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Hello, everyone. Welcome to the 2025 Graham Holdings Company Virtual Investor Day. 

We are delighted you’ve chosen to spend an hour or two with us to learn more about 

the business. 

  

I am Tim O’Shaughnessy, the CEO of Graham Holdings, and I will be your master of 

ceremonies for today. My colleagues Andy Rosen, the CEO of Kaplan, and Catherine 

Badalamente, the CEO of Graham Media Group, will be on the line as well and 

available for questions. 

 

I will walk through a slide presentation with corresponding remarks, and then we’ll open 

it up for a Q&A session, which will last until 2:30 Eastern Time, or until there are no 

additional questions. 

  



2025 has been a very good year for the company. Our biggest businesses have 

performed at or above our expectations and our largest investment stage business has 

started to gather steam. 

  

We continue to manage the business with a focus on driving cash flow on a per share 

basis over the long term, inclusive of non-consolidated investments. We do this while 

always maintaining a balance sheet that lets us sleep well at night, knowing the 

unforeseeable is always a possibility. 

 

We think about driving free cash flow per share in a few primary ways: 

  

1) Owner’s earnings growth – this reflects an increase in the underlying 

earnings power of our businesses; 

2) Share repurchases – we care deeply about the price we pay. We will not 

repurchase shares under a blind philosophy to shrink the share count. 

However, when our shares trade at a meaningful discount to our view of 

intrinsic value, we can purchase shares to increase our free cash flow per 

share in an efficient manner; 

3) Pension – replacing expenses funded from our corporate treasury with 

pension eligible expenses. An example of this is replacing a corporate 

match of a 401(k) plan with a pension benefit for employees. While this 

reduces GAAP net income, our cash flow grows by the amount of 401(k) 

match our corporate treasury no longer funds; 



4) Acquisitions – over time, we can add to free cash flow per share by 

acquiring businesses. This occurs in two ways. We may occasionally add 

a new “platform” business, but most of our acquisition capital is likely to go 

to “bolt-on” acquisitions that help us grow our existing segments. 

  

Many of you likely know something about the company already; some may be new. In 

either case, you’ll be pleased to know the above formula, when combined with a focus 

on providing reliable products and services to our customers, has stood the test of time 

and will continue to be our playbook moving forward. 

  

  



 

Let’s talk about a few key updates from the year. 

 

● In February, we spent a little over $200 million to redeem the majority of the 

mandatorily redeemable noncontrolling interest, or MRNCI. In layman’s terms, 

this means we spent quite a bit of money buying shares from a group of minority 

shareholders of CSI, our specialty pharmacy home infusion business. 

● This past July, we acquired the since renamed “Hoover Architectural Solutions” 

business as a carve-out from Arconic. This is a leading aluminum cladding 

manufacturer for North American non-residential architectural and retail markets. 

● In October, we acquired a Honda dealership directly adjacent to two dealerships 

we already owned in Woodbridge, Virginia. 

● Last month, we completed a refinancing of our $400 million notes that were due 

in June of 2026, along with our revolving credit facility. 

               
                                                                                                          
                           

                                          
                                                                                             
                                                                                                           
                                                                                                                     

                                                            
                                 

                                         
                                                              
                                                                                           
                                                                                                                        
                                                        

                                                                                        

                  
                                                                                       
                                                                                          

 



● And finally, a few key personnel updates. 

○ Spiro Roiniotis joined our corporate staff this summer as Chief Technology 

Officer. Spiro has worked at different units of the company since 2009. I 

asked him to consider joining our corporate office as CTO to help our 

organizations think through their technology strategies, and specifically, to 

help some of our businesses accelerate their leveraging of AI to drive 

improved results in their operations 

○  Last week, Dee Grein started as the new Graham Healthcare Group CEO, 

leading our Home Health and Hospice operations. We are thrilled to have 

Dee join the business. Most recently at Optum, Dee had a long tenure 

helping to grow healthcare services operations and shaping the strategy 

that allows for long-term success. We could not be more thrilled with her 

appointment. 

