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Re: Ex Parte Presentation Regarding CSR 5698-Z (Petition for Declaratory
Ruling of Time Warner Cable) and CS Docket No. 98-120 (Carriage of
Digital Television Broadcast Signals)

Dear Ms. Salas:

On July 27. 2001, counsel for Gemstar-TV Guide International, Inc.
C'Gemstar"), Stephen Weiswasser, Gerard Waldron and Jennifer Johnson, all of Covington
& Burling, made an oral ex parte presentation relating to CSR 5698-Z to Ken Ferree, Bill
Johnson, Barbara Esbin, Deborah Klein, and Steven Broeckaert, all of the Cable Services
Bureau. In this presentation, Gemstar counsel provided background on Gemstar and
reviewed the legal positions previously taken in written filings by Gemstar in CSR 5698-2.
Gemstar discussed the interplay between the issues presented in CSR 5698-Z and those
being examined by the Commission in other contexts, in particular in the digital cable
carriage proceeding (CS Docket No. 98-120). Gemstar also responded to questions
regarding its legal positions and the Guide Plus+ EPG. Gemstar counsel provided those at
the meeting with copies of the attached documents regarding Gemstar's Chairman and CEO
Henry Yuen, the Guide Plus+ EPG, and the reasons why the EPG material at issue is
"program-related" under the must-carry statute and the Commission's standard.

An original and three copies of this ex parte notice (two copies for each
docket) and attachments are being submitted in compliance with the Commission's rules,
with copies to those who attended the meeting.

Attachments
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Henry Yuen Wants to be Your TV Guide
FORTUNE
Monday, August 14,2000
By Marc Gunther

A couple of years ago Rupert Murdoch and John Malone set out to dominate the
world of TV listings. With viewing choices exploding, they figured, whoever could
build a gateway to television would hold sway over the vast TV audience.

Murdoch's News Corp. already owned TV Guide magazine. Malone's Liberty
Media, through a company called United Video, controlled a cable channel that
offered scrolling listings. They agreed to put them together and launch a $2.8
billion takeover bid for a small company called Gemstar, which possessed the
last and most potent weapon they needed-an interactive program guide that
threatened to make their old-fashioned TV listings obsolete.

It was an unfriendly takeover, but Murdoch and Malone figured they could
overpower the one man who stood in their way: Henry Yuen, Gemstar's brilliant
but quirky CEO. A Chinese immigrant, Yuen, now 52, had helped invent a gadget
to make it easier to program VCRs. He was a mathematician, not a media guy,
and he was unschooled in corporate warfare. What's more, Gemstar's biggest
shareholder and Yuen's investment banks wanted to accept the bid, which
initially represented nearly a 50% premium over the company's share price. If
Las Vegas gave odds on takeover battles, Yuen would have been the longest of
long shots.

Yuen, though, doesn't play the odds-or by anything resembling a conventional
rulebook. The very fact that Murdoch and Malone coveted Gemstar reinforced
his belief that he was building a valuable franchise: he knew they needed his
technology, and he eventually persuaded his board not to sell. Then he turned
the tables on Murdoch and Malone. Their bid-and Yuen's refusal to accept it-put
a spotlight on Gemstar. Wall Street took notice, Gemstar's shares skyrocketed,
and Yuen became a billionaire. Last October he persuaded Murdoch and Malone
to sell him TV Guide Inc. for Gemstar stock then valued at $9.2 billion. "The prey
devoured the hunters," says a Gemstar insider.

With the acquisition, Yuen takes over TV Guide, the top-selling weekly magazine
in America, the scrolling TV Guide cable channel, and their ties to advertisers
and TV-loving consumers. He also eliminates his biggest rival. The Justice
Department's antitrust division scrutinized the merger for months before
approving it, July 11; the deal closed the next morning, before any of Gemstar's
enemies could try to block it in court. The result? Malone's Liberty Media and
Murdoch's News Corp. each own about 19% of the combined enterprise, called
Gemstar-TV Guide International. But Yuen, who himself owns about 10% of the
stock and has an ironclad contract making him CEO, will run the show.

