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(State or other jurisdiction of (LR.S. Employer
incorporation or organization) Identification No.)

851 West Cypress Creek Road
Fort Lauderdale, Florida 33309
(Address of principal executive offices, including zip code)

Registrant s telephone number, including area code: (954) 267-3000

Securities registered pursuant to Section 12(b) of the Act:

Common Stock, $.001 Par Value The NASDAQ Stock Market LL.C
(Title of each class) (Name of each exchange on which registered)
Securities registered pursuant to Section 12(g) of the Act: NONE

Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities Act. Yes x No ~
Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the Act. Yes © No x

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. Yes x No ~

Indicate by check mark whether the registrant has submitted electronically and posted on its corporate Web site, if any, every Interactive Data
File required to be submitted and posted pursuant to Rule 405 of Regulation S-T (§ 232.405 of this chapter) during the preceding 12 months (or
for such shorter period that the registrant was required to submit and post such files). Yes x No ~

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 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. ~
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Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer or a non-accelerated filer or a smaller reporting
company. See definitions of large accelerated filer, accelerated filer and smaller reporting company in 12b-2 of the Exchange Act.

x Large accelerated filer " Accelerated filer
" Non-accelerated filer " Smaller reporting company
Indicate by checkmark whether the registrant is a shell company (as defined in Rule 12b-2 of the Act). Yes © No x

The aggregate market value of Common Stock held by non-affiliates of the registrant computed by reference to the price of the registrant s
Common Stock as of the last business day of the registrant s most recently completed second fiscal quarter (based on the last reported sale price
on The Nasdaq Global Select Market as of such date) was $5,836,991,699. As of February 18, 2010 there were 183,826,978 shares of the
registrant s Common Stock outstanding.

DOCUMENTS INCORPORATED BY REFERENCE

The registrant intends to file a proxy statement pursuant to Regulation 14A within 120 days of the end of the fiscal year ended December 31,
2009. Portions of such proxy statement are incorporated by reference into Part III of this Annual Report on Form 10-K.
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PART I

This Annual Report on Form 10-K contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933,
as amended, and Section 21E of the Securities Exchange Act of 1934, as amended. Actual results could differ materially from those set
forth in the forward-looking statements. Certain factors that might cause such actual results to differ materially from those set forth in
these forward-looking statements are included in Part I, Item 1A Risk Factors beginning on page 14.

ITEM 1. BUSINESS
General

Citrix Systems, Inc. is a Delaware corporation founded on April 17, 1989. We design, develop and market technology solutions that enable
information technology, or IT, services to be securely delivered through our virtual computing infrastructure on demand independent of
location, device or network. Our customers achieve lower IT operating costs, increased information security, and greater business agility using
Citrix technologies that virtualize business meetings, user support, client hardware, desktop operating systems, applications, networks, server
hardware and cloud services. We market and license our products directly to enterprise customers, over the web, and through systems
integrators, or Sls, in addition to indirectly through value-added resellers, or VARS, value-added distributors, or VADs, and original equipment
manufacturers, or OEMs.

Business Overview

Our long-term vision is to enable people to work or play anywhere. For over two decades, we have passionately pursued this vision through
successive waves of invention. The first wave, beginning in the early-1990 s, enabled secure remote access to mission critical applications for
thousands of road warriors. This required the invention of a new way to transmit application screens allowing applications to be virtualized
instead of installed on the user s personal computer, or PC, even over very thin network connections. IT administrators found that virtualized
applications on a central server made them more secure, faster running, easier to update and much more accessible. The shifting of computing to
servers also allowed the invention of thin-clients and network computers powered by Citrix client and server technologies. Since the early 1990 s
we have become a leading provider of server-based computing solutions and our products have been accepted by thousands of organizations as
strategic infrastructure for user mobility.

In the early 2000 s, we turned our focus toward new market opportunities created by the massive connectivity of the internet, rapid expansion of
network bandwidth, and an explosion of device form factors such as smartphones, tablet PCs, and netbooks. In parallel, customers began to
realize the increasing value of mobility technologies like remote access, web collaboration and remote support tools. We also believe that there
are similar opportunities emerging in the datacenter to address high operating costs, inflexible infrastructure, and new application architectures.

These opportunities have been the driving forces behind our second wave of invention, building on our core ideas and technologies for
virtualizing applications extending them to adjacent product and technology markets. Since 2004, we have focused our investments on a broader
array of technologies, strategic acquisitions and new business models. This has expanded our core capabilities beyond application virtualization

to include desktop, client, and server virtualization. It has also made Citrix a leading manufacturer of network appliances, and one of the largest
providers of software-as-a-service, or SaaS, in the world.

Today, Citrix serves over 230,000 customers and over 100 million users every day in over 100 countries. Citrix products and services allow
people to collaborate, communicate and work virtually anywhere using any device they choose. Our virtual computing infrastructure IT services
are securely delivered on demand, and we believe our datacenter computing resources are simpler, lower cost, and more efficient.

Invention and re-invention has driven our growth. Our diversified product lines, routes to-the-customer, and business models have been enabled
by our virtual computing products that enable collaboration as-a-service, desktop as-a-service and infrastructure as-a-service.

Products

Our products and services target customers of all sizes from individuals that subscribe to our GoToMyPC remote access service, to network
engineers that purchase our NetScaler web application devices, or the IT professional that licenses our XenDesktop infrastructure products. This
section provides an overview of our major product and services offerings.
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Desktop Solutions

Our Desktop Solutions  XenDesktop and XenApp reduce the complexity and cost of administering Windows-based applications and desktops in
the enterprise.

Citrix® XenDesktop is a fully integrated desktop virtualization system that gives customers the flexibility to deliver the desktop as a
service dramatically simplifying desktop management for the broadest range of users. XenDesktop is available in a range of
packages designed for viral adoption and several market segments. The Express Edition of XenDesktop is offered as a free download
from our website to allow IT professionals to conduct no-cost trials. The XenDesktop VDI Edition is designed for virtual desktop
projects that only require the hosted virtual machine method of desktop delivery. The Enterprise and Platinum Editions of
XenDesktop include all our major virtual desktop delivery models in one integrated package, and also include Citrix XenApp for
delivering on-demand applications into virtual or physical desktops. All versions of XenDesktop include Citrix HDX technologies to
give users a high-definition experience even when using multimedia, real-time collaboration, USB devices, and 3D graphics content,
while consuming 90 percent less bandwidth than competing solutions. HDX fully leverages the Citrix ICA® protocol and adds
Adaptive Orchestration which dynamically optimizes performance and bandwidth to fit each unique user scenario. Each edition
comes with user profile management and provisioning services to stream a single desktop image, on-demand, to multiple servers in
the datacenter. All editions feature licensing for both Citrix XenServer and Microsoft Hyper-V virtualization infrastructure. The most
advanced editions include our FlexCast delivery technologies which allow virtual desktops to be hosted in the datacenter or run
locally at the endpoint, wherever costs, security or mobility is optimal. We believe that our FlexCast technology dramatically
improves our customer s return on their investment and makes desktop virtualization a practical reality for broad, enterprise-wide
deployments.

Citrix® XenApp is a widely-deployed application virtualization solution that allows enterprise applications to be centralized and
delivered as an on-demand service. XenApp delivers applications in two ways: (1) hosted by running application business logic on a
central server using our HDX technologies to securely transmit the application s user experience to the endpoint device, or
(2) streamed by running the application locally. Keeping applications under the centralized control of IT administrators enhances
data security and reduces the costs of managing separate clients and applications on every user s desktop. The XenApp server runs on
Microsoft® Windows Server® 2008, Windows Server 2003 x64 Edition to Windows Server 2003, Windows® 2000 Server and
several versions of UNIX®. In 2009, we announced XenApp 5, offering improvements in capacity planning, server provisioning and
application management. We offer XenApp as a standalone product in different editions. The Platinum Edition includes the most
features and adds powerful capabilities for application performance monitoring, secure sockets layers/virtual private network, or
SSL/VPN, advanced SmartAccess control and single sign-on application security. The capabilities of XenApp are now available in
XenDesktop Enterprise and Platinum Editions to provide a complete desktop virtualization system. XenApp continues to be
available as a standalone solution for self-service applications on demand for customers wishing to use it on physical PCs and with
competing virtual desktop products.

Online Services

Online Services is another area where we provide virtualization at the desktop in the form of virtual meetings, web-based desktop support, and
remote access. These products are delivered using the SaaS method where customers simply subscribe to our cloud-based online services
without making any capital investment. These SaaS-delivered products help customers reduce travel, increase tele-working, and enable
cost-effective remote access and support.

GoToMeeting® is an online, easy-to-use, secure and cost-effective solution for online meetings sales demonstrations and
collaborative gatherings. GoToMeeting allows a user with a PC or Mac and an Internet browser to easily host, attend or participate in
an online meeting or session without significant training. GoToMeeting is capable of providing a standard PSTN conference dial-in
number and voice over Internet protocol, or VoIP. It features advanced secure communication architecture that uses
industry-standard secure sockets layers, or SSL. The service offers flat-fee pricing for any number of meetings of any length, for up
to 15 attendees per meeting. We also offer GoToMeeting® Corporate which supports multiple organizer accounts, unlimited
meetings with up to 25 attendees, robust reporting, additional customization options and advanced administrative capabilities.
GoToMeeting Corporate also provides optional integrated toll-free audio.
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GoToWebinar® is an easy-to-use, do-it-yourself webinar solution, allowing organizations to increase market reach and effectively
present online to geographically dispersed audiences. GoToWebinar allows users with a PC or Mac and an Internet browser to easily
host, attend or participate in a webinar session without significant training or IT support. GoToWebinar includes such features as
full-service registration with real-time reports, customized branding, automated email templates, polling and survey capabilities,
webinar dashboard to monitor attendance and participation, easy presenter controls for changing presenters and VolIP and toll-based
phone options. The service offers flat-fee pricing for unlimited webinars of any length, for up to 1,000 attendees per webinar.

GoToTraining® is the easy online training tool that allows trainers to deliver content to multiple trainees quickly and effortlessly,
allowing organizations to expand their training program while saving time and reducing travel costs. GoToTraining allows users to
host and participate in interactive online training sessions from either their PC or Mac. GoToTraining includes such features as
full-service registration with real-time reporting and management, online course catalog, automated reminder and follow-up emails,
content library to organize and store reusable content, materials, tests, polls, and VoIP and toll-based phone options. The service
offers flat-fee pricing for unlimited training sessions of any length, for up to 200 attendees per session.

GoToAssist® is a leading, online, remote technical-support solution that enables individual professionals and organizations of all
sizes to provide secure, on-demand support over the Internet. GoToAssist enables support staff to instantly view and control the
desktop of a user without the need to pre-install client software. There are two versions: GoToAssist® Express and GoToAssist®
Corporate. They both work automatically and securely through virtually every firewall, even over dial-up connections, and they
easily integrate into existing infrastructure.

GoToMyPC® is an online solution that provides secure, remote access to PC and Mac from virtually any Internet-connected
computer. GoToMyPC, which sets up easily with a secure encrypted connection, enables individuals to remotely use any resources
hosted on their desktop just as though they were sitting in front of it. GoToMyPC® Pro, tailored for the needs of professionals and
small offices, supports up to 50 PCs, rolls out secure, remote access for multiple users in minutes, and features an administration
Website in which managers can add, suspend and delete users and run usage reports. GoToMyPC® Corporate is built for businesses
that require detailed reporting, in-depth administration features, assign and manage remote-access privileges for employees with
advanced security features.