  

  



 

Results year-to-date have shown how the business has evolved to be less impacted by 

the cyclicality of election cycles at Graham Media Group. Through Q3, our adjusted 

operating cash flow has increased by $3 million, from $307 million to $310 million. This 

is despite a $45 million year-to-date reduction at Graham Media Group. These improved 

results have been driven by Kaplan, Healthcare, and Manufacturing. While we have 

managed to stay ahead of last year through three quarters, we are unlikely to end the 

year ahead in adjusted operating cash flow. The election spending in 2024 peaking in 

October and early November, make the comps a hill just a bit too big to climb. 

  

 

                              
             

                                                
                                                                        

                                                
                                         

                                
                            
                              
                                 
                                                        
                                              

                                                                     

                                
                               
                       
                          
                         
                                        
                                        
                                                         

                                            
                                              

                                                           



 

Kaplan has had an excellent year, navigating visa complexity at Kaplan International to 

minimize impacts on both students and financial results, and continuing to strengthen 

our product offerings at KNA. Revenue has increased 4% year to date; adjusted 

operating cash flow has increased 18%. 

  

I’d like to speak for a moment about the Kaplan Supplemental business. You can see 

from the financials that revenue is up 9% through Q3 and adjusted operating cash flow 

is up 21% over the same time period. 

  

This business is an excellent example of how a model that includes patience, focus on 

serving customers, and a long-term time horizon, can lead to an excellent result. It 

wasn’t that long ago that the majority of revenue in this segment came from physical, in-

person Kaplan Test Prep Centers. This was a leaky bucket that largely went away by 

 

                 
             

                                                
                                                                        

                                                
                                            
                                 
                                       
                                   
                                              

                                                                     

                                         
                             
                                   
                                                 
                                                          

                                           
                                              



the end of the 2010s. The team has spent much of the last five years repurposing our 

skill sets and capabilities to become the online leader in test preparation and 

professional certifications. While the team was brilliant at carefully managing costs, 

unfortunately, the revenue was leaking faster than new revenue was coming into the 

bucket. 

  

That will end this year. For the first time in many years, this segment has organically 

grown its top line. The team at Kaplan has spent the better part of a decade creating a 

unified management structure, a centralized technology system, and a centralized 

marketing function to execute upon a sources, extensions, and connections strategy 

that allows us to provide services to a student throughout many phases of their 

academic and learning journey. Every dollar of revenue is hard fought; every new 

product is not guaranteed to be successful. It’s very, very hard to turn around and 

reshape a business at scale, while maintaining a reasonable level of profitability 

throughout the turnaround. Greg Marino, Steve Marietti, Lee Weiss and the rest of the 

team have really done something remarkable. 

  

  



 

Graham Media Group continues to manage the changing landscape. In 2025, the 

anticipated decline in cash flow due largely to reduced political spend has materialized. 

In addition, other challenges remain. 

 

In preparation for this event, I reviewed last year’s remarks and noted we discussed 

several negative trends challenging the business, primarily around the erosion of the 

linear ecosystem and the fragmentation of audiences. With the passage of another 

year, those trends have not improved. We also spoke about the possibility of 

deregulation providing a new opportunity to compete. In 2025, it appears regulators may 

be more open to exploring those conversations, but only time will tell. 

 

The local broadcast industry is quickly approaching the point of no return where the 

diminished audience and economics could make many markets non-viable under the 

 

                   

                                                
                                                                        

             

           
      

           
       

           
       

               
       

                
       
           

                
       

           
       

           

           

                                                                                                                  

                                        
                                

                                                     

                                      
                                                



current regulatory framework. Society and regulators should ask: would we rather have 

one or two news operations in a market that have a fighting chance to continue to serve 

their local communities for the foreseeable future? Or would we rather have four that 

may be destined to fail?  

  

The current top four rule and the traditional definitions of market share make zero sense 

in today’s world. 

  

If that’s not enough, the industry’s network relationships have evolved to one where 

stations pay more for less. “Out” is the spirit of partnership that defined network 

affiliations for decades. “In” is an approach for networks to maximize leverage in such a 

way that many stations have no choice but to cut news operations in order to pay 

network affiliation fees. To add insult to injury, networks use those fees to help pay for 

content that they make unavailable to their local station partners. Local stations have a 

legal obligation to serve the public good; the current dynamic makes it increasingly 

challenging to do so. Within a few years, all but the largest markets may no longer have 

an economically viable model, and those markets could ultimately be on the same path. 

