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P R E S E N T A T I O N  

John Orr ~ 1ibertyMedia- VP, IR 

Good morriiriy. I'm Juhri Orr, Vice Presideill of Investor Relations for Liberty Media, dnd I want to welcome you ail here today. 

Before we get started, I'm going to read the highly anticipated forward-looking statements, This presentation includes certain 
forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. including statements 
about financial guidance, business strategies, market potentia1,future financial performance, new service and product launches 
and other mattersthat are not historicalfact.Theseforward-loakingstatementsinvolvemany riskand uncertaintiesthatcould 
c.au%actual resuitsto differ materiallyfrom thoseexpressed or implied bysuch statement8,including without limitation possible 
changcr in market acceptance of new products or serviceS, competitive issues. regulatory issuesand continued access to capital 
on terms acreptable to Liberty Media. These forward~looking statements speak only as of the date of this presentation, and 
Liberty Media enprcsslydisclaims any obligation or undertaking to disseminate any updates or revisions to any forward-loo king 
statement contained herein to reflect any change in Liberty Media'sexpectationswith regardtheretoor anychange in events, 
conditions or circumstances on which any such statement i s  based. Please refer to the publicly filed documents of Liberty Media, 
including the most recent Forms l&Q and 10-K for additional information about L i b e q  Media and about the risks and 
uncertainties related IO Liberty Media's business which may affect the statements made in this presentation. 
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Now briefly I will tcllyouthcagcndafor today'sevcnt. Wc'rcgoingto startout withGreg Maffeispcakingabout LibcrtyCapital, 
and then we will have several of the affiliates of Liberty Capital present information about their businesses. Rob Clasen will 
prevent on Stam obviously. Rich Cronin on GSN and Lorne Abony on Fun Technologies. And then wewill have MarkCarlelon, 
a t i  berty 5eniorVice President. talkabout some innovations and development in some of theother businesses in Liberty Capital. 
We will do a brief Q&A on Liberty Capital, and time permitting will have a brief break from 10:45 to 11:OO. We make compress 
that depending on the schedule we are running on. And then Greg will come back out and talk a bit about Liberty Interactive 
and some of the strategies and the rationale behind Liberty Interaclive. We will then have Mike George from QVC present, 
followed by Michael RubinfromGSICommerce,BillStraussfrom ProvideCommerce,andthen wewillconcludewith some brief 
stdtPmmts and a Q&A with Greg and John and the other affiliate management. 

So will? lhal sdid, I would like 10 introduce Liberty's new Prwident and CEO, Greg Maffei 

Greg Maffei Liberty Media ~ Prexident R. CEO 

Thank you.Well,goodmorning. lt isa pleasure toget tocomeandaddress you in my first investorconference. i'mgoingtotalk 
briefly through our quartprly rpwlts. It i i  somewhat anli4matic. Not only did we issue the pres release, we have actually 
alieddy issued the 0 before the press release. So a lot of this informalion i s  known, and I am yoing to walk,as I said, very briefly 
through it because you're going to hear far more interesting and in-depth information from the relevant managers. 

But to pu la f rw highlightrou1,asyou saw, overall revenuesgrewabout Yhandoperatingcashflowwas up 13,Thatwasfueled 
by strength at QVC. While the numbers were 5ort of at the low~end of our announced guidance. long-term guidance,they were 
fully within that if you look at domestic revenue and international revenue on a local currency basis. It was not the strongest 
quarter we have ever had, but it was against very tough comparisons in prior years or prior year rather, The good news is the 
rcwnur accelerated through thcquancr,andwefcll bfttcr asa quarter exited than thcquaner began. 

A couple of other points to make. Even though the environment was difficult and the competition had very tough results, we 
had solid gains throughout the metric8 that we used tn analyze the business, and we areoverall quite happy with results. 

Lwking at Starr, the other major operating asset in which we report in the old Liberty Media format, revenues were up 2% on 
il year-over-year basis. Bob Clasen i s  going to talk to you more about how we're doing sequentially and how year over year 
masks a la1 of improvement in the buriners because last year had the impact st i l l  of the Comcast contract running off, and by 
Q4 wereally felt thatcome through~Youcan see howwe'redoingwiththatremoved. 

A couple of other puirils to make here i5 lhal reduced effect rate was primarily fueled, as I said, by Comcasl. The programming 
imtsaie moderating,and taking thelong~term view. the most exciting things that is happening in the base businerr are known 
sequential increases or moderate increases going forward fueled a little bit by growth and by rate increases mostly at CIP 
numbers and substantial or patentially substantial decreases in film costs and the opportunity to really change the P&L and 
drive film costs down, partly because the ratecards had dropped and partly because we're able to choose more moderately 
priced films to fill out our card overall is  very interesting. 

We continue to inwst in Vongo. As many of you know. we launched that at CES to great acclaim. We're still in the beta phase, 
and wc'rcstillcontinuingto bulkuptheprogrammingand makechanges in 1heuserinterface.Butthereisa lotofexcitingstuff 
there. Walt Mossberg spoke highlyof it, many others did. Youare going to heara lot more from RobClasenabouti1,and I expect 
you're going 10 heat a lot more about it in the marketplace over the coming months and years. 

Looking overall at our liquidity, we have continued to maintain high liquidity and have obviously a number of large stable 
positions with which wc can generate incremental liquidity. The most notable I guess is the strength in news over the last 
quarter. I think this morning and based on last night's news we are going to see further strength in news, News Corp., and we 
will see srrength in our position 
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Just to remind you, most of you have been unfortunately subjected to hearing this already many times from mc. I was on a 
roadshow for several weeks and saw many of you in the last month or so. We went out to do the tracker with several things in 
mind. 

FIrst, to highlight the strong operations at QVC. To show them in a more transparent fashion and separate out our businesses 
i n a  more transparent.5otakethecomplexitythat doesexistat Libertyandtryandfocusitover tooneside,theLi!xrtyCapital 
side,and havean operating business with EPS-oriented growth results at Libertylnteractive. I think we'regoing to seea lot of 
ability to furtherdeline that as wegoout. 

Thr dixount to NAV w x  highlighted, and I think that ha5 clearly already heen happening and a lot of shareholders of choice. 
I hedrdlronirnanyshareholderrlasl i ightwtia haddview abouteitherCapitdlorlnterctiveandwhereit wdsgoing,and I think 
we have achievedat least in partthe goal ofoffering shareholderschoiceand hearing whereshareholderswish to beand which 
entity that wi ih IO invest and obviously to unlockvalue. 

The positivenews isthat sincewe beganand announced that trackerjustabout six monthsagoand began tradingyesterday, 
the combined operation i s  now worth about 881 an a - i f  you reassemble the pieces ~~ and that is  up about 10.8% since we 
announced that we were going to do the tracker. A couple points there. John is quick to tell me it is only because news went 
up,andall thevalueofnews--we havedonethe homework,anditis nofactuallyall new8,itislessthan halfofnews.Sal think 
actually offering you chaicc and trying to r rwal  some of that transparency is a plus, and I think will see more of that as we go 
forward. 

Secondly. overall media stock, and this 18 a n  S&P Index, which maybe is not a completely fair comparison because it has got 
quitea lotofnewspapenin it by weight, but nonethelessdirectionally correct thatwe haveoutperformed through thatperiod. 
So I think it has been welibreceived in that sense,just the tracker process. 

lfyouthinkaboutaurstrategyaswegoforward lookingatthetracker.wehaveseveralchallenges both on thecapital sideand 
on the Interarrivesideand many opportunities 

Now Ihe l i rst  one is  10 takeand convert rithrrstakesor posilionsor businesse8,whichdre notcoredndnot synergisticdrld hdve 
less attractiw growth opportunities, sell them in tax efficient manners, divest them in tax efficient manners or swap them out 
in tax efficient manners and reinvest in businesses that are attractive and which we have synergies most likely. Obviously we 
have been incubating businesses, and we are going to continue to do that. We have been acquiring businesses. and we are 
goingtotalktodayaboutseveralofthem. lamgoing to highlightacouplein thenextfewslides,someofthemortinteresting 
opportunities we have gone out and done. 

Onc of the things we have liked i s  we have bought thew businesses, and I think you will scc somc of that exhibited today, the 
ability to have them be collaborative with othcr busincsses in the portfolio, be synergistic and create value for the benefit of 
Liberty and i t s  shareholders. You will yet an opportunity to hear a little bit about that today. 

50 Liberty is not necessarily knownasa great operator. It has been known more for many other positivecharacteristics. I think 
we are going to get a chance today to talk about how many of the businesses that Liberty does often have operated very well 
and performed very well. I think. as you look going forward and think about how we're continuing to reinvest and move from 
probably less of a portfolio and more of a portfolio into less of a portfolio mood and ~~ mode -- that will become increasingly 
important ~~ our ability to show that we can opetate and grow businesses effectivelyand efficiently. 

