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Forward Looking Statements

During the course of this presentation, we may make projections
or other forward looking statements regarding future events or the
future financial performance of Harmonic. Such statements are
only predictions and actual events or results may differ materially.
We refer you to Harmonic’s filings with the SEC, particularly our
recent Reports on Form 10-K and 10-Q. These documents identify
Important risk factors that could cause actual results to differ
materially from our projections or forward looking statements. We
will also present financial metrics determined on a “non-GAAP”
basis. These items, together with the corresponding GAAP
numbers and a reconciliation to GAAP, are contained in this
presentation and earnings press releases on our website at
www.harmonicinc.com.



Harmonic’'s Mission

Enable experiences

through integrated solutions with unrivaled flexibility and efficiency
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Customer Challenges
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Harmonic understands that the challenges our customers face with delivering video to their customers is similar to their general business challenges – the complexity of incorporating the latest technologies to improve delivery of their core products or services, but at a manageable cost.  

The video delivery business must react quickly to the sheer volume of content that is being generated, to make it available to the viewer on the latest viewing devices available – from traditional televisions to new ultra high definition televisions down to computers, tablets, and smartphones.  

In the next five years, video will be more that 85% of all Internet content.  Most of it will be delivered over IP.  That creates unique challenges in the video delivery infrastructure – how to satisfy all that content, how to carry it economically with minimum complexity while leveraging the new technologies available.  


Harmonic’s Video Solutions
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How does Harmonic help out customers with their challenges and make their daily lives better?  Harmonic thinks about video end to end, glass to glass, from when the video signal leaves the video camera to when it leaves the service provider and is sent to the viewing device.  Harmonic provides solutions from contribution through production and playout, through primary distribution, content and service delivery, and into the cable edge and multi-screen, and for all types of service providers.  Harmonic thinks end-to-end and provides a complete solution for video delivery.  

We are there to help our customers address these challenges:
We understand that there’s a proliferation of content sources, from professional cameras to handheld cameras to smartphones taking video and these require efficient ways of being ingested into the production stream.  
We understand the nature and volume of content is accelerating exponentially and this requires more efficient ways of working with this content to produce quality programs.
We understand that not only is the consumer’s appetite for content insatiable, but so is the need for flexibility in viewing devices.  Harmonic works closely with service providers to provide them with the latest and most efficient technologies so they can provide consumer with what they want, as well as where and when they want it.  

Harmonic is continually working to provide the most innovative products while reducing the complexity of using those products, both alone and with others in the workflow – at a price that provides the best value for our customers.  



Where We Lead the Market
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We talk a lot about Harmonic being a leader and everyone at Harmonic should think that way, because we truly believe we provide the best as well as the leading-edge capabilities and products to our customers.  

To have external reinforcement of that belief is validating, both to Harmonic employees but more importantly, to our customers.  Key industry analysts see Harmonic as both a leader in the technology and as the market share leader, across the board, in all the market categories we participate.  

We’re number one in broadcast playout servers.  We’re number one in pay TV encoders.  We’re number one in IPTV headends.  We lead in cable edge QAMs.  And that’s not according to us.  That’s according to people who see products from all our competitors, such as Frost & Sullivan, MRG, and Infonetics.  

Where there’s a market that we participate in, we look to be the leader.  
You might ask why we do not call out a Multi-screen leadership position.  Today there is no award given for multi-screen leadership; if there were, Harmonic certainly would be #1 in that market as well.  

Harmonic has the momentum in the marketplace, which should provide our customers with the security that they’re partnering with the right company with the right products for their video delivery infrastructure needs.  




Customers
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Harmonic’s customer list represents a veritable who’s who in the video industry.  From the best and brightest in broadcast and media, and new media providing OTT services through the best paid TV services in cable, telco, and satellite, Harmonic is a key supplier to each of these companies.  

There are companies you might know who are customers and don’t appear on this list.  Some of our customers prefer to stay unnamed – they don’t like to say publicly what they’re doing, for competitive reasons.  

