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Helyn Corcos: Good afternoon.  We are about ready to resume the last portion of our event today, and with no further 
ado, I would like to introduce to you our CFO, Mr. Thomas Seifert. 
 
Thomas Seifert: Thank you, Helyn, and I’d like say good afternoon, too.  You heard a lot of exciting stories and by now 
you’re probably wonder how is that all going to impact the numbers moving forward, and this is what I’m about to talk 
to you about, and since Mike is not here I have a large degree of freedom to improvise now.  Oh, here he comes, so I 
have to be careful. 
 
So, I’m going to cover a couple of topics.  I want to set it off with what we’ve achieved in fiscal year ’15, and then really 
go into specifics for each segment and how we look at the path to growth in the year ’16 and ’17, what that means to 
cash flow, and at the end really cover—and I’m going to give you an update on where we are in the separation process 
and also where our restructuring efforts are. 
 
So, if we want to talk about what we have in front of us and how do we get confident in us accelerating growth, 
increasing profitability, and how the numbers are changing, then we really have to tell the story in three chapters: our 
focus in ’15, acceleration in ’16, and then really unlocking value in ’17.  I think it’s fair to say we came along way in ’15.  
Focus allowed us returning to growth, we right-sized the cost structure of the Company, we hit our profitability targets, 
and at the same time we have been able to shift significant R&D dollars to market segments that are growing fast, that 
are attractive, and that prepared the pipeline by Balaji and Amit and John and Matt have been talking about.  So, we 
take a lot of momentum of what we has been laid as a foundation into fiscal year ’16, our current year.  That allows us to 
continue to build margin, as you will see, we will deliver the product roadmaps that have been presented to you on top 
of that momentum, and of course we have to separate the two companies, and then really getting into fiscal year ’17, 
we will look at two streamlined businesses that are both on an accelerated growth path, that deliver improved margins, 
and will deliver, as you will see, significant cash flow moving forward. 
 
So, let’s just capture what the foundation was that we have laid in fiscal year ’15.  So, I think it’s fair to say we turned a 
corner from a growth perspective.  Our deferred revenue growth is up year-over-year significantly, recovering ourselves 
out of the hole we were in.  The same is true for implied billings growth.  Those leading indicators, when it comes to 
revenue, are really important, because during a quarter only about 25% of the bookings we achieve are really turning 
into in-quarter revenue; 75% of our in-quarter revenue comes off the balance sheet.  So, that’s why you’ll have to look 
at some long lead time indicators on revenue development.  The good news is, however, if you look at fiscal year ’16, 
close to 50% of the revenue that we have achieved is already on the balance sheet, and we have achieved our 
profitability targets and hit our 30% mark in the third quarter.  That is good momentum that we will take into fiscal year 
’16 and ’17.  For sure, there will be some seasonality around it, as you will see, but the run rate is in the right zone. 
 
We have been able to achieve that because we have been rather successful executing on the eight initiatives that we 
outlined last year, four targeted on top line, as you remember, and four targeted around the cost structure.  They 
helped us to achieve $150 million of margin dollars in fiscal year ’15, but more important, we take about $225 million, 
$230 million of run rate with us into fiscal year ’16, so that is great momentum, and it allows us, on three of those eight, 
renewals and pricing and up-sell capability, to build even momentum on top of that.  So great foundations, and let’s not 
forget we have delivered on those improvements while we were executing a rather complex separation.   
 
So, as you heard today and heard before, we made a strategic decision to separate the security and the IM business, 
really trying to gain focus and strategic flexibility, reducing operational complexity, and you will see this really reflected 
in the numbers, and really enable each business to take advantage of its full growth potential in their respective market 
segments.    
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So now, I would like to take all of those three segments each by each and describe and discuss our path to growth for 
each of those segments.  So, let’s start with Veritas. 
 
So, Veritas came a long way.  You saw this already in John and Matt’s presentation.  We increased our margin by 12 
percentage points over the last three quarters, hitting a 25% operating margin in Q3 of last fiscal year, fiscal year ’15, 
and we accelerated the business already from a revenue growth perspective to 5% in fiscal year ’15.  So, a lot of 
momentum that helps us getting into fiscal year ’16, and in fiscal year ’16 we launch a whole slate of products that Matt 
has been talking about, and you heard him also talk about we think this is the healthiest product pipeline we have in a 
long time and we have the high confidence to deliver this product along this time line. 
 