Datacenter and Cloud Solutions

Our Datacenter and Cloud Solutions bring lower operating costs, greater flexibility and cloud-enablement to the enterprise datacenter. These
products are also designed to power public clouds when used by hosting and cloud service providers. Our datacenter and cloud solutions include
virtual infrastructure and application networking products.

Virtual Infrastructure Products

Citrix XenServer and Citrix Essentials offer powerful virtual infrastructure for improving operational efficiencies in the enterprise datacenter
and for public cloud service providers:

Citrix®XenServer is an enterprise-class platform for managing server virtualization in the datacenter as a flexible aggregated pool of
computing and storage resources. Based on the high-performance Xen virtualization engine, XenServer combines comprehensive
server virtualization capabilities with scalability, performance and ease-of-use. XenServer is offered free of charge to any user for
unlimited production deployment.

Citrix Essentials  for XenServer and Hyper-V , announced in February 2009, adds a set of advanced management and automation
capabilities to the Citrix and Microsoft server virtualization platforms. This solution adds the following capabilities to existing
virtualization management systems: lab automation, high availability, provisioning, workflow orchestration and seamless integration
with leading storage systems.
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Application Networking Products

Citrix NetScaler, Citrix Access Gateway and Citrix Repeater Solutions improve the performance, security and costs of delivering applications,
desktops and web content over both public and private networks:

Citrix® NetScaler® is an all-in-one Web application delivery controller that makes applications run five times better by application
accelerator methods such as HTTP compression and caching, ensuring application availability through advanced L4-7 load balancer
and content switching methods, increasing application security with an integrated application firewall and substantially lowering
costs by offloading servers for server consolidation. It reduces Web application TCO, optimizes the user experience and makes sure
that applications are always available. NetScaler comes in both built-for-purpose MPX-series hardware appliances powered by our
nCore technology and an economical form factor with our VPX virtual appliance that operates with any standard industry server
using our XenServer technology.

Citrix Access Gateway is an SSL/VPN that securely delivers applications with policy-based SmartAccess control. Users have
easy-to-use secure access to the applications and data they need to be productive. Organizations can cost effectively extend access to
datacenter resources from outside the office, while maintaining unprecedented control through comprehensive SmartAccess policies.

Citrix Repeater solutions provide high-performance application delivery to branch office users that increase productivity and reduce
IT costs in the enterprise branch by delivering local area network-like application performance over the wide area network, or WAN.
Appliance products in the Citrix Repeater family of solutions, including Citrix Branch Repeater (formerly WANScalé®) and Citrix
Branch Repeater with Windows Servét, developed in partnership with Microsoft, can accelerate applications to datacenters and
mobile workers. The AutoOptimizer Engine, which serves as the cornerstone of the Citrix Repeater architecture, offers flexible
deployment options. The Citrix Repeater client software accelerates application delivery to other remote users including those in
smaller branch offices, home offices and business travelers, while users in larger branch offices are supported with Citrix Repeater
appliances.

Technical Services

We provide a portfolio of technical services to our business partners and customers to manage the quality of implementation, operation and
support of our solutions. These services are available for additional fees paid on an annual or transactional basis.

Consulting Services help ensure the successful implementation of our solutions. Tested methodologies, certified professionals and
best practices developed from real-world experience allow our consulting services organization to provide guidance and support to
partners and customers to maximize the effectiveness of their access infrastructure implementations. For pre- and post-sale
consulting, Citrix Consulting, a consulting services organization, provides both exploratory and fee-based consulting services. These
services include on-site systems design and implementation services targeted primarily at enterprise-level clients with complex IT
environments. Citrix Consulting is also responsible for the development of best practice knowledge that is disseminated to businesses
with which we have a business relationship and end-users through training and written documentation. Leveraging these best
practices enables our integration resellers to provide more complex systems, reach new buyers within existing customer
organizations, and provide more sophisticated system proposals to prospective customers.

Technical Support Services accommodate the unique ongoing support needs of customers. Our technical support services are
specifically designed to address the variety of challenges facing access infrastructure environments. We offer several support-level
options, global coverage and personalized relationship management. Post-sale technical support is offered through Citrix-operated
support centers located in the United States, Ireland, Japan, Hong Kong, Australia, Singapore and India. In most cases, we provide
technical advice to channel distributors and entities with which we have a technology relationship, who act as the first line of
technical assistance for end-users. In some cases, end-users can also choose from a Citrix-delivered fee-based support program
ranging from one-time incident charges to an enterprise-level support agreement covering multiple sites and servers. In addition, we
also provide free technical advice through online support systems, including our Web-based Knowledge Center.
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Product Training & Certification teaches customers and partners how to optimally utilize our products and keep their organizations
running smoothly. Authorized Citrix training is available when and how it is needed. Traditional or virtual instructor-led training
offerings feature Citrix Certified Instructors conducting scheduled classes in a classroom or remote setting at one of approximately
260 Citrix Authorized Learning Centers , or CALCs, worldwide. CALCs are staffed with instructors that have been certified by us
and teach their students using Citrix-developed courseware. Self-Paced Online offerings, available to students 24 hours a day, seven
days a week, provide technically robust course content without an instructor and often include hands-on practice via virtual labs.
Certifications are available for administrators, engineers, and architects.

Our SaaS products generally do not require post-sale services except in the case of some corporate contracts which include integration services

at the time of implementation.

Technology

Our products are based on a full range of industry-standard technologies. In addition, certain of our products are also based on our proprietary
technologies.

Independent Computing Architecture Protocol, or ICA®, consists of server- and client-side technology that allows graphical user
interfaces to be transmitted securely over any network, and displayed on almost any client device. We offer client-side support for
Windows-, Macintosh-, Linux-, Windows Phone-, iPhone-, and Android-based devices such as PCs, laptops, tablets, thin clients,
netbooks and smartphones. ICA allows applications and desktops to run on a central server enabling centralized management of
applications, desktops, end-users, servers, licenses and other system components for greater efficiency and lower cost. ICA enhances
information security by minimizing or eliminating data from traveling across the network by sending and receiving encrypted
representation of screen pixels, keystrokes and mouse clicks. ICA is uniquely designed to consume minimal network bandwidth and
resist network latency which allows virtual desktops and applications to be used over LANs, WANs, WiFi, and 3G connections.

Citrix HDX Technologies is a family of innovations that optimize the end-to-end user experience in virtual desktop and virtual
application environments. These technologies incorporate our ICA protocol and include HDX Broadcast, MediaStream, Realtime,
3D, Plug-n-Play, and IntelliCache features which work together to provide a hi-definition user experience across a wide array of
applications, devices and networks. HDX also provides Adaptive Orchestration which dynamically adjusts HDX capabilities to adapt
to specific device, network and application scenarios and deliver a better user experience.

NetScaler® Software Packet Engine, or the Packet Engine, forms the foundation of our NetScaler line of products. The Packet Engine
allows high-performance networking and packet processing without the need for special purpose hardware.

Xen® Open Source Technology is the basis for our hypervisor products. The Xen® hypervisor is a key component of the XenServer
product line. See Part I Item 1A entitled Risk Factors, for more information regarding the open source technology.

Citrix Internet Overlay Platform is foundational technology for GoToMeeting, GoToWebinar, GoToTraining, GoToAssist and
GoToAssist Express. The platform implements one of the largest multicast overlay data networks in the world using the Internet. It
provides proprietary screen-sharing technology that separately optimizes screen transmission for each endpoint device (such as a
remote PC during an online meeting or remote access session).

Citrix PSTN/VoIP Bridge is core technology that allows the seamless integration of PSTN/VolIP audio conferencing. This technology
is used extensively in our web-based collaboration and communication products including GoToMeeting, GoToWebinar,
GoToTraining, and Hi-Def Conferencing.
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Innovation is a core Citrix competency. We have many additional unique inventions that are important enablers of our continued leadership in
desktop and application virtualization, web collaboration, application networking, and cloud infrastructure.

Customers

We take a unique approach to solving the challenges of globalization, datacenter consolidation, regulatory compliance, disaster preparedness,
and competitiveness faced by our customers. In addition, we help their IT organizations change the cost, complexity, security and inflexibility of
enterprise computing. Our products provide new capabilities for collaboration, communication, user support, desktop management, networking
and datacenter management, and we believe they consistently deliver lower business and computing costs. At the same time, our solutions
significantly increase business agility, helping our customers to quickly adapt to business, economic and environmental changes. The strategic
value that we offer requires us to engage with multiple buyers, each with a different perspective on the problems we solve. We believe that the
primary IT buyers involved in decision-making related to virtual computing solutions are the following:

Strategic IT Executives including chief information officers, chief technology officers and vice presidents of infrastructure, who have
responsibility for ensuring that IT services are enablers to business initiatives, and are delivered with the best performance,
availability, security, and cost.

Network Architects who are responsible for delivering Web-based applications who have primary responsibility for the WAN
infrastructure for all applications.

IT Infrastructure Managers who are responsible for managing and delivering Windows-based applications.

Desktop Operations Managers who are responsible for managing Windows Desktop environments including corporate help desks.

Server Operations Managers who are responsible for specifying datacenter systems, and managing daily operations.

Individuals and professional consumers, or prosumers, who are responsible for choosing personal solutions and helping small
business select simple-to-use computing solutions.

Small Business Owners who are responsible for choosing the systems needed to support their business goals, such as SaaS.
We offer perpetual and term-based software licenses for our products, along with annual subscriptions for software updates, technical support
and online services. Perpetual licenses allow our customers to use the version of software initially purchased into perpetuity, while term-based
licenses are limited to a specified period of time. Software update subscriptions give customers the right to upgrade to new software versions if
and when any updates are delivered during the subscription term. Perpetual license software products come primarily in electronic-based forms,
and, in selected markets, we offer pre-packaged shrink-wrap products to meet local customer needs. Our Online Services SaaS products are
accessed over the Internet for usage during the subscription period. Our hardware appliances come pre-loaded with software for which
customers can purchase perpetual licenses and annual maintenance.

Technology Relationships

We have entered into a number of technology relationships to accelerate the development of existing and future products. These relationships
include cross-licensing, OEM, and other arrangements that result in better solutions for our customers.

Microsoft

Table of Contents 14



Edgar Filing: CITRIX SYSTEMS INC - Form 10-K

Since our inception, we have had a number of license agreements with Microsoft Corporation, or Microsoft, including patent cross-license and
source code licensing agreements that have provided us access to source code for versions of Microsoft Windows Server. These agreements are
not required for our software development processes on Windows Server and do not provide for payments to or from Microsoft. The agreements
are designed to allow Citrix to provide technical support for our products that run on the Microsoft Windows Server platform including XenApp
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and XenDesktop. Additionally, we have collaborated with Microsoft on various technologies, including terminal services, application
networking and virtualization.

Additional Relationships

Currently, numerous partners incorporate Citrix products and technologies such as Citrix Receiver, ICA, Citrix XenServer, Citrix XenDesktop
and Citrix XenApp into their customer offerings. Our ICA and Citrix Receiver technologies are often included with thin clients,
industry-standard servers, and mobile devices such as Apple iPhone, Windows Mobile, Blackberry and Google Android devices. Licensees
include Dell, Fujitsu, HP, and Wyse Technologies, among others.

