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Media has not been a growth sector for many years as internet and 

direct-to-consumer models have transformed the sector. Businesses like 

linear media and music have been fundamentally transformed over the 

last few decades, and we have seen a lot of historically strong business 

models come under pressure.

That being said, we think that we can find interesting profit cycles even 

in challenged industries. 

In the first part of this series, our focus is on Formula One (F1), which 

has been popular in Europe for many years but was relatively unknown 

elsewhere. The league was acquired by Liberty Media in 2017. Liberty 

Media has been around for decades and owns interests in a broad range 

of media, communications and entertainment businesses. However, it 

has split into tracking stocks focused on its different business areas in 

recent years. One of these tracking stocks offers investors exposure to the 

F1 asset (“Liberty Media Formula One”).

Liberty has applied its expertise around developing and distributing 

content to turbocharge F1’s popularity globally. The driving force (pun 

intended) has been the hit series “Drive to Survive” on Netflix, which 

tells the story of the technology, drama, and personalities behind the 

race. These efforts have pulled in new audiences, both geographically, 

particularly in the United States, and demographically, as viewership is 

reaching a younger and more female audience (40% of the fan base is 

female today). Exhibit 1 displays F1’s skyrocketing online engagement, 

which is strong evidence that its fan base wants to engage with the 

league regularly. 

Our thesis is F1 will be able to capitalize on this increased excitement across 

its entire business, including media rights, race promotion and sponsorship.

Exhibit 1: F1 Engagement Metrics (Thousands)

Source: Wolfe Research, “Peaking Fan Interest? Not So Fast.” As of 1 Aug 2024.

Media Rights

Looking at Exhibit 2, F1 has more than doubled its viewership in the US since 

Liberty’s acquisition, a big win since sports in the US are highly monetized. 

On the linear side, sports are essential to cable providers and networks. 

Sports attract and retain subscribers for cable providers, which leads to 

more affiliate fees—calculated on a per-subscriber basis—for network 

owners. For example, a cable customer may subscribe to watch ESPN, 

but Disney, which owns the sports network, will collect fees for its other 

media networks, including A&E and the History Channel.

Sports is also increasingly important for streamers. For example, Amazon 

agreed to pay $1 billion per year for Thursday Night Football, and Google 

pays $2 billion per year for NFL Sunday Ticket. Netflix has also gotten into 

live entertainment with a 10-year global deal with WWE and streaming 

of select NFL games. As streamers further monetize their services with 

advertising, sports will only become more crucial. And advertisers love 
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Exhibit 2 : US Formula One Viewership

Source: JP Morgan “Sports Right Almanac – 2024.” As of 27 Jun 2024. 

2012 2013 2014 2015
0

200,000

400,000

600,000

800,000

1,000,000

1,400,000

1,200,000

2016 2017 2018 2019 2020 2021 2022 2023

414,000
366,000

521,000
482,000

538,114

672,000
608,000

554,000
477,000

949,000

1,210,000

1,110,000

+106%



live events because they can reach many people at once who tend to be 

highly engaged. 

This means sports assets command premium pricing. 

Sports leagues have secured big price increases in recent rights renewals 

with distributors. Looking at Exhibit 3, rights renewals across select sports 

have averaged a 2.1X step up in average annual value. F1 is not the NFL or 

the NBA, but there is much to like. Each of the league’s 24 races per year 

has global cultural prestige that people love to watch live. 

Compared to the last round of US media rights negotiations, F1 has a 

larger and more demographically attractive audience. As a result, there 

are more bidders for its media rights, and importantly, F1 is underpriced 

on a dollars per hour watched basis. Exhibit 4 shows the cost per 

viewer hour of various sports. F1’s cost per viewer hour is $0.97 versus 

an average of $1.61 across the industry. The last thing to note is, unlike 

linear TV, streaming is a global business, and there aren’t a lot of global 

sports leagues out there. As such, we believe F1 is especially attractive for 

streamers looking to attract a global audience.
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Exhibit 3 : Value Increases of Right Renewals 

Source: JP Morgan “Sports Right Almanac – 2024.” As of 27 Jun 2024. 

