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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.”  

   

Item 2.02   Results of Operations and Financial Condition. 

Item 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 

  
ICR XCHANGE INVESTOR CON FERENCE ValueVision Media (NASDAQ: VVT V) K eith Stewart , Presiden t & CEO Frank Elsenbast, SVP & CFO January 14, 2010  www.shopnbc.com 



   

  
Mult i-channel retailer on  TV & Internet $517 mill ion (LTM) 32% Internet (LTM) 75  mil lion  homes,  streamed online, iPhone 1 mill ion active customers 4.9  mil lion shipped uni ts (LTM) Financial assets (10/31/09) $32 mi llion cash & restricted  cash  $20 mill ion unused line of credit  $39 mill ion real estate & TV station $116 mi llion inven tory & accounts receivable Differen tiated value proposit ion Premium lifestyle merchand ise Upscale price point : $98 Multi -line sh ipping Speed to market Destination  and au thority for: home, fash ion, jewelry and  beauty 2 www.shopnbc.com ONE COMPANY. ONE BRA ND. 



   

  
3 ST RONG PLATFORM OF TV DIST RIBUT ION Broadcast into 75 million homes nat ionwide. 



   

  
INDUSTRY FU NDAMENTALS - WH ERE WE FIT The mu lti -channel retail ing business model has a proven track  record. Executed correctly, it  is the most profitable form of retail ing.  www.shopnbc.com Fundamentals ShopNBC QVC (LTM) Mult ichannel Retailing: Leveraged marketing on TV  and  Web platforms $517 million revenue 68% / 32% $5 bill ion Rv (U.S.) 72% / 28% Dis tribut ion & Penetration per Home 75 mil lion  homes $7 per home 90 million  homes $58 per home Merchandise Categories Home, Fash ion, Jewelry, Beauty, Consumer Electronics Home, Fash ion, Jewelry, Beau ty, Consumer Electronics Margins 32% 34% Average Selling Price $98 $58 E BITDA Margins (6%) 21% 4 



   

  
5 TODAY VS. TRANSITIONAL FUTURE www.shopnbc.com Top line growth drives the bus iness model to profitabi lity  due to scalability  and operat ing leverage. In Mi llions 2008 Future* Sales $568  $1,100  Homes Distribution  72 85  Margin % 32% 35% OpEx % (Ex. D&A ) 41% 25% EBITDA, % of Sales, as adjusted (9%) 10%+ *Future represents  management's objectives only  and does no t const itute a financial forecast or projection of future company performance. These management object ives are for the company's annual operating model after a period of approximately 3 -5 years from fiscal  2009 . 



   

  
STRATEGY FOR SUCCESS 6 www.shopnbc.com Sales Growth at High Contribut ion Marg in Drives Rapid EBITDA Improvement Increase Top Line Sales Increase Merchandise Margin Ho ld Fixed Cost Structure Steady Mission: Be the premium li festyle brand in  electronic retail ing that surprises and delights the customer 



   

  
WORLD CLASS LEA DERSHIP 7  www.shopnbc.com 



   

  
THE RIGHT PRODUCT MIX 8 www.shopnbc.com *Fu ture represents  management's objectives only  and does no t const itute a financial forecast or projection of future company performance. These management object ives are for the company's annual operating model after a period of approximately 3 -5 years from fiscal  2009 . Stronger brands and compel ling product at higher margins lead to predictable performance. 



   

  
New and Act ive Customer Growth vs. LY IT'S ALL ABOUT THE CUSTOMER www.shopnbc.com 9  Broadened merchandise mix, improved customer experience, and lower price points has led to s trong g rowth in  New  and  Active customers in F'09. Total  customer base up  33% in  2009 Over 1 Mil lion  Customers 



   

  
F08 F09  Q1 F09 Q2 F09 Q 3 F09 Q4 QTD 0 .32 0.3  0.31 0 .34 0.38  Industry  Leading Multi -Channel Retailer www.shopnbc.com 10 ShopNBC.com con tinues to increase overall  penetrat ion as customers enjoy the ease and speed of ordering as well  as  the expanded assortment now avai lable. Web Sales Penetration  



   

  
F08 F09  Q1 F09 Q2 F09 Q 3 F09 Q4 QTD 4 .82 4.42 3.55 3.29 3.34 Signi ficant ly Increased Operational Efficiencies w ww.shopnbc.com 11 -13% -26% -34% -20% Transact ional costs relating  to order cap ture,  customer service & ful fillment are down significantly vs. p rior year driven  by increased  unit  volume, lower return rates and improved customer experience. 



