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SAFE HARBOR

The information provided in this presentation may include forward-looking statements relating to future
events or the future financial performance of the Company. Because such statements are subject to risks
and uncertainties, actual results may differ materially from those expressed or implied by such forwardlooking statements. Words such as “aims”, “anticipates,” “plans,” “expects,” “intends,” “will,” “potential,”
“hope” and similar expressions are intended to identify forward-looking statements. These forwardlooking statements are based upon current expectations of the Company and involve assumptions that
may never materialize or may prove to be incorrect. Actual results and the timing of events could differ
materially from those anticipated in such forward-looking statements as a result of various risks and
uncertainties. Detailed information regarding factors that may cause actual results to differ materially
from the results expressed or implied by statements in report relating to the Company may be found in
the Company’s periodic filings with the Commission, including the factors described in the sections
entitled “Risk Factors,” copies of which may be obtained from the SEC’s website at www.sec.gov. The
Company does not undertake any obligation to update forward-looking statements contained in this
presentation.
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INTRODUCTION TO LEE ENTERPRISES (TICKER: LEE)
Major subscription and advertising platform and a leading provider
of high quality, trusted, local news and information

~30%

$795M

• Deep relationships in 77 attractive, mid-size local markets
• Mid-size market focus enables greater audience engagement/deeper penetration and lower
correlation to macroeconomic trends

Fastest growing digital subscription platform in local media
• 69% YOY growth in digital subscriptions in Q1 FY2021
• Total subscribers (print + digital) expected to grow over next five years

Best-in-class management team with a strong performance
track record

• Completed transformational acquisition of BH Media Group in 2020, along with
comprehensive, long-term refinancing through Berkshire Hathaway

Dec 2020 LTM
Total Digital Revenue

55M

69%+

Total Digital
Audience1

Digital-Only
Subscriber Growth in
Each of Last 5 Quarters

47%

$376M

$116M

Annualized Recurring
Revenue

Dec 2020 LTM Pro
Forma Adjusted
EBITDA2

• Consistently outperforms local media peers on revenue metrics
• Hired by Warren Buffett in 2018 to manage Berkshire Hathaway’s local media operations

$224M

Dec 2020 LTM
Pro Forma Revenue

1 Digital audience
2 Adjusted

represents average monthly UV’s on Lee’s owned and operated websites in the three months ended December 2020.
EBITDA is a non-GAAP financial measure. See appendix.
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Key Highlights

POISED TO
UNLOCK THE
FULL VALUE
OF LEE
PLATFORM

Attractive market position with unmatched
local market expertise, solid balance sheet
and cash flow
Well-established digital foundation, robust
content platforms and industry-leading
digital growth
Three-pillar growth strategy accelerating
digital transformation – drives recurring
and growing revenue base; provides clear
path to revenue growth
Strong cash flow will facilitate continued
debt repayment
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LEE OVERVIEW & STRATEGY
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LEE: MAJOR SUBSCRIPTION AND ADVERTISING PLATFORM
AND LEADING PROVIDER OF HIGH QUALITY, TRUSTED, LOCAL
NEWS AND INFORMATION
Consumer
Revenue

Advertising &
Marketing Services

TownNews
Digital Services

$356M Dec 2020 LTM Revenue
286K Digital-only Subscribers

$367M Dec 2020 LTM Revenue
34% Digital Revenue

$20M Dec 2020 LTM Revenue, net
TownNews revenue $25M

•

Delivering valuable, intensely local, original news
and information

•

Leading portfolio of ~350 daily print and digital
platforms and other highly engaging niche platforms

•

Expect total paid subscriber growth over next five
years; including reaching 900,000 digital-only
subscriptions

•

Subscription-based, recurring revenue

•

Providing complex marketing solutions for vast
addressable market of top local accounts, SMBs and
national accounts

•

Amplified Digital Agency: full-service digital
marketing agency with strong digital acumen to
serve large national accounts
− Custom content capabilities
− 5,000 active campaigns/month
− Huge opportunity to drive revenue
outside of local markets

•

Leading web-hosting and #1 CMS provider in local
media

•

+2,000 clients in publishing, broadcast, radio and
magazine

•

Total revenue 10% CAGR over last 10 years with
+40% margins

•

Digital backbone for local markets

•

Recurring, highly sticky revenue
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INDUSTRY-LEADING DIGITAL GROWTH
Digital Performance
Snapshot

Digital Subscription Growth Outpacing Key Peers
92%

85%

25% 35%

73%
29%

19-Dec

48%

73%

69%
31%

20-Mar

31%

20-Jun
Lee

Gannett

69%

50%

29%

20-Sep

52%

of Dec. 2020 LTM
Operating Revenue

x
20-Dec

NY Times

Digital Revenue Increasing at 10% CAGR1

$147M

$116M
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Digital Advertising & Marketing Services

1CAGR excludes

TownNews.com & Other

2020 which was significantly impacted by the pandemic.

