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

Keith Weiss - Morgan Stanley - Analyst

All right, so we will get kicked off. I am Keith Weiss. I run the US software research group at Morgan Stanley and we are really pleased to have with
us today from Symantec, Tom Seifert, the CFO.

Tom, this is a really interesting time to be talking to you and to be talking to Symantec on a couple levels. One in terms of just the markets that you
guys play in, particularly the security market, number one priority on our stated priority list. Two, on the other hand a tremendous amount of
change going on at Symantec in terms of restructuring the organization, repositioning the organization.

Maybe a good place to start is you could give us -- we could start on the sort of market side of the equation. Tell us a little bit about what you're
seeing in terms of demand environment, how you are feeling about heading out of 2014 into 2015 in terms of sustainability of that strong demand
for security and we can touch on storage as well.

Tom Seifert - Symantec Corporation - EVP and CFO

It's no secret by now that security and security spend is on the top of mind for CIOs and CSOs pretty much across all verticals, across all sectors,
across private and government topics. So spend is lots of tailwinds as you see this. And we have to keep in mind that most of the budgets for this
year have been set last year, before many of the large breeches happened. And I think we will see the threat environment and the changes that it
brought this year being reflected in the budgets that are built and put in place for next year. Some, like JPMorgan, have been rather vocal about
where they take the budget, doubling it to $0.5 billion over the next three years. And we see similar indicators in other companies and other sectors.
So we assume that the spend environment for the security world is going to provide us -- continue to provide us tailwinds going into calendar year
2015.

Keith Weiss - Morgan Stanley - Analyst

Excellent, excellent. Then on the storage side of the business, how are you feeling about the demand trends there? NetBackup for one has had a
tremendous run but more broadly when we think of the overall information management space, how are you thinking about management?

Tom Seifert - Symantec Corporation - EVP and CFO

Similar. We are quite optimistic looking at the plans for the storage business moving into next year, both on the storage -- on the software side,
NetBackup has been growing nicely year-over-year. The numbers in Q2 were pretty impressive. The clients business is actually accelerating growth
on a trajectory perspective, was growing about 35% year-over-year in Q1, accelerated to 45% in the second quarter. And from a dynamics perspective,
we will see it continue to be strong there for the remainder of this fiscal year. Similar topics and data is exploding and then from a needs perspective
in terms of storage and back up capabilities so a good spend environment from a market perspective.
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Keith Weiss - Morgan Stanley - Analyst

Excellent. I also wanted to start with an overview of sort of the degree of change going on at Symantec in terms of the organization. New executive
management team including yourself coming on board earlier this year. There's been changes in the sales organization. There's been restructurings
as well as the announcement of the separation of the two companies.

Can you give a sort of mark-to-market the changes that we have been through over the past year, where we are in terms of that progress and
what's left to come just to give a sense of where we are in the timeline if you will?

Tom Seifert - Symantec Corporation - EVP and CFO

Very good. Without any doubt some significant changes but also I would say a certain pride in the team about the accomplishments that we have
achieved over the last eight to nine months. Last year we did some of the heavy lifting in terms of separating the sales forces into the storage
business and into the security business, separating new business from renewal business. So on the sales side, a lot of heavy lifting was done.

When Mike and I started -- we pretty much started in the same week, end of March, to look at how we move Symantec forward we put what we
call our five priorities in place, how we look at the business, how we manage it moving forward, how we look at the topline and cost structure
initiatives. And I think we've come along nicely from a restructuring perspective now and you could see this reflected in the margin development
so far. I think the momentum on the business side is also moving in the right direction for most of our main KPIs. We've seen now four consecutive
quarters of improvement for those billings or others, so really good momentum.

Now the separation is in place. I think this is the next big step for us. The logic to do that was overwhelming there. The buying environments are
bifurcating, which have described the markets that are behaving from a storage and security perspective completely differently moving forward
and we have to reflect this in how we develop product and how we bring those products to market.

So we started the separation a couple of months now ago. We've put a dedicated team in place and try to manage the separation outside of our
day-to-day operations to keep the impact on how we run the business as minimal as possible.

