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Symantec Financial Analyst Day 2015 – April 17, 2015 
 
Michael Brown: Thank you, Helyn.  Good morning and let me add my welcome.  We really appreciate 
the time that you’re spending with us today to learn more about our business and we’re excited to 
share what we see for Symantec FY16 and beyond, because as you know we haven’t been able to really 
talk about the business beyond FY15. 
 
Let me start by saying I’m personally more excited about our prospects than I was even seven months 
ago when the Board named me to this role permanently, and let me share with you why I feel that way.  
First of all, in October we announced strategies for our two businesses—Symantec, going forward, and 
Veritas—but now we’ve complemented that with very detailed plans for execution for FY16.  That’s 
what you’re going to see in our presentation today.  So that combination of the strategy now backed by 
the detail of what we need to get accomplished in FY16 makes me pretty excited about what we intend 
to deliver for FY16. 
 
Second, it’s a new team leading Symantec these days and I was just counting, of the eight presenters 
that you’re going to see today, basically only one person was with the Management Team more than a 
year ago.  So a brand new team and I’m going to talk a little bit about the new team. 
 
The presenter, you’ll see, who’s been with the Company the longest—four years—is Fran Rosch.  Maybe 
you can wave, Fran.  He leads the Norton consumer business.  So we’ll talk a little bit more coming up 
about the new Management Team. 
 
Third, the momentum that we have built, especially as we’ve gotten into the back half of FY15, we carry 
forward into FY16, and I’ll give you some statistics coming up that show you what I mean about that 
momentum, but that’s what gives us confidence that it’s time for Symantec to grow again.  So our task 
for this year is to begin that growth as opposed to just working on the profitability.  In fact, we’ve 
already put a lot of the things in place and shifted our investments so that we can grow as we look at 
FY16 and ‘17.  That’s what you’ll be hearing about a lot as we go through today’s presentation.  So, let’s 
get started. 
 
 I’m basically going to take a quick look back, so we’ll talk about what progress did we make in this first 
year of what I’d say is a two to three year turnaround for the business and the turnaround is all about 
reinvigorating growth.  What are some of the different market dynamics and why did that lead to the 
separation?  What are the strategies for Veritas and Symantec?  Then how do we leverage the scale that 
we have at Symantec to drive innovation and growth?  We’ll talk about those growth drivers. 
 
So let’s start with where the year began.  When Thomas and I did the first earnings call which was in 
May last year, we said there were five key operational priorities that we need to drive the business.  It 
was way too early to talk about strategy, and I’ll come back and make a couple of comments about that 
in a moment.  But the five key priorities that we set out were, number one—off to the far left—we need 
to optimize the portfolio of businesses and look at the business as a series of businesses, and be very 
transparent with you about which businesses are intended for growth and which ones are intended for 
margin and cash flow.  As you know, some of the most significant decisions around that were the fact 
that our Norton business was a business, because of its lifecycle, that at this stage makes sense to 
optimize for margin, which we’ve done, and the enterprise security business, given the market 
dynamics, is primed for growth.  We needed to do the right things to get that growth started.  So that 
was number one. 
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Number two, to get after growth we’ve got to reprioritize the investments to go after the higher growth 
market areas.  So you see that highlighted. 
 
Our third, cost structure.  We felt that there was significant opportunity to improve the cost structure at 
Symantec, so as you’ll recall, we launched eight different initiatives to focus on revenue and cost.   
 
Our fourth was we needed to strengthen the Management Team.  We had had way too much 
management turnover.   
 
And the fifth was continue what we’d begun, to return significant cash to shareholders through 
dividends and share repurchase. 
 
One of the things we knew we needed to get going on is what you see in the lower right which is 
strategy.  So we knew that we needed to undertake an effort to say what is the long-term strategy?  We 
were not happy with the efforts that were in place at that time as it relates to strategy, and so we began 
an effort right at that same time.  It was way to early to start talking about in May but now you know the 
results of that.  So let’s look at what happened in FY15 as a result of these different priorities that we 
set.   
 
