UNITED STATES
SECURITIES AND EXCHANGE COMMISSION
Washington, D.C. 20549
FORM 8-K
CURRENT REPORT

PURSUANT TO SECTION 13 OR 15(d) OF THE
SECURITIES EXCHANGE ACT OF 1934

Date of Report (Date of earliest event reported): March 9, 2021

DRAFTKINGS INC.

(Exact name of registrant as specified in its charter)

Nevada 001-38908 84-4052441
(State or other jurisdiction (Commission (IRS Employer
of incorporation) File Number) Identification No.)

222 Berkeley Street, 5 Floor
Boston, MA 02116

(Address of principal executive offices, including zip code)
Registrant’s telephone number, including area code: (617) 986-6744

(Former name or former address, if changed since last report)

Check the appropriate box below if the Form 8-K filing is intended to simultaneously satisfy the filing obligation of the registrant under any of the following
provisions:

Written communications pursuant to Rule 425 under the Securities Act (17 CFR 230.425)
Soliciting material pursuant to Rule 14a-12 under the Exchange Act (17 CFR 240.14a-12)

Pre-commencement communications pursuant to Rule 14d-2(b) under the Exchange Act (17 CFR 240.14d-2(b))

o o o O

Pre-commencement communications pursuant to Rule 13e-4(c) under the Exchange Act (17 CFR 240.13e-4(c))
Securities registered pursuant to Section 12(b) of the Act:

Title of each class Trading Symbol(s) Name of each exchange on which registered
Class A common stock, par value $0.0001 per share DKNG The Nasdaq Stock Market LLC

Indicate by check mark whether the registrant is an emerging growth company as defined in Rule 405 of the Securities Act of 1933 (§230.405 of this chapter)
or Rule 12b-2 of the Securities Exchange Act of 1934 (§240.12b-2 of this chapter).

Emerging growth company [

If an emerging growth company, indicate by check mark if the registrant has elected not to use the extended transition period for complying with any new or
revised financial accounting standards provided pursuant to Section 13(a) of the Exchange Act. [J




Item 7.01 Regulation FD Disclosure.

On March 9, 2021, DraftKings Inc. (the “Company”) will host a virtual Investor Day beginning at 9:00 a.m. EST at which the Company will present
and distribute to the investment community a slide presentation to provide updates and summaries of its business (the “Investor Day Presentation”). The
Company is posting to the “Investor Relations” portion of its website at https://draftkings.gcs-web.com/investor-relations-dkng a copy of the Investor Day
Presentation. These slides are attached to this Current Report on Form 8-K as Exhibit 99.1. The Company undertakes no obligation to update, supplement or
amend the materials attached hereto as Exhibit 99.1.

The information in this Item 7.01 and Exhibit 99.1 attached hereto shall not be deemed “filed” for purposes of Section 18 of the Securities Exchange
Act of 1934, as amended (the “Exchange Act”), or otherwise subject to the liabilities of that section, nor shall it be deemed incorporated by reference in any
filing under the Securities Act of 1933, as amended, or the Exchange Act, except as expressly set forth by specific reference in such filing.
Item 9.01 Financial Statements and Exhibits.

(d)  Exhibits.

Exhibit
Number Description

99.1 DraftKings Inc. 2021 Investor Day Presentation




SIGNATURES
Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the
undersigned hereunto duly authorized.

DRAFTKINGS INC.

Date: March 9, 2021 By:  /s/R. Stanton Dodge
Name: R. Stanton Dodge
Title: Chief Legal Officer and Secretary
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Legal disclaimer

Mo Offer or Salicitation

This presentation does not constitute a solictation of a proxy, consent or authorization with respect to any securities of Draftkings inc. ("Draftkings®, “the Compary”, “we” ar “us”). This presentation also does
niot constitute an offer to sell or the solictation of an offer to buy securities, nor will there be amy sale of securities in any state or jurisdiction in which such offer, solicitation ar sale would be unlawful prior to
registration or qualification under the securities laws of any such jurisdiction. Mo offering of securities will be made except by means of a prospectus meeting the requirements of Securities Act of 1933, as
amended, or an exemption therefrom.

