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US Broadcast Television  

US Broadcast Buyers and Sellers Benefit as  
New Wave of Arbitrageurs Stake Their Claims 
Private equity sponsors drawn to profit-taking opportunity in 2013-2014 
 
» The value of M&A deals among US pure-play television broadcasters will surpass $3.5 

billion-and could even exceed $6 billion in 2013-2014, as buyers seize arbitrage 
opportunities by raising retransmission fees. Broadcast acquisitions give buyers 
immediate financial arbitrage with minimal risk, allowing them to raise the 
retransmission fees paid by the seller’s existing cable, satellite and telecom video service 
providers. As buyers complete group acquisitions over the next two years, operators will 
seek smaller transactions or station swaps to improve holdings in key markets while 
divesting non-core properties. 

» The mature US television broadcast industry continues to consolidate, and the buyers’ 
more favorable retransmission agreements often provide arbitrage opportunities. Over 
the next year, larger groups such as LIN Television, Nexstar Broadcasting, Sinclair 
Broadcast Group, and Tribune Company appear to be the most likely buyers of stations, 
while Allbritton Communications and broadcasters owned by financial sponsors, 
including FoxCo, Granite Broadcasting, and Local TV, rank among the likeliest 
takeover targets.  

» The broadcasters’ financial sponsors and private equity investors are seizing the 
moment to take profits on their television holdings. The 2012 political-ad cash 
windfall gave potential acquirers cash for spending or repaying debt balances, while 
making targets more attractive. Since mid-2011, Cerberus, Pilot Group, and Providence 
Equity Partners have sold television stations to Nexstar, Cox Media Group and Sinclair. 
In the near future, we expect to see Oak Hill Capital sell its stake in Local TV, and 
Silver Point Capital to divest its holdings in Communications Corporation of America 
(CCA). More transactions will come.  

» Companies buying US broadcasters or their assets have avoided rating downgrades so 
far-even when the buyer’s leverage increases at the outset. M&A transactions improve 
the acquiring broadcaster’s business model, including diversification, and its scale. An 
M&A transaction can also add another primary signal to the same operator in a market, 
thereby increasing a broadcaster’s presence and offering meaningful cost reductions. 
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Arbitrage Encourages Consolidation of Mature US Broadcast Industry 

We estimate that the value of the US pure-play broadcast sector’s M&A deals in 2013-2014 will 
surpass $3.5 billion, and it could exceed $6 billion as certain operators adopt a “go big or go home” 
expansion strategy. The sector already saw M&A transactions reach $1.9 billion in 2012, up from $1.0 
billion in 2011.1  

M&A in the US broadcast sector represents more than an example of merger activity picking up in 
other US corporate sectors, including airlines, consumer goods and telecommunications. Recent 
broadcast deals offer an additional sweetener: immediate arbitrage opportunities for the buyer, which 
can usually demand higher retransmission fees from cable, satellite, and telecom video distributors 
than the previous owner could.  

Cable, satellite and telecom-based TV providers pay broadcasters retransmission fees for the right to 
carry broadcast signals on their systems, as compensation for the value that the content delivers. The 
recent pick-up in broadcast M&A activity reflects the buyer’s ability to charge higher retransmission 
fees for most, if not all, of its acquired stations immediately upon closing, and with little risk. Both 
buyers and sellers stand to benefit, as buyers, armed with more favorable retransmission agreements, 
can offer sellers generous multiples for the chance to gain these arbitrage opportunities.  

Television’s political advertising revenue reached record levels of just under $3 billion in 2012, giving 
broadcasters an additional profit windfall2 and providing additional fuel for M&A activity, despite 
some broadcasters’ funding of special dividends in December 2012. Political spending has increased 
consistently in even-numbered years, when almost all US elections take place. Among the various 
media formats, local television continues to attract most of the political advertising money, since local 
broadcasters can deliver a branding or campaign message to broad audiences.  

