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UNITED STATES

SECURITIES AND EXCHANGE COMMISSION

Washington, D.C. 20549

FORM 8-K

CURRENT REPORT
Pursuant to Section 13 or 15(d)
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Soliciting material pursuant to Rule -12 under the Exchange Act (17 CFR 240-12)

Pre-commencement communications pursuant to Rul-2(b) under the Exchange Act (17 CFR 240-2(b))
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Iltem 2.02 Results of Operations and Financial Condition

On January 22, 2014, VMware, Inc. held an investmference call broadcast live by webcast to ano@its entry of a merger agreement to acquire A.\Mdkding, LLC
and its preliminary financial results for the qeanded December 31, 2014. A transcript of thieacal a copy of the slides made available on VMigarebsite prior to the call
are attached hereto as Exhibits 99.1 and 99.2ecésply, and are hereby incorporated by reference.

The information in Item 2.02, Exhibits 99.1 and®@8ttached hereto shall not be deemed “filed” fmppses of Section 18 of the Securities Exchandgeft934 (the
“Exchange Act”) or otherwise subject to the lial$ of that section, nor shall it be deemed incaged by reference in any filing under the SemgiAct of 1933 or the Exchange
Act, regardless of any general incorporation laggua such filing.

Iltem 9.01. Financial Statements and Exhibits
(d) Exhibits.

99.1 Transcript of VMwatre, Inc. Investor Conference Galhuary 22, 201
99.2 Slides Accompanying VMware, Inc. Investor Confee@all January 22, 20!
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Paul:

Exhibit 99.1

Transcript of VMware, Inc. Investor Conference Call
January 22, 2014

VMware, Inc
Conference Ce
January 22, 20:

Good morning and welcome to the VMware AcquiresMatch Conference Call. Parties will be on a li-only mode until the question and answer sessic
today’s conference. At that time, you can pressaia to ask a question. This conference is baingrded. Id now like to turn the call over to Mr. Paul Ziotse
head of Investor Relation

Good morning, everyone, and thank you for joiniggatithis early hour. This morning, we issued aprelease announcing our intention to acquire Al an
reporting preliminary Q4 2013 financial resultsinilig me to discuss the transaction, Q4 results,canupdate to VMware's 2014 guidance as a restiieo
AirWatch transaction and in order of speaking aaxe®elsinger, Chief Executive Officer of VMware;rgsy Poonen, Executive Vice President and General
Manager of VMware's End User Computing Group; Alzabbiere, Chairman of AirWatch; and Jonathan CheklwZhief Financial Officer and Executive Vice
President of VMware. Following their prepared reksaCarl Eschenbach, President and Chief Operéiffiger of VMware, and John Marshall, CEO of
AirWatch, will join us for Q&A. Carl, Sanjay, Alaand John are joining us from AirWatch headquaite/stlanta.

Our press release is posted on our websiterenthis call is being simultaneously webcast.eSlidccompanying our update to 2014 guidance gill bé posted
on our website at the conclusion of this call. didiion, we have posted a supplemental presentpgaaining to the transaction as reference méatniaur
website.

Statements made on this call today includedod-looking statements such as those with the svaitl, believes, expects, continues and similaiaphs that
denote future expectation or intent regarding @nding acquisition of AirWatch, including among erth our expectations for this acquisition, its ficial impac
and potential benefit for us and our future grosttlategy and VMware’s financial outlook, produdieoings, customer demand and other matters. Alvdod-
looking statements and our comments speak only @slay’s date and we undertake no obligation tdate or revise the forward- looking statements séhe
statements are based on the environment as wentlyrsee it and are subject to risks and uncer&nPlease refer to the press release and theadsks in
documents filed with the Securities and Exchange@ission, including our most recent reports on F&0® and Form 10K for information on risks and
uncertainties that may cause actual results terdiffaterially from those set forth in such statets

In addition, during today’s call we will disssicertain non-GAAP financial measures. These ndARSfinancial measures, which are used as meastires
VMware's performance, should be considered in additiondbas a substitute for or in isolation from GAARasures. Our n-GAAP measures exclude t
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effect of our GAAP results of sto-based compensation, employer payroll taxes anda@m@lstock transactions, amortization of intangétsigets, the net effe
of amortization and capitalization of software asdion related items, and realignment relatedgaéts and charges. You can find additional discksu
regarding these n-GAAP measures, including reconciliations with congde GAAP measures in the press release and dmestor Relations websit

Webcast replay of this call will be available fhetnext 60 days on our company website under trestar Relations link. With that'll turn it over to Pat

Thank you, Paul. Good morning, everyone. We arg ggcited to announce that VMware has enteredarndefinitive agreement to acquire AirWatch, thelleg
enterprise mobile management and security providrmore than 1,600 employees across nine gldifiaks. With this acquisition, VMware is adding a
foundational element to our End User Computing @ried by Sanjay Poonen, who recently joined oucetiee team. With the addition of AirWatch, we wike
positioned to accelerate VMware’s long-term growmtia significant way by delivering a complete amayen enterprise-class solution for empoweringntiodile
workforce.

Mobile device management has seen exploswethrand rapid category expansion as workers arthedorld use a variety of devices to increaselpectvity,
efficiency and competitive advantage. Gartner mtedhat in 2014 sales of mobile phones will reaéhbillion worldwide while sales of ultra-mobilese
expected to grow by 54 percent in 2014. Againstithakdrop, the strategies of our two companiesigindly aligned.

VMware is already a leader in desktop virtzediion, where we continue to gain share. AirWatahdwstry leading enterprise mobile managementsacdrity
solutions represent the perfect complement. Thebamation positions us to capitalize on this oppoitiuas enterprises make it a priority to empovieirtmobile
workers.

