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Sports Rights Overview

+ Sports industry exceeded $83 billion in 2023, per PwC figures
« Economics consist of 1) rights fees, 2) gate revenues, 3) sponsorships, and 4) licensed merchandise
* Rights fees are the majority of revenue, growing at a 5% CAGR and the focus of this panel

« NFLis the richest league at ~$19 billion of revenue, two-thirds of which is derived from rights fees
« MLB and NBA each generate ~$10 billion in revenue, with roughly half from rights fees

Revenue Breakdown of U.S. Sports Leagues
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- NBA: ~$10 billion
13% NHL: ~$6 billion
23% 4% SEC: ~$2 billion
12% Big Ten:  ~$2 billion
North America Sports: $80+ billion
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Source: Various media reports, Sportico and CreditSights.
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Sports Rights Costs Pass $30 billion per Annum

Recent Deals have increased by more than 2x on average (average annual value)

- NBA: $2.6 billion ESPN/WBD - $6.9 billion ESPN/NBC/Amazon

« NASCAR: $0.8 million FOX/NBC = $1.2 billion FOX/NBC/WBD/Amazon/CW
- NCAAF: $0.6 million ESPN = $1.3 billion ESPN (sublicense to WBD)

« French Open: $24 million NBC/TC = $65 million WBD

* Next Up: Formula One, ESPN opt-out of MLB?

Sports Rights Inflation ($ billions)
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Sports Media Players

* Sports leagues negotiate

directly with media/tech

Vi Crver-the Air Linear Video Streaming
Viewers Subs cribers Subs cribers companies
Retrans mis s ion * Media companies
Dis tributors TV Stations Coment MV PDs package sports with
Reverss entertainment and sell
Retrans to linear MVPDs
Packagers Broadcast TV Metworks Cable TV Metworks Streaming Services R Sports networks are SOId
| | at awholesale price
Cantent Content: _ , * Streaming services are
Cresmers Sports Leagues, TV Studics, Movie Studios . .
sold at a retail price
MNetwork O&0 TV Stations ABC CBS NBC FOix Unnisicn Telemundo ICN direCt tO consumer
Independent TV Stations Mexs tar Gray TV Sinclair TEGHA EW Scripps ©Cox Media Allen Media
Broadcast TV Networ ks ABC CBS NBC Foix Univision CW by M el TV
Cable TV Networks Fox Hews NN THT ESPM C'is covery U5A Hwk AMC MNwks
Linear MVWPDs Comcast Charter CirecTV CilSH Cox Cable  Altice USA Veizon Fios
WVirtual MV PDs YouTube TV  Hulu Live DTV Stream Sling TV fubo
Streaming Services Metflix Amazon HBO Max  Disney/Hulu Peacock Paramount+  Apple TV
Sports Leagues MFL HBA HHL hLEB MLS MCAA PGA
Studios Cisney F aramount Universal W arner Bros Somy Lions Gate
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Tech: Deep Pockets, New Features, Customer Data, Global Distribution
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Metrics:

Market Cap: $2.2 tn

Cash & Inv (MRQ): $88 bn
CFO-Capex (LTM): $48 bn

Contracts:

NFL (TNF): $1.0 bn per year
NBA: $1.8 bn per year
NASCAR: N/A

Features: Key Plays, Next Gen
Stats, Defensive Alerts

Distribution: Prime members
surpassed 200 million by April
2021

Alphabet

Metrics:

Market Cap: $2.1 tn

Cash & Inv (MRQ): $93 bn
CFO-Capex (LTM): $56 bn

Contracts:

NFL (Sunday Ticket): $2.0 bn
per year

Features: Multiview, Key
Plays

Distribution: YouTube TV >8
mn subs at year-end 2023;
YouTube >2.5 bn MAUs
(estimates)

Metrics:

Market Cap: $3.6 tn

Cash & Inv(MRQ): $157 bn
CFO-Capex (LTM): $109 bn

Contracts:
MLS: $250 mn per year
MLB: $85 mn per year

Features: Multiview, Key
Plays

Distribution: Apple TV+ has
>25 mn subs (estimated);
Apple surpassed 2.2 bn active
devicesinearly 2024

Metrics:

Market Cap: $0.4 tn
Cash & Inv (MRQ): $9 bn
CFO-Capex (LTM): $7 bn

Contracts:
NFL X-Mas: $150 mn
WWE: $500 mn per year

Features: N/A

Distribution: Netflix had 283
mn subs at 3Q24, including 85
mn in the US and Canada.
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Distribution Conundrum

* Distribution revenue makes up 80% of sports economics

* Media companies are at a crossroads - focus on revenue or reach?