Non-strategic owners of television groups, including private equity firms and creditors that became 
shareholders amid restructurings or bankruptcies, typically look to exit an investment after a few years-
especially if they can realize a profit. Since 2011, this restlessness led to mergers or expected changes in 
ownership for stations belonging to Barrington Broadcasting Group (B2 stable), CCA,3 Freedom 
Communications, Four Points, Local TV (B3 stable), and Newport.  

Until recently, US broadcast owners achieved revenue and expense synergies by applying more 
profitable sales practices, consolidating corporate overhead functions and reducing staff-often with 
cash severance. Today, however, they can achieve even greater revenue synergies through arbitrage 
opportunities, exploiting the difference between the buyer’s and seller’s retransmission fee contracts. 
This strategy typically offers immediate revenue gains with no severance costs or execution risk, since 
the buyer’s contracts already exist.  

Moreover, this opportunity will not last, as acquisition targets eventually dry up, the gap between a 
buyer’s and seller’s retransmission rates narrows, or existing retransmission agreements roll over with 
revised terms that could limit financial benefits provided by “after-acquired provisions” in 
retransmission consent agreements.4 After the initial round of large acquisitions, operators will seek 
out smaller transactions or asset swaps in key markets, while divesting non-core properties-the same 
pattern we have seen in the US radio industry.5  

                                                                        
1  Source: BIA/Kelsey. 
2  See our Special Comment, “US Broadcast Industry: Close White House Contest and Surging Spending Leads to $2.8 Billion Ad Windfall,” September 2012. 
3  Corporate Family Rating of B3 was withdrawn in March 2013, before the announcement of CCA’s sale to Nexstar. 
4  After-acquired provisions generally allow a broadcaster or a cable operator to bundle newly acquired broadcast stations or cable systems into an existing agreement. 
5  US radio has already experienced a burst of consolidation, with six companies now controlling about 45% of industry revenues, and since radio lacks retransmission fees, 

we don’t expect a significant opportunity for M&A activity in that segment for 2013-2014. 

http://www.moodys.com/credit-ratings/Barrington-Broadcasting-Group-LLC-credit-rating-809572349
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_145128
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Media Fragmentation Continues its Steady Rise  

We have long anticipated consolidation among television broadcasters, and that consolidation is now 
taking place on an accelerated timeline.6  

The mature US television broadcast industry faces increasing fragmentation, with advertising revenues 
increasingly exposed to economic cycles. Before 1990, television broadcasters expected to increase their 
revenues every year, regardless of political or Olympic spending or economic downturns. As cable 
television increased its share of advertising revenues, broadcast’s share of television advertising has 
stalled below 55%. Moreover, digital options, including online and mobile media, now claim 
increasing shares of advertising dollars, posing an additional threat to broadcasters.  

Broadcasters currently enjoy incremental revenue growth through a dual stream of advertising revenues 
and monthly subscription fees, both of which cable networks have enjoyed for some time. Broadcasters 
began negotiating cash payments for retransmission fees based on subscriber count around 2005, and 
as their fees have risen for this high-growth subscription-based revenue, the major networks have 
started claiming a share. The Big Four US networks-which produce some of the content that the local 
broadcasters transmit to cable, satellite and telecom distributors-now require broadcasters to pay 
“reverse compensation” or “retransmission sharing” fees to compensate for their investment.7  

Some broadcasters that lack national or regional scale can achieve leading revenue share with number-
one or number-two ratings, and will argue their smaller size has not affected operating or financial 
performance. A larger portfolio of stations with greater coverage of US households certainly helps a 
broadcaster, and operators have found that greater scale enhances both profitability and negotiating 
leverage with distributors and networks.  

With networks now demanding a share of retransmission revenues, television operators are increasingly 
uncomfortable in the middle, and seek to offset the networks’ demands by strengthening their 
negotiating leverage with cable, satellite and telecom distributors, to maximize retransmission fees. 
Bigger broadcasters typically enjoy negotiating leverage with program providers and other vendors that 
seek access to larger audiences while holding on to these key television customers.  