Mobile is now global and the mobile industry is sheng rapidly as new mobile operating systems ctommarket every few weeks and bring your own de
programs double or even triple the size of the tealiorkforce. In turn, this puts intense pressurdToteams as they struggle to manage the complerid cost
of securing this array of devices. VMware and Aité¥awill be uniquely qualified to deliver what toda enterprises demand, enterprise grade solutiwats
combine robust mobile security and management rajtid access to mobile apps and d

After the completion of the acquisition, VMware afidWatch will continue to faithfully serve Airwah’'s 10,000 existing customers while simultaneo
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moving aggressively to expand that customer basgadly. We will do that by leveraging the combirga-to-market capabilities of VMware, AirWatch, a
VMware's global partner ecosystem. Together, wéfavdus on selling AirWatch’s industry leading migbsolutions to VMware’s installed base of morentha
500,000 customers worldwid

AirWatch has been headquartered in Atlanteestheir founding in 2003. And | want to emphasipev excited we are about having a presence irdsmic
region of the country. We expect to grow our presan Atlanta and we look forward to tapping irte talent of the Atlanta are

| am excited to welcome the AirWatch team to VMwavi®st importantly,’m excited about the power of our combined portihlad our ability to brin
extraordinary value to our customers. There isumstion that AirWatch will bring invaluable indugexpertise to VMware and it's equally clear that two
organizations share the same deep commitment éaktrrough innovatior

With that, | will hand it over to Sanja

Thank you, Pat, and good morning, everyone. Thisviery exciting day in the journey of our End USemputing Group. Our vision is to provide a seatreial
workspace that allows end users to work at thedspékght so that as they move from desktop tadpptablet, their phone, their car, their appsirthontent,
their devices all come to life seamlessly anywhangplace, any time

As Pat noted, our desktop business is thrigimgj we believe we have gained significant shasepidist year. Going forward, the acquisition ofatch extends
VMware’s proposition from data center to device atrdngly positions us for the mobile cloud erae Tombination of Airwatch and VMware will make us a
leader in enterprise mobile management and secdstivering unprecedented value to our joint costrs and allowing our partners, including telecos,
independent software vendors, systems integratmtvalue-added resellers to rapidly bring new iratiwe solutions to market. There is no question tha
AirWatch will significantly expand our opportunity end user [computing

The explosion of mobile devices, wearable cating and the internet of things are all creatimgmnse demand for these devices and things to haged
securely. Mobile is the new desktop and from thefloor to the shop floor our daily lives are beinansformed by mobile computing. The world needsbast
enterprise mobile platform for the p-PC world of heterogeneous devices, be it iOS, Aiddvo Windows and now that is L

Let me talk about how we plan to integrate AirWabétering into VMware. Fortunately, our end usemguting portfolio has very little overlap wi
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AirWatch. As such, AirWatch will become the focalipt for all of VMware s mobile development activity. As we further intetgrthe Airwatch and VMwal
portfolio, customers will continue to benefit framrivaled innovation, securely manage their usgplications and content across both desktops ailen
environments, on premise or in the clo

AirWatch has an impressive track record obiration and an enviable base of over 10,000 customerldwide, which we believe is far ahead of thei
competition. This customer base includes enterpasel mid-sized organizations with a strong presémell vertical industries, including financiarsices,
healthcare, federal and retail, where for exampie of the top ten retailers in the US rely on Aatth.

As we talked to our customers this past year, wadanomentum shifting in Airwat's favor, so many VMware customers were selectimgvAich over othe
competitors. We believe that these customers Uikited Airlines, Renault, Walgreens, and many cthetll be excited about our joint potential. Airtg¢l has
also experienced rapid global growth adding nevcesfand data centers in North America, Européaladd Australia. As we move closer to closing the
acquisition, we will provide more detail on our ogtgonal strategy

In conclusion, with this acquisition VMware will veell-positioned to drive the next generation end userpding environment that will lead the industry.
other player in this category matches the breadthdepth of our combined solution as well as ouedtment in R&D and (-to-market presence in this spa

With that, | will hand it over to Alan Dabberthe Co-Founder and Chairman of AirWatch. Andsamwvwelcome to you, Alan, and to the rest of theMstch
team.

Thank you, Sanjay, and good morning. Let me begisdying how proud | am to represent AirWatch empeés globally as we make this announcement. W
extremely excited to become part of VMwe

Since we started, our employees have investegmendous amount of passion, intellect and grietg building AirWatch into a market leader interprise
mobile management and security. By joining a praneovator like VMware we now have an opportundybting our leading edge solutions to an even k@pad
set of customers and partners with a combinedgrth end user computing that is even greaten tha sum of its part

As Pat and Sanjay pointed out, the synergy betwéémare's End User Computing portfolio and AirWa’s portfolio is undeniable. Together, we «
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address the full spectrum of mobility needs of gitees around the world. In short, tF's no better place nor any better partner for AitNdb join forces witt
than VMware.

In this context, let me expand a bit on Airdles value proposition to customers. AirWatch delg/proven solutions for either corporate-ownebrorg your
own device programs and the ruggedized mobile dswvised in logistics and manufacturing. We offeritidustry’s broadest enterprise mobile managemaht
security platform for everything from mobile deviceanagement, mobile application management, al@wlpersona solution for toggling between individared
corporate data, a secured email container, webdingwas well as a mobile content management ealfitr enterprise file sync and she

One of the capabilities that "re most excited about is AirWaf's ability to scale our platform to manage and seauitlions of devices in the cloud, well ahe
of anyone else in the industry. At AirWatch we boilir solutions from the ground up to securely supa customes entire corporate infrastructure at scale w
at the same time giving customers the flexibilitglahoice of cloud or on premise deploym:

Ultimately, it's our customers who will bertetfie most from our companies coming together aaneaow in a position to address the full spectofitheir
enterprise mobility needs. We're very much alignéth VMware’s hybrid cloud vision which dovetailegectly with our longstanding commitment to a hglbr
delivery model, focused on maximizing scalability bur customers. By combining AirWatch and VMwarer customers will now have the ability to outsmsur
mobile management with the knowledge that theinalenvironments will be supported by one of théefstsgrowing hybrid cloud service providers in terld
in VMware.

As Pat noted, we're committed to maintaining @xpanding our presence in Atlanta. Having actes®e world class talent here in Atlanta has keeritical
ingredient to AirWatc’s success to date and we look forward to contintdgrigp Atlant’s talent pool going forwar:

On behalf of the Airwatch team around the @ioiét me reiterate how excited we are to havedhortunity to join VMware and to leverage our g@ementary
solution for the benefit of the mobile enterprisesund the world. We look forward to working togatlafter the closing of the acquisition to expandjoint
customer base and to define the next generatientefprise mobility solution:

With that, 'l hand it over to Jonatha
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Thank you, Alan. W're really excited to have you and the rest of Aitdtigoin the VMware team. As Pat, Sanjay and Alamehall indicated, this is a key tir
for us to invest deeper and faster in the rapidpaeding enterprise mobile management and seaatggory. This is a high growth opportunity and the
acquisition of AirWatch is a strategic move at iical time as our customers transform into the Heotloud era of computing