So, what does it mean?  For the IM business, for Veritas business, for fiscal year ’16, we guide revenue in the range of 4% 
to 7%, and we will continue to take the momentum we have on the margin side with us into fiscal year ’16, guiding for a 
range of 27% to 29% in fiscal year ’16 for the Veritas business.  Entering in ’17, we see this momentum continuing.  We 
think there is further room to improve the margin, mainly driven by the new products that are coming in, but also the 
progress we see on accelerating our sales productivity.  When we come to the restructuring numbers, you also see that.  
John and Matt and the team have spent a really good job taking advantage of this separation and simplifying the 
business model in a major way and taking some of the complexities away that were built up over time by just trying to 
keep two businesses together from a go-to-market perspective that really don’t belong together.  So, with this 
momentum, we see revenue growth in the range of 5% to 8% for the Veritas business as a target in fiscal year ’17, and 
we will see the margin target in a corridor of 29% to 30%.  So, so much for the Veritas business. 
 
The next segment is the consumer security segment and here the focus is really on stemming the revenue decline, and 
you heard Fran talk a lot about what is in flight, but if we go back to fiscal year ’15, we started the fiscal year ’15 really 
with forming a business unit at the beginning of the year, and Fran and his team really embarked on a massive business 
implication and cost reduction, also exiting unprofitable market segments, and this really helped us to expand operating 
margin by a thousand basis points, a really respectable achievement. 
 
So, we are confident that there’s enough productivity in the business over the next two years that we can keep the 
margin stable despite the revenues declines—you heard Fran talk about this already—but then we have a whole flight of 
actions in place that Fran talked about that help us mitigate the revenue decline in a major way.  We moved to a single-
subscription service, we are expanding our merchandising flexibility, and Fran spent a lot of time talking really about 
how we enhanced the customer experience.  So, lots of small operational steps that are going to add up, but we target 
to get revenue decline in fiscal year ’16 in the range of minus 5% to minus 8%, and as I said before, keeping the margins 
stable in the range of 52% to 54%.  So, the decline is going to be reduced further.  You heard Fran talk about how much 
lead some of the measures have that he has started to implicate.  So, we look at a range of minus 3% to minus 6% in 
fiscal ’17—that is how Fran got to his midpoint of 4.5% that he talked about before—and as I said before, keeping the 
margin stable around 53%, at the midpoint, between 51% and 55%.  So, this will help us to continue to generate 
significant cash flow that we are able to use to fund the buildup in the growth of our enterprise security business. 
  
The enterprise security business in ’15 was really all about getting the product pipeline ready for ’16.  So, we spent a lot 
of time—less time on the enterprise security segment right-sizing the cost structure, but really shifting R&D dollars to 
products and product development where we see a lot of benefit, and fiscal year ’16 is then the first year where we see 
the fruits of those efforts.  Balaji and Amit spent a lot of time trying to explain how the new offerings around advanced 
threat protection protects, around their cyber security services, and the unified security offerings, when they hit the 
market.  The important part is really that not only do they attract highly interesting markets from a growth perspective, 
they allow us to open the addressable markets for us in a significant way, 50% for both the security services, as well as 
the ATP product, and ramping those products in the second half will mean for us that we can target a revenue growth 
range of 1% to 6% for enterprise security products in fiscal year ’16. 
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Margin will be under slight pressure in fiscal year ’16, in the range of 10% to 12%, primarily for two reasons.  First of all, 
we have focused on R&D to make sure we hit the product launch dates, and it’s also the fact that the enterprise service 
products, the security service products are ramping a little bit faster and earlier than the ATP and the information 
protection products, and that is, at least in the beginning of the year, a little bit dilutive to our margin efforts, but a 
significantly picked-up run rate from a revenue perspective for enterprise security in the second half getting us to a 
range of 1% to 6% for revenue growth in fiscal year ’16.   
 
’17 is for us all about catching up with market growth.  We’ll take full potential of the run rate of the new products that 
have been launched, and there will be of course additional products around the analytics platform that are going to be 
brought to market in ’17 and monetized, but we target a revenue growth in the range of 6% to 10% for enterprise 
security products in fiscal year ’17, and a margin increase.  So, the product mix is catching up with us and some 
streamlining that we will initiate in the latter half of fiscal year ’16 that allows us to get the margin for the enterprise 
security business in the range of 14.5% to 16.5% in fiscal year ’17. 
 
So, these are the three segments.  So, how does it all add up?  Because we have to look at—before I get there, let me 
make one more point. 
 
So, the enterprise security growth path is of course driven by the new products that we launch, but, similar to the 
Veritas business, they are not the only lever we have to get to revenue in the enterprise security business.  We’re in an 
extremely great position to create growth through monetizing really our unique assets, the strong foothold we have 
from a install base perspective in endpoint, in data protection, and also in our security products, and really taking 
advantage of our enterprise security franchise, really monetizing the telemetry that Amit has been talking about, and 
this opportunity is significant and it’s very tangible for us because it needs only small improvements in those levers.  So, 
what do I mean by that?   
 