  

No matter how this plays out over the next few years, Graham Holdings will be OK. 

We’ve grown our business in a way that ensures we have a strong balance sheet and 

cash flow coming in from a variety of operations. In most scenarios, our total company 

earning power will increase over the coming years. But we used to own The 

Washington Post. We’ve seen the erosion that can quickly take place in a local news 



industry. Foolish cross-ownership rules that stayed in place far too long accelerated the 

decline of the newspaper industry not too long ago. 

  

The inflection point for the industry is upon us. Absent substantial regulatory changes 

occurring in short order, with timely subsequent transaction approvals, the industry will 

enter into a managed decline. In this scenario, Graham Media Group will continue to 

generate cash in the short to medium term, but the long-term prospects are challenged. 

  

  



 

Our healthcare segment has continued its admirable growth rate year to date, with 

revenue increasing 36% and adjusted operating cash flow increasing 46%. JV income 

has been flat. 

  

As mentioned previously, we’re thrilled Dee Grein has joined to lead Graham 

Healthcare Group, our home health and hospice business, comprised of both wholly 

owned units and joint venture operations. She takes over a business that has continued 

to perform well with both census growth, strong patient outcomes and good financial 

results. While the rate environment remains challenged, the team is doing an excellent 

job of driving indirect cost efficiency to maintain good results. 

  

James Sheets and the CSI team have continued the excellent patient care, service to 

doctors, and strong financial results. Specialty pharmacy is hard. Providing care in the 

 

                 
             

                                                
                                                                        

                                                                     

                                                                                      

                                                          
                              

                                               

                                           
                                          

                                                      

                                                 



home is hard. Doing both of these things well is challenging and requires great 

operations, both clinically and pharmacologically. 

  

We are still relatively early in our CSI journey. Many of our more recent areas of 

geographical expansion are still underpenetrated relative to some of our more mature 

markets. We recently entered California in the last few months, which represents 12% 

of the U.S. population, although our operations are very early-stage. Our share of the 

IVIG home infusion market remains relatively small, but we believe we can continue to 

gain share of a growing market over the coming years. We will continue to invest 

through the P&L to achieve this future opportunity. In 2026, we will expand our team to 

handle higher patient census. Additionally, we will build out several new pharmacies 

that will allow us to increase future patient volume. With those elevated levels of 

investment, we still expect we will be able to meaningfully grow profitability in 2026. 

  



 

Our manufacturing operations have improved, with adjusted operating cash flow 

increasing year to date from $30 million to $40 million. Capital expenditures have also 

come down meaningfully as our facility expansion at Joyce was completed. Our general 

trends have been improving, with the exception of Hoover, which continues to be in a 

cyclical downturn due to the persistent down cycle in multi-family housing construction. 

  

 

                    
             

                                                
                                                                        

                                        
                             

                                               

                                         
                                          



 

The automotive operations continue to perform well. Adjusted operating cash flow 

decreased from $34 million to $28 million through Q3. As expected, we are below peak 

earnings achieved in the early years of the decade and corresponding supply chain 

disruptions. The results are also down this year due to weak operating results at the 

Jeep dealership that was closed in September 2025, transaction costs associated with 

the purchase of a Honda dealership, and incremental investment in Roda, our valet 

service operations. 

  

  

                 
             

                                                
                                                                        

                                        
                                   

                                                 

                                         
                                            

                         

            

          

            

              

            



 

Our other businesses continue to be a mix of profitable, unprofitable and investment 

stage businesses. As always, the mix within this segment evolves over time. 

  

Year to date, the segment has been roughly flat on both revenue and adjusted 

operating cash flow; however, what’s going on under the hood is more encouraging and 

puts the segment on the cusp of revenue growth and improved adjusted operating cash 

flow. Let me provide a bit more insight: 

  

● Earlier this year, we divested the World of Good Brands media operations 

and wound down the remaining infrastructure. By Q4, the remaining costs 

associated with this were modest. World of Good had seen declining 

revenue and meaningful losses that will no longer burden the P&L. 