Industry and Market Data

This presentation includes information and statistics regarding market participants in the sectors in which Draftiings competes and other industry data which was obtained from third-party sources, including
reports by market research firms and company filings,

Trademarks

This presentation may contamn trademarks, service marks, trade names and copyrights of other companies, which are the property of their respective owners. Solely for convenience, some of the trademarks,
service marks, trade names and copyrights referred to in this presentation may be Ested without the TR, SM @ or ® symbols, but we will asser, to the fullest extent under applicable law, the rights of the
applicable owners, if ary, to these trademarks, service marks, trade names and copyrights.

Uze of Mon-GAAP Finamelal Matters

This presentation includes non-GAAP finangal measures, incduding EBTDA and Adjusted EBITDA We believe that these non-GAAP measures are useful to investers for two principal reasons. First, we believe
these measures may assist investors in comparing performance over variows reporting periods on a censistent basis by removing from operating results the impact of items that do not reflect core operating
performance. Second, these measures are used by DraftKings' management to assess its performance and may (subject to the limitations described below) enable imvvestors to compare the performance of the
Company to s competition, We believe that the use of these non-GAAP financial measuwres provides an additional tool for investars to use in evaluating ongoing cperating results and trends. These non-GRAP
measures should not be considered in isolation from, or a5 an alternative to, financial measures determined in accordance with GAAP, Other companies may calculate these non-GAAP financial measures
differently, and therefore such financial measures may not be directly comparable te similarly titted measwres of other companies.

Projected Finandial Information

This presentation contains finandial forecasts, which were prépared m good faith by Drafikmgs on a basis believed to be reasonable, Such financial forecasts have not been prepared in conformity with QM!FQ"y
accepted accounting principles ("GAAPT), Draftkings' mdependent auditors have not audited. reviewed, compiled or perfarmed any procedures with respect to the projections for the purpose of their inclusion
in this presentation, and accordingly, they have not expressed an opinion nor provided any other form of assurance with respect thereto for the purpose of this presemation. These projections are for illustrative
purposes anly and should nat be relied upon as being necessarily indicative of future results. Certain of the above-mentioned projected information has been provided for purposes of providing comparisons
with historical data. The assumptions and estimates underlying the prospedtive financial mformation are inherently uncertain and are subject to a wide variety of significant business, economic and competitive
risks and uncertainties that could cause actual results to differ materially from those contained in the prospedive financial infermation. Projections are inherently uncertain due to a number of factors gutside of
Draftkings” control. Accordingly, there can be no assurance that the prospective results are indicative of the future performance of Drafiings or that actual results will not differ materially from those presented
in the prospective financial mfarmation. Inclusion of the prospective financial information in this presentation should not be regarded a5 a representation by any person that the results contained in the
prospectre financial information will be achisved.
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Legal disclaimer (continued)

Forward-Logking Staterments and Non-GAAP Financial Measures

This presentation, and the accompanying oral presentation, contain forward-looking statements within the meaning of Section 21E of the Secumties Exchange At of 1934, as amended, and the Private
Securities Lingation Reform Act of 1995, abeut us and our industry that invelve substantial risks and uncertainties. All statements other than statements of lsterical facts contained mn this presentation,
indluding statements regarding guidance, our future results of operations or financial condition, business strategy and plans, wser growth and engagement, product initistives, and objectives of
management far future operations, and the impact of the COVID-19 pandemic on gur business and the economy a3 a whale, are forward-lookmg statements.

In some cases, you can identify forward-looking statements because they contain words such as “anticipate.” “believe,” “contemgplate * “continue,” “could " “estimate,” “expect” “forecast” “going to.”
qntie " Cmdy,” Cplan” Cpotental” preédich” “propect” “propede, “thould” Ctarget” Cwill” or “would® or thi negatig thereof or comparable terminclagy, or by discussions of vision, strategy or
outlook. WWe caution you that the foregoing may not include all of the forward-looking statements made in this presentation.

