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Privileged & Confidential
Prepared at the Request of External Counsel

Phil, Joz, Craig, Eddy, Kate,

Thank you for your feedback over the weekend and during this morning’s meeting. The team has incorporated your collective
feedback into a new version of the deck, which is attached below for your review. We will use this in tomorrow’s review with Tim at
1pm.

Please let us know if you have any additional comments in the meantime.

Thanks — Sean

2023.06.19

Wiscon .. tial.key
55.4 MB

On Jun 16, 2023, at 5:42 PM, Phil Schiller |G - ote:

Privileged and Confidential
Attorney Work Product

Thanks for sharing this draft presentation

Here are my notes (clearly | am not on team commission/fee, so no surprises here)

- Slide 4, this illustration is not correct for option 1, we do not propose allowing links on IAP buy flow pages

- Slide 21: option 2A is a 27% commission for 24 hours. | have already explained my many issues with the commission concept so |
won't repeat them here. Also, is there a 12% commission on a small business developer transaction? Otherwise this is an increase
in commission level for 95% of developers. | don’t see programs mentioned.

- Slide 25: the last note about collections isn't a “risk”, it is a certainty, we won't get much of this back

- Slide 26: option 2B is a $15 fee per link, are we crazy? A fee doesn't scale fairly with developer revenues like a commission does.
Apps with small transaction amounts get screwed. This is based on an average of all developers, clearly it will not be even break
even for many developers, they will actually lose money (in effect a greater than 100% commission for many developers, not smart)
- Slide 30: there is a non-collection certainly here as well

- Slide 31: option 2C is a 20% commission on a full year of transactions. This seems really crazy to me as well. We are going to
collect on transactions made directly on developers' websites for a year? And how does this work with the small business program,
is it 10% for them?

- Slide 35: again, the last note about collections isn’t a “risk”, it is a certainty, we won't get much of this back

On Jun 16, 2023, at 7:09 PM, Sean Cameror|j EEGEGEGEGEGEGEGEN V' otc:

Privileged & Confidential
Prepared at the Request of External Counsel

Phil, Joz, Craig, Eddy, Kate,

As discussed in our prior meeting, there are multiple Epic injunction compliance options under consideration. The cross-
functional team needs directional guidance early next week in order to comply with the July 5th deadline. We have a 30-minute
review with Tim on Tuesday at 1pm to discuss a no commission option and several proposals for a commission option The

objective of the meeting is to get a decision on whether to pursue a commission so the team can do the necessary work to go live
in two weeks' time
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The attached deck has complete details on design, financial modeling, and risk/benefit analysis for the commission and no
commission options. We intend to review it with Tim on Tuesday. Please let us know if there is any feedback to the deck or
proposed messaging at your earliest convenience so we can incorporate.

Thanks — Sean

<2023.06.16 CLEAN - Wisconsin - Team Commission - Privileged & Confidential.key>
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Epic Injunction

Implementation Proposal

[Sean]

CX-0224.4



[Sean]

Case 4:20-cv-05640-YGR Document 1542-18

Filed 05/07/25

Epic injunction compliance

1. Apple Inc. and its officers, agents, servants, employees, and any person in active

concert or participation with them (“Apple”), are hereby permanently restrained and enjoined from
prohibiting developers from (1) including in their apps and their metadata buttons, external links,

or other calls to action that direct customers to purchasing mechanisms, in addition to In-App

Purchasing and (ii)

2 with customers through points of contact obtained voluntarily

from customers throhigh sccount registration within the spp.

Any party may seck modification of this Order, at any time, by writien motion and for
good cause based on changed circumstances or othenwise

The Court will retain jurisdiction over the enforcement and amendment of the
injunction. If any part of this Order is violated by any party named herein or any other person,
plaintiff may, by motion with notice to the attomeys for defendant, apply for sanctions or other
relief that may be appropriate.

4. This injunction will take effect in ninety (90) days.

Current minimum deadline: July 5

CX-0224.5
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Compliance options

Option 1: No Fee Option 2: Fee
Different e :
Approach Style Plain link or button Developer-styled link or button

Once per page;
Not on same page as Apple IAP buy flow Once peripage
Specific pricing; Specific pricing;
Language
Same - Template only Template only
Approach
May not discourage or mimic IAP May not discourage or mimic IAP

[Carson]

« We've identified 2 options we could pursue that are defined by whether or not we charge a fee: option 1 is no fee for linking
out, option 2 is to charge a fee for linking out. The key focus in all of these options is the fee, which we believe this will
heavily influence developer decisioning about directing users out of the app to buy.

In both cases, many things are the same:

«In both cases, the court has decided that Apple has a right to continue requiring IAP for digital goods & services, so IAP
would remain required.

