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TAPE NUMBER: I, SIDE ONE 
NOVEMBER 3, 1998 

KANIGHER: Today is election day '98 and we are going to 
start off by finding out a little bit about Mr. 
Nathanson's past, growing up, his childhood, and a little 
bit about what started him off as an entrepreneur. So 
we're going to go back--if I may--all the way to your 
parents. If you could start off by telling me a little 
bit about your parents--? If I understand rightly, you 
grew up—were born--in Cheviot Hills? 
NATHANSON: Yes. I was born in Beverlywood on North 
Glenn, which I think is Beverlywood, not the high-class 
area of Cheviot Hills. My father was attempting to be a 
screenwriter and he made his living by writing radio soap 
operas, such as Suspense and Nora Drake. I was born on 
May 12, 1945. Their next-door neighbors were the 
Handlers, who later founded Mattel toys. They became 
quite good friends with Elliot and Ruth Handler. They had 
to share a phone because my parents didn't have a phone 
and the Handlers did, so they were constantly over there 
to be in touch with their family back in Minneapolis. 

But my father had trouble making a living, I suspect, 
so he went back to Minneapolis, where he was from, and 
went back into the advertising business. This was 
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actually his second attempt to be a screenwriter and he 
ended up being a very successful copywriter in advertising 
and running his own advertising agency, which he founded 
in about 1952, after he had been head of advertising and 
marketing of the Toni Company. When the Toni Company was 
sold to Gillette [Company] in 1949 our family moved to 
Chicago--Glencoe--because that's where Toni was moved to 
by Gillette, which was a Boston company. In those days, 
1949, since my father was Jewish and Gillette did not have 
any Jewish top executives, the heads of Gillette at the 
time, who were very practical Brahmins from Boston, said, 
"Why don't you start your own advertising agency and 
you'll continue to run the advertising and the marketing, 
but you won't be an executive of Gillette or the 
subsidiary, Toni. Instead you will have your own 
advertising agency." So after a brief stint with another 
firm called Weiss and Geller, he started his own 
advertising agency, I think in about 1951, called North 
Advertising, named after his high school in Minneapolis. 
He kept the Gillette business and the Toni business--
Papermate Pens--his whole career, until he sold out to 
Grey Advertising and became vice chairman of Grey 
Advertising until he retired. He died in December 1980. 

So my father was an advertising man. And I think 
what's important about it--his name was Don [Donald] Paul 
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Nathanson--is that he was very creative. He was 
valedictorian of his class, a Phi Beta Kappa, very bright, 
and he constantly talked media business around the dining 
room table. So I read Advertising Age and Broadcasting 
Magazine since I was twelve years old, if not before. We 
got every magazine sent to our household for free because 
he advertised in all of them, but his particular expertise 
was in radio and television advertising. So he was very, 
very current in those areas. Plus, his best friend, 
Irving Harris, who's still alive and who had sold the Toni 
Company with his brother Neison Harris in 1949 for $20 
million of Gillette stock and went on to become very 
wealthy and philanthropic-- Irving and my father were 
involved in many charities and also businesses-- He and my 
father invested together. My father was a minor partner 
of his, but Irving invested with his cousin Burt Harris in 
the television business starting in 1952. My father was 
the third partner and that will come back in my career and 
have an effect later on my evolution into the cable 
industry. But to make a long story short, the media was 
talked about in our household. We went to media 
conferences; my father spoke at a lot of them. He taught 
in this field at colleges and universities, Columbia 
College, Northwestern University, and so the kids were 
versed in communications. We would often as kids in high 
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school go to those things. So my brother Greg, myself, my 
sister Jill--less so, my sister--were very involved at an 
early age in the media business. 

I should say--this sounds a little silly--my father's 
father and his uncles were all in the media business 
before my father. My great-uncle Nate [Nathaniel Lipman] 
Nathanson started a company called Famous Players in 
around 1910. They started the first movie theaters in 
Canada and later started the Odeon chain, which is now 
Cineplex Odeon. Famous Players is owned by Paramount 
[Pictures]. The Nathansons in Canada at one time 
controlled or had a monopoly, until the government broke 
them up in the late 1940s, on all the motion picture 
business in Canada. And all the brothers, including my 
grandfather, were--there were six brothers and one sister-
representatives of the U.S. film studios for all of 
Canada. So my grandfather represented, I think, Republic 
Films or some company like that. He lived in Minneapolis. 
My Uncle Henry, another one of Nate's brothers, was 
president of MGM [Metro-Goldwyn-Mayer] in Canada. He 
lived in Toronto. Another one was president of Paramount 
in Canada, and so on. Whenever anyone wanted to build a 
theater, not only was there an Odeon and Famous Players 
theater, they couldn't get the American movies because the 
Canadian distribution was controlled by one of the 
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Nathanson brothers. Then the government put an end to 
that. It didn't have much to do with my father or his 
career, but it certainly was in the family legend. 

I did not know Nate Nathanson because he died in 
1949, but I knew Henry Nathanson, his brother and also my 
great-uncle, who lived in both Palm Springs and Florida. 
He was a very elegant man who used to tell us stories of 
the theater business and about when Nate had taken over 
MGM with the Bronfman family when Louis B. Mayer died, and 
how they hated that business and after a year sold the 
studio, or were removed. So there was somewhat of a 
family legend about being monopolists—to be 
entrepreneurs. These family stories were always there 
even though by the time my father came around, which was 
the next generation, it had very little to do with him 
directly. But he knew those stories and those legends 
too, so he had a background, in the early days from the 
family point of view, in entertainment distribution. And 
his father, before the movie theater business, had had 
some vaudeville theaters. Before that the Nathansons were 
in the tobacco business. 

KANIGHER: Interesting. So then did your father spend 
much time in Canada? 
NATHANSON: My parents were all from Minnesota. The 
Nathansons came to Minnesota, I think, in the 1860s or 
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1870s. My grandfather and grandmother on the Nathanson 
side were both born in the United States. My grandmother 
was born in Alma, Wisconsin. My grandfather was born in 
Minneapolis. They came here and then one brother, Nate 
Nathanson, as I said, went to Winnipeg [Ontario, Canada] 
and worked in an amusement park which he ended up buying 
and owning. And in amusement parks at the turn of the 
century they started the nickelodeon machines where you 
put in a nickel and they had a moving picture. And he 
sold--he liked that [nickelodeon] business—the amusement 
park and started the first movie theaters in Winnipeg, and 
then moved to Toronto [Canada]. So my father had a lot of 
relatives in Canada, but he was still really from 
Minnesota, which is where my grandfather was based out of, 
and so my family were essentially from Minnesota. 

Both of my parents went to the University of 
Minnesota. My mother [Evelyn Nathanson] and father met in 
high school and then they married after college. She was 
the daughter of immigrants from Lithuania who spoke broken 
English with an accent and who spoke Yiddish in the 
household. My father's parents, Ben and Frances, really 
didn't want my father to marry my mother because she was 
from the wrong side of the tracks, but she was the 
prettiest girl in her class and, as I said, my father was 
the valedictorian, so he decided that he wouldn't listen 
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to his parents and he married my mother anyway. 
KANIGHER: Which turned out, I guess, fairly good for you. 
NATHANSON: I guess so. [laughs] 
KANIGHER: Now, you mentioned a brother and a sister. 
Where do you fit? Are you the oldest? 
NATHANSON: I'm the oldest boy. My sister, Jill, is three 
years older. Jill [Nathanson] Rhode. She lives in 
Chicago and she writes, strangely enough, restaurant 
reviews for a Chicago magazine. Jill is also a school 
teacher, and has published one or two books on inexpensive 
restaurants to eat in in Chicago. She's very creative. 
Her husband, Ron [Ronald Rhode], teaches at Truman College 
in Chicago and also has a master's in social work. They 
live a very active life; they have no children and they're 
the only ones left in Chicago of my immediate family. 

My brother Greg A. Nathanson is out here. My 
brother's always been in the television business, almost 
as long as I've been into cable, because he's two years 
younger than me. He went to 'SC [University of Southern 
California], but I won't hold that against him. He has 
always been in the television business and was president 
of Fox Television [Stations]. Before that he was senior 
vice president of programming at Showtime [Networks] and 
before that he was the head of programming of Premiere, 
which was a pay service the studios were going to put 
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together to compete with HBO but the government closed 
[it] down. Prior to that he had run KTLA--been the 
general manager there--and so forth. And today he's head 
of--with his college roommate, Jeff Smulyan--Emmis 
[Communications Corporation], which owns a series of radio 
and television stations, Fox affiliates mostly, in major 
and medium-sized markets in the United States. 
KANIGHER: Okay, let's talk about-- You mentioned that 
Advertising Age was available to you and you were reading 
it since you were twelve. Tell me a little bit about high 
school. What you were maybe thinking of--? What had you 
thought you wanted to be when you grew up, when you were 
twelve years old, thirteen years old, and how that might 
have changed through high school? 
NATHANSON: Well, I was a very outgoing child, very 
active, very social. I was very tall and skinny. Hard to 
believe today, being as fat as I am, but in the eighth 
grade I was about six feet tall and must have weighed 120 
pounds. I was a very average student, a C student, but 
was very active in campus politics and was managing editor 
of the campus newspaper. I had a column with the Waukegan 
News Sun, which was a regular newspaper in the area. I 
was very active in a lot of activities like that. I used 
to emcee all the proms and dances in high school. I 
played sports, was always mediocre, but always could make 
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the teams: swimming, basketball, tennis team, and so 
forth. 

Highland Park [Illinois] was a fairly affluent 
middle-, upper-middle-class suburb an hour from Chicago. 
My father's office was in downtown Chicago in the 
Merchandise Mart, where his ad agency occupied the top 
three floors. He took the train and we lived in the 
suburbs and actually it was a quite nice, idyllic life in 
the late fifties, early sixties in the suburbs of Chicago. 
KANIGHER: What were you thinking when--? You know, when 
you said you were outgoing, did you have an idea--? Had 
you always thought that you would go to college? 
NATHANSON: Yes, I always thought I'd go to college and 
then into the media business. 
KANIGHER: Okay. 
NATHANSON: I always thought, actually, that I'd take over 
my father's advertising agency. That was my immediate 
thought, because my focus was more on television and radio 
advertising. My father also used to publish a magazine 
called Radio Showmanship about—before television even 

existed how to use radio, ideas on how to use radio for 
advertising, and so we were very much in tune with 
marketing, advertising, television and radio. 

My father was a big lover of television. He had a 
branch office in Los Angeles, which at the time was run by 
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our cousin, Geoffrey M. Nathanson, and we--each kid when 
they reached thirteen or something--would go with my father 
out to Los Angeles where they would make TV commercials. 
He'd supervise the making of the commercials, so we'd be on 
the set and they'd make commercials. We'd stay with my 
cousin Geoff Nathanson, who lived in Malibu in the Beach 
Colony. It was very glamorous out there and so I always 
thought not only that I'd be in the advertising business, 
[but also that] I'd come back and someday live in Southern 
California, where I was born. I liked the beach life very 
much and TV. So there was really no question in my mind 
that I would be in media business someday in L.A. 

As I said, I wasn't a great student and I loved 
international relations and politics but I got D's in 
French. When I was fourteen I went with my closest friend, 
Ned Robertson, for the first time to Europe, and I loved 
Europe. His parents put us in a Swiss boarding school, the 
Ecole Nouvelle in Paudex in Lausanne. The teachers were 
tough. If you didn't know your French verb tenses, the 
teachers would hit your hands, your knuckles, with a ruler. 
And of course I was lousy in French, but I loved being in 
Europe. I hated the school. And so when I came back to 
the United States and took French in high school, I thought 
for sure I'd get all A's in the courses. Instead I got a D 
in my first French class and the French teacher suggested I 
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take up farming and not go to college, because I would 
never be successful in life. Maybe I should have followed 
that French teacher's advice. 
KANIGHER: Why don't you tell me a little bit about how you 
chose the University of Denver. How did you make your 
college choice? 
NATHANSON: I was only really interested in going to 
colleges that had good radio and TV--that's what they used 
to call it, they didn't call it mass communications or 
anything—and I, you know, I looked in the Love joy' s 
College Guide or whatever, as to the best schools. I did 
not want to stay in the Midwest and obviously UCLA and USC 
[University of Southern California] were very good in 
[radio and TV], but I couldn't get in with either my C 
average or my-- I think I had about 800 on my SAT scores. 
My math was worse than my verbal, which wasn't very good. 
And the University of Denver had skiing, which I also liked 
to do, and they had a radio and TV school, which I don't 
think Colorado did. I can't remember. So that's really 
the reason why I chose Denver. I went there for the radio 
and TV school. Even though I ended up majoring in 
political science—history and international relations—and 
minoring in radio and TV, I still took a lot of courses 
like that. 

As I said, I was always oriented toward going into 
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the media business. I even started my own company while I 
was in college. I worked for an advertising agency, Lori 
Lottito and Wescott in Denver, and I started a company 
with a professor of mine named Dr. Harold Mendelsohn, who 
was the former head of research for McCann-Erickson [World 
Group] and was retired and living and teaching in Denver. 
I started a company called Video Opinions while in college 
as a profit-making venture with Dr. Mendelsohn. Our 
technique was to show focus groups new product ideas, or 
advertising concepts, and have the people react to them, 
but our unique twist was that we videotaped the people and 
then showed them the videotape and then got their 
reaction. Mendelsohn had discovered that you got a much 
more honest reaction not by the first reaction, but by 
people reacting to themselves on the videotape. And we 
sold this for, I think, $5,000 a shot to advertising 
agencies as a new technique--at least fairly new at that 
time. We didn't know anyone else was doing it! And that 
was a little business I had going in college that I owned 
half of; the professor owned the other half of it. And 
with my father's contacts in the advertising world we sold 
it to advertising agencies, and so that was the little 
business I had going on the side. 

