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Item 2.02 Results of Operations and Financial Condition.

Pursuant to ValueVision Media, Inc. presenting at the ICR Xchange Conference on January 14, 2010, attached is an updated
investor presentation, which includes strategic outlook and fiscal year 2009 business update.

The information in this Item is furnished to, but not filed with, the Securities and Exchange solely under Item 2.02 of Form 8-K,
“Results of Operations and Financial Condition.”

ltem 9.01 Financial Statements and Exhibits.
99.1 Investor Presentation Slides dated January 14, 2010.




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.

ValueVision Media, Inc.

January 14, 2010 By: /s/ Nathan E. Fagre
Name: Nathan E. Fagre
Title:  Senior Vice President, General
Counsel and Secretary
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Exhibit 99.1

ShopNBC

ICR XCHANGE INVESTOR CONFERENCE

ValueVision Media (NASDAQ: VVTV)

Keith Stewart, President & CEO
Frank Elsenbast, SVP & CFO

January 14, 2010

www.shopnbc.com
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ONE COMPANY. ONE BRAND.

*  Multi-channel retailer on TV & Internet

$517 million (LTM)

32% Internet (LTM)

75 million homes, streamed online, iIPhone
1 million active customers

4.2 million shipped units (LTM)

« Financial assets (10/31/09)

$32 million cash & restricted cash

520 million unused line of credit

$39 million real estate & TV station

$116 million inventory & accounts receivable

« Differentiated value proposition

Fremium lifestyle merchandise
Upscale price point: $98
Multi-line shipping

Speed to market

Destination and authority for:
home, fashion, jewelry and beauty




M
STRONG PLATFORM OF TV DISTRIBUTION

Broadcast into 75 million homes nationwide.




Sl

INDUSTRY FUNDAMENTALS - WHERE WE FIT

Fundamentals
Multichannel Retailing:

Leveraged marketing on
TV and Web platforms

Distribution &
Penetration per Home

Merchandise Categories

Margins
Average Selling Price

EBITDA Margins

ShopNBC

$517 million revenue
68% / 32%

75 million homes

$7 per home

Home, Fashion, Jewelry,
Beauty, Consumer
Electronics

32%
$98
(6%)

QVC (LTM)

$5 billion Rv (U.S.)
72% 1 28%

90 million homes
$58 per home

Home, Fashion, Jewelry,
Beauty, Consumer
Electronics

34%
$58

21%

The multi-channel retailing business model has a proven track record.
Executed correctly, it is the most profitable form of retailing. 4
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TODAY VS. TRANSITIONAL FUTURE —

In Millions 2008 Future*
Sales $568 $1,100
Homes Distribution 72 85
Margin % 32% 35%
OpEXx % (Ex. D&A) 41% 25%
iBa::'uD“t; % of Sales, (9%) 10%*

Top line growth drives the business model to profitability
due to scalability and operating leverage.

“Future represents management's objectives only and does not constitute a financial forecast or projection of future company performance.
Theze management objectives are for the company’s annual operating model after a period of approximately 3-5 years from fizcal 2009, 5
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)
STRATEGY FOR SUCCESS

Mission: Be the premium
lifestyle brand in electronic
retailing that surprises and

delights the customer L
\_/ ry
- #3 Sales Growth at High
\_/ Increase Contribution Margin
#9 Top Line Sales  Drives Rapid EBITDA
Improvement

A Increase

b Merchandise Margin

#1

Hold Fixed Cost
Structure Steady

6
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WORLD CLASS LEADERSHIP

Over 140 years of combined multi-channel leadership experience with a
proven track record of success.

Randy Ronning, Chairman of the Board
36 years of multi-channel retail, JC Penney - QVC

Keith Stewart, President & CEO
20 years of multi-channel retail, QVC

Frank Elsenbast, CFO & SVP Finance
20 years of corporate finance, ShopMNBC - Fillsbury — Arthur Andersen

Kris Kulesza, SVP Merchandising
33 vears of multi-channel retail, Hallmark - HSN

Carol Steinberg, SVP E-commerce
15 years of multi-channel retail, QVC - David's Bridal

Jean Sabatier, SVP Sales & Product Planning
12 years of multi-channel retail, QVC

Darlene Daggett, Strategic Advisor
30 years of multi-channel retail, QVC - Acappella

Bob Ayd, Strategic Advisor
30 years of multi-channel retail, QVC — Macy's

Fi
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S
THE RIGHT PRODUCT MIX

2008

Future

BEAUTY

Stronger brands and
compelling product

_f at higher margins
% lead to predictable
~ performance.

*Future represents management's objectives only and does not constitute a financial forecast or projection of future company performance.
Theze management objectives are for the company’s annual operating model after a period of approximately 3-5 years from fizcal 2009, 8
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IT'S ALL ABOUT THE CUSTOMER

Over 1 Million Customers

1,100,000
1,000,000
900,000
800,000
700,000

600,000
500,000

400,000 -
300,000 -

LTM 2008
LTM 2009

Broadened merchandise mix, improved customer experience, and lower price
points has led to strong growth in New and Active customers in F'09.

www.shopnbc.com
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Industry Leading Multi-Channel Retailer

Web Sales Penetration
459, -

38%

35% -
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FO9 Q1
FO9 Q2
FO9 Q3
FO9 Q4 QTD

ShopNBC.com continues to increase overall penetration as customers enjoy the
ease and speed of ordering as well as the expanded assortment now available.

10
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Significantly Increased Operational Efficiencies
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Transactional costs relating to order capture, customer service & fulfillment
are down significantly vs. prior year driven by increased unit volume,
lower return rates and improved customer experience. -
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