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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

Fatima Boolani UBS - Analyst

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

Fatima Boolani - UBS - Analyst

Good afternoon everyone and to those of you joining on our webcast. My name is Fatima Boolani. I am part of the software research team here at
UBS and I am pleased to welcome Symantec and I have here with me Executive Vice President and Chief Financial Officer, Mr. Thomas Seifert,
welcome.

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Thank you.

Fatima Boolani - UBS - Analyst

It's exciting. Symantec is one of the largest software companies in the world. So it's -- I really appreciate you being here.

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Thank you. Thanks for having me.

Fatima Boolani - UBS - Analyst

Thomas joined Symantec earlier this year but has had a long and illustrious career in the realm of finance and operations. C level positions in similar
capacities at very large firms like Brightstar, AMD, and Qimonda just to name a few. So without further ado, I'm going to turn things over to Thomas
to kick things off.

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Yes. So, just make a couple of remarks.

Fatima Boolani - UBS - Analyst

Absolutely.

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

I am pleased to be here. Thanks for having us. [If you entered the] company end of March and the last couple of months have been rather busy.
We came out of our Q2 with a lot of operational improvements. All the key indicators are pointing in the right direction. From an operational

2

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

©2014 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.

NOVEMBER 19, 2014 / 9:15PM, SYMC - Symantec Corp at UBS Global Technology Conference

http://www.streetevents.com
http://www010.streetevents.com/contact.asp


momentum perspective, whether it's improved the length of large deals in the security space, so making really good progress and now, we also
put our step forward defining and redefining a strategic agenda for Symantec moving forward.

We announced a split into a pure security company that will continue to have the name Symantec and driven the spinoff of our storage business,
our IM business. We are now in the middle of this process. Lots of work but exciting, hoping to complete the operational separation in October
and the legal separation by the end of December next year. I just read the summary of the comments yesterday of your panel and I think describing
the security challenge listed out there, maybe that's a good key. Often I think with what we announced from a strategic perspective, the history
and the legacy in terms of IP that we bring to the security space, I think it positions us extremely well.

And the summary yesterday, if you look at the four key challenges our customers are facing from a security perspective, it's really about the
complexity managing the very fragmented stack of security products and I think us with proven scale in this space now delivering ATP to all of our
products out there, we will be in a unique position to provide our customers a much more homogeneous unified approach to managing the security
stack.

We are all faced with sophisticated and increasingly evasive threats. So our approach to providing advance threat protection and data loss prevention
to all of our products and make those products able to correlate whatever information they see with the large threat database we have. You might
know that we operate the largest civilian threat monitoring platform on the planet. It's aiming exactly for that problem and what we see with the
overwhelming explosion of attacks that customers are also facing a lack of maturity in their enterprise security expertise. So providing products
that scale, helping people train their security staffs, we launched, I think we are the only provider today, we launched a product that we call a cyber
simulation platform, the tool that allows to stimulate the network of a customer and then we can run attacks and then help the staff of that customer
to train and prepare themselves.

It's in large deployment now with a very large government in Europe and with a couple of financial institutions in New York. Very unique offering
and then of course, the last challenge is that security as a service becomes a bigger demand and when we talked about the separation, we laid out
the service offerings moving forward. It's going to be a key factor for us growing.

We always have been in the managed security service business. We just launched what we call incident response in June of this year. Went to 65
Fortune 500 engagements within eight weeks. We are booked now at capacity and now monetizing also the threat information database we have
in terms of threat and intelligence status is a big offering. So I think, with what is happening in the market, this challenges our customer space. I
think how we intend to position Symantec moving forward fits right into those requirements.

Fatima Boolani - UBS - Analyst

And just maybe taking a step back with respect to the separation that you now announced. 2014 has been nothing short of an eventful year for
the company. Can you help us understand the mechanics of the split on a couple of different dimensions? So firstly, there's certainly lot of co-mingled
contracts from a customer perspective and as well as your channel partner strategy. So what mechanisms or processes do you have in place to
minimize this disruption in both those areas?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Very, very good point. So before we started, before we announced actually, we started to put a team and a project in place that helped us manage
the separation, which was probably four/six weeks before the announcement. It's today a project that is staffed outside of our day-to-day operations.
So we run the separation project in parallel for this week and it has a couple of work streams and you mentioned some of them and how do you
cover financials, how do you audit them? How you disentangle an IT infrastructure, how do you stand up your pre-system support at least for the
part that we spin out.

