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“It takes many 
small screens to 
get the big picture.”



Safe harbor statement
When used in this discussion, the words “anticipates,” “expects,” “intends” and similar expressions 
are intended to identify forward-looking statements. Such statements relate to, among other things, 
the revenues and results of operations for the company’s PPT® and information services segments, 
the company’s development efforts pertaining to new media measurement services and the timing 
of the commercial launch of those services; and anticipated customer acceptance of the company’s 
new media measurement services; and are subject to certain risks and uncertainties that could 
cause actual results to differ materially from those projected. 

Factors that could affect Rentrak’s financial results include customer demand for movies in various 
media formats subject to company guarantees, the company’s ability to attract new revenue-sharing 
customers and retain existing customers, the company’s success in maintaining its relationships with 
studios and other product suppliers, the company’s ability to successfully develop and market new 
services to create new revenue streams, and Rentrak’s customers continuing to comply with the 
terms of their agreements. Additional factors that could affect Rentrak’s financial results are 
described in Rentrak’s March 31, 2009 annual report on Form 10-K and subsequent quarterly 
reports, filed with the Securities and Exchange Commission. Results of operations in any past 
period should not be considered indicative of the results to be expected for future periods.
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Our mission

To become the leading provider of 
consumer entertainment behavior 

and segmentation databases across 
all digital media distribution platforms 

including theatrical, home video, 
television, mobile and broadband 

using Rentrak’s proprietary intelligence 
and technology.



Our vision of the 
evolving media landscape

� Media fragmentation accelerates as on demand viewership grows

� Device proliferation expands (digital devices on all TVs, 
smart phones, etc.)

� Fragmentation requires advertising to become more targeted

� Advertisers and agencies need better measurement as traditional 
samples become less relevant—databases are the solution

� Convergence of mass marketing and direct marketing disciplines

� Merging customer segmentation databases allows for improved 
ROI calculations to drive decision making

� Data, information and knowledge becomes the new creative

� Rentrak further establishes itself as a leading digital currency



$130 billion market opportunity



Value chain



Rentrak: Part of the DNA 
of the entertainment industry

Only Rentrak has the decades of experience to realize the opportunity



U.S. video market – circa 2009



One device, two platforms,
billions of transactions, for example

Transactions to date*  



One device, two platforms,
billions of transactions, for example

Transactions to date*  



STB data: the complexities

� Quantity of Data: Requires the ability to process and aggregate 
an enormous amount of data with sound business rules.

� Technological Ability: Requires the ability to capture, clean, 
process and deliver data, and analyze multiple analytics. 

� Privacy: Operators and research firms require that subscriber’s 
data is protected.

� Data Standardization: Data from operators is complex and is 
not standardized today. 



TV, Mobile and Digital Download 
- same growth trajectory -

as Box Office, Home Video and OnDemand



Rentrak 
product

overview



Product overview



TV Essentials
Geo-demographics & segmentation 
of audience at telecast and 
network levels 



StationView 
Essentials

Specifically designed for local
television station management



Rentrak already serves 125+ of 
the most recognizable media companies



WealthTV case study
After subscribing to Rentrak’s TV Essentials product in June 2009, 
WealthTV used TVE intelligence about their audience to launch a 
new marketing effort and adjust their programming tactics. 

The results were significant:  

� total hours viewed increased 78.8%

� average rating delivery increased by 21%

� reach increased by 43,500 unique HH’s

� rank among all networks increased 5 spots in July 2009

This knowledge is now key to WealthTV’s strategic planning.



Rentrak’s financial profile

� $37 million in cash & short term investments

� $12 million in annual free cash flow from PPT division

� Minimal debt balance

� Rentrak has a fully funded business plan with only 
maintenance capital expenditures required

� Rentrak was added to the Russell 2000® Index on 
June 29, 2009



Assumptions

� Upfront investment period coming to an end

� Experienced research sales team being 
assembled and trained

� 6 to 9 month sales cycle

� Focus on syndicated, recurring research



Rentrak is in the industry’s DNA, 
connecting advertisers with the media



Bill Livek Chief Executive Officer 
New position separating Chairman and CEO

June 2009

Bruce Goerlich Chief Research Officer 
New position

May 2009

Dr. Michael J. Vinson VP Statistical Science & Analytics
New position

April 2009

Jeremy Gabor Director of Sales
New position

Sept. 2009

Augmenting Rentrak management



Augmenting Rentrak board of directors

Bill Livek Chief Executive Officer , Rentrak June 2009

Richard Hochhauser Former Chairman/CEO of Harte Hanks Aug. 2009

Anne MacDonald Chief Marketing Officer, Travelers
Formerly CMO at Citibank and Macy’s

Aug. 2009



In summary

� Advertisers want to plan and buy TV more effectively, 
using the marketing systems they already have in 
place: their Customer Segmentation Systems.

� Using these systems across TV and digital 
databases will create powerful planning, buying 
and selling systems for the advertiser, agency 
and TV marketplaces.

� ONLY Rentrak has the years of experience and 
systems to capitalize on this natural evolution.



Thank you for your time

To request an 
investor package, 
please visit our Web site:

Rentrak.com

Bill Livek,
Chief Executive Officer,
Rentrak Corporation

bill.livek@rentrak.com