In the next few minutes | will cover the kegancial terms of the transaction and the impacttofinancial outlook for 2014 and beyond. I'mafging to
provide a short update on VMware’s Q4 2013 resWts'll go into more detail regarding earnings oatyour regularly scheduled announcement on the &8th
January

VMware has agreed to acquire AirWatch in agetion that will be treated as an asset purdioasecounting purposes for approximately $1.178ohiin cash
plus approximately $365 million of installment pagmts and assumed unvested equity. We plan to esekination of balance sheet cash and proceeds$tom
billion additional debt to be provided by EMC toydar the acquisition. The deal has been approyeith® boards of both companies and is now subjediSR
clearance in the US and other customary closingitons. We are currently expecting the transactioclose in late Q1 of 201

AirWatch has been experiencing rapid growtérdhe past few years. Alan and the managementtieamaggressively invested in the expansion obtisness
and this has resulted in the incredible markettjmosthat the company is enjoying today. AirWatchireates that bookings were in excess of $100aniliin
2013. We expect the order growth rate will contituée high as VMware intends to aggressively ihirethe business and bring the power of both comgsa
brands and VMwa''s enterprise position to this combination over ti

Due to the proximity of this announcement to ourestuled earnings next week, | also wanted to gixvegn update on Q4 financial results of VMware. &k
providing preliminary financial results for Q4 aad update for Q1 and full year 2014 guidance, dliolg the anticipated impact of the AirWatch acdiosi.

We expect Q4 total revenue to be $1.483 billigp 15 percent year-over-year and up 20 perastgver-year excluding Pivotal and divestitures. &pect Q4
license revenue to be $687 million, up 15 perceatryover-year and up 18 percent year-over-yeaudiw Pivotal and divestitures. Q4 non-GAAP op@gti
margin is expected to be 35.6 perc

We are extremely pleased with our Q4 and full &3 results. We have executed according to threwadalaid out a year ago and have seen an acdetecd!
growth over the years. VIl be providing a full report on ot
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earnings call next week and will provide no furtdetails on Q4 or full year 2013 results at thiseti

Assuming a late Q1 close, we're expecting Adteth to add approximately $75 million of revenu&/tdware in 2014. | want to emphasize this reflebts usual
acquisition accounting adjustments in the firstrffelowing a transaction and the fact that AirWacsales are recognized in a ratable manner. \Weogx
revenue contribution of between zero and $10 millioQ1 from AirWatch, reflecting the expected edate in the quarte

Based on these impacts’re updating our 2014 revenue guidance. Revenuelfdiscal 2014 is now expected to be between 88.8illion and $6.1 billion
Revenue for Q1 2014 is now expected to be betw2ed8%illion and $1.37 billion. As a result of tilvestments being made in the AirWatch business; no
GAAP operating margin for fiscal year 2014 is noypected to be approximately 31 percent. For Q1 2064-GAAP operating margin is also expected to be
approximately 31 percent, reflecting approximatahg month of AirWatch expenses and transactiorindasosts. We expect interest payments for 2014 to
increase by approximately $25 million in associatigth the debt we anticipated raising from EMC. #go expect a 2014 non-GAAP tax rate remaining
consistent with 2013. In addition, we are now fasting cash flow from operations including Airwatohbe between $2.6 billion and $2.85 billion f@12. We
also expect to continue our share buyback prog

Considering the opportunities presented bycthmebination of AirWatch and VMware, we are nowreweore confident about our growth prospects than.é\s
a result, we now see the opportunity to grow reeerin 2015 and 2016 in the range of 16 to 20 p&ragrfrom our prior expectations. We expect Airdfato
become accretive to earnings in late 2(

This guidance assumes a late Q1 close date aral aesults could differ materially based on thefimansaction close date. Additional guidance2fat4 will be
provided in our January 28th earnings call. Nohfertinformation regarding Q4 performance or 201idiguce will be provided until the

In concluding, | want to reiterate our excitgrhwith the combination of AirWatch with VMwareh& addition of the AirWatch team rounds out our eselr
computing portfolio and further differentiates VMrgaas the company with the most complete and prinfeastructure for the mobile cloud e

And with that, wr'll open it up for questions. Pat
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Thanks, Jonathan. Before we begin the Q&'ll ask all of you to limit yourselves to one questiconsisting of one part so we can get to as rpanple a
possible. Operator, s get startec

If you'd like to ask a question from titeone, press star one. Please unmute your phormeeod your name. To withdraw your question, petastwo. Once
again, it's star one to ask a question and youedmlrio record your name. Please stand by for tstegfiestion. The first question is from John Digidmom JP
Morgan.

Thank you. Congratulations, gentlemen. We kriwat mobility is an important theme here. We've deBanjay talk about it and others. But that terisoig of
thrown out there to describe a lot of things, astén the investment community. Alan, you listeagaivAirWatch does. But maybe you can talk a lititemore
about what AirWatch does, but also in the contéxiué what it doesn’t do or areas that you've beerkimg on or thinking that you needed to push ysnlution
even further. Thank yoi

Sure. Thank you very much. The way | sometimesriesthis is if you think of what the BlackBerry tnprise Server did for BlackBerry or what Syste
Center did for the N Computer, we do this for theagphone. It's the security and management okthesices that use the expression mobile deathQ9p1
cuts. Every device needs to be configured and sdciihe end user needs to be suppo

But beyond that we've got a very broad platfaf technology that includes our own email corgasn We have mobile content management to diséribut
documents, to share and unshare documents. Webappbcation wrapping and security. So it's a fiterprise system that allows companies to alleir t
employees to be very productive and very, very igeaiith this mobile. Thank you

Thank you, John. Next questio
The next question is from Kash Rangan from Mekxihch.