Digital Audience

of Dec. 2020 LTM
Advertising Revenue

$209M

$202M

$203M

$201M

$183M

~30%

286K
Digital-Only Subscribers
Today
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ACCELERATING DIGITAL TRANSFORMATION: THREE-PILLAR
GROWTH STRATEGY
PILLAR 1
Transform the presentation of
local news and information

PILLAR 2
Accelerate subscription
growth

•

Significantly improve digital presentations and
video content

•

Transform subscription model to triple digital-only
subscriptions over next five years

•

Focus on multiformat, rich digital content

•

•

Invest in new content channels where we have
niche expertise

Capitalize on niche content to drive audiences and
subscription revenue

•

•

Expand and upgrade video capabilities to drive
outsized traffic and monetization

Aggressively promote dynamic video and graphic
content that drives consumption, engagement and
digital-only subscriptions

PILLAR 3
Diversify and expand offerings
for advertisers
•

Leverage content to maximize revenue through
video advertising initiatives – custom content,
video banner sales, performance and affiliate
marketing

•

Realize full value of Amplified Agency’s capabilities
through local market share growth and capturing
out-of-market opportunities

TARGETS
Total paid subscriber growth, reaching
900K digital-only subscribers in five years

Reach $100M annualized revenue from
Amplified Digital Agency in three years

Achieve long-term leverage
target of under 2.5x in five years

Poised to generate a growing base of annualized recurring/subscription-based revenue resulting in top-line revenue growth
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TRANSFORMING PRESENTATION OF LOCAL NEWS
ENHANCING DIGITAL PRESENTATIONS TO PROVIDE BEST-IN-CLASS USER EXPERIENCE, WITH EMPHASIS ON MULTIFORMAT, RICH CONTENT

PILLAR 1

PILLAR 2

PILLAR 3

• Creating cohesive digital experience across all
platforms by investing in user-experience design
talent
• Improving multimedia presentations with
emphasis on video and audio to drive engagement
and monetization

Breaking
News

• Enabling cross-platform integration to track usage

Video

• Creating new content channels (apps, podcasts)
where we have niche expertise and unique selling
positions (local sports)

(Targeted)
Ad

• Expanding regional and statewide collaboration to
enhance content and digital strategies for video
and audio platforms

Audio
(Podcast)
Recommended
Video Content
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ACCELERATING SUBSCRIPTION GROWTH
GROWING DIGITAL-ONLY SUBSCRIPTIONS, WITHOUT CANNIBALIZING FULL-ACCESS SUBSCRIPTIONS

PILLAR 1

PILLAR 2

PILLAR 3

Projected Print + Digital
Subscription Units

Key initiatives…
• Optimize subscription model for digital-only growth
• Hyper-focus on monetization of niche content
• Expand Day-of-Week print transformation and maximize print
revenue subscription opportunities

Digital
Inflection
Point

1,500,000

…expected to drive:
• Digital-only to comprise majority of subscriber base in two years

1,000,000

• 900,000 digital-only subscribers in five years
• Overall subscription revenue growth, fueled by audience growth

500,000

FY21

FY22

FY23

Digital-Only

FY24

FY25

FY26

Full Access
11

ACCELERATING SUBSCRIPTION GROWTH
ENHANCING CONVERSION WITHIN LEE’S ADDRESSABLE MARKET

PILLAR 2

PILLAR 3

Convert more of our huge addressable market to digital
content subscribers
• Leverage embedded position in 77 attractive markets: highly
educated consumers, high disposable incomes, engaged in
community

TODAY

PILLAR 1

• Generate growth through niche subscriptions to paid e-newsletters
(Napa Wine Taste, NE Sports Platform)

55M

12M

286K

Unique Visitors

Loyal Readers

Digital-Only Subscribers

(1 visit per month)

(2-4 visit per month)

Activated Unique Visitors,
Expanded Paid Content &
Enhanced Conversion

Implement data-driven, dynamic content metering to drive
subscription conversion
• Digital segmentation and targeted offers based on usage
• Currently piloting two dynamic meter models

