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Omar Sheikh - Credit Suisse - Analyst

I think we're ready to start. So, thank you very much everyone for being with us today. We're delighted to welcome
Kevin Tsujihara, Chairman and CEO of Warner Brothers. Very pleased to have you here today, Kevin. We're going to
have a Q&A session for about 35 to 40 minutes and hopefully that will cover all the questions that you will want to
have asked. So, maybe if I just start off with the real easy ones. If you look at the business as you have it today, the
footprint of Warner Brothers in movies, TV, video games, consumer products, and DC; you've been putting up some
very good, very strong growth in recent years. What have been the key drivers of that growth as you see it and how do
you think Warner Brothers is positioned to continue to deliver the sort of growth that you've been producing?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think what differentiates us from the other studios is really the fact that we're at scale in film, television, and games.
There's no other studio that has that. And so over the last 5 to 10 years we've really kind of ridden both the cyclical
growth that we've seen in television, but we've also been able to have the biggest and most diverse film slate and built
the games business to scale. So, I think as you look at what is becoming more and more important and you're seeing it
play out in the last couple of weeks is really the importance of these big franchises. And so we're really focused on
building the big franchises that we have like DC, you mentioned it; like Fantastic Beasts, which came out a couple of
weeks ago; and LEGO franchises. And drive them across the business in a way that we think that no other studio has
the ability to be able to do.

To take an ARKHAM or a Batman and have it on television in Gotham and in movies like Justice and Batman v
Superman and in video games with ARKHAM. And the last piece of the modernization is consumer products and we
can do that in a pretty significant way. So if you add all that up and the importance of franchises, you continue to
really focus on driving margins. And I'm really, really happy about the fact that we've been able to really focus on that
and improve margins over the last three to four years. You can really get attractive growth on the bottom line, which is
what I think we've had and we're going to continue to be able to have over the foreseeable future.

Omar Sheikh - Credit Suisse - Analyst

You referred to J.K. Rowling, you've had a very long relationship with her going back to Harry Potter and obviously
Fantastic Beasts started very strongly. My kids loved it, very important.

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

How many times did they see it? (multiple speakers)

Omar Sheikh - Credit Suisse - Analyst

So, maybe could you talk about the opportunities with that particular franchise as you see them over the next few
years?
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Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think it's an incredible partnership that we have with Jo and we've announced that we're going to create five of these
movies so we really did want to launch this, which is really kind of you can call it a prequel, but chronologically it
kind of fits in the timeline before Harry Potter to launch in a successful way and it has. Today we're going to go over
$500 million in worldwide box office, we've gotten great critical reviews and despite the headwinds revolving around
kind of what's happened on an exchange rate basis. One of the metrics that we've looked at is from an admission
standpoint, how is it doing especially internationally because it's a real global property. And if you look at the
admissions for this, we're going to land right in the middle actually amongst the best of every Harry Potter movie we
had except for the last one.

So the anticipation was there, the movie delivered, the franchise delivers. She already has kind of laid out in her own
mind that we've talked about where this is going to go and so what does that mean in addition to the movies. It's
exactly what we just talked about. So we then have games opportunities, we have consumer products opportunities,
we have a studio tour in Leavesden in London. And you look at kind of what are the opportunities now to expand
what is an incredible tour to include Fantastic Beasts and so we have that. We have another really amazing partnership
with Universal on the theme park side and I think that you have the opportunity to potentially have new theme park
attractions around that. So, big opportunities on the consumer products, and games.

And when you look at what's happening and why franchises are important, a better kind of place to look at it is on the
movie side. Top 10 movies I think five years ago was something like 25% -- actually in 2013 or 2014 it was 25%, 10
years ago it was like 20%. This year the Top 10 movies at the US box office represent about 30% and I don't see that
abating anytime soon. I think when you look at what's happening with the quality of the television product, the movies
that are breaking through are the things that are these big franchises. And I think we're one of the studios that has the
most franchises and I think the other studio is obviously Disney and you're seeing it play out over the last couple of
years.

