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UNITED STATES SECURITIES AND EXCHANGE COMMISSION
Washington, D.C. 20549

Form 10-K

b ANNUAL REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT
OF 1934
For the Fiscal Year Ended December 31, 2005

or
0 TRANSITION REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE
ACT OF 1934
For the Transition Period from to
Commission File Number: 001-31216
McAfee, Inc.
(Exact name of registrant as specified in its charter)
Delaware 77-0316593
(State or other jurisdiction (LR.S. Employer
of incorporation or organization) Identification Number)
3965 Freedom Circle 95054
Santa Clara, California (Zip Code)

(Address of principal executive offices)

Registrant s telephone number, including area code:
(408) 988-3832

Securities registered pursuant to Section 12(b) of the Act:
None

Securities registered pursuant to Section 12(g) of the Act:
Common Stock, $0.01 Par Value, together with associated Rights

Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities Act.
Yes b No o

Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the
Act. Yeso No p
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Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the
Securities Exchange Act of 1934 during the preceding 12 months (or for such shorter period that the registrant was
required to file such reports), and (2) has been subject to such filing requirements for the past 90 days. Yesp No o

Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K is not contained
herein, and will not be contained, to the best of the registrant s knowledge, in definitive proxy or information
statements incorporated by reference in Part III of this Form 10-K or any amendment to this Form 10-K. b

Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, or a non-accelerated
filer. See definition of accelerated filer and large accelerated filer in Rule 12b-2 of the Exchange Act. (Check one):
Large accelerated filer o Accelerated filer p Non-accelerated filer o

Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Exchange
Act). Yeso Nob

The aggregate market value of the voting stock held by non-affiliates of the issuer as of the last business day of the
Registrant s most recently completed second fiscal quarter (June 30, 2005) was approximately $4.3 billion. The
number of shares outstanding of the issuer s common stock as of February 22, 2006 was 166,315,976.

DOCUMENTS INCORPORATED BY REFERENCE

Items 10, 11, 12, 13 and 14 of Part III are incorporated by reference from the Registrant s Proxy Statement for the
Annual Meeting of Stockholders to be held on May 25, 2006.
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PART 1
Item 1. Business
General

This Annual Report on Form 10-K contains forward-looking statements that involve risks and uncertainties. These

statements include, without limitation, statements regarding our expectations, beliefs, intentions or strategies

regarding the future. All forward-looking statements included in this Report on Form 10-K are based on information

available to us on the date hereof. These statements involve known and unknown risks, uncertainties and other factors,

which may cause our actual results to differ materially from those implied by the forward-looking statements. In some

cases, you can identify forward-looking statements by terminology such as may, will, should, could, expects,
anticipates, believes, estimates, predicts, potential, targets, goals, projects, continue, or variations of

similar expressions, or the negative of these terms or other comparable terminology. Although we believe that the

expectations reflected in the forward-looking statements are reasonable, we cannot guarantee future results, levels of

activity, performance or achievements. Therefore, actual results may differ materially and adversely from those

expressed in any forward-looking statements. Neither we nor any other person can assume responsibility for the

accuracy and completeness of forward-looking statements. Important factors that may cause actual results to differ

from expectations include, but are not limited to, those discussed in Risk Factors included in Item 1A of this

document. We undertake no obligation to revise or update publicly any forward-looking statements for any reason.

We were incorporated in 1992. In 1999, our subsidiary McAfee.com sold to the public its Class A common stock as a
part of its initial public offering. In September 2002, we repurchased the 25% minority interest in McAfee.com and
merged McAfee.com with and into us. In June 2004, we changed our name to McAfee, Inc. from Network Associates,
Inc. We previously changed our name from McAfee Associates, Inc. to Network Associates, Inc. in conjunction with
our December 1997 merger with Network General Corporation.

This report includes registered trademarks and trade names of McAfee and other corporations. Trademarks or trade
names owned by McAfee and/or its affiliates include: McAfee, Network Associates, ePO, ePolicy Orchestrator,
VirusScan, IntruShield, Entercept, and Foundstone.

We file registration statements, periodic and current reports, proxy statements, and other materials with the Securities
and Exchange Commission, or SEC. You may read and copy any materials we file with the SEC at the SEC s Office of
Public Reference at 450 Fifth Street, NW, Room 1300, Washington, DC 20549. You may obtain information on the
operation of the Public Reference Room by calling the SEC at 1-800-SEC-0330. The SEC maintains a web site at
www.sec.gov that contains reports, proxy and information statements and other information regarding issuers that file
electronically with the SEC, including our filings.

We are headquartered at 3965 Freedom Circle, Santa Clara, California, 95054, and the telephone number at that
location is (408) 988-3832. Our internet address is www.mcafee.com. We make available, free of charge, through the
investor relations section of our website, our annual reports on Form 10-K, quarterly reports on Form 10-Q and
current reports on Form 8-K, and any amendments to those reports filed pursuant to Section 13(a) or 15(d) of the
Securities Exchange Act of 1934, as amended, as soon as reasonably practicable after they are electronically filed with
or furnished to the SEC. The contents of our website are not incorporated into, or otherwise to be regarded as part of
this Annual Report on Form 10-K.

OVERVIEW
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We are a worldwide supplier of computer security solutions designed to proactively prevent intrusions on networks
and secure computer systems and other digital devices from a large variety of known and unknown threats and attacks.
We apply business discipline and a pragmatic approach to security that is based on four principles of security risk
management (identify and prioritize assets; determine acceptable risk; protect against intrusions; enforce and measure
compliance). We have one business and operate in one industry, developing, marketing, distributing and supporting
computer security solutions for large enterprises, governments, small and medium-sized business and consumers
through a network of qualified partners. We operate our business in five geographic
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regions: North America; Europe, Middle East and Africa, collectively referred to as EMEA; Japan; Asia-Pacific,
excluding Japan; and Latin America. See Note 19 to our consolidated financial statements for a description of
revenues, operating income and assets by geographic region.

We offer a comprehensive set of security solutions. The solutions include anti-virus, anti-spyware, anti-spam,
intrusion prevention, secure messaging, web filtering and vulnerability management. We offer policy management
tools to keep threat-protection systems up-to-date and allow companies to enforce security policies.