Hi, good morning, and Happy New Year to the VNeveeam. Congrats on the acquisition. | was wondefiyou could explain how this product is diffatmted
versus the other products in the market. | thirgrets Mobilelron and Citrix acquired a company. Aviously, the market opportunity is huge. But wisghe
particular unigue advantage by way of technologigyoway of distribution that the company has assailt of this acquisition? Thank you very mu
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Hey, thank you, Kash, and Happy New Year to yowels It's certainly starting out with a bang, 't it? Hey, Alan and Sanjay, maybe you could bottiresk
that question for Kast

Sure. So this is Alan answering and we thiivdt our scale, we believe we're probably twiceghgloyee base of any of those other products. fidssallowed us
to build a much broader product. When we set obtitdl this product originally, we viewed this asenterprise challenge where we needed to be @ableate to
handle very large transaction volume, to be ablatudle various countries, things like roles-basazbss control. And this breadth allowed us todbaiisingle
integrated platform. Many of these other compaha@se cobbled together lots of bits and piecesatfrtelogy and it creates lots of challenges with the
management. Again, | use that expression death@®pXuts. It's really challenging for those opienas folks to really keep all of these devices agqured and
secured and do all of the use cases that are beg@oiprevalent in mobil

The fact that AirWatch has this deeper berfdR&D and technology allows us to create a muchpfémuser interface and provide a much broadettisalto the
marketplace. That single broad platform has rediffgrentiated us and given us a lot of commersieicess

This is Sanjay. Just to add on top of wittah said, as | mentioned in my prepared commerstsye looked at the market we began to see frony wiaour
customers that AirWwatch was winning many of thelgleser the competition and it was a reflectiombiait Alan talked about, their investment in thetfplan
that went well beyond mobile device managementraoblile application management, mobile content mament. The whole file sync and share space is a big
opportunity, and secure email and also areaséileedm expansion. We think this is going to becampéatform play in enterprise mobility and our amsers are
really voting increasingly in the investigations did for AirWatch.

So we think this is a great combination. Their stwgent in R&D is well ahead of everybody else. Avalthink this portfolio will be one that we can tione to
build on to become a leader in enterprise mobi

Thank you, Kash. Next question, plee
The next question is from Heather Belli

Great. Thank you so much. | just wanted to watkugh — I've gotten this from a couple peopleually on the phone as well and in email as welk iByou go
through 2014 guidance and you back out Airwatcloaks like the range yc
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guys are giving is at a midpoint of about 14 petcand just wondering if you could comment versiis previous guidance range of 15. | knc's kind of ni-
picky given i's pretty close to what you guys were talking altfiore but | just want to make sure’re thinking about it the right wa

Good morning, Heather and thank y
Good morning
And Jonathan, maybe you want to address that

Yes, perfect. Thanks, Heather. Yescin yau're right. You did the math basically cottgclf you take out the impact of AirWatch as I'geiided, you get to a
range of around $5.8 billion to $6.25 billion. Aad you heard us talk about with respect to Q4, ageahphenomenal finish to 2013. So, the net effetttat is we
are maintaining what we said about 2013 in largetpat if' s off a backdrop of a very strong finish to 20

I think the key thing that | want to bring aftthis, though, is when you look at the opportyiaihead not only for 2014 but also beyond, wenare talking about
a 16 percent at the midpoint for 2014 and we raiseainended our longer- term guidance range t@ 28 tpercent. That's an indication of just how flesiwe
feel about this particular acquisitic

Thars great. Thank you so muc
Next question, pleas
Our next question is from Philip Winslow from CreBuisse

Hi, thanks, guys, and congrats on the deal. ve got two quick questions. Just a quick clarifmafor Jonathan. You mentioned that there wasieown of
some of the deferred in terms of the guidance @42 Can you help quantify that for us, the typigatedown for accounting purposes? And then gissi,a
question for Sanjay. When you think about how Aite¥fits into the broader just mobility and justdemser computing strategy, can you talk about howsee
this tying in with you and some of the other pradwsort of on the desktop virtualization sic

Thanks, Phil, and Jonathan, do you want to doiteedart? And ther’ll make a comment or two before Sanjay on the s&panmt of that questiol

Sure, Phil. And becaus¢'s a quick clarification, w're giving you the exception on the one questiosw®two, okay? As you know, in every purch
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acquisition there is always a fair valuing exerdfsg has to go on with respect to acquired dederggenue. W' ve taken that into account. And effective’s a
deferred revenue haircut whatever the acquired eompas as deferred revenue on their books whering it over, we have to fair value that. We ddaibw
the exact outcome of that. But in acquisitions keen you can see a haircut or a reduction of eefeevenue of anywhere from 30 to 70 percent aite q
common. So w're still working through that. We believe 've taken an appropriate estimate of that as we tjgevguidance we shared with y

Thank you. And Sanjay, just comment on thengtth of the EUC portfolio and how we see the Aitdtigoining that. But maybe John Marshall couldaié/e
his views of how that combination coming togethem be so powerfu

Yeah, thank you, Pat. As we talked about, Phifighe prepared remarks, our end user computindpfiortonsists of a number of different pieces god'll see
in a blog that we wrote today and I think it's atsothe website more detail on this where | desdtiin the video. We think that the desktop atea,mobile area
and some underlying services, apps, identity, §oomputing, and data and enterprise file syncsirate all becoming a portfolio where we think CHDsl line
of business executives are going to move from feaged products to a more unified solution. And ek now the combination of VMware and AirWatch gs
us an en-to-end portfolio thé's the envy of the industr

As you know, in our desktop business, virtual deg&tand app virtualization, Yve been gaining significant share over the lastsg\quarters over tt
competition. We're excited about this. But as tiesomes a continuum where you move from desktdgptop to tablet to phone to potentially a car, koow
have a place where you can seamlessly serve updatpsand content at the speed of li

We're looking forward to integration pointstiween the products as we close the transactiot ik this is exactly where our customers arengdd be taking
us. John’

Sanjay, thanks. Just two quick points toadthat. Number one, if you look at where Macs Wfiddows 8.1 devices are heading, they're actualyoming a
combination of smartphone, tablet, laptop, redliyraone. And what the end user wants is they waaseéamless experience to move their personal @siddss
activities between those different devices. Theesyy here between the end user computing, laptablets, and smartphones is that end users and the
administrators no longer want multiple differeraibrms to manage. They want to manage off onéophat

Thank you, Phil. Next question, plea
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The next question is from Walter Pritchard fromi.C

Thanks. A question for Sanjay and maybe for.Ganl wondering do you believe at this point thia¢ toroader end user computing sales force hasiliets sell
this type of product and I'm wondering how muchdeage you can get out of that sales force or $f thinains something that's sold by a very spetisdies
force in 2014

Carl, why dor't you go ahead and address the whole sales focckeaerage poini

Yes, sure. Thanks, Walter. And, as you knew/ye talked significantly over the last year about investment and our go-to-market around end em®puting.
And in 2013, it was one of the largest investmergamade on the go-to-market side where we hiredteas of people to specifically focus on selling end
user computing platform and products. We do se¢ afIsynergies that we can get with our end uaksssforce but also with our core sales force. Wwedsee
three key synergies going forward with Airwat