So it's a project that runs parallel and separate from the day-to-day operations with the intent to minimize impact. There are some more difficult
processes that we have to go through, and it's not what people would expect. I heard about the contracts before that this was a concern and it's
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actually not. The numbers of large contracts that cover both sides are limited. They cover less than 10% of our revenue and then it's much more a
forensic accounting, finance, legal exercise. It's not something you do in front with a customer.

They continue to pay and we divide the proceeds behind closed doors and once the contracts then come up for renewal, we'll pick out how we
renew one contract versus the other. And what is now in process and it's really the separation of the go-to-market functions. We said that we're
not going to touch go-to-market until the end of this fiscal year. We continue to build the momentum but starting with the new fiscal year on 1st
of April, we want to have the separated organizations in place.

And that's not so much a matter of separating heads and people as this work has already happened last year, but its making sure that the quotas
are in place, the salient sensors are rolled out, we have the right coverage model and then continue to build on the momentum we have. So it's
work. It's a lot of work but so far it's going well.

Fatima Boolani - UBS - Analyst

And I think considering a topic that's top of mind for investors right now, what are the financial implications of any duplicative cost structure, you
announced a restructuring in the last earnings call. So can you just help us walk through the impact of the separation on your cash flow from
operations and then consequently your thoughts around capital allocations?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Okay, so that's a lot of topics and let's start with the cost of separation, the restructuring, and what impacted us on the business models. Before we
announced the separation, we talked about how we want to generate and build business momentum within Symantec. We talked about the eight
initiatives we have put in place, grow topline and for to really get our cost structure under control because we are a complex company for our size.

So we identified a lot of opportunity to adjust the cost structure and those measures can now actually be accelerated as part of the separation. So
if I look at the nets, there will be some of the synergies. You need two CFOs, you need two CEOs, you need certain departments that need to be
doubled up but overall, I think the cost saving potential we have will over compensate for the dissynergies that the separation brings. If you look
at the Q2 numbers today as they to date, the storage business is growing about 3% year-over-year. It has a margin that is slightly under 20%.

So that business, a lot of the restructuring, we expect to fall through to the bottom-line because [varied tests require decision the] storage business
at about 30% margin. If we look at competitors, I think this is very close. On the security side on the IS business, it runs today at a margin of 34%.
So that is not a bad starting point but we have not been growing. So the focus there will be getting to grow again and most of the restructuring
that is going to occur will be reinvested in R&D.

I don't expect that to materially change. We announced restructuring cost of $100 million to $120 million. We said we are going to lose about 10%
of our employee base as part of the separation. This restructuring is going to occur mainly in Q4 of this fiscal year and Q1 of next fiscal year and
then we should be through this and the separation costs are in the neighborhood of $80 million to $100 million. They will hit us over a longer
period of time pretty much between now and the end of next calendar year until the legal separation has happened.

This will impact both cash flow and CapEx. I think this was your last question. So if you look at our cash flow first, I think it's fair to say that cash flow
will be up in the second half compared to where it was in the first half. It will be slightly down compared to previous year because the restructuring
and separation charges are going to hit us. From a CapEx perspective, I think we have been running a little bit hot, the side, I think is what you
would call it and this is primarily driven by the need to facilitate a consolidation of the footprint.

I think I even mentioned it on some of the calls. We have been very fragmented infrastructure. We have 60 data centers that need to be consolidated
and in order to enable this consolidation from a footprint perspective, you have to ramp up certain capacities as consolidation points for those
activities and this is happening including two very large data centers one in Arizona and one in Virginia that is going to consolidate a lot of this

4

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

©2014 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.

NOVEMBER 19, 2014 / 9:15PM, SYMC - Symantec Corp at UBS Global Technology Conference

http://www.streetevents.com
http://www010.streetevents.com/contact.asp


small fragmented infrastructure. We're in-sourcing some IT that was outsourced because we think, it fits our mission to do this ourselves and there
are cost benefits that require some upfront investment, but I expect that we will be through this by [summer of next year].