In addition, we have initiated the Citrix Ready Program. The Citrix Ready program identifies verified solutions that are trusted to enhance
virtualization, networking and cloud computing solutions from Citrix, including Citrix® XenDesktop , XenApp , XenServer , NetS&lard
GoToMeeting®. The Citrix Ready program leverages industry-leading alliances across the Citrix partner eco-system to meet a wide variety
customer needs, and currently incorporates over 2,700 partners who have demonstrated more than 12,000 product verifications. The Citrix
Ready designation is awarded to third party products that have successfully met verification criteria set by Citrix, and gives customers an added
confidence in the compatibility of the joint solution offering. The Citrix Ready program received the Alliance Excellence Award from the
Association of Strategic Alliance Professionals (ASAP) for creating a strong community of alliances through implementation of new, innovative
best practices.

Research and Development

We focus our research and development efforts on developing new products and core technologies in the virtual computing infrastructure market
and further enhancing the functionality, reliability, performance and flexibility of existing products. We solicit extensive feedback concerning
product development from customers, both directly from and indirectly through our channel distributors.

We believe that our software development teams and core technologies represent a significant competitive advantage for us. Included in the
software development teams is a group focused on research activities that include prototyping ways to integrate emerging technologies and
standards into our product offerings, such as emerging Web services technologies, management standards and Microsoft s newest technologies.
Many groups within the software development teams have expertise in XML-based software development, integration of acquired technology,
multi-tier Web-based application development and deployment, SSL secure access, hypervisor technologies, VolP-based audio technology,
Web-based video technology and building software as a service. We maintain teams located close to Microsoft in Redmond, Washington which
are focused on enhancing and adding value to the next generation of Microsoft Windows Server, virtualization and management products. We
incurred research and development expenses of approximately $282.0 million in 2009, $288.1 million in 2008 and $205.1 million in 2007.

Sales, Marketing and Services

We market and license our products and services through multiple channels worldwide, including VARs, VADs, Sls, ISVs, direct over-the-web,
and OEMs. These distribution channels are managed by our worldwide sales and services organization. We provide training and certification to
integrators, VARs and consultants for a full-range of Citrix-based infrastructure products, solutions and services through our Citrix Partner
Network program to members known as Citrix Solution Advisors . In addition, our Online Services division provides software as a service
through direct corporate sales and direct over-the-web through our Websites.

In 2009, we continued to focus on increasing the productivity of our existing partners and building capacity through recruitment of new partners
to sell and implement our expanding product portfolio. Our channel incentive program, Citrix Advisor Rewards , is an innovative influencer
program that rewards our partners for registering projects and providing value-added selling even if they do not fulfill the product. This program
has helped limit channel conflict and increase partner loyalty to us. We regularly take actions to improve the effectiveness of our partner
programs, and to strengthen our channel relationships, including managing non-performing partners, adding new partners with expertise in
selling into new markets, and forming additional relationships with global and regional SIs and ISVs. SIs and ISVs are becoming a more
substantial part of our strategy in the large enterprise and government markets. The SI program includes members such as Accenture Ltd., Atos
Origin, Computer Sciences Corporation, Electronic Data Systems Corporation, Fujitsu-Siemens Computers GmbH, Hewlett-Packard Company,
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IBM Global Services, Infosys Technologies Limited and TATA Consultancy Services Limited, among others. The ISV program has a strong
representation from targeted industry verticals such as healthcare, financial services and telecommunications. Members in the ISV program
include Cerner Corporation, Epic Systems Corporation, ESRI, McKesson Corporation, Microsoft, Oracle Corporation, Sage Group plc, SAP AG
and Siemens Medical Health Solutions, among many others.

Our corporate marketing organization provides sales event support, sales collateral, advertising, direct mail and public relations coverage to our
indirect channels to aid in market development and in attracting new customers. Our partner development organization actively supports our
VADs and VARSs to improve their commitment and capabilities with Citrix solutions. Our customer sales organization consists of field-based
systems sales engineers and corporate sales professionals who work directly with our largest customers and coordinate integration services
provided by our VARs and SIs. Additional sales personnel, working in central locations and in the field, provide additional support including
recruitment of prospective partners and technical training with respect to our products.

Although we work with multiple VADs and VARs, one distributor, Ingram Micro, accounted for 14% of our total net revenues in 2009, 12% of
our total net revenues in 2008 and 10% of our total net revenues in 2007. Our channel distributor arrangements with Ingram Micro consist of
several non-exclusive, independently negotiated agreements with its subsidiaries, each of which covers different countries or regions. Each of
these agreements is separately negotiated and is independent of any other contract (such as a master distribution agreement). None of these
contracts was individually responsible for over 10% of our total net revenues in each of the last three fiscal years. In addition, there was no
individual VAR that accounted for over 10% of our total net revenues in 2009, 2008 and 2007.

The Citrix Partner Network includes three categories of partners: Citrix Solution Advisors , Citrix Ready Technology Partners , and Citrix Global
SIs . This network represents the knowledge, skills and experience of the entire spectrum of our partners around the world, and makes it easier

for end-users to engage their services and benefit from their solutions. Equally important, the Citrix Partner Network is designed to help partners
build their business by sharing in opportunities for virtualization and networking optimization solutions that arise from mutual customers and
complement the sale of their own products.

We provide most of our channel distributors with stock-balancing and price protection rights, although the amount of inventory on hand with
channel distributors is very small. These amounts are estimated and provided for at the time of sale as a reduction of revenue. Stock balancing
rights permit channel distributors to return products to us up to the 45 day of the fiscal quarter, subject to ordering an equal dollar amount of
our other products prior to the last day of the same fiscal quarter. We are not obligated to accept product returns from our channel distributors
under any other conditions, unless the product item is defective in manufacture. Product items returned to us under the stock-balancing program
must be in new, unused and unopened condition. Price protection rights require that we grant retroactive price adjustments for inventories of our
products held by channel distributors or VARs if we lower our prices for such products. In the event that we decide to reduce our prices, we will
establish a reserve to cover exposure to channel distributor inventory. We have not reduced and have no current plans to reduce the prices of our
products for inventory currently held by channel distributors or VARs. See  Management s Discussion and Analysis of Financial Condition and
Results of Operations Critical Accounting Policies and Estimates and Note 2 to our consolidated financial statements included in this Annual
Report on Form 10-K for the year ended December 31, 2009 for information regarding our revenue recognition policy.

International revenues (sales outside the United States) accounted for approximately 43.6% of our net revenues for the year ended December 31,
2009, 45.8% of our net revenues for the year ended December 31, 2008 and 44.5% of our net revenues for the year ended December 31, 2007.
For detailed information on our international revenues, please refer to Note 12 to our consolidated financial statements included in this Annual
Report on Form 10-K for the year ended December 31, 2009.

Operations

For our application networking products, including NetScaler, Access Gateway and Repeater, we employ manufacturing capabilities that are
both internal and through independent contractors to provide a redundant source of manufacture and assembly. Internal manufacturing
capabilities and independent contractors provide us with the flexibility needed to meet our customer product and delivery requirements. We have
manufacturing relationships
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primarily with Flextronics and Super Micro Computer, Inc., under which we have subcontracted the majority of our manufacturing activity.
These third-party contract manufacturers also provide final test, warehousing and shipping services. This subcontracting activity extends from
prototypes to full production and includes activities such as material procurement, final assembly, test, control, shipment to our customers and
repairs. Together with our contract manufacturers, we design, specify and monitor the tests that are required to meet internal and external quality
standards. Our contract manufacturers manufacture our products based on forecasted demand for our products. Each of the contract
manufacturers procures components necessary to assemble the products in our forecast and test the products according to our specifications.
Products are then shipped to our channel distributors, VARs or end-users. If the products go unsold for specified periods of time, we may incur
carrying charges or obsolete material charges for products ordered to meet our forecast or customer orders. In 2009, we did not experience any
material difficulties or significant delays in the manufacture and assembly of our products.

We control all purchasing, inventory, scheduling, order processing and accounting functions related to our operations. For our software products,
production, warehousing and shipping are performed internally in the United States and by independent contractors on a purchase order basis in
Ireland, depending upon the customer s geographic market. Master software CD-ROMs, development of user manuals, packaging designs, initial
product quality control and testing are primarily performed at our facilities. In some cases, independent contractors also duplicate CD-ROMs,
print documentation and package and assemble products to our specifications.

We do not believe that backlog, as of any particular date, is a reliable indicator of future performance. While it is generally our practice to
promptly ship product upon receipt of properly finalized purchase orders, we sometimes have orders that have not shipped upon receipt of a
purchase order. Although the amount of such product license orders may vary, the amount, if any, of such orders at the end of a particular period
is not material to our business.

We believe that our fourth quarter revenues and expenses are affected by a number of seasonal factors, including the lapse of many corporations
fiscal year budgets and an increase in amounts paid pursuant to our sales compensation plans due to compensation plan accelerators that are
often triggered in the fourth quarter. We believe that these seasonal factors are common within our industry. Such factors historically have
resulted in first quarter revenues in any year being lower than the immediately preceding fourth quarter. We expect this trend to continue
through the first quarter of 2010. In addition, our European operations generally generate lower revenues in the summer months because of the
generally reduced economic activity in Europe during the summer. This seasonal factor also typically results in higher fourth quarter revenues.

Competition

We sell our products in intensely competitive markets. Some of our competitors and potential competitors have significantly greater financial,
technical, sales and marketing and other resources than we do. As the markets for our products and services continue to develop, additional
companies, including those with significant market presence in the computer appliances and software and networking industries, could enter the
markets in which we compete and further intensify competition. In addition, we believe price competition could become a more significant
competitive factor in the future. As a result, we may not be able to maintain our historic prices and margins, which could adversely affect our
business, results of operations and financial condition. See ~ Technology Relationships and Part I Item 1A entitled Risk Factors.

Desktop Solutions

We have established a very large installed customer base in the application virtualization market due to our early success applying this solution
to remote access challenges. Today, this technology is part of an evolution to a new way of managing desktops which is establishing a larger,
encompassing market defined as desktop virtualization. Our primary competition in this market is the existing IT desktop management practice
of manually configuring physical desktops which is time-consuming, expensive and inconsistent. We also face numerous competitors that
provide automation of these processes and alternative approaches including VMWare s View product. We believe XenDesktop gives Citrix a
competitive advantage by providing customers multiple ways to manage desktops within one, integrated desktop virtualization system.
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Our SaaS products for web collaboration, remote support, and remote access continue to maintain solid leadership positions, particularly among
small and medium-sized businesses, or SMBs, in extremely competitive markets. We differentiate our SaaS products by designing simple,
secure, reliable and cost-efficient services that deliver superior customer experience. Our competitors range from large, established technology
firms to small, internet-based startups.

We have been a market leader in SaaS-based secure remote access with our GoToMyPC product for many years. Our direct competition
includes LogMeln, free solutions such as Microsoft s Live Mesh, and those from many internet startups. In addition, new remote access features
in desktop operating systems like Microsoft Windows and Macintosh OSX provide alternatives to our solution. We differentiate by continuing
our focus on security, ease-of-use and support for multiple desktop operating systems.