However, needless to say, Harmonic sells to the best in the industry.
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Strategic Growth Plan
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Grow Marketshare

$Million,
Pro forma
. $200 -
© Broadcast & media $176 4169
— Recentwins into 3oftop 5 g0 -
U.S. broadcasters $124

© Pay TV service providers $120 -

— Growing subscriber base
Internationally

© Competitive
— Fragmented market
— Industry consolidation $0 -
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Broadcast & Media Revenue
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© Next-generation video compression

— New innovation for MPEG-2 and
MPEG-4 (AVC) compression

— First demonstration of Live HEVC at
IBC

— TATA launched HEVC-enabled cloud
transcoding on Harmonic

© Ultra HD

— HDMI 2.0 standard finalized

— Key demonstrations included
Sky Deutschland

— Japan 2020 and 8K




Z/‘—* Huge Upside for Launch of Fox
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Fox Sports 1 takes aim at
ESPN's throne; UFC will be key
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TAM Expansion

© CCAP
— $2B vs. $400M QAM market

© Multiscreen
— Small but growing

© Emerging markets — international
— Highest subscriber growth
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TAM Expansion

© Converged Cable Access Platform
(CCAP)

— Estimated $2B annual market*

— Downstream functionality and platform
qualified

— Deployments underway
— Solid order pipeline
— First CMTS interoperability tested

*Forecast per Infonetics Feb. 2013



Cable Head End - Today
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Downstream Data
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Networking Performance,
Simplicity, & Flexibility

Networking Complexity —
“N” Routers + WAN Router
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Q3 2013: Revenue Mix

Revenues $122.9M

Geography

M U.S.
M International

Products

i Cable Edge

i Video Processing

® Production & Playout
® Services

Markets

H Cable
M Broadcast & Media
H Satellite & Telco



Q3 2013: Financial Highlights

$Millions Q2 Q3 Q3/0Q2
(except GM, OM, & EPS) 2013 2012 Change
Total Net Revenue $122.9 $117.1 $120.4 5% 2%
Gross Margin % - Non-GAAP 50.8% 54.1% 50.3% -330bp 50bp
Gross Margin % - GAAP 46.2% 49.4% 45.6% -320bp 60bp
Operating Expense — Non-GAAP $53.7 $56.1 $52.9 -4% 2%
Operating Margin — Non-GAAP 7.1% 6.2% 6.4% 90bp 70bp
EPS — Non-GAAP $0.07 $0.05 $0.05 $0.02 $0.02
EPS — GAAP $0.36 ($0.03) ($0.04) $0.39 $0.40
Bookings $115.9 $126.3 $111.1 -8% 4%
Backlog and Deferred** $123.6 $132.5 n/a -7% n/a

**Backlog and deferred excluding Access is not available for periods prior to Q4 2012



$Millions

Cash

Accounts Receivable

Inventories

Debt

Capital Expenditures

Shares Repurchased

$169.3M Up $7.6M from Q2
$85.1M 63 days
$40.4M 6.0 turns
$0
$2.5M
$7.7M 1.1M Shares



Share Repurchase Activity

© Completed $75 million tender offer in Q2 2013
— Purchased 12.0 million shares for $6.25 per share

© Open market purchases

— 2012: repurchased 5.1 million shares for $22.6 million
— 2013: repurchased 4.5 million shares for $27.6 million thru Q3 YTD

© Shares outstanding on September 27 approximately 100.9
million
© $94.8 million available for future purchases at September 27



Q4 2013: Financial Guidance

Q4 Revenue $115M - $125M
Non-GAAP Gross Margin* 51% - 52%
Non-GAAP Operating Expenses* $53M - $54M
Non-GAAP Tax Rate 21%

*Excludes charges for stock-based compensation, the amortization of intangibles and restructuring and

related charges.



Building Shareholder Value

© Continued focus on growth opportunities
© Accelerate core market share leadership
© Enhance margin profile
© Optimize balance sheet

© Drive long-term earnings accretion
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Management Team Update —
New Go To Market Executives

Peter Alexander Krish George Stromeyer
CMO Padmanabhan SVP Sales

SVP Product
Marketing
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