Fatima Boolani - UBS - Analyst

And just so in terms of the progression for the CapEx, just for clarity, you expect the second half CapEx profile to mirror or taper off relative to the
first half?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Compared to the first half of this fiscal year, it would be higher, it will be higher, it should because of the seasonality effect but I think it will be
slightly, it will be down compared to previous year. So up compared to the first half of this year but down compared to year-over-year.

Fatima Boolani - UBS - Analyst

Great. Maybe open up the floor to questions before I jump ahead. All right, I just actually wanted to go back to square one and ask you about sort
of why you took on the decision to bear the cost of the dissynergies of spinning out the business as opposed to potentially selling the storage
business? The question again is that because there wasn't an a buyer or is it actually easier to find someone to sell that business to by breaking it
apart?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Good question and I think the arguments why we chose to pass, we are now coming from a couple of arguments. First of all, it's the most shareholder
value adding process at this point of time, it's more tax efficient process. It has the least leakage from a tax perspective and this is the process we
control and the timeline and the events across the -- an entity depends on other people making up a decision. So this is the process we are on, it
establishes a value for the business and anything might happen. When somebody wants to make an offer, we will entertain that but we have a
reference to which we compare this alternative but I think it's really about doing the right thing for the shareholders and also being in control of
this thought process and having a higher degree of operational certainty on being able to execute that part. Does that answer your [question]?

Fatima Boolani - UBS - Analyst

Maybe jumping into this business area side of things, the consumer business, Norton is probably one of more household names in consumer
security. That's been a great business but you did touch on two dynamics that are playing out in the business. You've got some topline headwinds
as it relates to auto renewal mechanics that you've alluded to on the earnings call, but then you also have these margin expansion levers as you
roll off and your very uncomfortable OEM contracts. Can you give us a perspective on the puts and takes of these two dynamics?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Yes. Very good. Yes as you said the Norton business is a strong brand. It's the market leader today in the Consumer Protection business. We protect
about 122 million to 130 million consumer endpoints and this is important because remember what I said before that we operate one of the largest
civilian threat platform contributing, we get a lot of threat contribution and data contribution by monitoring those consumer endpoints but the
very important part of our business is not only because it's profitable and delivers cash flow but it provides diversity in the threat landscape and
insight we have. The business now is reported as a separate segment and I think it allows us to demonstrate here what the goals of this business
are.
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This business is going to be managed for margin moving forward. We don't expect it to grow, but I'll talk to the growth prospects in a second. So
we have been primarily focused over the last couple of months to really bring profitability up and we saw the improvement from around 42% to
53% and that was driven by a couple of decisions, some were around exiting unprofitable revenue opportunities, OEM engagements, exiting certain
retail operations in countries that are too small or where we had more freight market issues than anything else.

And then there were certain business model decisions that also impacted us because consumer regulation has changed, especially in Europe, how
you auto renewal a product. In the past, those boxes that you have to check were pre-checked. That's not allowed in Europe anymore and we have
also followed that logic into other parts of the world that are more transparent around how an auto renewal happens. I think this over time will
build stronger brand loyalty but it's putting renewal rates in the short-term under pressure.

So these impacts will be with us for the next three to four quarters from a compare perspective but once we are through this, we think we can
stabilize this business and keep it at a flat to slightly down topline. And with that, you have an extremely profitable high cash flow generation
business that allows us to fund certain investments that we have make on the enterprise security side and it allows us to be accretive to our threat
database and it also, to be very honest, enables new business models.

We can today, we characterize about 99% of all the Android apps that are out there from a risk and behavioral and corporate hygiene perspective.
So it's an enterprise so decides to open up his enterprise environment for bring your own devices or consumers, we can put a hygiene factor every
device that he is going to see and then he can deal with that. Is that hygiene good enough to have access or not? Is it questionable and does it
provide filters before he can allow those devices to enter what does he have to profit.

It allows also to enter new business models. So we're quite excited about the Norton opportunity, but it's going to be a business that's managed
from margin.