And lastly, and this i5 m r t  of the overall theme which wc have tried to m61, there ar? many intPrPsring things happening in 

Liberty's businesse3, and lhere are many iiinovative creativeand exciting things happening in Liberty's businesses.At thecore, 
that isoneof the most important elements thatwecan do toaddvalue--to have that innovation andallowthat creativity.And 
I think you will see some of that today in some of the businesses that we have, and I think you will see that demonstrated in 
some of the presentations of prior managers. 
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Fiippinq over and just talking for one second about capitai. we haw many. many, many strong positions and brands, The 
probiem is i s  that the many i s  probably a few extra many($ This year size and complexity of the portfolio makes it difficult for 
us to get full value. Obviously that was part of the rationale for the tracker. But there are still challenges and opportunities in 
further rationalizing this portfolio now that it sits apart. Why? Many of the positions in there are probably dead. dead either 
because we have hedged away downside but also upside, 01 dead because we are overinvested probably in dower growth 
media assets. which over the long-term we think can probably find other assets and other businesses which will outperform 
!hat. 

The first opportunity and first requirement. though, given that this is Liberty i s  to convert them in some tax efficient manner. 
WF havetalkrda little hit or you haw hrardin th~mark~tplacraboutSecrion355exchanger.whirhareredemptivetransactionr 

whichcanbedonegenerally.lt looks likein today'snumberstkreissomethinglikea75%anda25%operdtin~sinessswap 
for our stock iii acompany. We continue to lookforthose.That isobviously dependent upon what assets the company in which 
we hold the stock is willing to sell. Whether we can agree upon an attractive price and whether we want to hold that business 
for the long-term and believe i t  can deliver value to our shareholders over the long-term. 

Obviously part of the appeal of these i s  you start out knocking out 75% of any potential tax to be paid, and if you hold that 
business long enough and you workon other ways, perhaps you can eliminateeven moreofthe tax over time. Obvious candidates 
include Time Warner, and there has been speculation about assets that Time Warner may want to d l  and businesses that we 
maywanttoown.But thenextonthelistwouldprobablybenews.Thcre have b~nsimilarspeculation,notquiteas bigadrum 
beat, but similar speculations and similar dialogues. Potentially just by scale, one that we have looked at and one that would 
be interesting but proba bly has more challenges, both because ofwhat they have been doing internally with spinoffs and where 
lhey are tn terms of their asset divestiture program would be Sprint. 

I mentioned that we are believers in our ability to find interesting and attractive positions and find interesting and attractive 
indilstries and invest in them smartly for the long-term. We have been a long-term investor in TruePosition, a business in the 
wireless location. This wireless location i s  built into the network. and you are going to hear a iot more about this today from 
Mark car let on^ 

W r  recently made dn inve~linenl i n  Mobile Slream, led by Sidman Buckingham. d UK-based content managemerlt conlent 
sp:vic:es cmmpanyin the mobilespace,andtogether they are working ona  new productthat will leverage that location-based 
technology with LBSServiresand theMohile Streams management, talent and knowledgeandConnectidand come out with 
a new product to help you find where your rhild is, where your potentially impaired senior adult is or your pet is. and you're 
going to hear lots of things ahout that. 

What~tandsoutformeaboutthis,  though,is weareanexcitingarea,glabal,onewherewe haveinvestedfora longtime,one 
whcrc wc can bring pieces together in the portfolio and create innovation on that combination, and that i s  something that we 
would like to see more of and werc encouraging, and I think we have great steps in and I'm excited about. 

Another onethat would standout where wewent out and bought a business that leveraged someof the thingsthat arealready 
, n  the portfolio would be where we recently took 51% back in February estate in Fun Technologles, the leader in casual and 
skill gaming. Skill gaming is an exciting area, a high growth area. Casual gaming is a very exciting area. You're going to hear 
more today from Lome Abony about that, but how that f i ts with GSN, a business in which we have owned 5096 of for awhile, 
The Network for Games and how you can take the video promotion and the audience that GSN has and the great sound that 
Rich Cranin is doing there 2s it is accelerating and further integrate it into the Web-bared businesses. into mobile businesses 
in terms of their game5 area is very exciting and a great exampleof how we collaborate and bring these businesses together. 

So when we think a h u t  kind of themes that are out there beside those strategies, one of the ones that obviously Liberty is a 

believer in i s  the power of video. You'regoing to hear a little bit about that today in QVC, but here's another great place where 
you'rcgoing to hear about it, wherethevidea promotion capability, theaudience that isout there ran be leveraged hetteron 
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th? Wcbandmonctired bcttcron thcWcb,md t h ~ t i r ~ t h e m e t h a t w c f u l l y  believein.Whenyouthinkaboutwhere theweb 
I S  going,it is oneof the things we'reabsolutelycommitted to, and we thinkwe havea great opportunity in. 

Last I am going to talkabout innovation. and you'regoing to hear more about thisas well,and I mentionedalready, is Vongo. 
Liberty led by John C. and John Malone in this space had the foresight several years ago to purchase the IP subscription rights 
with the pay-TV movie rights. We, in many cases have exclusive rights to run a movie subscription service overthe Internet 
over any device that connects through IP. The opportunity to give consumers video on the go where they want it, when they 
want it, providing incremental choice both in device and time is important Thereare lots ofway, that we think content will be 
distributed. but fundamentally movies did verywell with subscription. We have lots of uniquecontent that will be well valued. 
WP havra great wrvice that I will show you a maprhot of,and BobClasen is goingto talkabout farmore. But theopportunity 
IO create this innovation, to leverage our knowledge in a pay-N space and bring in out into these mobile devices dnd other 
devices which connect through IP is  very interesting. 

We recently announced a deal with AT&T to get distribution on DSL.Today there are relatively few devices for video iPod type 
devices. but if you look back five years ago, there were relatively few audio iPod devices. Roll forward five years and we think 
there i s  likely to bea similarexplosion of content thatgoesanto thesemobiledevicesand videoiPod devices.Theopportunity 
to leverageourknowledgein pay TV,ourstrength invideoand pay-N,and bringitdownintotheIPspaceisveryexcitingand 
very innovative I think you will be excited with that 

50 here's a quick snapshot of the Web site. You can go look at that, thedata of that a t  www.Vongo.com. I encourage you to try 
a subscription because there's inany powerful capabilities that have been built lust in terms of search, recommendations, 
perronaliration, many other things that the Web enabled. If I could finish on a thoughts is that Liberty has got a vast portfolio. 
Our job as managers I believe I S  to try and focus it, rationalize it and bring it to bear in the most exciting and interesting 
opportunities. You're going to hear about some of those today, but I hope that is just the beginning ofthe many that we have 
in front of us.Thankyouvery much. 

John Orr ~ I i h m y  Mpdin ~ VP, IR 

And now pleare welcome Bob Clasen, President and CEO of Star2 Entertainment 

Bob Clasen Srarz Enrerrainmenr ~ Presidenr Ri CFO 

(Plays video). Good morning.Thank you. We havegotten backon track with subscribers. We're havingagreat first quarter, great 
second quarter. It is funny in 15 years the only two years that we have not had outstanding growth have been when we have 
befn in discussions with Comcast. So we are all ~ I thinkcomcast and us are bath feeling well that our new deal takes us until 
201 2 .  So this is a window to continue to look at new opportunities. 

Programming costs have peaked. I will talk a little bit about that. The rebranding, showing you that second piece of the video 
I S  a chance to kind of capture that wedid notjust change the names. Wedid not just add a new dimension to the graphics. We 
rrallychang~d thFihannpk WP made therm wry importantdemographirallyand thematically.Sn when you tune tothat,you 
really gel a fuli pxperiencr bawd an what we are trying to accomplish with the targeling that we think i s  so important as we 
iook to theopportunity to then take that interest and move it to the Internet. 

Omdemand weare thc market leader,frankly. Weare notworriedaboutcommercials.We haveachanceto really reinventthe 
way in which we thinkabout putting something on-demand and notjust starting movies, and I want to sharesomeofthat with 
YOU as well. 
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The customers are noticing. We have got a little rcicarch to go over with you today. and then Vongo is a phenomfnan at the 
Consumers Electronic Show. It was the hype about the video iPod, it was Microsaft's new DRM, it was Vongo. Based on 18 
'months of trial product in the marketplace, and we're pretty excited about where that might be headed. 

So let's a tart with first quarter. Against fourth quarter. which is a pretty g w d  comparison. we are up 4.7% in revenue. and just 
a ward about programming costs because Liberty shared some general guidance. We're 90ing to be in the same window as 
this last year. But the top lines continue to grow, while our programming costs have grown quite dramatically causing the 
declineinthecashflnw. 