You should net rely on forward-looking statements as predictions of future events. We have based the ferward-looking statements contained m this presentation on our curfént expectations and
projedtions about future events and trends, incleding the ongoing COVID-19 pandemic, that we believe may affect our business, financial condition, results of operations, and prospects. These
forward-looking statements are subject to risks, uncertainties, and other factors including those described in our filings with the Securities and Exchange Commission (the “SEC7), which are available
on the SECS website at www.secgov.

In addition, the forward-looking statements in this presentation relate only to events as of the date on which the statements are made and are based on infermation available to us as of the date of
this presentation. We undertake no obligation to update any forward-looking statements made in this presentation to reflect events or crcumstances after the date of this presentation or to reflect
new information or the occurrence of unantiopated events, including future developments related to the COMID-19 pandemic. except as required by law. We may not actually achieve the plans,
intentions, or expecations disclosed in owr forward-looking statements, and you should not place undue reliance on owr forward-looking statements. Our forward-looking statements do not reflect
the potential impact of any future acquisitions, mergers, dispositions or investments.
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Investor Day executive summary

2020 actual results suggest a $67B+ combined online sports betting ("OSB") and iGaming
Neorth American TAM; legalization trends continue to be positive

Market share for OSB and iGaming is at run rate of 30% and 19%, respectively, as evidenced
by Q4 2020; DraftKings online in more states than any other operator

Foundational LTV/CAC results are strong due largely to high customer and revenue retention;
continuously learning and improving our playbook

Due to our cutsized market share and evidence of a larger North American TAM, we are
increasing our long-term Adjusted EBITDA target to ~$1.7B

Well capitalized for growth regardless of new state legalization patterns
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Our latest estimate of the U.S. OSB market is at least $22B at 100% legalization
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NJ's first football season performed near the mid point of all OSB states, with more
recently launched states outperforming NJ

ue Per Adult - First Consecu September to December
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= We benchmarked Gross Revenue per Adult for the first consecutve September through December period for ten states
= Used September to December to contral for seasonality of sperts calendars and different launch dates

= Four of the ten states cutperformed MM by more than 50% on a gross revenue / adult basis during this period

= When adjusting” for GOP per capita, five of ten performed similar or better than MJ on a gross revenue / adult basis

= TH outperfarmed n by 20%+ in it's first full November and December on 8 gross revenue f adult basis
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iGaming is tracking to be at least a $40B market in the U.S. at 100% legalization
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MU iGarming was niarky $18 mdustry in 2020; growth has accelerated snce the intfroduction of OSE m August 2018

Based on an extrapolation of 2020 NJ i3aming market, the L5, opportunity is $378 in Gross Revenue at 100% legalization ($141 Gross Revenue per adult]
Assuming growth of 5% per year from 2020 to 2023, a mature MJ market implies $438 in Gross Revenue at 100% legalization (8163 Gross Revenue per adult)
Adpsting for GDP Per Capita of M) vs.that of the U5, the US. opportunity is $408 in Gross Revenue at 100% legakization (5149 Gross Revenue per adult)
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OSB is legal in states representing 27% of the U.S. population; iGaming at 11%

. Indicates states in which Draftiings is currently lve, representing 25% of the US. population for 058 and 10°% for iGaming

* Following the repeal of the Professional and Amateur
Sports Protection Act (PASPA) in May 2018, 23 states,
representing approximately 41% of the US. population,
have legalized sports betting in some form (retail,
mobile, or both)

* 15 states have legalized online sports betting,
representing approximately 27% of the US. population

* Draftkings is live in 12 states, representing
approximately 25% of the ULS. population

* 6 states, representing approximately 11% of the US.
population have legalized some form of iGaming
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Canadian OSB and iGaming TAM of S5B to $8B is a meaningful upside opportunity

ated Canadian Online Sports Betting and iGaming Gross Revenue
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= There was significant legislative momentun in Canada on both the federal and provincial level in 2020
= Legislation has been miroduced at the federal level in Canada to legahze sangle event sports wagenng
= The Ontario government's 2020 provingal budget has paved the way for the province to authorize, license and regulate a competitive online sports betting and iGaming market