That's no surprise to those who have tangled with the little-known entrepreneur.
"Henry Yuen is at the very, very top echelon of the smartest people in the world
of the media and Internet and technology," says Tom Rogers, a former NBC
executive who is now CEO of publisher Primedia.

Yuen intends to make Gemstar a big force in media by creating and controlling a
TV portal-the first screen viewers will see when they turn on their TVs to
navigate hundreds of choices. The Yahoo of television, it's been called. But Yuen
argues that his TV portal will be bigger than Yahoo's Internet gateway because

http://www.fortune.com/indext.jhtml?channel=print_article.jhtml&doc_id=00000789 07/2612001



Fortune com

TV is far more pervasive than the Internet. The TV is on for seven hours a day in
the typical American home, and Yu~n predicts that viewers will click on his guide
at least four times an hour, generating hundreds of millions of page-views if the
guides proliferate. Right now, Gemstar's guides are built into nearly three million
TVs, while TV Guide's own interactive guides, which are distributed over cable
and satellite, reach another 3.5 million homes.

"My vision is to make the electronic program guide as commonplace as the
remote control is today," says Yuen. Because Gemstar holds about 90
surprisingly broad patents covering the electronic program guides, or EPGs,
Yuen says every TV manufacturer, cable operator, satellite TV provider, or
Internet company that installs a guide in a TV or set-top box must obtain a
license for his technology. Others vigorously disagree, but Yuen has struck
licensing deals for his EPGs with Microsoft and America Online-both of which
analyzed his patents closely before agreeing to pay him tens of millions of dollars
in fees--along with RCA, Sony, Philips, and others.

With that intellectual property as the foundation, Yuen has begun to build an
unusual media empire. To sell advertising on his EPGs--a business that analysts
say could generate billions in revenues-Gemstar has formed a joint venture
called @TV Media with NBC and France's Thomson, whose RCA TV sets are
the biggest sellers in the U.S. He has also persuaded Thomson to equip a
minimum of 30 million new TVs with two-way paging modules that will enable
viewers to shop at home using their remote control. (Yuen calls that T-commerce
and claims it will be profitable, unlike selling on the Internet.) And, as if he didn't
have enough to do, Yuen in January acquired the two leading manufacturers of
electronic books, NuvoMedia and Softbook, along with their patents. (He didn't
tell either company he was buying the other until the last minute.) This fall, again
with RCA's help, he'll go all-out to drive down the price of e-books and get
500,000 of them into the hands of consumers. That, too, could become a big
business-an Andersen Consulting study predicts that 28 million people will be
spending $2.3 billion annually on e-books by 2005.

Those two products--EPGs and e-books-represent the glittering promise of
Gemstar-TV Guide and are the reason the company boasts a market
capitalization of about $30 billion. "Even at its current market cap, Gemstar is
one of the most underappreciated companies out there," says Michael Graham,
an analyst with Robertson Stephens. "It's got the potential to be one of the
biggest media companies ever. They have monumental, gargantuan prospects."

Note that last word: "prospects." Bullish analysts like Graham look ahead for a
good reason: Gemstar's existing businesses are fading. This year Gemstar and
TV Guide together will generate revenues of about $1.5 billion and operating
income of about $400 million. (Yes, the company is valued at an eye-popping 20
times revenues and 75 times cash flow.) Yuen's biggest business, TV Guide
magazine, has suffered from falling readership and profits for years; its
circulation has dropped from 14 million to 11.8 million since the mid-1990s, while
its operating income has slid from $203 million to $155 million. The prospects are
no brighter for the clunky TV Guide cable channel. As Yuen himself says, "It
really doesn't make sense for a print or scrolling guide to work anymore."
Gernstar's original business, built around the device known as VCR Plus, has
also matured.

So Gemstar is clearly a company about the future, a bet on Henry Yuen's ability
to execute two big and unproven ideas: EPGs as portals, and e-books. Can he
do it? Well, he has to be taken seriously because of his track record and his
seemingly impregnable patent portfolio, which covers EPGs, e-books, the notion
of equipping TVs with pagers, and goodness knows what else. To underscore
their importance, framed patents decorate the halls of Gemstar's modest offices
in Pasadena. "The secret of his success is that Henry owns every idea he has,"
says Perry Lerner, a New York investor and former Gemstar director. "He figures
out ways to tum ideas into property."