Omar Sheikh - Credit Suisse - Analyst

I want to especially talk about DC, obviously another very important property for you and you made some changes
when you took over Warner Brothers and you've subsequently had a lot of success both on the TV side and on the
movie side. Can you talk about how important DC content is to the growth of Warner Brothers over the next few years
and should we be particularly interested in or excited about the Justice League drivers for next year?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think what I did when I took over was we were focused on DC as primarily only a movie opportunity and so I
thought there was a bigger opportunity as you look across all of our businesses. So, I changed the reporting so it
reported to me and I made it a Company resource and opportunity. So, we've gone from one television show to this
year we'll have 10 DC television shows. It is a huge games business that we have with Justice and with ARKHAM
and obviously we focused on being able to lay out a real kind of content plan on the movie side where we had Batman
v Superman and then we had Suicide Squad and then we're going to have Wonder Woman in June of next year and
next November we're going to have Justice League, which we've never had the ability to be able to lay out a plan like
that. We would have a movie every couple of years.

And so what that allows us to be able to do is to be able to translate that into a big consumer products opportunity
because the consumer products companies need to have the ability to be able to see forward in what you're going to
have from a content pipeline and the only company that was able to do that for a long, long time was Disney and so
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we feel like that's a huge opportunity. So, what has that meant from the bottom line is we've basically doubled the
profitability that we generated from DC at Warner Brothers and I think that there's an opportunity to further grow that
especially on consumer products. I think there's hundreds of millions of dollars of opportunity there alone in addition
to each of the other pieces. Obviously it requires a level of excellence in the creative piece of it all, but that's I think
what we're executing on and I feel very comfortable where we're going from that perspective.

Omar Sheikh - Credit Suisse - Analyst

So if you combine what you said on DC just now about consumer products opportunity being perhaps a few hundred
million dollars, would you say the consumer products opportunity for the J.K. Rowling properties to be more or less
than that?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I would say they're about the same. I think that if you look at for Warner Brothers other than television and movies
which people typically think, what are your core businesses, where are the growth opportunities? I would say they
reside in consumer products, in games particularly mobile games and we'll get back to why I think mobile games is a
big opportunity. It's happening from a consumer perspective, but I think we're uniquely positioned to be able to win
there. And I think the third opportunity is in China, the size of that opportunity for a movie studio I think is bigger
than anything we're going to see internationally for a long, long, long time.

Omar Sheikh - Credit Suisse - Analyst

We're going to come back to China in a moment. But if I could maybe just switch gears and take a step back if you
like about what drives the success of the content business. Ultimately it's consistent access to the best ideas and talent
and this is something which obviously you show over time that you've been able to do. How do you sustain that? And
I suppose kind of linked to that, I wanted to ask about the AT&T transaction because one concern investors have is
how do you successfully integrate a successful content and ideas and talent orientated culture that you guys have with
perhaps a very different culture at AT&T? So, maybe you could touch upon both those things?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think you've hit upon it right. So, one of the things that's differentiated Warner Brothers has been we've had
consistency and creative excellence over a long, long period of time, much longer than I've been at the Company. I've
been at the Company for 22 years now. It's really part of the culture of Warner Brothers and the culture of Warner
Brothers starts with its executives. And you create a culture that the best talent wants to work with because when you
look at people on the movie side like Clint or Chris Nolan or on the TV side Chuck Lorre or Greg Morandi, they can
work anywhere they want. But Clint Eastwood's made 30 movies at Warner Brothers. And there is a creative culture
where the best talent in the world want to work that they feel one, you're going to be able to monetize but it's beyond
monetization. They trust that they're going to be able to reach and create the vision of what they want. And so I think
that that is one of my biggest jobs that I have at the studios to protect that culture because we have to.

In addition to have the biggest franchises, you have to be able to execute on those by having the best people working
on those. And so obviously as you said that as investors you may be concerned about, I'm concerned as well. But

every single conversation that we've had with Randall has been very, very consistent about this is not something that
we have experience around, we understand that your culture is incredibly different than the culture that we have and
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we understand why you need to protect that and be very, very careful with it because we can't lose that piece of it.
We'll always be competitively advantaged I think from an IP perspective because we have access to intellectual
property like Fantastic Beasts and LEGO and DC that I think that stacks up as well as anyone, but you need the
special sauce at the table to create the great movies and television shows and games. And I think everything that I've
heard and we're focused on is maintaining that culture.