Wrarp  now at that tipping point - to i i spon~of  thPcurrPntexpre~sion~~~whereth~ bow5 payment5 thatwe madeawrolling 
off the P&L that we made lour and-years ago, and we are in a market where, as we go into the marketplace every new year 
to buy iiew films. we are the major buyer. So we have an opportunity now to fill out our slate with a la carte products that we 
buy at quite less than you would have bought them five years ago on typical ratecards. 14.6 million Starz units, over 26 million 
Encoreunits.lt isimportant goingforwardfor what thisdoestothebrandsas weare now probablyin at least 30million homes 
on total. and as that grows and more people become familiar with the brand, we think that that also helps us in this new era. 
Weadded 500,OOOStarrsubscribers in the first quarter. 

This takes some getting used to. When we made the change in the channels, we had a baseline of cumulatively how many 
people watched our channcls. Now we arc a year latcr, what has happened! 

Look at WHAiV!. We repositioned it from preteen to teen. Cumulative household usage of that channel i s  up 82%. Comedy, it 
replaced kids that had very low household use relative to the way everybody loves comedy.Thesuccess I S  Edge because Edge 
replaced StarzTheater. which was appointment viewing, a t  1200 and a t  2:W andat 400andat600, therewasa movie on. Not 
very important in an on-demand world. But what we needed was that 18 to 24 male demographic. So as you see a slight 
rumulative household decline, these arenew folkswatching the rtuffon Edge,and it still oursecand~ratedchannel compared 
to the flagship. Sa 'we're feeling like we are headed in the right direction. 

Thprr are slrllivic5 that any broadcaster or programmer would die for. Our Nielrenr on Starr and Encore are up five ypars in a 
iow,dndifwejust lookdt2003to2005,21%. 13%. lhisis important lous becauselastyearwecontinuedtogrowour Nielsens 
In the face of our product being very successful on-demand, and I will talkabout that in a few minutes. It will be very difficult 
for broadcasters and programming services, even like us, to grow Nielsens in theclassic senseas on-demand. especially if they 
move toward network~based DVRs and up in a position where you have such a diversity of ways to get the content. But by 
having our unique owdemand experience and having strong thematic channels that people know when they go to Westerns, 
that i5whattheyget:when theygotocomedy,thatis what theyget,andtakingalaokattheattitudesthat we'rehearing back 
we think this i s  the right positioning to be moving into. 

Arc they noticing? Almost lour out of 10 of our customers say we're getting better. This i s  based on again a baseline last year, 
looking at i t  12 months later. 

The core business. Our initiatives in the core businesi are to continue to differentiate and strengthen our multiplex channels. 
We have had a great start. We have opportunities in the interstitial in those four and five and seven minutes between films to 
drive entertainment product that reinforces why they are on the channel to their either demographicor thematic target. It Is a 
unique on-demand experience. I want to talk about that in just a second. 

We have new products in the marketplace. With Comcast last third quarter, we launched Encore On-Demand. That now i s  one 
of thpir anchors. It deliverr over 100 movies in addition to Starr On-Demand to their on-demand portfolio into digital tiers, 
which is where lheydre lrying to inove people. So weare now in the marketplace selling that lo the other cable companies. 

We also launched two new channels ~ IndiePlex and  RetroPlex ~~ that moved to genres of films that were not being covered 
either by us or by others. and they are now being rolled out already to 8 million Comcast customers, and again we are in the 
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markct selling them as WCII. We will continue to exploit our programming rights on dcmand, HD and IP. Wc have shifted 
spending from media campaigns and direct-mail. which we still do on occasion with affiliates, but to the call centers where 
people arrually buy the product. It has been very successful for us. We are not just handing out T-shirts and hats. We have 
developed customec software packages for CSRs, affiliate by affiliate to let them learn better skills, not just to help Stan but 
also for their whole business. We are feeling like we have made a real big inroad in that area. 

And then the telco initiatives. Our penetration on the satellite i s  50% higher than it is in cable. Our penetration in the telco 
platform will be higher yet. Because again. we're the johnny come lately. We are a digital oniy service. So as Veriron is now 
rolling nut. we're very well packaged. And when AT&T starts in San Antonio in the third quarter, you will see we are also very 
wcll parkaged and we will expert tn haw higher penetration5 on that platform than on our existing platforms 

Let me just for a srcond put all this in context. It is reasonably clear. Our linear business with almost 90 million television 
households having multichannel is pretty mature. Movies are still important. A quarter of all television viewing is still movies, 
but that is a mature business. Ondemand becomes our transition where we are able to premiere our movies first, create an 
interactive experience. have new features and specials, carve out a different approach and look to our product because not 
only does it go back and help our core and reinforce what is going on there. but it also gives us experience as we move to 
broadband where Star2 ticket led the Vongo. We believe that is the beginning of the platform that will let us do more things 
from video streaming to other kinds of genre of on-demand product on the Internet. And finally, into new markets. Mobile 
phones, colleqcs, pormblc devires. even to cars. Wc'rc exploring all those kinds of things and also thinking about what is  the 
real content that WE 'want to put on those plattorms. 

Just a snapshotabautan~demand. We havea largeaffiliatewhocarries notjustStarrOn-Demand but EncoreOn~Demandand 
MoviePlex On~Demand. In February, based on minutes of use, our services among all of their on-demand services were three, 
four and five. When you go toomdemand, let's ree,do I wantto watch theeighthepisodeof All in the Familyor Allthe President's 
Men. People tend to drift toward those high~quality. high-profilecontent that I would like to see that again. It is showing up in 
the iesLilt5 

i n  I have talked a littl? hit about the on~demand model, premiering things early, new raregorier R3% of Srarz On-Demand 
iuStomers are more sdtisfied with their overall cable service because of t he value Starzdeliverr.60%of all our usage on-demand 
ar? theearlypremieres when wetakeThe Incrediblesand put i t  two weeksearlyon-demand beforeit even comes to usSaturday 
inight linear premiere.Sowe'reveryexcited aboutthe waywe have been innovativeand have pushedtheaffiliates tousetheir 
very archaic user interface to be more responsive to the way the consumers have an experience on the Internet and want to 
see things murhdifferently. 

So where do you Vongo? (Shows video) 

Thcresponse wasquiteaconvergcncc,andI don't know ifwewerein therightplaceattherighttimebutwccertainlyhadthe 
right product. It isthe result of our 18-month experience in the marketplacewith ticketsandactually havingcustomersforthe 
first time. Because at the television, the customers belong to Comcast and DIRECTV and EchoStar. We have no dialogue with 
them. But when WP were in the retail business and we still are in the retail business now with Vongo, we're in a position to 

actually have a dialogue with the customers and find out exactly how they want things ponrayed. The screen that you saw a 
iittle earlier that Greg had up there is a direct result of all of the real-time market research that we were able to do. 

Let me just give you a rummary here. 9.99 a month, a subscription model, 1000 movies, other videos and concerts, and when 
weray loon titles, it could include threeorfourdifferent versionsofthat rnovie~ It could be the director'scut and the widescreen 
and the unrated CLIT. 50 it i5 rl rnmpdling villiir proporition just on i t5  face. 

We are adding pay-perwiew. Now the studios are very compartmentalized The people who sell us the television rights don't 
sell pay~per-view rights and certainly don't sell electronic downloads. So we're trying to get them all in one room, but we do 

1 
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rxpcct  that over thc next six or 12 months we will add more pay per vicw. Wc already have scfyeral studios signed up so that 
n that window and continuing you can also just order one movie i f  you want when you get to Vongo. 

Yext will be electronic downloads. We're discussing that and you may have seen just in the last month several studios have 
announced that they will be in the electronic download business using the kind of strong DRM systems that we have been 
championing. 

Keep in mind this is  also a wholesale product Our relationship with AT&T that was just announced,and by the way doing adeal 
with AT&T,we havegot 9 million DSLcustomers,doesget theanention oftheother film companies andcablecompanies. and 
we're in conwrmion with them as well, leads 10 a wholpraie relationrhip. While we will continue to have a retail product and 
we will havea retail produrtasVongothd1 will hdve inanyof theseother fedtures. westillexpect that therewill beaverystrong 
wholesaleopportunity withour current facilities-based customers. and so wethinkthatthatisanopportunityfor usas well. 

AsGregmentioned,we'restillin beta.Ithinkitisthi8 inonththatwefinallygotogold,andwewill bein 1.5bytheendofthe 
year o f th i i  new sewicf. 

As we think about the folks who will wholesale this product for us, you really think about packages. You think about with the 
cable folks and thc telco5 doing the triple-play where for high-speed you could put in the subscription product. We need to 
perform here, but we are the first to market. There i s  nobody else in the market doing this, whether it is movies or anything of 
a subscription nature. and that is, of course. so much the mindset of the way the telephone and ng cable companies and the 
satellite companies, of course, have been thinking with their product. 

So we believe that there i s a  real opportunity. The demo in the backis interesting because forthe first time with the new Intel 
chip that led to Apple Computer's wereon Windows, we'realso demonstrating it on an Apple machine. Weare not announcing 
a deal with Apple. We're simply saying that now that there's a new Intel chip that goes in a new generation of Apple devices 
you will be able to get Vongo on those units as well Kind of a nice linle breakthrough for us. 