Yuen, as a result, has some powerful enemies-and, it's safe to assume, a tall
stack of legal bills. By agreeing to merge, Gemstar and TV Guide settled a six
year-old lawsuit over the patents for interactive guides; initial rulings favored
Gemstar. Right now, Gemstar is battling in court with General Instrument (a unit
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of Motorola), Scientific Atlanta, and Pioneer Electronics, the major manufacturers
of cable set-top boxes; they accuse Gemstar of abusing its patents, violating
antitrust laws, and trying to monopolize the EPG business. Gemstar also sued
the Silicon Valley company TiVo over its guide; that case is pending. And
Gemstar has threatened to sue satellite TV provider Echostar too. The thing is,
Yuen's track record in court is unblemished: He's never lost a major lawsuit, and
he's collected big jUdgments from Scientific Atlanta and General Instrument that
included punitive as well as compensatory damages.

Big cable operators don't like Gemstar either. Time Wamer Cable (which, like
FORTUNE's publisher, is a unit of Time Warner) went so far as to make
Gemstar's guides useless in some cities by deploying technology that prevents
Gemstar's TV listings from traveling through its cable wires. Federal regulators
are being asked to untangle that dispute. Cable operators are reluctant to
discuss Gemstar, but it is clear that they want to build TV portals of their own.
Says one cable executive: "There's no way the cable industry is going to yield
total control to Henry Yuen. We'll go with no guides at all before we'll do that."

The man in the middle of this maelstrom is a latecomer to the business world. He
carries a backpack instead of a briefcase, often speaks like the college lecturer
he once was, and seems to run all of Gemstar out of his own head. Born in
Shanghai and raised in Hong Kong, Yuen came to the U.S. for college and
earned a Ph.D. in applied math from Cal Tech. He worked for 18 years as a
research scientist at TRW, where he specialized in the mathematical description
of ocean waves. "I published over 70 papers on that strange little area," he says.
Strange, but not insignificant--Yuen's work aided in global weather forecasting
and has what he discreetly calls "defense implications." Always ambitious, he
earned a law degree at night and built a part-time law practice representing
Asian companies in the U.S. He started Gemstar with several grad-school friends
when he turned 40-"lt was a bit of a midlife crisis," he says-because they
wanted to get into business.

"Science is like solving puzzles," Yuen explains. "I find law is a little more like
playing chess. Business is the most exciting. There are no rules. It's a free-for
all."

After Yuen had difficulty programming his VCR to videotape a baseball game, he
and his Gemstar friends came up with VCR Plus. The gizmo, still widely in use,
enables TV viewers to record a show with their VCR by entering a mathematical
code printed in the TV listings into their remote controls.

Technologically it's not complex, or so, at least, says Yuen, with his Ph.D. in
math. But as a business proposition, VCR Plus presented a daunting chicken
and-egg problem: Gemstar needed to persuade publishers to print the numerical
codes in their TV listings, consumer electronics outlets to carry the newfangled
remotes, and TV viewers to buy them for about $60 apiece-all more or less
simultaneously. "I was totally naive, and I was extremely energetic. It was a good
combination," he said. -We got the bliss of ignorance." Somehow they got
newspapers not just to print the codes but to pay for them-even though the VCR
Plus business was utterly dependent on their distribution.

Naturally Yuen asked TV Guide to print his codes too. As part of the
negotiations, he agreed to sell 20% of Gemstar for $5 million to News Corp. But
Murdoch's people backed out at the last minute because their company faced a
credit crunch. Big mistake. Gemstar was soon selling millions of VCR Plus
remotes. "It was a great hit," Yuen says. Later, Yuen licensed the technology to
VCR makers, which built it right into their machines; his profit margins soared
past 40% because most licensing revenues drop to the bottom line. Today,
Gemstar says, the VCR Plus system is used in about 80 million homes in 40
countries and is built into 60% of all VCRs sold.