When we say there are seven products in fiscal year ’16 that allow us to expand our addressable market, what does that 
mean?  Every 100 basis points of new market TAM that we open up over three years give us a $350 million revenue 
opportunity.  So we launched seven new products in that space, and we launched those products, as you heard from 
Balaji, through a much more optimized, highly efficient go-to-market engine, both from a feet-on-the-street perspective, 
as well as the number of quota-carrying folks we have, and so on, so significant opportunity.  But beyond new business, 
the operational levers that we have are continuing to be super interesting. 
 
So, we worked on retention already as one of our eight initiatives in last fiscal year, and we set up a dedicated renewal 
organization.  There is more potential to go after.  We have an $800 million renewal opportunity every year that allows a 
lot of upside for us, and if we look at the leading—industry-leading likelihood to renew, compared to all of our 
competitors—so not only is the renewal opportunity for us significant, we also have a high likelihood that customers 
want to renew with us. 
 
Pricing continues to be a very important lever for us.  A 100-basis point pricing improvement, we’ve seen this already in 
fiscal year ’15, at about $100 million of top line performance, and since this is almost exclusively profit, it adds about 200 
to 300 basis points to the operating margin. 
 
The largest lever we have in ’16, based on the new products we launch, is really our up-sell and cross-sell opportunities.  
So when you go into demo sessions after and Mike’s and my Q&A session, I really would like to ask you to look at the 
products not only from a pure performance perspective, because that is exciting, but the opportunity those products 
have to either up-sell in the ATP or in the information protection case, or to cross-sell if you’re looking at a product like 
SYMGAUGE.  Our large install customer base is one of the biggest assets we have.  If we follow internal statistics, we 
have a five times higher likelihood to sell to an existing customer new product than we have attracting a new customer. 
so really turning this into a new business is important.  Just to look at that, the customer base is large.  The opportunity 
to add one product, new product to all of the customers we have is a $1 billion revenue opportunity we can go after.  So 
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not only are the new product important, that’s why we are energized by being able to complete really the redesign of 
the go-to-market efforts and being focused and dedicated, and having more feet on the street. 
 
So, with that said, how is everything going to add up?  We talked about the three segments in detail.  How is it all going 
to roll up?  So in ’16, the numbers that you are going to look at represent a pro forma statement of what Symantec is 
today.  So those numbers include the Veritas business, they include the Norton consumer business and the enterprise 
security business because this is pretty much what Symantec is going to look like at least for the first three quarters of 
this.  So for the combined company, we look at revenue growth in the range of flat to up 2%.  As we said before, we are 
taking a lot of the margin momentum, both on Norton but as well as the expanding margin opportunity on the Veritas 
side, with us, so operating margin in the range of 29% to 30%, and we will also put some EPS growth on top of the 
performance we have for fiscal year ’15.  We expect EPS to go up between 8% to 14%. 
 
For ’17, we have left the pro forma number on top, but this entity up there doesn’t really exist anymore in ’17, so it’s 
really important to look at the individual elements.  We already went through the Veritas numbers for fiscal year ’17, 
revenue in the range of 5% to 8% and operating margin in the range of 29% to 30%, and then just to make sure we talk 
the right Symantec, Symantec security, which is the add-up of the Norton business and the enterprise security business, 
in the revenue range 1% to 4%, so we see growth not only for enterprise security, but for the combined Symantec 
security entity, and an operating margin that moves us in the zone of 30% to 30%. 
 
So, overall, if you keep the pro forma numbers in fiscal year ’17 in mind, the 300 basis points of operating margin 
expansion, so continued expansion, and we are returning to growth, and if you return to growth and increase your 
margins, that normally means good things for cash flow.  So, cash flow from operations, we expect to come in around 
$1.3 billion in fiscal year ’15.  We think we can increase this by about 12%, despite the fact that we are separating the 
companies in fiscal year ’16, to $1.5 billion, and then really continued margin momentum and accelerated growth 
getting us to $1.8 billion in fiscal year ’17, about 26% up compared to the previous fiscal year.  The split is slightly north 
of $1 billion for Symantec and slightly south of $800 million for Veritas in the fiscal year, and of course this allows, once 
the companies are separated, for two very interesting businesses and entities from a capital distribution perspective. 
 
That’s actually a good turn into the next segment.  So, what do we do?  So, here is where we are on capital allocation at 
this point.  If you look back on our history, we have constantly paid more than 50% of our free cash flow to shareholders.  
We’re getting to the $900 million in fiscal year ’15 that we have been promising.  The Board, in the meantime, in 
February also approved a further $1 billion share repurchase program.  So until the separation, which is going to happen 
from a legal date perspective—you’ll see this in a minute—on January 2nd of next calendar year, we are going to 
continue to return both cash dividends and buybacks at the same level as in fiscal year ’15, until we reach the separation 
date, and then post separation we can be more specific around Symantec, so we will continue for the Symantec business 
to pay attractive dividend yield and continue with our share repurchase program. 
  