I also worked at the campus radio station and had a 
DJ show, a jazz show, on the weekends, I think from eleven 
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o'clock to one o'clock in the morning or something like 
that. 
KANIGHER: Tell me a little bit more about the business. 
When you were running the business, was that something 
that excited you? Was it just a natural--? Because you 
had talked about always planning on going into media-- Was 
it just something that was second nature to you to start a 
business and really go to it? 
NATHANSON: Yes, I thought nothing of it. I've always 
loved business. Business, all business, has fascinated 
me. My father, grandfather, and uncle told the story that 
when they took me fishing--because I always liked fishing 
too, in Minnesota at Detroit Lakes at my cousin Gilbert 
Nathanson's cabin; he owned the movie theaters in the 
town-- We would be driving back from the fishing trip--I 
must have been ten years old, nine years old--and I'd 
start talking to them, the adults, because I was the only 
child on the trip, about why the trucks, those trucks that 
had those special racks where the cars fit, would come 
back empty and why couldn't one invent a different type of 
rack where they could carry back products so they wouldn't 
go empty one way, they would go two ways, be carrying 
cargo in both directions. And they were all very 
fascinated that I would be so interested in how to make 
money doing that at eight or nine or ten or whatever it 
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was. And that never stopped. So there were always ideas, 
mostly stupid ideas, mostly not very impressive ideas. My 
father's best friend, Irving Harris, who went on, besides 
the Toni Company, to found many other companies: Standard 
Shares, Pittway, Acorn Fund, always thought I was 
obnoxious and not very smart because I'd keep throwing out 
all these ideas but not really having any depth of 
understanding or any depth of financing about them. But I 
would love to immediately go and pitch some new idea to 
make money or talk about business. [Ideas] that, as I 
said, were mostly ridiculous, and so forth. But I had no 
qualms about doing that, as I always did that type of 
thing. College was not an exception to that and, as I 
said, I had this little business going on the side. Some 
people questioned whether I did it to get a good grade in 
Mendelsohn's class as his business partner or I did it to 
make money, and I think I did it for a little bit of both 
reasons at that time. 

KANIGHER: Talking about pitching ideas and your creative 
aspects, did you ever have an idea or a goal to go into 
Hollywood and pitch ideas? Was the creative aspect ever 
something that you seriously considered? 
NATHANSON: No. I like to write and my father was a great 
writer; he was very creative. He invented the slogans 
"Which twin has the Toni?" "Smirnoff's leaves you 
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breathless" and "Promise her anything, give her Arpege." 
He was really a creative genius. All the children are 
creative; none of them are as creative as my father was, 
but we were all better than the average person. I got an 
A in creative writing in college, but I never really felt 
[the desire] to go beyond that. 

And I remember the stories told to me in Palm Springs 
by Uncle Henry about the creative talents in Hollywood and 
how, from a businessman's point of view, which Henry and 
Nate certainly had, how difficult it was to deal with 
Clark Gable at the premiere of Gone With the Wind in 
Toronto and all these kind of stories. And always to stay 
away from the creative end because it was unbusinesslike 
and to stick to where you had clear bottom-line goals. 
But I like creative people and working with new ideas. My 
father was a big believer in owning assets and not being 
in the service business. But, as I said, my intent was 
always to go into his business, which was the service 
business. Advertising, like law, accounting, or 
stockbrokers, is a service business and so it didn't mean 
anything to me, but that was the advice that I had gotten 
from the beginning of time. 

And I think the most important thing about college, 
that I neglected to mention, is that in freshman speech 
class and actually before that, at the first freshman 
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dance and orientation, I saw a beautiful girl from New 
York and she ended up being in my speech class. And she 
gave a humorous speech, which was the assignment, and no 
one laughed except me. I thought it was the funniest 
thing I'd ever heard. And she later became my wife. Jane 
Fallek was her name. I thought she had a great last name. 
I got married right after college and we were pinned--I 
was president of my fraternity--and lavaliered and all 
that nonsense. And when we graduated from college, from 
the University of Denver, we got married and she has been 
the love of my life ever since. 
KANIGHER: What fraternity were you in? 
NATHANSON: I was-- It became Phi Sigma Delta later-- Phi 
Sigma Delta merged with ZBT [Zeta Beta Tau]. When we 
graduated from college I was elected outstanding senior 
man by the kids in college, even though there were people 
who were much more active than I was. My fraternity 
brothers and I kind of rigged the election. I really 
didn't deserve it. However, during the last two years of 
college I found myself academically and became a straight-
A student. Of course, I was taking courses that I liked. 
I switched from a radio and TV major to a history and 
political science [major]. 

And the University of Denver had some great teachers. 
Arnold [J.] Toynbee was over here from Oxford [University] 
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teaching and Madeleine [K.] Albright's father, Joseph 
Korbel, was one of the professors of international 
relations. And I got a full scholarship to graduate 
school. I had, actually, three scholarships to graduate 
school — full tuition, board, everything—in political 
science because, as I said, I was a fairly decent writer 
and my teachers at DU liked me. And at one time I toyed 
with doing something in politics or related to it, and 
getting a Ph.D., but as I said I got married right after 
college and I went to-- I chose [University of California] 
Santa Barbara [UCSB] for obvious reasons, compared to 
[University of] Minnesota and Georgetown [University], 
which were the two other schools that offered me 
scholarships, a National Science Foundation fellowship. 
So I went to Santa Barbara. And my wife got pregnant 
there and so I finished my coursework quickly. I T.A.'d 
[served as a teaching assistant], finished my classes in a 
year, and then wrote my thesis while I was working in 
Chicago. So that was the end of my academic career. 
KANIGHER: Was there much of a choice between--knowing 
your political aspirations, at least you've had political 
involvement and we'll get back to that-- The choice of 
Georgetown, was that something you seriously considered? 
NATHANSON: I had lived in Washington because I worked 
over the summer and as a part-time aide for Gale [W.] 
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McGee, U.S. senator. I had a falling out with the 
senator, a very kind man, over his views on Vietnam. My 
next political involvement was working in Bob [Robert F.] 
Kennedy's campaign in California in '68. I agreed with 
his views and he was a dove on the war. 

I decided after Kennedy was killed that politics was 
not for me. Firstly, I was making only $200 a week. You 
couldn't support your family on it. My wife was pregnant 
and we had our first child, Nicole Kay [Nathanson]. 
Politics was something that I toyed with. I liked it, but 
I couldn't make a living in it. Another reason I went to 
UCSB was that the Center for the Study of Democratic 
Institutions was based there at that time. This was quite 
the think tank on politics. [I] spent a lot of time at 
the center. But the departmental politics were so bad, at 
least in the poli[tical] sci[ence] departments in the 
University of California system, that I said, "If you're 
going to go through that kind of rigmarole, you might as 
well go into business and make money." 

So I don't think I ever really was serious about a 
career in politics or in the academic world. And, as I 
said, I just got my master's degree and then after a brief 
stint working in politics went back home to Chicago. 

When I got home, I said to my father, "Dad--Don--I'm 
here, ready to take over the advertising agency." 
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And he said, "I don't want you to work in the 
agency." 

I said, "What do you mean? You own the agency"--or 
he owned 80 percent of it. "I'm ready to take it over." 
I mean, I'd been trained in advertising, as I said, since 
I was twelve years old. I knew about copywriting, media 
buying. I knew all about advertising from a kid's point 
of view, but also from a fairly serious point of view, 
because I'd been very oriented toward learning about 
marketing. When I was six or seven years of age, I used 
to sneak downstairs when everyone had gone to bed and I'd 
open my father's briefcase and go through the papers. I 
would just dream of the day when I could bring home a 
briefcase full of exciting work to do. What a stupid kid 
I was. [laughs] But, anyway, I was very oriented toward 
advertising, and so forth. 

And my father kind of said to me "Don't go into 
advertising" and his reasons were very logical. One, you 
made a great living in advertising, a great salary. We 
lived very well. We had a nice house, nice cars. But you 
never had any equity. No matter how long you worked in 
the advertising agency, it wasn't a business where you 
built up equity because agencies weren't worth a lot of 
money in those days. They were only worth what their cash 
flow from their advertising billing was. And, two, 
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nepotism didn't work very well, because you had a lot of 
account executives who controlled valuable clients. So 
if, suddenly, a son was coming in and rising very rapidly 
and they said, "Well, there's no future for me here 
because the boss's son is in the way. I'll take my 
account, my $5 million account, and I'll move to another 
agency," the agency would then lose business. 

Whatever the reasons, my father did not want me to go 
into his agency. I was very upset with my father. I was 
totally unqualified to do anything; I had only worked in 
politics, plus the college jobs that I told you about. So 
I went in and I got a job without my father's help. 
First, I went to Danny [Daniel J.] Edelman, who my father 
had hired as a young man to be the PR [public relations] 
director of the Toni Company. Edelman later went on and 
founded one of the biggest PR firms in the country. I 
personally called Danny, who I'd known since I was a 
little kid and who'd taught me to play basketball, and 
said, "Danny, I'm mad at my dad. I'm not going to work 
for him. I'd like to come to work for Edelman and 
Associates [now Edelman Public Relations Worldwide]." I 
went to visit him and he said, "Great, Marc, I'd love you 
to work for Edelman. Now, I want you to come with me to 
personnel and take some tests." And I said, "This is not 
the kind of welcome I thought--" So I didn't go to work 
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for Danny Edelman. I went to a competitor of his, Harshe-
Rotman and Druck and I got a job as an editorial assistant 
at $7,200 with Harshe-Rotman and Druck as a junior PR man. 
As I said, I could write copy or press releases, so that's 
where I started. 
KANIGHER: Let me take you one step back, to your thesis. 
You wrote about--? 
NATHANSON: I wrote about the regulation of the television 
business, specifically the cable television business. 
Now, why did I do that, since I was in political science 
and I wasn't in radio and television? Well, my interest 
was in radio and television; I always knew that I would go 
into something related to the media business, so as I was 
doing research, I wanted to write about it from a 
political science point of view, from a political pressure 
group [point of view]. I really wrote about how the NAB 
[National Association of Broadcasters] and the FCC 
[Federal Communications Commission] were very closely 
linked together. How the so-called independent regulatory 
agency [the FCC] that regulated broadcasting really 
protected the industry. And in this case had curtailed 
the growth of the cable industry. The FCC artificially 
limited cable growth in the largest cities because of the 
lobbying power of the big networks and the big television 
stations. 
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I interviewed, for my thesis, Newt [Newton N.] Minow, 
a friend of my father's, who had been chairman of the FCC. 
I went to his fancy office at Williams, Bennett, Bard and 
Minow--now it's Sidley and Austin-- On his wall were 
pictures of him and many politicians. He'd been Adlai 
[E.] Stevenson's personal assistant and had a brilliant 
career including being President Kennedy's chairman of the 
FCC. My first question to him was "Mr. Minow, at the FCC 
you said the following about CBS" and I read him a quote, 
a very negative quote, about a particular position taken 
by CBS. "You and your law firm are now representing CBS. 
How can you reconcile your position when you were on the 
FCC that was so negative towards CBS and now you're 
representing CBS on the exact same issue [about which] you 
were critical of them when you were chairman of the FCC?" 
He said "Marc, my boy, that's the advocate system. That's 
what made this county great. CBS is entitled to a good 
advocate!" Newt still has a great sense of humor. 

I wrote that thesis and learned a lot about the cable 
business in the process. I'd been to a cable convention 
already in Denver while in college in 1964 or '65. I had 
to try to buy a cable system in Denver while I was still a 
student in a somewhat halfhearted manner. It was really a 
class assignment, but I took it very seriously. I went in 
to see the only cable broker—put on my only suit—in 
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Denver at the time, who was named Bill Daniels. I made 
the appointment about a month in advance and I walked into 
his Cherry Creek office and the secretary took one look at 
this skinny little college kid, who claimed that he wanted 
to buy a cable system. She was not about to waste Mr. 
Daniels's time. They made me wait a half an hour and one 
of the salesman came out. He then tried to sell me Elk 
City, Oklahoma, which I think is the only cable system 
that has never grown from that time until today. The 
salesman was a guy named Monty Rifkin, who later became 
president of ATC [American Television and Communication], 
a good friend of mine and a major cable industry leader, 
but at that time he was a lowly salesman for Daniels. 

Needless to say, I was already interested in the 
cable business in college, so it wasn't that difficult for 
me to write my master's thesis on cable and broadcasting. 
At that time I thought, as I said in my thesis, that the 
cable industry would grow and that artificial government 
regulations—in my naive but perhaps accurate [view]--were 
merely a conspiracy between the broadcasting industry and 
the FCC to curtail the growth of the cable industry. I 
felt this would not last and that cable would grow because 
it was offering more entertainment choices for people. I 
had also worked summers as a door-to-door cable salesman 
and doing marketing research in Viroqua, Wisconsin; 
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Janesville, Wisconsin; International Falls, Minnesota; and 
Fort Frances, Canada. 
KANIGHER: Now, we'll jump ahead to your first job. So 
you are working writing press releases. How did you like 
working under--? You know, actually working, I guess. Not 
being your own boss, not running your own business? 
NATHANSON: Well, you see, it's funny about 
entrepreneurialism, and we'll probably talk about this 
later, I've never considered entrepreneurs [to be] their 
own bosses. Whether [or not] I've owned my company, I've 
always had partners, whether it be banks, investors. 
You've always got somebody looking over your shoulder, so 
you're never really, totally independent. It's a myth 
that you just do things on your own and you take all the 
risk. You know, even if you talk to-- I've known some 
great entrepreneurs in my day, worked with many of them: 
Burt Harris, Jack Kent Cooke, John Malone, Barry Diller, 
Ted [Robert E.] Turner [III], Don [Donald W.] Reynolds, 
Steve Ross, Rupert Murdoch, others-- They always had 
bosses, they always worked for people. What they did have 
was the ability to make decisions and take the risks to 
make those decisions and often go with their gut 
instincts. They might risk everything but they still had 
bosses. So even my early experiences as a PR man working 
for Harshe-Rotman and Druck, which might have had forty or 
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sixty other PR people working with me-- It was very 
simple; I was the lowest-level PR man, I was assisting 
other people getting press coverage and communicating to 
the public. I had to figure out how to advance, how could 
I become an entrepreneur within that PR firm even though I 
was just an editorial assistant. My entrepreneurial goal 
was not to remain an editorial assistant, but to stand out 
and succeed. 