So first, if we look off to the left, this is the momentum that I was talking about.  We set expectations 
that growth would be relatively flat for the year.  What we did see is because of the things that we 
started working on, we see a lot of momentum in the business.  These indicators, we think, are kind of 
the leading or forward indicators for the business and imply growth for FY16.  So first is implied billings.  
That went from negative to a positive.  Thomas will give you a little more detail on that in his 
presentation, but for FY15 that will be positive 3%.   
 
Most of our revenue in the current quarter, as you know, comes from the balance sheet.  So the second 
metric there refers to deferred revenue.  We had dug for ourselves as we went through FY14 quite a 
hole in terms of deferred revenue.  Now that again is growing for the first time after six quarters.  So 
we’re very excited about the strengthening of the deferred revenue obviously combined with growth for 
FY16 will help us grow. 
 
Then our Veritas business has been a bit of a standout.  That not only has the positive momentum from 
building deferred revenue but it is actually growing and that growth rate is accelerating.  So you’ll hear a 
lot more about that as we go forward.  That grew from 3% year-over-year growth in the September 
quarter to 5% in the December quarter, and that’s not an upper limit; we expect that to continue. 
 
So very pleased about the momentum that we’re building as we drive into FY16.  That momentum is not 
just on the revenue side but also the operating margin side.  So if you start at the far right, those eight 
different initiatives that we talked about, they delivered over $150 million in additional profit or 
upgrading margin this year.  That’s what led to—if you look to the left—margin expansion that led us to 
as a total company hit the goal that we set of 30% operating margin by our third quarter, the December 
quarter.  Of course fueling that was the effort on Norton.  We said we were going to optimize that 
business for margin and cash flow, and Fran and his team did an outstanding job there.  They got that 
business up from 43 to 53% during the year. 
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When we talk about talent, there’s five executives new to the Company.  I’d like to just take a minute 
and share with you who they are here today.  Thomas as you know joined at the same time I did, and 
most of you know him already.  If we look over to your left, John Gannon joined to lead what we’re now 
calling the Veritas business; a long-time peer at HP, a storage industry veteran.  In fact John and I also 
worked together at Quantum.  He’ll be talking more about the Veritas business as we go forward. 
 
If we look at the second row, another new addition from outside the Company, Balaji Yelamanchili.  
Balaji is leading our enterprise security portfolio, so all the products and services that are enterprise 
security.  He joined from Oracle in November and he led the big data analytics business at Oracle.  As we 
talk about the unified security strategy, you’re going to see why that’s incredibly relevant for us going 
forward.   
 
Over if we look to your left, Amit Mital joined the Company from Microsoft.  He’s our Chief Technology 
Officer.  He’s also been a key person behind some of the strategy work that we did this past year. 
 
If we look to the back of the room, Amit Jasuja, a recent addition from Oracle.  He led Identity and 
Access Management, which you’ll be hearing about when we talk about information protection going 
forward.  He also led the Java business and IoT at Oracle.  So we’re delighted to have him join the team. 
 
Jeff Scheel, who’s standing, joined us to lead up Corporate Development, Strategy and Alliances.  Jeff’s 
joined us from FireEye and Mandiant, and before that he was at HP and ArcSight, adding a lot of security 
industry expertise to the team. 
 
So these are the five additional executives who are here with us today.  If I add our leader for worldwide 
sales, Adrian Jones, who joined us from Oracle; Amy Cappellanti-Wolf, a long-time Cisco person who is 
leading HR.  We have quite a few new executives, eight or nine different new executives at the 
Company. 
 
I couldn’t be more enthused about this team.  The capability that they bring is what we need to be able 
to execute as we look forward to FY16 and ‘17.   
 
So a very key accomplishment there in terms of getting an assembled executive team going forward. 
If you’ve already looked ahead on the slide, you see we continue to deliver new product.  So the 
cadence of product delivery we were pleased with but I would say it didn’t deliver enough of the 
innovation that we’re looking for.  We started investing that in FY15 and you’ll see that today in the 
presentations. 
 
As far as the strategy work, what we saw when looked at a complete review of the strategy, and this was 
some of our best technologists and strategists in the Company.  We looked at some outside perspective.  
We hired some folks from the outside, consultants, bankers, so we got a complete view.  This really led 
us to the conclusion that there were two different strategies that made more sense than one because 
we were objective enough to take a look at the Veritas business combined with Symantec and say are 
we really better together, or can we execute better if we approach these businesses separately?  You 
already know the conclusion of that. 
 