First, as you know, we have a strong presentiee enterprise market and we believe we camyrialerage our core sales force and our end usapating sales
force to actually help drive AirWatch deeper irfte enterprise. We also, as you know, have a vespgithannel presence, moving 85 plus percentiof ou
business through the channel on any given quanten@ think we can leverage our channel to furthetribute more aggressively the AirwWatch platfoAnd
then lastly, when we look at the international nearkve think, especially in APJ where AirWatch Hagat built out a large presence, we can get steably
quick wins and economies of scale by leveraging \&w#'s presence in the APJ regic

When you combine all of that we see a lotyofesgies and a lot of opportunities. And to ansyir question specifically, we do have a strongelbéhat our end
user computing sales force that we built out thhmug 2013 has the capability and skill set to el AirWatch platform into the market. We're readiycited
about the synergies we see going forw

Great, thank you
Thank you, Walter. Next question, plea

The next question is from Raimo Lenschow from Baysl
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Hey, thanks, and congrats on the deal. It lookg e&citing and it looks like Sanjay was busy in firist six months. A quick question from me is méoe
Jonathan. Jonathan, in the past you've guided &tightly higher operating margin. Obviously AirVehtis giving you a dilutive effect here and herfee 31
percent this year. But how do you think about mamgbgression more medium to longer term? Thank

Jonathan, why dct you take that one an’ll answer [inaudible]

Yeah. So, Raimo, thank you very much for your goaesand appreciate you joining us so ear!'s really important to understand that AirWatchrsaogrowth
kick and a growth curve that's been extremely @eltacompelling to us as we examined various oppdgties in the marketplace. And that growth of ding up
to 10,000 customers over the last three yearstengenetration they've been seeing, including $h0ldon or in excess of $100 million of bookingsshast year
was something that coul't come without investmer

And so, we met with the AirWatch team. We certaigkpected to continue that investment. We belibeditme is now to continue to invest in the markate
going forward. | think it's a very exciting mark&@ur core business or the rest of VMware contirtaeshow profitability and expansion and profitafyiland you
saw that in the numbers we just shared with yot vaspect to Q4 of 201

We do expect AirWatch to be accretive to amengs in late 2015. But frankly, this is aboutwgth and accelerating our growth. And from our petdive, we
expect to grow operating margins from the 31 peresgre forecasting in 2014. It just follows frofmet data points | shared with you. We’re not goimghare a
specific operating margin target for 2015 and belyainthis point. And we’ll be giving you more dé@sé we go through events like our Analyst Dayrlai@in
2014. Thanks

Just to add to that, clearly the timing fas #icquisition we believe is perfect. AirWatch naade bold and aggressive steps. They've investbdtmR&D and
go-to-market expansion. And so the near-term difuth our view is clearly the right thing, evenves stay on our trajectory of long-term margin exgan
because of the growth opportunity and accelerdtiegyrowth trajectory of VMware overall. As a rasule are quite confident that this will prove faur
shareholders to be a tremendous decision overektecouple of years

Thank you, Raimc
Thank you.

Next question, pleas
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The next question is from Rich Sherlund from Nom

Thanks. Just to make sure I'm doing the mathectly here for non-GAAP earnings, we're sayingneajoing to lose about $180 million if the opergtmargin
is going to be down three percentage points fromarevthe Street’s at right now. And we’re going &vé another $25 million of interest expense. $moits to
me like that's about $0.25 off of the Street's BRfnbers. And if I've done the math right, for a gaany that had bookings of $100 million last yeasjtg
almost $200 million this next year, even with tyaergies, | mean I’'m wondering kind of what's theiting us about this market and maybe the conipetthat's
taking place. | would just think that with the sygies if this is a good business, why ¢t we seeing the financial results earli

Jonathan, do you want to start on thi’ll add some comment

Yeah. Rick, | think one thing to recognize is tAiWatch's business is a ratable revenue recognition m8ael70 percent of their customer count or theretst
is on a hosted basis. Revenue split is largely®bMween license sales and subscription salesefaid the license sales | think are also at thist pecognized
on a ratable basis. So revenue is absolutely anggadicator of how well this business is goil

So, again, | just want to express $100 milborin excess of $100 million in bookings in 20a3usiness that has built up very rapidly in ttst three years to
10,000 customers, | think you'd want to be thinkaimput the broader growth opportunity in the manleste and the devices we're penetrating and thiosixp
growth Sanjay, Alan and Pat and John have all elud. And we think the time to invest is right nc

We are going to be aggressive in this marketplacalse we see the l-term— medium and lon-term potential. Revenue is just one indicator. Aod't
forget, again, in the first year of an acquisitiau’re going to see these deferred revenue haircutsthed artifacts of accounting popping into thisit Bgain, th
growth opportunity in AirWatch is really compellin

And, yeah, we’d say that the opportunity fraimWatch, they’re 2X the number of customers tod&she next competitor, 2X the number of devicesygng
extremely rapidly. And we see then the incrememgaénue opportunities as they expand as well 3sghim more revenue opportunities from incremental
products within those customer bases as well aatdrdfally has just began. Maybe Alan or John, y@htrwant to comment on that a little bit more esieely
as yol're seeing that customer expansion in both dimensfeatures as well as growing within custom
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Sure. So this is Alan. V're fortunate. W're growing in multiple dimensions. Not only do wevk an awful lot of our existing customers thaewemvery year
we're getting deeper with more users into our austis. Wefe seeing more devices per user. We are seeinththatire adding more products. And so, when
start growing in those multiple dimensions, youtdiafeel very strong about your busine

The other thing that is key is that you realiy’'t put a price on security. And as these devaze becoming much more of your wallet and youkes and your
house key and your identification, we are findihgttour customers, both for the corporate usesetisaw the personal use that bleeds in, feel et teally need
a premier solution to be able to manage these eg¥ir their employees. So 're seeing it being a much better business as # fpre/ard.

Thank you, Alan. Thanks, Rick. Next question, pée
The next question is from Brian Marshall from 1SioGp.

