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A. Oak View Group: Nascent competitor to a self-described
“hammer” for Live
Nation.

70. Live Nation and Oak View Group have colluded and established
a partnership to

allocate business lines, avoid competing with each other, and
chart a mutually beneficial plan to

cement Live Nation’s dominance. Oak View Group is a leading
American venue development

and management company uniquely positioned to compete against
Live Nation. Oak View

Group has a portfolio of over 200 venues in the United States,
including more than 100 venues

that it manages but does not own. It was founded in 2015 by two
industry giants whose

combined résumés include roles as the former CEO of AEG, the
former CEO of Ticketmaster,



the former chairman of Live Nation, and the owner of The Azoff
Company, whose portfolio

includes one of the world’s leading artist management companies:
Full Stop Management.
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71. Oak View Group’s experience and relationships with venues and
artists make it

particularly well-suited to be a real competitor to Live Nation
in the United States concert

promotion business. Oak View Group’s ownership structure also
gives it a key asset any wouldbe promotions rival needs to
compete against Live Nation: access to capital. In 2018, private
equity firm Silver Lake invested $100 million in Oak View Group,
in which it now holds a

controlling stake.

72. Unsurprisingly, then, Live Nation recognized Oak View Group’s
promotion

capability by categorizing Oak View Group as one of its “Biggest
Competitor Threats” shortly

after Oak View Group was founded. Over time though, Oak View
Group and Live Nation

morphed from competitors into partners who found it easier and
mutually beneficial to work

together rather than compete. Oak View Group now operates as an
agent and a self-described

“pimp” and “hammer” for Live Nation, often influencing venues and
artists for the benefit of

Live Nation. As Oak View Group’s CEO recently emphasized to Live
Nation’s CEO, “[j]ust like

I tell our folks we 100% always protect you and LN on your
lanes,” and “I always protect you on

rebates, promotor position, ticketing.” The cozy relationship
between Live Nation and Oak View

Group covers several areas that ultimately impact fans.



73. First, Live Nation and Oak View Group have agreed to a
competitive détente in

concert promotions to avoid competition between the two companies
over artists and tours. In

2016, for example, after learning that Oak View Group offered to
promote an artist Live Nation

had previously promoted, Live Nation’s CEO immediately emailed
Oak View Group, warning

that such competition would only lead to artists demanding more
compensation. He wrote:

“whats up? We have done his [touring] and vegas[.] Let’s make
sure we don’t let [the artist

agency] now start playing us off.” Oak View Group’s CEO backed
down: “Our guys got a bit
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ahead. All know we don’t promote and we only do tours with Live
Nation.” Oak View Group’s

other co-founder followed up: “Growing pains,” later noting that
Oak View Group’s executives

“should never discuss comp [for artists],” and Oak View Group’s
talent buyers would work for

Live Nation.

74. This was not a one-off episode. In 2022, Live Nation’s CEO
again challenged the

CEO of Oak View Group after learning that Oak View Group made
another direct promotions

offer: “who would be so stupid to do this and play into [the
artist agent’s] arms”? Oak View

Group’s CEO again backed down: “We have never promoted without
you. Won’t.” Oak View

Group’s CEO later added that he was “[m]ore than happy to do
these deals thru LN as I have

always been aligned,” and that “I never want to be competitors.”



75. As a Senior Vice President at Oak View Group explained to a
colleague in 2019

when approached about potentially bidding on a tour: “It has been
our policy to stay on the

sidelines when it comes to buying and specifically promoting tour
dates as we are cognizant not

to compete with our partner Live Nation in this side of the
business.”