Higher Retransmission Fees Present Arbitrage Opportunities 

In a hypothetical example (see Figure 1, next page), a broadcaster generates EBITDA of $21 million 
annually-$18 million from traditional advertising and digital revenues, plus $3 million, representing 
net retransmission fees of $0.25/month for 1 million subscribers. A buyer acquires the broadcaster for 
$168 million, or 8x EBITDA. The buyer applies its higher retransmission rates to most of its existing 
contracts, raising its net cash flow to $0.67/month from retransmission fees, and eliminates $2 million 
in redundant salaries and overhead. These synergies effectively reduce the purchase multiple to just 6x, 
with higher-priced retransmission agreements supplying most of the difference.  

                                                                        
6  See our Special Comment, “Outlook to 2020: Technology, Telecommunications and Media,” December 2010. 
7  See our Special Comment, “Networks Threaten Key Revenue Source For Pure-Play US TV Broadcasters,” November 2011. 

http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_128990
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_137407
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FIGURE 1 

Higher Retransmission Fees Reduce Hypothetical Buyer’s EBITDA Multiple 
(assuming 1 million subscribers) 

 Seller Buyer 

 Monthly fee per subscriber $0.25/month $0.67/month 

   

 EBITDA from ad sales and digital revenue $18 million $20 million 

 EBITDA from retransmission fees minus reverse compensation $3 million $8 million 

 Total EBITDA $21 million $28 million 
 

Acquisition price $168 million $168 million 

EBITDA multiple 8x 6x 

Source: Moody’s Investors Service  

 

Much of the risk from the deal disappears once the US Federal Communications Commission (FCC) 
approves it. The new owner realizes cash flow gains from higher retransmission fees far more quickly 
than from planned expense cuts. Since television broadcasters are valued in excess of 7x-8x EBITDA, 
recent acquisitions with effective buyers’ multiples of less than 7x EBITDA enhance enterprise values 
as soon as the transactions close. The sellers benefit as well, receiving more attractive EBITDA 
multiples than they otherwise might.  

Private-equity owners have been taking advantage of this retransmission arbitrage opportunity, selling 
off their longstanding investments as their broadcasters’ valuations increase. Since mid-2011, Canyon 
Partners, Cerberus, Pilot Group, Providence Equity Partners, and Silver Point have sold television 
stations to LIN Television (B1 positive), Nexstar Broadcasting (B2 positive), Cox Media Group 
(unrated), and Sinclair Broadcast Group (Ba3 stable). Oak Hill Capital hopes to sell its investment in 
Local TV, and Silver Point Capital to sell its stake in CCA.  

Investors have been well protected from takeovers: effectively all debt instruments that we reviewed 
offer debt holders change-of-control protection.  

Likely Buyers and Sellers Emerge for 2013-2014  

A number of companies appear likely to buy broadcast groups in 2013-2014, or possibly just acquire 
individual stations (see Figure 2, next page). Among broadcasters that have not made recent 
acquisitions, Media General (Caa1 positive) may not have significant debt capacity on its own, but the 
backing of Berkshire Hathaway (Aa2 stable) can help expand its footprint, assuming it steers clear of 
cross-ownership conflicts with Berkshire Hathaway’s newspaper assets. Tribune Company (Ba3 stable) 
has the wherewithal to finance acquisitions on its own, especially if it sheds most of its publishing 
assets. FoxCo (B2 stable) and Granite Broadcasting (B3 stable) both appear likely sellers, with 
financial-sponsor parents now in the process of selling their respective television investments, Local TV 
and Communications Corporation of America. Earlier this month, Allbritton announced it is 
exploring strategic alternatives including the potential sale of its television stations.  

