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Building Businesses Across the Consumer Spectrumg p

Retailing

Services

Media

Membership
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For financial reporting purposes, Gifts, Pronto and iBuy are part of IAC’s Emerging Businesses Sector.



HSN
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HSE 244
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Pronto
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IAC Retailing Advantageg g

I t ti M lti Ch l M lti M d l A h• Interactive, Multi-Channel, Multi-Model Approach

• Focus on Differentiation

• Mix of Home Grown/Acquired

• Disciplined Capital Allocation
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An Internet Retailing Retrospectiveg p

G th E t ti L l M t• Growth Expectations Largely Met

• Barriers-to-Entry: Lowy

• Profit: Function of Cross-Channel Leverage

• Fragmented Market

• Paucity of Scaled Innovation
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What’s Next? – Creating Personalized Experiencesg p

Site Architecture/
Customization

Personalization

Demand
Creation and
Identification

Contextual/
Local

Selling IdentificationSelling

CustomizedCustomized
Product 

Definition
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Site Architecture / Customization/
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Demand Creation and Identification … Pronto
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Demand Creation and Identification … Pronto
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Demand Creation and Identification … Pronto
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Customized Product Definition

17



Contextual / Local Selling/ g
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What’s Next? – Creating A Broadband Experienceg b p
Subscribers in millions
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Source: Management Estimates based on Kagan data ’04 -’10



Video Consumption Poised to Take Offp

Entertainment Multi-Media Share of Total Internet Visits
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Source: Hitwise



HSN: Highly Complimentary Sales Channels g y p y

• Detailed explanation • Customer controlled
• Highly visual
• Call to action
• Entertaining

• Non-linear
• Always accessible
• Additional productg

• Credibility from personality
Additional product

• Credibility from information

21



HSN: TV Live Online
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HSN: Daily Program Guidey g
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Video – Product Information

“Touch and Feel” DemonstrationFeature Rich Touch and Feel DemonstrationFeature Rich
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Video – Creating Contextg
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Video – Content and Communityy

Retailer Generated Community 

GeneratedGenerated
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Video – Drives Distributionb
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Video – Distribution Drives Transactionsb
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What’s Next? – Digital TV Creates Opportunityg pp y
Digital cable and satellite households in millions
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Source: Kagan Research



iTV Demo
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iTV Demo
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iTV Demo
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iTV Demo

33



iTV Demo
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iTV Demo
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iTV Demo
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iTV Demo
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iTV Demo
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iTV Meets onDemand

onDemandonDemand

Electronics

Celebrities

Mom’s Escape
Pet Boutique

Health & Fitness His Store

HSN Features
Home & OfficeCooking & Food

Hobbies & Fun

Weekly ClearanceCustomer’s Corner 
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onDemand: What You Want, When You Want Ito e a d: W at ou Wa t, W e  ou Wa t t

onDemandonDemand

Electronics
Mom’s Escape
Pet Boutique

Health & Fitness His Store
Home & OfficeCooking & Food

Hobbies & Fun

Weekly Clearance

Celebrities HSN Features
Customer’s Corner 
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Categories for onDemandg

onDemandonDemand

Mom’s Escape
Pet Boutique

Health & Fitness His Store
Home & OfficeCooking & Food

Hobbies & Fun
Electronics

Weekly Clearance

Celebrities HSN Features
Customer’s Corner 
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Concluding Thoughtsg g
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