   

  
KEY Q4 & YTD ACCOMPLISHMENTS 12  www.shopnbc.com Fiscal 2009: A transfo rmational year for ShopNBC Surpassed 1 mill ion active customers (LTM) New customers up  67% and Active customers up 37% YTD Cancel and Retu rn  Rates down 11% YTD  Broadened appeal by lowering average selling price throughout the year to $98 in Q4, down 29% vs. prio r year Category  growth in health, beauty , food and home Increased community of new vendors by 155% Y TD Industry  lead ing Internet sales penetration, 38% of total  business in Q4 Improved customer experience and operational  efficiencies led  to significantly lower transactional  costs,  down 20% per unit in Q4 Successful re-negotiation of 65% of cable and satel lite homes led to cost sav ings of $24 mill ion Strengthened balance sheet with $20 mi llion revolving credi t facil ity  



   

  
INNOVAT IVE  FUTURE, HARNESS POTENTIAL 13 "ShopNBC Anywhere" Interactive TV and HiDef Expansion o f Logist ics, Studios International Growth www.shopnbc.com 



   

  
INVESTMENT HIGHLIGHTS Future*  $1.1 b illion sales at  10%+ EBITDA E stablished industry, winning model Experienced leadership, proven success Rapid customer growth, over 1 mi llion Industry-leading web sales penetration Fixed cost structure poised for scale Innovative futu re, harness potential  14 www.shopnbc.com *Fu ture represents management's  objectives only and  does not consti tute a financial forecast or projection of future company performance. These management ob ject ives are for the company's  annual operating  model after a period of approximately 3 -5 years from fiscal  2009 . 



   

  
15 APPENDIX www.shopnbc.com 



   

  
16 www.shopnbc.com VV TV SHARE PRICE +1900% vs. Jan 09  



   

  
COMPANY MILEST ONES 1999: GE & NBC investment Common stock reaches $60  2000: Expansion of Dis tribut ion Center for Polo.com joint  venture 2004 : Reaches 55 mill ion homes 1991: Init ial Publ ic Offering 2007: Reaches 70 mi llion homes Sell  stock in Polo.com for $42 mill ion .T V launches 2008 : Keith  Stewart joins as COO 1991 1999 2000  2001 2004 2007 2008 2009  2001: Branded as ShopNBC 2009: Keith Stewart  appoin ted CEO Darlene Daggett joins as consultant Board  of Directors reconstituted GE Preferred Stock extended  Main cable deals renewed at lower rate Randy Ronning appointed Chairman Suzanne Somers launches on ShopNBC Launch  of mob ile strategy Milestones Chart  17 2009: 1 mil lion  customers 



   

  
18 www.shopnbc.com VV TV FINANCIAL SUMMARY 



   

  
19 www.shopnbc.com E BITDA RECONCILIATION (a) EBITDA as defined for this stat istical p resentat ion represen ts net income (loss) for the respective periods exclud ing depreciation  and  amortization expense, interest income (expense) and income taxes.  The Company defines EBITDA, as adjusted, as EBITDA excluding non-recurring non-operating gains (losses) and equ ity in income from Ralph Lauren Media, LLC; non-cash impairment charges and w ri te-downs; restructuring and chief executive o fficer transition costs; and non-cash share-based  compensation expense. Management has included the term EBITDA, as adjusted, in i ts E BITDA reconci liation in  order to adequately assess the operat ing performance of the Company's "core" telev ision and internet businesses and in  order to maintain comparabili ty to its analyst 's coverage and  financial  guidance, when g iven. Management bel ieves that EBITDA, as adjusted, allows investors to make a more meaningfu l comparison between our core business operat ing resul ts over di fferent periods of time with those of other simi lar companies. In add ition, management uses EBIT DA, as adjusted , as a metric measure to evaluate operating  performance under its management and  executive incentive compensation  
programs. EBITDA, as adjusted, should no t be construed as an al ternat ive to operating income (loss) or to  cash  flows from operating activi ties as determined in accordance with generally accepted accounting princip les and should not be construed  as a measure of l iquidity . EBITDA, as adjusted, may not be comparable to similarly  en tit led measures reported  by other companies. 



   

  
20 Forward-Looking Information  This  presentat ion con tains certain "forward -looking statements" with in the meaning of the Private Securit ies Lit igation Reform Act of 1995. These statements  are based on management's  current expectations and are according ly subject to uncertainty and changes in  circumstances. Actual resul ts may  vary material ly from the expectat ions con tained herein due to  various important factors,  includ ing (but not limited to ):  consumer spending and  deb t levels;  interest rates; competit ive pressures on  sales, pricing  and gross profit margins; the level of cable distribution for the Company 's p rogramming and the fees associated therewith ; the success o f the Company's e- commerce and rebranding  init iatives; the performance of i ts equity investments; the success of its  strategic alliances and relationships; the ab ili ty of the Company to manage i ts operating expenses successful ly; risks associated  with acquisitions; changes in governmental or regulato ry  requirements; l itigation  or governmental proceedings affecting  the Company's operations; and the ab ility of the Company to obtain and retain key  executives and employees. More detailed information about those factors is set forth in the Company's fil ings with the Securities  and Exchange 
Commission , includ ing the Company's  annual report on Form 10-K, quarterly reports on  Form 10-Q, and current reports  on Form 8 -K. The Company is under no obligat ion (and expressly disclaims any such obl igation) to update o r alter i ts forward-looking statements whether as a result  of new information, futu re events  or otherwise. www.shopnbc.com 