As a financial sponsor Diamond Castle Partners will eventually look to sell its stake in Bonten Media 
Group (Caa1 stable). In the mean time, Bonten has been opportunistic and recently acquired two full-
power stations in Northern California, setting up attractive duopolies and adding to its enterprise 
value. 

javascript:void(0);
http://www.moodys.com/credit-ratings/Media-General-Inc-credit-rating-600060163
http://www.moodys.com/credit-ratings/Berkshire-Hathaway-Inc-credit-rating-600046928
http://www.moodys.com/credit-ratings/Bonten-Media-Group-Inc-credit-rating-820100986
http://www.moodys.com/credit-ratings/Bonten-Media-Group-Inc-credit-rating-820100986
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FIGURE 2 

Likely Broadcast M&A Participants for 2013-2014 

Buyer/Potential Buyer Potential Buyer or Seller Seller/Potential Seller 

Entravision Belo Corp. Allbritton 

Gray Television Bonten Barrington Broadcasting 

LIN Television  CCA 

Media General  Fisher 

Nexstar Broadcasting  FoxCo Acquisition 

Sinclair Broadcast Group   Granite Broadcasting 

Tribune Company  LBI Media 

  Local TV Finance  

Source: Moody’s Investors Service 

 
Financial or non-strategic sponsors hold meaningful investments in all of these sellers and potential 
sellers except Allbritton and Fisher, and hope to exploit selling opportunities from attractive valuations 
driven by EBITDA growth and higher EBITDA multiples. Although FCC regulations prohibit any 
one broadcaster from serving more than 39% of US households, current rules that define a station’s 
attribution allow room for additional consolidation even among the largest pure-play broadcasters, 
particularly as they focus on markets outside the top-10 designated market areas, such as New York 
and Los Angeles.8 

Increased size and reach have historically improved broadcasters’ ability to negotiate more favorable 
programming costs and vendor contracts. Now, scale has become crucial in their effort to increase 
negotiating leverage to maximize their distributors’ retransmission fees, and to minimize reverse 
compensation they pay to networks. Not long ago, reverse compensation fees threatened to cut the 
broadcasters’ net cash flow from retransmission.9 But in reality, broadcasters have negotiated higher 
retransmission fees than industry analysts initially expected, reducing the pressure from reverse 
compensation. Recent consolidation and the higher retransmission fees will help further reduce the 
cash-flow pressure from reverse compensation.  

Numerous Factors Contribute to Ongoing Consolidation 

We believe advertising demand in 2013-2014 will continue rebounding from cyclical lows, and higher 
revenue from advertising will increasingly support free cash flow generation. Companies buying 
broadcasters have reduced debt balances using some of the cash from their political advertising 
windfalls and core advertising growth, thereby improving their financial flexibility impressively (see 
Figure 3, next page), as demonstrated by improved two-year average debt-to-EBITDA ratio.10 Rated 
pure-play broadcasters that we consider likely buyers of stations saw their two-year average debt-to-
EBITDA improve to 5.4x for 2011-2012, from 6.9x for 2009-2010, while leverage for likely sellers 
improved even more to 5.1x from 7.1x over this same period. The potential buyers’ improved leverage 
and liquidity have increased their capacity to raise debt for financing acquisitions, while potential 
sellers have also reduced their debt balances, making them more attractive to buyers.  

                                                                        
8  Among other provisions, FCC’s attribution rules apply a 50% discount to household coverage calculations for UHF signals. Sinclair Broadcast will cover an estimated 

34% of US households upon completion of announced acquisitions; however, applying the 50% discount for its UHF signals results in adjusted coverage of 19%, or less 
than half of the 39% FCC limit. 

9  See Footnote 7. 
10  We use the average of consecutive odd and even years to eliminate the impact of heightened political ad spending in the even years. 
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FIGURE 3 

Broadcasters Have Significantly Improved Their Leverage Ratios 
Buyers and Potential Buyers  

 
 
Sellers and Potential Sellers 

 
Note: all figures include Moody’s standard adjustments. 

(a) Pro forma for acquisitions and special dividends.  

(b) Moody’s estimates for 2011-2012. 

Source: Moody’s Investors Service 

 
The improving US financial environment makes banks and fixed-income investors eager to put their 
funds to work. High-yield debt issuance hit records in 2011 and 2012, and debt structures became 
more favorable for issuers supporting M&A activity across many corporate industry segments.11 

Meanwhile, a number of factors particular to US broadcasting will also encourage M&A. Core 
advertising demand from automakers, auto dealers, service providers and retailers continues to 
percolate as the economy improves, and record-breaking revenues from political advertising 
supplement this core advertising growth significantly. Financial sponsors and private equity investors 
such as Oak Hill and Silver Point Capital could continue taking advantage of this favorable selling 
environment by reaching agreements to sell remaining television investments. Even closely held 
broadcasters may decide to exit the industry profitably as demonstrated by Allbritton. 

