


We have book publishing licensing agreements with Simon & Schuster and Dorling Kindersley, which allow
us the ability to publish original content in a variety of genres, including fiction, histories, how-to, and biographies
and autobiographies. During 2008 we published four new books, including the first biography of Andre the Giant, an
autobiography of “The Million Dollar Man” Ted DiBiase, as well as Showdowns The 20 Greatest Wrestling Rivalries of
the Last Two Decades (a historical book) and 10 Count Trivia: Events and Championships (a Trivia book).

Music is an integral part of the entertainment experience surrounding WWE’s live events, television programs and
pay-per-views. We compose and record most of our music, including our Superstar entrance themes, in our recording
studio. In addition to our own composed music, we license music performed by popular artists.

Licensing net revenues, including music, were $60.5 million, $47.1 million, $14.7 million and $32.2 million,
representing 11%, 10%, 6% and 8% of total net revenues in 2008, 2007, transition 2006 and fiscal 2006, respectively.

Home Video

In 2008, we released 29 new home video productions and shipped approximately 4.1 million DVD and Blu-ray
units, including catalog titles released in prior years. More widespread marketing and merchandising support at major
retailers and replenishment of prior year titles helped to drive domestic sales. Beginning in November 2006, Genius
Products, LLC became our exclusive domestic distributor of home videos. Outside the United States, our new releases
and catalog titles are distributed through licensees.

Home video net revenues were $58.5 million, $53.7 million, $35.5 million and $42.6 million, representing 11%,
11%, 13% and 11% of total net revenues in 2008, 2007, transition 2006 and fiscal 2006, respectively.

Magazine Publishing

WWE Magazine is a global men’s lifestyle publication with native language editions in Spain, Mexico, France,
Germany and Greece. Every issue is filled with features, photos, exclusive interviews and access that fans will not see
on television. In the US, WWE Magazine is ranked “top-5” in retail revenue for the men’s category, averaging more
than $1 million in newsstand sales every month. More than 4.6 million readers purchase WWE Magazine every month.
Our new WWE Kids magazine was launched in April 2008 and will publish nine issues in 2009. A WWE Kids UK
edition launched in November 2008.

Magazine publishing net revenues were $15.4 million, $16.5 million, $8.5 million and $11.1 million, representing
3% of total net revenues in 2008, 2007, transition 2006 and fiscal 2006.

Digital Media
(represents 7%, 7%, 8% and 5% of our net revenues in 2008, 2007, T 2006 and fiscal 2006, respectively)

WWE.com

Through our broadband network and sites, WWE generates revenue from the sale of online advertising,
e-commerce, and the distribution of wireless content. Our primary website, WWE.com, attracted nearly 15 million
monthly unique users worldwide and generated an average of 24 million streams per month in 2008, according to
Omniture, Inc. We utilize the internet to promote our brands, to provide content, to entertain and to market and
distribute our products.

Our portfolio of promotional, ad-supported and transactional video content is a mix of archival footage, breaking
news stories, original programs and live broadcasts. WWE.com updates its information as events happen on a global
basis.

We have continued to build upon our wireless footprint by developing a mobile content management system as we
entered into relationships with several third party partners to produce, distribute, bill, and directly sell mobile content.
To provision this new outlet, we produce several pieces of made-for-mobile video offerings. Domestically, we have an
agreement with AT&T Wireless to provide exclusive content, including videos and ring tones.

WWE.com net revenues were $16.3, $16.2 million, $7.3 million and $9.7 million, representing 3%, 3%, 3% and
2% of total net revenues in 2008, 2007, transition 2006 and fiscal 2006, respectively.



WWEShop

WWEShop is our e-commerce storefront. The number of orders processed was essentially flat at 329,200 in
2008 as compared to 329,100 in 2007. Category offerings continued to expand as did the sale of exclusive WWEShop
packages.

WWEShop net revenues were $18.5 million, $18.6 million, $13.4 million and $12.1 million, representing 4%, 4%,
5% and 3% of total net revenues in 2008, 2007, transition 2006 and fiscal 2006, respectively.

WWE Studios (represents 5% and 3% of our net revenues in 2008 and 2007, respectively)

We established WWE Films to explore options in filmed entertainment in order to promote our Superstars and
capitalize on our intellectual property and fan base. In July 2008 WWE Films changed its name to WWE Studios to
better represent its focus on creating a diversified mix of filmed entertainment, including theatrical films, direct-to-
DVD movies, and scripted television movies, series and reality programming. To date we have released three feature
films See No Evil, The Marine and The Condemned. During 2008 production was completed on the feature film
12 Rounds starring WWE Superstar John Cena, which will be released March 27, 2009 by 20th Century Fox. During
2008 production commenced on two direct-to-DVD films co-produced and co-financed with Fox Home Entertainment:
Behind Enemy Lines 3: Colombia starring WWE Superstar Mr. Kennedy and The Marine 2 starring WWE Superstar
Ted DiBiase, Jr. As of December 31, 2008, we have approximately $31.7 million in capitalized feature film production
assets. We do not participate in revenues associated with these film projects until the print and advertising costs and
distribution expenses incurred by our distributors have been recouped and the results have been reported back to us. We
recorded approximately $24.5 million in film revenues in 2008, compared to approximately $16.0 million in 2007.

International

Revenues generated outside of North America were approximately $135.2 million for 2008, $119.3 million for 2007,
$60.4 million in T 2006 and $97.7 million in fiscal 2006. Revenues generated from international sources accounted for
approximately 26% of total revenues generated in 2008, 25% in 2007, 23% in T 2006, and 24% in fiscal 2006.

Creative Development and Production

Headed by our Chairman, Vincent K. McMahon, our creative team develops compelling characters and weaves
them into dynamic storylines that combine physical and emotional elements. Storylines are usually played out in the
wrestling ring and unfold on our weekly television shows and on our website, and culminate or change direction during
our pay-per-view events.