From the beginning, Gemstar was an unconventional company. When the giant
Consumer Electronics Show in Las Vegas tried to charge Gemstar what Yuen
thought was an outrageous fee for a booth, his CFO and trusted aide Elsie
Leung flew to Vegas and in one day bought a $500,000 house on a golf course.
Ever since, Gemstar has shuttled customers to the house to show off its latest
technology. "People enjoy going there, and we can actually do some business,
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instead of shouting over the din," Yuen says.

When Gemstar needed to diversify beyond VCR Plus, executives toyed with "a
bunch of ideas, some of them even patented," Yuen recalled. "Why don't we
make Toaster Plus? Coffee Plus?" Their next invention--software called Index
Plus, which tracks shows recorded on videotape--never caught on, but it did lead
Yuen into the world of interactive program guides, a labyrinth of technological
complexity, legal pitfalls, and business machinations. It was the perfect arena for
his set of talents. "I'm a puzzle solver," he says.

Gemstar was neither the first nor the biggest player in the EPG game. The early
mover was a company called Starsight, a Silicon Valley firm backed by cable and
media giants including Viacom, Tribune, and Thomson. Malone and Murdoch
were working, together and separately, to develop guides, as were set-top box
makers Scientific Atlanta and General Instrument. A tiny Boston startup called
VideoGuide had a guide that used paging technology to deliver listings to TVs.

From his experience with VCR Plus, Yuen knew he needed patents. He took
Gemstar public in 1995--the company was then valued at about $250 million-
and went on an acquisition spree, buying both VideoGuide and Starsight; they
had collectively lost more than $70 million because interactive TV was slow to
develop. That made Yuen the biggest force in the business, along with Malone's
United Video, and as they fought in court, each came to believe that he needed
the other. Gemstar had the intellectual property, while Malone had the cable
relationships and, after allying with Murdoch, the power of the TV Guide brand.

Yuen could have pocketed about $300 million by selling them Gemstar in 1998,
but as he told everyone at the time, he didn't care. "I have very simple tastes,"
Yuen says. "I don't know how to spend money." Others. including his biggest
investor, a Hong Kong real estate man named Thomas Lau. who owned 24% of
the company, and Viacom and Thomson, which owned 6% each. wanted to cash
out. Goldman Sachs and Morgan Stanley. which were advising Lau, also pushed
for the deal. "We had lots of heated conversations about the value of the
company," recalls Jim Meyer, a Gemstar director and the top U.S. executive of
Thomson. "One of the hardest to convince was me." Only by lobbying
relentlessly did Yuen convince the board that Gemstar, by rejecting the bid,
would become even more valuable.

Last fall's merger negotiations with TV Guide were no easier, given the bad blood
between the two companies. (Their talks began after a federal jUdge told them to
try to settle their lawsuits.) This was a combination of old- and new-media
companies without precedent; it raised thorny issues of valuation. as AOL's
proposed merger with TIme Warner would later. In both deals, new media
triumphed: Although Gemstar will contribute about 20% of the revenues and 35%
of the operating income of the combined company. its stockholders own about
55% of the equity because it is the growth engine.

To protect themselves, Murdoch and Malone's operatives held out for a
corporate structure that's more like a confederation than a conventional
company. Yuen, as CEO, will run Gemstar from Pasadena, with co-President
and CFO Elsie Leung and executive vice president Steve Weiswasser, an
experienced media executive. Joe Keiner, a former News Corp. executive, and
Peter Boylan, a Liberty lieutenant, are also co-presidents. Keiner operates the
magazine, the scrolling cable channel, and advertising sales from New York; and
Boylan manages the cable-based interactive guide, a horse-racing channel, and
other assets from his base in Tulsa. Keiner and Boylan have six-year
employment contracts, and Yuen can't fire Keiner without the approval of News
Corp., or Boylan without the consent of Liberty.

"I report to Henry," Boylan explains. "but Henry can't fire me or change my
compensation or change my responsibilities without Liberty's approval." But he's
quick to add, "Henry and I actually have a great relationship despite the
incredible tension that existed in the past."