In web collaboration we compete primarily with Cisco s WebEx product which is the market leader. Our products, GoToMeeting and
GoToWebinar, have proven competitive based on ease-of-use and the All You Can Meet® pricing model. In 2008, we acquired an audio services
company, with advanced VoIP-based audio technology, giving us an opportunity to market audio conference calling services directly to SMBs
and enterprises. We further differentiate our collaboration products by integrating PSTN, VoIP and toll-free audio services. We believe these
features give us competitive advantage among individual, prosumer, and SMB customers. We expect to expand our collaboration offering with
GoToTraining , an online training service purpose-built for the corporate training market.

Our on-demand support products, marketed under the GoToAssist brand, have achieved the largest market share worldwide for Web-based
clientless remote support. This product line includes versions purpose-built for individual users, consultants and small businesses, positioning
Citrix as the only provider of remote support solutions for all segments of the market. In remote support, we compete with Cisco s WebEx and
LogMeln.

Datacenter and Cloud Solutions

In the server virtualization market, we compete directly with VMware which was first to market with this technology and is widely regarded as
the market leader. We believe XenServer, our server virtualization product, has features that are competitive with VMware s ESX Server in terms
of performance, scalability and other enterprise-class capabilities. XenServer is offered as a free download which significantly increases the

reach of server virtualization to customers of all sizes and geographies. In 2008, Microsoft entered this market with a hypervisor-based server
virtualization product called Hyper-V which is also available free of charge. We monetize the XenServer and Hyper-V products by selling
advanced management, storage integration, and automation capabilities offered through Citrix®Essentials

Our NetScaler web application delivery products compete against other established competitors including, Cisco Systems, Inc., or Cisco, and F5
Networks, Inc., or F5. Both compete with us for traditional enterprise sales opportunities, while F5 is our principal competitor in the
Internet-centric market segment. We continue to enhance NetScaler s feature capability and aggressively market NetScaler to our existing
customer base. Our Access Gateway or SSL/VPN product faces competition from Cisco and Juniper Networks, Inc., or Juniper. Both
competitors are well known and established in the SSL/VPN market. In contrast, we have not had a presence in that market for as long as our
competitors and we do not command the same level of brand recognition. We do, however, have the largest market share measured in units. Our
competitive success in this market has come from bundling our SSL/VPN product with our other products, primarily XenApp, to offer a
comprehensive end-to-end virtual computing solution, a key differentiator for us. Our Citrix Repeater family of products competes with Cisco,
Riverbed Technology, Inc., or Riverbed, and Blue Coat Systems, or Blue Coat. Cisco enjoys the largest market share, benefiting from their
leadership in the networking market. Riverbed and Bluecoat are less established companies than Citrix, but have the advantage of being focused
solely on WAN optimization. We continue to develop enhanced features and functionality for our Citrix Repeater products, in addition to
optimizing their performance with existing Citrix products, to differentiate them from our competition. We are also able to bundle them with
existing products and aggressively market them to our installed-base, which we believe gives us a competitive advantage.
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Our success is dependent upon certain proprietary technologies and core intellectual property. We have been awarded numerous domestic and
foreign patents and have numerous pending patent applications in the United States and foreign countries. Our technology is also protected
under copyright laws. Additionally, we rely on trade secret protection and confidentiality and proprietary information agreements to protect our
proprietary technology. We have trademarks or registered trademarks in the United States and other countries, including Citrix®, Citrix Access
Gateway , Citrix Cloud Center , Citrix Essentials , Citrix Receiver , Citrix Repeater , Citrix Subscription Advantage , Citrix Synergy , Dazzle ,
EdgeSight®, FlexCast , GoToAssi§, GoToMeeting®, GoToMyPC®, GoToWebinar®, GoToTraining®, GoView®, HiDef Conferencing , ICA,
nCore , NetScalét, Simplicity is Power , VPX , X&nXenApp , XenCentét, XenClient , XenDesktop, XenServer®. While our competitive
position could be affected by our ability to protect our proprietary information, we believe that because of the rapid pace of technological change
in the industry, factors such as the technical expertise, knowledge and innovative skill of our management and technical personnel, our
technology relationships, name recognition, the timeliness and quality of support services provided by us and our ability to rapidly develop,
enhance and market software products could be more significant in maintaining our competitive position. See Part I Item 1A entitled Risk
Factors.

Available Information

Our Internet address is http://www.citrix.com. We make available, free of charge, on or through our Website our annual reports on Form 10-K,
quarterly reports on Form 10-Q, current reports on Form 8-K, proxy statements and any amendments to those reports filed or furnished pursuant
to Section 13(a) or 15(d) of the Securities Exchange Act as soon as reasonably practicable after such material is electronically filed with or
furnished to the Securities and Exchange Commission. The information on our Website is not part of this Annual Report on Form 10-K for the
year ended December 31, 2009.

Employees

As of December 31, 2009, we had 4,816 employees. On January 28, 2009, we announced a strategic restructuring program which included steps
to reduce our headcount by approximately 450 full-time positions, or approximately 10% of our global workforce. We believe our relations with
employees are good. In certain countries outside the United States, our relations with employees are governed by labor regulations that provide
for specific terms of employment between our company and our employees.

13

Table of Contents 20



Edgar Filing: CITRIX SYSTEMS INC - Form 10-K

Table of Conten

ITEM 1A. RISK FACTORS

Our operating results and financial condition have varied in the past and could in the future vary significantly depending on a number of factors.
From time to time, information provided by us or statements made by our employees contain forward-looking information that involves risks
and uncertainties. In particular, statements contained in this Annual Report on Form 10-K for the year ended December 31, 2009, and in the
documents incorporated by reference into this Annual Report on Form 10-K for the year ended December 31, 2009, that are not historical facts,
including, but not limited to statements concerning new products, development and offerings of products and services, including our Desktop
Solutions, Online Services and Datacenter and Cloud Solutions, market positioning, Citrix Ready, our Partner Network, Product Licenses,
License Updates, Technical Services, cash and non-cash charges, product and price competition, competition and strategy, employees, suppliers,
contract manufacturers, product price and inventory, contingent consideration payments, deferred revenues, government regulation (including
the FCC), seasonal factors, natural disasters, stock-based compensation, licensing and subscription renewal programs, computer system
enhancements, international operations and expansion, revenue recognition, profits, growth of revenues, composition of revenues, cost of net
revenues, operating expenses, sales and sales cycle, marketing and support expenses, general and administrative expenses, research and
development expenses, obsolete materials charges, valuations of investments and derivative instruments, technology relationships, open source
software, reinvestment or repatriation of foreign earnings, gross margins, amortization expense, goodwill and intangible assets, fluctuations in
foreign exchange rates, interest income, interest expense, impairment charges, anticipated operating and capital expenditure requirements,
contractual obligations, our Credit Facility, in-process research and development, tax rates and deductions, tax liabilities and benefits, transfer
pricing, our pending tax appeal, acquisitions, including XenSource and Vapps, cash inflows, the Financial Accounting Standards Board s
authoritative guidance, leasing activities and obligations, acquisitions, stock repurchases, investment transactions (including our investment in
bonds issued by AIG Matched Funding Corporation (the AIG Capped Floater ), our settlement with UBS and investments in auction rate and
available-for-sale securities), changes in domestic and foreign economic conditions and credit markets, restructuring activities (including our
Strategic Restructuring Program), delays or reductions in technology purchases, acquired in-process technology, liquidity, litigation matters,
intellectual property matters, distribution channels, stock price, payment of dividends, Advisor Rewards program, price protection rights,
proprietary technology, security measures, third party licenses, and potential debt or equity financings constitute forward-looking statements and
are made under the safe harbor provisions of Section 27A of the Securities Act of 1933, as amended, and Section 21E of the Securities Exchange
Act of 1934, as amended. These statements are neither promises nor guarantees. Our actual results of operations and financial condition have
varied and could in the future vary materially from those stated in any forward-looking statements. The following factors, among others, could
cause actual results to differ materially from those contained in forward-looking statements made in this Annual Report on Form 10-K for the
year ended December 31, 2009, in the documents incorporated by reference into this Annual Report on Form 10-K or presented elsewhere by
our management from time to time. Such factors, among others, could have a material adverse effect upon our business, results of operations and
financial condition. We caution readers not to place undue reliance on any forward-looking statements, which only speak as of the date made.
We undertake no obligation to update any forward-looking statement to reflect events or circumstances after the date on which such statement is
made.

Adpverse changes in general economic conditions in the United States or any of the major countries in which we do business could adversely
affect our operating results.

As a global company, we are subject to the risks arising from adverse changes in global economic and market conditions. The worldwide
economy underwent unprecedented turmoil in 2008 and 2009 amid stock market volatility, difficulties in the financial services sector, tightening
of the credit markets, softness in the housing markets, concerns of inflation and deflation, reduced corporate profits and capital spending, and
economic uncertainties. The continuing uncertainty about future economic conditions could negatively impact our current and prospective
customers and result in delays or reductions in technology purchases. As a result, we have experienced and could continue to experience fewer
orders, longer sales cycles, slower adoption of new technologies and increased price competition, any of which could materially and adversely
affect our business, results of operations and financial condition. Adverse economic conditions also may negatively impact our ability to obtain
payment for outstanding debts owed to us by our customers or other parties with whom we do business.

Our business could be adversely impacted by conditions affecting the information technology market.

The demand for our products and services depends substantially upon the general demand for business-related computer appliances and
software, which fluctuates based on numerous factors, including capital spending levels, the spending levels and growth of our current and
prospective customers, and general economic conditions. Fluctuations in the demand for our products and services could have a material adverse
effect on our business, results of operations and financial condition. Moreover, the purchase of our products is often discretionary and may
involve a significant commitment of capital and other resources. As a result of uncertain general economic and market conditions, future
economic projections for the information technology sector are uncertain as companies continue to reassess their spending for technology
projects. In the past, adverse economic conditions decreased demand for our products and negatively impacted our financial results. If an
uncertain environment for information technology spending continues, it could negatively impact our business, results of operations and
financial condition.
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Our long sales cycle for enterprise-wide sales could cause significant variability in our revenue and operating results for any particular
period.

In recent quarters, a growing number of our large and medium-sized customers have decided to implement our enterprise customer license
arrangements on a departmental or enterprise-wide basis. Our long sales cycle for these large-scale deployments makes it difficult to predict
when these sales will occur, and we may not be able to sustain these sales on a predictable basis.

We have a long sales cycle for these enterprise-wide sales because:

our sales force generally needs to explain and demonstrate the benefits of a large-scale deployment of our product to potential and
existing customers prior to sale;

our service personnel typically spend a significant amount of time assisting potential customers in their testing and evaluation of our
products and services;

our customers are typically large and medium size organizations that carefully research their technology needs and the many
potential projects prior to making capital expenditures for software infrastructure; and

before making a purchase, our potential customers usually must get approvals from various levels of decision makers within their
organizations, and this process can be lengthy.
The continued long sales cycle for these large-scale deployment sales could make it difficult to predict the quarter in which sales will occur.
Delays in sales could cause significant variability in our revenue and operating results for any particular period.

We face intense competition, which could result in fewer customer orders and reduced revenues and margins.

We sell our products in intensely competitive markets. Some of our competitors and potential competitors have significantly greater financial,
technical, sales and marketing and other resources than we do. For example, our ability to market our Desktop Solutions, including XenDesktop,
XenApp, and other future product offerings and upgrades, could be affected by Microsoft s licensing and pricing scheme for client devices,
servers and applications. Further, the announcement of the release, and the actual release, of new Windows-based server operating systems or
products incorporating similar features to our products could cause our existing and potential customers to postpone or cancel plans to license
certain of our existing and future product and service offerings. In addition, alternative products for application delivery directly and indirectly
compete with our current product lines and our online services.