Our results are due primarily to the popularity of our Superstars. We currently have exclusive contracts with
approximately 150 Superstars, ranging from developmental contracts to multi-year guaranteed contracts with
established Superstars. Our Superstars are highly trained and motivated independent contractors whose compensation
is tied to the revenue that they help us generate. Popular Superstars include Triple H, John Cena, Batista, Shawn
Michaels, Undertaker and Rey Mysterio. We own the rights to substantially all of our characters, and we exclusively
license the rights we do not own through agreements with our Superstars. We continually seek to identify, recruit and
develop additional talent for our business. In this regard, we have an arrangement with a wrestling development camp,
Florida Championship Wrestling, to allow newly identified talent the opportunity to perform for crowds and refine
their skills.

Competition

While we believe that we have a loyal fan base, the entertainment industry is highly competitive and subject to
fluctuations in popularity, which are not easy to predict. For our live, television, pay-per-view and movie audiences,
we face competition from professional and college sports as well as from other forms of live, filmed and televised
entertainment and other leisure activities. We compete with entertainment companies, professional and college sports
leagues and other makers of branded apparel and merchandise for the sale of our branded merchandise. As we continue
to expand into the highly competitive digital media market we face increased competition from websites offering paid
and free web-based and wireless content. Many companies with whom we compete have greater financial resources
than we do.



Trademarks and Copyrights

Intellectual property is material to all aspects of our operations, and we expend substantial cost and effort
in an attempt to maintain and protect our intellectual property and to maintain compliance vis-a-vis other parties’
intellectual property. We have a large portfolio of registered and unregistered trademarks and service marks worldwide
and maintain a large catalog of copyrighted works, including copyrights in our television programming, music,
photographs, books, magazines and apparel art. A principal focus of our efforts is to protect the intellectual property
relating to our originally created characters portrayed by our performers, which encompasses images, likenesses,
names and other identifying indicia of these characters. We also own a large number of internet website domain names
and operate a network of developed, content-based sites, which facilitate and contribute to the exploitation of our
intellectual property worldwide.

We vigorously seek to enforce our intellectual property rights by, among other things, searching the internet to
ascertain unauthorized use of our intellectual property, seizing goods that feature unauthorized use of our intellectual
property and seeking restraining orders and/or damages in court against individuals or entities infringing our intellectual
property rights. Our failure to curtail piracy, infringement or other unauthorized use of our intellectual property rights
effectively, or our infringement of others’ intellectual property rights, could adversely affect our operating results.

Employees

As of February 2009 we had 564 employees. This headcount excludes our Superstars, who are independent
contractors. In January 2009, WWE announced that it was reducing approximately 10% of its staff across all areas of its
global operations. Our in-house production staff is supplemented with contract personnel for our television production.
We believe that our relationships with our employees are generally satisfactory. None of our employees are represented
by a union.

Regulation

Live Events

In various states in the United States and some foreign jurisdictions, athletic commissions and other applicable
regulatory agencies require us to obtain licenses for promoters, medical clearances and/or other permits or licenses for
performers and/or permits for events in order for us to promote and conduct our live events. In the event that we fail
to comply with the regulations of a particular jurisdiction, we may be prohibited from promoting and conducting our
live events in that jurisdiction. The inability to present our live events over an extended period of time or in a number
of jurisdictions could lead to a decline in the various revenue streams generated from our live events, which could
adversely affect our operating results.

Television Programming

The production of television programming by independent producers is not directly regulated by the federal
or state governments, but the marketplace for television programming in the United States and internationally is
substantially affected by government regulations applicable to, as well as social and political influences on, television
stations, television networks and cable and satellite television systems and channels. We voluntarily designate the
suitability of each of our television shows using standard industry ratings, and all of our programming carries a PG
rating. A number of governmental and private-sector initiatives relating to the content of media programming have
been announced. Changes in governmental policy and private-sector perceptions could further restrict our program
content and adversely affect our levels of viewership and operating results.

Available Information

Copies of our Annual Reports on Form 10-K, Quarterly Reports on Form 10-Q, current reports on Form 8-K,
and any amendments to those reports, are available free of charge on our website at http:/corporate.wwe.com as soon
as reasonably practicable after such reports are filed with the Securities and Exchange Commission. None of the
information on any of our websites is part of this Annual Report on Form 10-K. Our Corporate Governance Guidelines,
Code of Business Conduct and charters of our Audit Committee and Compensation Committee are also available on our
website. A copy of any of these documents will be mailed to any stockholder without charge upon request to us at World
Wrestling Entertainment, Inc., 1241 East Main Street, Stamford, CT 06902, Attn: Investor Relations Department.



Item 1A. Risk Factors

There are inherent risks and uncertainties associated with our business that could adversely affect our operating
performance and financial condition. Set forth below are descriptions of those risks and uncertainties that we currently
believe to be material, but the risks and uncertainties described below are not the only risks and uncertainties that could
affect our business. See the discussion under “Cautionary Statement for Purposes of the ‘Safe Harbor’ Provisions of
the Private Securities Litigation Reform Act of 1995” in Item 7, Management’s Discussion and Analysis of Financial
Condition and Results of Operations, in this Annual Report on Form 10-K.

Our failure to maintain or renew key agreements could adversely affect our ability to distribute television
and pay-per-view programming which could adversely affect our operating results.

Our television programming is distributed by broadcast and cable networks, and our pay-per-view programming is
distributed by pay-per-view providers. Because our revenues are generated, directly and indirectly, from the distribution
of our televised and pay-per-view programming, any failure to maintain or renew arrangements with these distributors
or the failure of the distributors to continue to provide services to us could adversely affect our operating results. We
regularly engage in negotiations relating to substantial agreements covering the distribution of our cable, broadcast
and/or pay-per-view television by carriers located in the United States or abroad.