* We would follow the Reader Entitlement policy, and allow a single URL that's owned/controlled by the developer per app,
that resolves to an external browser (no web view).

« And Apple would provide a range of Ul styling and acceptable language for developers to choose from, and developers
cannot discourage or mimic IAP.

* The two options also diverge when it comes to the placement and style of the link, which we'll cover later. [Details on
relationship between the commission and the buy flow][

CX-0224.6
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Option 1 & 2: Proposed sheet

Flow example

You'rz about to leave
the apptogotoan
external website. You
will no longer be
transacting with

[Sean]
Here’s an example of the Ul flow once a customer clicks on a link out button.

It takes a customer to an informational interstitial sheet warning them they are leaving the app and going to the web.

CX-0224.7
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Option 1 & 2: Language

ese template riCH

2] Special Offer Template For special offers go to

2] Lowest Price Template Lowest price offered on

2] % Off Template To get 50% off, go to

2] Specific Price Buy for $4.99 at

[Carson]
Developers would be able to use from a list templates for their language, while inputing the appropriate price, price

comparison and URL.

CX-0224.8



Case 4:20-cv-05640-YGR Document 1542-18 Filed 05/07/25 Page 9 of 89

Option 1: No fee

Style Plain link or button

Once per page;

Not on same page as Apple IAP buy flow
Specific pricing;

Ternplate Only

May not discourage or mimic IAP

[Sean]
In the “no fee” option, the style, placement, and fee would diverge from the fee-breaking option.

CX-0224.9
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Option 1: Link or button style

Plain link or button

TO GET 50% OFF, GO TO
WWW.HULU.COM/WELCOME (4

Lowest price offered on
www.twodots.co/save (§

[Sean]
For option 1 here are examples of the language, link, and generic button that would be allowed.

CX-0224.10
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Option 1: Placement

Current - No litted

Tons of Shows

[Carson]
Here's an example of a streaming app currently available on store today. Link outs aren’t currently allowed in both the logged
out (on the left) and logged in (on the right) states, and on any of the screens.

CX-0224.11
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Tons of Shows
and Movies

[Carson]
In option 1, if we don’t charge a fee, a developer could display one link per page, excluding if the page is part of the purchase
flow, like the second screen here.

CX-0224.12
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Option 1: Placement

Current - Nc itted

[Carson]
Here's a game example where there is an upsell flow before the in-app shop.

CX-0224.13
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Option 1: Placement

[Carson]
Developers would not be able to display the URL on these screens because it's in the middle of the “buy flow".

Now Kunnal will take us through the financials.

CX-0224.14
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Option 1: Steady state revenue impact
No fee for linking out @é’:ﬁﬁf’ Efwﬂ. @

L

10
50

200

AllDevelopers

[Kunnal]
These are the slides Alex and | presented to you last time we met on this topic. This was a general sensitivity chart that

showed what the revenue impact would be simply based on count of developers adopting the link out and share of revenue
shifting to linking out.

We know it's very likely that when a link-out happens, there will be some breakage, meaning customer dropping off during
the buy-flow process due to a less seamless experience compared to Apple’s iAP, and so we wanted to show you another

view that takes this factor into account.

CX-0224.15



Case 4:20-cv-05640-YGR  Document 1542-18 Filed 05/07/25 Page 16 of 89

Option 1: Revenue impact with breakage

No dee for Linking Qut

o el

30% 40%

We have run various sensitivities through our developer economic decisioning model to forecast whether or not a developer will adopt linking out.

On the rows, this accounts for the revenue impact if breakage is 0% and all the way up to 25%. Beyond levelopers reach a tipping point where they lose more on
linking out than they would make sticking with Apple iAP and the higher commission.

For the share of billings linking-out, we are showing sensitivities from 10% to 50%, which will depend where is the text and the language developers are allowed to use. We
don’t have great data points on what this will end up being, but we have a situations we've encountered to point to:

+NetEase - has offered discounted pricing offered outside the App Store and has been targeting specific marketing to their high spend customers. Based on the analysis
we did with Analytics, we believe about f our billings have shifted to their webstore.

-Disney+ - has offered a discounted bundle outside the App Store, with no App Store purchase option for bundle. We believe this has driven about-3f Disney+
billings outside of the App Store.

«And in the case for Epic, we saw about -of billings shift for the few weeks when they offered their own payment option and had discounted pricing.

The range of impact on the low end with 25% breakage and 10% billings shift (bottom left corner) is more negligible atFHowever on the other end with 0%
breakage and 50% billings shift (top right corner), it's closer to[jfof U.S. revenue that Apple would lose. A more middle ground scenario of 10% breakage and 30%
billings shift would result in -of revenue loss, nearly [JJjpf our U.S. App Store revenue.

Next, XX will recap the pros and cons of Option 1 with not charging a commission.

CX-0224.16
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