So we believe the way we’re going to be configured as we move forward really increases our ability to 
execute in each business with the focus, and we’re already seeing that today and I think you’ll hear that 
in the presentations. 
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So to give a kind of recap, what did we see when we looked outside and thought about strategy?  What 
we saw is security and information management are both exciting businesses but both are being 
disrupted and we’re going to have a better opportunity to execute in those businesses if we stay 
focused, meaning two different organizations approaching that.  So here’s some of the key things that 
are different about security and information management. 
 
Security is really being driven by the world of evolving threats.  How do we provide more intelligence in 
real time?  That means the pace there at which customers are willing to move is a lot faster.  We just 
released our 20th Internet Security Threat Report.  You can find that online, www.symantec.com/ISTR, 
and we’ll talk a little bit about that later in Jeff’s presentation, but no surprise to you, the landscape for 
threats continues to increase, not only in terms of number but severity.  What does that mean if you’re 
a security operations professional?  You’re frankly overwhelmed with alerts, more than you can take 
care of.  We believe we have some products that you’ll hear about, both Amit Mital and Balaji will talk 
about that—will help with this, so really looking at productivity.  But for today, the world, these folks are 
really looking for help.  They’re screaming for help from us to not just provide another box or point 
solution; how do we help with a more comprehensive view of this problem? 
 
The buying centers are different also between security and information management.  So as security has 
become more important, as the budgets are increasing there, organizations are looking to CSO who 
sometimes reports to a Chief Risk Officer—not even the CIO in some cases—and then that person could 
even report to the CFO or the Audit Committee.  As we all know, this has become very top of mind in 
boardrooms across the country.  The need for the best solutions quickest means there are shorter 
selling cycles there.  So, a great market but some very different dynamics than we find on the 
information management and storage side. 
 
On that side of the business it’s all about the exponential data growth.  How am I not going to be 
swamped in the growth of more and more petabytes that need to be stored?  The focus here is different 
though.  The focus is not about how do I get the next quickest solution that’s introduced in the 
marketplace?  It really is about reliability and cost, and a key aspect of our portfolio, availability.  So how 
do I make sure that that information can be backed up appropriately?  How can we restore that? 
 
That emphasis on cost and reliability means it’s a different buying cycle.  Those tend to be longer 
evaluation cycles, and here it is the CIO and the traditional IT organization that’s still in charge of buying. 
 
So two very exciting markets that we’re in, but driven by very different things, which meant the synergy 
was not as great and the focus is what we believe is important for being successful in each of these 
markets.   
 
So let’s take a look at the strategy for each one of these which then is tailored to these dynamics and 
takes advantage of the unique assets we have at Symantec and Veritas. 
 
Let’s start with Veritas.  John and Matt Cain, our Chief Product Officer, will be talking more about this.  
Just a quick highlight.  The key in our Veritas business is the strength of the customer base that we’ve 
assembled over a long period of time.  In fact, the average time I think of one of our customers to buy a 
product is six years.  These are very sticky products.  They really are critical.  They’re part of the critical 
infrastructure of these customers and that leads to the point on the right about scale.  These are the 
largest, most complex organizations.  Very large financial services institutions as an example, who would 
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be interested in buying these products.  In fact, while our market share would not indicate this.  We 
believe we are backing up half of the world’s enterprise data with NetBackup. 
 
The hallmark for why customers turn to us, not only the reliability that we provide but heterogeneity.  
So if you’re an IT buyer, you’d like to buy from someone whose product works across different vendors’ 
platforms and in today’s world that means operating systems, hardware, different clouds.  You want to 
have that flexibility and Veritas has always provided that.  That’s kind of the heritage or hallmark of the 
Veritas product.  So that’s something that you’ll see continue to be key as we look at the strategy of 
Veritas going forward. 
 
This in fact is the strategy on one page, the product strategy for Veritas.  Starting at the far left, it really 
is about continuing to provide the foundational products that customers continue to rely upon us to 
provide.  These products really matter if you’re in the IT organization.  So these are backup, storage, 
business continuity.  How do I recover from a disaster?  How can I archive all of that information that’s 
growing exponentially? 
 