FY26

• Maximizing conversions from email, search, social media referrals

Expanded Base
of Visitors

900K Digital-Only
Subscribers

STRENGTHENED FOUNDATION FOR REVENUE GROWTH
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ACCELERATING SUBSCRIPTION GROWTH
EVOLUTION OF CONTENT OFFERINGS FROM A SINGLE PLATFORM TO MULTIPLE PLATFORMS

PILLAR 1

PILLAR 2

PILLAR 3

Leverage robust, engaging content in local markets to develop standalone niche
products:
Napa Wine Taste
• Paid e-newsletter with exclusive content from Napa Valley wine region experts
• Leverages branding of existing Napa Wine Taste website

• Launching Q3 ‘21
“Husker” Sports Platform
• Paid sports platform leveraging local sports content resources in 11 Nebraska markets
• In- and out-of-market digital subscription and revenue opportunity

• Launching Q4 ’21

Niche content offerings also provide unique advertising and sponsorship
opportunities and are critically important to Lee’s first party data strategy
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DIVERSIFY & EXPAND AD OFFERINGS
ACCELERATING “FIRST TO MARKET” POSITION BY LEVERAGING EXPANSIVE ARRAY OF DIGITAL PRODUCT OFFERINGS, SERVICES AND
MARKETING SOLUTIONS
PILLAR 1

PILLAR 2

PILLAR 3

Generate New Digital Revenue
Local Market Opportunity
Expand market penetration with new products and services:
•

5,000 active campaigns per month

•

Drive high margin local retail advertising revenue within our local
markets

•

Promote video digital banner, sponsorship and branded content

•

Leverage website development to drive e-commerce enablement and
additional digital services

•

Utilize Vision platform to increase average revenue per order

•

Maximize dominant local audience position on owned and operated sites

Large Regional and National Accounts
Target large regional and national accounts in categories where Lee has
expertise:
•

Leverage Amplified Digital Agency for strategic media buying and
consulting services

•

Position Sunny Media and Health Bright to accelerate “Agency of
Record” business in automotive and healthcare

•

Create private digital marketplaces using first party data to drive
premium eCPMs

•

Utilize Brand Ave. Studios for custom content, video production and
agency-level marketing services
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DIVERSIFY & EXPAND AD OFFERINGS
DRIVING GROWTH IN “AGENCY OF RECORD” BUSINESS FROM WELL-ESTABLISHED DIGITAL AD INFRASTRUCTURE

PILLAR 1

PILLAR 2

PILLAR 3

Amplified Digital Agency poised to reach $100M annual revenue within 3 years

Out-of-Market Opportunities

• Full suite of digital marketing services for large regional and national accounts (e.g.,
consulting, media buying, analytics)

•

Expand reseller fulfillment services both
within and outside of our local markets

• Amplified Insights – dedicated data/analytics team captures out-of-market
opportunities

•

Huge addressable market for annualized
recurring revenue

•

Expand “Agency of Record” business

•

Grow base of annualized recurring revenue

• Agency growth fueled by specialized category expertise – Sunny Media (automotive)
and Health Bright (healthcare)
• Scalable custom content from Brand Ave. Studios aimed at grocery, tourism, agrimedia, large regional retail, and manufacturing sectors
• Leverage first party data to drive premium eCPMs and create recurring revenue for
digital marketing services

• Drive e-commerce solutions from custom website development and agency services
supporting major e-commerce platforms
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DIVERSIFY & EXPAND AD OFFERINGS
LEVERAGE NICHE CONTENT ADVERTISING AND SPONSORSHIP OPPORTUNITIES

PILLAR 1

PILLAR 2

PILLAR 3

Custom Content Opportunities
Niche content offerings provide unique advertising and sponsorship opportunities
• Brand Ave. Studios (brandavestudios.com)
‒ Passionate, in-house team of Marketers, Producers and Writers developing tailor-made
content solutions and results-driven custom video – creating significant revenue
opportunities for our most sophisticated clients
‒ Feast Food Series: Four-part video series deployed in all markets with high-quality and
engaging food and wine content

‒ Lifestyle Series: Multi-part video series with highly engaging holiday and bridal video content