Sorarvm U & Coman urmma: Rrwr herary Siavnicn ol g Entbornmment: Stotatics Comatia U £ Surmas of lronomic Anafun: Vot ok
Szt By Sttt donada S oo il prpwiaton 5 progee b o e ) milins in 00 M Comartian L are ¢ sirwlsted ung e JOUE popuiation fgure
1 opistion methon gppies M2 K grom rever e st of 90 a0 S dos CFH et iioring eepec et S0t K Canadan popuistion

G vy i e v TAR ewncapeatmion for h5 4G9 P Capitn selative p Camacialt GO Per Capita, g iically Canaia G00F pu Capit o i 4073 GNP o it il oo s oy it el 0 e T e OO0 e i, e Verly.




DraftKings could achieve $5.0-$7.3B North American OSB and iGaming
gross revenue at maturity

Dm!t}:ing: Online Sports B::ttl'ng
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U.S. Market(" with Legalized OSB® 05B Market Share in Gross 0SB Revenue

DraftKings iGaming

$40B 30% 15-20% N $1.8-2.4B
Implied Total e of U.5. Population r DraftKings' — in Gross iGaming Revenue
U5, Market®) with Legalized iGaming™® iGaming Market Share

Draftkings Canada

$5B 64% 10-20% . $300mm-600mm
Implied Total o of Canada Population with Draftiings’ W— in Gross O5B and iGaming Revenue
Canadian Market(*) Legalized 0SB and iGaming Canada Market Share

Draftkings O5E and iGaming
Gross Revenue

$5.0-7.3B

DEMNG Q4 market share of 30% and 19% for 0SB and iGoming, respectively. i at the top end of each ULS market share range
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Only three OSB operators in 10+ states; DraftKings live in more states than any operator

Humber of
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10 States.
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9 keys to our unique and sustainable differentiation

Trusted Brand

Preferred real money gaming brand among U5, consumers

Daily Fantasy User Database

~5M paid users, 9+ years of data creates meaningful head start for acquisition

. Our Marketing Machine

Tech driven platform drives optimization based on player specific LTV

: Product innovation & User Centricity

Outpacing competition with mobile products maximizing engagement

Vertical Integration via SBTech Combination

Pure focus on creating unique products for US. sports fan powered by SBTech platform

Single Wallet Across Products

Seamless experience across states & DKMG products

7 Geographic Flexibility & Velocity

Tech built for DFS is leveraged to rapidly enter new Sportsbook states

Scalable Regulatory Platform

Stable, secure platform ensures responsible gaming, data privacy and security

Data Science Powerhouse

Parsonalization, automation fueled by robust user level amalytics




We are a market leader in both OSB and iGaming

= 3% gross revenue market share in states where we were Fve with 058 during Q4 2020 = 19% gross revenue market share in states where we were live with iGaming during Q4 2020

Mationwsds Gaming Market Share
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DraftKings is the most recognized and preferred app across DFS, OSB, and iGaming
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DraftKings has established key relationships across the sports and entertainment space

Select League Deals

oA ;Att::f:w:
s I/ NASCAR| ‘

ny

Select Media and Other Deals

i — = d . Sh m o
(—— g J % :'(’;h\'- THE ACTION Eu!!"ma -

) HETWORK H':ﬁA[':LCéG - -
Sese  VOXMEDIA < Uber AN

NV




Sophisticated data science drives marketing decisions

9+ Years, 5+ Million Payers
Trillsgns of Data Points

Diata Soience drives deep user Insights,
enabling inteligent cross-channel marketing

Marketing automation
delivers the right message, to
the right user at the right time
on cwned channals

Model Driven Approach Drafcings Brand Drives
iaxaés ROARoross Significant Earned hedia
Paid Media Channels g