The challenge for us, and we believe we’re prepared to meet it, is to provide that in a way customers 
want to buy it.  So some customers want to continue to buy on-premise software.  Others want to work 
with an integrated appliance; that’s a much easier way to integrate this capability and maintain it a very 
low cost.  As you no doubt already know, that’s our fastest growing business within Veritas.  And then 
we’re increasingly moving to the cloud and what we envision is that there’s going to be hybrid cloud.  
That’s not everybody moving digitally from on-premise to cloud; they want to be able to work in a mixed 
environment.  That’s where the heterogeneity really helps us with our customers. 
 
As we look forward, I’d say the two key planks of the strategy really are about up-leveling our capability 
so that we can combine the capabilities we’ve had in individual product to really give customers the 
ability to have more availability.  Availability really is about movement of data.  Even when data’s at rest 
it’s still moving as it goes to different tiers of storage and so forth.  So a key part of the strategy for us 
going forward is availability in a world where that data is always moving.  We’ll be talking more about 
what does that mean.  Then if you look over to the far right on Insight, how do you take advantage of 
the fact that because of backing up half of the world’s enterprise data, what insight do we derive from 
understanding the data about that data, or metadata?  We’ve been talking about a concept for a while, 
the information fabric, which really will help customers with this idea of insight, knowing what 
information, where it is, who’s got access to it and so forth.  We’ll talk a bit more about what does that 
mean for customers, but pretty exciting new functionality that we’re providing for the Veritas products. 
 
The key advantage here is heterogeneity, as we talked about, and scale.  So if we do our job right, that 
makes all of that information useful rather than being a slave to just how do I store all that information? 
 
So let’s shift from the information management or Veritas side of the business to Symantec.  So we’ve 
talked in the past about Symantec’s scale.  Nothing really highlights the scale more than that bottom 
left.  Nearly 4 trillion threats that we’re monitoring in real time across the globe and that’s updated at 
200,000 a second.  We don’t believe anyone has anything close to this when people talk about looking 
for threat telemetry and the visibility that they have.  So we often say we operate the world’s largest 
bazillion (phon) threat intelligence network.   
 
This is Symantec’s key advantage but I can tell you I don’t think we were taking advantage of this as we 
look in Symantec’s history.  We’re now approaching a time when the tools for big data analytics can 
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really be applied to this, and as many of you know, security is changing to focus on security analytics.  So 
what if we could take all of that data and make it useful for us to develop some real-time insights?  
You’re going to hear a lot about that today because we are building that today.  We are the only 
company, we believe, that has the combination of all of this data and the ability to take that and make it 
useful for customers to provide more secure outcomes.   
 
So let’s look at the Symantec strategy going forward.  It starts in the middle here.  We’re building what 
we call a unified security analytics platform which really will take all of that worldwide threat telemetry 
and put it in a form that we can use it.  The platform is obviously making that more usable so that we 
can search through that, look for anomalies, be able to say what are the differences in the patterns 
there that really are going to make a difference to stop attacks before they even start? 
 
So this is all about not only using our own data but combining that with third parties.  We have 
partnerships with some of the leading next generation firewalls, for example, to be able to use their 
data from the network and put this in the security analytics platform framework.  We also envision a day 
when third parties might want to use this platform and write their own applications to it.   
 
So with that as the foundation, if we look over to the left, the product portfolio is changing to be able to 
take advantage of that.  On the Norton side, as Fran will talk about, it’s really about simplifying the 
product line and getting one subscription service.  We launched that last September and we love the 
traction we’re seeing.   
 
On the enterprise side of our business, it’s really about simplifying what’s 50-some point products and 
getting them focused around two different areas.  Threat protection.  This is a market that already exists 
out there and we have not been first to the party here but we believe we’ve got the best solution.  
That’s because we’re the only ones thinking about how do we look across all those control points, not 
just another appliance you can drop in, not just a next generation firewall that has capability, but how 
do I look across the environment and be able to see what are all the threats that are coming in, and then 
compare that to what we see globally?  We’re the only player that will have that capability. 
 