A separation is a tricky topic. You know this. It's a lot of work and especially from an IT and support structure entanglement, it needs to be well
thought through. So if you go backwards, we said we're going to be ready for the spin by the end of December next calendar year. We aim for
operational separation of the two businesses beginning of October, so we have three months of dry run capability so to speak.

The salesforce however is going to operate already like two separate companies starting with the new fiscal year. We felt this was very important.
We have a lot of good momentum achieved so far that needs to continue for the remainder of the fiscal year and you know we reiterated our
guidance for the remainder of this fiscal year. But with the new fiscal year starting April 1, we want to have dedicated sales teams for the two
companies in place from a coverage, from a sales quota, sales incentives, sales compensation perspective. So we can take this momentum into
their two separate entities. So lots of work but extremely good progress from a momentum perspective.

Keith Weiss - Morgan Stanley - Analyst

Several analysts in my position, myself included, have talked about the difficulty in separating the two businesses. Several people have stolen my
title of breaking up is hard to do and where do you think analysts over sort of where are we sort of thinking? Where do you think it's not as hard
as what we think? Where do you think we're looking in the wrong direction? Not that it is easy to do but can you help us figure out where we are
maybe emphasizing a little bit too much of the difficulties and maybe some of what are the most difficult parts of doing this?
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Tom Seifert - Symantec Corporation - EVP and CFO

That's fair. Without making a separation is complex, it's a lot of work but that is not why you shouldn't do it. If the logic behind it is sound and the
market rationale is sound we think it allows us to deliver significant shareholder value just because it's a lot of work shouldn't prevent you from
going ahead.

I was surprised. Some of the feedback, some concerns we received and we tried to address this so our significant concerns in the beginning around
separating contracts, customer contracts, and that was a surprise. The amount of contracts that really overlap are small. They cover less than 10%
of our revenue at this point in time. We have thousands of contracts and transactions. The amount of contracts that need to be separated are
between 100 and 200, so that is work without any doubt but it is manageable complexity. Most of this work happens behind closed doors and
indeed lawyers and accountants figure out how you separate contracts and value it. Most of this will not even be visible to the customer.

So I think this is one area where people assumed that it would be much more disruptive. There were concerns around the salesforce but you have
to keep in mind that the hard work, the heavy lift around separating the salesforce already happened last year where we separated storage and
security and new business and renewal business.

I think if you were to talk to a [core] team and probably to a couple of other companies in the Valley they are going through a similar exercise,
separating an IT infrastructure and disentangling ERP systems is probably more complex. I can only assume, but we have heard and we are concerned
with (inaudible). This is really in areas where we acknowledge it is going to be a lot of work but it's not the most difficult part of the separation.

Keith Weiss - Morgan Stanley - Analyst

Got it, got it. And then from a strategic perspective, when we think about the two separate companies, a lot of what you talked about was the
ability to pursue separate strategic directions. Can you give us some indication of sort of where the variances need to be in terms of the strategic
direction of the information and management business versus the security business?

Tom Seifert - Symantec Corporation - EVP and CFO

You know, if you look at our Q2 numbers I think they already give you a good opportunity where the room is in the business model and where the
focus is going to be. So if you look at the IM business in Q2 is what was already starting to grow year-over-year, good product portfolios in place.
We have to do more work on innovations and making sure that we get the total cost of ownership equations right. The real room on the storage
side is really margin expansion. The storage was working around slightly below 20% operating margin.

When we acquired the storage business it was running at about 30% operating margin, so we see in their P&L a reflection of the complexity that
this combination puts on their P&Ls. That needs to be on the IS side and we are already at 34% operating margin, so a highly profitable business.
But it needs to grow. This will be the focus and the challenge and the opportunity on the IS side is to get this business to grow.

The market as we talked about this in the beginning is providing us the tailwinds both in the product and the software segment as well as in the
service segment. It is a $40 billion market and the market opportunity on the security side driven by what customers see or customers are increasingly
frustrated by the complexity of managing a very fragmented security, fragmented security stack. We face increasingly invasive and more sophisticated
threats. We saw that the last couple of few days with the breach that happened.