Direct Mgl Social Outdeor
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Optimization of marketing promotions and in-game content integrations are continuing
to drive and improve customer acquisition and retention

RANGERS +125 HURRICANES -162
| USE PROMO CODE: BLUE

N




KINGS

PRODUCT &

TECHNOLOGY




We have built a suite of #1 rated apps with broad differentiated offerings and
unparalleled user experience

« Launched 19 new sports and game types in 2020, driving Highest rated SE app in App Store. Lawnched standalone iGaming app in 2020 Live in 4

$120M+ in Entry Fees + Awvailable in 12 states on a single wser platform states,
= Revenue from in-game comests grew 150% Yoy and * Live sireaming debuted in H2, 1.2M minutes of in-app = 54% of iGaming handle came from in-house iGaming
170% for the Super Bowl viewing, average watch time per user > 60 minutes studio games in 2020
+ 5T% of MIAWAPA Q58 uiers placed an iGaming bet in
2020

o |




Our major roadmap investmentsin 2021 and beyond will be driven by the 4 Cs of
DraftKings product strategy

Our Readmap: The 4 Cz of DraftKings Consumer Product Strategy

Draftkings will control its own destiny across every consumer product it operates by owning and
operating all of its own core technology

Draftkings will offer the broadest possible suite of content across any real-money-gaming platform
inthe LS.

DraftKings will create an integrated ecosystem of consumer experiences, powered by proprietary
data & marketing tech

Draftkings will create a fun, exciting and personalized experience by creating products that anticipate
and respond to our customers’ behaviors




Our games are all connected by a shared proprietary platform that creates a seamless,
data science enriched experience across all our products and jurisdictions

Preferred Leagues: UFC, MFL, MLB
Preferred Teams: New England Patriots

Mame: Faul
Balance:

Location: New Jersey Likes: Tor Brady

Game Affinity: Tournaments, Blackjack

Marketing Offers
McGregor Win Bonus
Deposit Bonus
Blackjack

&

_» MARKETING -

el E

DAILY FANTASY SPORTS SPORTSBOOK iGAMING
Balance: 320 Balance: $20 Balance: 320
Recommended Contest: UFC $100K (53 Entry) Recommended Bet: McGregor 1% Round KD Game: Football Blackjack
5B Conversion Offer: McGregor 1% Round KO DFS Conversion Offer: UFC S100K (£3 Entry)
Casino Conversion: Football Blackjack Casino Conversion: Football Blackjack

Sl




Our vertically integrated iGaming product is differentiated and driving outsized results

= $14.28™M total wagered since launch, with more than half on Draftkings homegrown games®
= 26 Draftkings games built in 2019 and 2020, with 20+ more planned to launch in 2021
= Cross-Sell is a key driver to iGaming playbook, with 57% of Q38 users plading a Casino bet in 2020

= Proprietary marketing technolegy like leaderboard: and atonamous gaming credits have drven tremendous value and customer engagement

()
o=



Migration to in-house bet engine on schedule; we will fully control our OSB product

upon migration

Migration Planning & Product Testing

Testing and operational training on in-house platform. Ensures platform meets all
standards across content breadth, gaming compliance and cyber security

ﬂ' DRAFTKINGS
: SPORTSBOOK

Go To Market 8 Iteration

Fully migrated Draftkings OSE product rolls out iteratively across states.
Continued development of new features and platform improvements based on
data & user feedback

= U.5. Sports Focus: More pre-match lines, live player props, and unique
== betting markets with a focus on US. sports fan

Betting Control: Mare refined contral at the market and user level for
wagering, maximizing UX and revenue

U.5. Based Trading: Our trading team will be on the ground in the U5,
facused where our users are

One Home: We are one team, with one home, one vision 1o execute
against; control our own technology destiny

Live Betting: Improved live betting experience with shorter bet delays /
suspensions
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Unit economics: what we have learned this year

+ Promotions are a proven industry tool o acquire and reativate customers, primarily when a new state launches and at the beginning of
sports seasons