Exhibit 4 : Cost Per Viewer Hour of Select Sports (USD)

Source: JP Morgan “Sports Right Almanac – 2024.” As of 27 Jun 2024.
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Promotion and Sponsorship Revenue

In addition to media rights, F1 generates revenue from promotion fees 

and sponsorships. Both are trending in same direction as media rights. 

Looking at Exhibit 5, average race attendance is up almost 40% from 

pre-COVID levels. We believe this means more bidders for races and rising 

sponsorship revenues for F1.

Exhibit 5 : F1 Race Weekend Attendance (Thousands) 

Source: Wolfe Research, “Peaking Fan Interest? Not So Fast.” As of Aug 1 2024.

To sum it up, the league continues to grow its audience, and we believe 

monetization has a way to go before it catches up to this growth.

Rising Margins

The same dynamic exists on the cost side. F1 pays racing teams a 

percentage of EBITDA. Last year, it paid out $1.2 billion. The Concorde 

Agreement, the company’s agreement with the teams, is currently being 

renewed. This is an opportunity for F1 to take back some economic 

interests because greater exposure and larger audiences mean the teams 

have made significant gains. For example, in late 2023, Aston Martin 

sold a stake in its team at a £1 billion valuation and again in 2024 at a 

£1.5billion-£2-billion valuation. F1 has proven its value to the teams, and 

hopefully, it can improve its gross margin profile. 

When we put together all these dynamics, we believe F1 is a unique 

asset that will benefit from a period of strong revenue growth and 

expanding margins. 

The last thing to mention is that while there is still a lot of growth left at 

F1, the company is going through regulatory approval for MotoGP™, a 

motorcycle-based racing sport that we think could see a similar growth 

trajectory as F1. 
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Investment Process Highlights

We seek to invest in companies with franchise characteristics that are 

benefiting from an accelerating profit cycle and are trading at a discount 

to private market value.

Security Selection

We seek to identify companies with franchise characteristics that are 

selling at attractive valuations and are benefiting from an accelerating 

profit cycle. We look for companies that are well positioned for long-term 

growth, driven by demand for their products and services, at an early 

enough stage in their profit cycle to benefit from the increased cash 

flows produced by the emerging profit cycle.

Capital Allocation

Based on our fundamental analysis of a company’s profit cycle, we 

divide the portfolio into three parts. GardenSM investments are small 

positions in the early part of their profit cycle that will warrant a more 

sizeable allocation once their profit cycle accelerates. CropSM investments 

are positions that are being increased to a full weight because they 

are moving through the strongest part of their profit cycle. HarvestSM 

investments are positions that are being reduced as they near our 

estimate of full valuation or their profit cycle begins to decelerate. We 

believe that adhering to this process increases the likelihood of delivering 

upside participation with downside protection.

Broad Knowledge

We overlay security selection and capital allocation with the capability 

to invest opportunistically across the entire global equity spectrum. It is 

our goal to have broad knowledge of the global economy to ensure that 

we are able to find growth wherever it occurs. This capability extends 

from the design of our team, which leverages the broad experience of the 

portfolio managers and the deep expertise of the analysts on the team.

Team Overview

We believe deep industry expertise, broad investment knowledge, a highly 

collaborative decision-making process and individual accountability are a 

powerful combination. Since the inception of the team in 1997, we have 

been committed to building a team of growth investors that retains these 

attributes and is solely dedicated to our process and approach.

Artisan Strategies Managed

n  Global Opportunities Strategy

n  Global Discovery Strategy

n  U.S. Mid-Cap Growth Strategy

n  U.S. Small-Cap Growth Strategy

  

Artisan Partners Growth Team
The following team members contributed to this report

Jason White, CFA
Portfolio Manager

Angela Wu
Analyst
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For more information:   Visit www.artisanpartners.com

Investment Risks: International investments involve special risks, including currency fluctuation, lower liquidity, different accounting methods and economic and political systems, and higher transaction costs. These risks typically are greater 
in emerging and less developed markets, including frontier markets. Securities of small- and medium-sized companies tend to have a shorter history of operations, be more volatile and less liquid and may have underperformed securities 
of large companies during some periods. Growth securities may underperform other asset types during a given period. These risks, among others, are further described in Artisan Partners Form ADV, which is available upon request. This is 
a merketing communication.