50 in this world of choir? and control and convenipiirp, I guP5i the g ~ n r r a l  p i n t  I would make i s  that conwmprx have felt an 
independence and d liberdlion toin their experiences on the Internet. Now they arecoming back lo traditional mediaand say. 
wdl, what can you do for me? How can I get my product the way I am accustomed to getting information and entertainment 
on the Internet? 

I'm here to assure you that we're going to be at the leadingedge of that. That i s  our opportunity to break out of this mature 
rategorywhile w? haveavery strang,iine,largebusinessand haveagrowthcurve.Thatiswhereweare headed. 

Andtohelpusinthat,Microsoft,oncofourfarlypaitners,and we'reworkingwiththcmonotherwaysthafwecan participate 
as they move more into media and video as well. But their DRM and their portable version ofthe DRM has been very imporrant 
to us in this earlystage. 

>my, and Sony as a technology partner IS very interesting because of their PlayStation opportunity and things that we are 
thinking about that might play with them as they consider how to roll that new product out. 

HPandCampaqin Junewill beon thedesktopsofali new HPandCompaqcomputersthataresold.Therewill betheVongoV 
right thereand an afferofa freesubscription for a periodoftime.Wethink that Consumer Electronics partnerswill begreat for 
us, and we're continuing to work with those who are developing this new generation of portable devices and other PC 
r n a n u f a i t u r w ~  t o q n n d t h a t  lirtju5tar we turnro the pnrtakandstart havingronverrations with the portalswhoareinmany 
inslances theGooglesand theYahoos fruslrdted that the rightsand subscription for these films are tied up for the next many 
years by us and presumably HBO. 50 we think that there is tremendous opportunity to expand our reach by working with 
established brands who can push this product out. 
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AT&T. i cannot say enough &out how aggressive they have becn. Not just for their Lightspced product and Homerone, but 
now with DSL. they have got it. Okay. Let's get this straight. You are building out this network. it i s  going to take years to build 
i t  out, but I can give you a product tomorrow that can establish a video relationship with your consumers who have your 
hlgh~rpeed product so when you show up to sell them Homezone or Lightrpeed, you have already gat that relationship 
erlab1iihdThey have got it, they move very quickly, and we're very excited about where that relationship is going ahead. 

So Sony and Disney are anchor partners, and we have contracts with them that go to 10 and 11. They have options to renew. 
This would he a buyer's market, frankly, if we needed more content and as we needed to fill out things~ But they are great 
partnerr~ We'reexcitedabouttheirlineupover thenext 18 months. 

Our Nielseni are slrong. We have d slory. People are watching UI at  higher levels in this world of more and more choices. We 
are still growing. Our rights give us an opportunity to move into these new technologies, whether that just be the Internet or 
into closed networks. into portability and to mobility. Flexibility in positioning our products. sometimes overlooked. Because 
we are a creature only of digital and never existed in cable analog, our whole life has been spent figuring out how to move us 
into tiersand packagesthatcan befeatured byouraffiliates.Thathasbeenso muchof whyEncore,forexample,hasmovedto 
almost 30 million homes. And as digital grows, both because the satellites grow, because the telcos come into the market and 
cahlemovesatS0%penetration to60and70%--1 thinkCablevisionjust hit 709bdigital--thatwe'redoingverywell with them 
by the way, thi5 is a real opportunity for us. 

On-demand helps us. It helps improve the quality of the customer's experience. We see evidence that it is reducing churn. We 
yet this anecdotally from our affiliates. We would love to do it directly, but again they are not our customers. We're going to 
driveintaiP,andwe'regoing toexpand the pie. Wearelearning that from 1heVongocustomersmostofthemarenotcurrent 
pay-W customers. A good portion of them are not even multichannel customers because they are theearly adopters who get 
inort of their news and information and now entertainment from the Internet. 

Sowe thinkwehawagreat story. We'reexriiedabout it Ourfuturemust iniludeourdriftingintoshonformoriginalsthat we 
think will help US in other platforms. I want to just close and show you one of our new releases. Go to the videotape. 

IShows video). 

A million downloads of this sewice, of this particular episode across the cable affiliates that have on-demand. We're building a 
library of there. They will be coming to you on Vanga pretty soon. Thank you. 

John Orr LibertyMedio VP, IR 

Thanks, Bob. I will let everybody compose themselves and dry their eyes. And now I would like to introduce Rich Cronin from 
GSN, The Network for Games. 

Rich Cronin GSN Prerident&CEO 

0kdy.Good morning. Howarewedoinyoul Ihere!TheBrakebackMountain thinggo1yougoing.I heardsomelaughs.Tha1is 
good.1 havegot 10minutesotlesstotellthestoryofGSN,TheNetworkforGames.Thenetworkformerly knownasGameshow 
Network. Soi'mgoing to takeyau back five years ago befoieBrokebackMountain, before bird flu. before Desperate Housewives 