The majority of our net revenue has historically been derived from our McAfee Security anti-virus products and, until
the sale of the Sniffer product line in July 2004, our Sniffer Technologies network fault identification and application
performance management products. We have also focused our efforts on building a full line of complementary
network and system protection solutions. On the system protection side, we strengthened our anti-virus lineup by
adding complementary products in the anti-spam and host intrusion prevention categories, and through our June 2005
Wireless Security Corporation acquisition, we have strengthened our solution portfolio in our consumer and small
business segments. On the network protection side, we have added products in the network intrusion prevention and
detection category, and through our October 2004 Foundstone acquisition, vulnerability management products and
services.

In 2005, our net revenue was $987.3 million and net income was $138.8 million. See Management s Discussion and
Analysis of Financial Condition and Results of Operations.

Our two product groups, which are defined below, are McAfee System Protection Solutions and McAfee Network
Protection Solutions.

McAfee System Protection Solutions

McAfee system protection solutions help large enterprises, small and medium-sized businesses, consumers,
government agencies and educational organizations assure the availability and security of their computer desktops,
digital devices, application servers and web service platforms. The McAfee system protection solutions portfolio
features a range of products including anti-virus, anti-spyware, managed services, application firewalls and host
intrusion prevention. Each is backed by McAfee AVERT Labs, a leading threat research organization. A substantial
majority of our net revenue has historically been derived from our McAfee System Protection Solutions.

McAfee system protection solutions also include McAfee consumer security products, offering both traditional retail
products and on-line subscription services. Consumer retail and on-line subscription applications allow users to
protect their personal computers, or PCs, from malicious code and other attacks, repair PCs from damage caused by
viruses and spyware and block spam and other undesirable content. Our retail products are sold through retail outlets,
including Best Buy, CompUSA, Costco, Dixons, Fry s, Office Depot, Office Max, Staples, Wal-Mart and Yamada to
single users and small home offices in the form of traditional boxed product. These products include for-fee software
updates and technical support services. On-line subscription services are delivered through the use of an internet
browser at our McAfee Consumer Online web site, through multiple on-line service providers, such as AOL and
Comcast, and through original equipment manufacturers, or OEMs, such as Apple, Dell, Gateway/eMachines, NEC
and Toshiba, North America.

Our McAfee system protection solutions previously included our Magic Service Solutions product line, offering
management and visibility of desktop and server systems. In January 2004, we sold our Magic Solutions product line

to BMC Software.

McAfee Network Protection Solutions
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McAfee network protection solutions help enterprises, small businesses, government agencies, educational
organizations and service providers maximize the availability, performance and security of their network
infrastructure. The McAfee network protection solutions portfolio features a range of products including IntruShield
for network intrusion detection, Secure Content Management solutions for complete e-mail and web security and
prevention, and Foundstone for intrusion detection and prevention and vulnerability management.
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We acquired Foundstone on October 1, 2004. We continue to integrate Foundstone s products with our intrusion
prevention technologies and systems management capabilities to deliver enhanced risk management of prioritized
assets, automated shielding and risk remediation, and automated policy enforcement and compliance.

Our McAfee network protection solutions previously included our Sniffer Technologies product line, offering network
fault identification and application performance management products. In July 2004, we sold our Sniffer Technologies
product line to Network General Corporation.

Policy Management

Policy management tools keep threat-protection systems up-to-date and enforce security policies. Policy management
includes live threat information and identifying and dealing with rogue systems, and is a key element of complete
security protection.

Expert Services and Technical Support

We have established Professional Services and McAfee Technical Support to provide professional assistance in the
design, installation, configuration and support of our customers networks and acquired products. We offer a range of
consulting and educational services under both the McAfee and Foundstone banners.

McAfee Consulting Services provide product design and deployment with an array of standardized and custom
offerings. This business is organized around our major product groupings and also offers a range of classroom
education courses designed to enable customers and partners to successfully deploy and operate McAfee s security
products. Services are also available to help customers deal with security outbreaks and plan for the upgrade or
replacement of key parts of the security infrastructure.

Foundstone Consulting Services assist clients in the early assessment and design of their security and risk
architectures. Through research and innovation, the Foundstone Security Practice is able to advise government and
commercial organizations on the most effective counter measures required to meet business and legislative targets for
security and privacy. Foundstone Consulting Services are augmented by a range of classroom-based training courses
including the Ultimate Hacking Series.

The McAfee Technical Support program provides our customers on-line and telephone-based technical support in an
effort to ensure that our products are installed and working properly. During the first quarter of 2005, we reorganized
our technical support offerings to better meet our customers varying needs. McAfee Technical Support offers a choice
of Gold or Platinum support for our customers. In addition, for our legacy support customers only, we offer the

on-line ServicePortal or the telephone-based Connect. The services in these offerings have been incorporated into the
current Gold and Platinum Technical Support offerings. All Technical Support programs include software updates and
upgrades. Technical Support is available to all customers worldwide from various regional support centers.

McAfee Technical Support ServicePortal —Consists of a searchable knowledge base of technical solutions and
links to a variety of technical documents such as product FAQs and technical notes and the ability to submit and

track support cases online.

McAfee Gold Technical Support Provides unlimited, toll-free (where available) telephone access to technical
support 24 hours a day, 7 days a week and access to the McAfee Technical Support ServicePortal.

McAfee Platinum Technical Support  Offers proactive, personalized service and includes an assigned Technical
Account Manager, or TAM. Customers receive proactive support contact (telephone or e-mail) with
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customer-defined frequency, election of five designated customer contacts, access to all the services in McAfee
Gold Technical Support and the McAfee Technical Support ServicePortal.

In addition, we also offer our consumer users technical support services made available at our
www.mcafee.com website on both a free and fee-based basis, depending on the support level selected.

5

Table of Contents 11



Edgar Filing: McAfee, Inc. - Form 10-K

Table of Contents
Research and Development

We are committed to malicious code and vulnerability research through our McAfee AVERT Labs organization.
McAfee AVERT Labs conducts research in the areas of host intrusion prevention, network intrusion prevention,
wireless intrusion prevention, malicious code defense, security policy and management, high-performance assurance
and forensics and threats, attacks, vulnerabilities and architectures.

In April 2005, we sold the assets of McAfee Labs, our research and development organization focused on performing
research for government agencies, to SPARTA, Inc. McAfee will remain as the general contractor on certain of its
government contracts until government approval is obtained for SPARTA to be the general contractor.