                                                                        
11  See our Special Comment, “Moody's High-Yield Covenant Database: North American Broadcast, Media Services Offer Weak Restricted Payments Protection,” 

February 2013. 
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Issuers Active in M&A Have Avoided Rating Downgrades So Far  

As large operators acquire regional or smaller broadcasters, the sector’s overall credit quality has 
improved. No broadcaster has suffered rating downgrades as a result of acquisitions, while ratings have 
improved in at least six transactions (see Figure 4, below). Newport Television sold for $1 billion at 
the end of 2012, and could have resulted in a rating downgrade for a single buyer, but the deal had 
three buyers-Cox, Nexstar and Sinclair-each with debt capacity sufficient to preserve their ratings.  

FIGURE 4  

Rating Changes After Transactions  
 

Company 
Corporate Family Rating,  

Pre-Transaction 
Corporate Family Rating,  

Post-Transaction 

Buyers    

 Sinclair Broadcast Group  Ba3 Ba3 

 Tribune Ba3  

 LIN Television (a) B2 B1 

 Nexstar Broadcasting B2 B2 

 Media General Caa1  

Sellers    

 Fisher (b) B1 Ba3 

 New Vision (a) B1 B1 

 Allbritton Communications B2  

 Barrington Broadcasting B2 Ba3 

 FoxCo Acquisition B2  

 CCA (c) B3 B2 

 Granite Broadcasting B3  

 Local TV Finance B3  

 Newport-Cox Caa1 Baa2 

 Newport-Nexstar Caa1 B2 

 Newport-Sinclair Caa1 Ba3 

 LBI Media Caa2  

(a) New Vision was acquired by LIN Television which had a B2 corporate family rating at the time. Subsequently, LIN Television was upgraded to B1 
reflecting sale of NBC JV stations.  

(b) Fisher's rating was withdrawn prior to announcement of its sale to Sinclair.  

(c) Rating withdrawn before the announcement of CCA’s sale to Nexstar.  

Source: Moody’s Investors Service  

 

The US television broadcasting industry grows more mature all the time, and ad spending increasingly 
fragmented. So despite recent gains in market capitalizations and the run-up in equity valuations, 
pure-play broadcasters need stronger operating and financial metrics, including greater scale or lower 
leverage, to maintain ratings.12  

  

                                                                        
12  Under the previous rating methodology, television broadcasters with $400 million of annual revenues mapped to the Ba rating category for scale; now a Ba rating for the 

scale factor requires revenues of $750 million or more. A 6.0x debt/EBITDA ratio mapped to a Ba for leverage under the previous methodology, but a Ba rating for the 
leverage factor now requires a ratio of 4.25x or better. See our latest Global Broadcast and Advertising Related Industries Methodology, May 2012. 

http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_138324
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Interestingly, broadcast M&A transactions since early 2011 have not immediately affected the 
acquiring broadcaster’s ratings-even when the acquiring company’s leverage initially increased. 
Meanwhile, debt associated with acquired stations has often been upgraded when the sale has led to a 
refinancing, as Figure 4 illustrates. By definition, M&A transactions improve the acquirer’s business 
model, including diversification, and its scale-two of the six broad factors that we use in our rating 
grid.13 Adding more revenue-generating stations increases the operator’s scale in revenue.  

For pure-play broadcasters, annual net revenues of $400 million-$750 million map to the B rating category, 
and net revenues of $750 million-$3 billion map to the Ba category. Only Belo (Ba2 stable) and Sinclair 
had reached this scale as of May 2013, but Tribune, which generates $1.1 billion in broadcast revenues, 
would join this group of pure-play broadcasters if it followed through with its plan to divest most of its 
newspaper operations. As consolidation continues, we expect to see more broadcasters in this tier, including 
LIN Television and Nexstar, both of which could soon see more than $750 million in net annual revenues.  