I watched the older PR people and how they related to 
their clients, and their clients desired press clippings. 
There was a famous columnist named Irv[ing] Kupcinet, who 
wrote "Kup's Column," which was very well-read in the 
Chicago Sun-Times. When a client got mentioned by Kup 
that was a very big deal. Well, you couldn't just go 
pitch Irv Kupcinet, so I became friendly with people 
working for him and I'd give them ideas about people in 
politics or about celebrities. Some of these ideas, which 
had nothing to do with my clients, would appear in the 
column. They were scoops, they were tips, just keeping 
your eyes and ears open. So then when I'd call on behalf 
of a client, I really impressed my boss that Kup usually 
mentioned them in his column. Because, you see, I had 
helped him before, so why shouldn't he help me? Kup knew 
I was a kid starting out but he liked some of my ideas and 
I was very aggressive in pitching them to his staff. This 
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isn't a totally ridiculous story. It proves if you figure 
out what the other side wants and you give it to them, 
tips, they'll give you the benefit of the doubt, and in 
this case place your client in their column, if it's 
appropriate. 

So I was promoted, after a year, to an account 
executive and was given my own accounts such as the 
American Bowling Congress, Career Academy, the Chicago 
Hospital Association, and a few others. But I knew I did 
not want to stay in PR. I also did political campaign 
stuff for the firm and did work for clients in other 
offices of the firm when they needed work done in Chicago. 
I remember working on Mattel and Wente Brothers Wineries. 

A client of the firm, who was in the real estate 
business, was named Metropolitan Structures—it still 
exists [and is] one of the larger builders in the United 
States. Its largest shareholder was a company called 
Pittway [Corporation]. Pittway was a New York Stock 
Exchange company controlled by Irving and Neison Harris. 
I knew that I had to convince Irving Harris that I was 
capable, because I wanted to go to work on the West Coast 
for his cousin, broadcasting pioneer Burt Harris. Burt 
had just started buying cable systems. So I figured the 
way to do this was to become the account executive in 
charge of the Metropolitan Structures account, which I 
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did. Barney Weisberg, the president of Metropolitan 
Structures, liked me. I was very aggressive and he hired 
me away from Harshe-Rotman and Druck. He hired me and 
moved me to Canada because they were having a lot of 
problems marketing a new model city that they were 
building with the famous architect Mies van der Rohe. It 
was called Nun's Island, Isle des Soeurs. So Jane and I--
we had one child at the time, Nicole, even though Jane was 
pregnant with another--moved to Canada and lived on Nun's 
Island, which was only five minutes from downtown 
Montreal. Metropolitan had purchased the property from an 
order of nuns. They had developed it with a Mies van der 
Rohe design, but no one wanted to move there and they had 
huge investments in the project and had built about two 
hundred townhouses and several thousand apartment units. 
I could not really figure out how to deal with the 
marketing problem, but that was my assignment. 

After I moved there and [did] a little focus group 
research, it became clear to me at this time, 1968, that 
there was a problem with the French Canadians living 
alongside the English-speaking Canadians. Due to the 
nature of Nun's Island and the developers being American, 
the first buyers of units on the island were English 
Canadians. The French Canadians, who were by far the 
largest market segment, would not move there. The French 
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thought it was an enclave of the English. So my idea was 
very simple: we'd go to the Montreal Canadiens hockey 
team and we would give them our nicest townhouses on the 
water, at a discount. These hockey players, who were all 
French Canadian, were national heroes. They'd move to the 
island and they would live there with their families and 
we'd use them in advertising. That was our deal with 
them. We executed this strategy and, fortunately, this 
idea worked. The French Canadians started to buy and the 
island became a commercial success. I immediately left 
after this. I told Barney what my goal was and I got a 
job working at Harriscope Cable in 1969. My wife was glad 
to leave the cold winters of Montreal where, after three 
or four months, we had no friends our own age. 

So this is the story of how I got into the cable 
business: first by impressing the real estate people. 
Then I got a job on the West Coast because there was an 
opening, because the operations and marketing head of 
Burt's very small company—it was mostly a broadcasting 
company but he owned three cable properties at this time— 
was a cousin of mine, the same cousin who used to work 
for my father. Geoff Nathanson had left the company and 
was going to start in the pay TV business with a company 
called Optical Systems, with somebody named Miles Rubin. 
So there was an opening for a marketing guy in that 
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company and I convinced them that I was the guy for them, 
not just Don's son. After all, I had solved the 
marketing problem at Nun's Island in the four months that 
we'd lived in Canada. So Jane, Nicole, and I moved to 
Los Angeles. 
KANIGHER: And that basically was your move to Los Angeles 
where you've been--? 
NATHANSON: I went [for] two years to New York when I 
worked for Teleprompter [Corporation], but all the rest of 
the time since '69 I've been in California, '69-'70. 
KANIGHER: Okay, so you were with--? In '69 you were with 
Harriscope--? 
NATHANSON: --Cable, which owned three cable systems. 
KANIGHER: Where were they? 
NATHANSON: And they were in Palm Springs [California], 
Flagstaff, Arizona--we had the unbuilt franchise for Kern 
County outside of Bakersfield—and Malibu. Harriscope 
[Cable] had two thousand subs [subscribers] in Malibu, so 
we had three systems and one unbuilt franchise. And the 
first thing Burt did was send me out to Malibu [to] Able 
Cable, as it was called at that time. He said, "You're 
going to be the manager for six months in order to learn 
the cable business and then you'll come back and be the 
head of the marketing of the company." He felt that I 
didn't know the cable business, but I knew marketing. So 
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I went out to Able Cable with two thousand subs in Malibu--
beautiful place to go to work--and I was the general 
manager for six months. 

I learned a very useful lesson in these six months: 
the cable system was run by the chief engineer, and as the 
manager I would stay out of his way and take care of the 
politics and the marketing. I negotiated with Paradise 
Cove to put cable in the trailer parks and those kinds of 
things but I let Steve Streeter, the old-time cable 
engineer, really run the system. And that's what I did. 
I did that for six months [and then] Steve Streeter was 
promoted to general manager on my recommendation and I 
went to the corporate office in Westwood. 
KANIGHER: When you were going to work in Malibu every 
day, was cable still running through your blood? Was it 
something--? Was it what you thought it was? 
NATHANSON: I liked the cable business ever since I was a 
door-to-door salesman in the cable business, and I always 
thought the essence of the cable business is not in the 
corporate offices, but what the consumer thinks about the 
cable business. When they'd slam the door in your face 
and they didn't like cable for a reason, you know, you had 
to understand those reasons. That was the essence of 
marketing and that was the essence of selling cable to 
those people, whether it was through advertising, direct 
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mail, phone, [or] whatever emerged later. So I was very 
much oriented toward the cable business. I liked it. I 
was interested in learning about it, learning about the 
technical aspects, which I did not know prior to working 
for Burt, because I'd only been a door-to-door salesman. 

I'd also worked during the summers for a CBS TV 
station selling time in San Diego, KFMB TV. I liked cable 
over television, which were my only experiences, because I 
found cable to be much more entrepreneurial. All the 
other kids in radio and television school at the 
University of Denver were smarter than me. They were 
bright, terrific kids and they all wanted to go work in 
television; they wanted to go work for the networks, or 
maybe in radio or programming. I said, "Why should I go 
compete with all these kids?" None of them wanted to go 
into the cable business and the cable business, as I said--
I'd been to a cable convention, I'd sold cable door-to-
door- -to me would be a growing field. And none of the 
other kids wanted to go into it. So there would be less 
competition to rise to the top. Too many graduate 
students want to go into the fields that are in vogue. 
Instead, they should think of the industries that will 
grow over the next fifteen years that no one else wants to 
enter. 

The first cable convention I went to only had three 
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hundred people and they all wore white socks or had cowboy 
boots. I had black socks on, and I said, "This is the 
field for me." Because there weren't that many college-
educated people, much less graduate-school-educated 
[people], even though [my graduate degree] was in 
political science. There were few M.B.A.'s in cable TV in 
1964-70. Most of the cable guys in those days--we used to 
call them cowboys--were self-made engineers or television 
repair men, great entrepreneurs who later became great 
friends of mine: Bob [Robert] Magness, who founded TCI 
[Telecommunications], A1 [Alan] Gerry, who founded 
Continental Cablevision, Gene Schneider [who founded] 
United Cable [Television Company], a whole host of them. 
So I thought that would be a great field to go into, where 
a young person could advance, rather than wait fifteen 
years to become a vice president of CBS. And so that's 
really why I went into cable. But I wrote all the cable 
companies even before, when I was rejected by my father 
from going into the advertising business, and none of them 
had any jobs for me because I had no experience. I was 
totally unqualified other than to be a door-to-door 
salesman and I didn't think I wanted to do that for a 
living. 

KANIGHER: Interesting. 
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NATHANSON: I can tell you a funny thing about a door-to-
door salesman. One of our projects was-- This relates to 
marketing research more than anything else. I was working 
with a crew of other college kids and we went to a town 
called Viroqua, Wisconsin and the assignment was [that] 
the cable operator in Sparta, Wisconsin—these were very 
small towns in southwestern Wisconsin--wanted to know 
[whether] he should build cable in Viroqua, because he 
already had cable in Sparta. I don't even think there 
were any franchises. He was just going to build it. So 
we decided to do a survey, not a sample, in Viroqua. We'd 
talk to all the two thousand residents in the town. I 
mean, we didn't hit everybody, but mostly. In those small 
towns they'd talk to you and give you milk and doughnuts 
and cookies and so forth. We talked to everyone, and the 
concept was very simple. "You get one TV station off the 
air from La Crosse [Wisconsin], which was a network 
affiliate. Would you subscribe for four dollars a month 
to cable TV that would bring you Minneapolis? I mean the 
two missing networks, an independent, and an educational 
TV station, so you have one and you'd get five new 
stations with cable. Would you pay four dollars a month?" 

33 



Seventy percent of the people said no, they were satisfied 
with their one station. We reported our results and said 
it would be a disaster for this guy to build cable in this 
town, and that the people, who were German-ancestry 
farmers, did not want to spend the money. They got one 
station for free and they wouldn't spend four dollars a 
month to get four more stations. And this was our 
conclusion that we reported to the neighboring cable 
system owner. I wish I'd saved that report, but I don't 
have it. 

Anyway, the guy thanked us very much. He said, 
"Thank you." I said, "Well, what are you going to do?" 
He said, "Oh, I'm going to build the cable system. That's 
what I suspected people would say, but you got a good 
awareness out there by talking to them and telling them 
what I'm going to bring them and I think people will buy 
it." Sure enough, he built the cable system and 70 
percent of the people signed up for it. And so people 
don't always tell you, when you talk about money, what 
they really mean. Their immediate reaction is [that] they 
should have it for free or they aren't willing to pay this 
much for it, but once they see it in their neighbor's 
house, or the kids see it, then there's much more of a 
demand created for sports or movies or whatever it was. 
So it was a very good lesson for me to learn from that 
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one--I don't even remember his name—cable operator in 
Sparta, Wisconsin way back in 1966. 
KANIGHER: They didn't know what they were possibly 
missing and then when they had a chance to find out at 
their neighbors', hey, all of a sudden that was a good 
value. 
NATHANSON: So that was just a little door-to-door sales 
lesson. We also sold cable in Janesville, Wisconsin and 
in International Falls [Minnesota] and Fort Francis, 
[Ontario] Canada. At that time they were one cable 
system, when Americans could own Canadian systems. So I 
had spent two summers selling cable door-to-door. 
KANIGHER: How did you do as a door-to-door salesman? 
NATHANSON: I was great. 
KANIGHER: You were great? 
NATHANSON: I was very aggressive to meet goals. So if 
there were goals, it was competitive and so you tried to 
meet those goals. Now, when I say I was great-- I had 
certain weaknesses. I would spend too long with the 
client. The really good salesman would go in quickly, 
make the sale and leave. I would spend time. I liked the 
people and I wanted to talk to them and that's a weakness 
in a salesman, so I was not the best salesman. The best 
salesmen, the ones who made the most money, had more sales 
per hour. I had a very good close ratio, but I had many 

35 



fewer sales per hour, so I take it back. I was a mediocre 
salesman, but I was a pretty good closer. 
KANIGHER: Interesting. Let's take you back to-- Okay, so 
you worked [for] six months in Malibu and then you came in 
as — ? 
NATHANSON: To the corporate office right across the 
street in that building. My office was right over there— 
KANIGHER: Okay and that building would be—? 
NATHANSON: Which was the Kirkeby Center at the time. 
KANIGHER: Is that the Monty's [Steak House] building? 
NATHANSON: No, it's the headquarters of Occidental 
Petroleum [Corporation]. 
KANIGHER: Oh, okay, the headquarters of Occidental 
Petroleum. 
NATHANSON: It's [now] the Occidental Petroleum Building, 
but at that time it was the Kirkeby Center, and the reason 
we've always stayed here-- I've always been in all these 
buildings; since I've been in California, in all the jobs 
that I've had, other than moving to New York, I've never 
left this corridor, which is very lucky for me, of these 
five, six buildings. Whether it was working for Burt, 
starting my own company, or working for Burt again, or 
whatever it was, we were always in this area, in these 
buildings, one of these six or seven buildings here. 
KANIGHER: Just because it's—? Things are going well and 
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you don't want to mess with the karma? 
NATHANSON: No, actually it's because the other people in 
the companies live either in the South Bay or the San 
Fernando Valley and it's the most central place off the 
freeway. But it's a better story to tell-- [laughs] 
KANIGHER: It's a better story if you say that it's the 
lucky building, it's the lucky area. You could make a 
whole shtick on the lucky Wilshire corridor--
NATHANSON: It's near UCLA, that's why. No. So I worked 
for Burt Harris in--I can't remember now the number--10889 
Wilshire [Boulevard] or whatever that building is across 
the street. We worked in the Kirkeby Center for Burt, who 
had a broadcasting company which was very successful, a 
small market broadcasting company which I wasn't involved 
in, and then the cable company in which there were just a 
very few people: a guy named Jerry Greene who was the 
chief financial officer and myself. My father was an 
investor in the company. The largest investor was Irving 
Harris. It was run by Burt Harris, a great guy, a great 
entrepreneur. He never completed college, not because he 
couldn't, but because World War II came and he dropped out 
of the University of Minnesota and went to fight, to the 
war, and that was why he didn't [complete college]. But 
Burt was a whiz with numbers, a financial guy, and could 
do numbers in his head. He had a great personality and 
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very fortunately, within a year, Burt had decided to buy 
another cable company. 