And at the same time, they have a lack of maturity and expertise in enterprise cyber security on their staff and that's why you have this growing
appetite for a more integrated service-oriented solution approach. This is the big opportunity. This requires investment in audits and services and
will drive revenue expansion going forward.
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Keith Weiss - Morgan Stanley - Analyst

I think that presents a good opportunity then to drill down onto the security side of the equation and in terms -- something of a bridge in terms
of separating the security unit out and talking about sort of the need to sort of drive more innovation and more growth in that, should we take
that to mean more investment is going to be needed on the security side of the equation and potentially including stuff like M&A and getting into
-- one of the things that's always been talked about with Symantec is whether they're going to need to go onto the network side of the house and
specifically it's coming up again now when you have a lot of networking vendors making inroads or trying to make inroads onto the end point.

Tom Seifert - Symantec Corporation - EVP and CFO

That is a very broad topic and so if you look at their core security business today, we have a consumer business and we have an enterprise business.
The consumer business is highly profitable but in a market that is challenged from a secular perspective. So keeping this business in the midterm
flat to slightly down from a revenue trend perspective is important on the IS side. We have the opportunity to grow.

I think the biggest advantage we have in the enterprise and the biggest asset that needs to be leveraged is our gigantic threat monitoring platform.
We operate in the largest civilian threat monitoring platform and the intelligence and the data that is in this database needs to be monetized in a
better way. So bringing what we call our unified security platform to bear, how we make this database accessible, how we allow to correlate threats
across different points in the topography of a network I think is going to be the big advantage moving forward.

Everybody is moving to the endpoint or wants to move to the endpoint because this is where most of the attacks occur so there was a point in
time where we said the endpoint is not as important anymore. It's just the opposite that we currently see.

So we monitor today close to 200 million endpoints and this is a large base that we will lever moving forward from a product perspective. It also
gives us incredible insight and diversity from a threat landscape perspective what is happening, who is it hacking, where the attacks come from,
what signatures they have and to leverage this across individual networks on a customer level but across sectors and across regions is going to be
a big [power].

The network is part of having this visibility and for the time being we think there is a benefit of us having a very diverse access to data. Instead of
having our own product we are partnering this with three fiber providers. In terms of getting viability to what they see I think for the time being,
this is the better approach in our strategy to increase the threat perspective we have and monetize the information we see rather than jumping
in the market ourselves at this point, having a small market share, and then a very narrow window of what is happening from a threat perspective
on a firewall level.

Keith Weiss - Morgan Stanley - Analyst

Could we talk about how the portfolio all sort of comes together in terms of from an operating margin perspective? So like you're saying, you have
a consumer business, which is very high margins that you are looking to keep flattening to slightly declining. And so margin dollars there are
probably declining a little bit. You have these newer emerging technologies stuff like DLP where you are doing very well in that is driving the
growth but lower margin businesses today because they are new, they don't have the same type of customer base. And then we are talking about
adding a lot more services, which investors just instinctually think well, services has got to be a lower gross margin type business. How does that
come together in terms of the overall margin perspective for the unit?

Tom Seifert - Symantec Corporation - EVP and CFO

So we will get -- the closer we get to the start of the new fiscal year, we will get much more granular about giving guidance for the specific businesses.
But it allows me to answer the second part of your previous questions and combining it. Where is investment needed and how does it affect margin?
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So the security business runs today with about 35 -- 34% operating margin, so that's not insignificant. We still -- we've been open about it that we
think there is significant cost-saving opportunity even within those buckets from an infrastructure perspective. If you look at KPI's marketing spend
in relation to revenue, looking at the footprint we have, we think there's room to take costs out and a part of the restructuring announcement we
had as part of our Q2 earnings release is pointing in that direction.

While on the IM side this will really lead to margin increase, most of that potential on the security side will be reinvested. So it should be margin-neutral
or maybe slightly down but it should be margin neutral. We think there is enough restructuring opportunity to get the job done.

It will in part also require some M&A, but very targeted, not for revenue but to close technology gaps. We have to acknowledge that security is a
highly innovative area or highly disruptive and in order to stay cutting-edge in all the technologies, you have to make M&A part of your strategy.
We will be very focused and disciplined. We will not go back to the serial acquisition mode we had before but it has to be part of it.

