fiscal year.

Unidentified Audience Member

(Inaudible - microphone inaccessible)

Walter Pritchard - Citi - Analyst

Just make sure you get the mic.

Unidentified Audience Member

Sorry. I'm curious how many consumers actually converted, so new box converted to a customer?

Thomas Seifert - Symantec Corporation - EVP & CFO

Well, it depended on the OEM and the channel and the region. So sometimes it was preloaded on an OEM box, it went into the channel and the
retail channel had a different incentive for a different SKU, so it deleted our software and preloaded another software. So it is difficult to say, but
overall the economics of a majority of the deals were not advantageous in our opinion. And that is why we disengaged and it allows us to really
innovate our go-to-market. So this is where we are focused on now on directly go to consumer, how do you optimize search engines, how do you
deploy social media and so on and we see -- we have seen rather good success moving in that direction.

Walter Pritchard - Citi - Analyst

Any other questions out there? I've got one last one just to follow up on the 5% and 30% question. So I think if I look at my model, other street
models, I think everybody at this point believes you on the 30%. That number you have identified some very tangible drivers that will get us there
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to the 30%. You have committed to getting there at least for a quarter by the end of the year. What do you think you will be able to do to get people
comfortable with a 5% top-line growth number? What sort of -- what tangible steps can you take or disclosure can you provide to help people get
comfortable with that?

Thomas Seifert - Symantec Corporation - EVP & CFO

Of course, they will need more than one data point, but we gave guidance where we want to be in the second half, so we want to grow the Company
again. We see indicators now of it in the first quarter that point in the right direction, but we have to deliver on this number. I think once the interim
CEO topic is behind us, we can be much more outspoken about where the future is from a product, from a segment focus perspective. I think this
and how we want to and why we want to target those segments, I think this will help to build credibility and then we just take it from there. And
the market is more relevant than ever. It's highly attractive from an external factor perspective. We have incredibly good product and IT that we
can deploy towards those market segments. Now we have to show that we can execute the commitments we have made.

Walter Pritchard - Citi - Analyst

Got it. Great, well, I think with that, Thomas, thanks a lot for coming and thank you, all. Have a good conference.
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