On the Veritas side, I have to ask you for a little bit more patience.  The cash flow generation, as you saw, is really good, 
but we will provide more detail on what we do with this cash—there are many options—when we come closer to filing 
our Form 10 in the summer of this year, not too far away. 
 
So, we talked a lot about separation in Mike’s section and in my section today.  It’s about time that we give you an 
update on where we are.  So we are on track to separate Veritas and stand it up as a very attractive standalone business.  
We reached a very important milestone at the beginning of this fiscal year.  Our new fiscal year started on April 4.  So 
the sales force is already separated.  So all the productivity numbers you saw dedicated to Veritas, dedicated Symantec 
teams, higher rate of quota-carrying reps, is all in place, and that’s what’s very important to us, that we do not impact 
the momentum we have and disrupt the momentum we have from a go-to-market perspective in fiscal year ’16, while 
we separate the companies.  So we put a lot of upfront effort making sure that their teams are stood up, not only in 
North America but globally, that the quotas are in place, the sales incentives are in place, that the coverage models are 
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defined, that the key account structures are set up, and as I said, we achieved this date—we started the new fiscal year 
on April 4 with a separated sales force. 
 
The next key milestone that we are aiming for is filing our Form 10.  We foresee that in the July timeframe this year.  It 
will be followed then by the credit rating agency discussions that we have.  Then, we target operational separation on 
October 3 of this year.  So, we will have one quarter trial and testing until the legal separation happens then on January 
2 of next calendar year, and you heard from Helyn this morning that the first day of trading would be January 4 for 
Veritas as a separate public company. 
 
We increased our expected separation cost range to about—into a range of $170 million to $190 million; that’s up quite 
a bit.  It’s primarily driven by a higher degree of complexity separating the IT infrastructure, to be honest.  So it’s higher 
costs but we are very confident around the timeline, separating the IT infrastructure not only from a network, but also 
from a data center, and even more importantly, from an enterprise application perspective.  It’s a little more complex 
and requires more resources to get the work done and that’s why costs came up. 
 
We also increased our range for restructuring costs into a range of $165 million to $195 million, and this is really taking 
advantage of the opportunity we see to further streamline the organizations moving forward.  So, we see further 
opportunity to be more aggressive putting the new entities into a smaller footprint, from a number of locations 
perspective, from a number of legal entities perspective, streamlining the processes and taking costs out, and it also 
includes a higher restructuring number on the employee side.  You might remember that in December we announced a 
reduction in (inaudible) program that affected or should have affected about 10% of our employees, 2,000.  With the 
new measures that are in place, we are aiming for a number that is quite significantly north of that number, and it’s also 
a part of the reason why we are confident that we have pretty streamlined organizations in place, and that’s why we are 
not so nervous about the synergies that might happen from a separation perspective, we think we have enough buffer 
to compensate for that. 
 
So, with this all being said, let me try to summarize the day and my presentation.  We think we have come a long way.  
Focus drove us returning to growth from a billings and from a deferred revenue perspective, and hitting really our 
profitability targets in fiscal year ’15.  We’re going to build on this momentum to accelerate both margin expansion, as 
well as growth, both for the Veritas, as well as for the enterprise security business, so a lot of operational levers, but 
especially through launching new offerings that in both businesses significantly open up our addressable markets.   
 
We are on track to separate Veritas as a standalone, a very attractive standalone business, and based on the initiatives 
that are in flight, we think we have two streamlined businesses moving forward that grow on a more efficient cost base 
and will deliver significant cash flow, and with that, EPS improvement forward, and we as a team, all the people you saw 
today up here and in the room, we are committed to unlock value and continue to return cash to our shareholders. 
 
 Thank you. 
 
Helyn Corcos: Nate, if you can get Phil back here.  Thank you. 
 
Philip Winslow: Hi guys.  Phil Winslow, Credit Suisse.  Just two questions.  First, Thomas, I just want to make sure I heard 
you correctly that the reason the restructuring number is higher is because you’re going greater than 10% … 
 
Thomas Seifert: Yes. 
 
Philip Winslow: Is that what you meant?  Okay. 
 
Thomas Seifert: Yes. 
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Philip Winslow: Then do you have a feel for kind of what that percentage is?  Then second question: obviously, there’s 
was speculation about a week ago that you guys were in substantial negotiations for the Veritas sale.  Obviously, there 
are a lot of Safe Harbors in Section 355(e) of the Internal Revenue Code as far as that a second transaction could occur 
with Veritas post spin.  Some of those could be six months or it could be up to two years.  So the question is did anything 
happen over the past few months that would violate any of those—or break any of those Safe Harbors, I guess.  So, two 
questions. 
 