In those days California was the center of cable. 
The largest cable company in the United States was based 
in Brentwood [and was] called H&B America. Jack Kent 
Cooke had his cable company, Cablevision or something like 
that, here. There were a number of cable companies. 

Burt, Harriscope Cable, had decided to merge with 
Cypress Communications, which was a public cable company 
controlled by some people back in Cleveland, Cole National 
[Corporation]. Harriscope would merge in, but would get 
control of Cypress. So it was a reverse merger even 
though Harriscope was private. So it would merge in its 
cable systems, which were now four or five, plus 
Harriscope entered into an agreement in 1970 or '71 to buy 
all of Kansas City-based United Utilities' cable systems. 
In those days the government forced the telephone 
companies to divest of cable systems in the same cities 
that they owned the telephone company, so all the phone 
companies, GTE [Corporation], Pac[ific Bell] Tel[ephone], 
whoever, were selling the cable systems that they owned at 
the time. So we had bought United Utilities' cable 
company, then merged into our company, Harriscope--it was 
all done simultaneously--and then merged into Cypress 
Communications, which was already public. This created 
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the fourth largest cable company in the United States. So 
I went from being the head of marketing of a relatively 
small, well-run, growing cable company into being the head 
of marketing of the fourth largest cable company—I think 
we had 130,000 customers in the combined company and I 
know when it was sold it had around 180,000 customers—but 
I was happy as a lark working there. 

I left marketing in a staff meeting. Burt was 
talking about how we should start getting franchises, 
because the government was opening up the bottom fifty TV 
markets to cable, which had [been] forbidden prior to this 
by artificial regulations. And I said "I can go get 
franchises," even though I was very early in my twenties, 
twenty-four, twenty-five, something like that, because I 
liked politics. I hired a marketing director and I became 
head of corporate development to get franchises and do 
acquisitions. 

KANIGHER: What was the process to get a franchise? 
NATHANSON: Well, these were the early, early days of 
franchising, not what happened later with the urban 
markets. You identified a community. There was a bidding 
procedure and mostly it was based on rates. I remember 
going to one of the first markets we went after, that we 
identified. It was Muncie, Indiana. That was a type of 
market that did not have cable that we thought would be 
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good for cable. As it turned out these bottom fifty 
markets all became good for cable, but at that time you 
didn't know. But we chose Muncie--Paul [F.] Lazarsfeld 
had written about it in his studies about Middle America--
and we had bid against six other companies. This was my 
first big project. I had whatever resources Burt--Leon 
Papernow, who was the head of operations; Jerry Greene, 
who became chief financial officer of Cypress; and Harvey 
Simpson, who was the treasurer--could give me, but it was 
largely my show. 

I went there and I did everything I could with people 
and politics to get the franchise, and the key was bidding 
to build it and having a low rate. That appealed to the 
city fathers. It was a sealed bid and then they opened 
the bid and a citizens' committee appointed by the council 
read the bids and made a recommendation to the council. 
The council would decide. And, as I said, I think there 
were six companies or so involved and we were ranked--the 
California cable company, Cypress Communications--as the 
fourth largest [U.S.] company, so we were not 
unsubstantial in those days, but not the largest company. 
We were the recommended company by the citizens' group and 
the newspaper and so forth. So I thought, "I am really a 
star in getting franchises." I told Burt and sent him the 
article and so forth. And then a week or two later would 
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be the council vote. 
I'd gone around seeing all the council members--I 

think there was one Republican and there were six 
Democrats or something like that--and they all agreed that 
we would be the one they would vote for because we were 
recommended by the citizens' group, which they had 
appointed, and also ranked number one by the newspaper. 

There was a knock at my door at the Holiday Inn near 
Ball State [University] and an old guy was there. I said, 
"Yes, can I help you?" He said, "Are you the guy 
representing the cable company from California?" I said, 
"Yeah." He said, "I'm such and such. I'm head of the 
local steelworkers' union," or the Teamsters' union 
[International Brotherhood of Teamsters] or something like 
that. He said, "If you want the franchise you have got to 
give me $50,000. I'm representing Mayor Cooley." I said, 
"Excuse me?" He said, "I'm representing the mayor. If 
you want the vote tomorrow night, you have got to give me 
in the morning $50,000 and you'll get the franchise." And 
I said, "That's illegal!" He said, "I'm not talking about 
anything. If you want the franchise, this is what you 
have to do." So, I didn't know what to do. I was just a 
little kid, suddenly. From being the hotshot franchise 
guy to little lost kid. 

So I called my boss, Burt Harris, who, as I said, was 
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a distinguished broadcaster and later became chairman of 
the National Cable [Television] Association, too. [He 
was] loved by both broadcasters and cable, but Burt had a 
lot of broadcasting licenses, radio and TV. And he said, 
naturally, "You tell them not only is it illegal, we can't 
participate in it. We could lose all our licenses and 
we'll report them to the district attorney," and so forth. 
The guy called me. I threatened the guy just as Burt 
said. He didn't think anything of it. Burt said, "Go 
around and make sure you have the votes." I did that. We 
went to the meeting the next night. They read the vote. 
They gave the bid to the fourth-ranked company, which was 
a local affiliate of Time [Warner Cable], at that time, 
which was a fourth-rated company. The Time guys had 
nothing to do with it, these were franchising guys working 
for them. And I am convinced to this day--I could never 
prove it--that they paid the $50,000, because they weren't 
even the second-ranked company. They were the fourth-
ranked company and they got Muncie and we lost. And I 
made up my mind never again to be caught in that kind of 
bribery scandal, because even though we couldn't prove it, 
we lost the franchise. What was the point of going to the 
district attorney? We weren't prepared to pay a bribe and 
therefore we would lose the franchise. This was in those 
early, early days of cable, you have got to remember, when 
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this took place. 
So our next market was Dayton, Ohio and I came to the 

conclusion, as other companies were doing, that we would 
put together a citizens' group—later called "rent-a-
citizen"— We would put together the political power 
leaders in both the Democratic and Republican parties, put 
them in one group, give them a carried interest of 20 
percent of the franchise, and thus no one would come to us 
for a bribe because they'd have to see the Republican 
county chairman or the local judge or whatever. We did 
that and we eventually got that Dayton franchise. And 
other people obviously followed the same technique. Some 
did not. And those were the early days of franchising. 

But as I was working on Dayton, before we were 
awarded the franchise, I got a call from Burt. He was 
very upset and shocked and he said his cousin Irving had 
sold the company to Steve [Steven J.] Ross to form Warner, 
and so Cypress was no longer going to be around. It was 
sold, the first—or one of the first—big sales in the 
cable business. So it was sold and I was very upset at my 
father because he didn't prevent the sale, even though he 
couldn't; he was the vice chairman but Irving controlled 
the company, not my father. 
KANIGHER: What about Burt? 
NATHANSON: Burt was against the sale. 
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KANIGHER: However, he didn't have voting rights? 
NATHANSON: Ten percent. He owned 10 percent of the 
company. 
KANIGHER: But he didn't own any voting rights above that? 
NATHANSON: Ten percent and that was it. And his cousin 
Irving owned the company and Irving said, "Look, business 
is business. He offered me $30 a share. It's worth less—" 
The stock was selling at $20 or $14, or I don't even 
remember now. You know, [he would] make a lot of money on 
it. He did and he sold the company. I thought it was a 
mistake. We had a great company. I would have been happy 
to stay the rest of my life at Cypress, which I did not 
own, which I didn't even have any equity in, because Burt 
kind of thought--which I thought was unfair; he always was 
such a fair guy, but [this was] a little unfair-- "Well, 
your father has an interest in the company. You'll get 
that some day." So all the other executives had interests 
and they made a lot--some--money. To me, a lot of money, 
in those days. So the company was sold. I was out of a 
job and I was very upset and I didn't get anything from 
the sale, even though my father did. I had no desire to 
start my own company or be an entrepreneur. I was happy 
working at Cypress. There were great people working there 
and I was friendly with them and I loved the team and how 
Burt ran the company. I've always tried to model my 
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company after Cypress and how Cypress was run. And, as I 
look at it, [Cypress] had 180,000 subs and I bought the 
Columbus [Ohio] franchise and the Cannon, Ohio system and 
we had nice clusters in these smaller towns. It was a 
great company. It made good cash flow and had good 
operating margins. And that was the end of Cypress. 
KANIGHER: About the cash flow, a little bit on the-- Now, 
did you in development get into the numbers of the--? 
NATHANSON: I had nothing to do with the numbers. The 
company-- Burt was a financial guy. Jerry Greene, the 
CF0--a little older than me--was a great financial guy. 
Also, there was Harvey Simpson, a very bright numbers man--
So they had tremendous financial depth. I had nothing to 
do with it whatsoever. No exposure to the banks or the 
financing. Irving Harris was a big financier who also had 
a numbers background. And so the only time I'd get 
involved in the numbers is when I was in charge of 
acquisitions, besides franchising, and we made a number of 
acquisitions of small cable systems, the largest being 
Cannon, Ohio and Columbus, which was largely a partially 
built franchise. On acquisitions I'd get into the numbers 
and the analysis of it, but I really would be working with 
the financial people. I was more the front man and they 
were more the analysts, but I would ask a lot of questions 
to know what we should pay or what we should bid or how we 
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should buy it or whatever. I did handle most of the 
negotiations under Burt's direction. 
KANIGHER: Was that the way to value a cable system--and I 
know just a little bit [about this]--on the per subscriber 
basis? Was that how systems were sold back then, Cypress? 
NATHANSON: In the days of Cypress and even before that--
When Burt bought Palm Springs there was a big scandal 
because he paid $400 a sub and that was an unheard of 
price to buy Palm Springs. The top price in those days 
was $300 a sub. And Burt's attitude back then--I wasn't 
with Burt at that time but I heard the stories from him--
was that you never pay on a per sub [basis]. You base on 
a discount of cash flow going forward and it equalizes 
itself into a [per] subscriber [basis]. The press and 
other people would use a [per] subscriber [basis]; it was 
a convenient tool to use, but you really were looking at 
an ongoing business and discounting the cash flow back. 
And we've always bought systems on cash flow, never on a 
subscriber basis or whatever. So that's how I was taught 
by Burt and I've always done it the same way. 
KANIGHER: Okay. So there's some hope for me with my 
M.B.A. skills that they're teaching us. 
NATHANSON: Yes, I hope so. 

KANIGHER: I guess after Cypress is sold--? 
NATHANSON: I'm out of work. I'm working for Time Warner. 
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KANIGHER: Did they let you go? 
NATHANSON: No. Steve Ross came out with Ted Ashley, who 
was running Warner Brothers [Studios], and they gave a big 
cocktail party at the Beverly Hills Hotel and told us all 
that he was going to continue to run the company as Burt 
had done. But they had previously two months before 
bought TVC, I think it was, another cable company, from A1 
Stern, so they really put three companies together. They 
bought Continental Telephone--which was divesting 
companies--they bought Cypress, and they bought TVC to 
create the second largest cable company at the time. And 
so A1 Stern's group was already entrenched--this was 
before Gus Hauser--in New York and so we would be more of 
a branch office. Burt would be the number two guy, the 
vice chairman, to Al Stern, but Warner maintained a mini 
corporate office in Los Angeles. 

I kept working on the franchises but I didn't like 
working for Warner. It was night and day, because 
suddenly you went from talking to Burt and making 
decisions to talking to New York and maybe or maybe not 
getting decisions. They had their own franchising people, 
so I was kind of relegated below them and I was not very 
happy in that environment, but that's who I was working 
for at the time. I eventually told them that I wasn't 
happy, and they wanted me to continue working on these 
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franchises, so I became a consultant to Warner Cable, 
where I could do my own thing but continue working on 
these franchises. And that was fine, Burt didn't care, 
obviously. 