Existing or new products and services that provide alternatives to our products and services, including those relating to Desktop Solutions,
Online Services, and Datacenter and Cloud Solutions, including application performance monitoring, branch office application delivery and
WAN optimization, virtual desktop delivery, secure sockets layers/virtual private network, gateways, on-demand assistance, online collaboration
and IP telephony, can materially impact our ability to compete in these markets.

Our current principal competitors in these markets include Cisco, including Cisco s WebEx division, F5, Juniper, Riverbed, VMware, Microsoft,
Blue Coat and LogMeln. For further discussion of the competitive environment for our products, see the section entitled Competition in Part
1 Item 1.

As the markets for our products and services continue to develop, additional companies, including companies with significant market presence
in the computer appliances, software and networking industries, could enter the markets in which we compete and further intensify competition.
In addition, we believe price competition could become a more significant competitive factor in the future. As a result, we may not be able to
maintain our historic prices and margins, which could adversely affect our business, results of operations and financial condition.

Sales of our Desktop Solutions constitute a majority of our revenue and decreases in demand for our Desktop Solutions could adversely
affect our results of operations and financial condition.
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We anticipate that sales of our Desktop Solutions and related enhancements and upgrades will constitute a majority of our revenue for the
foreseeable future. Our ability to continue to generate revenue from our Desktop Solutions will depend on market acceptance of Windows

Server Operating Systems and/or UNIX Operating Systems. Declines and variability in demand for our Desktop Solutions could occur as a
result of:

new competitive product releases and updates to existing products;

termination of our product offerings and enhancements;

potential market saturation;

technological change;

general economic conditions; or
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lack of success of entities with which we have a technology relationship.
If our customers do not continue to purchase our Desktop Solutions as a result of these or other factors, our revenue would decrease and our
results of operations and financial condition would be adversely affected. In addition, modification or termination of certain of our Desktop
Solutions may cause variability in our revenue and make it difficult to predict our revenue growth and trends in our Desktop Solutions as our
customers adjust their purchasing decisions in response to such events.

Our XenDesktop products are based on an emerging technology platform, and the market for this line of products remains uncertain.

Our XenDesktop products and services are based on an emerging technology platform, the success of which will depend on organizations and
customers perceiving technological and operational benefits and cost savings associated with adopting desktop virtualization solutions. The
limited extent to which XenDesktop has been adopted in the market may make it difficult to evaluate this product s potential impact on our
business because the market for our XenDesktop products remains uncertain. For example, our primary competition in desktop virtualization is
the existing IT practice of managing physical desktops as a device. To some extent, the success of our XenDesktop product will depend on IT
executives rethinking how desktops can be delivered as a service rather than viewing desktops as a device. To the extent that the adoption of
desktop virtualization solutions occur more slowly or less comprehensively than we expect, the revenue growth associated with our XenDesktop
products may be slower than currently expected, which could adversely affect our business, results of operations and financial condition.

We have received a Revenue Agent s Report from the Internal Revenue Service asserting tax deficiencies in certain of our tax returns. An
adverse outcome of this tax examination, or any future tax examinations involving similar assertions, could have a material adverse effect
on our results of operations and financial condition.

In connection with a current IRS examination of our tax returns, the IRS has asserted income tax deficiencies related to transfer pricing and
consequential adjustments of approximately $81.3 million for tax years 2004 and 2005 (excluding interest) relating to valuation matters
associated with the intercompany transfer of certain intellectual property in earlier tax years. We disagree with the adjustments and have filed a
protest with the IRS, which caused the matter to be referred to the Appeals Division of the IRS. We are contesting the adjustments through the
IRS appeals process and the courts, if necessary. There can be no assurance, however, that this matter will be resolved in our favor, and an
adverse outcome of this matter, or any future tax examinations involving similar assertions, could have a material effect on our results of
operations and financial condition. Regardless of whether this matter is resolved in our favor, this matter could be expensive and
time-consuming to defend.

If we do not develop new products and services or enhancements to our existing products and services, our business, results of operations
and financial condition could be adversely affected.

The markets for our products and services are characterized by:

rapid technological change;

evolving industry standards;

fluctuations in customer demand;

changes in customer requirements; and

frequent new product and service introductions and enhancements.
Our future success depends on our ability to continually enhance our current products and services and develop and introduce new products and
services that our customers choose to buy. If we are unable to keep pace with technological developments and customer demands by introducing
new products and services and enhancements, our business, results of operations and financial condition could be adversely affected. Our future
success could be hindered by:
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delays in our introduction of new products and services;

delays in market acceptance of new products and services or new releases of our current products and services; and

our, or a competitor s, announcement of new product or service enhancements or technologies that could replace or shorten the life

cycle of our existing product and service offerings.
In order for a number of our products to succeed in the future, we believe the demand for technology will need to shift from the types of
products and services we and our competitors have sold in the past to a new generation of products we now offer. For example, we cannot
guarantee that our Desktop Solutions, Online Services and Datacenter and Cloud Solutions will achieve the broad market acceptance by our
channel partners and entities with which we have a technology relationship, customers and prospective customers necessary to generate
significant revenue. In addition, we cannot guarantee that we will be able to respond effectively to technological changes or new product
announcements by others. If we experience material delays or sales shortfalls with respect to our new products and services or new releases of
our current products and services, those delays or shortfalls could have a material adverse effect on our business, results of operations and
financial condition.
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We believe that we could incur additional development costs, acquisition costs and royalties and as we develop, buy or license new technologies
or enhancements to our existing products and services. These added costs and royalties could increase our cost of revenues and operating
expenses. However, we cannot currently quantify the costs for transactions that have not yet occurred. In addition, we may need to use a
significant portion of our cash and investments to fund acquisition costs.

Our investment portfolio has been subject to impairment charges due to the recent financial crisis in the capital markets and may be
adversely impacted by further deterioration of the capital markets.

Our investment portfolio as of December 31, 2009 primarily consisted of agency securities, corporate securities, money market funds, municipal
(including auction rate) securities, government securities and commercial paper. As a result of recent adverse financial market conditions,
investments in some financial instruments may pose risks arising from liquidity and credit concerns. Although we follow an established
investment policy and seek to minimize the credit risk associated with investments by investing primarily in investment grade, highly liquid
securities and by limiting exposure to any one issuer depending on credit quality, we cannot give assurances that the assets in our investment
portfolio will not lose value, become impaired, or suffer from illiquidity.

During 2008, we recorded an unrealized loss related to our $50.0 million face value investment issued by AIG Matched Funding Corporation, or
the AIG Capped Floater, which matures in September 2011. This unrealized loss was caused by the liquidity challenges of American
International Group, Inc., or AIG, which triggered a downgrade in the credit ratings for AIG s long-term issues by rating agencies in 2008. If
AIG s financial situation further deteriorates, we may be required to further adjust the carrying value of the AIG Capped Floater and record an
impairment charge for an other-than-temporary decline in the fair market value of this investment.

We may be required to record additional impairment charges for other-than-temporary declines in fair market value in our available-for-sale
investments, including our investment in the AIG Capped Floater. Future market conditions could lead to additional impairment charges, which
could adversely affect our results of operations. Moreover, fluctuations in economic and market conditions could adversely affect the market
value of our investments, and we could lose some of the principal value of our investment portfolio. A total loss of an investment, dependent on
an individual security s par value, or a significant decline in the value of our investment portfolio could adversely affect our financial condition.

If we lose key personnel or cannot hire enough qualified employees in certain areas of our business, our ability to manage our business
could be adversely affected.

Our success depends, in large part, upon the services of a number of key employees in certain areas of our business. Except for certain key
employees of acquired businesses, we do not have long-term employment agreements with any of our key personnel. Any officer or employee
can terminate his or her relationship with us at any time. The effective management of our growth, if any, could depend upon our ability to retain
our highly-skilled technical, sales and services managerial, finance and marketing personnel in certain areas of our business. If any of those
employees leave, we will need to attract and retain replacements for them. We also may need to add key personnel in the future, including in
certain key areas of our business. The market for these qualified employees is competitive. We could find it difficult to successfully attract,
assimilate or retain sufficiently qualified personnel in sufficient numbers. Furthermore, we may hire key personnel in connection with our future
acquisitions; however, any of these employees will be able to terminate his or her relationship with us at any time. If we cannot retain and add
the necessary staff and resources for these acquired businesses, our ability to develop acquired products, markets and customers could be
adversely affected. Also, we may need to hire additional personnel to develop new products, product enhancements and technologies. If we
cannot add the necessary staff and resources, our ability to develop future enhancements and features to our existing or future products could be
delayed. Any delays could have a material adverse effect on our business, results of operations and financial condition.

If we fail to manage our operations and grow revenue, our future operating results could be adversely affected.

Historically, the scope of our operations, the number of our employees and the geographic area of our operations and our revenue have grown
rapidly. In addition, we have acquired both domestic and international companies. This growth and the assimilation of acquired operations and
their employees could continue to place a significant strain on our managerial, operational and financial resources. We need to continue to
implement and improve additional management and financial systems and controls. We may not be able to manage the current scope of our
operations or future growth effectively and still exploit market opportunities for our products and services in a timely and cost-effective way.
Our future operating results could also depend on our ability to manage:

our expanding product lines;
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our client support organization to the extent required for any increase in installations of our products.
During the past two years, a large portion of our growth has been attributable to the growth of our Desktop Solutions, as well as growth in our
Online Services and the application networking products in our Datacenter and Cloud product portfolio. We cannot provide any assurance that
these markets and the revenues we derive from these markets will continue to grow, especially given the current adverse economic and market
conditions that we face. In addition, over the last four years we have grown our force of sales professionals that work closely with partners to
sell to primary information technology, or IT, buyers, including Strategic IT Executives, Network Architects, IT Infrastructure Managers,
Desktop Operations Managers and Server Operations Managers, to address the multiple selling and buying opportunities presented by our
expanded product lines. These and other account penetration efforts are part of our strategy to increase the usage of our products within our
customer s IT organizations. We cannot provide any assurance that this strategy will be successful or that the release of our application delivery
infrastructure products or other new products or services will sustain or increase our revenue growth rate.

We may be unable to effectively control our operating expenses, which could negatively impact our profitability.

Although we endeavor to effectively control our operating expenses, these expenses, which are based on estimated revenue levels, are relatively
fixed in the short term. We cannot assure you that our operating expenses will be lower than our estimated or actual revenues in any given
quarter or that we will not incur unanticipated expenses. If we experience a shortfall in revenue in any given quarter or if we incur material
unanticipated expenses, we likely will not be able to further reduce operating expenses quickly in response. Any significant shortfall in revenue
or the incurrence of material unanticipated expenses could immediately and adversely affect our results of operations for that quarter. Also, due
to the fixed nature of many of our expenses and the challenges for revenue growth in the current environment, our income from operations and
cash flows from operating and investing activities could be lower than in recent years.