76. Second, just as Oak View Group effectively ceded the concert
promotions space

to Live Nation, Live Nation effectively ceded its arena
consulting business to Oak View Group.10

Shortly after its founding, Oak View Group formed an alliance
with venues to provide “insights

and access to premier sports and live entertainment content,” a
venture that encroached on Live

Nation’s own consulting business, Live Nation Arenas. To relieve
this competitive friction, Oak

View Group’s CEO proposed that Live Nation Arenas combine with
Oak View Group and that

the head of Live Nation Arenas join Oak View Group’s alliance
board of advisors, which he did

10 Arena consulting services are advisory services for venues
that may include assistance with booking shows,

selecting and working with promotors and ticketers, and getting
sponsorship deals.
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In his proposal, Oak View Group’s CEO warned the head of Live
Nation Arenas, “[w]e are

experiencing Arena’s that want to play us off one another.”

77. Live Nation identified three paths forward with regard to Oak
View Group:



“1) Lead 2) Follow 3) or get out of the way.” Live Nation
ultimately decided to “get out of the

way” in deference to Oak View Group, just as Oak View Group
agreed to get out of the way of

Live Nation for promotions. In some instances, Live Nation Arenas
and Oak View Group

decided to partner with one another for agreements with venues,
sharing the profits instead of

competing for the contracts. The relationship between Live Nation
and Oak View Group is so

cozy that these venue partnerships were entered into on nothing
more than verbal agreements.

Through its venue development deals, venue management deals, and
venue alliances, Oak View

Group can help direct Live Nation content to venues across the
country and demand or influence

the use of Ticketmaster at these venues.

78. Third, Live Nation exploits its long-term relationship with
Oak View Group to

flip venues to Ticketmaster, further cementing Ticketmaster’s
power. In 2022, Live Nation and

Oak View Group entered into a long-term ticketing services
agreement. This agreement makes

Ticketmaster the exclusive primary ticketer for the five venues
owned by Oak View Group and

obligates Oak View Group to “advocate for” exclusive agreements
with Ticketmaster for more

than 100 venues Oak View Group manages. The agreement also
applies to all future venues

owned or managed by Oak View Group, essentially locking those
venues into long-term

exclusive Ticketmaster agreements.

79. For Oak View Group-managed venues currently under exclusive
ticketing

agreements with Ticketmaster, the agreement obligates Oak View
Group to advocate to the

venues for extensions of those agreements on the existing terms,



with an annual increase to
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Ticketmaster’s portion of the per-ticket service fee for primary
tickets. For venues not currently

utilizing Ticketmaster, the agreement obligates Oak View Group to
advocate that the venues

enter into exclusive Ticketmaster agreements with predetermined
standard financial terms. These

terms include fee splits for primary ticket sales that are
generally less favorable for the venues

than their current ticketing contracts. Nonetheless, Live Nation
has enlisted Oak View Group to

push these new contracts, subverting the ticketer selection
process Oak View Group runs on

behalf of its clients. As Oak View Group’s CEO explained to Live
Nation’s CEO, the deal

“allows us to tie up all Owned and Operated facilities to 10 year
deals, develop a standard A and

B market deal for all future projects and to convert all OVG 360
deals to TM now or as they

expire for 10 years.. Appreciate the consideration and partnership
and all of us will work

diligently on this so we are always aligned with TM.”

80. Oak View Group’s compensation for its “advocacy” includes a
substantial

“incentive payment” from Live Nation plus significant annual
payments. Through these

payments, Oak View Group is able to share in the Ticketmaster
monopoly profits it helps

protect. Oak View Group projected that the deal would flip at
least 22 venues to Ticketmaster

over the next four years; Live Nation likewise recognized that
this deal was a “win” for

Ticketmaster because it “incentiviz[ed]” Oak View Group “to



convert all the [Paciolan]

buildings to [Ticketmaster].” As venue manager, Oak View Group is
able to control which nonincumbent ticketing services are invited
to submit bids for ticketing service proposals and often

only invites Ticketmaster. The agreement between Live Nation and
Oak View Group takes off

the table several of the limited opportunities rival ticketers
have to compete against Ticketmaster.

So far, Oak View Group is on pace to hit its goal: in 2023 0Oak
View Group converted six venues

to Ticketmaster
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