So I went and started to develop some franchises in 
California that Burt and my father owned, or were the 
surrogates to own. And I went and got the franchises--or 
helped get the franchises--which were Soledad and 
Gonzales, California, near Monterey, and Salinas and then 
went and built them. Obviously I had no staff or 
anything, so I had to do that all myself. So that's what 
I was doing. Besides that, my father's advertising agency 
also owned a small cable system that was not part of 
Cypress in Altadena, California, near Pasadena, and I also 
was responsible for-- I think I got paid another $20,000 a 
year to supervise the running of the Altadena cable system 
which had--I don't remember now--three thousand customers 
or something like that. So I was consulting for Warner, 
getting and building franchises in little Soledad and 
Gonzales, and running Altadena. That's how I'd occupy my 
time, but I [still] had a lot of time at home. My wife, 
Jane, was going crazy, with me home so much. Nevertheless, 
this is what happened to me during this period of time 
after Cypress was sold. I was still bitter and angry 
about Cypress being sold by Irving Harris. 
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KANIGHER: To supervise the building of a franchise in 
Gonzales-- What exactly goes into that? 
NATHANSON: It's not that complicated. You go get bids 
and these were called "turnkeying." You go to the 
manufacturers, who in turn would build it under a contract 
and cost controls, like building anything else. And my 
interest was, one, having it built, but also then the 
marketing of it and signing up customers. I had to do all 
of that myself but it was good experience. It wasn't hard 
to do. There were issues, but I could deal with it all. 
I had a small local staff and the chief engineer of the 
Altadena system, Ray Tyndall, became the top technical man 
of my little company and has stayed with me ever since 
that time. 
KANIGHER: And how long did this go on? 
NATHANSON: This was about a year. And then the most 
exciting thing happened. Burt decided to leave Warner. 
He also wasn't happy there. His non-compete [agreement] 
was up after a year and Salomon Brothers [Asset Management 
Group] had come to Burt and said they would give him $40 
million to start another company like Cypress, which had 
been a very successful company. In those days, $40 
million was a lot of money. So Bob telephoned--
KANIGHER: Let me interject right now--$40 million's still 
a lot of money today. 
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NATHANSON: Oh, yeah. It's still a lot of money. But in 
those days, my point is, you could build a whole cable 
company for $40 million. You couldn't today, but in those 
days you could, because that was the debt and the equity: 
that wasn't just equity. But Salomon was going to raise 
that and the West Coast partner of Salomon, Tully [M.] 
Friedman, got involved in it. He later became a partner 
of mine at Hellman and Friedman, but at that time he was 
with Salomon. The guy in charge was a guy named Bob 
Madden, head of private placements. So Burt Harris, 
myself, Jerry Greene, who had been the CF0-- And we hired 
a third party, a guy named Chuck Trimble, who had been the 
chief operating officer of H&B America, the largest 
company that had been sold and merged into Teleprompter by 
Jack Kent Cooke and others, to join us. He was the 
operating guy, an older guy. So we had an older operating 
guy, two kids--Jerry Greene and myself--and Burt. And we 
then went around the country to every office of Salomon 
Brothers raising money for this project, which was going 
to be called Harris Cable. They put together the blue 
books, which you've seen because you've worked on Wall 
Street, and it was a private placement. In the next 
chapter I'll tell you what happens. 
KANIGHER: That sounds great. 
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TAPE NUMBER: II, SIDE ONE 
NOVEMBER 20, 1998 

KANIGHER: To pick up from our last interview, I think we 
got through your background all the way up to putting a 
fund together with Salomon Brothers? 
NATHANSON: Yes. I had left Warner's with Burt Harris, 
who had founded Harriscope and then Cypress 
[Communications], and we went around the country with 
Salomon Brothers to raise a blind pool of $40 million. 
With me was Burt Harris, who was the senior member of the 
group, because the new company was going to be called 
Harris Cable. Jerry Greene, who had been the former chief 
financial officer at Cypress and before that at Harriscope 
Cable--a friend of mine who was, I think, about thirty-
five at the time-- And we brought in Chuck Trimble, who 
was not at Cypress or Harris Cable, but [who] had been the 
operating guy from H&B America. Chuck was a senior, 
seasoned cable operating guy, [whom we brought in] because 
we felt we had to add to our trio of a marketing or 
corporate development guy in myself, Burt as a CEO, and 
Jerry as a CFO, a strong operating guy. So Chuck, who was 
probably close to sixty at the time, agreed to join the 
group. The idea was that Salomon Brothers, through their 
offices around the country-- And we went to all their very 

51 



plush offices, and Bob Madden, who was head of private 
placements at the time, assured us based on Burt's 
reputation and the success of Cypress, which had been a 
very successful cable company when it was sold out to 
Warner, that he could raise the money. 

We met with institutional backers, insurance 
companies, etc., and somewhere after about six months--
And remember, we were all paying our own expenses or Burt 
was paying them; Salomon wasn't paying them. Salomon was 
paying the expenses of the Salomon executives and got a 
fee--I think 6 percent, or something like that, of the 
money they would raise--but essentially we were on our 
own, not drawing salaries or anything. Somewhere midway 
through the fundraising or after, you know, maybe sixteen 
different visits or whatever, they said, "You know, we 
have a little problem with the institutions. They love 
the idea, but they don't like the idea of a blind pool. 
Can't you buy some cable systems? There would be no 
problem in raising the money whatsoever if we had some 
real systems that we could show projections on, [how we 
would] operate them similar to Cypress." So Burt then 
went and agreed to purchase systems from Walter [H.] 
Annenberg, because Walter Annenberg at this time was going 
into government service--Ambassador to the Court of St. 
James's--and agreed to sell Burt his systems. The systems 
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were located in Binghamton, New York, and I think it was 
in Lancaster or Lebanon, Pennsylvania that Gerry Lenfest 
was operating them at the time, and one other system that 
slips my mind today. Anyway, they were all the cable 
systems that Walter Annenberg owned. A guy named Joe 
[Joseph M.] First, who was Walter Annenberg1s right-hand 
man, was negotiating the transaction for Ambassador 
Annenberg. Burt Harris put down, personally, a $1 million 
deposit to tie up the systems. These three systems--I 
don't remember exactly--had approximately forty to sixty 
thousand subscribers. Thus, we went back to Salomon, 
"Here are the systems. Here are the revised books. Now 
let's finish raising the money." 
KANIGHER: How long were you out raising the blind pool 
before--? 
NATHANSON: About six months. 
KANIGHER: So you spent basically six months spinning your 
wheels before they came back to you--? 
NATHANSON: And said, "There's one little glitch; we need 
to tell the story of these new acquisitions to the 
institutional investors." To make a long story short, we 
went back on the road. We had the systems tied up from 
the owner of TV Guide, Walter Annenberg. We then went on 
the road again for about a month or so, but market 
conditions weren't very good and Salomon came back and 
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said, "We're sorry, we can't raise any money. We can't 
raise a dime." So we had spent seven or eight months of 
our lives trying to raise money based on the promise of a 
very--at that time and still today-- prestigious Wall 
Street house, backed by all the senior higher-ups that 
said they would have no problem raising this amount of 
equity. And they couldn't raise a dime. Plus, we had egg 
on our face because we didn't have the $20 million more or 
whatever it was that we needed to close the Annenberg 
properties and Burt was going to lose $1 million. But 
Ambassador Annenberg was very gracious, and he said, no, 
he understood what happened. He too had been assured by 
Salomon that they could raise the money and they had not 
been able to do it so he gave the deposit back and then 
sold the systems to someone else. And of course, Gerry 
Lenfest, one of the people working for him, went on to buy 
one of those systems, the one he was operating, which 
started Lenfest's cable empire [Lenfest Communications], 
that he built up later, so it worked out well for Gerry. 

So by that time we had spent all this time on the 
road, almost a year of my life, eight months. [It was] my 
first real exposure to Wall Street, because at Cypress I 
didn't work with Wall Street or the banks. I had been 
working in acquisitions and marketing and things like 
that, franchising. So we were unsuccessful and everyone 
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was very, very disappointed. Burt felt very let down, as 
all of us did, by Salomon because they had given us a big 
talk that this would be an easy deal for Salomon and they 
encouraged us to leave our jobs with Warners. It was a 
big flop. The head of private placements, Bob Madden, 
hadn't done a good job. It was an embarrassment to Tully 
Friedman, who was the head of the West Coast office, but 
that's how it went. Market conditions were bad. 

So I was out of work. Burt was okay. He had made a 
lot of money in Cypress and still had his broadcasting 
company. He had always kept his interest in Harriscope 
[Cable], and he went back to that. I really didn't have 
much to do. It was a very bad time in my life in the 
sense that here I thought this new venture was going to be 
successful and I'd be a junior equity partner in the new 
company. So it was a bitter pill and a disappointment. 
And sometime after this, I was working on the Soledad and 
Gonzales franchises and I was supervising the Altadena 
cable system, a small system that my father's advertising 
agency owned. But I had plenty of time on my hands and I 
was working out of the house on Comstock, which didn't 
make Jane [Fallek Nathanson] too happy. 

One positive event did take place that would 
dramatically change my life. Jerry Greene, my friend from 
the ill-fated Salomon deal, had gone to work for Jack Kent 
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Cooke, who had taken over control of Teleprompter. Jerry 
became Teleprompter1s CFO. 

What had happened is that Teleprompter was the 
largest cable company in the United States. They had 
merged with H&B America, which at the time was the largest 
company. Irving Kahn, the head of Teleprompter, who was 
an old prizefighting promoter and a very charismatic 
character, Irving Berlin's nephew, had taken over H&B 
America. Then Jack Kent Cooke had sold his cable system, 
called Cablevision [Systems Corporation], to Teleprompter. 
Bill [William J.] Bresnan, who was the president of 
Cooke's cable system, had gone to work for Teleprompter, 
which was based in New York. Irving Kahn ran it, and it 
was the largest cable company in the country. It was the 
TCI [Telecommunications] of its time, double the next-
sized cable company, double the size of Warner or whoever 
was the next largest cable company. 
KANIGHER: And this was '72-ish? 

NATHANSON: This was during the time, by the way, that 
Warner Cable was being formed. Irving Kahn was building 
up Teleprompter around 1970-71. 
KANIGHER: Okay. 
NATHANSON: What I wanted to explain was, the reason Cooke 
got control of Teleprompter is that Cooke and Hughes 
Aircraft [Company], which owned Theta Cable, which had 
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merged into Teleprompter, had signed non-competes, or 
standstills, or whatever they're called. In other words, 
when they sold to Irving Kahn's Teleprompter, they got 
stock in Teleprompter, but they couldn't vote their stock. 
Kahn had voting control of their stock. Cooke was the 
largest shareholder in Teleprompter and had approximately 
$90 million worth of stock in Teleprompter at the time, 
[but] he couldn't vote his stock, only Kahn could vote his 
stock. And the only way Cooke could ever vote was if Kahn 
was convicted of a felony or moral turpitude, or whatever. 
That was the only way the voting trust, I think it was 
called, could be stopped. 

And lo and behold Irving Kahn, who had been an old 
cable pioneer-- He had joined the cable ranks after being 
a prize fight promoter and was in marketing and had also 
been a Broadway promoter. Incidentally, Teleprompter had 
originally started as a company that made prompters; 
that's why they are called Teleprompter. And that company 
was public and it then bought cable systems and became the 
vehicle Irving Kahn used and subsequently merged with H&B 
America, Theta Cable, and Cooke Cablevision, Jack Kent 
Cooke's company. To make a long story short, Irving Kahn 
was convicted of a felony. He was convicted-- And I knew 
Irving Kahn quite well. In those days, he was really the 
John Malone of cable industry. A much different 
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personality than John, but the best-known character, 
chairman of the cable industry, and he was on all the 
panels and was the spokesman for the cable industry at 
this time. He was always very nice to me, and I was just 
a young kid in the business. 