In addition, to the extent our revenue grows, if at all, we believe that our cost of revenues and certain operating expenses could also increase. We
believe that we could incur additional costs, including royalties, as we develop, license or buy new technologies or enhancements to our existing
products and services. These added costs and royalties could increase our cost of revenues and operating expenses and lower our gross margins.
However, we cannot currently quantify the costs for such transactions that have not yet occurred or of these developing trends in our business. In
addition, we may need to use a substantial portion of our cash and investments or issue additional shares of our common stock to fund these
additional costs.

Acquisitions present many risks, and we may not realize the financial and strategic goals we anticipate at the time of an acquisition.

Our growth is dependent upon market growth, our ability to enhance existing products and services, and our ability to introduce new products
and services on a timely basis. We intend to continue to address the need to develop new products and services and enhance existing products
and services through acquisitions of other companies, product lines and/or technologies. However, acquisitions, including those of
high-technology companies, are inherently risky. We cannot provide any assurance that any of our previous acquisitions, including our
acquisitions over the past three years, or future acquisitions will be successful in helping us reach our financial and strategic goals either for that
acquisition or for us generally or that the combined company resulting from any acquisition will continue to support the growth achieved by the
companies separately.

The risks we commonly encounter in managing and integrating acquisitions are:

difficulties and delays integrating the operations, technologies, and products of the acquired companies;

undetected errors or unauthorized use of a third-party s code in products of the acquired companies;

the diversion of management s attention from normal daily operations of the business;

potential difficulties in completing projects associated with purchased in-process research and development;
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entry into markets in which we have no or limited direct prior experience and where competitors have stronger market positions and
which are highly competitive;

the potential loss of key employees of the acquired company; and

an uncertain revenue and earnings stream from the acquired company, which could unexpectedly dilute our earnings.
Our failure to manage growth effectively and successfully integrate acquired companies due to these or other factors could have a material
adverse effect on our business, results of operations and financial condition.
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Attractive acquisition opportunities may not be available to us, which could negatively affect the growth of our business.

Our business strategy includes the selective acquisition of businesses and technologies. In the three years ended December 31, 2009, we
completed one significant acquisition with the acquisition of XenSource in 2007. We plan to continue to seek opportunities to expand our
product portfolio, customer base, technology, and technical talent through acquisitions. However, we may not have the opportunity to make
suitable acquisitions on favorable terms in the future, which could negatively impact the growth of our business. We expect that other companies
in our industry will compete with us to acquire compatible businesses. This competition could increase prices for businesses and technologies
that we would likely pursue, and our competitors may have greater resources than we do to complete these acquisitions.

If we determine that any of our goodwill or intangible assets, including technology purchased in acquisitions, are impaired, we would be
required to take a charge to earnings, which could have a material adverse effect on our results of operations.

We have a significant amount of goodwill and other intangible assets, such as product related intangible assets, related to our acquisitions. We
recorded significant additional goodwill and other intangible asset amounts in connection with the acquisition of XenSource in 2007. We do not
amortize goodwill and intangible assets that are deemed to have indefinite lives. However, we do amortize certain product related technologies,
trademarks, patents and other intangibles and we periodically evaluate them for impairment. We review goodwill for impairment annually, or
sooner if events or changes in circumstances indicate that the carrying amount could exceed fair value, at the reporting unit level (operating
segment). As of December 31, 2009, we had $899.8 million of goodwill. Fair values are based on discounted cash flows using a discount rate
determined by our management to be consistent with industry discount rates and the risks inherent in our current business model. Due to
uncertain market conditions and potential changes in our strategy and product portfolio, it is possible that the forecasts we use to support our
goodwill and other intangible assets could change in the future, which could result in non-cash charges that would adversely affect our results of
operations and financial condition.

Furthermore, impairment testing requires significant judgment, including the identification of reporting units based on our internal reporting
structure that reflects the way we manage our business and operations and to which our goodwill and intangible assets would be assigned.
Significant judgments are required to estimate the fair value of our goodwill and intangible assets, including estimating future cash flows,
determining appropriate discount rates, estimating the applicable tax rates, foreign exchange rates and interest rates, projecting the future
industry trends and market conditions, and making other assumptions. Changes in these estimates and assumptions, including changes in our
reporting structure, could materially affect our determinations of fair value.

We recorded approximately $266.1 million of goodwill and intangible assets in connection with our 2007 Acquisitions and our 2008
Acquisitions. If the actual revenues and operating profit attributable to acquired intangible assets are less than the projections we used to initially
value these intangible assets when we acquired them, then these intangible assets may be deemed to be impaired. If we determine that any of the
goodwill or other intangible assets associated with our recent acquisitions is impaired, then we would be required to reduce the value of those
assets or to write them off completely by taking a related charge to earnings. If we are required to write down or write off all or a portion of
those assets, or if financial analysts or investors believe we may need to take such action in the future, our stock price and operating results could
be materially and adversely affected.

At December 31, 2009, we had $213.2 million, net, of unamortized intangibles, which include product related technology we purchased in
acquisitions or under third-party licenses. These intangibles are primarily associated with our Datacenter and Cloud Solutions. However, our
VADs and entities with which we have technology relationships, customers or prospective customers may not purchase or widely accept our
new products. If we fail to complete the development of our anticipated future product and service offerings, including product offerings
acquired through our acquisitions, if we fail to complete them in a timely manner, or if we are unsuccessful in selling any new lines of products,
appliances and services, we could determine that the value of the purchased technology is impaired in whole or in part and take a charge to
earnings. We could also incur additional charges in later periods to reflect costs associated with completing those projects that could not be
completed in a timely manner. An impairment charge could have a material adverse effect on our results of operations. If the actual revenues and
operating profit attributable to acquired product and core technologies are less than the projections we used to initially value product and core
technologies when we acquired it, such intangible assets may be deemed to be impaired. If we determine that any of our intangible assets are
impaired, we would be required to take a related charge to earnings that could have a material adverse effect on our results of operations.

Our business could be adversely affected if we are unable to expand and diversify our distribution channels.

We currently intend to continue to expand our distribution channels by leveraging our relationships with independent hardware and software
vendors and system integrators to encourage them to recommend or distribute our products. In addition, an integral part of our strategy is to
diversify our base of channel relationships by adding and training more channel members with abilities to reach larger enterprise customers and
to sell our newer products. This strategy will require additional resources, as we will need to expand our internal sales and service coverage of
these customers. If we fail in these efforts and cannot expand, train or diversify our distribution channels, our business could be adversely
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affected. In addition to this diversification of our base, we will need to maintain a healthy mix of channel members who cater to smaller
customers. We may need to add and remove distribution members to maintain customer satisfaction and a steady adoption rate of our products,
which could increase our operating expenses. Through our Citrix Partner Network and other programs, we are currently investing, and intend to
continue to invest, significant resources to develop these channels, which could reduce our profits.
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We could change our licensing programs or subscription renewal programs, which could negatively impact the timing of our recognition of
revenue.

We continually re-evaluate our licensing programs and subscription renewal programs, including specific license models, delivery methods, and
terms and conditions, to market our current and future products and services. We could implement new licensing programs and subscription
renewal programs, including promotional trade-up programs or offering specified enhancements to our current and future product and service
lines. Such changes could result in deferring revenue recognition until the specified enhancement is delivered or at the end of the contract term
as opposed to upon the initial shipment or licensing of our software product. We could implement different licensing models in certain
circumstances, for which we would recognize licensing fees over a longer period, including offering additional products in a
software-as-a-service model. Changes to our licensing programs and subscription renewal programs, including the timing of the release of
enhancements, upgrades, maintenance releases, the term of the contract, discounts, promotions and other factors, could impact the timing of the
recognition of revenue for our products, related enhancements and services and could adversely affect our operating results and financial
condition.

Sales of our Subscription Advantage product constitute substantially all of our License Updates revenue and a large portion of our deferred
revenue.

We anticipate that sales of our Subscription Advantage product will continue to constitute a substantial portion of our License Updates revenue.
Our ability to continue to generate both recognized and deferred revenue from our Subscription Advantage product will depend on our
customers continuing to perceive value in automatic delivery of our software upgrades and enhancements. A decrease in demand for our
Subscription Advantage product could occur as a result of a decrease in demand for our Desktop Solutions and our Datacenter and Cloud
Solutions. If our customers do not continue to purchase our Subscription Advantage product, our License Updates revenue and deferred revenue
would decrease significantly and our results of operations and financial condition would be adversely affected.

As our international sales and operations grow, we could become increasingly subject to additional risks that could harm our business.

We conduct significant sales and customer support, development and engineering operations in countries outside of the United States. During
the year ended December 31, 2009, we derived approximately 43.6% of our revenues from sales outside the United States. Our continued
growth and profitability could require us to further expand our international operations. To successfully expand international sales, we must
establish additional foreign operations, hire additional personnel and recruit additional international resellers. Our international operations are
subject to a variety of risks, which could cause fluctuations in the results of our international operations. These risks include:

compliance with foreign regulatory and market requirements;

variability of foreign economic, political and labor conditions;

changing restrictions imposed by regulatory requirements, tariffs or other trade barriers or by U.S. export laws;

longer accounts receivable payment cycles;

potentially adverse tax consequences;

difficulties in protecting intellectual property;

burdens of complying with a wide variety of foreign laws; and
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as we generate cash flow in non-U.S. jurisdictions, if required, we may experience difficulty transferring such funds to the U.S. in a

tax efficient manner.
Our results of operations are also subject to fluctuations in foreign currency exchange rates. In order to minimize the impact on our operating
results, we generally initiate our hedging of currency exchange risks one year in advance of anticipated foreign currency expenses. When the
dollar is weak, foreign currency denominated expenses will be higher, and these higher expenses will be partially offset by the gains realized
from our hedging contracts. If the dollar is strong, foreign currency denominated expenses will be lower. These lower expenses will in turn be
partially offset by the losses incurred from our hedging contracts. There is a risk that there will be fluctuations in foreign currency exchange
rates beyond the one year timeframe for which we hedge our risk. Due to the generally weaker dollar in 2009 when compared to 2008, our
operating expenses were higher when converted to U.S. dollars, but these higher expenses were partially offset by gains in our hedging
programs.

Our success depends, in part, on our ability to anticipate and address these risks. We cannot guarantee that these or other factors will not
adversely affect our business or operating results.
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Unanticipated changes in our tax rates or our exposure to additional income tax liabilities could affect our operating results and financial
condition.

Our future effective tax rates could be favorably or unfavorably affected by unanticipated changes in the valuation of our deferred tax assets and
liabilities, the geographic mix of our revenue, or by changes in tax laws or their interpretation. Significant judgment is required in determining
our worldwide provision for income taxes. In addition, we are subject to the continuous examination of our income tax returns by tax authorities,
including a current examination by the Internal Revenue Service, or IRS, for our income tax returns for 2004 and 2008. We regularly assess the
likelihood of adverse outcomes resulting from these examinations to determine the adequacy of our provision for income taxes. There can be no
assurance, however, that the outcomes from these continuous examinations will not have an adverse effect on our operating results and financial
condition. Additionally, due to the evolving nature of tax rules combined with the large number of jurisdictions in which we operate, it is
possible that our estimates of our tax liability and the realizability of our deferred tax assets could change in the future, which may result in
additional tax liabilities and adversely affect our results of operations, financial condition and cash flows.

We have credit exposure to our hedging counterparties.