• Feast and Field (feastandfield.net)
‒ Unique “Farm-to-Table” content channel bringing life to the stories of the people who
produce the food at the heart of America’s dining experience
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FINANCIAL OVERVIEW
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TRANSFORMATIONAL TRANSACTION WITH BERKSHIRE
HATHAWAY
Increased scale
• Added 31 media operations with print and digital platforms; nearly doubled audience size
• Immediately accretive to Lee earnings pre-synergies

Significant revenue opportunities and highly achievable synergies
• Realized $103M in cost reductions within nine months of closing
• Driving revenue synergies from expanded application of digital advertising and subscriber programs

Strengthened capital structure
• Refinanced existing long-term debt on favorable terms
• 25-year runway, with no breakage costs or prepayment penalties
• Fixed annual interest rate, no financial performance covenants and no fixed amortization payments
(asset sale and excess cash flow payments are required)
• Deepened relationship with Berkshire Hathaway as sole lender
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REBOUNDING FROM COVID-19 PANDEMIC
YOY Revenue Growth %
Revenue expected to grow YOY in 2H 2021
Q3 2020

Q4 2020

Q1 2021

Q2 2021

Q3 2021

Q4 2021

Illustrative: Based on Current Outlook

Resiliency and rebound underscores value of platforms for readers, subscribers and advertising partners

19

MAINTAINING TRACK RECORD OF SUSTAINABLE COST
MANAGEMENT
Proficient in driving efficiencies
• Highly focused on driving efficiencies and reducing
legacy cost structure

Total Cash Costs
$1.02B
$913M

• BH Media acquisition provided significant synergy
opportunity

$822M

$705M

$697M

2020

2021

• Achieved $100M cost reduction target nearly nine
months early

Thoughtful investments in digital future
• Significant investments made in talent and
technology to fund successful execution of threepillar strategy

2017
Compensation

2018
Newsprint and Ink

2019

Other Cash Costs

Digital Investments

Today a stronger, leaner organization – aligned around digital transformation strategy
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CLEAR PATH TO VALUE CREATION

Generate recurring long-term
revenue growth

Leverage strong liquidity position and
balance sheet to invest in digital future

• Sound execution of three-pillar strategy

• Expect to reach <2.5x leverage target within five years

• Increased digital subscriptions and advertising revenue

• Healthy balance sheet and enhanced operating cash flow

Unlock full value of Lee through multiple expansion
Achieve valuation in line with digital-first peers
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TRANSFER TO NASDAQ

•

Reinforces digital positioning alongside
other Nasdaq-listed technology leaders

•

Lee to leverage Nasdaq’s platforms and
solutions in support of investor
engagement and access

Listing

Ticker

April 19, 2021

LEE
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A BOLD
COURSE
FOR OUR
DIGITAL
FUTURE

Well-positioned in highly attractive
markets
Successfully managed through
pandemic – emerged stronger
Executing against clearly-defined
digital transformation strategy to
drive recurring, long-term revenue
growth
Improving cash flow will facilitate
continued debt repayment

Poised to drive shareholder value
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RECONCILIATION OF NON-GAAP FINANCIAL MEASURES
(Millions of Dollars)
Net Income (loss)

LTM Dec 2020
9

Adjusted to exclude
Income tax expense

9

Non-operating expenses, net

35

Equity in earnings of TNI and MNI

(4)

Loss (gain) on sale of assets and other, net

(1)

Depreciation and amortization

40

Restructuring costs and other

15

Stock compensation

1

Ownership share of TNI and MNI EBITDA (50%)

5

Add

Adjusted EBITDA

109

Adjusted EBITDA, pro forma

116

Adjusted EBITDA is a non-GAAP financial performance
measure that enhances financial statement users overall
understanding of the operating performance of the
Company. The measure isolates unusual, infrequent or noncash transactions from the operating performance of the
business. This allows users to easily compare operating
performance among various fiscal periods and how
management measures the performance of the business.
This measure also provides users with a benchmark that can
be used when forecasting future operating performance of
the Company that excludes unusual, nonrecurring or one
time transactions. Adjusted EBITDA is a component of the
calculation used by stockholders and analysts to determine
the value of our business when using the market approach,
which applies a market multiple to financial metrics. It is also
a measure used to calculate the leverage ratio of the
Company, which is a key financial ratio monitored and used
by the Company and its investors. Adjusted EBITDA is
defined as net income (loss), plus non-operating expenses,
income tax expense, depreciation and amortization, assets
loss (gain) on sales, impairments and other, restructuring
costs and other, stock compensation and our 50% share of
EBITDA from TNI and MNI, minus equity in earnings of TNI
and MNI.
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