For his part. Yuen concedes the obvious--that the structure's not ideal. "That's
probably the best management structure I can negotiate under the
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circumstances," he says. Culture clashes are all but certain, particularly because
Yuen and Leung are extremely frugal. A single employee at Gemstar, for
example, handles public relations and investor relations, and even the smallest
expenditures must be approved by Yuen and Leung. "I have a headache having
my budgets go through Elsie," Yuen says. "They're going to have to share the
same headache."

For the merger to work, Yuen will have to share power, something he hasn't
done in the past. Working seven days a week, he approves hires, reads legal
contracts, and edits press releases. "I don't think there's a word for 'delegate' in
Chinese," jokes Jack Healy, an executive with @TV, the Gemstar-Thomson-NBC
joint venture. A boss who combines intellectual rigor with charm, Yuen is also
intensely private. Senior staff at Gemstar don't seem to know where he lives or
where he is at any given time; he's best reached bye-mail.

Personal quirks aside, Yuen is untested in the media big leagues. "He's going
from a world of 100 people with $200 million of revenues to a huge world with,
well, a lot more sharks in the water," says Gemstar director Jim Meyer. "Is he
smart enough? Absolutely. Will he outwork anybody? Absolutely. The question
is, Will he surround himself with the talent he needs to get the job done?"

One big job will be to refocus TV Guide magazine on its articles, not its listings.
With free TV listings widely available, readers have defected and Wall Street has
ceased to care about the print product. "The magazine is $600 million of
revenue," Boylan says, "but in terms of valuation drivers, it's not material."

Another goal of Yuen's, albeit a tricky one, is to use the magazine to drive
readers, and especially advertisers, to Gemstar's onscreen guides. You can also
be sure that TV Guide will be made available on e-books, where readers will be
able to search and annotate its listings. The magazine people might even cut
back further on listings to push TV fans who want to plan their viewing toward
Gemstar's high-growth, high-margin electronic products.

To build out his TV portal quickly, Yuen will also have to make peace with his
cable industry foes. That'll be challenging because they don't want to pay for his
patents and they don't like the fact that he's figured out ways to bypass cable
gatekeepers. Gemstar's EPGs, remember, are built into TVs, and updated
listings are delivered via broadcast signals. (In exchange for distributing his data,
ABC and NBC get top billing on Gemstar guides. Another puzzle solved.) The
two-way paging technology he's created with Thomson gives Gemstar another
way to get around cable, and provides viewers with a way to buy products
advertised on the guides.

No wonder the cable guys are distressed. They see the EPG as a valuable
platform to promote their own channels, pay-per-view movies, telephony, and
Internet access. "That guide is the gateway to the programming we're providing,"
says Lynne Elander, a Cox Cable executive. "We own the customer relationship,
and it's important for us to have control."

Fortunately for Gemstar, TV Guide has built cable partnerships by agreeing to
share branding and advertising revenues. AT&T, the biggest cable operator, has
a ten-year exclusive agreement to carry TV Guide's interactive guide. And AOL,
which is acquiring TIme Warner and its cable systems, has good relations with
TV Guide and Gemstar. Says Boylan: "It's impossible to have a situation where
the parent company, AOL, has licensed patents and respected your intellectual
property, and a wholly owned SUbsidiary, TIme Warner Cable, is infringing it."

One of the odd things here is that everyone's fighting over a business that may
or may not be worth the fuss. Is the idea of a TV portal real, or will people just
click through the guide to get to their favorite show? Naturally Gemstar's people
say the EPG is the next big thing. "This is a huge strategic, branding,
merchandising, and promotional opportunity," says Bruce Maggin, a former ABC
executive who now runs @TV. He argues that the TV portal, unlike any other
channel, will be unavoidable because it pops up whenever viewers tum on the
set. Besides that, he's building news, sports, and weather data into the guides, to
make them as "sticky" as a popular Internet site. Jack Myers, chief economist for

http://www.fortune.comJindext.jhtml?channel=print_article.jhtml&doc_id=00000789

Page50f6

07/26/2001



the Myers Report, calls the EPG "valuable real estate" and predicts that it will
generate "significant revenues."