Our failure to continue to develop creative and entertaining programs and events would likely lead to a
decline in the popularity of our brand of entertainment and could adversely affect our operating results.

The creation, marketing and distribution of our live and televised entertainment, including our pay-per-view
events, is at the core of our business and is critical to our ability to generate revenues across our media platforms and
product outlets. Our failure to continue to create popular live events and televised programming would likely lead to a
decline in our television ratings and attendance at our live events, which would adversely affect our operating results.

Our failure to retain or continue to recruit key performers could lead to a decline in the appeal of our
storylines and the popularity of our brand of entertainment, which could adversely affect our operating
results.

Our success depends, in large part, upon our ability to recruit, train and retain athletic performers who have the
physical presence, acting ability and charisma to portray characters in our live events and televised programming.
We cannot assure you that we will be able to continue to identify, train and retain these performers in the future.
Additionally, we cannot assure you that we will be able to retain our current performers during the terms of their
contracts or when their contracts expire. Our failure to attract and retain key performers, or a serious or untimely injury
to, or the death of, or unexpected or premature loss or retirement for any reason of any of our key performers, could
lead to a decline in the appeal of our storylines and the popularity of our brand of entertainment, which could adversely
affect our operating results.

The loss of the creative services of Vincent K. McMahon could adversely affect our ability to create popular
characters and creative storylines, which could adversely affect our operating results.

For the foreseeable future, we will depend heavily on the vision and services of Vincent K. McMahon. In addition
to serving as Chairman of our Board of Directors, Mr. McMahon leads the creative team that develops the storylines
and the characters for our televised programming and live events. Mr. McMahon is also an important member of our
cast of performers. The loss of Mr. McMahon due to unexpected retirement, disability or death or other unexpected
termination for any reason could have a material adverse effect on our ability to create popular characters and creative
storylines, which could adversely affect our operating results.

A continued decline in general economic conditions and disruption of financial markets could adversely
affect our business.

Our operations are affected by general economic conditions, which affect consumers’ disposable income. The
demand for entertainment and leisure activities tends to be highly sensitive to the level of consumers’ disposable
income. A continued decline in general economic conditions could reduce the level of discretionary income that our
fans and potential fans have to spend on our live and televised entertainment and consumer products, which could
adversely affect our revenues. Volatility and disruption of financial markets could limit our clients’, licensees’ and
distributors’ ability to obtain adequate financing to maintain operations and result in a decrease in sales volume that
could have a negative impact on our business, financial condition and results of operations. Our television partners



derive revenues from our programming by the sale of advertising, and we sell advertising directly on our website and
in our magazines. As widely reported, the advertising market has been impacted by the weak economic environment.
Continued softness in the market could adversely affect our revenues or the financial viability of our distributors.

Our accounts receivable represent a significant portion of our current assets and relate principally to a
limited number of distributors, increasing our exposure to bad debts and potentially impacting our results of
operations.

A substantial portion of our accounts receivable are from distributors of our pay-per-view, television, home video
and magazine products. Adverse changes in general economic conditions and continued contraction in global credit
markets could precipitate liquidity problems among our key distributors. This could increase our exposure to losses
from bad debts and have a material adverse effect on our business, financial condition and results of operations.

A decline in the popularity of our brand of sports entertainment, including as a result of changes in the
social and political climate, could adversely affect our business.

Our operations are affected by consumer tastes and entertainment trends, which are unpredictable and subject
to change and may be affected by changes in the social and political climate. Our programming is created to evoke a
passionate response from our fans. A change in our fans’ tastes or a material change in the perceptions of our business
partners, including our distributors and licensees, whether as a result of the social and political climate or otherwise,
could adversely affect our operating results.

Changes in the regulatory atmosphere and related private sector initiatives could adversely affect our
business.

While the production of television programming by independent producers is not directly regulated by the federal
or state governments in the United States, the marketplace for television programming in the United States is affected
significantly by government regulations applicable to, as well as social and political influences on, television stations,
television networks and cable and satellite television systems and channels. We voluntarily designate the suitability
of each of our television shows using standard industry ratings, and all of our television currently has a PG rating.
Domestic and foreign governmental and private-sector initiatives relating to the content of media programming are
announced from time to time. Changes in these governmental policies and private-sector perceptions could further
restrict our program content and adversely affect our levels of viewership and operating results.

The markets in which we operate are highly competitive, rapidly changing and increasingly fragmented,
and we may not be able to compete effectively, especially against competitors with greater financial resources or
marketplace presence, which could adversely affect our operating results.

For our live, television and pay-per-view audiences, we face competition from professional and college sports,
as well as from other forms of live and televised entertainment and other leisure activities in a rapidly changing and
increasingly fragmented marketplace. The manner in which audio/video content is distributed and viewed is constantly
changing, and while we attempt to distribute our content across all platforms, our failure to continue to do so effectively
could adversely affect our operating results. For the sale of our consumer products, we compete with entertainment
companies, professional and college sports leagues and other makers of branded apparel and merchandise. Many of the
companies with whom we compete have greater financial resources than we do.

Our failure to compete effectively could result in a significant loss of viewers, venues, distribution channels or
performers and fewer entertainment and advertising dollars spent on our form of sports entertainment, any of which
could adversely affect our operating results.

We face uncertainties associated with international markets.

Our production of live events overseas subjects us to the risks involved in foreign travel and local regulations,
including regulations requiring us to obtain visas for our performers. In addition, these live events and the licensing
of our television and consumer products in international markets expose us to some degree of currency risk. All
international operations are subject to political instability inherent in varying degrees in those markets. These risks
could adversely affect our operating results and impair our ability to pursue our business strategy as it relates to
international markets.
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We may be prohibited from promoting and conducting our live events if we do not comply with applicable
regulations.