Omar Sheikh - Credit Suisse - Analyst

And on the same theme, we've seen obviously in recent years SVOD players Netflix, Amazon pushing quite hard to
originate their own content essentially to attract talent the same way as you guys do. How does that play into this
effort that you have to make sure you have the best ideas?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

So, I think that we view them both as we're a supplier to them and obviously as a company we compete and we're
always competing with eyeballs to eyeballs with them, but it's no different than CBS or NBC or ABC or anybody else
that we create content for. We create content for them as an opportunity and we not only create content, but we sell
our syndicated product to them as well in the second cycle. So, they have been a growth opportunity for us
domestically and internationally and I think they're going to continue to be so.

Omar Sheikh - Credit Suisse - Analyst

Okay. And on that point, could you maybe talk about the export market in the overall kind of context of your
syndication business? Obviously Amazon and Netflix and Hulu, they want to be very good customers for your
content. Could you maybe talk about how you think about the export window in the context of your overall
syndication strategy and how the international and domestic exports market might differ?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think it's going to continue to be an important piece of how we monetize our content because they have been the only
buyer, they created the syndication market for cable product and for serialized dramas. Before SVOD players came
around, there was just no easy way to monetize it because if you created a hit show on TNT, nobody in the USA or
any of the other places wanted to buy it so they became a buyer for it. I think they're going to continue to be a buyer. I
think their focus is changing a little bit in that they're also looking at original content as well and they view that as a
big opportunity, but they're going to continue to want to buy domestically. Internationally I think we're not in a mature
state, entrants are still kind of coming into the marketplace and I think that we're still at the place where people are
kind of coming up to scale and so they still need a lot of content. And so they're a much bigger buyer internationally
than I think that the growth opportunity is going to be domestically, but they're going to continue to play a major role
in how we monetize content going forward.

Omar Sheikh - Credit Suisse - Analyst

And then one of the areas of debate in the industry is about in-season stacking rights and whether or not you hold back
those rights for yourself. How do you think about the development of the in-season stacking rights?
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Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think the debate is kind of subsiding because I think almost all content providers recognize that the networks need a
broader grant of rights going forward. We were the first guys out there in believing that that was an important piece
because we wanted strong networks because having strong networks as part of the ecosystem being the biggest
provider of content to networks in the world, we think it's really important that they're strong. And so we think that
having a broader right because what consumers are clearly telling us is they want to watch both linear, but they really
want to watch off linear as well especially based on demographics and so networks need those rights. And so, we've
reached agreements with almost all of the networks to provide them with the broader grant of rights so they can
provide their consumers that grant of rights.

Omar Sheikh - Credit Suisse - Analyst

Okay. And are there any recent examples that you can point to that we can look at that show how you're licensing
these rights?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

It's broadcast season, we've given those rights to virtually every network that we've sold to and so you can look no
further than Hulu and look at Warner Brothers shows that are available to the networks that provide content to Hulu or
their own linear, their own off linear kind of SVOD services that they may have and you'll find that almost all of our
content is available.

Omar Sheikh - Credit Suisse - Analyst

Okay. So, switching gears again thinking about Warner Brothers in the context of the wider Time Warner group. One
of the things companies have emphasized is the collaboration between Warner Brothers and Turner and with HBO.
Can you perhaps update us on how you work together with the other powers at Time Warner?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think that especially as the Company got smaller, we really said the biggest way for Warner Brothers to kind of
move the needle would be if we created a hit show for either Turner or HBO and I'm really, really happy and excited
about the opportunity that we potentially have with Westworld. If you look at the viewer data on Westworld, its first
year viewing on all platforms is greater than Game of Thrones. I'm not saying it's Game of Thrones, I'm not saying it's
going to be Game of Thrones; but it gives you a context of kind of where it's after its first year that just finished this
week. So, I think we said that that was really important and to be able to execute on that was really important to me.
We're doing the same thing focusing with Kevin Reilly and the team at TNT and Turner, how do we create a big hit
show for you and we feel good about Animal Kingdom.

We have a lot of product and a lot of shows in development with him and hopefully we can do that. We're doing
something with Turner around kids where we're putting the assets together to create a kids SVOD service and the
ability to be able to really go after that opportunity to align both content, consumer products, and the SVOD linear
kind of opportunity in a different way which I think was really important because you want to align the incentives to
drive more collaboration amongst all the divisions and that's what we're trying to do. So, I think you hit it on the head.
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We're trying to do more from a collaboration standpoint and we're executing on that and I think the fruits are going to
be things like Westworld.