Strategic Alliances

From time to time, we enter into strategic alliances with third parties to support our future growth plans. These
relationships may include joint technology development and integration, research cooperation, co-marketing activities
and sell-through arrangements. Strategic alliance partners include AOL, Cable and Wireless, Comcast, Dell, Gateway,
Telecom Italia, Telefonica and Wanadoo, among others. As part of our NTT DoCoMo alliance, we have jointly
developed technology to provide integrated anti-virus protection against mobile threats to owners of 3G FOMA
handsets.

Product Licensing Model

We typically license our products to corporate and government customers on a perpetual basis. Most of our licenses
are sold with maintenance contracts, and typically these are sold on an annual basis. As the maintenance contracts near
expiration, we contact customers to renew their contracts, as applicable. We typically sell perpetual licenses in
connection with sales of our hardware-based products in which software is bundled with the hardware platform.

For our largest customers (over 2,000 nodes) and government agencies, we also offer two-year term-based licenses.
Our two-year term licensing model also creates the opportunity for recurring revenue through the renewal of existing
licenses. By offering two-year licenses, as opposed to traditional perpetual licenses, we are also able to meet a lower
initial cost threshold for customers with annual budgetary constraints. We also offer one-year licensing arrangements
in Japan. The renewal process provides an opportunity to cross-sell new products and product lines to existing
customers. Term-based licenses for our customers with over 2,000 nodes accounts for less than 2% of our total
revenues in 2005.

On-Line Subscriptions and Managed Applications

For our on-line subscription services, customers essentially rent the use of our security services for a defined period of
time. Because our on-line subscription services are version-less, or self-updating, customers subscribing to these
services are capable of using the most recent version of the software application without the need to purchase product
updates or upgrades. Our on-line subscription consumer products and services are found at our www.mcafee.com web
site where consumers download our anti-virus application using their internet browser which allows the application to
detect and eliminate viruses on their PCs, repair their PCs from damage caused by viruses, optimize their hard drives
and update their PCs virus protection systems with current software updates and upgrades. Our www.mcafee.com
website also offers customers access to McAfee Personal Firewall Plus, McAfee SpamKiller and McAfee Privacy
Service, as well as combinations of these services. Our on-line subscription services are also available to customers
and small business through various relationships with internet service providers, or ISPs, such as AOL and Comcast,
and available through PC OEMs, such as Dell and Gateway. Our business model allows for ISPs to make McAfee
subscription services available as either a premium service or as a feature included in the ISP s service. At
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December 31, 2005, we had approximately 17.2 million McAfee consumer on-line subscribers, which includes on-line
customers obtained through our alliances with ISPs and OEMs.

Similarly, our small and medium-sized business on-line subscription products and services, or our Managed
VirusScan offerings, provide these customers the most up-to-date anti-virus software. Our Managed VirusScan service

provides anti-virus protection for both desktops and file servers. In addition, McAfee Managed Mail
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Protection screens emails to detect and quarantine viruses and infected attachments, and spam. Our McAfee Desktop
Firewall blocks unauthorized network access and stops known network threats.

We also make our on-line subscription products and services available over the internet in what we refer to as a
managed environment. Unlike our on-line subscription service solutions, these managed service providers, or MSP,
solutions are customized, monitored and updated by networking professionals for a specific customer.

Sales and Marketing

Our sales and marketing activities are directed at large corporate and government customers, small and medium-sized
accounts and consumers, as well as resellers, distributors, system integrators, internet service providers and OEMs
worldwide through the channels listed below.

Resellers and Distributors

The majority of our products are sold through partners, including corporate resellers, retailers, service providers,
original equipment manufacturers, or OEMs, and, indirectly, through distributors in all of our geographic regions. In
addition, our channel efforts include strategic alliances with complementary manufacturers and publishers to expand
our reach and scale. We currently utilize corporate resellers, including ASAP Software, CDW, Dell, Insight, Softmart,
Software House International and Software Spectrum, as well as network and systems integrators who offer our
solutions and sell site licenses of our software to corporate, small business and government customers.

Independent software distributors who currently supply our products include GE Access, Ingram Micro Inc., MOCA
and Tech Data Corp. These distributors supply our products primarily to large retailers, value-added resellers, or
VARs, mail order and telemarketing companies. Both through our authorized distributors and directly with certain
retail resellers either through a consignment model or a non-consignment model, we sell our retail packaged products
to several of the larger computer and software retailers, including Best Buy, CompUSA, Costco, Dixons, Fry s, Office
Depot, Office Max, Staples, Wal-Mart and Yamada. Members of our channel sales and marketing force work closely
with our major reseller and distributor accounts to manage demand generating activities, training, order flow, and
affiliate relationship management.

Our top ten distributors typically account for between 50% to 65% of our net revenues in any quarter. Our agreements
with our distributors are not exclusive and may be terminated by either party without cause. Terminated distributors
may not continue to sell our products. If one of our significant distributors terminated its relationship with us, we
could experience a significant interruption in the distribution of our products.

We utilize a sell-through business model for distributors under which we recognize revenue on products sold through
distributors at the time our distributors resell the products to their customers. Under this business model, our
distributors are permitted to purchase software licenses at the same time they fill customer orders and to pay for
hardware and retail products only when these products are resold to the distributors customers. In addition, prior to the
resale of our products, our distributors are permitted rights of return subject to varying limitations. After sale by the
distributor to its customer, there is generally no right of return from the distributor to us with respect to such product,
unless we approve the return from the final customer to the distributor.

Original Equipment Manufacturers
OEMs license our products for resale to end users or inclusion with their products. For example, we are a security

services provider for PC hardware manufacturers such as Apple, Dell, Gateway/eMachines and Toshiba. Depending
on the arrangement, OEMs may sell our software bundled with the PC or related services, pre-install our software and
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allow us to complete the sale, or sublicense a single version of our products to end users who must register the product
with us in order to receive updates.

United States Sales

Our United States sales force is organized by product line and customer segment. The majority of our customers are
served through reseller partners, while some of our largest accounts are handled by a direct sales
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organization. The sales organizations supporting our partners are also organized by product line. One set of sales
representatives focuses on the McAfee anti-virus installed base. A second focuses on our newer intrusion prevention
products and risk management. Small business customers are served exclusively through our reseller partners with a
channel organization responsible for lead generation and a channel support team responsible for partner training and
contract management.