Great, thanks, guys. Nice results and a grentisition. Just thinking about what this is goingadd to the TAM or the total available market gpoiorward, |
mean in loose numbers you take a billion deviceghare, maybe less than $10 per device per ygasgiou kind of an incremental TAM base of $10idnillof
which maybe let's say a third of it is serviceatier the next three to five years. So | mean i poitentially adding a couple billion dollars ifyok out three
to five years down the road to the service avadlabarket of VMware’

Thanks, Brian, and Happy New Year to yc'd remind you that the $50 billion TAM picture th&¥ware laid out at our Analyst [Day] last year @ldy includec
about $8 billion of TAM in the end user space algedt this point we're not arguing that there’sepansion of that TAM. We do believe that soméhaf's
already included in what we described as our TAMatunity. We do think this is an expanding maked what you'll see is at our financial analyst tirep
this year that w'll give a more thorough update of the TAM analysigen we do that at our VMworld Conference hereaii

Thanks, Pat
Thank you, Brian. Next question, plea
Next question is from Michael Turits from Raymoraigs

Hey, guys. | just want to come back to the dilutiomargins about three points, or as Rick poiwotgl about $180 million. | d¢'t know if it's possible but if w
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could parse that a little bit, how much of that Webyou say is from the existing ongoing losses of¥Match and how much may be incremental investmant?
maybe more importantly, how much might just betalu to the model in terms of investment next ytbat had nothing to do with Airwatch? In other ward
what would your margins may have been like next ge-AirWatch?

Jonathan’

Yeah, sure. So, firstly, let me just take thatamarse order. Our margins for the standalone VMwaginess wou’ve been exactly what | guided to you beft
So, the 34 percent or thereabouts was what we inemally modeling and what on a standalone hasisuld otherwise be still reporting or guiding yt Let's
be unequivocal about thi

With respect to AirWatch, with 1,600 employeesboard, up from just around 900 a year ago,@lIsly there’s a significant ramp in expenses aretatpg
expenses as the company, AirWatch, on a standafsie continues to expand and continues to instare going to continue to be aggress

Again, this acquisition is not about st-term cost plays. This is about opportunities inrtteket for driving the three synergy areas inipaldr that Carl talke:
about and about land and expand strategies. AilWas had a great strategy of landing accountegpanding within those accounts, not just in teofnrdeeper
device penetration but also in terms of penetratioedditional service

We continue to believe that's going to bedhse. So yes, AirWatch has invested over the cafr2@l3. We are also going to invest as we exg@audcontinue
their strategy. We think it's a very viable strate@e think the market timing is now. And we doeind to be aggressive as we go forward. We're reaityted
about what w're acquiring

Thank you, Michael. Next question, plea
The next question is from Keith Weiss from Morgdartey.

Thank you, guys. It sounds like given the rexeemodel at AirWatch that bookings number is retily key number to assess growth. | was wonderipguf
could give us a sense of how fast AirWatch was grgwhat bookings number in 2013 and what your etgi®ns are in what you think — how well you could
sustain that growth into 201

Jonathan, do you want to start with that and thagba Alan could add
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Jonathan Yeah. Keith, w’re not going to give you a specific growth numtiigart | would say that, again’'d point out that this business has grown extrermgelgkly. It's
taken three years to get to 10,000 customers, E6Qoyees and | think you can infer growth ratesnfthere in terms of the penetration. | can tell yhat when
we look at a business opportunity like this we labkll the key metrics and when | look at the groapportunity ahead we expect our growth rateotatioue.
And clearly, AirWatch is going to be a meaningfudiged business in its own right. But that $10diarilof or in excess of $100 million growth — ofddangs
growth— bookings number in 2013 is an indicator of justgtrength of this business as we think about tip®dpnity aheac

Alan: This is Alan adding just a couple of comments. Wiem realize that this is a really hard busindsste's a new mobile operating system about every 15
when you look at all the different brands and v@rsi So ’s hard to get into. There ('t be that many players who do a great job ¢

Secondly then is somebody had mentioned $a@rt$a0 per device number. Realize that that isroliboked at as MDM only. As we’'ve expanded oudpi line
into app wrapping, app security, reputation stagdinobile content management, secure email arilese other areas, secure browsers, we think vgeva
great growth opportunity and, again, with so muth being recurring revenue because we are vigdasecuring these devices and securing and mapégm
for our customers every day, every hour, every maintihat's where we're adding value over the lamg And then finally, with a market of a couplehifion
devices with half of them touching the enterprisere’s still an awful lot of green space out thene we haven't even talked about peripherals, ai#es and
some of the other markets that we can be gettilogtagether

Paul: Thank you, Keith. Next question, plea
Operator: The next question is from Matt Hedberg from RBC i@dg
Q: Yeah, thanks, guys. Congratulations on the degless, Alan, as a follow-up to your point yostjmade here, | guess I'm curious when you loolohdyjust

kind of MDM, | guess what are some of the more papmods that people are taking, email managernsentent management? And maybe could you give us a
sense from your 10,000 customers, average modugtroer would be helpful as well. Than

Pat: Thanks, Matt. And maybe Alan as well as John yougige your thoughts on that as wi

Alan: Great. So startin— is what w¢'re finding is that our customers are looking fattfull platform and 's really hard sometimes for us to split up reveryethis
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module or that module. What we are finding is s cases of mobile are expanding so quickly, éviexy from a board member who wants a board pagkbt
MCM, mobile content management, to simply an iraonal employee who is not really an employeesowbrker who gets email and they want mobile email
on that device, that it's really not appropriateifdo be a managed device. Other instancesyevgdt a large retailer who is distributing appiicas to employee
for scheduling, things like that. They want app ppiag and app security to know that informatiosd@sure and that those devices are secure. Anthggtdon't
want that full suite

So what we're finding is that this product arpion that we're really just getting the leverfigen is really continuing to make our businesseagbusiness and
accelerate our growth. And John, do you have angratomments

Yeah. Just to echo that, what we're seeitigeérmarketplace is most companies are still irethéryonic stages of investing in the basics of ileatevice
management and the key reason is over the lastlyegve been investing in their infrastructure to beeablcatch up and be ready to support mobile. firtesns
most companies have had to upgrade their emait, \Wi€i, their VPN, their certificate infrastructeyr all these components to be able to support gygsiecation:
down to the end use

We think we're in the early days and just getting started wheames to expanding application distributionpats the early days of true content collabora
across enterprises, and then also waiting for thesernance strategies to gel so that companiesféiaially adopt BYOD and extend devices very da&p
their enterprises. Exciting times and we still knwe're in early days

Great. Thank you. Thank you, Matt. Our next quest
Next question is for Shaul Eyal from Oppenheimeat @ompany

Thank you. Hi, good morning, and congrats os tidnsaction and alliance as well. A quick birgs-eiew type of question. About 18 months ago yoysy
acquired Nicira probably for about the same amgontre paying for AirWatch. Strategically speakingjat would you put kind of the importance kindhodre?
Is it more Nicira which is strategic? Is it Airwatowhich is kind of taking you into new marketsare you thinking about it internally