Omar Sheikh - Credit Suisse - Analyst

And so just to be clear it's not prescriptive so the collaboration that you do, the work that you do is with the objective
of creating the best content presumably?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

Yes, it's always about creating the best content, but what you want to do is just make sure that your executives are
incented on the things that move the needle the most. And so we've said that look we've wanted to create a hit show
with HBO, but knowing that that's the way that we can move the needle just creates more of an incentive to do so.

Omar Sheikh - Credit Suisse - Analyst

And when is the next season of Westworld starting by the way, was October season the last episode?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

Richard would kill me if I told you the date, but we're working on it very hard. He picked up second season already.

Omar Sheikh - Credit Suisse - Analyst

I'm looking forward to it. Anthony Hopkins is amazing in that by the way.

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

Some of the stuff I even know what's going on, but it's like wait a minute, how did that happen?

Omar Sheikh - Credit Suisse - Analyst

He's better than he was in Silence of the Lambs. I want to just talk about your movie business for a while just thinking
about the theatrical window for content. I know that James Murdoch has been vocal in the last few months talking
about maybe talks, thinking about negotiating some flexibility around the normal 90-day window. Do you think
Warner Brothers should do the same thing?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

We're having very constructive conversations with the exhibitors for the first time that we've had in a long time and I
think they recognize and we recognize and what we said and I said it at what used to be Show West that all things
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being equal, we want to figure it out with you. And so we're working with them to try and create a new window, but
regardless of whether it happens or not, whether we're able to reach that agreement with them, we have to offer
consumers more choices earlier. We think it's an imperative, we're going to do it, and we're very focused on it.

Omar Sheikh - Credit Suisse - Analyst

And the benefit presumably or the purpose that you would have in negotiating any flexibility was simply to improve
monetization and to give consumers what they want?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think if you start with the consumer, they are telling us very clearly they want it. That's where all the pirating is
occurring and so we have to meet that demand with a legal solution. And so as I said, we're trying to work with our
partners on the exhibitor community, we're having very constructive conversations because we know we need to deal
with that.

Omar Sheikh - Credit Suisse - Analyst

Okay. And then sticking with the same subject thinking about the home entertainment market, that window obviously
still declining. How should we think about the secular trend in home entertainment? Obviously digital sell through is
an increasing part of that business, but is it really just a declining business?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think on the topline, yes. I think DVD's going to continue to decline, but what I'm focused on obviously and what I
think everybody in this room is focused on is the bottom line that we're generating from home entertainment and that
because of the growth in EST is increasing and we're reaching an inflection point. We're now roughly half the
profitability from digital and physical in the home entertainment window and that's going to obviously tilt towards
digital, which has much higher margins. So even with flat growth, we can have an improving bottom line and I think
that there's huge efficiencies and margin opportunities from it.

Omar Sheikh - Credit Suisse - Analyst

So just to be clear what you're saying is that the profitability of the digital side of your home entertainment business is
now around 50%?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

Correct.

Omar Sheikh - Credit Suisse - Analyst

And obviously that's growing ahead of the dynamics.
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Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

Correct.

Omar Sheikh - Credit Suisse - Analyst

So, maybe switch back to DC. As we talked earlier on, your consumer products business within DC is something
which you're obviously bullish about and you talked about. Do you think the consumer products can be a much bigger
business than it is today long term because obviously you mentioned the comparison with Disney a few times?
They've pretty much led the way in the way this business is exploited, Universal is also moving this way as well. So,
how well positioned do you think DC and Warner Brothers more broadly is to exploit this opportunity?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

So we talked about the big franchises, the DCs and particular the Fantastic Beasts, and then on the kids side I talked
about the venture that we have with Turner and the platform obviously we have within Time Warner at Cartoon
Network. We think that we're very well positioned on the consumer products side. We brought in a new leader Diane
Nelson, I brought in Pam Lifford who had worked at Disney, and we've had pretty significant growth over the last
couple of years there. I expect that we're going to continue that growth as we continue to go along. And primarily one
of the other things that's happening and the reason for that is as I said this bifurcation that's occurring in the theatrical
product, those 10 movies that are generating more and more and more of the box office are also going to be the
product that you're going to be able to monetize in consumer products. And so we think that we're going to have a
disproportionate share of those going forward and as a result, we're going to have more opportunities and more shots
on goal on the consumer product side.