International Sales

We have sales and support operations in EMEA, Japan, North America, Asia-Pacific (excluding Japan) and Latin
America. In 2005, 2004, and 2003 based on net revenue in our regions, revenues outside of North America accounted
for approximately 42%, 39% and 35% of our net revenues, respectively. Within our international sales regions, sales
forces are organized by country when and where local demand and sales force considerations make it advisable.

Other Marketing Activities

Channel marketing is the means by which we market, promote, train and incentivize our resellers and distributors to
promote our products to their end-user customers. We offer our resellers and distributors technical and sales training
classes and marketing and sales assistance kits. We also provide specific cooperative marketing programs for end-user
seminars, catalogs, demand creation and sales events.

One of the principal means of marketing our products and services is through the internet. Our website,
www.mcafee.com, supports marketing activities to our key customer and prospect segments, including home and
home office users, small and medium-sized businesses, large enterprises and our partner community. Our website
contains various marketing materials and information about our products and our customers can download and
purchase products. We also promote our products and services through advertising activities in trade publications,
direct mail campaigns and strategic arrangements. In addition, we attend trade shows, sponsor conferences and
publish a quarterly newsletter, which is mailed to existing and prospective customers.

We also market our products through the use of rebate programs. Within most countries we typically offer two types
of rebate programs, volume incentive rebates to strategic channel partners and promotional rebates to end-users. The
strategic channel partner earns a volume incentive rebate primarily based upon its sale of our products to end-users.

Customers

We primarily market our products to large corporate and government customers through resellers and distributors,
except for a very small number where we sell direct. Our two largest distributors, Ingram Micro Inc. and Tech Data
Corp., together accounted for approximately 33% of our net revenue in 2005.

We market our products to individual consumers directly through on-line distribution channels and indirectly through
traditional distribution channels, such as retail stores and OEMs. McAfee Consumer is responsible for on-line
distribution of our products sold to individual consumers over the internet or for internet-based products, including
products distributed by our on-line partners, and for the licensing of technology to strategic distribution partners for
sale to individual consumers, with certain exceptions.

Product Development, Investments, and Acquisitions
We believe that our ability to maintain our competitiveness depends in large part upon our ability to successfully

enhance existing products, develop and acquire new products and develop and integrate acquired products. The
market for computer software includes low barriers to entry, rapid technological change, and is highly competitive
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with respect to timely product introductions. As part of our growth strategy, we have made and expect to continue to
make acquisitions of, or investments in, complementary businesses, products and technologies.

In addition to developing new products, our internal development staff is focused on developing upgrades and updates
to existing products and modifying and enhancing any acquired products. Future upgrades and updates may
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include additional functionality to respond to user problems or address compatibility problems with new or changing
operating systems and environments.

For 2005, 2004 and 2003, we expensed $176.4 million, $172.7 million and $184.6 million, respectively, on research
and development as incurred. We also expensed in-process research and development totaling $4.0 million related to
the acquisition of Wireless Security Corporation in 2005, $5.7 million of related to IntruVert in 2003 and $0.9 million
related to Entercept in 2003. See Management s Discussion and Analysis of Financial Condition and Results of
Operations.
Manufacturing
We employ an outsourced manufacturing strategy that relies on contract manufacturers for manufacturing services.
Our manufacturing operations primarily consist of quality assurance of materials and components, subassemblies,
final assembly, and testing of products. We presently use a limited number of independent third-party companies to
provide manufacturing and fulfillment services related to assembly, test, and product repair. Our arrangements with
contract manufacturers generally provide for quality, cost, and delivery requirements, as well as manufacturing
process terms, such as continuity of supply, inventory management, flexibility regarding capacity, quality and cost
management, oversight of manufacturing, and conditions for use of our intellectual property. These arrangements
generally do not commit us to purchase any particular amount or any quantities beyond certain amounts covered by
orders or forecasts that we submit covering discrete periods of time.
Competition
The markets for our products are intensely competitive and are subject to rapid changes in technology. We also expect
competition to increase in the near-term. We believe that the principal competitive factors affecting the markets for
our products include, but are not limited to:

performance,

quality,

breadth of product group,

integration of products,

introduction of new products,

brand name recognition,

price,

market presence,

functionality,

innovation,

customer support,
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frequency of upgrades and updates,

reduction of production costs,

manageability of products and

reputation.
We believe that we compete favorably against our competitors in each of these areas. However, some of our
competitors have longer operating histories, greater brand recognition, stronger relationships with strategic channel
partners, larger technical staffs, established relationships with hardware vendors and/or greater financial, technical and

marketing resources. These factors may provide our competitors with an advantage in penetrating markets with their
network security and management products.
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System Protection Market. Our principal competitors in the anti-virus market are Symantec Corp., Computer
Associates International Inc. and Microsoft Corp., which expects to have its consumer security solution, that may

offer system and network protection products as enhancements to their operating systems, generally available in June
2006. Trend Micro Inc. remains the strongest competitor in the Asian anti-virus market and recently entered the

U.S. market. F-Secure Corporation, Dr. Ahn s Anti-Virus Lab, Panda Software and Sophos are also showing growth in
their respective markets.

Network Protection Market. Our principal competitors in the network protection market are Cisco Systems Inc.,
Computer Associates International Inc., Internet Security Systems Inc., Juniper Networks, Inc., Symantec Corp.,
Check Point Software Technologies Ltd. and 3Com Corporation. Qualys, Inc. and Internet Security Systems Inc. are
the strongest competitors for our Foundstone products and solutions.

Other Competitors. In addition to competition from large technology companies such as EMC Corp.,
Hewlett-Packard Co., IBM, Novell Inc. and Microsoft Corp., we also face competition from smaller companies and
shareware authors that may develop competing products.

Proprietary Technology

Our success depends significantly upon proprietary software technology. We rely on a combination of patents,
trademarks, trade secrets and copyrights to establish and protect proprietary rights to our software. However, these
protections may be inadequate or competitors may independently develop technologies or products that are
substantially equivalent or superior to our products. Often, we do not obtain signed license agreements from
customers who license products from us. In these cases, we include an electronic version of an end-user license in all
of our electronically distributed software and a printed license in the box for our products. Since none of these licenses
are signed by the licensee, many legal authorities believe that such licenses may not be enforceable under the laws of
many states and foreign jurisdictions. In addition, the laws of some foreign countries either do not protect these rights
at all or offer only limited protection for these rights. The steps taken by us to protect our proprietary software
technology may be inadequate to deter misuse or theft of this technology. For example, we are aware that a substantial
number of users of our anti-virus products have not paid any license or support fees to us.