Well, they ve very different acquisitions, Shaul, and thardestiie question. And in the SDDC strategy for VMevare view that the Nicira acquisition is ni
foundational to our NSX strategy. That was onehefthree pillars of compute, server, network corbiwith our management suite. And that is proviagto
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be very well— be going extremely well and vl hear more about that on our earnings call neeetkv And similarly we see this as very foundationahe enc
user computing space. And our position in the P€desktop category is strong and now we have utiqnebly the number one player in the mobile catggo
And just like with Nicira, the unquestioned leadethe network virtualization category, we now halve number one unquestioned leader in the mobile
management categol

The strategies are absolutely similar. Takel¢lader. These are both very substantial markeisnidar size over the long-term for both of thegais is like
asking which of your children do you love most. A’ll tell you, | love both of these childre

Good luck. Good work
Thank you, Shaul. Next question, plee
The next question is from Gregg Moskowitz from Caw

Thank you very much and congratulations as wethertransaction. A question for Alan. Just wondgifryou could say roughly how many devices are agau
by AirWatch. Also, it sounds like 70 percent of thesiness roughly is hosted today. How do you lsisenix evolving going forward

Go ahead, Alan. If you could, take that o

Sure. We don't release device counts. | edlrybu it's a lot. Clearly it's a huge market. Wenk there’s a lot of greenfield and a lot of gesiBut we've never
really released exact device statist

In terms of going forward, we actually see the bess moving itself more towards SaaS and the ciMin | mentioned the fact that th’s a new mobils
operating system every 15 days, we're finding thast companies, even when they start out with emyge software, they quickly realize that our siggur
architecture really doesn’t touch their email aititonfidential data. And so, as they get comfaetavith that and they realize that it is probailgre secure to
let us handle those upgrades and keep on topo¥ény complex environment of multiple operatingteyns and governance issues and security threatshey
are finding that they dct need to be in that business and 'd prefer that we take as much of that headache &waythem as possibl

Thank you.
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I'll add just one point on the end of that. Ts we spoke a lot about the-to- market synergies and leverage. But we expect hieaintegration and the levera
in the other areas of our business is significawell. And as more of AirWatch'’s business is ia ttoud that leverages our hybrid cloud infrastrcest
substantially and another area for synergy anddeeefor us over the long-term. And we overall thet the three legs of our strategy, software @efidata
center, hybrid cloud, and the end user computirgespthat these three build on each other anddgeezach other substantially over time and ttjisstsanother
example of how that will occu

Great. Thanks, Pe
Thank you. Next question, plea:
The next question is from Ross MacMillan from Jeéfs.

Thanks a lot and my congratulations as welluasiion for Alan. You talked about 10,000 customéngh is a fairly large number and I'm curious hgou
define those between enterprise and mid-sized mes®and as you think about penetration, espediatlymid-sized customers, how the differentiatiath the
SaaS model may help you relative to competitiorariks.

Go ahead, Alan, on that one and C¢d love to get your thoughts as well as we seedkpanding into the futur

Great. Well, we've seen some statistics if'mabout 28 percent of what we do in the entegarBut we kind of more kiddingly say the only n&triwe go after
are companies that use phones. We find that ig/bwdy. And so, even as you look at enterprises mag provide phones or mittarket companies that might
more prone to going to BYOD, we're finding the mgement challenge is really it really continues éahe same because as these devices become wimdows
the world and as users are using these devicésaés they become their wallet and their creditiGnd their car key and their house key. Thesgthneed to b
secured

And even if it is a corporate owned phone veefeding that the BYOD use cases have to be ealeéknd so, the key there is that we have develapegty
horizontal strategy across all verticals, all siagesompanies. And that's what really gives us #tatantage of size and scale, leverage of our R&int putting
this technology in the hands of every part of tlweldy every size of company, every use case and really makes it a great market for Airwat

Carl, did you want to add anythin
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Yeah. So as we were going through our due diligamckeworking with our partner AirWatch, we fountbtof synergies on how they -to-market. First of all
they do have a very horizontal value propositiaat tesonates with the smaller SMB customers aldng to the largest enterprises. And if you lookaiv they
go-to-market, they go-to-market in three differeategories, very similar to how VMware does it tadand with them being what we believe underpenettan
the enterprise, we can leverage our massive sailes the's focused on the enterprise and drive massive iadopt their platform into it

I would also just like to add, again as | saidieafih response to Wall's question, VMware has over 55,000 channel parerexsnd the world that we ci
leverage very quickly and get them to sell thigfptan into the market, which will give us a pretiyick market acceptance and adoption through VM\ware
channel.

Great. Thank you. Thanks, Ross. re going to squeeze one more question in quickig.Heast question, pleas
The last question is from Abhey Lamba from Mizu

Yeah, thank you. Congrats, again. It seemsdikatural extension to your portfolio. Sanjay, &sleok at the remote computing space broadly, cantglk about
the importance of application virtualization versiesktop virtualization and your offerings in thepavirtualization space? Is this an area wherehoalsl expect
some more organic or inorganic activity from yc

Go ahead, Sanja

Yes. As we think about end user computirggreally think the market is moving the desktogedbeyond just VDI to desktop and app virtualizatieing a
unified approach as opposed to more fragmenteduptedrom our competition. The way we've approactheslis to begin with desktop virtualization and
optimize that for our operating system, which iph&e ESX, the entire software defined data cemtdrthen expand that to app virtualization, whiehwill do
this year.

So expect more coming out on that in the fiedf of this year. And the approach we're goingatke there is a unified product that's optimizedthe things that
we do. And we think that brings a much more elegawotre innovative and a lower cost of solution —staaf ownership solution to the market and thatyw
we've been gaining marke

Thank you, Abhey. Before we conclude ta's call, Pat has some final remar
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Pat: Thank you, Paul. Again, | want to say thank yoth®VVMware team for a very strong finish to 2018rtRining to the AirWatch acquisition, two finabiights.
First, this is a truly massive shift to mobilityats underway. There’s an enormous marketplaceoint bf us to continue to accelerate this shigterprise
mobility. Second, we see this acquisition as a majtestone in our plan to lead the industry inamation that empowers the mobile workforce. The loiotion
of VMware and AirWatch uniquely positions us togaddvantage of the mobile explosion and to drivena’s growth going forwarc