« Three choices in today’s fast-moving environment: 1) streaming only, 2) linear only, or 3) side-by-side hybrid
* Diversified media companies have multi-platform distribution across broadcast, cable, and streaming
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Path No. 1: Streaming Only

e Churnis High: Subscribers to streaming tend to be much higher churn than linear

* ARPU is High: The price point for streaming must be high to counteract the elevated churn and large costs
* Reachis Low: Streaming households still make a minority of overall TV households

* Bundleis Low: Consumers face friction in switching between services and finding games

*  Who is taking this path? So far, only Big Tech is doing streaming-only

Weighing the Future of Sports Distribution

I pact Churn ARPU Reach Bundle Commentary
: m — Lovw m High High Streaming faces high
Streaming/ Meutral hedi hMedi hMedi Medi chum and resches
Direct-to-Con or ra — ium ium ium ium
Megative — High Lo em siler sudiences
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Path No. 2: Linear Only

e Churnis Low: Satellite TV churn is below 2% versus high-single-digits for streaming

* ARPU is Medium: Media companies charge a wholesale rate in bundle, but fees are spread across larger base
* Reachis Medium: Linear TV economics used to work because it had wide reach; now only 60% of TVHH

« Bundle is High: The convenience factor for sports fans is very good for linear

Weighing the Future of Sports Distribution

I pa ot Churn ARPU Reach Bundle Commentary
oy TV B - vigh  Hign [ PV faces sub losses
ay . _ :
due to high i, cabl
(Cable/Satellite) Meutral —> Medium hedium hMedium Medium e o mgh cosl; cable
Megative — High Low Lowy Low netz get wholezale rates
Impact Churn ARPU Reach Bundle Commentary
m — High m High Broadc szt reaches the
Broadcast TV Meutral — Medium Medium Medium Medium = widest audience but
Megative — High Low Low getz less revenue
5o il 1T neel ES ginks
7 ) | CreditSights

) a FitchSolutions Company



Path No. 3: Hybrid Streaming/Linear Side-By-Side

* Whatis side-by-side hybrid? We think the best approach is simultaneously strengthening the linear bundle
(by including DTC services) while expanding distribution to new, younger audiences with DTC streaming

« Disney went the other direction, asking for more linear fees but moving premium content to streaming

« Others simulcast sports on streaming and linear (e.g., NFL on Peacock and NBC)

* Churnis low as streaming services can be bundled with linear and could slow cord cutting

« Revenue opportunity is high given media companies can expand addressable market to younger demos
Reach is high as sports reach pay-TV (60%), broadcast (80% incl. Pay-TV and OTA), and OTT (20%)

Weighing the Future of Sports Distribution

Impact Churn ARPU Reach Bundle Commentary
v brid m - Lovw High High High We think the beet
yori : : : : :
(Sireaming/Linear) Meutral — Medium Medium Medium Medium approsch = to offer
— High Lo Loww Low sfream nginesr together
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This Reportis for informational purposes only. Neither the information contained in this Report, nor any opinion expressed therein is intended as an offer or solicitation with respect
to the purchase or sale of any security or as personalized investment advice. CreditSights and its affiliates do not recommend the purchase or sale of financial products or securities,
and do not give investment advice or provide any legal, auditing, accounting, appraisal, valuation or actuarial services. Neither CreditSights nor the persons involved in preparing this
Report or their respective households has a financial interest in the securities discussed herein. Recommendations made in a report may not be suitable for all investors and do not
take into account any particular user’s investment risk tolerance, return objectives, asset allocation, investment horizon, or any other factors or constraints.

Information included in any article that includes analysis of documents, agreements, controversies, or proceedings is for informational purposes only and does not constitute legal
advice. No attorney client relationship is created between any reader and CreditSights as a result of the publication of any research report, or any response provided by CreditSights
(including, but not limited to, the ask an analyst feature or any other analyst interaction) or as the result of the payment to CreditSights of subscription fees. The material included in
an article may not reflect the most current legal developments. We disclaim all liability in respect to actions taken or not taken based on any or all the contents of any research report
or communication to the fullest extent permitted by law.

Reproduction of this report, even for internal distribution, is strictly prohibited. Receipt and review of this research report constitutes your agreement not to redistribute, retransmit,
or disclose to others the contents, opinions, conclusion or information contained in this report (including any investment recommendations or estimates) without first obtaining
express permission from CreditSights. The information in this Report has been obtained from sources believed to be reliable; however, neither its accuracy, nor completeness, nor
the opinions based thereon are guaranteed. The products are being provided to the user on an “as is” basis, exclusive of any express or implied warranty or representation of any
kind, including as to the accuracy, timeliness, completeness, or merchantability or fitness for any particular purpose of the report or of any such information or data, or that the
report will meet any user’s requirements. CreditSights may issue or may have issued other reports that are inconsistent with or may reach different conclusions than those
represented in this Report, and all opinions are reflective of judgments made on the original date of publication. CreditSights is under no obligation to ensure that other reports are
brought to the attention of any recipient of the Products.

Certain data appearing herein is owned by, and used under license from, certain third parties. Please see Legal Notices for important information and limitations regarding
such data. For terms of use, see Terms & Conditions.

If you have any questions regarding the contents of this report contact CreditSights at legal@creditsights.com.
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