Employees

As of December 31, 2005, we employed approximately 3,290 individuals worldwide. With limited exceptions, none
of our employees are represented by a labor union. We consider the relationships with our employees to be positive.
Competition for qualified management and technical personnel is intense in the software industry. Our continued
success depends in part upon our ability to attract, assimilate and retain qualified personnel. To date, we believe that
we have been successful in recruiting qualified employees, but there is no assurance that we will continue to be
successful in the future.

Special Note Regarding Forward-Looking Statements in This Report

This Annual Report on Form 10-K contains forward-looking statements that involve risks and uncertainties. All
forward-looking statements included in this Report on Form 10-K are based on information available to us on the date
hereof. These statements involve known and unknown risks, uncertainties and other factors, which may cause our
actual results to differ materially from those implied by the forward-looking statements. Although we believe that the
expectations reflected in the forward-looking statements are reasonable, we cannot guarantee future results, levels of
activity, performance or achievements. Therefore, actual results may differ materially and adversely from those
expressed in any forward-looking statements. Neither we nor any other person can assume responsibility for the
accuracy and completeness of forward-looking statements. Important factors that may cause actual results to differ
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from expectations include, but are not limited to, those discussed in Risk Factors beginning immediately hereafter. We
undertake no obligation to revise or update publicly any forward-looking statements for any reason.
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These statements include, without limitation, statements regarding our expectations, beliefs, intentions or strategies
regarding the future. Forward-looking statements in the Report include, but are not limited to, statements about the
following matters:

future investments in complementary businesses, products and technologies;

our expectation that our financial results will continue to fluctuate;

our expectation that international revenue will remain a significant percentage of our net revenue;

our expectation that both product and pricing competition will increase;

our expectation that product-related expenses will increase;

expectations about future sales to our top ten distributors and our sales efforts through the channel and other
partners;

our future dividend policy;

the expected geographic composition of our future revenues;
our expected future revenue mix;

the anticipated future trend of specific categories of expenses;

the expected future impact of the adoption of Statement of Financial Accounting Standard No. 123R
Share-Based Payment on our results or operations;

our expected future level of DSOs; and

our expected ability to meet our obligations through available cash and internally generated funds, our
expectation of generating positive working capital through operations, and our belief as to working capital being
sufficient to meet our cash requirements in future periods.

In some cases, you can identify other forward-looking statements in the Report by terminology such as may,  will,
should, could, expects, plans, anticipates, believes, estimates, predicts, potential, targets, goals,
variations of such words, similar expressions, or the negative of these terms or other comparable terminology.

Item 1A. Risk Factors

Investing in our common stock involves a high degree of risk. The risks described below are not the only ones facing
our company. Additional risks not presently known to us or that we deem immaterial may also impair our business
operations. Any of the following risks could materially adversely affect our business, operating results and financial
condition and could result in a complete loss of your investment.

Our Financial Results Will Likely Fluctuate, Making It Difficult for Us to Accurately Estimate Operating
Results.
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Our revenues and operating results have varied significantly in the past. We expect fluctuations in our operating
results to continue. Also, we believe that period-to-period comparisons of our financial results should not be relied
upon as an indicator of our future results. Our expenses are based in part on our expectations regarding future
revenues, making expenses in the short term relatively fixed. We may be unable to adjust our expenses in time to
compensate for any unexpected revenue shortfall.

Factors that may cause our revenues, gross margins and operating results to fluctuate significantly from period to
period, include, but are not limited to:

introduction of new products, product upgrades or updates by us or our competitors;

revenue recognition which may be influenced by volume, size, timing and contractual terms of new licenses and
renewals of existing licenses;

11
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the mix of products we sell and services we offer and whether (i) our products are sold directly by us or
indirectly through distributors, resellers, ISPs such as AOL, OEMs such as Dell, and others, (ii) the product is
hardware or software based and (iii) in the case of software licenses, the licenses are perpetual licenses or
time-based subscription licenses;

changes in our supply chains and product delivery channels, which may result in product fulfillment delays;

personnel limitations, which may adversely impact our ability to process the large number of orders that
typically occur near the end of a fiscal quarter;

costs or charges related to our acquisitions or dispositions, including our acquisition of Wireless Security
Corporation in June 2005 and the dispositions of our McAfee Labs assets;

the components of our revenue that are deferred, including our on-line subscriptions and that portion of our
software licenses attributable to support and maintenance;

stock-based compensation expense, which we will begin recognizing for our stock-based compensation plans in
the first quarter of 2006;

costs and charges related to certain events, including Sarbanes-Oxley compliance efforts, litigation, relocation
of personnel and previous financial restatements;

changes in generally accepted accounting principles;
our ability to effectively manage our operating expense levels; and
factors that lead to substantial declines in estimated values of long-lived assets below their carrying value.

Although a significant portion of our revenue in any quarter comes from previously deferred revenue, a meaningful
part of our revenue in any quarter depends on contracts entered into or orders booked and shipped in that quarter.
Historically, we have experienced more product orders, and therefore, a higher percentage of revenue shipments, in
the last month of a quarter. Some customers believe they can enhance their bargaining power by waiting until the end
of a quarter to place their order. Any failure or delay in the closing of new orders in a given quarter could have a
material adverse effect on our quarterly operating results. For example, during the fourth quarter of 2005, we failed to
meet our previously issued revenue and earnings guidance due in part to incorrect assumptions regarding in-period
realization of fourth quarter bookings, a higher proportion of sales involving ratable revenue or multi-year support and
more large, multi-product, multi-year enterprise transactions that resulted in lower recognition of up-front revenue. In
addition, a significant portion of our revenue is derived from product sales through our distributors. We recognize
revenue on products sold by our distributors when distributors sell our products to their customers. To determine our
business performance at any point in time or for any given period, we must timely and accurately gather sales
information from our distributors information systems at an increased cost to us. Our distributors information systems
may be less accurate or reliable than our internal systems. We may be required to expend time and money to ensure
that interfaces between our systems and our distributors systems are up to date and effective. As our reliance upon
interdependent automated computer systems continues to increase, a disruption in any one of these systems could
interrupt the distribution of our products and impact our ability to accurately and timely recognize and report revenue.
Further, as we increasingly rely upon third-party manufacturers to manufacture our hardware-based products, our
reliance on their ability to provide us with timely and accurate product cost information exposes us to risk. A failure of
our third-party manufacturers to provide us with timely and accurate product cost information may impact our costs of
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goods sold and negatively impact our ability to accurately and timely report revenue.