  

               
             

                                                
                                                                        

                                        
                                        
                             

                              
                                    

                                                          

                                           
                                                    

                    



● Society6 is in the midst of the last stage of its cost structure evolution, 

which when completed, will result in a business where the downside has 

been minimized. We expect 2026 results will show sizable improvements. 

● Clyde’s Restaurant Group has a large presence in downtown DC and 

extended government shutdowns have historically temporarily depressed 

sales. This shutdown was no different. While I’m sure this isn’t the last 

shutdown we will experience, we do not think this is “standard”. 

● Framebridge continues to be the largest investment within the segment. 

The news is largely good. Here are the details: 

  

  



 

The core metrics at Framebridge are mostly headed in the right direction. 

 

● Revenue is up both online and in retail due to new locations and positive 

comps at existing stores; 

● Gross margin has expanded; 

● Customer NPS remains near or at all-time highs; 

● We increased our store count by about 40% in 2025; 

● Overall operating margin is on track to improve by several thousand basis 

points from 2024 to 2025. 

  

As a reminder, Framebridge, as we have been building it, is a business that requires 

scale. There are three main areas where investments have been required to support the 

scale we envision with the business. 

                 

         
         
         

                
         

         
        

                                                        

  

         
      

      
     

      
     

      
     

      
     

      
     

      
     

          
       



The first is the corporate function. This covers SG&A costs such as technology, 

marketing, merchandising, finance and other related areas. While these costs will 

continue to grow somewhat from here, they are now scaling at rates substantially below 

the growth rates of both revenue and gross profit. 

  

The second is our footprint of production studios where the framing occurs. As we grow 

our retail footprint, we need to expand our studio footprint to support the increased 

volume. For example, we were unable to practically support retail expansion into 

California or the southwest United States until we had a production studio in place. We 

recently opened a studio in Nevada that supports this expansion. While we anticipate 

opening additional production studios over the coming years, including an additional 

facility in 2026, these costs are also now scaling at rates substantially below our 

revenue and gross profit growth rates. 

  

The third is our retail footprint. We have the opportunity to open many, many more 

stores than the 44 we expect to have open by year-end. These stores require capital to 

build out as well as investment to support pre-opening expenses and training. In 2025, 

we will have opened 13 new stores, short of our target of 20-25. We are disappointed 

that we did not achieve our targeted store expansion; delays in store openings increase 

our total investment required to get to positive cash flow. However, the 4-wall model for 

our stores continues to show very strong results and as we get more experience, we are 

incrementally improving results with new openings. We are once again targeting 20-25 



store openings in 2026 and our retail expansion costs are now scaling at rates 

substantially below our revenue and gross profit growth rates. 

  

Let me spend a bit more time about why I’m optimistic about the long-term economic 

profile of Framebridge. 

  

First, as a reminder, we believe we provide a superior customer experience. We can 

win on quality, price, speed, and convenience. The customer value proposition is 

compelling and repeat rates and NPS scores validate that belief. When a customer uses 

Framebridge, we tend to become their exclusive solution and they also begin to frame 

things they had not previously thought to frame, growing the overall market opportunity. 

  

Second, we are investing capital for expansion by opening up new “regional pods.” A 

regional pod is composed of a production studio and the set of retail stores that will 

leverage that studio. There is an upfront capital expenditure investment required to build 

the studio and those stores. Our investment case is based on a belief we can achieve 

attractive cash on cash returns on the upfront capital investment once a pod has been 

fully built out.  

  



 

Here is a map of where Framebridge has stores today. If you notice what I notice, there 

is a lot of empty space. What do Miami, Denver, Seattle, Phoenix, Tampa, Detroit, and 

Orlando have in common? They are all top 15 DMAs that currently have zero 

Framebridge retail locations. In fact, New York and the DC area are the only metro 

areas with more than 4 locations in the market. 

  

If we could snap our fingers and have 10 more regional pods tomorrow, we would. 