In order to minimize volatility in earnings associated with fluctuations in the value of foreign currency relative to the U.S. dollar, we use
financial instruments to hedge our exposure to foreign currencies as we deem appropriate for a portion of our expenses which are denominated
in the local currency of our foreign subsidiaries. As a result of entering into these contracts with counterparties who are unrelated to us, the risk
of a counterparty default exists in fulfilling the hedge contract. Should there be a counterparty default, we could be unable to recover anticipated
net gains from the transactions.

Our proprietary rights could offer only limited protection. Our products, including products obtained through acquisitions, could infringe
third-party intellectual property rights, which could result in material costs.

Our efforts to protect our proprietary rights may not be successful. We rely primarily on a combination of copyright, trademark, patent and trade
secret laws, confidentiality procedures and contractual provisions to protect our proprietary rights. The loss of any material trade secret,
trademark, trade name, patent or copyright could have a material adverse effect on our business. Despite our precautions, it could be possible for
unauthorized third parties to copy or reverse engineer certain portions of our products or to otherwise obtain and use our proprietary information.
If we cannot protect our proprietary technology against unauthorized copying or use, we may not remain competitive. Any patents owned by us
could be invalidated, circumvented or challenged. Any of our pending or future patent applications, whether or not being currently challenged,
may not be issued with the scope we seek, if at all, and if issued, may not provide any meaningful protection or competitive advantage.

In addition, our ability to protect our proprietary rights could be affected by:

Differences in International Law; Enforceability of Licenses: The laws of some foreign countries do not protect our intellectual
property to the same extent as do the laws of the United States and Canada. For example, we derive a significant portion of our sales
from licensing our packaged products under shrink wrap or click-to-accept license agreements that are not signed by licensees and
electronic enterprise customer licensing arrangements that are delivered electronically, all of which could be unenforceable under the
laws of many foreign jurisdictions in which we license our products.

Third-Party Infringement Claims: We may become increasingly subject to infringement claims and claims alleging the unauthorized
use of a third-party s code in our products. This may occur for a variety of reasons, including the expansion of our product lines, such
as our Datacenter and Cloud Solutions and our Online Services division products, through product development and acquisitions and
an increase in patent infringement litigation commenced by non-practicing entities, the increase in the number of competitors in our
industry segments and the resulting increase in the number of related products and the overlap in the functionality of those products,
and the unauthorized use of third-party s code in our product development process. Companies and inventors are more frequently
seeking to patent software despite recent developments in the law that may discourage or invalidate such patents. As a result, we
could receive more patent infringement claims. Responding to any infringement claim, regardless of its validity, could result in

costly litigation or injunctive relief or require us to obtain a license to intellectual property rights of those third parties. Licenses may
not be available on reasonable terms, on terms compatible with the protection of our proprietary rights, or at all. In addition, attention
to these claims could divert our management s time and attention from developing our business. If a successful claim is made against
us and we fail to develop or license a substitute technology or negotiate a suitable settlement arrangement, our business, results of
operations, financial condition and cash flows could be materially and adversely affected. See Part I, Item 3 entitled Legal
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Proceedings for information concerning pending patent infringement cases in which we are involved.
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Our use of open source software could negatively impact our ability to sell our products and subject us to possible litigation.

The products or technologies acquired, licensed or developed by us may incorporate so-called open source software, and we may incorporate
open source software into other products in the future. Such open source software is generally licensed by its authors or other third parties under
open source licenses, including, for example, the GNU General Public License, the GNU Lesser General Public License, Apache-style licenses,
Berkeley Software Distribution, BSD-style licenses, and other open source licenses. We monitor our use of open source software in an effort to
avoid subjecting our products to conditions we do not intend. Although we believe that we have complied with our obligations under the various
applicable licenses for open source software that we use such that we have not triggered any of these conditions, there is little or no legal
precedent governing the interpretation of many of the terms of these types of licenses. As a result, the potential impact of these terms on our
business may result in unanticipated obligations regarding our products and technologies, such as requirements that we offer our products that
use the open source software for no cost, that we make available source code for modifications or derivative works we create based upon,
incorporating or using the open source software, and/or that we license such modifications or derivative works under the terms of the particular
open source license.

If an author or other third party that distributes open source software were to allege that we had not complied with the conditions of one or more
of these licenses, we could be required to incur significant legal expenses defending against such allegations. If our defenses were not successful,
we could be subject to significant damages, enjoined from the distribution of our products that contained the open source software, and required
to comply with the foregoing conditions, which could disrupt the distribution and sale of some of our products. In addition, if we combine our
proprietary software with open source software in a certain manner, under some open source licenses we could be required to release the source
code of our proprietary software, which could substantially help our competitors develop products that are similar to or better than ours.

In addition to risks related to license requirements, usage of open source software can lead to greater risks than use of third-party commercial
software, as open source licensors generally do not provide warranties or assurance of title or controls on the origin of the software.

If open source software programmers, many of whom we do not employ, do not continue to develop and enhance the open source Xen
hypervisor, we may be unable to develop new XenServer products, adequately enhance our existing XenServer products or meet customer
requirements for innovation, quality and price of these Xen products.

We rely to a significant degree on an informal community of independent open source software programmers to develop and enhance the Xen
hypervisor. A relatively small group of software engineers, many of whom are not employed by us, are primarily responsible for the
development and evolution of the Xen hypervisor, which is the heart of the XenServer virtualization product. If these programmers fail to
adequately further develop and enhance open source technologies, we would have to rely on other parties to develop and enhance the Xen
hypervisor or we would need to develop and enhance the Xen hypervisor with our own resources. We cannot predict whether further
developments and enhancements to these technologies would be available from reliable alternative sources. In either event, our development
expenses could be increased and our product release and upgrade schedules could be delayed. Moreover, if third-party software programmers
fail to adequately further develop and enhance the Xen hypervisor, the development and adoption of this virtual server technology could be
stifled and our products, including XenServer, could become less competitive. Delays in developing, completing or shipping new or enhanced
products could result in delayed or reduced revenue for those products and could also adversely affect customer acceptance of those offerings.

We are subject to risks associated with our strategic and technology relationships.
Our business depends on strategic and technology relationships. We cannot assure you that those relationships will continue in the future.

We rely on strategic or technology relationships with companies such as Microsoft, Wyse Technologies, Dell, Hewlett-Packard Company,
Fujitsu Limited and others. We depend on the entities with which we have strategic or technology relationships to successfully test our products,
to incorporate our technology into their products and to market and sell those products. We cannot assure you that we will be able to maintain
our current strategic and technology relationships or to develop additional strategic and technology relationships. If any entities in which we
have a strategic or technology relationship are unable to incorporate our technology into their products or to market or sell those products, our
business, results of operations and financial condition could be materially adversely affected.

If we lose access to third-party licenses, releases of our products could be delayed.

We believe that we will continue to rely, in part, on third-party licenses to enhance and differentiate our products. Third-party licensing
arrangements are subject to a number of risks and uncertainties, including:
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undetected errors or unauthorized use of another person s code in the third party s software;

disagreement over the scope of the license and other key terms, such as royalties payable;
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infringement actions brought by third-party licensees; and

termination or expiration of the license.
If we lose or are unable to maintain any of these third-party licenses or are required to modify software obtained under third-party licenses, it
could delay the release of our products. Any delays could have a material adverse effect on our business, results of operations and financial
condition.

Our success depends on our ability to attract and retain and further penetrate large enterprise customers.

We must retain and continue to expand our ability to reach and penetrate large enterprise customers by adding effective VADs and expanding
our consulting services. Our inability to attract and retain large enterprise customers could have a material adverse effect on our business, results
of operations and financial condition. Large enterprise customers usually request special pricing and purchase of multiple years of subscription
and maintenance up-front and generally have longer sales cycles, which could negatively impact our revenues. By allowing these customers to
purchase multiple years of subscription or maintenance up-front and by granting special pricing, such as bundled pricing or discounts, to these
large customers, we may have to defer recognition of some or all of the revenue from such sales. This deferral could reduce our revenues and
operating profits for a given reporting period. Additionally, as we attempt to attract and penetrate large enterprise customers, we may need to
increase corporate branding and marketing activities, which could increase our operating expenses. These efforts may not proportionally
increase our operating revenues and could reduce our profits.

Issues arising during the upgrade of our enterprise resource planning system could affect our operating results and ability to manage our
business effectively.

We are in the process of upgrading our SAP enterprise resource planning, or ERP, computer system to enhance operating efficiencies and
provide more effective management of our business operations. The upgrade could cause substantial business interruption that could adversely
impact our operating results. We are investing significant financial and personnel resources into this project. However, there is no assurance that
the design will meet our current and future business needs or that it will operate as designed. We are heavily dependent on such computer
systems, and any significant failure or delay in the system upgrade, if encountered, would cause a substantial interruption to our business and
additional expense which could result in an adverse impact on our operating results, cash flows and financial condition.

We rely on indirect distribution channels and major distributors that we do not control.

We rely significantly on independent distributors and resellers to market and distribute our products and appliances. For instance, one
distributor, Ingram Micro, accounted for 14% of our net revenues in 2009. Our distributor arrangements with Ingram Micro consist of several
non-exclusive, independently negotiated agreements with our subsidiaries, each of which cover different countries or regions. Moreover, no
reseller accounted for over 10% of our total net revenues in 2009. We do not control our distributors and resellers. Additionally, our distributors
and resellers are not obligated to buy our products and could also represent other lines of products. We maintain and periodically revise our sales
incentive programs for our independent distributors and resellers, and such program revisions may adversely impact our results of operations.
Some of our distributors and resellers maintain inventories of our packaged products for resale to smaller end-users. If distributors and resellers
reduce their inventory of our packaged products, our business could be adversely affected. Further, we could maintain individually significant
accounts receivable balances with certain distributors. The financial condition of our distributors could deteriorate and distributors could
significantly delay or default on their payment obligations. Any significant delays, defaults or terminations could have a material adverse effect
on our business, results of operations and financial condition.
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For certain of our products we rely on third-party suppliers and contract manufacturers, making us vulnerable to supply problems and price
fluctuations.

We rely on a number of third-party suppliers, who provide hardware or hardware components for our products, and contract manufacturers. For
example, the production, final test, warehousing and shipping for our Desktop Solutions and Datacenter and Cloud Solutions, including our
NetScaler products, Access Gateway products and Citrix Repeater appliance products are primarily performed by a third-party contract
manufacturer. We do not typically have long-term supply agreements with our suppliers; and, in most cases, we purchase the products and
components on an as-needed purchase order basis. In some instances, such as with respect to our application networking products in our
Datacenter and Cloud Solutions portfolio, we maintain internal manufacturing capabilities to supplement third-party contract manufacturers and
provide us with the flexibility needed to meet our product delivery requirements on sales orders on a limited basis. While we have not, to date,
experienced any material difficulties or delays in the manufacture and assembly of our products, our suppliers may encounter problems during
manufacturing due to a variety of reasons, including failure to follow specific protocols and procedures, failure to comply with applicable
regulations, equipment malfunction and environmental factors, any of which could delay or impede their ability to meet our demand. Our
reliance on these third-party suppliers and contract manufacturers subjects us to risks that could harm our business, including:

our suppliers, especially new suppliers, may make errors in manufacturing components that could negatively affect the efficacy of
our products or cause delays in shipment;

our suppliers manufacture products for a range of customers, and fluctuations in demand for the products these suppliers manufacture
for others may affect their ability to deliver components and products to us in a timely manner; and

our suppliers may encounter financial hardships unrelated to our demand for components, which could inhibit their ability to fulfill
our orders and meet our requirements.
There may be delays associated with establishing additional or replacement suppliers, particularly for components that are available only from
limited sources. Any interruption or delay in the supply of products or components, or our inability to obtain products or components from
alternate sources at acceptable prices in a timely manner, could impair our ability to meet the demand of our customers and adversely affect our
business, financial condition or results of operations.