The service side is a much more complex discussion because services come in many flavors. When we talk about services, we're talking about the
(inaudible) security service part where you take over control for a [SOC] security operations center. That is where margin expansion is difficult where
there's pressure. We talk about getting strong incidence response. It is a service we just launched in June. We got back to 65 large engagements
within a couple of weeks and we doubled the engagements until the end of Q2. We booked at capacity.

There is not a much -- there's not a lot of price elasticity because demand is so high. We are launching what we call our threat information subscription
service where we start to monetize really the information we have in our database. I think that is a really good business from a business model
subscription-based perspective and it's going to be accretive to margins moving forward.

The fourth part really that offers a lot of opportunity for us is a service that we launched as we speak. We developed what we call a cyber warfare
simulation platform. It allows our customers to simulate their networks from a structural perspective and then we can run attacks on this platform
and really train and help the security staff of our customers to be cutting edge. A very interesting service from an offering perspective. As far as we
know, there's nobody else in the market who has that capability.

We are in discussions with one or two large governments in Europe on this topic, too, that will be rather attractive to be very honest from a margin
perspective in the service business.

You're right, the pressure is on the managed security service side. That's why automating a lot of what we do and how we analyze threats is going
to be important. We have to put platforms in place that allow us to scale, so we just finished our fifth large SOC in Sydney. We have five very large
security operation centers, two in North America here in Europe, in Japan and now in Australia and this is a platform that allows us to grow these
services hopefully in a way that it doesn't dilute margins too much.

Keith Weiss - Morgan Stanley - Analyst

I want to make sure I take the opportunity to take questions from the audience before I keep going.

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

Unidentified Audience Member

Maybe a general question. What are you doing as you go through these moments of change to retain and attract top talent in this industry? There's
a lot of competition for that talent.
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Tom Seifert - Symantec Corporation - EVP and CFO

Yes, that's a very fair question. So far the announcement of the split actually has worked to our advantage especially in the security -- on the security
side because a lot of people want to work there and are excited by the opportunity but they are also mission driven in a way. And having a dedicated
-- being part of a dedicated, very large security company that operates as I said before the largest threat monitoring platform in the civilian sector
is attractive.

We also have to recognize that our footprint today is pretty large today. So we talk a lot about how difficult it is to recruit people in the Valley, and
it is. But our footprint is really diversified. We have large development centers in LA. We have a very large software engineering development
footprint in India with 7000 software developers in India alone. So as we try to handle this problem with the value proposition like all the good
companies that are out there but also diversify ourselves there from a footprint perspective so we can make sure that we have access to talent
worldwide and not only in one part of the world.

Unidentified Audience Member

My perception is that if we compare security software with other parts of the software world like search or relational databases or ERP, it tends to
be quite fragmented, whereas the others will often have a dominant platform. Is there a generic explanation?

Tom Seifert - Symantec Corporation - EVP and CFO

First of all I think it's the right observation. This is what I meant in the beginning that there's a growing frustration on the customer side to manage
this complexity that results from this [recommendation]. But I think the security market is unique. In other industries, innovation is driven by
companies developing new products, reacting to customer demand. We have a third component in the security sector and that is the adverse --
the guys who do the bad stuff and they are developing new methods every day, every second, whether it's on an organized crime level on a
state-sponsored level and this is really driving a part of the innovation, too, because those threats are new every day. It allows for very targeted
endpoint solution-oriented answers, so it's a reaction to what drives some of the dynamics in the market.

Unidentified Audience Member

In relation to the consumer business, can you talk about the change from an opt out to opt in and the potential impact that that may have on the
business next year? Can you quantify that in any way?

Tom Seifert - Symantec Corporation - EVP and CFO

I assume what you allude to is we talked on our call that for the Norton business we made changes to how we auto renew that business and this
was in part driven by legal changes mainly in Europe that you cannot have the box for auto renewal pre checked. And in other parts of the world
we just try to be more transparent. So this is putting pressure on the top line we set this over the next three to four quarters. We think in the
long-term however, it's going to result in higher brand and customer loyalty. We are trying to get more sophisticated about how we market our
products in the direct to consumer channel. So I think a fair description is pressure on the top line for the next three to four quarters because the
compares are difficult and then we should get to a stable run rate moving forward.

