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Safe Harbor
Statements contained in this presentation, other than statements of 
historical fact, may be deemed “forward-looking statements” and are 
made pursuant to the safe-harbor provisions of the private securities 
litigation reform act of 1995. These can include statements regarding 
growth and financial performance, financial outlook, strategic and 
operational plans, target markets, strategic priorities, potential benefits of 
Sonic's partnerships, Sonic's ability to strengthen relationships with 
content owners, distribution partners and end users, opportunities for 
Sonic arising from its strategic position within the personal and 
professional content digital media ecosystems, the next generation high 
definition format, and the download and burn business model.  All 
forward-looking statements are based on current information and 
expectations and are inherently subject to change. Actual results may 
differ materially and adversely to those in our forward-looking statements 
due to various factors. 
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Sonic Enables Consumer Content
PersonalPremium

$80-90M+$20M+
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Personal Content Business

Enabling personal content 
creation, enjoyment and 

distribution on connected devices
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Retail
23%

Web Services
2%

Direct
24%

OEM
51%

Roxio Revenue by Channel

*As of June 30, 2009.

~50 Million copies 
of Roxio software 

ship each year

Roxio software is in 
15,000 retail stores
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Roxio
58%

Nero Inc
16%

Bling
14%

Valusoft (THQ)
4%

Nova
1%

Corel
1%

Other
6%

Y/Y Increase of 32.4%

*NPD Group, June 2009.  Excludes Wal*Mart, Sam’s Club and Costco.

Category Exclusivity 
at Costco, Sam’s 

Club and Wal*Mart

Roxio Brand Dominates US Retail
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Roxio Business Model

• Enable PC/CE OEM hardware with 
Roxio-branded digital media software 
and services

• Leverage Roxio brand channel 
position to maximize up/cross sell 
opportunities

• Extend consumer relationship from 
PC software purchase to online 
service revenue stream
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Ongoing Opportunities

• Developing for next generation platforms
– Netbooks,

– Win 7, Android 

– Multi-Touch Systems

• Gaining market share retail
– Category exclusivity at Wal*Mart, Costco and 

Sam’s Club

• Leveraging 300M+ installed base
– Cloud-based data recovery, 

– PhotoShow, 

– CinePlayer, 

– Easy VHS to DVD
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Roxio Powers Investments in 
Premium Content Growth Opportunities

Roxio Operating 
Margin > 20%
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Premium Content Business

Powering Premium Content 
Distribution Across the Digital 

Device Ecosystem
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Growth Strategy
Enable Consumers to Buy and Play Premium 

Content – Anywhere, Anytime
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Domestic Home Video Transactions

Blu-Ray Sales
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DVD Sales
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Domestic Home Video Transactions

Combined Disc 
Sales

Digital

The Movie Download Opportunity

*Morgan Stanley, January 2009

Sonic will capture 
share as digital 

distribution expands

5-Year CAGR:

114%
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Transitioning from Web Destination… 
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Retailers

Portable media players
PCs

BD players

Connected TVs

…to an Ecosystem

TiVo/DVR/STBs

Smart Phones
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Creating Value Throughout the Ecosystem

For Retailers: offer movies that 
are compatible with a broad 
number of devices

For Studios: open up non-Apple channels

For PC and CE Device Makers: develop 
branded stores that drive hardware sales 
and downstream revenue
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Premium Content Providers

New Movies

Streaming

Downloads

Retailer-friendly

CE device support

PC pre-load support  

Co-branded support 
(3rd party web sites)

Qflix DVD Burning

only only
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Retailers & CE Partners Want It All

In Theaters

Hospitality

VOD Window

Pay TV Window

Broadcast TV Window(lasts 1-2 years)

(lasts 5-6 months)

Movie
Release Date

DVD Release
+6 months

HBO Window
+1 year

TV Window
+3 years

(lasts 2-4 years)

Release windows drive demand for CinemaNow & Netflix 

DVD Releases Post-Cable



SONIC SOLUTIONS

Demo
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Our Model
• Use content to drive software & IP licensing

– PC applications for consumers
– SDKs for CE devices
– Qflix IP

• Power 3rd party content services
– Blockbuster, Dell, movie studios, among others

• Leverage scale to drive margin from content
– Transactional margins improve with volume

• Provide full-line of Roxio-branded, Hollywood 
to Home, digital media offering for consumers
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1,000

10,000

100,000

1,000,000

A New Growth Opportunity

Growth 
driven by 
CD format

Growth 
driven by 

DVD format

Future driven by 
digital content 

delivery

S
on

ic
 R

ev
en

ue
 (t

ho
us

an
ds

)
In

ce
pt

io
n 

to
 D

at
e

*Not actual projections – directional indication.
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Thank You
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