Scale gives broadcasters several advantages. Broadcasters with more stations and larger revenue bases 
can spread their corporate overhead across more properties. Larger broadcasters also have more 
leverage to negotiate with networks and syndicators that remain anxious to reach larger audiences—
another factor in their better EBITDA margins (see Figure 5, below). Finally, larger companies 
generally have greater access to capital with lower costs, leading to better free cash flow generation.  

FIGURE 5 

Scale and Margins for Pure-Play US Broadcasters 

 

Market 
Rankings 

Number of 
Primary Stations 

2012 Broadcast 
Revenue 

(millions) 

Methodology 
Rating for Scale 

Subfactor 

Two-Year Average 
Broadcast Revenue 

per Station (millions) 
Two-Year Average 
EBITDA Margin [a] 

Larger Broadcasters 
      

Sinclair [b] 14-141 86  $921  Ba  $9.1  43% 

Belo 5-111 20  $715  B  $34.1  37% 

Gray Television 61-193 40  $405  B  $8.9  39% 

LIN Television [b] 26-189 30  $553  B  $15.9  35% 

Nexstar Broadcasting [b] 9-200 55  $371  Caa  $6.2  37% 

        Average  $14.8  38% 

Smaller Broadcasters       
 

    

Barrington Broadcasting 67-199 24  $147  Caa  $5.4  private 

Bonten Media 96-196 14  $64  Caa  $4.1  private 

CCA [c] 83-179 19  $90  Caa  $4.3  private 

Fisher [b] 12- 162 13  $147  Caa  $10.6  24% 

Granite 52-157  13  $119  Caa  $8.5  private 

New Vision [d] 22-153 13  $125  Caa  $9.4  private 

 
  

  Average  $7.1  33% 

[a] EBITDA margins include Moody's standard adjustments for EBITDA calculations. 

[b] Station count and market rank exclude properties related to announced acquisitions. Revenues reflect reported data, which may include stub period for recent acquisitions. Sinclair revenues 
include broadcast operations only. EBITDA margins reflect consolidated results, including barter and other operating divisions, if segment detail is not provided.  

[c] Results exclude trade and barter. Figures for 2011 are actual results, and figures for 2012 are Moody’s estimates.  

[d] Revenues and EBITDA as of June 2012.  

                                                                        
13  Credit ratings of US broadcasters are based on numerous factors not reflected in the methodology grid, but the grid provides a general framework covering certain broad 

inputs. 

http://www.moodys.com/credit-ratings/Belo-Corp-credit-rating-100850
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Acquisitions also enhance a broadcaster’s diversification. A transaction that broadens an operator’s 
geographic footprint or adds to network diversity can improve its business model-another rating factor. 
Sinclair had a concentration of Fox affiliates, but since early 2011 has meaningfully diversified, adding 
ABC-, CBS- and NBC-affiliated stations to its portfolio. LIN Television bought New Vision stations 
in late 2012 and expanded its reach beyond its previous US footprint based largely in the northeast 
and midwest.  

M&A activity does not immediately change a station’s rank or revenue share within a market, since 
both largely depend on the individual station’s actual results. Nor does M&A immediately affect the 
acquiring broadcaster’s financial policy, which already anticipates the potential for making debt-
financed acquisitions or for funding distributions.  

Nevertheless, an M&A transaction can increase a broadcaster’s presence in a market with multiple 
primary signals. An operator that adds a station in an existing market can meaningfully cut expenses 
and improve operating margins. For example, Bonten recently added two full-power stations in its 
existing Northern California markets under joint sales or shared services agreements, both of which 
allow Bonten to eliminate redundant costs.  