Fatima Boolani - UBS - Analyst

And just a segue from that point, on the enterprise security side, and maybe just take a step back on the consumer side, you've actually slimmed
down a lot of your Norton skews from nine to almost a handful and that certainly helped end user consumption. Just curious if you have similar
initiatives under way on the enterprise endpoint and enterprise security side. You have an extensive portfolio of assets in that area of security.

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

So when we started this journey we said we have to look at our product and business landscape, much more from a portfolio perspective. There
are certain businesses that are not growing, not being profitable and we have to decide what we do. So there is room for opportunity to prune the
business portfolio in general and this is work in process. We'll talk about it when we will make a decision but this is work in process, it's part of
getting the enterprise security business back to growth by eliminating some of the drag we have.

But it's also about a focus of investment moving forward. Where do you focus R&D? Where are the big opportunities for us in the market from a
differentiation perspective and so there is slate of new products that is going to roll out at the end of the fiscal year, beginning of the new fiscal
year, putting advanced threat protection capability to our endpoint products launching a ATP gateway product in late in the fiscal year, putting
this ATP capability in our rapid email product is going to show that.

So it's pruning the portfolio and taking care of things that will not benefit, don't help us ease on the growth on the profitability side but also being
much more focused and targeted on how we allocate our R&D budgets to market opportunities moving forward.

Fatima Boolani - UBS - Analyst

And what are some of the margins implications of you product typing that very rich telemetry data that you talked about, I think if it's really
underappreciated that you have 1 billion systems, 42 million attacks sensors, 4 trillion threat indicators, did my homework, just a lot of rich contextual
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intelligence that you're just sitting on. How you are going to productize that, and what are the implications to your margin. You can speak at high
level?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Yes. So I think this is one of the biggest assets we have. We have under marketed it in the past and we've probably fell short on monetizing all the
benefits that are hidden in this database and infrastructure knowledge and IP. So I think the first impact you'll see on the new ATP parts rolling out
-- that capability in terms of threat visibility being able to correlate that's not within only a customer's network but correlating it to what happens
outside in the world.

It's really big. We think this is going to be an exciting step for us moving forward. We are starting to sell this information not the service, threat
intelligence service. We will monetize it by providing insight to customers on attack vectors, attack routes. So there is a lot of value in it and then
translating it into other service offerings is the big topic. Incident response is one of those areas. So a lot of opportunity and prospects end of this
fiscal year and then we'll make it step by step moving forward.

Fatima Boolani - UBS - Analyst

Fair enough. Any questions from the audience?

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

Unidentified Audience Member

Yes. Actually there have been a lot of comments in the press about alternatives other than signatures, a kind of foundation of security, things like
micro sandboxing, internal stuff math, big data. How are you feeling about the core technology of signatures and what's the position on that today?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

That's really a good point and if you look at the base endpoint protection product today, it's much more than just signature based protection right.
Its signature behavioral heuristics that you use, but the base product is much more than signature and virus protection and that's important because
most of the attacks are still occurring at the end point but its protection capability, and we have to admit that threats and attacks have become
more sophisticated, so you have to adjust. So how do you built now to test and remediation capability on top of this. This is where this new
technology comes in, how do you detect advanced threats. Sand boxing is one.

And so our new products that we launched in March will have a sophisticated version of sandboxing. It will be a virtual appliance so it's not going
to be sit on premise, it sits in the cloud, we can offer this as a subscription service and because it's in the cloud, we can't throw much more data at
the malwares. You might know that 18% to 20% of the malware today is sandbox aware. It recognizes when it's in a virtual environment and just
goes dormant. So you have to try to react. Try to mimic certain behavior that it expects, probably opening a mouse click and so on. So we'll provide
that capability because we are able to correlate this data with everything else we see, we will be able to not only give alerts to the security staff
but we'll be able put priorities on the alerts we see and it's not only about capacity of what is out there.