remember,simplertimes  that waswhen Liberty bought50%ofGameshowNetworkfromSony,andtheidea wastochange 
it from thisclassicGameshow Network,all thegreat oldgameshowclassics. toan interactivenetworkthatowns gamesthe way 
that MTVowns music or the way that Nickelodeon owns kids. We wanted toown that position on television. 

~~~~~ ~ 
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Since I spent 14 y c m  at M N  Network. mostly as head of marketing at Nickclodcon and the founder and first President ofTV 
Land, I knew something about branded entertainment. I knew what we had to do was evolve gameshow networks, to expand 
the brand and to grow distribution. 

R u t  the big idea, thc thing they gave us much more potential than other networks out  there i s  that we are a g a m s  network 
So the big idea was to have great interactive clout. 

So naturally ar a games network, this was part of our DNA. If you go back to the ,505, people with the early gameshows were 
shouting out answers at  their TV ret Today the people with Deal or No Deal are shouting things o ~ t ~  You like to feel smarter 
thnn thtl p ~ n n n  nn N~ 

So what we did was formalize this natural aaivity of interacting by shouting and allow people to really compete. viewen to 
competeat home, to beable toget poinis,taget prices, to b e m a  leadertmard.People love tosee theirnames on a leaderboard. 
Andtoevenwinawayto bea iivecontestantonTV. 

So my first move ai Gameshow Network was to make all of our classic gameshows interactive. Wedid this through a sync and 
broadcasttechnolagy.YougotoGSN.com, registerandplayalong withanygameanytime. lfyou havenotdonethis,youshould 
give it a try. It is very easy, and it is a lot of fun .  

So GSN was the first network to make our entire lineup interactive, and we now have over 10,WO hours of interactive 
programining. We are, in faact, the only networkthat allows you to playalong with poker and blackjack It i s  not gambling. You 
are not bettingat all, butit'sIikeafrequentviewerprogram.Themoreyou play,themore pointsyouget,andthen those points 
allow you to get discounts on Sony merchandise through our GSN rewards program. 

So with all thisgreat interactive programming, with our marketingand with ourgreat innovations, weare now the number one 
midsize network Networks between 50 and 65 million homes. We're the highest rated in primetime. highest rated in total day. 
Wrjust hit 60 million homes,andwe haveover4million registeredinteractivegame players.Thesepeoplenotonlyplaya1ong 
with our xhow, but when it mmrs  IO a commercial. they will rtirk around and answer question for the commercial5. &cause 
we hdvedomis of advertisers who workwith us who havetheircommercidlsencodedfor interactivity. In fact, we have80%of 
the peoplethat play along with our gamei will stickaround and play along with the commercials, so the advertisers love that. 

Soiwe'vegot theTwo~Scrfen~,whichiracrossthecountry,which i~doingverywell,andyousoonwill beseeingonescreen, 
GSNi intcracrlvitywhich allowsyou to playalong with your remote control. Which isso natural andeasy,we think that isgoing 
to tak? off a c m s  the country 

Whcn we changcd thc namc from Gamcshow Nctwork to GSN. wc built on our gameshow base. We still havegameshows, but 
wc built an that with a wriety of game relatcd programming that includcs rcality shows and casino shows. We have creatcd 
through our rarino rhaws one of those things you'll see on the tape soon i s  growth periods of blackjack which we license to 
rasinos across the country. They do local tournaments, and the winners get a chance to be on N 

We alsoworkwith our Libertycousins a t  FunTechnologies,and Lornewill be up here in a second, tocreateonlineversions of 
our games, and we've had great success with that. Then just last month we had another innovation. We're the first network in 
America to launch live participation TV in a block that we call Playmania.This is something where viewers at home can text in 
for $0 99 They get il chance to answer questions and win cash from their living r w m ~  Again, not gambling because they will 
get a free practice game for 50.99 or they can enter for free, but it's a new way for people to interact 

So let'r faked look now dl d video of theinnovative,interactive, incredibly fun GSN.The NetworkforGames. 

(Shows video1 
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So the GSN experience i5 simple watch. play and win, and it i s  really working for us. So as we grow and as we reinforce our 
ownership of that position of games on N, we think there i s  greatpotential in working with Fun Technologies for more online 
games 

You saw somethingabout the Lingo league.Actually whenwefirst puttheLingogameonline,wefoundoutthatourfanswere 
creating their own league, and we contacted them, they thought we were going to shut them down. but instead we said no, 
no, this is great. Berauseyou are 50 into it, you have got your own league, so we're able to organize it. We provided prizes. We 
developed that into cashgames and intoa tournamentwhere people hadachanceto beon the Lingogameshow,andeverybady 
wants to be on N 50 i t  i$ a natural 

So now we are building with Fun Technoloyies 50 that all d o u r  future TV games Cdn become onlinegames, and together we 
are launching the first-ever World Wlde Webgame. which Lornewill tell you a little bit moreabout, but it is the firstevertelevised 
online games tournament. Fun Technologies is going to play with hundreds of people from around the world who have won 
tournaments this fall to compete for $1 million and to be on a major N e v e n t  on GSN, which will airin December. 

Sowhen you thinkofall thepotentialin thegamescategoryandyou thinkofthefactthatwearethenetworkforgames--you 
know in America there i s  no other games network ~~ C4 has changed into some kind of a Spike wannabe network. We have a 
network that can own the position of games on N. We own i t  now. It is going to get bigger. If you think of all the wtential in 
the games categoryon television. online, mobilc, console. casinogames, ctc., imagine how it can be driven by the number one 
network for games and the clear winner in interactivity which is GSN. 

50 now i t  is time for me to introduce my new partner in games, the CEO of Fun Technologies, Lome Abony. Lorne? 

Lome Abony fun Technologier ~CEO 

Welcome, everybody. Welcome to Fun Technologies. I am Lorne Abony, theCEOof Fun. As Greg mentioned earlier, we are the 
newest member of the Liberty family. In Novernberaf last year, Libertyannounced they would be taking a control interest in 
Fun, and that deal closed in March of this year. Fun is an online company that is focused in the online casual gaming sector. 
We're really focused in two areas. We're focused in the skilled gaming sector, and we're focused in the (technical difficulty)- 
sector. 

Fun i s  serious  business^ However, we have experienced very close (technical difficulty)-- since our acceptance, over 12OU?? 
ypar~nvrr~y~i l r r rvrn~~giowth.42R~YoFITI)Agrowth lastyr?ar,and we havrgrowntojustover16million regi~twedrustomer5. 
Weremain a publicionrpdny,still listed on IheToronlo Slack Exchange and on the AIM market in London. 

We are effectively the right labe piovider for some of the largest brands and names on the Internet, including AOL, Disney. 
CSN,MSN, etc. We have thelargest selection of games inourcategoiywith almost 80games.andourgames really breakdown 
into four discrete areas. Skill games can be divided into the areas of arcade games, games such as Zuma and Bejeweled; card 
and tilegames,games suchasMahjongandSolitaire:wordandtriviagames,games suchas Bookwormand Lingo thatwehave 
done 50 well with CSN. and Multiplayer games such as chess, checkers, backgammon and the like. 

We take advantage of a pool of liquidity mobilc. In othcr words, all of our customers pool into the same network and place 
against one another. So i f  you enter through AOL or you enter through MSN, you are effectively playing against one another 
in a pooled environment either head~tohead or in a tournament. 

A user demographic i s  very interesting. The folks at Liberty (indiscernible) QVC demographic, but our demographic is about 
two-thirds female right now. We call them solitaire moms or desperate housewives, and their ages range from about 25 to 50. 

And as Rich mentioned, we have partnered with GSN in the World Wide Web Games Championship, and the analog there is 
lhai World World Series of Poker. We feel that once we're able to offer bath large cash prices such as 51 million, that will be 
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cffcctivcly a large tipping point for sector. As I mentioned earlier, we power a lot of the larger Internet sitcs on the Web for 
games We have over 150 distribution partners. 

What we have done with GSN I think it I S  very innovative. And secondly, what we do is  we develop online versions of their 
television shows. So Lingo is a good example. Wedid an onlineversion Of Lingo that effectively replicated the television show, 
and what folks could do is play online in real-time for cash and prizes. So, as you saw, Chuck Woolerywould say, play online in 
real-time. It was pretty groundbreaking when it launched I think very groundbreaking for GSN. What they realized that it was 
incremental revenuefromthe Internet. It didnot cannibalizeany oftheir business.Theydid not havetoinvest innew technologies, 
and it increased their viewership. 

Sowe,ee lha td~~n~ppo i t~n i t y thd tyoe rve rydeep in  ourrelalionship withGSNandwell beyondthat.Thatissamething we 
are aggressively working on. 

Theother panof ourburinessiswhatlcallour FunSporfsbusiness.Mostfalksherewouidknowitasourfantasy business,and 
weare the leading pure play fantasy provider,and pure play meaning weown thesports information,as wellas the front end. 
We're the exclusive fantasy provider to AOL, to NASCAR. to PGA. and we recently signed a deal with BSkyB. An area that you'll 
see Fun focus on in the next 12 months is the international opportunity. Fantasy represents a tremendous opportunity on an 
.nternational5cale. 

We have about 3.6 billion unique registrations in our fantasy business, and our demographic is the anti)vC demographic ~ 

about 95% male, about 25 to 50-years old, high average annual income, high discretionary spending, etc. 

Ourcarual business getsa lot ofattention, but today our fantasy business representstwo-thirdsofour revenue.11 isstill-- most 
analysts expect that it will still grow (inaudible) to 100% this year. 50 fantasy represents a very significant growth oppartunity 
'or run, as well as the (inaudible) casual (inaudible). 

It is rough tofPll the wholecompany story in seven minutes. but in thenext 12 months, weseea largeopportunityinternationally. 
'WP'VP done rl great job building our buriness in North America. but WP WP large untapped markets in rnntinpntal Eump~, the 
UK and Asia, dnd we areaggressively building our franchise there. 

Wpalso see large markets in otherdistribution channels.Themajorityof our--almostall ofour 16 million registered customers 
,are Web customers. We think our games play as well i f  not better on mobile devices and on iTV, and we will be aggressively 
'moving into those areas in the next little bit. Branded games we also seea scenario for growth for Scrabble, Monopoly, Trivial 
Jursuit oftheworldareareaswhereweseelargegrowth,and theWorldWideWebgames isanarea that weareveryfocused 
on. 

So,in short, wearea markctleaderin whatwcthinkisaveryexcitingsector.It isgrowingrapidly. Wewillcontinue togrowour 
business aggressively,and we lookvery forward to thefuture.Thankyou. 

John Orr  liberty Media VP, IR 

Thanks, Lorneand Rich. And now I would like 10 introducf Markcarleton, SeniorVicc President of LibcrtyMedia.and heisgoing 
:o talk a bit about some other innovations and developments and some of our other businesses within Liberty Capital. 

Mark Carleton - Liberty Medm - SVP&Charrman, TruePosition 

work with many of our developing businesses, primarily on the technology and communication side. Now while we operate 
w v ~ r a l  extremely large developcd businesses, growing and innovating and developing smaller businesses has been a part of 
Liberty for many many years As you heard from Greg earlier, it will be part of Liberty Capital going forward. 

. . .  
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want to locus on just a fcw of thosc assets today. I will speak about each of thcsc in a iittlc bit more detail. They include 
TruePosition where our ownership is about 90%. TruePosition provides wireless location-based technology and services, to 
date mostly in response to the wireless 911 requirement. but in the future with commercial and consumer location-based 
serNces. 

WildBlue, which is  delivering high-speed broadband services to rural markets by satellite. We own 32% of WildBlue and are 
working with our primary partners, lntelsat and the NRTC. 

CURRENT Communications building and operating broadband over power line networks, inventing, developing and delivering 
txoadbnrd wvirPI, market 5oIutiom and application5 for electric otilitiP7 WP indirerriy own under 20% inrerest in CURRENT 
through our iriteresl in the Liberty Associated partnership, 

I ~800~FREE-411 is a really cool company. It i s  an ad supported nationwidedirectoryassistance service. It was launched hack in 
2W5, and this company i s  really rocketing. 

Andlastly,MobileStreams. It isamobilecontent provider,flatform platform provider.Gregtouchedon it. Weownaround 19% 
of this company, and we have warrants to purchaseanother 5%. 

50 let's m r t  with TruePosition. It is a company with really a solid foundation and we think excellent growth prospects. In the 
inid WS in responseto the 91 1 mandate,TruePosition inventedand patenteda networklocation solutioncalledTme Difference 
of Arrival. Really what that does is i t  triangulates the phone signal among all the cell sites and determines the location of that 
phone. We'recontinuing to developand innovate that technology, next generation networking services. 

Through 2005, we have location enabled over 51,000 cellsites and generated over 650 million of billings for that equipment. 
Thew really are some clear technological advantages to this technology, First, it provides much higher accuracy and ubiquity 
thanGPS Oneof the big challengesfor location-based services has been accuracy.Thesatellitesolutionson topofa mountain 
work quite well, but in urban canyons here in Manhattan and airports and shopping malls, the satellite solutions are not very 