That's presuming that Yuen keeps his eye on the prize, while merging two
companies and--don't forget--making e-books a hit, another big challenge that
he's embraced with his usual fervor. He's been spending lots of time pushing
Thomson to get e-books to market for the holiday season and lobbying
publishers to make more titles available. Yes, it's another chicken-and-egg
problem-not enough e-books out there and not enough content for them. No
matter: Yuen's grand vision for e-books puts Gemstar at dead center-as licensor
of the technology to manufacturers like RCA and Sony, as a distributor of
magazines and e-books (and competitor to Amazon and other booksellers), and
as a seller of advertising (think what Lands' End or Victoria's Secret might pay to
have its catalogs downloaded). Yuen has told publishers that he'll spend $100
million promoting e-books along with the titles they make available. That's more
than the trade book industry spent on advertising last year, he says. "We don't
dabble," Yuen says. "When we get into something, we swing for the fences."

This is a funny kind of media company, when you think about it. Gemstar will
never create a TV show or publish a novel, but Henry Yuen expects to make
money every time anyone sits down to watch television or read an e-book.
Provided he can solve a few more puzzles first.

~opyright 2001 Time Inc. All rights reserved. Reproduction in whole or in part without permission is
prohibited.
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Re: Time Warner Cable Petition/or Declaratory Ruling (CSR 5698-2)

All EPG Information In The Broadcast VBI Is Proeram-Related

The Gemstar EPG - a unified package of infonnation occupying a minuscule
amount of vacant VBI capacity - "relates" to the specific program being broadcast at the time the
VBI infonnation is being transmitted because it provides (i) detailed descriptive infonnation
about that program, (ii) a means for drawing viewers tuned to other channels to that program,
and (iii) a mechanism for the broadcaster to retain viewers who otherwise would engage in
surfing to survey competing program options. (Through a picture-in-screen feature, the EPG
allows a viewer to scan for options while continuing to watch the program on the station to
which he or she is tuned.) These factors make the integrated EPG "related" to the specific
program being broadcast by the carrying station.

When it adopted the WGN standard, the Commission necessarily recognized that
the tenn "program-related" includes infonnation that describes television programming beyond
the particular "program" being aired at the time the VBI material is transmitted or accessed. In
WGN itself, Judge Posner detennined that future programming schedules were integral to the
program being aired by the transmitting station at the particular time, finding that they provided
infonnation to viewers whose interest in the current program was "flagging." Nothing inherent
in the WGN analysis requires that the carrying station deal with flagging or changing viewer
interest with infonnation solely about its own future content. Rather, the station just as
legitimately could choose to provide infonnation about the viewer's alternative program options
in the hope that the viewer will choose to stay.

All of the program infonnation included in the EPG is "related" to the carrying
station's programs because the carrying station desires that its program schedule and offerings be
presented in a manner that facilitates comparisons among alternative program options. That is
why television broadcasters carry the EPG infonnation, generally for free. By presenting its
program infonnation in the context of the EPG, the carrying station is able to demonstrate the
strength of its programs as compared to its competitors and to ensure that its viewers will not
make program selections without infonnation about its own program offerings. A service that
provided infonnation only about the carrying station would be of little use to the station in
today's multi-channel world, because it would be rejected as unattractive and incomplete by
consumers and would do nothing to prevent channel surfing. For these reasons, the descriptions
of programming both on the carrying station and on other stations are inter-related and integral
to the carrying station's programming. One can and should treat the EPG as "program-related"
within the four comers of the WGN test, let alone the "dynamic" interpretation that the
Commission endorsed for "program-related" analyses when it implemented the 1992 Cable Act,
which indisputably would bring the EPG within the standard.

Finally, the Commission can surely conclude that descriptive information about a
television schedule and about television program content is "program-related" without fear of
opening a floodgate of new "program-related" applications. A decision finding that the Gemstar
EPG is "program-related" would reach only other services that use a minuscule amount of VBI
capacity and that consist overwhelmingly of program schedule and program-descriptive
information.