Acquirers Have Maintained Debt Ratings Despite Increased Borrowing  
A broadcaster’s financial ratios and metrics weigh more heavily on its ratings than any single factor. In 
most significant M&A transactions since early 2011, the acquirer has funded the transaction largely 
with debt. Although debt financing initially increases the buyer’s leverage ratios and reduces coverage 
ratios to levels beyond those typically appropriate for its rating category, we have seen no downgrades 
in the wave of broadcast M&A since early 2011.  
The acquirers have generally had leverage on the lower end of their rating categories before their deals. 
Broadcasters that have been active in M&A deals had improved their debt-to-EBITDA ratios to an 
average 4.9x at the end of 2012, down from 8.8x at the end of 2009 (see Figure 6, below). In addition 
to greater debt capacity, acquisitions benefit forecasts for EBITDA growth, which help reduce leverage 
in the near term as expenses diminish, and as favorable retransmission fees deliver benefits. 

Record political ad spending in 2012 also helped broadcasters reduce debt balances, improve their 
financial provides, and raise their debt capacity. We expect core advertising to continue growing amid 
good US auto demand and improved retail or services advertising-a crucial trend, since most 
broadcasters expect political revenues to drop in 2014 from 2012’s presidential-election spending levels. 

FIGURE 6  

Recent Improvement in Two-Year Average Leverage Ratios 

 

Two-Year Average 
Leverage, December 2009 

Two-Year Average 
Leverage, Recent Low Point 

Fiscal Quarter  
for Low Point 

Leverage 
Improvement 

Barrington Broadcasting 7.7x 3.8x Q4 2012 3.9x 

Belo 5.9x 3.4x Q4 2012 2.5x 

FoxCo 11.8x 4.7x Q2 2012 7.1x 

LIN Television * 7.1x 4.8x Q4 2012 2.3x 

Local TV 10.1x 6.1x Q4 2012 4.0x 

Newport 13.0x 6.7x Q3 2012 6.3x 

Nexstar Broadcasting * 8.3x 5.2x Q3 2012 3.1x 

Sinclair 6.5x 4.6x Q4 2011 1.9x 

Average 8.8x 4.9x 

 

3.9x 

Median 8.0x 4.8x 

 

3.2x 

Note: all ratios include Moody's standard adjustments for debt and EBITDA calculations. 
* Low-point leverage is pro forma for acquisitions 
Source: Moody’s Financial Metrics 

http://www.moodys.com/credit-ratings/Twentieth-Century-Fox-Film-credit-rating-769300
http://www.moodys.com/credit-ratings/ABC-Inc-credit-rating-137760
http://www.moodys.com/credit-ratings/CBS-Corporation-credit-rating-800896
http://www.moodys.com/credit-ratings/NBCUniversal-Media-LLC-credit-rating-821877359
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» Moody’s High-Yield Covenant Database: North American Broadcast, Media Services Offer Weak 
Restricted Payments Protection, February 2013 (149228) 

» US Broadcast Industry: Close White House Contest and Surging Spending Leads to $2.8 Billion 
Ad Windfall, September 2012 (145128)  

» US Cable Industry: Triple-Play-Equivalent Rate Is at a Plateau, April 2012 (141634) 

» US Media Industry: Rebounding Auto Sales To Fuel Advertising Windfall, March 2012 
(140812) 

» US Broadcast TV Station Owners and Operators: Networks Threaten Key Revenue Source For 
Pure-Play US TV Broadcasters, November 2011 (137407) 

Industry Outlooks: 

» US Broadcast Television: Core Advertising to Pick Up Modestly in 2013 as Political Ads Ebb, 
January 2013 (149622)  

» US Cable Industry: High Speed Data, Commercial Segment Will Drive Continued Growth in 
2013, December 2012 (148054) 

Rating Methodology: 

» Global Broadcast and Advertising Related Industries, May 2012 (138324) 

To access any of these reports, click on the entry above. Note that these references are current as of the date of publication of 
this report and that more recent reports may be available. All research may not be available to all clients. 
 

 

 

http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_149228
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_149228
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_145128
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_145128
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_141634
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_140812
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_140812
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_137407
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_137407
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_149622
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_149622
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_148054
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_148054
http://www.moodys.com/viewresearchdoc.aspx?docid=PBC_138324
http://www.surveygizmo.com/s3/1133212/Rate-this-research?pubid=153252
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