nriimre,mdnntvery rPliablP~Thprpisnn requir?mentin our network forany kindofchipsPt~onthpphonP. No AGPSchipsets. 
So once the network i s  in place, the cost is significantly lower. The lechnologycan locate any phone on the network whether 
someoneis talkingon the phoneorwhetheritisaddressed.As longasthe phoneisturnedon,wecanfind it,and thecapability 
of the phone cannot be disabled by the user. You know as the father of a young girl, I very much like that concept, that she 
cannot disconnect the location Capabilities in that device. 

W r  ref continued opportunities in Nthrough network expansion withourexistingcustomers,TierIIandTier Ill carriers, both 
in the 91 1 spaceandin location~based 5eNiCeS. We're having ongoing discussions witha numberafinternationalcarriers,and 
that i s  rcallyour iargcTt growth opportunitygoing forward,especially in SomcoftheThird Worldcountries where someofthe 
citizens may have fewer civil rights than other place?. And with the size of our domestic location fwtprint, we really have a 
tremendous opportunity for location-based services. 

Now t don't know how well you can see that map, the blue shaded area of that map reflects our completed deployments and 
those that were scheduled to bedone.Through that blue shaded area,wecoverabout70%ofthe tops in theunited States, a 
pretty significant footprint.The pinkshadedarea represents thenetworkfwtprintofourexistingcarriercustomers, rowelook 
at that as an opportunity for us and perhaps not as much in Wyoming and Idaho hut in the rest of the country pretty well. We 
think the ubiquity of this network really heips us as we start to deploy location-based services. We are chasing through TP 
wbridiarier and Connectid that Greg chatted about a little bit earlier. Well 

When We lirsi got intoTruePosition many many years ago, i t  was becauseof location-based services. We hdve been very bullish 
III this space for years, and we are just now beginning to see the services deployed. As I said, part of the delay was a lack of 
accuracy. Without high accuracy and without ubiquity, location-based services just are not that hot. They are not that much 
dFsirrd. 
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50 how isthc businessdoing!The business isdoing great. Each of thosegreen dotsrepresentsanactive modemon thenetwork 
As of today, we have over 50,000 customers. We're adding 350 to 400 customers a day. Based on the public information that 
we have, we think we are adding more customers each month than our main competitor who has been in this business for 
,nany many years. Our churn has been low. The servjce levels have been high. Customer satisfaction has been over 94%. and 
-we recently received theGaidrtarcurtomers~Niceawardfrom Broadband Reports. We're theonly satellite broadband provider 
wer to get that rating 

i o  where do we go next? First. we will continue to expand the distribution and presence. We have done very linle marketing 
:o date. A lot of this has been word-of-mouth and pentwp demand. The NRTC and our retail distribution a t  AT&T are really a 
good I tar t ,  and WP need to continue to drive WildBlue's prewnre. We are planning to launch our second satellite, WildBlue-1 
on (indiscernible) rocket in November of this year. On our l i rst  sdlellite, (indiscernible) 2, we can about 225,000 customers and 
be able to put about 500,000 customers up on WildBlue-I, and we will start thinking about our third satellite this fall. All in all 
oretty darn good story at WildBlue. 
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thinkin shonordcreveryrnobilcdevice will belocation capable,andwcwill begin tosfeafloodofapplicationsandservices 
with a location foundation underlying them. The CDMA carriers, Sprint and Verizon. are beginning to market services, We are 
seeing a number of unique kind of location~bared devices using GPS and other satellite technology. We believe that a devlce 
That includes AGPSenhancedcell IDand our TDOA technologywilldeliver higheraccuracyand moreublquitythan any device 
orany network that l i o u t  there. It iragreatcombination. 

We're havingsignifirantdiscussions with domesticand internationalcarriersaboutventuringon servicesand launchingit,and 
?ye think it 's a big opportunity for TruePosition and connect id^ The time is finally here for IDcation. 

Yowth~nrxt th ing I want to talkabout ikWildBlur,whirh is  reallystarting tomake things happen. We havebeeninvolvdwith 
this compdny since i t s  inception. it is high-speed broddband delivered by two-way AAA band satellite. The first satellite was 
iaunchedin 2004. We startedouroperations paRthrough2005. Wecurrentlyconservecustomersubiquitouslythroughoutthe 
Jnited States. Thereare 14 million homes and small businesses without access to broadband in America. Eight million ofthose 
%?ople are currently dial~up customers. We think this will be a real large market for years to come. 

We know from a number of the large telcos that 20% of their customers, 2Wb. are unlikely to ever have DSL. So that i s  2 W o f  
'heir footprint that will not everget DSL out to those curtomerr, and every oneof those customers is rlght in WildBlue's sweet 
\pot 

\Iow the price point? for the service runs trom 49.95 tor a five (indiscernible) service to 79.95 a month for 1.5 megabit service 
.md a 5olid price under $300. We think those prices will drop significantly in coming years as our volumes increased. 

Wehavea nationaldistributionagreementwith theNRTC.Wearemarketingtherervicethroughtheir members.Wesignificantly 
-amped up our retail presence just in recent times with master agents and dealers. Today we have over 1200 representatives 
out marketing the WildBlueserviceacross the country. 

'WP are heavily in diicmsions on distribution agreements with both U.S. D5S providers, EchoStar and DIRECTV, and one cool 
-hing i s  nurdiTh i s  intProprrablPwirh Pither of them. With onedirh andone pull, you ran get DlREClVand WlldBlueor ErhoStar 
and WildBlue. 

'We just announced lastweeka distribution agreement with AT&Twhere they will begin marketing this service laterthis month. 
In fact. Ed Whiteacreon Monday spoke abou t Wild5lueai part of his announcement of AT&Ts"Broadband Everywhere" initiative. 
TheAT&Tguyrare nothing if not thoroughalready hada marketingcampaign set upforWild5lue. lfyou I w k i n  thelowerleft, 
'1 is positioned as satellitebased broadband Internet access powered by WildBlue. It will be sold under the AT&T name. Really 
reallyquitea coupin that regard. Great agreement for usand really continuesour momentum. 
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Anothcrrompanythat isreally making great progressisCurrcnt.Throughour LibertyAssociatedParmer,agreement,wehelped 
found Current back in 2000 tocreate,developand drive broadbandover power line. We have been hearingabout broadband 
over power line ior a long time. I think we are at thp stage know where there is actually a real business and real network and 
real customers. 

The network today is truly plug-and.play. These networks are extremely high-speed. They are symmetrical. It is high-speed in 
bath directions. Very robust for all the applications. Today we can deliver up to 6 megabits speed, and within a month or two, 
we will delivering 10 megabits speeds both ways. Very powerful service and the development and the innovation of this 
technology continues. 

The nelworkisuparidoperaling today in Cincinnati. Wepdssaboul50.000 homesthere.Vwyhighlevelofcustomersatisfaction. 
As we recently announced, this network will be deployed much more broadly in the near future. 

So let me touchon thisTXU agreement thatweannounced.TXUisthe largest utilitycompanyinTexas.Weannounced amapr 
Iransaction with them in December of 2005. Really two partr to this agreement. First i s  a services agreement where we will 
provideour smart Grid suite of services, automated meter reading. outage detection, network monitoring, connectivity services, 
etc. at the start. Now this i s  a 10-year SI 50 million contract, a significant piece of business. 

The rcally cool thing about these networks is that the payback from the Smart Grid scrviccs alone arc cnough to justify the 
businesrinvestmentin thenehvork,andthe broadbandconnectivitypieceof it really isatailoptionon topotthat.5owehave 
a broadband services agreement with TXU. We will build out and operate the DPL network for all their and business and 
residential customers, offering a full triple~play of Services to them. 

This agreement really was a significant milertonefor the company. Certainly all the current folks can tell you that dealing with 
[he electric utilities is very challenging and very time-consuming. But really this is just the beginning not an end. 

W~recentlyalsocomplered 5130millionfinanciny to helpwith the buildoutoftheTXU networkandcontinueto havenumbers 
of c i m ~ ~ r ~ r l f i i m  with orher utilities both domestic and international about deploying these networks. So broadband over 
mwer linc i) red, and il is here now, and I lhink you'll hear more and more dbout it. 

Now one company I wanted to touch on i s  part of Liberty Associated Partners, and this is really cool company, Jingle Network 
,which operates 1-800-FREE~411. One of the reasons that we gat in this partnership with our friends a t  the Associated group 
was IO identify and invest in early staged companies, be involved in developing, growing them, and Jingle Network is certainly 
one of these. 

The directoryassistance business isa huge busincss. It i s  aalmost 59.5 billion ayear business in directoryassistance.The models 
rhesc guys arc applying is pretty simple. In cxchangc for listcning to an advertisement, your directory assistance call is free. 
They reallyadapted theGoogle AdSensemodel tarthetelephone. LibertyAssociatedPartnersownsabout 25%ofthis business, 
and their business i s  exploding. These guys have done no advertising, none, and already they have 2, almost 3% market share 
nationwide.Lastweektheyfilled in 2.5 millioncalls lastweekand thatnumbercontinuestogrow.Sothis isnota hugecompany 
yet, but it iscertainly kind of an innovative idea,and I think itevemplifiesthe kind ofbusinesses weinvest inandthe things we 
try to grow.Very cool concept. 

And I a ~ t , l  want to talkabout Mobile5treams.Gregchattedaboutthisa little bit this morning.Theyarea mobilecontent licensor. 
an aggregator, mobile media platform provider, wirelesscarrier and contentowner, a relationship with over 100 carriers across 
!he world right in thr middle of a fast-growing dynaniii marketplace We made a v m l l  investment in advanre of their IPO on 

(he AIMExchdrlgein theUK,dridwehavegolacoupleofthings. 

First, we got an entrepreneurial run business that i s  growing fast. And second, we got really an innovative management team. 
Theywereveryearlyinto ring tonesandwallpapersmanyyearsago,andtwoyear,agothatteam identifiedthatthepolyphonic 
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.ingtonc businesswasgoing to struggle,and the tructone businesswasgoing to beginto wan,andvideowaswhere thesolution 
was. And they started making moves into video a year and a half or hvo years ago, and I'm sure all of you can recall what 
qappened to some of our domestic mobile content providers about a year ago at this time when they were surprised at the 
drop in polys and the move to (inaudible). 

They have significant expertise in mobile media, which is a space we really have an interest in given all the content that we 
own. build and control through Liberty entities. 

:n addition to growing their business, they are involved with many of the Liberty entities and helping to mobilize existing 
r o r ~ t ~ n t , g e r t h ~ c o n t ~ n t  w~already havpandnwn onthemohilPphone.StratPgiringon mobilecontrnt planswithusandwith 
oui aflilidtes. opening doors with mi iers  and other Content owners, looking at potential transactions with us and driving the 
Connectid location-based services activities long with the folk, a t  TP. Sa not a great ~~ not a significantly large investment in 
Liberty from a dollar standpoint, but certainly one we can leverage and drive synergies through. Nice business. 

Vow. as I said at theoutset, we have been building and developing businessesformany many yearsand we will continuedoing 
that inside Liberty Capital. We talked aboutjusta few of those assets today, and I look forward to the continuingdevelopment 
of these businessesand several newones in the future.Thankyou for yourtime. 

~~ ~~~~~ ~ ~~~~ ~~~~ 

John Orr Liberty Media ~ VP, IR 

Thntroncludesaur prepared remarkson LibertyCapital.Nowwearegoingtoopenituptoa briefQ&A.Greg isgoingtocome 
back up and take questions, and of course, the affiliate management for Liberty Capital will be available for questions at this 
time as well. We will take a brief break following this, and then wewill start Liberty Interactive. 

Greg MafFei ~ Liberty Media President 8 CEO 

501 justwantcdtol guesssayacoupleofwords.We havereenasamplingof someoftheinterestingandexcitingthingswe're 
doing inside Liberty Capital. I think a couple of themes come through  our belief in the power of video and the opportunity 
to marry the Web businesses and lpverage them. You will hear more about that, how we are doing that this afternoon with 
~ntctactivc.Rutdefinitelyonthecapitalsideas well, we bclieveinafutureofvideoonthcnetandtheopportunitytousethat 
a i d  promotionvehicle for our other Web businesses. 

Second, many many opportunities in communication. Lots of things that we're doing is innovative, lots of things that we're 
doingaroundcommunrations. Andlastly,our belief in the power ofdigitalcontenttogoeverywhere,whetherit heinm-demand 
at S t a n  or whether it be ali the way to Vongo. Lots of interesting things happening. 

Our challenge obviously talks about converting some of these cases in a tax efficient manner. We have done some interesting 
mvestment. Can we put rcaled dollars to work if we get liquidity? We had great success doing that at Liberty Media in the'90s 
and into 2oW. partlyfueled by the powerafTCI. In theabsenceofthat kindofmarketpower,wewillfindenough opportunities? 
W i l l w e b r a b l ~ t o i n v ~ a i n ~ r a l e ? T h a t i ~ o u r ~ h a l l ~ n g ~  I thinkyau haveseen some in t~ r~~ t ing th ing~ tha rw~ ' rpd~ ing  Can we 
ionlinue io mdke the payoff?Thdt i i whdl we believe, and that is what we're here 10 do. 

So with that,Ym going to field questionsand please be ready. I'm going todirectthemout toit  think as much to my compatriots 
who presented as anything. 