Re: Time Warner Cable Petition for Declaratory Ruling (CSR 5698-Z)

WGN Teletext vs. Guide Plus+ EPG Information

If the teletext at issue in WGN constitutes "program-related material," so must the Guide Plus+ EPG
information, since it meets the three-pronged "program-related" test far more precisely.

(1) The broadcaster intendsfor the VBI content to be seen by the viewers watching the video signal.

WGN:

• inserted by station into VBI

• intended for viewers "who own television sets equipped with a suitable decoder"

• displayed on separate channel from primary program

Guide Plus+:

• inserted by stations into VB!

• intended for viewers who own television sets or VCRS equipped with Guide Plus+ EPG feature

• no need to turn from main program to view EPG information (picture-in-picture)

(2) The content is available during the same interval oftime as the video signal.

WGN:

• shown on different channel from the main program - cannot be viewed simultaneously

• "intended to be viewed either on another television set or, more likely, on another channel of the same set"

Guide Plus+:

• can be viewed simultaneously with main program, without turning channel

• whenever EPG information is being transmitted in main program's VB!, both it and main program are
available to viewers

• whenever EPG information is being transmitted in VBI, broadcaster is offering programming described in
EPG system

(3) The content is an integralpart ofthe video program.

WGN:

• contained future programming schedules - because "not all parts of [main program] may interest every
viewer," viewer is "invited to switch to the teletext channel when his attention to the news flags, to see what
is forthcoming on WGN"

• also contained information different from that on main channel- for example, "[i]fthe main program was
discussing inflation nationwide, the teletext channel might provide data on inflation in Chicago" (notably,
the viewers at issue in WGNresided in Albuquerque, not Chicago)

Guide Plus+:

• provides specific information about program on station in whose VB! it is being transmitted (e.g., plot
summary, channel, time, description, cast, availability of closed-captioning, V-Chip ratings information, and
the like) and provides means to access that program

• allows consumers to tune in to program already in progress and instantly access detailed information that
can help decide whether to continue viewing



RCA TV models with GUlDf PIUH GOlD

Why buy RCA products equipped with
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How does aconsumer setup GUlnf PIUH GOlD?
There are 3 ways to setup GUIDE Plus+
GOLD
• Initial Setup of Television.
• By pressing the GUIDE button.
• From the TV's mam menu.
Follow the simple, on-screen instructions.
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What is GUIDf PI us+TM G0lD?

Participating TV stations insert GUIDE Plus+
GOLD information into their broadcast signal
several times each day. While the TV set is
turned off, the GUIDE Plus+ GOLD circuitry
interprets this information and downloads up
to two days of programming at a time Since
the data is being updated so often, you will
never have programming information that is
older than 24 hours.

Who will broadcast the GUIDf Plus+ GOlD
information?
A large number of TV stations will broadcast
the information including most affiliates of
ABC, CBS, NBC, FOX, UPN and CBC, in addi
tion to 150 independent stations. This will
give virtually universal coverage to the U.s.
and Canada.

Simply put, GUIDE Plus+ GOLD is a built·in
electronic program guide that provides an
instant summary of your favorite TV shows at
the touch of a button - yet requires no mOllth
ly fee! This gUide allows you to view program
listing descriptions and choose to either view
or record any program at the touch of a but
ton. It virtually eliminates the need to pro
gram your VCR

How does GUIDf Plus+ GOlD work?
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• The RCA brand is brought to you by the
#1 manufacturer of TelevIsions, VCRs and
Digital Satellite Systems in the U.S.

• RCA brand products offer outstanding
Picture, Sound and Convenience features.

• Keeping track of what's on is harder than
ever.

• Electronic program guides, like GUIDE
Plus+ GOLD, may be the biggest change
in TV since the remote control.

• Consumers love the convenience of
GUIDE Plus+ GOLD and use it more
frequently than any other feature!
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EDITOR
While in the Gnd Guide, use the ARROW keys to move
to the Guide SeleclOr.
Next, use the right ARROW key to highlight "Editor."
Press OK on the remote control
Use the DOWN arrow key and highlight the channel tha
will be lurned "on" or "off." Press Command Key"}"

Note all local cable or off-air channels are Iisled afler
initial setup. Editor is an easy way to customize the
channel lineup on the Grid Guide.

