As media rights revenues fluctuate so do the variable costs tied to the
percentage of broadcast rights fees required to be paid to competitors as
part of NASCAR NEXTEL Cup, Busch and Craftsman Truck series sanction
agreements. NASCAR prize and point fund monies, as well as sanction

fees ["NASCAR direct expenses’), are outlined in the sanction agreement
for each event and are negotiated in advance of an event. As previously
discussed, included in these NASCAR direct expenses are 25.0 percent of
the gross domestic television broadcast rights fees allocated to our NASCAR
NEXTEL Cup, Busch and Craftsman Truck series events as part of prize and
point fund money. These annually negotiated contractual amounts paid to
NASCAR confribute to the support and growth of the sport of NASCAR
stock car racing through payments to the teams and sanction fees paid to
NASCAR. As such, we do not expect these costs to decrease in the future as
a percentage of admissions and motorsports related income. We anticipate
any operafing margin improvement to come primarily from economies of scale
and controlling costs in areas such as motorsports related and general and

administrative expenses.

Economic conditions may impact our ability to secure revenues from
corporate marketing partnerships. However, we believe that our presence in
key markefs and impressive portfolio of events are beneficial as we continue
fo pursue renewal and expansion of existing marketing partnerships and
establish new corporate marketing partners. We believe that revenues from

our corporate marketing partnerships will continue to grow over the long term.

An imporfant component of our operating strategy has been our long-
standing practice of focusing closely on supply and demand regarding
additional capacity at our facilities. We continually evaluate the demand for
our most popular racing events in order to add capacity that we believe will
provide an acceptable rate of return on invested capital. Through prudent
expansion, we attempt fo keep demand at a higher level than supply, which
stimulates ticket renewals and advance sales. Advance ticket sales result in
earlier cash flow and reduce the potential negative impact of actual and
forecasted inclement weather on ficket sales. While we will join with sponsors
to offer promotions to generate additional ticket sales, we avoid rewarding
lastminute ticket buyers by discounting tickefs. We believe it is more
important to encourage advance ficket sales and maintain price infegrity fo
achieve longterm growth than fo capture shortterm incremental revenue.
We recognize that a number of factors relating to discrefionary consumer
spending, including economic conditions affecting disposable consumer
income such as employment and other lifestyle and business conditions, can
negatively impact aftendance at our events. Accordingly, we have insfituted
only modest increases in our weighted average ticket prices for fiscal 2007
In addition, we are limiting the expansion of our facilities in fiscal 2007 to
projects at our Richmond International Raceway (“Richmond”) which will

be completed in time for its NASCAR NEXTEL Cup and Busch series spring
events. Richmond will be removing approximately 2,900 obstructed view
grandstand seats from Turns 3 and 4 and are adding approximately 7,800
grandstand seats in a new, state-ofthe-arf, 18-sfory structure located in Turn 1.
The new, threetiered grandstand will also include a 700-person, members-
only Club for individual fans looking to enjoy a race weekend in style or
businesses seeking to entertain clients. The Club will also serve as a unique

site for special events on non-race weekends throughout the year. We will
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continue to evaluate expansion opportunities, as well as the pricing and
packaging of our tickets and other products, on an ongoing basis. Over the

long term, we plan to continue to expand capacity at our speedways.

Since we compete with newer entertainment venues for patrons and
sponsors, we will continue fo evaluate opportunifies to enhance our
faciliies, thereby producing additional revenue generating opportunities
for us and improving the experience for our guests. One major example of
these efforts is the infield renovation at Daytona International Speedway
("Daytona”) that was completed for the start of the 2005 racing season.
The infield renovation features numerous fan amenities and unique revenue
generafing opportunities, including garage walkthrough areas, additional
merchandise and concessions vending areas, waterfront luxury recreational
vehicle parking areas, a large tunnel to accommodate team haulers and
guest recreational vehicles in and out of the infield and other special
amenities such as the infield’s signature structure, the Daytona 500 Club.
The fan and guest response fo our renovation efforts at Daytona has

been overwhelmingly positive and has resulted in incremental direct and,
we believe, indirect revenue generation. Another example of our efforts

to enhance the fan experience includes the fiscal 2005 renovation of
Michigan International Speedway’s (“Michigan”) front stretch, including
new ticket gates, new vendor and display areas, and several new
concession sfands, as well as the addition of club seats and luxury suites.
For fiscal 2006, we completed additional renovation projects at Califoria
Speedway ("California”) and Talladega Superspeedway ("Talladega”).
At California, we renovated and expanded the facility's front midway
area. The new plaza features a fullservice outdoor café with cuisine by
celebrity chef Wolfgang Puck, in addition to a town center, refail store
and concert stage. Other highlights include shade features, modified entry
gates, expanded hospitality areas, radio broadcast locations, giant video
walls, leisure areas and grass and water accents. This project was the
direct result of fan feedback, and further demonstrates our commitment to
providing a premium enterfainment environment for our guests. We also
repaved Talladega's 2.6 mile oval in time for that facility’s fall NASCAR
NEXTEL Cup weekend. Talladega's racing surface had not been repaved
since 1979, and we believe the newly paved racing surface enhanced the

Thri”mg on-rack competition.

Daytona International Speedway
Lease Extension

On March 29, 2006, Daytona amended its lease agreement with the
Daytona Beach Racing and Recreational Facilities District (the “District”). The
amended lease extends the relationship between Daytona and the District
through November 7, 2054.

The new lease required an inifial annual payment, excluding applicable sales
taxes, of $500,000 and includes scheduled rent increases every five years.
Accounting principles generally accepted in the United States require the
fotal lease cost over the revised lease term to be recognized on a sfraight-line
basis. As a result, this lease expense in fiscal 2006, including sales taxes,
totaled approximately $500,000. For fiscal years 2007 through 2054,

we anticipate this lease expense, including sales taxes, to approximate
$800,000 per year.