~~~~~~~~~ ~ . ~ ~~ ~ 
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Q U E S T I O N S  A N D  A N S W E R S  

John Orr ~ Liberty Media VP, /R 

Yes? 

~~ ~ ~ ~ ~~~~~~ ~ ~~~~ 

Unidentified Audience Member 

Whatistheendgame fortheasset sin LibertyCapitai? Isit toyrowthematsome pointas5 or lOorl5,much biygercashflow 
generating businexes and s t i l l  have a complicated structure? Or is it to take them, build them and look for wafi to monetize 
themand then u x  that for your equity shrink? 

Greg Maffel ~ LibertyMedio- President & CEO 

Yesand yes. I thinkit reallydependsona bunch of factors. What opponunities wegettogeneratecapital both becausewe find 
transactions that are tax efficient that unlock value and we get liquidity events. It depends what businesses we get back if we 
do something like 355. It depends on our ability to successfully take innovations and appiyincrementai capital -GAMESPACE, 
ioveit. I thinkilisagreat space.Casualgames. highlyfragmented,lotrof interesting things happening.Couldwereallyputall 
ofour potentialNewsCorp.proceedsto work ingameslldoubtit. Soit reallydependson whatyou'retalkingaboutand what 
scale you're talking about. Could you do more around digital content? Probably a lot more opportunity to invest smartly. 

Cnuld there be whole other businesses that we find along the way that are attractive7 Yes, but the first place you're going to 
lnok, I think, i i arm5 that fit within the portfolio whrrr we haw market knowledge. a toe-hold and in some cases more than a 
toe ihold and in someplacesquite interesting businesses.and try and leverage that first andwhether they are ultimately treated 
asventurecapital investmentsand sold,orwhether theyareultimately businesses that wegrowandscaleand potentially spin 
out on their own. We have done that successfully at Liberty in the past. or whether they are businesses that we retain for the 
iong~terrn, really that will depend on how big they get, how they would be treated in the marketplace, whether opportunities 
exist. In the barkthere. 

Unidentified Audience Member 

Just as a follow-up to that. I have been to a number of these over the years, and we have heard about how the stock is always 
lrading at a meaningful discount from the valurs. But we have not seen any meaningful stock repurchase programs, and so if 
youdo these 355exchangesand weget d lot of cash,can weexpectto seesome more meaningful stock repurchase programs? 

Greg Maffei Liberty Medk President & CEO 

lthinkacouplepointsthere.First,asparrofthistracker,weauthorireduptoSl billionof repurchaseon bothLibenylnteractive 
and Liberty Capital. The board authorized that. That could obviously be increased. We have been somewhat reluctant I think 
in an entity like Liberty Capital to repurchase in advance of having liquidity. 

On the Liberty Intcractivc side. wc haw a business which throws off significant amounts of free cash flow, and as i t  grows, we 
will add incremental leveragability to opening up more borrowing capacity and potentially more repurchase capability. That 
I S  pretty clean. prettyeasy andopeni it up to systematiccash flow either borrowinysor cash flow generated. 

On the Liberty Capital side, it is an episodic kind of thing. We have some liquidity today, the potential for more liquidity, but it 
will be dependent upon as you said getting those 355s done or transactions like that. We're going to monitor and watch -- 
move over there so you can see behind somebody -- monitor and watch where is the stock price, what is the discount? 
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We had a thesis I think that the discount wouid get isolated in different ways. Not sure it i s  happening exactlyas we transpired 
or suspected it would transpire. But today I think we are over $80 on [LCAPI. How does that compare to the after-tax value? 
How does i t  compare to what we realistically might be able toexpect?Ourability is to increase theafter-taxvaluethrough some 
kind of tax efficient transaction. In a perverse way, if you do these 355s and you imagine that there i s  a perfect pretax value out 
1heie.y~" know the~ortofNiNana,it isl ikelyyou'l l havesome taxleakageanddegradationofthat pretaxvalueona per~rhare 
basis. 50 you may increase the after-tax value on a per-share basis. Theoretically the two will come together. 

50 we wili be watching rhat, looking at our discount off both of those and thinking about all of that and weighing repurchase 
as one of the alternatives compared to inverting in some of the opportunities you heard to day^ And again, they are all sort of 
drpendent on do you get the 355s don? Ye<? 