THE SORT GUIDE
While in the (;rid Guide, use the ARROW keys on the
remote lo move to the. Guide Selector, highlight "Sort ,.
Press OK or the DOWN ARROW key on the remote c011lrn
Use the left/right arrow keys on the remote to seleCl
Movies, Sports or Childrens' programming. Notice thm
each cat egor)' IS colnr coded
Further rerine your category choice (i.e" in M(lVleS~

choose AC1Wl1, Adventure, etc.), Press OK l)n the re-mot
control to view listings in that category.
Sort shows up to 8 days of listlI1gs and cal1 be used 111

[Ol1lunCI1OI1 wlth One-Touch Record and Watch
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While in the Grid Guide, use the ARROW keys on the remote

to highlight a program that you would like to watch now or

schedule lor later VIewing,

Press Command Key "I" (Watch) to activate the program to be
"watched" once

When the show begins, the TV automatically turns on and

tunes to the preselected program or overrides the current pro

gram heing ,"ewed.
The listing on the grid changes to the color orange to indicate

it was set to be watched.

LOCK
Whlie 111 the Gnd Guide, usc the ARROW keys on the
remote control to move lert and select the "Channel Icon"
01 the program that you would like to "Lock."

• Press Command Key "I" (Lock/Unlock) to activale the
"LncklUnJock" leature
The "Lock" icon appears in the preview window Ynu can
nnw search through the program listings without changing
the currenl preview picture and audio in the window.

ONE-TOUCH RECORD

u tJ;I" .-:-- ~-'~;
~ .'-.-',:' . . .~

b..._-:~ ,)«1 ;'u' ~>Cht!<tL.1IP ,~~i

II
---~ .owed ---. --, _ 6~!:'__-1

I~T The r\:~T1~ ~ • ,~wry'JOOY L I

_ • , 1'IGt I

fII
'.. -I """P-,. . . " ,'"

,I, \_<e Gc~,:.\'~r,l't" ..V,nj .!
1", .1

:i ',;,i", I;'.,<,~,.' ~_:JIL-Clt Pc"!;;! I
: · "'".""'"",re,"""":

THE GRID GUIDE
Press GUIDE on the remote to turn the gUide on and (,f!
Use the remotes ARROW keys to scroll through the TV listll1gs.
As each channellme IS highhghted, the cuncl1l program
appears 111 the prevIew wmdow and a descnption is shown
In the 1I110rmation box. Pressing the OK button will tune
dtrectly to the highlighted show
NOllee the program themes are color coordjnated~ for
example, Spons programs are highlighted green, Mcmes
purple, Scheduled recordings red, etc
Broaclcaslcrs may promote upcoming speci<tl events and
dtsplay them within the Program Guide

Whlie m the Grid Guide, use the ARROW keys on the
remote to highlight the program that you would like
In record.
Press RECORD (or Command Key "3") to set the program to
record once.

• The listing on Ihe grid changes to the color red to indicate
it was set to be recorded.

• Press RECORD (or Command Key "3") again to enter the
schedule tn change the frequency: Once, Daily, Weekly.
Put in a VHS tape, tum off the VCR and you are ready to record

Guide
Bunon

Finding out what's on
has never been eaSler l

GUIDE Plus+'" GOLD is
built-m your television
an it's an interactlve
program gUide that
IS the ultImate m
convenIence features
The remOle control
allows you to navIgate
through the gUide
qUickly and easlly

Lets you access all of the great features found in
GUIDE Plus+ GOLD,

• GRID - Lists program from off-air or local

cable services

• SORT - Looks up shows by category.

• SCHEDULE - Programs that have been
scheduled to watch or record will be listed.

• MESSAGES - Broadcasters will use to send
messages.

• EDITOR - Lets you customize your channel
listings

• SETUP - Initial setup for the Guide or
change your existing settings.

Guide Selector
~-&;rt scred~' ~~

PROGRAM liSTINGS ANn ONf·TOUCH RmRO
RIGHT THROUGH YOUR RfMOH CONTROl!