Thomas Seifert: So, the first question was, remind me—I was so focused on your second one. 
 
Philip Winslow: What the percentage actually was?  It was greater than 10%, was it 12 … 
 
Thomas Seifert: Yes.  So, we’re going to be north of 2,500. 
 
Philip Winslow: Then the tax Safe Harbor. 
 
Thomas Seifert: That is still in place.  That’s our standard regulation.  A change of control event could not happen in a 
timeframe anywhere between six months to two years, depending on how severe and intensive the discussions were 
that happened before a separation takes place.  So, that ruling is in place. 
 
 The second part of your question would assume that I answer the rumor first, and since we never comment on rumors, 
I’m not going to talk about the second part.  I mean we said in the beginning that we are very diligent about how we 
look at this.  We work on the separation with a spin, because this is the timeline we control.  It’s quite a lot of work.  It 
takes a lot of Management attention to go through a separation, so you try—and keeping the business momentum at 
the same time.  So we don’t want to make life too difficult for ourselves, either.  We try to protect as many decrees of 
freedom as possible moving forward. 
 
Michael Brown: Yes, just to add to that, the key thing from a strategic standpoint is the separation.  We’re clearly 
focused on that.  As Thomas said, the public spin is within our control.  We remain focused on that.  If we receive some 
serious interest in between, the Board understands the trade-offs, the right thing to do for the shareholders, which 
would take into account how serious, what the price is, what the after-tax implications are, and so forth.  But as a public 
company, obviously we can’t comment on what’s happening or what’s happening along the way, so we remain focused 
on the public spin option.  That’s with the timeline that we committed to today is all about. 
 
Helyn Corcos: Great.  A question from Brad. 
 
Brad Zelnick: Thank you.  Brad Zelnick with Jefferies.  Just a particular point.  As you’re speaking, there are additional 
headlines breaking around what sounds to be a parallel process, and we appreciate that the focus is on the spin which 
you can control the timing of, but just specifically, either outcome, there’s the question of what the tax basis is of the 
Veritas business, and regardless of whether that’s ultimately deferred to the shareholder or, you know, something that 
the core Symantec business needs to pays tax on.  Can you just speak to what that basis is, or how we should think 
about that? 
 
Thomas Seifert: I’m not aware of the headlines.  We’re too busy here, but I was just told it’s a resurfacing of the old 
news, so it’s not really new news.  Of course, as part of the separation, we have to look at tax bases in detail to 
understand where we are.  There are many opinions out in the market that it’s very low, down to zero.  That’s not 
correct.  It’s not zero but it’s not too high, either; it’s south of $1 billion, and that needs to be considered moving 
forward, making sure that we have the best interests of our shareholders in mind. 
 
Helyn Corcos: Next question?  We’re going to go with Mike and then we’ll go with Keith. 
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Mike Turits: Thanks.  Just a question on cash flow, especially since you’re raising those restructuring and separation 
charges.  You’ve got cash flow going up by about $200 million.  So, it looks like a high bar to hit on cash flow. Does CFFO 
exclude these charges or not? 
 
Thomas Seifert: CFFO includes separation and restructuring charges. These charges span between FY15 and FY16.  
 
Mike: Okay. 
 
Helyn Corcos: We have a question in the back here with Keith. 
 
Keith Weiss: Thank you guys for the presentation.  In terms of cost cuts, you’re upping the level of restructuring to 
almost 2,500 employees.  It also sounds like you guys are hiring pretty aggressively, building on your businesses.  So a 
couple of questions.  Can you just give us the timeframes?  Because I thought I saw different data points in the 
presentation.  The expansion you’re talking about in quota-carrying sales heads, 20% on the Veritas side, 40%, has that 
happened already, has that … 
 
Thomas Seifert: So, a good point.  It’s probably important for us to make sure that we make the point.  I think John hit it 
in his part of the presentation.  So, the changes in the go-to-market are within 100% move, so we are not adding people.  
Actually on the Veritas side, we take the overall go-to-market cost envelop down, targeting for 25% of revenue, but 
within the sales and marketing spend, we are reallocating dollars and we are increasing the number of folks and feet on 
the street, and taking down management layers, co-ordination layers, and really, you know, it gives you, in part, an 
indicator of the cost of complexity of keeping two businesses together that really didn’t belong together anymore from a 
go-to-market perspective.  So, this happens on the go-to-market side where we are really—so we hire and transform 
within the spend, and where we really hire people and—Amit, I think, made a good point on how focused we are on 
engineering and development resources, but, still, the overall footprint of both entities is going to shrink.   
 
