


Regards,
Mike

From: Dale Sohn

Sent: Tuesday, June 05, 2012 2:22 PM

To: Paul Chapple; Todd Pendleton; Kevin Packingham; Brent (Byung Gil) Yoo; Justin R. Denison; Corey Kerstetter;
Michael Pennington; Joon Kyo Cheong; %=l & 4!; & & &; Nandakumar Ramachandran

Cc: Ketrina Dunagan; Tim Rowden; Paul Hanton; Neil Sharma; Johnny Hart; Travis Warren; Darren Cohen; Joon Kyo
Cheong; Justin (Jong Hyeon) Lee; Ji-Ung Park; YK Yongki Min; Jun Moon; £ £t&; Kyung Hwan Cha; Jihoon Lee; Seung
Hyun Choi; Jason (Jang Hoon) Lee; Thomas Chun; Cindi Moreland [LEGAL]

Subject: Counter Tsunami Plan set up

Team,

While we are finalizing GS 3 launch plan and focusing on the execution, it is the time for us to prepare for the next big
wave. As you know well, there will be a tsunami when iPhone 5 is coming. This will be happening sometime in
September or October. According to CEQ’s direction, we have to set up a counter plan to neutralize this tsunami. Our
plan should be designed from 360 degree approach including every organization needed for quick and strong consensus
from the beginning. We may have to invite HQ sales and marketing team from the beginning. | ask Nanda to form the
Tiger team on this.

| think following data should be prerequisite for us to move on.

- What happened with iPhone 3,4,4S launch in this market ? ( sales numbers, marketing plan and spend, PR...) —
Todd

- What will happen with iPhone 5 ? what should be difference ? ( prepaid phone, different price position?, what
other business assumption?) — Justin

- What impact we had and would have from these launches ? — Corey

- What should be our simulation with GS3 ?

- What should be our counter plan ? (sales, marketing, PR, retail, differentiation, KPIs? )

We need the bold and aggressive idea to develop this kind of counter tsunami plan from every perspective.. some of my
idea could be,

- Challenge iphone users by offering GS3 and Note 2 free usage and return policy

- PR attack plan by pointing out iPhone 5’s weakness (small 4 inch LCD size...)

- Build up loyalty plan and encourage iPhone converts

- Immersive marketing program expansion from three cities to 10 cities

- Sustain successful NBDB programs thru the end of 4Q

- Expansion of Samsung shop in shop and Samsung experiential table up to 20K stores

- Prepaid GS 3 phone sales thru TMO/ WM

| copied to GMs as well. Please share this with your team quickly and ask them to focus on this. The goal here should be
creating another tsunami by ourselves and counter iPhone attack. What do you think?

Dale
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