Our products could contain errors that could delay the release of new products and may not be detected until after our products are shipped.

Despite significant testing by us and by current and potential customers, our products, especially new products or releases or acquired products,
could contain errors. In some cases, these errors may not be discovered until after commercial shipments have been made. Errors in our products
could delay the development or release of new products and could adversely affect market acceptance of our products. Additionally, our
products depend on third- party products, which could contain defects and could reduce the performance of our products or render them useless.
Because our products are often used in mission-critical applications, errors in our products or the products of third parties upon which our
products rely could give rise to warranty or other claims by our customers, which may have a material adverse effect on our business, financial
condition and results of operations.

We have entered into a credit facility agreement that restricts our ability to conduct our business and failure to comply with such agreement
may have an adverse effect on our business, liquidity and financial position.

We, along with our subsidiary, Citrix Systems International GmbH, maintain a credit facility agreement that contains financial covenants tied to
a maximum consolidated leverage ratio and minimum interest coverage, among other things. The credit facility agreement also contains
affirmative and negative covenants, including limitations related to our ability to incur future indebtedness, contingent obligations or liens,
conduct certain mergers or acquisitions, make certain investments and loans, alter our capital structure, sell stock or assets and pay dividends. If
we fail to comply with these covenants or any other provision of the credit facility agreement, we may be in default under the credit facility
agreement, and we cannot assure you that we will be able to obtain the necessary waivers or amendments of such default. Upon an event of
default under our credit facility agreement not otherwise amended or waived, the affected lenders could accelerate the repayment of any
outstanding principal and accrued interest on their outstanding loans and terminate their commitments to lend additional funds, which may have
a material adverse effect on our liquidity and financial position.
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If our security measures are breached and unauthorized access is obtained to our Online Services division customers data, our services
may be perceived as not being secure and customers may curtail or stop using our service.

Use of our GoToMyPC, GoToMeeting, GoToAssist or GoToWebinar services involves the storage and transmission of customers business and
personally identifiable information, and security breaches could expose us to a risk of loss of this information, litigation and possible liability. If
our security measures are breached as a result of third-party action, employee error, malfeasance or otherwise, and, as a result, someone obtains
unauthorized access to one of our online customers personally identifiable data, our reputation will be damaged, our business may suffer and we
could incur significant liability. Because techniques used to obtain unauthorized access to or sabotage systems change frequently and generally
are not recognized until launched against a target, we may be unable to anticipate these techniques or to implement adequate preventative
measures. If any compromises of security were to occur, it could have the effect of substantially reducing the use of the Web for commerce and
communications. Anyone who circumvents our security measures could misappropriate credit card and other payment information, personally
identifiable customer information or cause interruptions in our services or operations. Fines and liabilities can be significant for breaches of
payment card data. In the case of an actual breach of payment card data, we could incur potential fines at the discretion of the credit card
companies. These fines could include penalties for all compromised account numbers, the costs of any additional fraud detection activities
required by the card associations, costs incurred by credit card issuers associated with the compromise and additional monitoring of systems for
further fraudulent activity. A large breach of payment card data could also put our ability to process credit card payments at risk. Computer
viruses, software programs that disable or impair computers, have been and continue to be distributed and have rapidly spread over the Internet.
Computer viruses could be introduced into our systems or those of our vendors, which could disrupt our network or make it inaccessible to our
Online Services division customers. If an actual or perceived breach of our security occurs, the market perception of the effectiveness of our
security measures could be harmed and we could lose sales and customers for our Online Services division, and in the case of an actual breach
we could incur fines and other penalties under privacy and data protection laws, which would significantly adversely affect our financial
condition and the operating results for our Online Services division.

Evolving regulation of the Web may adversely affect our Online Services division.

As Web commerce continues to evolve, increasing regulation by federal, state or foreign agencies becomes more likely. For example, we believe
increased regulation is likely in the area of laws and regulations applying to the solicitation, collection, processing or use of personal or
consumer information. Additional regulation could impact our business through increased costs and restrictions on our ability to process and
secure customer data. In addition, taxation of services provided over the Web or other charges imposed by government agencies or by private
organizations for accessing the Web may also be imposed. Any regulation imposing greater fees for Web use or restricting information exchange
over the Web could result in a decline in the use of the Web and the viability of Web-based services, which would significantly adversely affect
our financial condition and the operating results for our Online Services division.

Regulation of our Citrix Online Audio business may adversely affect our Online Services division.

In October 2008, our Online Services division acquired Vapps, Inc., or Vapps, a VolP-based audio services company, to form our Citrix Online
Audio products and services. Certain of these products and services are subject to various regulatory requirements established by the Federal
Communications Commission, or FCC. FCC regulation may delay or hinder our ability to provide our planned services and products. The
telecommunications industry is highly regulated in the U.S. at the federal, state and local levels. Various state and international authorities may
also seek to regulate the products and services we provide or will provide. The FCC and state regulatory authorities may address regulatory
non-compliance with a variety of enforcement mechanisms, including fines, refund orders, injunctive relief, license conditions, and/or license
revocation. The regulation of the telecommunications industry is changing rapidly, and the regulatory environment varies substantially from
jurisdiction to jurisdiction. There can be no assurance that future regulatory, judicial or legislative activities will not have a material adverse
effect on the business, and results of operations of our Online Services division.

Natural disasters or other unanticipated catastrophes that result in a disruption of our operations could negatively impact our results of
operations.

Our worldwide operations are dependent on our network infrastructure, internal technology systems and Website. Significant portions of our
computer equipment, intellectual property resources and personnel, including critical resources dedicated to research and development and
administrative support functions are presently located at our corporate headquarters in Fort Lauderdale, Florida, an area of the country that is
particularly prone to hurricanes, and at our various locations in California, an area of the country that is particularly prone to earthquakes. We

also have operations in various domestic and international locations that expose us to additional diverse risks. The occurrence of natural

disasters, such as hurricanes or earthquakes, or other unanticipated catastrophes, such as telecommunications failures, cyber-attacks, fires or
terrorist attacks, at any of the locations in which we do business, could cause interruptions in our operations. For example, hurricanes have

passed through southern Florida causing extensive damage to the region. In addition, even in the absence of direct damage to our operations,

large disasters, terrorist attacks or other casualty events could have a significant impact on our partners and customers businesses, which in turn
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could result in a negative impact on our results of operations. Extensive or multiple disruptions in our operations, or our partners or customers
businesses, due to natural disasters or other unanticipated catastrophes could have a material adverse effect on our results of operations.
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If we do not generate sufficient cash flow from operations in the future, we may not be able to fund our product development and
acquisitions and fulfill our future obligations.

Our ability to generate sufficient cash flow from operations to fund our operations and product development, including the payment of cash
consideration in acquisitions and the payment of our other obligations, depends on a range of economic, competitive and business factors, many
of which are outside our control. We cannot assure you that our business will generate sufficient cash flow from operations, or that we will be
able to liquidate our investments, repatriate cash and investments held in our overseas subsidiaries, sell assets or raise equity or debt financings
when needed or desirable. An inability to fund our operations or fulfill outstanding obligations could have a material adverse effect on our
business, financial condition and results of operations. For further information, please refer to Management s Discussion and Analysis of
Financial Condition and Results of Operations Liquidity and Capital Resources.

If returns or price adjustments exceed our reserves, our operating results could be adversely affected.

We provide most of our distributors with return rights, which generally permit our distributors to return products to us by the 45™ day of a fiscal
quarter, subject to ordering an equal dollar amount of our products prior to the last day of the same fiscal quarter. We also provide price
protection rights to most of our distributors. Price protection rights require that we grant retroactive price adjustments for inventories of our
products held by distributors if we lower our prices for those products within a specified time period. To cover our exposure to these product
returns and price adjustments, we establish reserves based on our evaluation of historical product trends and current marketing plans. However,
we cannot assure you that our reserves will be sufficient to cover our future product returns and price adjustments. If we inadequately forecast
reserves, our operating results could be adversely affected.

Our stock price could be volatile, particularly during times of economic uncertainty and volatility in domestic and international stock
markets, and you could lose the value of your investment.

Our stock price has been volatile and has fluctuated significantly in the past. The trading price of our stock is likely to continue to be volatile and
subject to fluctuations in the future. Your investment in our stock could lose some or all of its value. Some of the factors that could significantly
affect the market price of our stock include:

actual or anticipated variations in operating and financial results;

analyst reports or recommendations;

changes in interest rates; and

other events or factors, many of which are beyond our control.
The stock market in general, The NASDAQ Global Select Market, and the market for software companies and technology companies in
particular, have experienced extreme price and volume fluctuations. These fluctuations have often been unrelated or disproportionate to
operating performance. These forces reached unprecedented levels in the second half of 2008, resulting in the bankruptcy or acquisition of, or
government assistance to, several major domestic and international financial institutions and a material decline in economic conditions. In
particular, the U.S. equity markets experienced significant price and volume fluctuations that have affected the market prices of equity securities
of many technology companies. During 2009, our stock price has experienced volatility, with the closing price of our common stock on The
NASDAQ Global Select Market having ranged from $20.00 on March 2, 2009 to $43.78 on October 12, 2009. These broad market and industry
factors could materially and adversely affect the market price of our stock, regardless of our actual operating performance.

Changes or modifications in financial accounting standards related to business combinations may have a material adverse impact on our
reported results of operations.

In December 2007, authoritative guidance was issued in regards to business combinations. The guidance requires, among other things, the
expensing of direct transaction costs, including deal costs and restructuring costs as incurred and acquired in-process research and development,
or IPR&D, assets to be capitalized, certain contingent assets and liabilities to be recognized at fair value, and arrangements related to contingent
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merger consideration may be required to be measured at fair value until settled, with changes in fair value recognized each period into earnings.
Historically, we have been acquisitive and if we continue to be so, the authoritative guidance could have a material impact on our consolidated
financials, results of operations and cash flows if we enter into any material business combinations.

QOur business is subject to seasonal fluctuations.

Our business is subject to seasonal fluctuations. Historically, our net revenues have fluctuated quarterly and have generally been the highest in
the fourth quarter of our fiscal year due to corporate calendar year-end spending trends. In addition, our European operations generally provide
lower revenues in the summer months because of the generally reduced level of economic activity in Europe during the summer. This seasonal
factor also typically results in higher fourth quarter revenues. Quarterly results are also affected by the timing of the release of new products and
services. Because of the seasonality of our business, results for any quarter, especially our fourth quarter, are not necessarily indicative of the
results that may be achieved for the full fiscal year.
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Funds from certain of our auction rate securities may not be accessible within 12 months.

As of December 31, 2009, we held municipal auction rate securities, of which substantially all were triple-A rated, with an aggregate par value
of approximately $44.8 million, whose underlying assets are generally student loans that are substantially backed by the federal government
under the Federal Family Education Loan Program through investment accounts managed by UBS Financial Services, Inc., or UBS. The market
for municipal auction rate securities in our portfolio began experiencing auction failures in 2008 and there have been no successful auctions for
the securities held in our po