But, anyway, Kahn, years before all of this, had a 
cable system in Johnstown, Pennsylvania. In the early days 
of cable, there were no franchises. What happened is you 
went in and built a cable system. And somebody had gone in 
and built a cable system in Johnstown, and that person had 
sold out to Kahn. Now, years later, the government passed 
a rule--this may be in 1965, or '66--that you must have a 
municipal franchise. So the existing cable operator, 
Teleprompter, went to the city and said, "We need a 
franchise. We're operating, we have twenty thousand 
customers," which, by the way, was one of the biggest 
systems Teleprompter had during the sixties. The mayor of 
the town--I think he was the mayor--said, "I know you need 
a franchise, and I know you already have the customers 
here, and we should just give you one." Most of these 
[cities] just gave it to [these companies] automatically 
because they were the incumbent company. The systems were 
already built. As I said, anybody could build anywhere in 
these early days of cable TV. The mayor said, "But I'm not 
going to do it unless you give me $20,000." So Kahn, for 
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some reason that no one knows to this day, gave, allegedly 
with Hank Simon, the COO of Teleprompter, the mayor the 
money. It was purely not solicited by them, but solicited 
by this corrupt mayor, this bribe. Nothing happened. They 
had the franchise; business went on and so forth. Years 
later this mayor had become I think a state senator in 
Pennsylvania and was arrested on a road scam, giving 
illegal road contracts, and he said to the federal 
prosecutors, "If you let me go, I can give you much bigger 
fish to fry. I know a major corporation--" And this of 
course was in 1970 or '71. And he turned Kahn in. And it 
was obviously a white collar crime and it was clear to 
those reading the case that Kahn was the innocent party in 
the sense that he was solicited by the politician for the 
bribe, but-- And he had, I think, Arthur [S.] Flemming 
representing him, who was a famous defense attorney in New 
York. But the federal judge, Constance Baker Motley, a 
very able black woman judge, said, "I'm going to make an 
example of you, because why should we let you off when we 
have black kids accused of crimes but they can't afford 
fancy attorneys to represent them?" "Here, you did 
something wrong." And she sent him to prison for five 
years. So Kahn was convicted, despite all his fancy 
lawyers, of this crime. And Kahn went off to prison near 
Eglin Air Force Base in Florida. 
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Thus, Jack Kent Cooke therefore could break his 
voting trust, and took over Teleprompter in a proxy fight. 
Meanwhile Raymond [P.] Shafer, the former governor of 
Pennsylvania, "Mr. Clean," had been brought in to run the 
company. Cooke took over control, supported by Hughes 
Aircraft, Howard Hughes. Cooke moved to New York because 
the company was starting to have problems going through 
this change in management, etc. He had an ally in Bill 
Bresnan, who was at the company but who used to work for 
Cooke. So Cooke took over the company. Well, to make a 
long story short, he hired Jerry Greene as his CFO and I 
get a call one day. I'm out of work, [just] working on 
Soledad and Gonzales and not doing much [else], living at 
home, driving my wife Jane crazy, since I had no office, 
and I got a call from Jack Kent Cooke. He said, "Is this 
Marc Nathanson?" And Jack Kent Cooke, you have to 
remember, to us in Los Angeles, was legendary because he 
owned the [Los Angeles] Lakers [basketball team] and the 
[Los Angeles] Kings [hockey team] and he had built the 
[Great Western] Forum [sports arena]. So he was a well-
known sports figure, more than anything else. But, 
anyway, I said, "Yes?" He said, "I would like to see you 
in New York." And I said, "Well, I understand that Mr. 
Cooke, but you have to send me a ticket." He said, "Fine. 
Get yourself a first-class ticket. I'm paying. Come to 
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New York. Meet me at eleven o'clock at my apartment," and 
he gave me the address. 

So I went to New York that evening. And the 
following morning I meet him at eleven o'clock in the--
KANIGHER: Now, wait, let me just back up here. He gave 
you like one day's notice? He said, "Go buy a plane 
ticket for tomorrow"? 
NATHANSON: Maybe it was two days' notice. 
KANIGHER: Okay. 
NATHANSON: And I think it was over a weekend, it was a 
Monday, but I can't be sure. So I flew to New York. I 
thought it was kind of strange and I, of course, talked to 
my friend Jerry Greene a little bit about what was going 
on with the company. Cooke was putting in a new 
management team, obviously, at the largest cable company. 
You know, it's like somebody taking over TCI, so it was 
very interesting, but I wasn't quite sure where I'd fit 
into all of this, remembering that in 1973, how old was I? 
I was born in '45. Shows you how bad in math I was. 
KANIGHER: Twenty-seven, twenty-eight, depending on what 
month it was. 

NATHANSON: Yeah, depending what month it was. And I know 
it was early in the year, so I think I was twenty-seven 
years of age. So I go there to meet Jack Kent Cooke, a 
legendary sports entrepreneur, who I think was in his early 
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sixties at this time, maybe late fifties. At eleven o'clock 
I go to Waldorf-Astoria Hotel, to the Waldorf Towers, which 
is on the side of the main hotel, and I go to a certain 
floor. There Jack Kent Cooke greets me in a huge suite of 
the hotel, but it was much more like an apartment than a 
hotel room. You know, it was just very, very large, and 
Cooke was in his pajamas at eleven o'clock in the morning. 
So we sit down. He was expecting me and I introduced--never 
had met him before--myself; we sat down. And we're talking 
and he did most of the talking, about himself, telling about 
what he' s done and who he knows and who he has met. And he 
was the world's greatest door-to-door salesman. And he had 
worked as number one salesman for Colgate-Palmolive 
[Company]. And he had dropped out of high school to sell 
Encyclopaedia Britannicas. And then he joined Lord Thompson 
[of Fleet] and became his right-hand man and developed 
newspapers throughout Canada and blah, blah, blah, blah, 
blah about Cooke. And then he went into radio, and then 
owned the Toronto baseball team, and so forth. 

And at the end of this kind of diatribe, Cooke says, 
"And young man, do you want to come work for Jack Kent 
Cooke?" 

And I said, "Well, Mr. Cooke, I-- Are you making me a 
job offer?" He really talked nothing about Teleprompter 
during this whole time; he talked about himself. And I 
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said, "If you're making me a job offer I'd have to talk to 
my wife. I have two kids-- And talk to my wife." 

"You have to talk to your wife?" he said, "Then 
you're not the kind of man to come work for Jack Kent 
Cooke." 

And that was it. So I went back. It was very 
disappointing. I hardly said fifteen words in the whole 
interview and I went back to L.A. and didn't get that job. 
So I went back home and told my wife what had happened. 
She thought it was very strange and the week goes by. 

And I think on Sunday night, about midnight L.A. 
time, I get another call. He said, "This is Jack Kent 
Cooke." 

I said, "Yes, Mr. Cooke?" 
He said, "I'd like to talk to you again. Did you 

have a chance to talk to your wife?" 
I said, "Yes, I talked to my wife." 
"Well, if you still want to come, get yourself 

another ticket and come to New York." 
Well, he had reimbursed me for the other trip, so I 

figured I had nothing to lose. I went to New York and saw 
Cooke again and Cooke said, "I had one question I forgot 
to ask you last time. I want to ask you a question." And 
he then proceeded for about fifteen minutes again to tell 
me about himself. Nothing about Teleprompter, nothing 
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about a job, nothing about a job description, salary, 
anything like that. Purely talking about himself or the 
Lakers, or Cazzie Russell that he was going to hire or 
trade or something like that, and so forth. And he said, 
"And I have one important question I forgot to ask you 
last time." 

And I said, "Oh, what is that? And I thought, "Well, 
now I'm going to get into my background in cable and 
marketing and government relations and corporate 
development work or whatever." 

And he said, "Are you smart?" 
I said, "Excuse me?" 
He said, "Are you smart?" 
Now, that's a pretty tough question to answer on a job 

interview, because if you say one thing, you may sound 
cocky, if you say something else you may sound dumb--and 
I'm twenty-seven; I'm talking to a sixty-year-old 
billionaire, who was talking to me, who was not in his 
pajamas, but had on his robe at this time-- He never 
offered me anything to eat or drink during this whole time. 
And I said, "Yeah, I think I'm pretty smart, Mr. Cooke." 

He said, "If you're so smart. Marc, how come you're 
not a millionaire? I was at your age." 

And I said, "I hope if I work for you, Mr. Cooke, 
I'll become one." 
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He said, "I like that answer. You're hired. Now, go 
over to Teleprompter and go see Bill Bresnan and tell him 
that you've been hired." 

And I said, "Well, what am I going to do?" 
"Don't worry about that. Jack Kent Cooke will take 

care of you. You're working for Jack Kent Cooke." 
KANIGHER: Did he refer to himself as Jack Kent Cooke? 
NATHANSON: Yes. Always. 
KANIGHER: Okay. 
NATHANSON: And he also used the "Kent." Not "Jack 
Cooke," or not "me," or not whatever: Jack Kent Cooke. 
"Jack Kent Cooke will take care of you." So I went over 
to Teleprompter right from there and I got there--at that 
time Teleprompter was on Forty-sixth Street and Sixth 
Avenue--and went into the building. I had been there 
before, because I had been active in the [National] Cable 
[Television] Association [NCTA]; I had been chairman of 
the public relations committee and some other committees. 
And Bill Bresnan, who was under Raymond Shafer as the 
number two guy at Teleprompter and its operating head, was 
well known to me, because he had been the chairman of the 
public relations committee the year before I was chairman, 
and I had dealt with him and been on his committee and so 
forth. 

And so I got to Teleprompter and I asked to see Bill 
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Bresnan, to the receptionist. And she calls Bresnan and 
says who I am, and Bill comes out and gets me and says, 
"Marc, do we have an appointment? Is there a committee 
meeting, an NCTA committee meeting today?" 

I said, "Bill, did Mr. Cooke call you?" 
"Why would Mr. Cooke call me?" he said. 
I said, "I think I--" And I'm now telling the 

president of the company that I've been hired to work in 
this company. Because Shafer was chairman of the board 
and CEO, I think, and Bill was president of the cable 
division—and an old cable pioneer, Bill, somebody I 
respected and knew very well. And I walk in—and I hadn't 
even found Jerry; I didn't know where my friend Jerry 
Greene was, because I was told to go see Bill Bresnan. 
And I said to him, "I think I've been hired to work here." 

He says, "Well, what are you going to do? I mean, 
what's your j ob?" 

I said, "I don't know." 
And the phone rings. And I'm sure Cooke deliberately 

had waited to go through with this. And Cooke gets on the 
phone to Bresnan; I only hear one side of the 
conversation, but it's something like, "He's been hired. 
He's the head of marketing and programming. He's 
reporting to me, not to you." So, Bill gets off the phone 
and says, "Well, I guess, Marc, you're hired. You're 
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going to be in charge of these departments. Jack wants 
me to let the people who are there go,11 and so forth. 
And he does that and I'm at the company. And Cooke was 
never over at the company in those days. He's calling 
the shots from the Waldorf. 

And the second or third day Jim Locker, who worked 
for Cooke but didn't work for Teleprompter--he had worked 
for Cooke at Arthur [M.] Andersen [Corporation] or 
[inaudible]--comes in to me and he says, as I was just 
getting my office and [getting] adjusted-- My wife was 
back in California and I'm dealing with Bresnan. I don't 
know what salary I'm going to get. I don't know what 
title I'm going to get. I don't know what's going on, 
other than that the company is in a lot of turmoil 
because the stock has dropped from, I don't know, $110 a 
share to $2 a share because the old chief financial 
officer before Jerry Greene had accused the company of 
financial irregularities and the SEC [Securities and 
Exchange Commission] had come in to investigate. This is 
the company that Irving Kahn had gone to jail on, and so 
the stock was under suspension and it was very chaotic. 
And the cable industry was going through a tough time as 
well. And here I am this twenty-seven-year-old coming 
into this company. And, of course, I talked to my friend 
Jerry. 
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And Jim Locker came in and he said, "I have a task 
for you that Mr. Cooke wants you to do, not anybody 
else." 

I said, "What is the task?" 
He says, "He wants you to let go half of the people 

in the corporate office." And Teleprompter had three or 
four floors in this building. 

I said, "Well, what do you mean?" 
He said, "Well, there are four hundred people in the 

corporate office; we're spending $16 million a year. 
We've figured the company should only be spending $8 
million a year and the quickest way we can get to that is 
first with salaries. Cut and fire two hundred people." 

I said, "Well, I don't know anything about that." 
"Well, Jack feels you do, because your priorities he 

feels are right. He doesn't want any of the old guard to 
do it." 

I said, "Why don't you have Jerry do it?" 
"He's busy working out the numbers of the effect 

this is going to have. We've got to have another 
executive do it and you're the one Cooke wants to do it." 

So I'm in turmoil. I never like firing people 
anyway, but this is my job. I have to do [it]. So when 
you're given that task, you get all the information and 
you execute it. Locker wasn't a cable guy, so I had him 
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help me do the firing. What you do is you fire whole 
departments, because you couldn't go over each individual 
and interview them; I didn't know who was good or bad 
[though] I knew some of the people. So whole departments 
were let go. In one of those departments were the 
financial analysts and the government relations 
department. You just had to go down to the basic core. 
And by the way, Cooke, in hindsight, was right. The 
company was way overstaffed for a company its size. There 
were corporate limousines, limousine drivers who were 
company employees and had company cars, so there was a lot 
of fat for a company-- It was running itself like a 
network versus a cable company. The cable business was 
fine, but the corporate office was eating up too much 
money. But it was a very bad task, so I just made 
decisions based on what were the essential parts of the 
company. And I modeled the company just like Cypress. 
KANIGHER: Okay. 

NATHANSON: So whatever Cypress had, Teleprompter, 
multiplied by its size, would have. That was the only 
model. I probably called up Burt, I don't remember, to 
ask his advice, and everyone I could. But just to thin 
the company down. So all these other parts--research and 
development--were let go, all these things. And one of 
the departments had a very bright young guy in it who was 
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let go, slightly older than me, but he was let go with the 
whole department. And that was Frank [J.] Biondi [Jr.]; 
he was in one of these areas. He went on later--he's just 
changed now--but later to become head of MCA [Records] and 
HBO [Home Box Office] and is a friend of mine. As Frank 
remembers the story, he quit the week before and he was 
never let go by Teleprompter. He had quit the week before 
and given notice when his department was there. So 
there's some controversy as to that issue. Anyway, to 
make a long story short, that was done. Terrible 
problems. People thought-- They had been at Teleprompter 
all their lives. Some people who had been there nineteen 
years were let go. But this had to be done. We also got 
rid of our computer billing system, which was in New York. 
And the changes were made and it was actually a very 
exciting time to be at Teleprompter. Cooke was a mean 
boss but fair to me. Cooke later moved into Teleprompter 
from the Waldorf, after everyone was fired, I might add. 
KANIGHER: Yeah. Did he wear clothes or pajamas? 
NATHANSON: He was wearing clothes, sports jackets. He 
was a very nifty dresser. And he had one rule, that all 
the executives had to have lunch with him every day. And 
when I say all the executives, the executive team was now 
whittled down to five, six new people and three or four 
old guard including Bill Bresnan. The operations people 
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were all old guard people under Bresnan. All the 
corporate officers, including a guy named Barry Simon, who 
was the new attorney who came from Shea and Gould, our law 
firm--Bill Shea was a good friend of Cooke, whom Shea 
Stadium was named after--came in; Jerry Greene was the 
chief financial person; I was in charge of marketing, and 
so forth. 