In the United States and some foreign jurisdictions, athletic commissions and other applicable regulatory agencies
require us to obtain licenses for promoters, medical clearances and/or other permits or licenses for performers and/or
permits for events in order for us to promote and conduct our live events. In the event that we fail to comply with the
regulations of a particular jurisdiction, we may be prohibited from promoting and conducting our live events in that
jurisdiction. The inability to present our live events over an extended period of time or in a number of jurisdictions
could lead to a decline in the various revenue streams generated from our live events, which could adversely affect our
operating results.

Because we depend upon our intellectual property rights, our inability to protect those rights or our
infringement of others’ intellectual property rights could adversely affect our business.

Our inability to protect our large portfolio of trademarks, service marks, copyrighted material and characters,
trade names and other intellectual property rights from piracy, counterfeiting or other unauthorized use could negatively
affect our business. Intellectual property is material to all aspects of our operations, and we expend substantial cost and
effort in an attempt to maintain and protect our intellectual property and to maintain compliance vis-a-vis other parties’
intellectual property. We have a large portfolio of registered and unregistered trademarks and service marks worldwide
and maintain a large catalog of copyrighted works, including copyrights to our television programming, music,
photographs, books, magazines and apparel art. A principal focus of our efforts is to protect the intellectual property
relating to our originally created characters portrayed by our performers, which encompasses images, likenesses,
names and other identifying indicia of these characters. We also own a large number of Internet website domain names
and operate a network of developed, content-based sites, which facilitate and contribute to the exploitation of our
intellectual property worldwide.

We vigorously seek to enforce our intellectual property rights by, among other things, searching the Internet
to ascertain unauthorized use of our intellectual property, seizing at our live events goods that feature unauthorized
use of our intellectual property and seeking restraining orders and/or damages in court against individuals or entities
infringing our intellectual property rights. Our failure to curtail piracy, infringement or other unauthorized use of
our intellectual property rights effectively, or our infringement of others’ intellectual property rights, could adversely
affect our operating results.

We could incur substantial liabilities if pending material litigation is resolved unfavorably.

We are currently a party to civil litigation, which, if concluded adversely to our interests, could adversely affect
our operating results. In the ordinary course of business we become subject to various complaints and litigation matters.
The outcome of litigation is inherently difficult to assess and quantify, and the defense against such claims or actions
can be costly. Any adverse judgment significantly in excess of our insurance coverage could materially and adversely
affect our financial condition or results of operations.

We could incur substantial liability in the event of accidents or injuries occurring during our physically
demanding events.

We hold numerous live events each year. This schedule exposes our performers and our employees who are
involved in the production of those events to the risk of travel and performance-related accidents, the consequences of
which may not be fully covered by insurance. The physical nature of our events exposes our performers to the risk of
serious injury or death. Although our performers, as independent contractors, are responsible for maintaining their own
health, disability and life insurance, we self-insure medical costs for our performers for injuries that they incur while
performing. We also self-insure a substantial portion of any other liability that we could incur relating to such injuries.
Liability to us resulting from any death or serious injury sustained by one of our performers while performing, to the
extent not covered by our insurance, could adversely affect our business, financial condition and operating results.

We will continue to face the risk of impairment charges relating to our feature films if the demand for one
or more of our films does not meet our expectations.

We have substantial capitalized film costs. The accounting for our film business in accordance with generally
accepted accounting principles entails significant judgment calls as to expected future revenues from films. If expected
revenue for one or more of our films does not materialize because viewers’ demand does not meet expectations, we
would lose money on the film, taking an impairment charge and writing down the capitalized costs of the film.
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Through his beneficial ownership of a substantial majority of our Class B common stock, Mr. McMahon can
exercise control over our affairs, and his interests may conflict with the holders of our Class A common stock.

We have Class A common stock and Class B common stock. The holders of Class A common stock generally
have rights identical to holders of Class B common stock, except that holders of Class A common stock are entitled to
one vote per share, and holders of Class B common stock are entitled to ten votes per share. Holders of both classes of
common stock generally will vote together as a single class on all matters presented to stockholders for their vote or
approval, except as otherwise required by applicable Delaware law.

A substantial majority of the issued and outstanding shares of Class B common stock is owned beneficially by
Vincent K. McMahon. Mr. McMahon controls approximately 88% of the voting power of the issued and outstanding
shares of our common stock. Through his beneficial ownership of a substantial majority of our Class B common stock,
Mr. McMahon effectively can exercise control over our affairs, and his interest could conflict with the holders of our
Class A common stock. In addition, the voting power of Mr. McMahon through his ownership of our Class B common
stock could discourage others from initiating potential mergers, takeovers or other change of control transactions. As a
result, the market price of our Class A common stock could decline.

We could face a variety of risks if we expand into new and complementary businesses.

We have entered into new or complementary businesses in the past and may do so again in the future. Risks
of expansion may include, among other risks: potential diversion of management’s attention and other resources,
including available cash, from our existing businesses; unanticipated liabilities or contingencies; reduced earnings
due to increased amortization, impairment charges and other costs; competition from other companies with more
experience in such businesses; and possible additional regulatory requirements and compliance costs.

A substantial number of shares are eligible for sale by Mr. McMahon, and the sale of those shares could
lower our stock price.

Although the Company is not aware of any such plans, sales of substantial amounts of our Class B common stock
by Mr. McMahon or family trusts over whose stock he has power to dispose, or the perception that such sales could
occur, may lower the prevailing market price of our Class A common stock.

Our Class A common stock has a relatively small public “float.”