Because we expect these trends to continue, it is difficult for us to accurately estimate operating results prior to the
end of a quarter.

We Face Risks in Connection With the Material Weakness Resulting From Our Sarbanes-Oxley Section 404
Management Report and Any Related Remedial Measures That We Undertake.

In conjunction with (i) our ongoing reporting obligations as a public company and (ii) the requirements of Section 404
of the Sarbanes-Oxley Act that management report as of December 31, 2005 on the effectiveness of our

12
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internal control over financial reporting and identify any material weaknesses in our internal control over financial
reporting, we engaged in a process to document, evaluate and test our internal controls and procedures, including
corrections to existing controls and additional controls and procedures that we may implement. As a result of this
evaluation and testing process, our management identified a material weakness in our internal control over financial
reporting relating to the financial close process. See Item 9A in the Annual Report on Form 10-K for the year ended
December 31, 2005 for additional disclosure about the material weakness. In response to the material weakness in our
internal control over financial reporting, we have implemented and will continue to implement, additional controls and
procedures, including automating many of our controls and financial reporting processes, re-engineering our close
process, standardizing our worldwide policies and procedures and continuing to hire accounting and finance personnel
where appropriate. In addition, in connection with the settlement of the SEC s formal investigation into our accounting
practices, we are required to appoint an independent consultant to conduct a one-time, comprehensive review of our
internal accounting and financial reporting controls, among other matters. These efforts could result in increased cost
and could divert management attention away from operating our business. As a result of the identified material
weakness, even though our management believes that our efforts to remediate and re-test our internal control
deficiencies have resulted in the improved operation of our internal control over financial reporting, we cannot be
certain that the measures we have taken or we are planning to take will sufficiently and satisfactorily remediate the
identified material weakness in full.

In future periods, if the process required by Section 404 of the Sarbanes-Oxley Act reveals further material
weaknesses or significant deficiencies, the correction of any such material weakness or significant deficiency could
require additional remedial measures which could be costly and time-consuming. In addition, the discovery of further
material weaknesses could also require the restatement of prior period operating results. If a material weakness exists
as of a future period year-end (including a material weakness identified prior to year-end for which there is an
insufficient period of time to evaluate and confirm the effectiveness of the corrections or related new procedures), our
management will be unable to report favorably as of such future period year-end to the effectiveness of our control
over financial reporting. If we are unable to assert that our internal control over financial reporting is effective in any
future period (or if our independent auditors are unable to express an opinion on the effectiveness of our internal
controls), or if we continue to experience material weaknesses in our internal control over financial reporting, we
could lose investor confidence in the accuracy and completeness of our financial reports, which would have an
adverse effect on our stock price and potentially subject us to litigation.

If We Fail to Effectively Upgrade Our Information Technology System, We May Not Be Able to Accurately
Report Our Financial Results or Prevent Fraud.

As part of our efforts to continue improving our internal control over financial reporting, we plan to upgrade our
existing SAP information technology system during 2006 in order to automate certain controls that are currently
performed manually. We may experience difficulties in transitioning to new or upgraded systems, including loss of
data and decreases in productivity as personnel become familiar with new systems. In addition, our management
information systems will require modification and refinement as we grow and as our business needs change, which
could prolong difficulties we experience with systems transitions, and we may not always employ the most effective
systems for our purposes. If we experience difficulties in implementing new or upgraded information systems or
experience significant system failures, or if we are unable to successfully modify our management information
systems and respond to changes in our business needs, our operating results could be harmed or we may fail to meet
our reporting obligations. In addition, as a result of the automation of these manual processes, the data produced may
cause us to question the accuracy of previously reported financial results.

We Face Risks Related to Our International Operations.
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During 2005, net revenue in our operating regions outside of North America represented approximately 42% of our
net revenue. We intend to continue our focus on international growth and expect international revenue to remain a
significant percentage of our net revenue.

Risks related to international operations include:

longer payment cycles and greater difficulty in collecting accounts receivable;
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increased costs and management difficulties related to the growth and operation of our international sales and
support organization;

our ability to successfully establish, manage and staff shared service centers for worldwide sales finance and
accounting operations centralized from locations in the U.S. and Europe;

our ability to adapt to sales and marketing practices and customer requirements in different cultures;
our ability to successfully localize software products for a significant number of international markets;
compliance with more stringent consumer protection and privacy laws;

currency fluctuations, including weakness of the U.S. dollar relative to other currencies, or the strengthening of
the U.S. dollar that may have an adverse impact on revenues, financial results and cash flows and risks related
to hedging strategies;

enactment of additional regulations or restrictions on the use, import or export of encryption technologies,
which would delay or prevent the acceptance and use of encryption products and public networks for secure
communication;

political instability in both established and emerging markets;

tariffs, trade barriers and export restrictions;

a high incidence of software piracy in some countries; and

international labor laws and our relationship with our employees and regional work councils.

We Are Subject to Intense Competition in the System and Network Protection Markets, and We Expect to Face
Increased Competition in the Future.

The markets for our products are intensely competitive and we expect both product and pricing competition to
increase. As competition increases, we expect increases in our product-related expenses, including increased product
rebates, marketing development funds and strategic channel partner revenue-sharing agreements. Some of our
competitors have longer operating histories, have more extensive international operations, greater name recognition,
larger technical staffs, established relationships with hardware vendors and/or greater financial, technical and
marketing resources. We face competition in specific product markets. Principal competitors include:

in the system protection market, which includes our anti-virus and risk assessment and vulnerability
management solutions, Symantec Corp., Computer Associates International Inc. and Microsoft Corp. Trend
Micro Inc. remains the strongest competitor in the Asian anti-virus market and has recently entered the

U.S. market. F-Secure Corporation, Dr. Ahn s Anti-Virus Lab, Panda Software and Sophos are also showing
growth in their respective markets; and

in the network protection market, which includes our other intrusion detection and protection products, Cisco
Systems Inc., Computer Associates International Inc., Internet Security Systems Inc., Juniper Networks, Inc.,
Symantec Corp. and 3Com Corporation. Qualys and Internet Security Systems Inc. are the strongest competitors
for our Foundstone products and solutions.
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Other competitors for our various products could include large technology companies. We also face competition from
numerous smaller companies and shareware authors that may develop competing products.