The only way Cooke could keep control of the company 
was to convince the banks that this new management team 
could turn the company around. Cooke had a big meeting, 
that I was in, with the banks, and the lead bank officer 
for the Bank of New York was a guy named Alan [R.] 
Griffith, who later became the president of the bank, and 
a guy named Ira Stapainian for the Bank of Boston, who 
later became president of that bank. And in the bank 
meeting, because Teleprompter had now defaulted on the 
biggest bank loan in the cable industry's history, $150 
million, Cooke takes his car keys and hands them to Ira 
Stapainian and says, "You want to run the company or do 
you want Jack Kent Cooke to run the company? What do you 
want?" Remember, Cooke had $90 million, which is now 
worth almost nothing. Same thing with Hughes Aircraft, 
who had less, but also their value was way down. So their 
equity was very much on the line. And of course the banks 
gave in to Cooke and let him run the company. It was a 
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very exciting meeting to watch Cooke handle all the banks. 
But there were numbers of subscribers that the 

company had to obtain in order to meet one of the bank 
loan convents. So I knew that the only way to do this--
and Cooke was a very smart marketing man and he had made a 
lot of money in the past being a good marketing man--is 
that we had to do it with direct sales. We had to add 
customers very quickly. We didn't have time for long-term 
strategies. So there were also a lot of programming 
issues. There were a lot of other issues that were going 
on. International also reported to me. I was trying to 
get the company out of the international cable business 
because it was losing money. The company owned Muzak, by 
the way, also, besides cable, and Filmation, an animation 
house, and some other businesses. At one time, I went on 
the board of Filmation, I think. I also represented Cooke 
before the National Hockey League owners, because he 
didn't like going to the meetings. I mean, all kinds of 
strange things you were thrown into. [It] was just like a 
weird tale of things going on. 

And meanwhile, you had to have lunch every day with 
Cooke. And if you didn't want to have lunch with him, you 
had to get permission from him to go to lunch, like, 
"Mother, may I go to the bathroom?" You had to say to 
Cooke who you were going to lunch with and who was going 

72 



to pay and where you were going, because Cooke wanted to 
watch the expenses. He was convinced that these young 
kids that he had brought in: Jerry Greene, Dick Sikes, 
[who was the then] controller of the company, Barry Simon, 
myself— 

And I needed to hire a top sales manager to run the 
direct sales force because I had too much to do with the 
sales, the advertising, the public relations, the 
programming and the international. I called a kid who had 
worked for us as a door-to-door salesman when I worked for 
Burt Harris in Bakersfield. He had just been out of 
college back then and had gone on to become the head of 
marketing of Sammons Communications, a smaller company 
based in Dallas. I asked him if he wanted to come to New 
York. I offered to pay him 30 percent more than he was 
making if he would become the sales manager of 
Teleprompter. It was a much bigger job because 
Teleprompter was far larger than Sammons. And his name 
was Jeff [Jeffrey] Marcus and he agreed to come work for 
me. And so Jeff came to work. 
KANIGHER: Was that Marcus Cable? 

NATHANSON: And he of course went on to become the head 
of Marcus Cable and became a very successful cable 
entrepreneur in his own right. Now [he's] head of 
Chancellor [Media Corporation], the largest radio owner 
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in the United States. But Jeff, who was, I think, a year 
or two younger than me, came to work for me as my sales 
manager and did a terrific job. We hired two thousand 
salesmen and it was a major sales effort going on for 
obvious reasons at this time. So what I wanted to say is 
that it was a very exciting time to be in New York and 
working for Jack Kent Cooke, who was mean, tough, and 
nasty to his wife at that time, Jeanne [Maxwell 
Williams], and to his sons, Ralph [Kent Cooke] and John 
[Kent Cooke]. But he treated me well and paid me a lot 
of money. 

And the one thing he said I couldn't change-- I 
could change anything at the company, but I couldn't fire 
our advertising agency, which was Ralph Kent Cooke 
Advertising in Los Angeles, which was owned by his son. 
Ralph was a nice guy, but had a lot of problems with his 
father. And Jack was a very charismatic character, but I 
learned a very good lesson from Jack in having lunch with 
him every day. 

By the way, he ordered lunch, and he had a cook who 
had been Irving Kahn's old cook. With all these people 
being fired, Jack wouldn't let us fire the chef. His 
name was Alex and he was a great chef who lived up in 
Harlem. He was very savvy and very smart and worked at a 
number of restaurants and clubs. He was a terrific chef 
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and Cooke liked the luxury of having his own private chef 
there. Irving Kahn was a great connoisseur of food, a 
big fat guy; Cooke was not, but he loved good food 
anyway, so he kept the chef. But he insisted on choosing 
the meals, and you had no choice. You came in-- And 
Cooke's idea, which was not a bad idea, because he had to 
turn the company around-- Everyone was very busy during 
the day doing twenty different assignments because the 
executive staff had been cut enormously. There were, 
like, five, six of us, and before there were twenty-five, 
so everyone had a lot of assignments and different things 
to do. By having lunch, Cooke could get caught up on 
what was going on and discuss philosophy and strategy and 
we were all there. It was a little strange, because 
Cooke was quite, quite unusual as a personality, but 
interesting. Once a week we had to have Ral/John 
Burgers. They were named after his sons, Ralph and John, 
and they were hamburgers watered down with oatmeal. And, 
of course, we had to eat them. Cooke ate them, but 
everyone else had to eat them too, because hamburger meat 
was too expensive, so Cooke thought if you put a little 
oatmeal in it, half and half, it would be much cheaper. 
Even though he was immensely wealthy, he still had some 
interesting quirks. Cooke was always wealthy, despite 
what had happened to Teleprompter. He owned the Chrysler 
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Building and later the [Washington] Redskins and all 
kinds of things. But he watched the pennies, except for 
himself, in the company. And that wasn't bad. He was a 
little concerned that I would spend too much money. 

And you never knew how Cooke would react. He'd 
bring me into a meeting-- He'd put a switch on our phones 
so that no matter who you were talking to, Cooke could 
override the call if he wanted you. So you're talking to 
somebody very important, suddenly Cooke's on the line. 
"I need to see you right now, Marc." The other person 
could hear this, but Cooke would override them. And, you 
know, he could do this--and I'm sure he could listen to 
all the phone conversations too--to all the executives, 
including me. And he did this one day and I came into 
his office. We wore suits and ties, but I wasn't wearing 
a jacket, and I walk into the office, and there's David 
Rockefeller and about ten other executives from the Chase 
Manhattan Bank. Cooke had wanted me to bring in these 
projections of where we were going to be at the end of 
the year in subscribers, but he didn't tell me for whom. 
I just walked into his office with a shirt and a tie. He 
said, "David, I want you to meet Marc Nathanson. He's 
the smartest marketing guy in the United States and I 
want you to meet him." Now, here's David Rockefeller, 
who could give a shit about who this kid was. He's 
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trying to get the Teleprompter banking business. Cooke 
was talking to him about changing our banking 
relationship. But Cooke would exaggerate the importance 
of all the executives if it suited him. But it was a 
strange way that it happened. And that went on 
endlessly. Cooke would introduce you to all kinds of 
important people and he would totally exaggerate your 
task. 

My family was living in California at this time and 
they had to move to New York and Cooke had decided— 
because for some reason I was his fair-haired boy and I 
was complaining about my family not being with me-- Cooke 
wanted to keep me happy because he did not know about 
direct sales-- He knew a lot about marketing, but not a 
lot about direct sales in cable. And he put my family up 
for six months—and I lived there for three months 
without the family, but for another three months until we 
got our apartment—in a hotel called the Stanhope, across 
from the Metropolitan Museum [of Art], a very nice hotel. 
It was more run down then than it is today, but we had a 
suite; that's where we lived. The company paid for it. 
When I said to Cooke that the one concern my wife had 
about coming to NYC was that we had to put our young 
children into a good private school, he immediately 
called Raymond Shafer, who had been totally emasculated 
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and was in a corner office--no one knew what he did--a 
former governor of Pennsylvania and a very respected 
person. But he had not run the company well; he'd added 
to the corporate overhead of Irving Kahn, with planes and 
things like that, which we had gotten rid of, and [now] he 
was just waiting for his contract to end. And Cooke says 
to him, "I want you to get Marc's kids into-- What's that 
school called?" And I said, "Dalton." And he said, "Call 
up your friend Nelson A. Rockefeller and make sure those 
kids get in there." Shafer did just that. He called 
Rockefeller and asked him. My kids got right into the 
Dalton [School], even though there was a waiting list and 
this was in the middle of a term, I think. So Cooke, in a 
strange way, was crazy, but effective. 

He had made me-- I was making for Burt Harris, I 
think, around $25,000 a year in my last job. Cooke paid 
me $75,000 a year in my first year. I was vice president 
of marketing and programming of the largest cable company 
in the world. And at Burt's company I had never made vice 
president. Burt said, "It's not necessary. Everybody 
knows who you are." But [with] Cooke, you know, you were 
like-- He used to call me, you know, a certain type of 
basketball player that he would hire, like a forward, who 
would consistently do whatever he wanted him to do, and 
that was it. It was a very strange metaphor. 
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The last Teleprompter story to tell you, but probably 
an interesting story, is that after several weeks of 
firing so many people, one of the things we did is we cut 
down the public relations department from six people--
Teleprompter had an investor relations or public relations 
department of six people, and it was headed by Don 
Witheridge. Now, I knew Don Witheridge at the time. I 
was twenty-seven; Don Witheridge was a man in his late 
fifties who had been the head of public relations for the 
National Cable [Television] Association and then had 
joined Irving Kahn when all these scandals hit and had 
stayed around to run Teleprompter's PR [public relations] 
department. He was still there when I joined the company. 
The department had been cut down, but he was still there 
and the public relations firm was still on retainer; they 
were under some kind of contract. [It] was called Hill 
and Knowlton [Group], one of the largest public relations 
firms in the country at that time. Witheridge was 
reporting to me because PR was part of marketing. So 
after the cutbacks had been made and maybe two weeks after 
Cooke had moved into our offices on Forty-sixth Street— 
Cooke took a strange office; he didn't take the former 
CEO's office, Shafer's office, because Shafer was in 
there, and Cooke didn't move him out. Cooke took a 
conference room which was next to the kitchen as his 
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office, next to where the dining room was. So that's 
where Cooke was ensconced at this time. He later moved to 
the CEO's office, but at this time he did not. One day on 
his phone, he overrode-- And he told me to come into his 
office next to the dining room. I think it may have been 
a little later, because I think it's the beginning of 
1974, or it might have been the end of '73. But, anyway, 
Cooke told me come in, and Witheridge, who reports to me, 
was sitting in his office. [An] older gentleman, [he was 
a] very respected man in the industry. [He] knew all the 
trade publications and was a very professional public 
relations man. I had left him alone because that wasn't 
my priority at this time. The company was concentrating 
on the marketing. I don't think Jeff Marcus was there at 
the time. I had come into Cooke's office and Cooke says, 
"Don, do you have that rubber stamp I ordered?" And 
Witheridge takes out a pad and a rubber stamp. And Cooke 
says, "Marc, I'm so excited about this idea. I was going 
to tell you, but I just-- I apologize. I told you I'd 
never go over your head with your people but I had to do 
this because I was so excited about this idea. I just 
wanted to surprise you with this idea." He said, "Don, 
give me the rubber stamp; give me a piece of paper." So 
Don gives Jack a pad of paper. Cooke opens the ink pad, 
takes the rubber stamp, puts it on the ink, and then 
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stamps it on the piece of paper. And he turns it toward 
me and I look at that stamp. And I've been there, you 
know, a few weeks. My family's going to move to NYC in 
three months. I'm making $75,000, three times whatever I 
was making before. And I don't know what the hell that 
stamp means. And I'm looking at it and it says, "A 
Million or More Before '74." And the million is written 
out, and "Before '74" is on one line. He said, "What do 
you think of that, Marc?" So the moment of truth comes, 
as it often does in one's business career. Having no idea 
what the hell that meant, I said, "That's a great idea, 
Mr. Cooke." And he said, "I knew you would love it! I 
knew he would love it, Don! He is such a bright young 
man" or "boy," or whatever he called me. And he said, "I 
knew you'd get it." And he said, "I told you, Don." And 
he said, "It's such a wonderful thing. I ordered six of 
these rubber stamps. And we're going to put it on every 
envelope that goes out to the field, on every memo, no 
matter what the subject of the memo is, to inspire the 
people in the field, our troops in the field, to reach a 
million subscribers before the end of 1974. This slogan 
is going to inspire them and it's going to be the slogan 
throughout the company." 
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NATHANSON: So he says, "A million or more before the end 
of '74. We're going to put that--" So I'm thinking to 
myself, "The young guys in the mailroom are going to love 
this task." One more task for them to do. They're going 
to have to stamp every memo, every envelope that we send 
out, hundreds of them a day that would go out to all the 
Teleprompter [Corporation] systems all over the country 
with this silly, stupid slogan that [Jack Kent] Cooke 
invented that he [thinks is] inspiring. 

So I said, "Well, let me go back to work." 
He said, "Oh, wait one second, Marc, before you go." 

He said, "Don?" 
And Don Witheridge said, "Yes, Mr. Cooke?" 
He said, "How much did those rubber stamps cost, Don, 

when I told you last week to get them?" 
And Don Witheridge turned to Jack Kent Cooke and he 

said, "Well, Mr. Cooke, you told me you needed them in a 
real hurry, so I called up our public relations firm, Hill 
and Knowlton, and I asked them to get the six rubber 
stamps that you said with the slogan 'A Million or More 
Before the End of '74'." 