Historically, as a result of our relatively small public float, our Class A common stock has been less liquid than the
common stock of companies with broader public ownership, and the trading prices for our Class A common stock have
been more volatile than generally may be the case for more widely-held common stock. Among other things, trading of
a relatively small volume of our Class A common stock may have a greater impact on the trading price of our Class A
common stock than would be the case if our public float were larger.

Item 1B.  Unresolved Staff Comments

None.
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Item 2. Properties

We have executive offices, television and music recording studios, post-production operations and warehouses at
locations in or near Stamford, Connecticut. We also have offices in New York, London, Toronto and Los Angeles, and
have recently established regional international offices in Sydney, Australia; Tokyo, Japan; and Shanghai, China. We
own the buildings in which our executive and administrative offices, our television and music recording studios and our
production operations are located. We lease space for our sales offices, WWE Studios office, and other facilities.

Our principal properties consist of the following:

Facility Location Square Feet Owned/Leased Expiration Date of Lease
Executive offices ........... Stamford, CT 114,300 Owned —

Production studio . .......... Stamford, CT 39,000 Owned —

Ring/Photo studio. .......... Stamford, CT 5,600 Leased May 31, 2012

WWE Studios office. . ....... Los Angeles, CA 5,300 Leased June 30, 2013

Sales offices ............... Various 16,400 Leased Various through April 9, 2016

All of the facilities listed above are utilized in our Live and Televised Entertainment, Consumer Products and
Digital Media segments, with the exception of the WWE Studios office in Los Angeles, which focuses on our WWE
Studios segment.

We have recently upgraded our television production facility to produce high definition broadcasting. In order to
allow for future growth we have performed the initial planning for an expansion of our television production facility.
However, management has elected to delay the start of any construction project until the economic environment
improves.

Item 3. Legal Proceedings

See Note 11 to Notes to Consolidated Financial Statements, which is included elsewhere in this Form 10-K.

Item 4. Submission of matters to a vote of Security Holders

None.
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PART II

Item 5. Market for Registrant’s Common Equity, Related Stockholder Matters and Issuer Purchases of Equity
Securities

Our Class A common stock trades on the New York Stock Exchange under the symbol “WWE.” There is no
established public trading market for our Class B common stock.

The following table sets forth the high and the low sale prices for the shares of Class A common stock as reported
by the New York Stock Exchange and the dividends paid on shares of Class A and Class B common stock for the
periods indicated.

Fiscal Year 2007
Quarter Ended March 31 June 30 September 30  December 31  Full Year
Class A common stock price per share:
High ... ... $16.66 $18.60 $16.69 $15.84 $18.60
Low. ..o $15.50 $15.58 $13.49 $13.95 $13.49
Class A and Class B dividends paid per share . . . .. $ 0.24 $ 0.24 $ 0.24 $ 0.24 $ 0.96
Fiscal Year 2008
Quarter Ended March 31 June 30 September 30 December 31  Full Year
Class A common stock price per share:
High ... ... $19.48 $19.86 $17.13 $15.99 $19.86
Low. oo $13.35 $14.97 $13.94 $ 8.76 $ 8.76
Class A dividends paid per share . .............. $ 0.36 $ 036 $ 0.36 $ 0.36 $ 1.44
Class B dividends paid per share . . ............. $024 $ 024 $ 024 $ 0.24 $ 0.96

There were 10,501 holders of record of Class A common stock and five holders of record of Class B common stock
on February 6, 2009.

On February 13, 2009, the Board of Directors authorized a regular quarterly cash dividend of $0.36 per share on
all Class A common shares not held by the McMahon family. Shareholders of record on March 13, 2009 will be paid
on or about March 25, 2009. Beginning with the quarterly dividend payment in March 2008, Vincent K. McMahon,
Linda E. McMahon and members of their immediate family, as well as trusts for members of their family, have waived
their respective rights to any portion of the quarterly cash dividend in excess of the first $0.24 per share. This waiver
applies to all Class A and Class B common stock beneficially owned by any of the parties for a three year period ending
February 2011, subject to earlier termination in the event of the death of Vincent K. McMahon, the majority stockholder.
This waiver does not apply to any dividends other than regular quarterly cash dividends that may be declared by the
Board of Directors in the future or to shares of Class A or Class B common stock following a transfer of the shares by
any of these parties to any unrelated third parties.

Our quarterly cash dividend is based on a number of factors, including our liquidity and historical and projected
cash flows. The declaration and payment of dividends is subject to the discretion of the Board of Directors. Any
determination as to the payment of dividends will depend on general economic and business conditions, our strategic
plan, our financial results, contractual and legal restrictions and such other factors as the Board of Directors may
consider to be relevant.
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Equity Compensation Plan Information

The following table sets forth certain information with respect to securities authorized for issuance under equity

compensation plans as of December 31, 2008.

Plan Category

Equity compensation plans approved by

security holders:

1999 Long Term Incentive Plan

Number of securities
to be issued upon
exercise of outstanding

Number of securities
remaining available for

Weighted-average future issuance under
exercise price of

equity compensation plans

Stock options . .....................
Restricted stock units . ...............

2007 Omnibus Incentive Plan

Performance stock units. .. ...........
Equity compensation plans not approved by
security holders .. ..................

Item 6. Selected Financial Data

options, warrants outstanding options, (excluding securities
and rights warrants and rights reflected in column (a))
@ (b) ©

645,388 $14.00 —
401,990 N/A —
783,579 N/A 3,823,690
N/A N/A N/A
1,830,957 3,823,690

The following table sets forth our selected financial data for the twelve months ended December 31, 2008 and December
31, 2007, the eight month transition period ended December 31, 2006 and each of the three fiscal years in the period ended
April 30, 2006. The selected financial data as of December 31, 2008, December 31, 2007, and December 31, 2006 and for
the years ended December 31, 2008 and December 31, 2007, the eight month transition period ended December 31, 2006
and the fiscal year ended April 30, 2006 have been derived from the audited consolidated financial statements included
elsewhere in this Annual Report. The selected financial data as of April 30, 2006, April 30, 2005 and April 30, 2004 and
for the fiscal years ended April 30, 2005 and April 30, 2004 have been derived from our audited consolidated financial
statements, which are not included in this Annual Report. You should read the selected financial data in conjunction with
our consolidated financial statements and related notes and the information set forth under “Management’s Discussion and
Analysis of Financial Condition and Results of Operations” contained elsewhere in this Annual Report.