A significant portion of our revenue comes from our consumer business. We will continue to focus on growth in this
segment both directly and through relationships with ISPs such as AOL and Comcast, and PC OEMs, such as Dell and
Gateway. As competition in this market increases, we may experience pricing pressures from both our competitors
and partners which may have a negative effect on our ability to sustain our revenue and market share growth. In
addition, as our consumer business becomes more dependent upon the ISP model, our direct on-line revenue may
suffer and our retail box business may also continue to decline. Furthermore, as penetration of the consumer anti-virus
market through the ISP model increases, this market may become saturated.
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Increasingly, our competitors are large vendors of hardware or operating system software. These competitors are
continuously developing or incorporating system and network protection functionality into their products. For
example, in the first quarter of 2006 Microsoft announced that it intends to releases its consumer security solution in
June 2006 and continues to execute on its announced plans to boost the security functionality of its Windows platform
through its acquisition of managed service provider FrontBridge Technologies, anti-virus provider Sybari Software,
Inc. and anti-spyware provider GIANT Company Software. Through its acquisitions of Okena, Inc., Riverhead
Networks and NetSolv, Cisco Systems Inc. may incorporate functionality that competes with our content filtering and
anti-virus products. In addition, Juniper Networks, Inc. acquired Netscreen Technologies.

The widespread inclusion of products that perform the same or similar functions as our products within computer
hardware or other companies software products could reduce the perceived need for our products or render our
products obsolete and unmarketable. Furthermore, even if these competitors incorporated products are inferior or more
limited than our products, customers may elect to accept the incorporated products rather than purchase our products.
Or, if our competitors products are offered at significant discounts to our prices or for free, we may be unable to
respond competitively, or may have to significantly reduce our prices which would negatively impact our revenue. In
addition, the software industry is currently undergoing consolidation as firms seek to offer more extensive suites and
broader arrays of software products, as well as integrated software and hardware solutions. This consolidation may
negatively impact our competitive position.

We Rely Heavily on Our Intellectual Property Rights Which Offer Only Limited Protection Against Potential
Infringers.

We rely on a combination of contractual rights, trademarks, trade secrets, patents and copyrights to establish and
protect proprietary rights in our software. However, the steps taken by us to protect our proprietary software may not
deter its misuse, theft or misappropriation. Competitors may independently develop technologies or products that are
substantially equivalent or superior to our products or that inappropriately incorporate our proprietary technology. We
are aware that a substantial number of users of our anti-virus products have not paid any registration or license fees to
us. Certain jurisdictions may not provide adequate legal infrastructure for effective protection of our intellectual
property rights. Changing legal interpretations of liability for unauthorized use of our software or lessened sensitivity
by corporate, government or institutional users to avoiding infringement of intellectual property could also harm our
business.

We Face Risks Related to Our Strategic Alliances.

Through our strategic alliances we may from time to time license technology from third parties to integrate or bundle
with our products or we may license out our technology for others to integrate or bundle with their products. We may
not realize the desired benefits from our strategic alliances on a timely basis or at all. We face a number of risks
relating to our strategic alliances, including the following:

Strategic alliances require significant coordination between the parties involved. To be successful, our alliances
may require the integration of other companies products with our products, which may involve significant time
and expenditure by our technical staff and the technical staff of our strategic allies.

Our agreements with our strategic alliances are terminable without cause with no or minimal notice or penalties.
We may expend significant time, money and resources to further relationships with our strategic alliances that

are thereafter terminated.

The integration of products from different companies may be more difficult than we anticipate, and the risk of
integration difficulties, incompatible products and undetected programming errors or bugs may be higher than
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that normally associated with new products.

Our sales force and our marketing and professional services personnel may require additional training to market
products that result from our strategic alliances. The marketing of these products may require additional sales
force efforts and may be more complex than the marketing of our own products.

We may be required to share ownership in technology developed as part of our strategic alliances.
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We Face Product Development Risks Associated with Rapid Technological Changes in Our Market.
The markets for our products are highly fragmented and characterized by ongoing technological developments,
evolving industry standards and rapid changes in customer requirements. Our success depends on our ability to timely
and effectively:
offer a broad range of network and system protection products;
enhance existing products and expand product offerings;
extend security technologies to additional digital devices such as mobile phones and personal digital assistants;
respond promptly to new customer requirements and industry standards;
provide frequent, low cost upgrades and updates for our products;

maintain quality; and

remain compatible with popular operating systems such as Linux, Windows XP, and Windows NT, and develop
products that are compatible with new or otherwise emerging operating systems.

We may experience delays in product development as we have at times in the past. Complex products like ours may
contain undetected errors or version compatibility problems, particularly when first released, which could delay or
harm market acceptance. The widespread inclusion of products that perform the same or similar functions as our
products within the Windows platform could reduce the perceived need for our products. For example, in the first
quarter of 2006 Microsoft announced that it intends to release its consumer security solution in June 2006 and
continues to execute on its announced plans to boost the security functionality of its Windows platform. Even if these
incorporated products are inferior or more limited than our products, customers may elect to accept the incorporated
products rather than purchase our products. The occurrence of these events could negatively impact our revenue.

We Face Risks Associated with Past and Future Acquisitions.

We may buy or make investments in complementary companies, products and technologies. For example, in October
2004 we acquired Foundstone to bolster our risk assessment and vulnerability management capabilities and in June
2005 we acquired Wireless Security Corporation to continue to develop their patent-pending technology, to introduce
a new consumer wireless security offering, and to integrate the technology into our small business managed solution.
We may not realize the anticipated benefits from the Foundstone and Wireless Security Corporation acquisitions.

Integration

Integration of an acquired company or technology is a complex, time consuming and expensive process. The
successful integration of an acquisition requires, among other things, that we:

integrate and retain key management, sales, research and development and other personnel;
integrate the acquired products into our product offerings both from an engineering and sales and marketing

perspective;
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integrate and support preexisting supplier, distribution and customer relationships;
coordinate research and development efforts; and

consolidate duplicate facilities and functions and integrate back-office accounting, order processing and support
functions.