I think in one of the first meetings Mike and I had, we talked about the number of locations we have worldwide, how 
many legal entities we support, and data centers we have, and we just take advantage of this opportunity of the 
separation to clean this up.  Halfway through the separation, we just discovered that there are more opportunities than 
we thought and we want to make sure that we take advantage of that process. 
 
Keith Weiss: Got it.  So the 2,500 number, is that a net number?  Is that net headcount reductions?  Or is it a growth 
number that you’re going to hire on 1,000 people in cyber security or in sales and actually cut down 3,500, or something 
in that delta? 
 
Thomas Seifert: So, will all of the reductions drop down?  Probably not.  But the reductions that we just announced in 
the restructuring costs are reflected in the guidance we gave, and of course I impart it’s only a part of the reason why we 
have margin expansion moving forward.  So, they are reflected in the numbers that we just outlined. 
 
Michael Brown: But, to your point, Keith, we are hiring in a number of areas even though we’re cutting others.  So 
there’s a big skills mix rebalancing going on, again, to make sure that we’re addressing the higher growth markets, that 
we’re shifting our resources there, shifting in R&D, and as we talked about with sales and go-to-market, some of the 
same thing is happening there.   
 
The changes that we talked about on go-to-market in the two focused, dedicated organizations were effective as of two 
weeks ago.  So I compliment both Brett and Adrian in terms of having what we call fast-start.  So some of the training, 
some of the work with their management teams began months ago in terms of planning this.  Both organizations have 
worldwide sales meetings, two separate sales meetings that will happen a week from now, to make sure everyone is 
completely trained, but everyone already has the new management train in place, quotas, territories.  That was already 
to go as of two weeks ago when we began it, and that’s a lot faster than it happened last year without the separation.  
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We’ve already had an all-employee meeting to share what the Company goals are for the year.  That started the second 
day of the fiscal year.  So, people are already very well informed and ready to go.  I’m very pleased with the focus that 
we’re achieving and the fast start on FY16. 
 
Keith Weiss: One last one on the gross margin line.  You guys are talking appliances are growing really well, you’re 
talking about more cloud services and more sort of human capital services and more consulting services.  What should 
our expectations be on gross margins on a going-forward basis with some of those—what we think of as lower gross 
margin businesses ramping up as a percentage of the mix? 
 
Thomas Seifert: As we move forward, we will give quarterly guidance that takes also more product mix information into 
account, but as part of that margin expansion, you have headwinds and tailwinds.  So headwinds for sure are a higher 
share of appliance products.  Also, price points are changing, because you heard from Matt that we address with the 
new appliances that are coming up a completely new market segment.  So, it’s more differentiated than saying just 
appliances are dilutive and the rest is not.  So the mix is normally pressured from a faster ramp on the appliance side, 
but, however, the pressure becomes less as we target different segments.  The new products beyond appliances that we 
launch will be part of our ability to increase margins, supported with the continued restructuring and streamlining we 
have for that business.  This is really one of the unique advantages of standing up Veritas as a separate company.  As 
part of the separation process, we are able to redesign a couple of our core processes in a very significant way and take 
a lot of complexity our, you know, where the Veritas business was just burdened with stuff from security go-to-markets 
that are not needed. 
 
Michael Brown: Maybe just to add a little bit on services, since you touched on that and that’s a key growth area that 
Balaji highlighted.  The services margin, as you might expect, is different depending on what kind of service you’re 
offering, too.  So, monitored service has traditionally been lower margin.  Incident response, actually, is quite high 
margin.  So, there’s a mix going on, obviously, as we expand that full range of services to how much capacity do we 
invest in each one, we’re going to be planning that as a business model as that becomes a bigger part of our business, 
and as Balaji importantly said, was not just a people-oriented business—our view of services is the way we get better 
and actually provide better service for our customers is applying more technology and automation to the service 
offering.  So that’s key to our thinking about how to grow a very profitable services offering.  We’ll be sharing more 
about that as that evolves over the course of the year. 
 
Keith Weiss: Thank you. 
 
Helyn Corcos: Great.  We have a question right here. 
 
Fatima Boolani: Hi, it’s Fatima from UBS.  I’m wondering if you can comment on the cap ex profile of the businesses 
coming into next year, and then a year out.  You’ve taken a lot of steps in consolidating your infrastructure footprint 
through fiscal ’15.  So, I just wanted to get a sense of what that would like, especially as you build out your service 
security capabilities and are perhaps making that stand to carry the operation centers worldwide. 
 