Thank you all for joining us on the call todi

Operator. That concludes tod’s conference. Please disconnect at this 1

END

Forward-Looking Statements

This transcript contains forwatdeking statements including, among other thinggtesnents regarding the consummation of the adguisaf Airwatch, the payment of the mer
consideration, the anticipated timing for the ahgsof the transaction, the impact of the transaabio VMware’s future product offerings and customenetration, VMware
expanding its mobile solutions offering to moretousers, expected funding for the acquisition, curitig the share buyback program, the growth ofrpris® mobile management
and security, benefits to customers, continuedsiments in AirWatch, expected synergies from thguesition, TAM, successfully executing VMware’sategy, expected
financial results for the fourth quarter of 2018jdance for Q1 2014 and FY 2014 including reveraresoperating margins, cash flows, tax rates, impiaihe AirWatch
acquisition on financials, expected revenue grawt2015 and 2016, and AirWatch being accretiveaimimgs in late 2015. These forwdaobking statements are subject to the
harbor provisions created by the Private Securitiggation Reform Act of 1995. Actual results cdudiffer materially from those projected in thevi@rd-looking statements as a
result of certain risk factors, including but niabited to: (i) the satisfaction of closing condit®for the acquisition; (ii) clearance under thetFgcott-Rodino Antitrust
Improvements Act; (iii) unexpected costs, liabditior delays in connection with the transactior);ttie successful integration of AirWatch and VMe/@ersonnel and
technologies; (v) adverse changes in general ecicrmmmarket conditions; (vi) delays or reductiamgonsumer, government, and information technokmgnding, including any
residual impact of the partial U.S. federal goveentrshutdown in October 2013; (vii) competitivetéas, including but not limited to pricing presssirendustry consolidation,
entry of new competitors into the virtualizatiordamobile market, and new product and marketinggitiies by VMware’s competitors; (viii) factors theffect timing of license
revenue recognition such as product announcemedtpramotions and beta programs; (ix) customeriitybo develop, and to transition to, new produahd computing
strategies such as cloud computing, desktop vizaigdn, enterprise mobile management and secanitithe software-defined data center; (x) the tacgy of customer
acceptance of emerging technology; (xi) changelsarwillingness of customers to enter into longent licensing and support arrangements; (xii) ragathnological and market
changes in virtualization software and platformsdioud, end user and mobile computing; (xiii) chesito product development time lines; (xiv) VMwanelationship with EMC
Corporation and EMC'’s ability to control mattergu@ing stockholder approval, including the elextaf VMware’s board members; (xv) VMware’s abiltty protect its
proprietary technology; (xvi) VMware’s ability tdteact and retain highly qualified employees; (xtfie successful integration of acquired compaaresassets into VMware; and
(xviii) fluctuating currency exchange rates. Thémavard-looking statements are based on currerg@zagions and are subject to uncertainties andgeisaim condition,
significance, value, and effect as well as othelsridetailed in documents filed with the Securiied Exchange Commission, including VMware’s mesent reports on Form
10-K and Form 10-Q and current reports on FormiBd€ we may file from time to time, which could sawactual results to vary from expectations. VMwaagumes no obligati
to, and does not currently intend to, update awh $orward-looking statements after the date of transcript.
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Forward Looking Statements

This presentation contains forward-looking statements including, among other things, statements regarding expected
financial results for Q1 2014 and FY 2014 such as revenues, operating margin and cash flow, continuing with the share
buyback program, the impact of the AirWatch acquisition on financial results, expected revenue growth in 2015 and
2016, and AirWatch being accretive to Non-GAAP EPS by the end of 2015. These forward-looking statements are
subject to the safe harbor provisions created by the Private Securities Litigation Reform Act of 1995. Actual results
could differ materially from those projected in the forward-looking statements as a result of certain risk factors,
including but not limited to: (i) the satisfaction of closing conditions for the AirWatch acquisition; (ii) clearance under the
Hart-Scott-Rodino Antitrust Improvements Act; (iii) unexpected costs, liabilities or delays in connection with the
acquisition; (iv) adverse changes in general economic or market conditions; (v) delays or reductions in consumer,
government, and information technology spending, including any residual impact of the partial U.S. federal government
shutdown in October 2013; (vi) competitive factors, including but not limited to pricing pressures, industry consolidation,
entry of new competitors into the virtualization and mobile market, and new product and marketing initiatives by
VMware’s competitors; (vii) factors that affect timing of license revenue recognition such as product announcements
and promotions and beta programs; (viii) customers’ ability to develop, and to transition to, new products and
computing strategies such as cloud computing, desktop virtualization, enterprise mobile management and security and
the software-defined data center; (ix) the uncertainty of customer acceptance of emerging technology; (x) changes in
the willingness of customers to enter into longer term licensing and support arrangements; (xi) rapid technological and
market changes in virtualization software and platforms for cloud, end user and mobile computing; (xii) changes to
product development time lines; (xiii) VMware’s relationship with EMC Corporation and EMC'’s ability to control matters
requiring stockholder approval, including the election of VMware’s board members; (xiv) VMware’s ability to protect its
proprietary technology; (xv) VMware’s ability to attract and retain highly qualified employees; (xvi) the successful
integration of acquired companies and assets into VMware; and (xvii) fluctuating currency exchange rates. These
forward-looking statements are based on current expectations and are subject to uncertainties and changes in
condition, significance, value, and effect as well as other risks detailed in documents filed with the Securities and
Exchange Commission, including VMware’s most recent reports on Form 10-K and Form 10-Q and current reports on
Form 8-K that we may file from time to time, which could cause actual results to vary from expectations. VMware
assumes no obligation to, and does not currently intend to, update any such forward-looking statements after the date
of this release.
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2014 Guidance

2014 Revenue Guidance

Q1-14 Revenue Guidance

Q1-14 & 2014 Non-GAAP Operating Margin
Guidance

2014 Interest Payments
2014 Non-GAAP Tax Rate
CFFO, including AirWatch

Share Buyback Program

(a) Expect approximately $75M from AirWatch
(b) Expect between $0M and $10M from AirWatch

$5,940M to $6,100M@
$1,330M to $1,370M ®)
Approximately 31% ©
Increase by approximately $25M vs. 2013 ©
Expect to remain consistent with 2013 ©
$2.6B to $2.85B

Expect to continue share buyback program

(c) VMware has determined that it is impractical to estimate Q1-14 & 2014 operating margin calculated in accordance with
GAAP due to the announced AirWatch acquisition. The allocation of purchase price and other matters relating to the
announced acquisition are currently subject to significant uncertainty

(d) In association with increased debt to fund AirWatch acquisition
(e) VMware has determined that it is impractical to estimate its 2014 tax rate calculated in accordance with GAAP due to

significant uncertainty arising from the announced AirWatch acquisition
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2015 & 2016 Guidance
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