= Promotional spend for new custamer acquisition is higher than for existing customer reactivation and retention

+ Az aunit matures and mix of customers shifts from new towards existing, overall promotional inftensity decreases

*  GRott marging a1 maturity higher than previously communicated

+ State tax rates have been largely rational; platform synergies on track to being realized; multiple indiatrves underway to improve payment
processing and other COGS areas

= Empirical customer and revenue retention rates are >80% and > 100% on a Yo basis, respedtively
+  Mewer cohorts exhibfing simaar trends when obsenang their first 44 quarters of data

+ Data-driven marketing engine enables attractive CACS, even at relatively expensive local marketing rates

+ Batter than épedied réturn on marketng spend continped mto Q4 2020 and Q1 2021; toa warky 1o tell i trend will continug or it du 1o Hay-at-
hame COVID envirgnmnt

= EBegin to achieve CAC efficiencies from national marketing scale as we approach being live in states representing ~33% of the LS. population; CAC
efficiencies increase with every new state launched

= Consistently cross sell 0%+ of adive DFS players during the first 12 to 18 months of an 058 and/or iGaming state launch
+ Substantial DFS database combined with supencr cross seling capabalties allow ug 1o generate great results from day one of an 0S8 and/or
iGaming state launch

N achieved positive contribution profit in only is second full year, reinforcing our comviction that the overage state wall be contribution profit positive two to three years after lawnch




Promo rate in a state stabilizes over time as customer mix shifts from mostly new to
mostly existing

lllustrative Promo Rate lllustrative State Promo Mix Ow
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Gross margins improving across states due to scale and vertical integration

Blended 058 and iGaming Awverage!"
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& >80% customer retention and >100% year over year revenue retention

Total Revenue Retention®

Total Customer Retention”

% 00
Year 1 Year2 Year 1 Year 2 Revanus indexed to Tear 1
(N = 10} N = 2) N=2) (N=2)

Our customer retentian improves from Yeor 1 to Year 2 of o cohorl, These coborts achieve > 100% revenue retention fram Year 1 to Year 2 a5 retoined customers mcrease ther spend on o platform

= Have 40 quarterly cohorts across & states™ since launch of 038 in G3 2018
= 10 of 40 cohorts have four or more consecutive full quarters of OSE and/for iGaming retention data
= Eight of the ten cohants have between four and seven consequtive full quarters of 0S8 and/or iGaming data ("One Year Cohorts”), allowing us to measure Year 1 custamer retention
= Twe of the ten cohorts had eight or mere full quarters of 0SB andfor iGaming data (“Twe Year Cohorts™), allowing us to miasure Year 1% custorner retention, Year 25 custamer reterticn, and
Year 1 ta Year 2 revenue retention
* Mo COVID adjustments were made in this analysis, meaning go-forward retention rates have the potential to improve
= Applying our experience with DFS cohorts to O58 and iGaming cohorts, customer retention is likely to increase every year and flatten out at ~100%
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n Superior cross selling capabilities set the foundation for a strong state launch

Percent of Active DFS Users Cross

] & ) e |

Hew Jersey West Virginia bndiana Pennaylvasia Hiew Hampshire Colorado Iiirts

= Wit have ~58 enigue paid user DFS database (+20% vi. prier year)

= Owr "single account™ platform creates a seamless user experience aoross offerings

= &s evidenced below, we have demanstrated data driven oross-sell capabilities in each state in which we are live

= DFS paid user database across 43 states creates a significant base for future OSB and iGaming users as new states go live
= DFS crossover during launch year and year 1 is on average ~30% of paid users
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We expect to achieve significant CAC efficiencies as we reach national scale

Local Speend == Hational Spend
s
- -
We achieve further marketing efficiencies every time we lounch OSE in a new state
6% 038 Live 3% 038 Live 50% 058 Live