Thomas Seifert: Yes.  So, for fiscal year ’15, we’re running about at a rate of $400 million of cap ex for the combined 
company.  We always said it would be about $100 million above our normal run rate, because it already included a 
significant investment getting a cloud-computing platform ready for the new products that we are talking about today.  
For fiscal year ’16, it’s going to be in the same neighborhood for the combined company, $400 million, around $400 
million, but $100 million in this $400 million are really just cap ex driven by the separation, so our run rate is going to 
come down, actually, our normal operational run rate is coming down about $100 million of separation.  So, I would say 
300 is about the right run rate number for the combined company.  I don’t want to go into cap ex guidance now beyond 
’16, as that is too early, but I think it’s important to understand that from an operational perspective, cap ex is already 
normalizing this year. 
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Helyn Corcos: Great.  Another question right here. 
 
Matt Niknam: Thanks.  Matt Niknam from Goldman Sachs.  Just a question on Veritas.  You’ve talked about margin 
expansion over the course of ’16 and ’17.  I’m trying to understand specifically in ’17, once this is its own business, does 
that capture any sort of G&A, corporate overhead, you know, which typically comes with these types of spins? 
 
Thomas Seifert: Yes, it does, and actually the overhead needs to be already in place in ’16, otherwise it would be really 
difficult to spin the company.  So, that’s why it was important that we find enough opportunity to streamline the 
business and do restructuring to compensate, or overcompensate actually, for the overhead infrastructure we need to 
build.  So, it’s reflected in the numbers.  So, ’16 includes an overhead structure that would allow Veritas to go public. 
 
Matt Niknam: Can you quantify what that headwind is that hits in ’16? 
 
Thomas Seifert: It’s actually not a lot, because you have to keep in mind that from a revenue perspective Veritas is going 
to be slightly north of $2.5 billion.  So, in terms of how many treasury people you need, how many IR people you need, 
it’s not a big part of cost that is going to be added. 
 
Helyn Corcos: There’s a question right here with Steve. 
 
Steve Ashley: Thank you.  Steve Ashley, Robert Baird.  For the enterprise security business, you talked about in FY16 
maybe growing that 1% to 6%, but in terms of the new products, are they more subscription based and are we going to 
see billings have a different growth kind of characteristic during that year than we might see in revenue?  I’m not looking 
for exact numbers, just looking for some color around that. 
 
Thomas Seifert: Do you want to … 
 
Male Speaker: It’s a combination of both.  Services (inaudible) a lot more subscription focused.  ATP is actually licensed 
with an option to do a subscription. 
 
Thomas Seifert: So, we are not done on the pricing side for all of our products.  So we are still exploring how we best 
monetize it.  It’s too early, other than the general trends that Balaji alluded to, to go into specifics, but we’ll do this as 
we get closer to the launch. 
 
Helyn Corcos: We have time for one more question.  We have Walter right up front. 
 
Walter Pritchard: Thanks for letting me in under the wire.  So, two—actually, let me ask the question I care most about 
and then if there’s time I’ll ask a follow-up.  You identified on that slide an $800 million annual opportunity around 
renewals, which, on the base of your revenues, is a pretty big number.  The Company has been at renewals for a long 
time.  Can you talk about where the low-hanging fruit still is in that opportunity there to get that 800? 
 
Thomas Seifert: Most of the low-hanging fruits are covered, right, because, remember, getting our renewal program in 
shape was one of the big eight initiatives we drove.  This is really take it to a next level and connecting the renewal 
process to the overall sales interaction and care part from a sales and customer experience perspective, and some 
additional things we things we think we have in flight to make sure that we, from a go-to-market perspective, really 
address the whole and have visibility across the whole spectrum of opportunities that are in front of us.  So, today, we 
don’t see all the—or if not 100% visibility, let’s put it this way, and this is taking it to the next level.  It would not be 
possible to get there without the ground work we have laid in fiscal year ’15, but it’s another significant driver of 
revenue.   
 



10 

 

Michael Brown: We already have the dedicated organization in place for renewals; we’ve talked about that previously, 
but we’re incorporating more tools to be able to help that organization be more proactive to get renewals.  So, example, 
we don’t wait until 30 days before the renewal is due to start the process with those customers of checking to see how 
they feel about the value that they’re receiving, and if they’re not, what corrective action can we take.  If you wait till 
the last 15 days before the renewal is coming due, it’s already a done deal.  If that customer were to call our support 
organization, we have connected the dots there to say, “Had a problem with support, this particular thing, how well was 
that solved?”  We know that directly relates to how quickly and how enthusiastically they’re going to renew.  So, there’s 
a lot more science that we’re applying now to that renewal process than just having a sales person call on them 30 days 
before, and we’re seeing improvements in the renewal rates as a result. 
 
Walter Pritchard: Then just the second question I had is on fiscal ’16, which understanding a lot of that is business 
you’ve booked this year, but as we look at ’16, say, bookings into ’17, with revenue—I mean, there could be a decent 
amount of kind of breakage in the business as you go through the separation, and I think a lot of us in the room here 
have the memory of before the sales force separation back in fiscal ’14 early days, there was a lot of breakage around 
that, and so I guess on a lot of people’s mind is how much have you embedded in the model for breakage in the business 
that could occur?  Some, you can see risks you know and some are risks you may not know. 
 