Omar Sheikh - Credit Suisse - Analyst

Again driven by the IP that you have and so we should be paying attention to the type of movies that you have coming
through the pipeline and how sort of amenable they are to consumer products.

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

Yes. And on the kid side and looking at do we have an opportunity to rejuvenate Lillingtons, what are we doing with
the Hanna-Barbera characters, what other kids properties are we going to be able to create or be able to monetize that
are coming off the Cartoon Network and Boomerang platforms going forward.

Omar Sheikh - Credit Suisse - Analyst

And is there a particular genre of content that you could particularly point us to in terms of the consumer products
opportunity? You mentioned kids.
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Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

It's going to primarily be around kids DC and in Fantastic Beasts.

Omar Sheikh - Credit Suisse - Analyst

Related I think maybe it would be interesting at this point to talk about the games business and this has obviously
become a bigger focus for you in the last few years. You had a very big last year. Can you maybe talk about your
strategy to grow the business?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think that we view this as a big opportunity and we've been able to execute on it and I'm really happy and excited
about last year. As you said, we generated over $1.5 billion of revenue and we're the Number 3 game publisher in
North America and in Europe which to go from zero to there was a big thing. Going forward we're going to have the
opportunity to take advantage of the big franchises that we talked about. We're going to have the opportunity to
continue to be able to execute on the LEGO games, which have been a real big source of growth for us. And finally, I
mentioned this earlier, I think mobile games in the US and in Asia is a huge opportunity and I think is the potential
place where it can be turbocharged with the help of AT&T.

Omar Sheikh - Credit Suisse - Analyst

Okay. And on that point I suppose that's a very specific example of how potentially being part of AT&T could
enhance the profitability or the trajectory of Time Warner. There are many other ways I suppose conceptually
investors can think about how that combination would impact Warner Brothers and the incremental opportunities that
might arise. Could you maybe give us an initial thought perhaps beyond games of how that collaboration might work,
what opportunities you see coming up?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

One of the biggest things that we've had before this that we recognized and we've been focused on is how do we create
more direct-to-consumer relationships because the marketing inefficiencies that occur when you release 20 movies a
year and 70 television shows a year and 15 games a year, there's huge inefficiencies. And so we had focused on this as
a big opportunity that we needed more touch points with the consumer and so it's part of the reason why we ended up
merging our Flixster and Rotten Tomatoes assets into Fandango because we wanted more data and we wanted more
consumer touch points because we want to build more direct-to-consumer businesses.

So, that is a huge opportunity that can be further accelerated in a pretty big way. If you look at even from a retail
touch point, we have 5,500 retail locations and you think about with a little magic wand closing every transaction and
we have Fantastic Beasts coming out, I'm really excited about that opportunity. We've never had it. We've never had
those kinds of opportunities as a marketing platform. They are unique and different than any other company, nobody
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has that. And from my perspective, I think that's just scratching the surface of what we can do and the discrete things
around mobile games and games is also huge because again they are unique, our competitors don't have it.

Omar Sheikh - Credit Suisse - Analyst

So there's obviously a year to go before that transaction gets close to closing so presumably obviously you're going to
be running the businesses separately. Are there initiatives that you can achieve as Warner Brothers as Time Warner
standalone in the next 12 months in direct-to-consumer to get closer to the consumer that you could maybe talk about?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

That was part of the reason why we bought Machinima, it's why we bought DramaFever. We viewed those as
important pieces that reach very specific demos, but give us capabilities to be able to deliver our content because we
viewed and said let's look at where we have super fans around our intellectual property and say let's create a DC,
direct-to-consumer opportunity. And so we've been building those capabilities and said to ourselves we have to be
able to do that because we're creating so much content and there's such a rapid fan base for it who are looking for
more and more and more and we can uniquely give it to them and have an ancillary benefit of it's a great marketing
platform for the next DC move or your next DC television show. So, we've been working on that quite feverishly over
the last 12 months and we're going to.