Marketing spend is still relatively inefficient: less than 3

years since the repeal of the PASPA Efficiencies from national advertising start once we are
It im 23% of the LS. population: CAC ¢Mficiencies
Opportunity to realize regional benefits fram increase with every new state launched

overlapping DM&s (e.g., Philadelphia / South Jersey and
Mew York City [/ North Jersey)

T6% OB Live

We have a proven track record of being first to new
058 and ¥Gaming markets, leading to further CaAC

advantage as more states go lve




Early cohorts have paid back 70% on a gross profit basis in one year

ack ~ One and Two Year Cohorts (N=1

& Extoimal Madetng
= Cumuiaing Mol Aevenue
w Cumulal i Gross. Proft™
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Two Year Cohorts have easily paid back on a gross profit basis in two years

Profit Payback

orts (N=2)"

® Extomal Masketng
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Units turn contribution profit positive in Year 2 or Year 3 as cohorts
stack on top of each other

HGR and Contribution Profit -~ New Jersey

Laurch ¥ear Cohoefs w3013 Cohorfs 2030 Cohorls 2021 Cohoris ~E210
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ENTERPRISE

EBITDA




Increasing long-term Adjusted EBITDA estimate to $1.7B
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= Assumés 65% of LS population has live QS8 and 30% of LS. population has Ina iGaming, and then rolls forwand 5 years 10 “maturity”

= Assumes DEMG has 25% and 17.5% market share in U5, 058 and LS. iGaming, respedtively

= Assumes 64% of Canada population legalizes 0S8 and iGaming and DKMG achieves 15% share across OSE and iGaming: 50% flow through of DKMG's Canada net revenue to EBITDA
= SG&A af scale in most functions; will continue to invest in product & technology fundions to drive differentiated user experience

= Omly includes existing product verticals
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CAPITAL
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Minimal dilution expected in 2021

(Shares in thousands)

Common Shares Outstanding (31-Dec-20) 396,303
Vested Stock Options @ TsM! 29986
Memo: Vested Stock Options 31,572
Diluted Shares Outstanding (With Vested Stock Options @ TSM) 426,289
DEAC Private Placement Warrants'™ 1481
Old Draftkings Private Warrants™ i
Fully Diluted Shares Outstanding (With Vested Stock Options & TSM) 427,811
Incremental Vesting of Time Based Options = 31-Dec-20 to 31-Dec-21 (@Tsm)™ 2962
Memo: Vesting of Time Based Options — 37-Dec-20 to 37-Dec-21 3252
Incremental Vesting of Time Based RSUs - 31-Dec-20 to 31-Dec-21 1445
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APPENDIX




Detailed overview of methodology for cohort customer retention and revenue
retention

Acquizition Quarter, Congecutive Full Quarters of Data

State Actuired a3 a4 ai Q2 Qa3 a4 i Q2 Q3 Qd
Cohert 2018 2018 201% 2019 2019 2019 2020 2020 2020 2020

4 2019 A 1 2 3 4
Q3 20719 Acg il 2 2 4 5

m ------------------ L T T L T PR e TP T LR
4 2019 Acg: 1 2 3 4

IM Q4 3019 Acg 1 2 ] 4

PA Qd 2015 Acg 1 2 8 4

Twa Year Caharts One Year Coborts

= Year 1 is defined as the first 4 full quarters fellowing a cohort's acquisition quarter. For example, Year 1 Q1 2019 to Q4 2019 for a customer acquired in Q4 2018
= Year 2 & diefined a3 the 4 full quarters followang & cohart's Yiear 1. For éxample, Year 20501 2020 to Q4 2020 for a customer acquired in Q4 2018,
= Customer retention is defined as the percentage of the prior year's customers who return to play the following year
= Year 1 customer retention is defined as the percent of the initial cohort that played again in the £ quarters following the cohort's acquisition quarter
- Year 2 customer retention is defined as the percent of the cohort that playedin Year 1 that returned to play again in Year 2. Year 2 customer retention rates mclude customers who
churméd in Year 1 and re-activated m Year 2
* Revenue retention is defined as a cohort's net revenue in a given year divided by the same cohort's net revenue in the previous year
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