The information protection side, we haven’t talked about as much in our earnings calls but you’re going 
to hear a lot about that today.  This combines our DOP technology, encryption, identity and something 
we’re calling user behavior analytics.  That also will be benefiting from the unified security analytics 
platform.  It really will be about keeping the good stuff in.  The information we care about protecting, 
we’ve go great protection, which is a different part of the security problem than keeping threats out, 
and we think this is the next frontier in security and we want to be on it early. 
 
Then we complement that by what you see at the right, services.  Because many of our customers, 
certainly our smaller customers, don’t have the security operations staff to be able to deal with the 
challenges in security and would like us to be doing more there.  We’re a leader in the services space 
today but we can be a lot bigger.  It’s a very growing, fragmented market and we are making 
investments to be a much bigger player there. 
 
We introduced quite a few new services last year that went beyond monitoring to now incident 
response, threat intelligence and we’ll be talking about simulation later today as well.  This is supported 
by a very large global team of researchers and experts who are continuously scanning all of our data to 
see what’s happening out there and making our product smarter. 
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So here are advantages about the global scale and real-time visibility, making that information more 
useful.  Our belief is that if we seen more and analyze more, we can provide customers with more 
secure outcomes. 
 
So let’s shift now to how do we take advantage of this to grow?  The keys to growing are we have a well-
defined strategy; we’ve got the talent in place to make that happen, and we’ve got some very specific 
things here that we want to take advantage of to be able to grow.  First, we in a rapidly growing market 
and some of the segments there are growing much faster than 10%.  So there’s no problem and I’m sure 
everyone who walked in this morning had no concern that the market was going to be a limiter for us, 
and it’s not. 
 
What we’ve done this past year is shift that investment in R&D to growth market.  We’ve increased the 
R&D dollars going forward and we’ve increased R&D as a percent of sales.  You also know we improved 
our margins so how did we do that?  Well, other functions had to shrink to be able to allow this but this 
is key for growth. 
 
I won’t spend time now because you’re going to hear in great detail about the new products in the 
portfolio, but there are a lot more new products with enhanced functionality than what we brought to 
market in FY15.  I’ll let Balaji, Amit and Fran talk about that. 
 
We’ve also improved our go to market.  So while our total sales expense has come down from FY15 to 
‘16, we increased the number of quota-carrying reps.  We had a lot more overhead in the sales 
organization than we should have, so now there are 1,750 dedicated professionals who wake up every 
day selling security.  Our sales organization before was not as focused.  Folks were mixed in terms of 
what they might be selling, especially our international sales force.  So completely dedicated.  You’re 
going to see the parallel dedication on the Veritas side. 
 
Veritas is also addressing a growing market.  We also shifted the R&D to focus on the new opportunities 
here that you’re going to be hearing about today.  So we’re excited about new improvements to the 
foundational offerings as well as new functionality coming from availability and insight solutions. 
 
Then similarly, an increase in the quota-carrying reps for Veritas and a very large dedicated sales staff 
which we believe is going to be key in terms of realizing the growth aspirations that we have. 
 
So to sum up, we believe we can unlock significant value through the focus that we’ve already applied 
that now can lead to growth for the Company.  So that’s certainly what drove our expanded operating 
margin.  That focus is what drove the investments that we made last year. 
 
If you look over to the right, now what we want to do is leverage the scale.  You saw for both Veritas and 
Symantec scale is a key part of our unique assets.  Now we’re going to drive some very differentiated 
product offerings that you’re going to hear about. 
 
On the Norton and Symantec side, we’re the only company that’s bringing together the scale of both 
consumer and enterprise on the security side, and now we’re going to add the real-time visibility to that 
that will allow us to have both businesses be improving from a revenue compare standpoint.  On the 
Veritas side, also a differentiated product approach is going to help us deliver some offerings in some 
areas that we believe are untapped sources of growth for availability and the insight solutions. 
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So I couldn’t be more pleased—as I started this presentation—with the prospects.  I hope you’re going 
to feel that way at the end of the day.  Let’s continue as we dive in depth into the Veritas business.  So 
it’s my pleasure to introduce both John Gannon and the Chief Product Officer for the Veritas business, 
Matt Cain is with us here today.   
 
As they come to the stage let me also introduce Brett Shirk who’s our worldwide sales leader based here 
in the New York area, leading Veritas. 
 
So, John? 
 