Unidentified Audience Member 

(inaudible) point of view. Could you tell us Liberty's point of view on net neutrality, particularly how it applies to Vongo! 

Nurnbpr two. on the 341 1, roiild you talk about the pay-per-call model, what thP price is  per call. how that split works with 
Google? And lastly on WildBlue, could you tell us about the Company's relationship with Charlie Ergen, and do you need a 
stronger rrlationship to have WildBlue hit its goals? Thank you. 

Greg Maffei ~ LibertyMedia President& CEO 

I'in going 10 touch on briefly one drid three, and kn going to let Bob and Mark touch an one and ihen two and three. So our 
net neutrality, the Liberty family has a diverse set of interest. I think in general net neutrality is a word that can mean a lot of 
different things to a lot of different people. The second floor af the Liberty building we would be in the net neutrality ramp. 
WP will define what that mean5 for us. The firrt floor. which is the Liberty Global guys. they call us the Communists because 
theyar? theoneswho wantto rolloutthecapitaland seetheirabilitytodifferentiatebetween rervicequality. 

in general we're very interested in making sure that we have the ability to deliver our content to consumers as cost effectively 
aspnssiblcand providcasmuchvalueas possible.50 thenuancesabout what netneutralitymcansareimportant,butingeneral 
: wouid say we favor net neutrality on the second floor. Bob, do you want to add anything on that? 

BobClaren ~StarrEnterfoinment~Piesident &CEO 

i wili ray I'm glad you know where the second floor is. Across the street in our building, we don't believe that net neutrality i s  
going to come before the Congress successfully over the next 18 months, and we're keeping our powder dry. We think that 
therearcsome rcaions to support net neutrality, but we still are new into thespacetalking with the Microsohs and the Googles 
on th? oneside, the studios on another and then our affiliates on another, and it is, frankly. unclear to us exactly where we 
might cast whateverweight we have. But,frankly, it is tooearly for us to kindof go out and say, oh,yes, hereweare. (multiple 
speakerr) 

Greg Maffei ~LibertyMedio-Presidenr&CEO 

(multiplespeakers)~~ofrhatopportuniry. I thinkwe're holding,lePs let itstay inabeyanceatthemoment. Soon thelast point, 
you cannot not always wantto have a better relationship with someone like Charlie Ergen i f  you run a sewice like WildBlue. 

1 think as in general LiberIy has a lot of positive and long-standing personal and corporate relationships with EchoStar and 
CharlieErgenandCarlVogeland histeam.Sothatisverypositive,and Ithinkwewill beabletohopefullyleveragethosegoing 
forward. 
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On thc other hand, they run their husincscs for thcir benefit first and foremost as you would expect and as they should. Mr. 
CarIetO"? 

Mark Carleton ~ Liberty Media ~ SVP& Charmon, TruePosition 

On thc I 800 I would be happy to chat with you off line about the business model. It is a pretty simple modei. That company 
,5 5till very small and private. We only have a quarter of it, so they are not disclosing any details on financialr. But it i s  a very 
accretive little structure that they have got in place. 

n terms of the EchoStar and DIRECT discussion, we are having a lot of discussions with them. We think there's a great fit for 
them and a y w d  chunk of their customers with WildBlue. But getting a deal done with Charlie is always a challenge. They are 
wry tough, and they negotiate very hard, and we think we've got something that i s  extremely robust and extremely valuable 
LO them 50 we send the troops in, and they send the troops in, and we battle and then we come in and pick up the wounded. 
and then we send some fresh troops in and  battle^ 

50 I'm optimi\tic that WP will g e  wm-thing don? with them, that I think we will workwell for them and for us and the same 
with DIRECN. I think for those guys this i s  a very simple dnd easy business (technical difficulty)- and a way for them to grow 
the ARPU and togrow thecash flows t iu t  they really don't have today. 

Unidentified Audience Member 

Great, thank, 

JohnOrr~LibertyMedia-VP,IR 

OtherqiiPrtinnr Yes,+ the hack thew 

Unidentified Audience Member 

Could you just talk a littie hit about the Starr renegotiations with the movie studios and when those come up again and how 
you think your leverage is  positioned or how you think about the price you will pay in terms of output deals relative to the 
hixtorir d d s  that you cut, and whpthpr going into any more original programming might help you in thow negotiations? I 
know i t  is  wmettiinyyou haveshieddwayfrurn in the past, but your peersdreclearlydoing moreand moreof it.Thanks. 

Greg Maffei Liberty Medio President & CEO 

I will give again a little bit of a n  overview. and then let Bob fill in the actual details. Clearly you have seen a change in the 
marketplar?, and our wiatiw power has gone up dramatically, partly because a5 you mentioned on original programming. 
\everdl of the other potential buyers hdve shied dwdy from purchasing and have moved more into the original programming 
world. 

We like- our rrlative position on movies. We like the power that we now have relative to studios or at least historically were, so 
that i s  very attractive, On the longer-term question about ourabilityta do original programming, we do some of it today. Bob 
mentioned the interstitials and things like we're doing like Brokeback Bunny, but thereare a few other potentially less inflammatory 
pieces wecould have done.That wasone that had somethingtooffendevelybody.That is clearlyan opponunitythatwe think 
about a lot. kcausc Starz i s  kind of caught in the middle in some ways, and there are somc g o d  characteristics we're doing 
to differentiate that. But if you don't own the customer relationship, and we're trying obviously with Vongo, and you don't 
create to content, you really have a potential to get squeezed more. So the longer-term aspect of having both of those things 
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'now customer dirrct customer relationships through Vongo and potentially more content creations are both positive about 
'ong~term value I think. 

www.streetevents.com 

Bob Claren . Storz Enrerroinment ~ Presidenr & CEO 

Specifical1yourDisney;lnd Sonyagreementrare up in ZOlOand2011.Theyneed totell us by theendof'07whattheirintention 
' 5  about renewal. and they can renew on the same general terms and conditions. 

We are not guessing what happens. We thlnk there's opportunities on both sides. We are pleased with our relationships with 
3meyandSony.iftheywant totakeusuntil2013and2014,thatisfine.Iftheydon't,thereisotherprodudsweifare.You think 
about ittoday you havegothalfofthe Weinstein product andallof Dimension that does not haveanoutputdeal.Picturehouse 
doing great things {indiscernible), ThinkTV. [Yuri Films], Goldwyn. There are 55 high-quality output titles being released by 
Yollywood that don't have output deals, which is obviously why we can go into the market a la carte when we need to fill a 
Saturday night premiere with our discretionary part and vie for much less. 

A good example would be when WP bought The Che Guevera story from llniversal. We bought it at, frankly, 21% of what it 
would have been on t h e  ratecard lhree yedl5 ago. Sa I think on the sludio side, we're not feeling pressure, frankly, one way or 
another.11 is probably more material toVongo becausethequestion i s  not that theywould not renewatthetelevision. burwill 
:hey sense that theVongo rights are perhaps worth more? Maybe if we have a lot of customers, that will be one way to look a t  
t. But we think that there is an opportunity lo lookat the window on the Internet differently than a t  the television. 

Again, there may be some studio people here. They are trying to move on EST very quickly, but the rest of their business is 
,novingquitedowly.Sowe need toconvince them perhaps that therealopponunityisto IookattheVongosideofthe business 
where there i s  no analogous broadcast and syndication window that runs for five years between our first and second window 
in which we havea blockagainstthem using our content on prescription subscription. 

As an aside, we mentioned tchoStar. Just to remind you, we have a brand-new deal with Echostar. It did take us a year and a 
half, but that is typical. Yet it's a very fair deal for both sides, and we expect good growth on that. So our view i s  there i s  going 
ro beplentyof product Weareinthat window nowwhereouraffiliatedeals~~wearetalkingtoDIRECTVnow~~shouldbefine. 

On originals.just far a serond. You know "Movies Make Us" is  our theme, but we have been leaking into our demographically 
rargeted product originals.On InBlack wedo the 6-5de.a 30 minuteshow. Wedo First Amendment standupcamedy. Frankly, 
voujmt can't get enough movies that X P  important to that demographic to be able i o  drive it all the time. It i s  Still anchored 
in primelimebymovies.WHAM!run,avideoaridteenroapblockin lhedfternoon when thekidsger homefromschool.% we 
itartedtoleakintothosearear butkeepingthtoughtowhereweareat rightnow.Mybelief wouldbethat muchofthecontent 
,we're going to create in the next two or three years will be specifically designed to play across multiple platforms in mobility, 
in portability, on the Internet, in on-demand and will appeal because it i s  short form to those early adopters, giving us then a 
window as we keep our revenue growing to figure out exactly where we might play in more traditional long form if, as I have 
said on some panels, I'm not sure in fiveor seven or 10years. thesitcoms oftoday and the reality showsoftodaywill really be 
what d new generation is  now already watching on the Internet. 

Contact Us 

John Orr Liberty Medk ~ VP, IR 

On the right side. 


