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NOW

Since 2019, we have demonstrated the
value of direct customer relationships for
F1 through a highly effective CRM
programme

The programme has grown the customer
database by 333%

And we have proved that the value of
opted-in fans increases by 70%

NEXT

The challenge was to go still further — to
accelerate database growth, increase
opt-in and retain fans for longer, driving
more revenue for F1

To do this, we needed a stronger value
proposition and a better experience for
fans - so we developed F1 Unlocked







L2 8

' O | 4
O oYL .
" & & &

THE ROADMAP
FOR F1 -
UNLOCKED- . =

""”“’j‘"'-' ‘!-K.’J-‘-*i--*‘-‘-‘




RACE
NEWSLETTERS

UNLOCK THE
FULL STORY

ALEXA SKILL

UNLOCK THE
NOISE

WE DEVELOPED AND TESTED A NEW VALUE

PROPOSITION

UUNIL CIKE)

AN ELEVATED FAN EXPERIENCE
TO DRIVE REPEAT ENGAGEMENT

TRACK
EXPERIENCES

SECRET REWARDS

UNLOCK THE
SECOND LAYER

GP UPGRADES

RENAW»

UNLOCK BEST SEATS IN
THE HOUSE

UNLOCK THE
SPECTACLE FROM
YOUR SOFA



' UNLOCKED MVP

CONTENT COMMUNITY REWARDS VIP
() paily Weekly
Monthly D Quarterly

() Bi-Annually () Annually

(O Aways-on Ik Phase 2 Regular content stream: Unique fan first digital Chances to win
breaking news, expert assets that deliver back Connect with other fans unbelllevable F1 Unlocked-exclusive “VIP” experiences for

commentary, opinion to our fans unmet from around the world and experiences and discounts and offers. Unlocked fans at races.

pieces, unseen stories. needs have your say. one-offs.

BRILLIANT F1.com / F1 app
BASICS

Race Weekend Preview

Surprise & Delight ticket

LiveTiming data for every

test, practice & race upgrades at selected races

Discounts at F1 Store
and F1 Authentics

SUNDAY
Race Day Primer

Digital wallpapers to
download

MONDAY
Post-Race Review

OR

FRIDAY
Non-Race Newsletter

MAG IC Weekly Quiz Content Wrap

with chance to win your name of the Season
MOMENTS on a race flag square

Fantiques
Win unique F1
memorabilia

RU LE Iconic Competitions

Quarterly chance to win
BREAKE RS prizes like ‘Best seat in
the house’ & Meet the




WE MAPPED NEW CUSTOMER l
JOURNEYS FOR AN
ENHANCED EXPERIENCE

7 UNLOCKED Multichannel Fan Experience

“ vVl o bie i 0D i
e 1 olee o eoo0o0 — rO-0—o— L_ ? © - @
® 6 . ®
@) . e L 6
Q o
o a7
o ©
Q@ 1]




OGILVY

WE DEVELOPED A NEW DATA

STRATEGY

fying how to Improve data completeness and data quality by leveraging new value

exchanges at key moments in the customer journey

Should become part of signup
as
gives another contact method

TO

3rd Party

Segmented Research

Predictive

Progressive Profiling

Transactional
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WE IDENTIFIED CAPABILITY GAPS
& TECH REQUIREMENTS

DISCOVERY PROCESSING OUTPUT

INTERVIEWS

Technology
B category
requirements
Categorised Opportunity &
____, opportunities for ____ capability Full list of
1B ‘ Gaps in current each gap requirements use-cases
DOCUMENTATION . state and mapped to mapped to
blockers for strategic pillars strategic pillars °
future state
| Prioritized
* —> use-cases and
journey maps
Capability gaps scored as per expected ! v
1C S — business impact and impact on each
PLATFORM REVIEW strategic pillar
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WE MAPPED THE CURRENT
STATE TECH GAPS

SINGLE SIGN ON

EMAIL F1TV F1.COM F1 APP F1 RACE GUIDE F1 STORE F1 FANTASY F1 TICKETS AD NETWORKS GAM
I . L A . e b L A L S ¥,
? = DATA ORCHESTRATION AND REAL-TIME HAND-OFF NOT AVAILABLE - . PERSONALIZATION AVAILABLE ONLY IN PARTS AND SILOS .
" = = = r ---------- l ---------- l ---------- l ------- * = = = = = = ® = ®m I ---------- I- --------- 1 ---------- I -
The current is held back " NO REAL-TIME IDENTITY RESOLUTION
by two key limitations: = = = = = == -; " s = s EoEoe"
1. Data hand-off between

systems is too slow to
power the contextual F1 GAMES
and intuitive customer
experiences that will

\ 4

< CONSTRUCTORS
drive better
conversations COMPETITIONS/S
n n n n n n n n n n n n n URVEYS
2. While some of the data "
unification exists, the » LACKOF ACCESSIBLE AND  — PROMOTERS
; - USABLE BUSINESS INSIGHTS

amount of time required .
to perrorm Such n n n n n n .l L] L] L] L] L] L] F1 AUTHENTICS
unification actions ! .

revents real-time = =
fecognition and - NO PREDICTIVE ] F1 EXPERIENCES
engagement across . CAPABILITIES .
channels " = ®E ®E ®E E E E E H E ®E ®

The white boxes with dotted
line represent the potential
capabilities that could be
built into the current stack to
super-charge it.
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AND PROPOSED
MARTECH SOLUTIONS

SEPARATE LOGINS REQUIRED FOR EACH SYSTEM

EMAIL FI1TV

F1.COM

F1 APP

4

A

F1 RACE GUIDE
A

F1 STORE

F1 FANTASY

4

A

\

The proposed stack is
designed to seamlessly work
with and provide a boost to
existing technologies while
enabling key functions across

the business:

1. Improved recognition of
audiences across all channels
and sources allowing for
targeted and relevant
engagement

2. Real-time contextual
co-ordination enabling an
intuitive customer experience

3.  Visibility of performance and
means of improvement through
improved business intelligence

\ 4

ID GRAPH

A

PERSONALIZATION ENGINE
(CDP)

CUSTOMER DATA PLATFORM
(CDP)

BUSINESS INTELLIGENCE

F1 TICKETS

!

AD NETWORKS

MACHINE LEARNING/
PREDICTIVE ENGINE

GAM

F1 GAMES

CONSTRUCTORS

COMPETITIONS/S
URVEYS

PROMOTERS

F1 AUTHENTICS

F1 EXPERIENCES
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Prospect fan
Dashboards ‘ identification &
e p Targeting
"N ‘ - 3
§) X
\ ://‘ ' - : B3 .
-~ VALUE/POTENTIAL Fan Experience

ROI and LTV models f%fc_:

? modelling

Deep dive descriptive and
predictive analytics

Test & learn and
experimental design
frameworks

THE NEW F1 DATA AND TECH ENGINE

A Data fuelled, Sales Force drive chain
Borderless implementation: one team,
one vision; Put fans back at the heart of
Formula 1
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In total,

F1 direct to fan
programme
delivers:

17.9wm

DATABASE

2.9X

PORTFOLIO
SALES INCREASE

Since launch in March 2023,
F1 Unlocked has delivered:

91 8 k direct-to-database sign-ups
(9% above target)

33% opt-in rate increase

78% return users on F1.com
(vs 42% in 2022)

25% higher content engagement
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