Thomas Seifert: I think the first point we’re going to make is we look at what happened in the previous transaction and 
it was not so much—the first step was not about anticipating the breakage but preventing the breakage from 
happening, and this is why there was so much effort to enter the year with a separated sales force and not go through 
the separation during the fiscal year ’16.  We put our team in place, we put the coverage models in place, we put the 
sales incentives in place, we put the quotas in place, so we did all this work upfront so we don’t have to touch the sales 
organizations anymore during the course of fiscal year ’16.  So, I think we have been rather diligent.  We customized the 
whole separation timeline, the milestones, the work that needs that needs to be accomplished around that target.  So it 
was really important from a resource and resource availability perspective that that part of the separation was covered, 
was covered upfront and early, and to great detail.  Mike already applauded Brett and Adrian that they have been—and 
their teams have been able to do that.  So a lot of work upfront and putting measures in place to make sure we have the 
right incentives in place to continue with the momentum that we have seen in fiscal year ’15. 
 
Michael Brown: Yes, the way we’re thinking about it is it’s not about breakage, it’s about execution.  We’ve outlined 
what I believe is a pretty compelling strategy.  We’ve got the right talent in place.  Now, it’s about executing on that to 
deliver the growth. 
 
Helyn Corcos: Great.  So, that’s the wrap on the Q&A.  I think we’re going to have just closing comments from Mike and 
then we’ll finish up. 
 
Michael Brown: So, you know, as I started the day, I started with my personal excitement about what I saw ahead for 
’16, and certainly continuing into ’17, and I think what you’ve seen now from a number of presentations I hope gives you 
some sense of the confidence that we’re feeling, both because the strategy has been very clear now—we worked very 
hard this past year on making sure that was clear for the organization—and the focus that we need to make sure that 
those strategies for our two businesses can lead us to more success going forward.  So this is all about executing and 
achieving the growth.  The focus, obviously, helped us expand our margins.  We’re taking that forward, as you saw in 
Thomas’ presentation, as we look at ’16 and ’17 and we see opportunities to improve that over that timeframe. 
 
We’ve also significantly changed our investments.  So we’ve shifted not only R&D, but a lot of our go-to-market, to be 
focused on the higher growth areas.  It takes a little more time to get the growth started and then to show through.  
You’re seeing that to a big extent this year, as the tremendous number of new products come online both for Veritas 
and Symantec security, and of course even as they get introduced this year, we don’t get a full year of their growth 
because they’re introduced mid-way through the year.  But one question I got during one of the breaks was how real is 
all of this?  R&D is focused on this today.  We’re not talking about a vision that’s 10 years out.  We’re talking about 
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where our R&D resources are applied today.  I’d encourage you to check out those demos because then you’re going to 
see how real that is, and these products, these new products start to hit in Q1.  So, we’ve got a very steady cadence of 
product introductions both on the Veritas side and Symantec security.  That’s part of what we mean when we say 
executing on our key operational priorities, those new products are key to us hitting the growth that we talked about.  
Those products, we think, leverage unique assets on both sides.  Hopefully you saw that.  On the Veritas side, we’re 
taking that traditional heterogeneity, scale and strength of customer base to introduce brand new offerings that get 
availability and insight solutions that customers don’t have today, they’re very excited about. 
 
Then on the security side, as you saw, the model for security is changing; it’s all about what’s my visibility, security 
analytics?  No company in the industry is better positioned than Symantec to be able to take that scale that we offer and 
turn that into a customer benefit, so we’re very focused on that.  That’s what Balaji and Amit and Jeff talked about a 
little bit earlier.  So the combination of threat protection, information protection both on the unified security analytics 
platform and complemented by services; we know we’ve got the right offerings there to solve customer pain points.  If 
we do that then what we show through for our shareholders who are in the audience as well as those of you who 
analyze the Company is growth, and I don’t think it’s any surprise that we believe that given the level of profitability we 
have already demonstrated, it’s growth that’s going to unlock the value for Symantec.  So we very much look forward to 
reporting the year to you as it develops and to delivering on the things that we talked about here today. 
 
Thank you very much for your attention through the day and I think now we’re going to adjourn to both the demos and 
the reception—and Helyn, you have some logistics for us on that. 
 
Helyn Corcos: I do.  It’s actually on the ninth floor, so we recommend that everyone take the far left elevator bank 
because that’s the only that goes up to the ninth floor, and we will start at 2:00pm.  Thank you very much. 
 
Michael Brown: Thank you very much. 
  
 