Unfortunately, it’s not quite that easy. On the retail front – location, location, location – 

remains as critical as ever. Finding the right stores at acceptable lease terms remains 

essential. With a production studio, we need to find the right space with the right labor 

pool, acceptably close to the retail stores it will service. And we need to do those two 

things in concert with each other so under-absorption at the production studios does not 

persist for an unacceptable duration. 

                          

  



  

We have not been investing or building Framebridge to be a small business. If we 

thought the realistic annual revenue for Framebridge at maturity would be in the low or 

mid hundreds of millions, we would have taken a different approach. As we enter 2026, 

we expect Framebridge to continue to drive operating leverage in its business and the 

overall investment level should decrease. 

  

  



 

Now that we’ve covered operations, let’s spend a bit of time on the balance sheet. 

  

As of 9/30, we had $1.236 billion in cash and securities against $732 million in debt, 

leaving us with a net cash and security position of $504 million. In short, we feel very 

comfortable with our current liquidity. 

  

  

         

                                                                        

    
        

        

    
    

    

        

    

    

    
    

    
    

      

    

      

    

  

    

    

    

    

      

      

                                                                    

                                       

             

          



 

We also recently did something we don’t do very often: accessed the credit markets. In 

November, we closed on a new $500 million bond offering and a $400 million revolving 

credit facility, the proceeds of which were used to pay off $400 million in Notes due in 

June of 2026, as well as pay off our Term Loan A obligation. The new Notes mature in 

December of 2033 and we are pleased the credit markets were so receptive to our 

offering. I’d like to thank Wally Cooney, Matt Greisler, Elaine Wolff and the rest of the 

team for their efforts. The specific primary terms are listed in the presentation and I will 

let you peruse at your will. 

  

                       
                                                          

                                        

                     
                    

                 
                             

                      
           
            
               

                      
                             
           
                                                

              

            
                                       

            
                                                          

             

                                  
                              

                                  
                                       

                                             
                                                    

                   

                                             
                                                  

  



 

Earlier, I referenced the acquisition of what we now call Hoover Architectural Solutions. 

We love this type of transaction. We acquired a complementary business to one of our 

existing operations and the majority of the purchase price was funded by the 

assumption of approximately $107 million in pension liabilities. Those pensioners whose 

liabilities came with the transaction are now in a much better spot than they were 

previously. 

  

                                       
                                                                                         

                                                       

                                                                                             
                       

                                                                                         
                                                                              

                                                                 

  

      

       

                       

                                                 



 

Post transaction, our pension plan funding ratio was not materially changed but the 

cash flow profile and earnings power of Hoover certainly was. 

  

To put a finer point on it, you can see our estimated funding ratio and estimated 

absolute funding levels as of September 30, post the transaction. 

  

This concludes the prepared remarks portion of the event. With that, we’ll open up the 

question and answer session. 

                 
             

  

            
    

    

    
    

    

    

    

    

    

    

    

    

    

    

    

    

  

    

      

      

      

      

      

      

      

                                        
        

                             

       
       

           

        
          
       

             
        

   
            

                            



 

 

 

                                 
                

        
                   



 

 

 

  

                     
                                 

                                                                        

     
         

     
     

                                                                    
                                                       
                                          
                              
                               

                                                           
                                                 
                                                       

     
         

     
     

                                                                    
                                                        
                                           
                             
                              

                                                           
                                                   
                                                      

     
         

     
     

                                                                    
                                                     
                                            
                            
                              

                                                           
                                               
                                                     

  

                     
                                 

                                                                        

     
         

     
     

                                                                          
                                                     
                                       
                            
                              

                                                          
                                                
                                                     

     
         

     
     

                                                                          
                                                       
                                        
                            
                               

                                                           
                                                
                                                      



 

 

 

                     
                                 

                                                                          

                                                                                   
                                          
                                     
                        
                          

                                               

                                                                                   
                                         
                                     
                        
                         

                                               

                                                                                   
                                        
                                     
                        
                         

                                              

                     
                                 

                                                                          

                                                                                         
                                         
                                   
                        
                          

                                               

                                                                                         
                                         
                                   
                        
                          

                                               



 

                                 
                