Financial Highlights:

Netrevenues .. .........c..oouvuvnenn...
Operating income. .. ..................
Income from continuing operations
Netincome (1). .......................
Earnings per share from continuing operations,

diluted . .......... ... .. ... ......
Earnings per share, diluted. . ............
Dividends paid pershare ...............
Cash and short-term investments

Totalassets . .............ouiiininn...
Totaldebt ........... ... ... ... ... ...
Total stockholders’ equity ..............

For the periods ended December 31,

For the periods ended April 30,

2008 2007 T 2006

2006 2005 2004

$526.5  $485.7 $262.9
$ 703 § 684 $ 39.2
$ 454 § 521 $ 31.6
$ 454 § 521 $ 31.6

$ 062 §$ 072 $ 0.44
$ 062 $0.72 $ 0.44
$ 144 $ 096 $ 0.72
$177.3 $266.4 $248.2

As of December 31,

$400.1 $366.4 $374.9
$ 705 $ 503 $ 73.6
$ 470 $ 378 § 49.6
$ 470 $ 391 § 482

$ 067 $ 054 § 072
$ 067 $ 056 $ 0.70
$ 072 $ 036 § 0.16
$280.9 $258.1 $273.3

As of April 30,

2008 2007 T 2006

2006 2005 2004

$429.4  $470.1 $453.3
$ 49 § 58 $ 6.7
$360.0  $383.4 $385.7

$479.4 $441.4 $4543
$ 72§ 80 § 87
$396.2 $3755 §353.1

(I) Included in our net income was the operating results of our discontinued operations, The World and the XFL, and
their respective estimated shutdown costs, which totaled approximately $1.4 and ($1.4) during fiscal 2005 and

fiscal 2004, respectively.
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Item 7. Management’s Discussion and Analysis of Financial Condition and Results of Operations

You should read the following discussion in conjunction with the audited consolidated financial statements and
related notes included elsewhere in this Form 10-K.
Background

The following analysis outlines all material activities contained within each of our four segments.

Live and Televised Entertainment

e Revenues consist principally of ticket sales to live events, sales of merchandise at these live events, television
rights fees, sales of television advertising and sponsorships, and fees for viewing our pay-per-view and
video-on-demand programming.

Consumer Products
e  Revenues consist principally of the direct sales of WWE produced home videos and magazine publishing and
royalties or license fees related to various WWE themed products such as video games, toys and books.
Digital Media
e  Revenues consist principally of advertising sales on our websites, sale of merchandise on our website
through our WWEShop internet storefront and sales of various broadband and mobile content.
WWE Studios (formerly WWE Films)

e Revenues consist of our share of receipts from the distribution of filmed entertainment featuring our
Superstars. We participate in revenues generated under the distribution of the films through all media after
the print and advertising and distribution costs incurred by our distributors have been recouped and the
results have been reported to us.

We provide updated information on the key drivers of our business including live event attendance, pay-per-view
buys, home video shipments, website traffic, and online merchandise sales on a monthly basis on our corporate website
http://corporate.wwe.com. Such information is not incorporated herein by reference.
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Results of Operations

Year Ended December 31, 2008 compared to Year Ended December 31, 2007 (dollars in millions)

Summary

Net Revenues 2008 2007
Live and Televised Entertainment . . ............. .. it $ 331.5 $316.8
Consumer Products. . .. ...t e 135.7 118.1
Digital Media . . ...t 34.8 34.8
WWE Studios . ... 24.5 16.0
TOtal . $ 526.5 $485.7
Cost of Revenues 2008 2007
Live and Televised Entertainment . ... ..............ooiituuieeeeiiiaaaaan. $221.2 $202.8
Consumer Products. . . ... i 52.1 45.6
Digital Media . . ... 22.9 21.3
WWE Studios. . ..ot 15.6 29.1
TOtal .o $ 311.8 $298.8
Profit contribution Margin . ......... ...ttt 41% 38%
Operating Income 2008 2007
Live and Televised Entertainment . . ............. .. . i, $ 924 $100.2
Consumer Products. . . ... ..ot e 76.5 68.6
Digital Media . ... ..o 6.2 6.3
WWE Studios. . . ..o 7.2 (14.8)
COTPOTALE . . ot ottt et ettt e e e et e e e e e e e (112.0) (91.9)
Total operating iNCOME. . . . .. ..ottt e e § 703 $ 684
Income from continuing OPErations. . ... ... ...ttt et $§ 454 $ 52.1

Our Live and Televised Entertainment segment benefited from strong performances both at international and
North American live events as well as higher television rights fees in both domestic and international markets. Our
licensing based revenue accounted for approximately 45% of our Consumer Products segment in 2008 as compared to
40% in 2007, primarily due to amounts earned as part of a license with our book publisher. Digital Media revenues were
essentially unchanged from the prior year. Revenues related to WWE Studios accounted for $24.5 million, reflecting
a full year of revenue, compared with the $16.0 million recorded in the prior year which revenues began in the third
quarter of 2007.