Unidentified Audience Member

(inaudible --- microphone inaccessible)
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Tom Seifert - Symantec Corporation - EVP and CFO

I don't want to because we said this topline compare difficulty over the next three or four quarters is driven by more than just one factor. It's not
only the auto renewal. We also said that we are exiting parts of our topline of our revenue that is not very profitable. We exited large, unprofitable
OEM agreements. We are really exiting retail because from a price performance, it's not really doing us any good. We are exiting retail and operations
in very small countries where we entered into gray market issues.

So the compare difficulty over the next three or four quarters is driven by more than just auto renewal and I don't want to break out just one factor.

Unidentified Audience Member

Can I ask more just sort of from the big picture this whole discussion, whether to split or not, has been -- some people have raised it over years,
right? So previously you also decided that it did not make sense to split and now in your role -- with the new team, it does. So what has changed
there? Is it a matter of opinion or is it something else that has -- that drives to this decision now? And then why will this allow to return to growth
now that the previous teams didn't see it?

Tom Seifert - Symantec Corporation - EVP and CFO

I think that's a fair question and the answer is a bit layered. Having a new management team in place helps. We have a fresh perspective on issues
and how you want to solve them moving forward. We also have quite a lot of sector expertise into the Company that helped us to come to that
picture with the really strong recruiting we did on the executive side. We also have to acknowledge that the market has changed significantly both
in software and security as well as in storage over the last years. So the rise in prominence on the security side has really happened over the last
two or three years.

The buying environment is bifurcating but you have CSOs now that have their own budget buying security products, reporting outside of a CIO
organization directly to the COO, having their own buying patterns and your CIOs on the other side where there tends to be a little bit more pressure
on the budget, different reporting lines, different buying criteria, reliability, total cost of ownership are much more important to (inaudible).

And then also from a technology synergy perspective, synergies we have seen before have not materialized and will not materialize moving forward.
So those businesses develop significantly different business characteristics from a customer engagement, from a product innovation and from a
market behavior perspective and I think adjusting a strategy to those changes is going to be beneficial.

The storage business is much more -- while it is still highly innovative, but for us a lot of focus on margin expansion moving forward. And security
will be innovation and revenue growth driven because that is an exciting market. It grows high single digit year-over-year. Parts of the market are
really accelerating especially when you talk about sophisticated service offerings. So there's a lot of opportunity.

But we want to take advantage from an investment and from an M&A perspective there, two segments will develop in a different direction moving
forward.

Keith Weiss - Morgan Stanley - Analyst

One free cash flow question before I let you off the stage. In terms of CapEx, CapEx is a little bit higher in the first half of the year than we expected.
Should we assume that that higher-than-expected investment lasts through the second half of the year? Then part two, should we be assuming
impacts from restructuring and separation charges impacting cash flow from operations in FY15?
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Tom Seifert - Symantec Corporation - EVP and CFO

Yes, so let's start with CapEx first. I talked a lot about the cost savings opportunity we see. A part of that is really driven by consolidating the
fragmented footprint we have. So I think we have been rather outspoken about the fact that we have about 60 data centers worldwide, too small,
too many, in the wrong places, where power is expensive. We need to be consolidated. We wanted to consolidate this down to 10.

This drives a lot of pre-investment. You have to put the capacity in first and then you can start to consolidate. This affects -- this is what mainly
affects CapEx this year. We will be better in the second half but CapEx will be up year-over-year. And it's driven really by preparing the separation
and trying to take advantage of the cost savings opportunity we have in the long run by consolidating our footprint.

The restructuring costs are happening and separation costs are really two buckets. Your separation costs is in the range of $80 million to $100
million. They are going to be pretty linear between now and the date of separation. So it will impact cash flow next fiscal year.

The restructuring costs are mainly happening in the fourth quarter of this fiscal year and the first quarter of next fiscal year. So some impact in fiscal
year 2016 but also a significant amount already in the fourth quarter this year.

Keith Weiss - Morgan Stanley - Analyst

Excellent. Thank you very much for joining us, Tom.

Tom Seifert - Symantec Corporation - EVP and CFO

My pleasure. Thank you.
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