The geographic distance between the companies, the complexity of the technologies and operations being integrated
and the disparate corporate cultures being combined may increase the difficulties of integrating an acquired company
or technology. Management s focus on the integration of operations may distract attention from
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our day-to-day business and may disrupt key research and development, marketing or sales efforts. In addition, it is
common in the technology industry for aggressive competitors to attract customers and recruit key employees away
from companies during the integration phase of an acquisition.

Internal Controls, Policies and Procedures

Acquired companies or businesses are likely to have different standards, controls, contracts, procedures and policies,
making it more difficult to implement and harmonize company-wide financial, accounting, billing, information and
other systems.

Open Source Software

Products or technologies acquired by us may include so-called open source software. Open source software is
typically licensed for use at no initial charge, but imposes on the user of the open source software certain requirements
to license to others both the open source software as well as the software that relates to, or interacts with, the open
source software. Our ability to commercialize products or technologies incorporating open source software or
otherwise fully realize the anticipated benefits of any such acquisition may be restricted because, among other
reasons:

open source license terms may be ambiguous and may result in unanticipated obligations regarding our
products;

competitors will have improved access to information that may help them develop competitive products;
open source software cannot be protected under trade secret law;

it may be difficult for us to accurately determine the developers of the open source code and whether the
acquired software infringes third-party intellectual property rights; and

open source software potentially increases customer support costs because licensees can modify the software
and potentially introduce errors.

Use of Cash and Securities

Our available cash and securities may be used to acquire or invest in companies or products, possibly resulting in
significant acquisition-related charges to earnings and dilution to our stockholders. For example, in June 2005 we used
approximately $20.2 million to acquire Wireless Security Corporation. Moreover, if we acquire a company, we may
have to incur or assume that company s liabilities, including liabilities that may not be fully known at the time of
acquisition.

We Face Manufacturing, Supply, Inventory, Licensing and Obsolescence Risks Relating to Our Products.
Third-Party Manufacturing

We rely on a small number of third parties to manufacture some of our hardware-based network protection and system
protection products. We expect the number of our hardware-based products and our reliance on third-party
manufacturers to increase as we continue to expand our portfolio of hardware-based network protection and system

protection products. Reliance on third-party manufacturers, including software replicators, involves a number of risks,
including the lack of control over the manufacturing process and the potential absence or unavailability of adequate
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capacity. If any of our third-party manufacturers cannot or will not manufacture our products in required volumes on a
cost-effective basis, in a timely manner, at a sufficient level of quality, or at all, we will have to secure additional
manufacturing capacity. Even if this additional capacity is available at commercially acceptable terms, the
qualification process could be lengthy and could cause interruptions in product shipments. The unexpected loss of any
of our manufacturers would be disruptive to our business. Furthermore, supply disruptions or cost increases could
increase our costs of goods sold and negatively impact our financial performance. For example, if the price to us of
our hardware-based products increased and we were unable to offset the price increase, then the increased cost to us of
selling the product could reduce our overall profitability.
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Our products contain critical components supplied by a single or a limited number of third parties. Any significant
shortage of components or the failure of the third-party supplier to maintain or enhance these products could lead to
cancellations of customer orders or delays in placement of orders.

Third-Party Licenses

Some of our products incorporate software licensed from third parties. We must be able to obtain reasonably priced
licenses and successfully integrate this software with our hardware. In addition, some of our products may include

open source software. Our ability to commercialize products or technologies incorporating open source software may
be restricted because, among other reasons, open source license terms may be ambiguous and may result in
unanticipated obligations regarding our products.

Obsolescence

Hardware-based products may face greater obsolescence risks than software products. We could incur losses or other
charges in disposing of obsolete inventory.

Product Fulfillment

We typically fulfill delivery of our hardware-based products from centralized distribution centers. We have in the past
and may in the future make changes in our product delivery network. Changes in our product delivery network may
disrupt our ability to timely and efficiently meet our product delivery commitments, particularly at the end of a
quarter. As a result, we may experience increased costs in the short term as temporary delivery solutions are
implemented to address unanticipated delays in product delivery. In addition, product delivery delays may negatively
impact our ability to recognize revenue if shipments are delayed at the end of a quarter.

False Detection of Viruses and Actual or Perceived Security Breaches Could Adversely Affect Our Business.

Our anti-virus software products have in the past, and these products and our intrusion protection products may at
times in the future, falsely detect viruses or computer threats that do not actually exist. These false alarms, while
typical in the industry, may impair the perceived reliability of our products and may therefore adversely impact
market acceptance of our products. In addition, we have in the past been subject to litigation claiming damages related
to a false alarm, and similar claims may be made in the future. An actual or perceived breach of network or computer
security at one of our customers, regardless of whether the breach is attributable to our products, could adversely
affect the market s perception of our security products.

We Face a Number of Risks Related to Our Product Sales Through Intermediaries.

We sell a significant amount of our products through intermediaries such as distributors, PC OEMs, ISPs and other
strategic channel partners, referred to collectively as distributors. Our top ten distributors typically represent
approximately 50% to 65% of our net sales in any quarter. We expect this percentage to increase as we continue to
focus our sales efforts through the channel and other partners. Our two largest distributors, Ingram Micro Inc. and

Tech Data Corp., together accounted for approximately 33% of our net revenue in 2005.

Sale of Competing Products
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Our distributors may sell other vendors products that are complementary to, or compete with, our products. While we
have instituted programs designed to motivate our distributors to focus on our products, these distributors may give
greater priority to products of other suppliers, including competitors. Our ability to meaningfully increase the amount
of our products sold through our distributors depend on our ability to adequately and efficiently support these
distributors with, among other things, appropriate financial incentives to encourage pre-sales investment and sales
tools, such as online sales and technical training as product collateral needed to support their customers and
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prospects. Any failure to properly and efficiently support our distributors may result in our distributors focusing more
on our competitors products rather than our products and thus in lost sales opportunities.

Loss of a Distributor

The agreements with our distributors, such as Dell, Ingram Micro Inc., Tech Data Corp. and AOL, are generally
terminable by either party without cause with no or minimal notice or penalties. We may expend significant time,
money and resources to further relationships with our distributors that are thereafter terminated. If one of our
significant distributors terminates its agreement with us, we could experience a significant interruption in the
distribution of our products. In addition, our business interests and those of our distributors may diverge over time,
which might result in conflict, termination or a reduction in collaboration. For example, our relationsh