Revenues derived from international sources represented 26% and 25% of total net revenues in 2008 and 2007,
respectively.
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Live and Televised Entertainment

The following chart provides performance results and key drivers for our Live and Televised Entertainment
segment:

Revenues-Live and Televised Entertainment 2008 2007
LIVE @VEILS . . . ottt ettt e ettt e e e e e e $ 105.7 $ 99.3
Number of North American events . ..., 242 233
Average North American attendance . .. ............. ..., 6,400 6,600
Average North American ticket price (dollars) . ........................... § 40098 $ 4047
Number of international events ... ........ .. .. .. ... .. 77 75
Average international attendance . ... ......... .. i 8,500 7,700
Average international ticket price (dollars) ............ ... ... ... ..., § 7896 $  79.60
Venue merchandiSe . .. ...ttt $ 18.5 $ 19.1
Domestic per capita spending (dollars) . ............... ... oo, $ 10.35 $ 10.75
Pay-PEI-VIEW . . oottt $ 91.4 $ 94.3
Number of pay-per-view eVents. . .. .......vter et 14 15
Number of buys of pay-per-views . . ...t 5,034,400 5,200,800
Average revenue perbuy (dollars) . . ........ ... $ 17.76 $ 17.43
Domestic retail price, excluding WrestleMania (dollars). . ................... $ 39.95 § 3995
Domestic retail price WrestleMania (dollars) ............................. § 5495 § 4995
Television rights fees
DOMIESLIC. © . v ettt ettt e e e e $ 63.5 $ 59.6
International . . . ......... ... $ 37.2 $ 32.8
Television advertising . . .. ... ...ttt $ 7.4 $ 5.9
WWE 24/7 Classicson Demand . .. ...ttt $ 6.3 $ 4.9
OtheT . oo $ 1.5 $ 0.9
Total $ 331.5 § 3168
Ratings:
Average weekly household ratings forRaw. . ........... ... ... ... ... 34 3.7
Average weekly household ratings for SmackDown . ....................... 2.4 2.7
Average weekly household ratings for ECW. ... ... .. ... ... ... ... ... 1.3 1.5
Cost of Revenues-Live and Televised Entertainment 2008 2007
LAVE @VEIES . . o o ottt et e et et e e e e e e $ 74.3 $ 71.2
Venue merchandise . .. ....... ... . 11.2 11.4
Pay-Per-VIEW . . ot 49.8 43.6
TeleVISION. . . o .ottt e e e e 75.8 66.5
Television advVertising . .. .. .. ovu vttt e e 0.8 0.9
WWE 24/7 ClassicsonDemand . .. ....... ... . . . 1.8 2.1
Other . .o 7.5 7.1
Total . .. $ 221.2 $ 2028
Profit contribution margin . ........... .. 33% 36%

Live events revenue reflects approximately $64.0 million for North American events and $41.7 million for
international events in 2008 as compared to $61.9 million for North American events and $37.4 million for international
events in 2007. During 2008, average attendance at our North American events was approximately 6,400 while average
attendance at our international events was approximately 8,500. During 2007, North American average attendance was
approximately 6,600 and average international attendance was approximately 7,700. Live events profit contribution
margin was 30% in 2008 as compared to 28% in 2007.

Venue merchandise revenues in 2008 were impacted by the slight decline in North American average attendance
and per capita spending dollars. Venue merchandise profit contribution margin was 39% in 2008 as compared to 40%
in 2007.
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Pay-per-view revenue reflects approximately 5.0 million buys in 2008 as compared to 5.2 million buys in 2007.
In 2008, our premier annual pay-per-view event, WrestleMania XXIV, generated approximately 1.1 million buys as
compared to 1.2 million buys for WrestleMania XXIII. Domestic buys, which carry a higher price per buy, represented
66% of total buys in 2008 and 2007. The pay-per-view profit contribution margin was 46% in 2008 as compared to
54% in 2007, reflecting additional spending in guest talent pay, promotion and consumer advertising in support of
WrestleMania XXIV.

The increase in domestic and international television rights fees reflects our new agreement with MyNetwork TV
as well as contractual increases in several territories. The increase in television cost of revenues reflects higher
production and staging costs incurred related to our broadcasting in high definition.

Advertising revenues include sales of advertising in our Canadian television programs and sponsorships. Advertising
cost of revenues reflects costs associated with the increased sponsorship related activities in the current year.

WWE 24/7 Classics On Demand, our subscription based video-on-demand service, generated higher revenues
based on the expanded number of subscribers from the prior year. WWE 24/7 Classics On Demand is currently offered
in approximately 80% of video-on-demand enabled homes in the United States.

Consumer Products

The following chart provides performance results and key drivers for our Consumer Products segment:

Revenues-Consumer Products 2008 2007
LaCONSING .« o\ttt $ 60.5 $ 47.1
Magazine publishing . .. ... ... . . $ 154 $ 16.5
Netunits SOId . . . ..o 4,702,800 4,858,400
Home VIdEO . .. ..o $ 58.5 $ 53.7
GrosS DVD UNItS . ..ot e 4,053,719 4,034,167
OthET . .o $ 1.3 $ 0.8
TOtal . oo $ 135.7 $ 118.1
Cost of Revenues-Consumer Products 2008 2007
LACENSING. . o\ttt $ 13.6 $ 11.9
Magazine publishing . ........... ... 133 11.4
Home VIdeOo. . . . ..o 24.2 21.6
Other . . o 1.0 0.7
TOtal .o $ 52.1 $ 45.6
Profit contribution margin. . . ........ ... .. L 62% 61%

Licensing revenues in 2008 reflect approximately $12.8 million in the toy category, $25.3 million in the videogame
category and $9.3 million related to apparel and novelties. In 2007, revenues reflected approximately $14.3 million in
the toy category, $18.3 million in the videogame category and $9.4 million related to apparel and novelties. 2008 reflects
revenues from the videogame title “SmackDown vs. Raw 2008” released in seven platforms versus four platforms
for the prior release in this series. Licensing revenues related to books were approximately $6.4 million higher in
the current year, primarily due to amounts earned as part of a license with our book publisher. Licensing revenue is
dependent upon the release schedule of products and is affected by the timing of when licensees report results to us.
Licensing cost of revenue consists primarily of talent royalties and agent commissions paid to our licensing agents. The
licensing profit contribution margin was 78% in 2008 as compared to 75% in 2007.