Omar Sheikh - Credit Suisse - Analyst

And so how does Machinima fit into this? There's perhaps some people in the room that aren't familiar with that
business you just bought.

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

It's a very, very focused game platform that I think gives us a lot of again huge touch points with a very specific
audience that is perfect for DC and so we recently bought that and we think it's going to give us a lot of marketing
opportunities. Because the hardest thing to do now when you're looking at how do I create a really big franchise
around something is getting harder and harder to find the young male demo or the young female demo for that matter.
So the more things and assets that you have in your arsenal that touch those consumers, the better and Machinima very
clearly has a great consumer relationship with them.

Omar Sheikh - Credit Suisse - Analyst

Okay. I want to make sure I ask about China, you have a joint venture flagship. Could you maybe talk about the
opportunities you see in China, how big is it and how important you think the flagship could be to Warner Brothers
and to Time Warner overall?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers
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We think it's a huge opportunity. If you look at the box office, the box office in China this year is going to end up
around $7 billion. To put that in context, in the US I think that we're going to end up around $11 billion. Clearly the
second biggest market in the world. But what's unique about that $7 billion is more than half of that is in local
language. So, this venture that we're creating is focused very squarely on that part of the market, which we wouldn't
normally be able to play in. And so we're focused on that, we're going to go after that opportunity and that market is
growing.

This year there's a slight dip in the growth, but we think it's going to continue to grow like this. And so we're going to
have 12 films out next year and we're going to ramp that up and we want to go after that. China was one of the
markets that didn't really have a secondary kind of second window for content so we created a joint venture with
Tencent to create an SVOD service, Tencent video VIP, and it is now one of the fastest growing platforms in the
world. It's Top 2 in China and we think that is a huge opportunity as well, which has both Hollywood product as well
as local product in an SVOD service for consumers.

Omar Sheikh - Credit Suisse - Analyst

And so one of the things I think investors now realize is that Hollywood content doesn't always translate directly into
the Chinese market, local content is very important as well. Could you maybe kind of characterize how you think
about the resonance of the content that you're making in such domestic and other international markets in China?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

I think Fantastic Beasts is a perfect example. We just opened to almost $40 million last weekend in China which is
exciting to me because it's bigger than by far any of the Harry Potter movies that we did, but what that means is we're
going to be able to build on that on the future movies. But the local language films, as you said, you can't just focus on
the movies that we create exporting them. We also need to create movies there and it's a real cultural exchange that we
see that we think that can occur and we can also think that there is an opportunity to export movies that are being
made in China, which today are being monetized anywhere outside of China and we think our distribution capabilities
allow us to be able to export movies in a way that I think will be very helpful to our relationship and I think is the
right thing to do from a business perspective.

Omar Sheikh - Credit Suisse - Analyst

I'm conscious of time so perhaps I'll just ask one more question and that's about technology and BR in particular. I'm
interested to know what your views are on this because we've had technologies which will come and go 3D for
example, which perhaps wasn't quite as big as people thought it would be. So, I'm interested to hear your view as to
how big you think the markets out of home BR or in home BR can be and how Warner Brothers is positioning itself to
take advantage of that?

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

13



Edgar Filing: TIME WARNER INC. - Form 425

So, BR and AR we think is going to be a big opportunity and we've been investing in that. I think the first medium
that we think that you're going to see take advantage of this immersive kind of opportunity is games. So, we created an
ARKHAM BR experience for the PS4 game platform that just launched and I think it's the biggest selling game so far.
But it's just scratching the surface of where we think this is going to go and so we think it will be something that from
a linear storytelling perspective you're going to want to add as an element especially for younger generations. It may
not be the right thing for me and you because I'm not a huge fan personally, but I know that my son is, he's 17 years
old. And so we're looking at what linear opportunities exist in television, movies, or even out of home kind of
opportunities that exist because we do think that there is a big segment of the market that is looking for different ways
to look at immersive technologies that will give you a different experience and so we do think it is a big opportunity.

Omar Sheikh - Credit Suisse - Analyst

Kevin, thank you very much indeed. It's been a real pleasure talking to you. Thank you very much for coming.

Kevin Tsujihara - Time Warner Inc. - Chairman & CEO, Warner Brothers

Thank you.
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