You have to eliminate the noise and make sure you don't deduct too much that is not a real threat for positive and you also have to listen to
customers response in the sense of overwhelmed with the information I have. I get a thousand alerts. I only have a limited amount of people and
capability helps me to manage that. So our ability to not only detect better we think but also correlate what we see to other information in the
customer environment, but also outside of customers environment allows us to put priorities on what they should do with the alerts they see.
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Fatima Boolani - UBS - Analyst

You said you brought up the increasing complexity of the security architecture in the enterprise as well as just kind of the lagging expertise that
enterprises inevitably have to deal with it the threat landscaping concept, more sophisticated, more evasive and more complex and you highlighted
your managed security services business and the recent rollout of your instant response business. What more do you need here. You've doubled
engagement, you added capacity. What more do you need here and what sort of investments should we look at?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Yes. So there, it's about scaling and automating what you see and what you detect. So there we develop products or technology that helps us
putting a higher degree of automation into this process. A lot of this inside, some we might have to look on the outside of the company for
improvement and just certain parts and services is always about human capital and how you can scale. How you scale? You can scale from a global
perspective and this is what is limiting to be honest for the revenue growth to be -- we are booked. We are at capacity at incidents response but
we have a lot more demand though we have to deal with it a part of it will be better tools, more automated processes so we can cover a bigger
base but it will also involve scaling up from an employee and from a people perspective.

Fatima Boolani - UBS - Analyst

And then just from a demand perspective, can you give us a sense of what your customers, if your penchant for security spend is I mean I can
probably guess what it is but you have a pretty large installed base and what are they saying to you. Are they saying to you please help us, here's
a really big check.

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Well it's not always -- and it shouldn't be but without any doubt I mean there is so much information out there. The level of alertness has gone up.
We had 600 million identities being exposed this year. The numbers of sophisticated threats are going up. It has become a board room topic. There
are a few. J.P. Morgan announced very publically that it takes securities spend from I think $250 million to $500 million in a very short period of
time. So but it's not only about product, it also about spend. It's about giving products and capabilities that match.

I think it's a good market opportunity. I think most of the budgets since they were set last year don't even reflect the changes that have happened
this year from a threat perspective, I think this is going to be something that we see in budgets that are coming out for next calendar or next fiscal
year. So it's a rather healthy environment from a market size and market growth perspective but it reflects that there are a lot of bad guys out there
that make this market so big and that's why we have to invest and make sure that pursue the right opportunities.

Fatima Boolani - UBS - Analyst

Any questions from the audience? Maybe you should think years into the storage side of the house. There is three tenets of the stated focus for
you continue innovating across the portfolio, reducing your customers total cost of ownership in terms of storing, managing, and archiving of data
and something that I thought that was especially interesting was the introduction of this intelligent information fabric that you can kind of query,
store it in backed up data across a disparate number of systems and particularly in big inlet out of these areas and maybe specifically into Number
three and how you are envisioning the monetization of this information fabric.

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

I think we should go back, the IM business is an interesting business. Other than the many splits that are out there, we are not separating and our
old and the new businesses are growing and lagging a profitable and non-profitable business. So we have two businesses that are in exciting
markets that are growing with two businesses that are profitable. There is margin improvement potential at IM but it’s very healthy business from
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a margin and from a capital perspective already today. We've come a long way from a product innovation perspective. I think the strength especially
of the net backup product, both from software as well as from a client perspective is really good.

And that's why we see in this part of the business now growth coming back. This is the second quarter, year-over-year and just to give you some
numbers, the net backup software alone grew 18% year-over-year. Net backup grew 45% year-over-year. So not only did it grow very fast, it
accelerated the growth rate. The previous quarter Q1 was 35%, but there is a lot of very positive business momentum. There is also some disruptive
trends that we cannot ignore. We have a second product line backup that is more targeting the Windows based backup the small and medium
sized enterprises, where there is competitive pressure from new architectures and more storage moving to the cloud.

So here we have to adjust. We stopped our backup appliance. This was for that very reason that we launched new version of Backup Executive that
is allowing now for cloud storage backup too. So we are moving in the right direction and there is lots of room to innovate especially when it comes
to the intelligent information fabric as you called it. And how do you manage the diversity of data, how do you make sure you know, how much
to duplication you have in your file stored, how can you fill landscape of data? Who accesses this data? So there is a lot of customer problems that
need to be solved that we think we are in a good position to prize the product for and that's why I think there is going to be an exciting business
model for also for storage in the front of us.