Magazine publishing revenues declined in the current year due to lower newsstand sell-through rates as we
published twenty-six issues in 2008 as compared to twenty-one issues in 2007. In April 2008, we began publishing a
new magazine titled WWE Kids, a bi-monthly publication for 6-14 year old WWE fans, which generated approximately
$0.9 million in revenue. The magazine publishing profit contribution margin was 14% in 2008 as compared to 31% in
2007 as the profit margin was adversely impacted by the lower sell-thru rates and higher publication costs.
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Home video revenue reflects the sale of approximately 4.1 million gross DVD units in 2008 as compared to
4.0 million gross units in 2007. Included in the successful titles released in 2008 was WrestleMania XXIV, which
shipped approximately 326,000 gross units. The increase in home video costs is due to higher distribution fees and
advertising. The home video profit contribution margin was 59% in 2008 as compared to 60% in 2007, reflecting the
aforementioned cost increases.

Digital Media

The following chart provides performance results and key drivers for our Digital Media segment (dollars in
millions, except average revenues per order):

Revenues-Digital Media 2008 2007
WWELCOM . . oottt e e e $ 16.3 $ 16.2
W EE S NOD . . oo 18.5 18.6
TOtal . . oot $ 348 $ 348
Average revenues per order (dollars) . . ... $54.77 $54.94
Cost of Revenues-Digital Media 2008 2007
WWE.COM . . ottt e e § 88 § 76
W EE S hOD . . o 14.1 13.7
Total . o e $ 229 $ 213
Profit contribution margin . . ........... . 34% 39%

WWE.com revenue in 2008 reflects additional web advertising and wireless content. Web-based advertising
accounted for approximately $10.6 million in revenues as compared to $10.4 million in 2007. The WWE.com profit
contribution margin was 46% in 2008 as compared 53% in 2007, reflecting higher costs associated with web content.

WWEShop revenue in 2008 reflects approximately 329,200 customer orders, essentially flat to the prior year.
The average customer spend, $54.77 per order, was essentially flat to the prior year as well. The WWEShop profit
contribution margin was 24% in 2008 as compared to 26% in the 2007, partially reflecting an increase in material

costs.
WWE Studios

The following chart provides performance results and key drivers for our WWE Studios segment (dollars in
millions, except average revenues per order):

Revenues-WWE Studios 2008 2007
WWE Studios . . ..ot $24.5 $16.0
Cost of Revenues-WWE Studios 2008 2007
WWE StUdios . ..o oottt $15.6 $29.1
Profit contribution margin . . .......... ... 36% (82%)

WWE participates in revenues associated with our film projects when the distribution and advertising costs
incurred by our distributors have been recouped and the results have been reported to us. During 2008, revenues from
our WWE Studios segment was $24.5 million, relating to our three feature films The Marine, See No Evil and The
Condemned. During 2008 we expensed $15.6 million of feature film production assets, including a $1.9 million film
asset impairment charge related to the performance of See No Evil and approximately $0.9 million of development costs
for abandoned projects.

During 2007 we recorded $16.0 million in revenue and expensed approximately $29.1 million of feature film
production assets, including a $15.7 million film asset impairment charge related to the performance of our theatrical
release, The Condemned, and approximately $0.4 million of development costs for abandoned projects.
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The following chart reflects the amounts of certain significant overhead items:

Selling, General & Administrative Expenses 2008 2007
Staffrelated. . ... .. $ 55.2 $ 50.3
Legal, accounting and other professional. .. ....... ... .. .. ... ... ... .. .. ..., 16.6 14.0
Stock COMPENSAtION . . ...\ttt ettt e 8.0 7.8
Advertising and promotion. . ... ... ... 11.6 54
Baddebt .. ... 2.5 0.1
AlLother . . .. 37.4 31.5
Total SG&A . ..o $131.3 $109.1
SG&A as apercentage of NEt TEVENUES . .. .. oottt ettt e s 25% 23%

Staff related expenses increased in the current year due in part to the continued expansion of our Digital Media
content staff and advertising sales force and additional personnel related to our international expansion. The increase
in legal, accounting and other professional fees reflected additional litigation based expense based on case activity.
Stock compensation expense includes amortization of restricted stock unit and performance stock unit grants issued to
employees. Advertising and promotion costs in 2008 include $3.5 million associated with our McMahon’s Million Dollar
Mania™ brand awareness campaign. WWE was reimbursed $2.0 million, net of tax, for the prize money associated with
this event by the Chairman of WWE, Vincent K. McMahon. Additional advertising and promotion costs of approximately
$1.2 million were also incurred in support of our new international offices. Bad debt expense in the current year reflects
an increase for specifically identified accounts due to difficulties encountered in our collection efforts.

2008 2007
Depreciation and amortization. . . .........oou ittt $ 13.1 $§ 93

The increase in depreciation and amortization expense reflects the initial depreciation charges associated with
the assets purchased for our implementation of high definition broadcasting.

2008 2007
INVEStMENt INCOIMIE . . . o ottt e et et e e e e e e e e e e e e e e e $ 59 $ 9.1
The decline in investment income reflects lower investment balances.
2008 2007
INEETESt EXPENSE . . vt e ettt e e e e e e e e e e e $ 04 § 06
2008 2007
Other (EXPense) INCOME, NEL . . . . ..ottt ettt et e e e e e $ 