This summary represents the views of the portfolio managers as of 31 Dec 2024. Those views may change, and the Strategies disclaim any obligation to advise investors of such changes. For the purposes of determining the Strategy’s 
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31 Dec 2024: Artisan Global Discovery Strategy: Liberty Media Corp-Liberty Formula One 2.1%, Artisan U.S. Mid-Cap Growth Strategy: Liberty Media Corp-Liberty Formula One 2.2%. Portfolio holdings are subject to change without notice 
and are not intended as recommendations of individual securities. Securities named in the commentary but not listed here are not held in the portfolio as of the date of this report.

The Global Industry Classification Standard (GICS®) is the exclusive intellectual property of MSCI Inc. (MSCI) and Standard & Poor’s Financial Services, LLC (S&P). Neither MSCI, S&P, their affiliates, nor any of their third party providers 
(“GICS Parties”) makes any representations or warranties, express or implied, with respect to GICS or the results to be obtained by the use thereof, and expressly disclaim all warranties, including warranties of accuracy, completeness, 
merchantability and fitness for a particular purpose. The GICS Parties shall not have any liability for any direct, indirect, special, punitive, consequential or any other damages (including lost profits) even if notified of such damages.

This material is provided for informational purposes without regard to your particular investment needs and shall not be construed as investment or tax advice on which you may rely for your investment decisions. Investors should consult 
their financial and tax adviser before making investments in order to determine the appropriateness of any investment product discussed herein.

Artisan Partners Limited Partnership (APLP) is an investment adviser registered with the U.S. Securities and Exchange Commission (SEC). Artisan Partners UK LLP (APUK) is authorized and regulated by the Financial Conduct Authority and 
is a registered investment adviser with the SEC. APEL Financial Distribution Services Limited (AP Europe) is regulated by the Central Bank of Ireland. APLP, APUK and AP Europe are collectively, with their parent company and affiliates, 
referred to as Artisan Partners herein.

Artisan Partners is not registered, authorized or eligible for an exemption from registration in all jurisdictions. Therefore, services described herein may not be available in certain jurisdictions. This material does not constitute an offer or 
solicitation where such actions are not authorized or lawful, and in some cases may only be provided at the initiative of the prospect. Further limitations on the availability of products or services described herein may be imposed.

This material is only intended for investors which meet qualifications as institutional investors as defined in the applicable jurisdiction where this material is received, which includes only Professional Clients or Eligible Counterparties as defined 
by the Markets in Financial Instruments Directive (MiFID) where this material is issued by APUK or AP Europe. This material is not for use by retail investors and may not be reproduced or distributed without Artisan Partners’ permission.

In the United Kingdom, issued by Artisan Partners UK LLP, 25 St. James’s St., Floor 10, London SW1A 1HA, registered in England and Wales (LLP No. OC351201). Registered office: Phoenix House, Floor 4, Station Hill, Reading Berkshire 
RG1 1NB. In Ireland, issued by Artisan Partners Europe, Fitzwilliam Hall, Fitzwilliam Pl, Ste. 202, Dublin 2, D02 T292. Registered office: 70 Sir John Rogerson’s Quay, Dublin 2, D02 R296 (Company No. 637966).

Australia: This material is directed at wholesale clients only and is not intended for, or to be relied upon by, private individuals or retail investors. Artisan Partners Australia Pty Ltd is a representative of APLP (ARBN 153 777 292) and 
APUK (ARBN 603 522 649). APLP and APUK are respectively regulated under US and UK laws which differ from Australian laws and are exempt from the requirement to hold an Australian financial services license under the Australian 
Corporations Act 2001 in respect to financial services provided in Australia.

Canada: This material is distributed in Canada by APLP and/or Artisan Partners Distributors LLC, which conduct activities in Canada under exemptions from the dealer, portfolio manager and investment fund manager registration requirements 
of applicable Canadian securities laws. This material does not constitute an offer of services in circumstances where such exemptions are not available. APLP advisory services are available only to investors that qualify as “permitted clients” 
under applicable Canadian securities laws.
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