Fatima Boolani - UBS - Analyst

You made an interesting answer for this morning in partnership with HP, basically service enabling your disaster recovery assets. Can you talk a
little bit more about if you're going to be pursuing similar partnerships to service enable maybe a lot of the other assets of your portfolio?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Yes, I think we've always open about partnerships in the past. I think you will see us being more strategic moving forward when it comes to
partnership both in the IM business I think the announcement was HP this morning as it is around disaster recovery is really important but you will
also see us pursue that path on the security side. We announced partnership with three firewall providers where we can see data from a firewall
perspective. I think this enriches the threat diversity we have. It allows us to correlate more information for the benefit of the customer.

And we've entered into partnerships with Telecom providers to have greater reach in the mobility sector, but also get access to more threat diversity
data, SoftBank was such an announcement and there are other things in the making. The service side will be one part of us growing. We have
already good partnerships today with some of the large before audit firms but this is something that we will expend moving forward. It allows us
to scale past without making all the investments or assumptions.

Fatima Boolani - UBS - Analyst

Your point about your partnership with firewall companies and your traditional network security companies, network security traditionally been
[based at use] deliberately by design not enter, could that thought process change as you have a more focused security organization as you look
out maybe 12 to 18 months.

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

This is a business that never stands still. For the time being, we decided this is the best path forward. We want to be

diverse in the information landscape we cover firewall, market is fragmented there. So to make sure that we cover a large part of that installed
base, partnership was the right approach. However we are bringing a gateway ATP product to the market in March. So that we will sit right next
to the firewall and we will see all the relevant network traffic. So we see that but hope firewall are currently structured what problem they solve
and what benefits they provide, we don't see that as a market opportunity to enter this market.
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Fatima Boolani - UBS - Analyst

In terms of building out the bench and strengthening your human resources, where are you and how are you attracting top talent to come to
Symantec?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

So as I said probably in March over the last seven months I think that we really we are able to beef up and bring a lot of talent into the company
from an executive perspective but also on other layers. I think two things come together. First of all, having now permanency roll outs especially
if read through (inaudible) but having a mission and a strategy in place that unifies us. Security is an interesting space. It's not only interesting from
a business engineering perspective, it's also a very a mission driven field for people that want to be engaged.

So this helps, it helps to attract talent. We have done well over the last couple of months. The last announcement, Balaji is joining us from Oracle
taking over the security product with respect from big data and high performance products. I think he's the right fit. Jeff Scheel joined us from
FireEye and from a business development perspective. So not only good executives but very deep domain expertise. Adrian Jones joined us from
Oracle and he is going to be the Head of Sales for the security product with Amy joining us from Cisco and she's our Chief and Human Resource
Manger. So lots of addition (multiple speakers) plan makes it exciting. Fresh perspective, but as you know, you also need the team to come together
up here. Great talent, great peers to work with.

Fatima Boolani - UBS - Analyst

And how do you see your role evolving in the next six to 12 and maybe even 18 months?

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

Other than being busy. I'm most excited, I guess I have to step back. I was customer of Symantec before in both of my previous jobs and both of
my previous jobs I had CIO responsibility part of CFO job and I was always intrigued by as a customer not having a partner that has scale and scope
and can solve problems for us from a product and service perspective. Symantec always could have been that partner but never stepped up and
also having insight into the quality of the products and the IP and the opportunity to really bring those to market was one of the reasons why I
wanted to join.

So I think we've been with the company for eight months, there is probably more positive surprise on what we have than what I really have to. I
always thought that a transformational event has to be part of the solution to unlock that value and here eight months later we are I think that is
going to achieve that. So I'm excited. We have a lot of work ahead of us but we will (inaudible) profitable successful entities and then we take it
from there. If the dices were caught, I am going to stay CFO in the Symantec business.

Fatima Boolani - UBS - Analyst

Just winding down the shop clock and open up to questions. Great well, thank you so much for your time today Thomas. I really appreciate you
being here.

Thomas Seifert - Symantec Corporation - Executive Vice President, Chief Financial Officer

You are most welcome. Thank you.
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