He calls Alex and says, "Alex, bring me the yellow 
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pages." So Alex, the chef, comes in with the New York 
yellow pages, which are humongous, and Cooke reaches 
across and grabs the tie that I'm wearing and he says, 
"Marc, would you ever buy a tie without knowing what it 
costs?" 

And I said, "No, I don't think I would. I'd look at 
the price first, Mr. Cooke." 

He said, "I thought you would. Let me tell you 
something, Marc"--Don Witheridge was sitting right there--
"I was the world's largest newspaper owner and I learned 
something in the newspaper business because we were 
competing against the yellow pages and I had to understand 
their business." And he said, "Often the person who would 
have the biggest ad in the yellow pages was the most 
successful company in that area. Let's look under rubber 
stamps here in New York City." Then he leafs through the 
yellow pages and goes to rubber stamps. He said, "Here's 
Jones' Rubber Stamps. Look at the size of this ad, bigger 
than all the [other] rubber stamp [companies' ads]. They 
must do the most volume. They, chances are, have the best 
prices, particularly if you negotiate with them a little 
bit." He said, "I called Jones' Rubber Stamps. They 
wanted $6.20 for rubber stamps. I called over to Hill and 
Knowlton; they charged you $50 for each of those rubber 
stamps." And he said, "Don, I think you better find a new 
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job." Well, Witheridge turns white and kind of ashen. 
I'm sinking underneath the table in my chair. Witheridge 
has just been fired in front of my eyes, because he paid 
too much for a couple of rubber stamps. As Witheridge 
leaves the office, Cooke says, "Be out of here by noon." 
You know, it was like eleven o'clock or something at that 
time. Cooke was very quick when he wanted to get rid of 
people; he didn't like them to stay in the office. I 
wanted to apologize to Don; I'm so embarrassed, and Jack 
turns to me-- "Marc," he says, "As long as you work for me 
you better know what everything costs." And I left. I 
was dismissed and left the office. Believe me, from then 
on I knew what everything cost. 

Cooke was a brutal, mean teacher who would step on 
anyone to get his way, or to take credit for something or 
whatever, but for a young, twenty-seven-year-old, he was a 
great teacher. He really was very enthusiastic and had a 
lot of ideas. This one wasn't a great idea, but he had a 
lot of good ideas. He had a lot of contacts. But he was 
brutal. And I made a decision working for him and 
watching him those two years that I never wanted to be so 
wealthy that I would sacrifice all relationships, which he 
had done with his family and with everyone else, just to 
get more money. Money was a game to Cooke, like sports, 
and he wanted to get more and more money and he didn't 
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care who he stepped on or what he did, he wanted to be 
successful. And his end all to his game, which was a 
great tragedy in his life when he died, is that he just 
wanted to accumulate more money than his friends or anyone 
else. And that was very sad. He was a brilliant business 
man, but very, very sad. 

He was great at turning around Teleprompter. 
Teleprompter turned around. He had brought in Russell 
Karp. He had promised the presidency of the company to 
my friend Jerry Greene, because there was a void. 
[Raymond] Shafer had left. Bresnan was now head of 
operations, executive vice president and head of 
operations. There was a vacant seat for the presidency. 
Cooke was chairman and CEO, and he had promised it to 
Jerry Greene, the CFO, but then he decided he couldn't 
give it to him. But rather than tell him, he tried his 
best to emasculate him in every meeting and tell him what 
a fool he was in front of everyone else, because Cooke 
had decided that Greene was too young and wouldn't be 
acceptable to Wall Street. The stock was later listed. 
Instead he would bring in an outside president and he 
brought in the executive vice president of Columbia 
Pictures, a guy named Russell Karp. I hated him. All 
the old executives hated him. Now, when I say the old 
executives, we'd only been there a year, but because we 
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all liked Jerry and this had been promised, and this new 
guy-- And the company had turned around. 

There had been big fights that I could tell you about 
between the operations guy and the marketing people and 
Jeff Marcus and so forth, but I had protected him. And 
the new president comes in and he knows nothing about the 
cable business and he wants us to educate him. And we're 
the class that had turned everything around. So, anyway, 
to make a long story short, Karp would sit in on meetings 
and not know anything. Very frustrating. [He'd] been in 
the movie business all of his life as a financial 
executive, but a top one. And it was very frustrating to 
us, because his questions were very fundamental about the 
business and so forth. One of the things that we were 
toying with at this time was what to do about pay TV. 
Cooke insisted that Russell Karp and myself--remember I 
didn't report to Russell, I reported to Cooke—would meet 
with a young guy from HBO [Home Box Office], one of the 
six people working for HBO, because that had just started 
a few years before, to talk about whether Teleprompter 
would put on their own pay TV service, which Russell Karp 
wanted to do since he knew all of the studios himself 
directly--he'd been in that business—or we would become 
an affiliate of Time's HBO, which I wanted to do because 
then we wouldn't have to put up any money. I was so used 
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to working for Cooke and saving money that I was very much 
oriented-- Because Time had agreed to fund the whole 
thing. Remember, we could make or break HBO because we 
were the largest cable company by far in the country, so 
it was critical. So across the street from us was the 
Algonquin Hotel and we would have breakfast once a week 
there with this one guy from HBO and we would debate, one, 
the viability of pay TV, whether it would work, whether 
the studios would give us better windows and whether 
Teleprompter was better to do it on its own, which Russell 
wanted to do, and bring in some of his friends, Warren 
Leiberfarb and others from the movie business to do it, or 
should we go in as an affiliate of HBO and let them do all 
the studio work and the movies and so forth. And that 
guy's name was Gerry [Gerald M.] Levin. 

And so Gerry Levin, who later became and is now head 
of Time Warner, and a very good friend of mine, would meet 
with Russell Karp and me, and we would have these 
breakfasts. And it was mostly Russell and Gerry talking, 
and it was very philosophical and very interesting. And 
of course Gerry and I became great friends, not only 
because I sided with him, but we just connected. I liked 
Gerry and he was very strategic in his thinking and so 
forth. And the big day came after maybe six months of 
these meetings. Russell did a whole proposal on why he 
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thought we should start our own service and not go with 
HBO, [have] our own pay channel, and how we could make 
more money and this and that. And I got up and I spoke 
against it and gave the reasons, and Cooke sided with me. 
And I had no doubt, because my thinking had been 
influenced by Cooke. But Russell, who was a professional 
and was used to--he'd worked for the Schneiders and 
Columbia [Pictures]--the egos and personalities, never 
resented me personally for doing this. It was just my 
position and his position. He understood that it wasn't 
vindictive against him, it was just the thinking. 

But Russell and I did not get along. As nice as 
Russell was to me about all this, we didn't get along. 
And the New Orleans convention came, and Russell asked to 
have breakfast with me, and I went down and he said, "You 
don't like me very much, Marc." And rather than be polite 
and diplomatic, which was my nature, I just let him have 
it about how much time he'd taken away from my job, and 
how I had to explain things to him and he didn't 
understand anything about this and that and he thought he 
knew a lot about programming, but it didn't really apply, 
and I was mad at him about this. And I went through a 
whole tirade and he said, "You know, you're a very smart 
guy, but you've got a bad attitude, and I'm the president 
of this company and you've got to learn to get along with 
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me. And maybe I don't know anything about the business, 
but I can teach you a lot about other businesses." And 
from that time on we became very good friends. I left the 
company six months later at my own choice, but Russell, 
who looked [past] that I was an obnoxious, snotty, cocky 
little kid, because of the turnaround and the success of 
the company, which marketing got some credit for, had 
always been a gentleman, and I appreciated him and we 
became friends. But it took him to make the effort to 
have that confrontation in New Orleans. 

Cooke was still going and the company had turned 
around now. The stock was up to $30. I had options in 
the stock at $3 or $2.50 or whatever. So I, for the first 
in my life, had made some good money, like $300,000 or 
something, on the options minus the cost price, which for 
me was a lot of money. I hadn't made any money living in 
New York, despite my big salary, because it cost so much 
just to live there that you don't make any money, with the 
private schools and everything. And I walked into Cooke's 
office, because I knew he was going back and the company 
now was being run much more professionally. Karp was very 
organized and certain departments had been taken away from 
me, as people had been brought in. Because [now] there 
were more executives, but not too many. It was just well-
run and the crisis was over. The banks were out of the 
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picture, just about, and [there was] big support from the 
board. Charlie [Charles Joseph] Allen [II] was on the 
board, a lot of interesting people, and so forth. 

And I walked into Jack Cooke's office. After all, he 
was the one who had hired me, even though he was less and 
less active in the company because Russell was running it. 
And I said, "Jack," which he had told me I could call him 
about three months before. Now, I had worked for him for 
two years and I had had to call him Mr. Cooke or Jack Kent 
Cooke, but he had told me I could call him Jack a few 
months before. And I walked in and I said "Jack?" 

And he said "Yes, Marc?" And he would often call me 
"darling boy" or his boy, or whatever. He was very 
strange in his terms, but that was Cooke and he did that 
with Marcus and with other people. Marcus had left the 
company. I had to let him go in a big fight. I was 
against [it] but I lost that battle, so I was forced to 
fire Jeff against my decision. Jeff had done a terrific 
job but I did [have to fire him] anyway. 

So I go into Mr. Cooke's office, and I said, "Jack, 
I've decided to leave the company." 

And he turns to me and points his finger in my face 
across the table, and he says, "If you leave Teleprompter, 
I'11 make sure you never work in the cable business 
again." 
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And I thought, "This is loyalty!" We would work 
five, six days a week. We sacrificed everything and 
worked hard, even though we were well-paid for it, in 
terrible, emotional, stressful conditions, and here's the 
thanks that I get. But I knew Jack at this time, so I 
just calmed down. And I said, "Mr. Cooke, you told me 
there were two types of people in this world. There were 
managers and there were entrepreneurs like you. I want 
to be an entrepreneur like you. I want to start my own 
company rather than stay at Teleprompter as a manager." 

He said, "Why didn't you say that? I thought you 
were going to work for your friend Gerry Levin over at 
Time [Warner Cable] because I heard he was talking to 
you. Why didn't you say that? You're going to start 
your own company? I want to be one of your investors." 
Now, that's the last person I'd want to have be an 
investor in my company. But that's how volatile Cooke 
could be. 

I left the company on fairly good terms, got all my 
options accelerated and everything and put the money down 
on a house here that my wife had already been out buying 
which I had never seen. She bought the house in 
California and I had never seen it because I couldn't 
leave; I was working at Teleprompter. 

And in May of 1975 we left to start Falcon 
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Cablevision. And that was kind of a very abbreviated 
version. There were a lot more crazy stories, twenty-
four hour stories. Cooke setting deadlines that were 
impossible to meet and if you didn't meet them you had to 
stay up all night to meet them, even if they weren't 
important or if you had vacations planned that Cooke had 
agreed to months in advance. He'd decide he didn't want 
you to go on vacation, so he'd threaten to fire you if 
you went on vacation and so forth. I mean, a lot of 
exciting times. Nothing I'd ever want to go through 
again, but the two years, three months I worked for Jack 
Kent Cooke was worth--in a bankruptcy or near-bankruptcy, 
turnaround-company situation--more than the five years 
I'd worked for Burt Harris in a well-run, nicely run 
company that had been very successful. Because Burt was 
a gentleman and ran a company very properly, but Cooke 
was so emotional and there were so many crises and 
disasters that it really made my career, because I went 
from being just another young executive in the business 
to [being the] vice president of marketing of the biggest 
company that had turned around. And the banks and the 
investment bankers that dealt with Teleprompter, which 
were many, all knew who I was and I got some credit for 
that, which I didn't deserve because Cooke really did all 
the direction and the leadership and I was just carrying 

92 



out his orders, but we still got some credit for it. 
And I started my own company. Jerry Greene started 

his own company until he was killed in a plane crash, 
unfortunately, a few years later. And it was a big 
change in my career, because I went from [being just] 
another cable executive to [being] a highly visible cable 
executive who could then, in turn, start his own company. 
And that was Falcon in May of 1975. 
KANIGHER: The thought process that you had, you know, 
maybe in early '75 as you knew that you were leaving--? 
You said your wife was out buying a house, so it was 
obvious that you were going to come back to California. 
NATHANSON: She didn't want to leave. 
KANIGHER: She didn't? 
NATHANSON: Her parents were there. We were very 
comfortable in New York. We had a great duplex. Our 
kids were in Dalton School, where they were very happy. 
And I could have stayed at Teleprompter just as an 
executive, but it was getting quite boring compared to 
the old fiery days. Cooke was leaving. Jerry was 
leaving. And I decided that I wanted to start my own 
company, and I was ready to do that. I was twenty-eight 
at the time, twenty-nine, you know, around that age. 
KANIGHER: Did you have agreements with the banks? Did 
you have funding in place before Falcon was ever really 
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thought of? Or did you come out and say "I am now Falcon 
Cable. Let's get some money." Did you acquire systems? 
Did you start building--? 
NATHANSON: Three or four months before I made the 
decision, which was two or three months before I told 
Cooke--that's the period of time my wife went out to look 
for a house and so forth and so on--I had decided that I 
wanted to go into the business and I needed some money to 
do that. Meanwhile, my father [Donald Paul Nathanson], 
through his advertising agency, had continued to own that 
one system and the people there were running that system 
that I had built and started for Burt and my father in 
Soledad and Gonzales [California]. So there were about 
five thousand customers in Altadena [California] and about 
three or four thousand customers in Soledad and Gonzalez. 
I can't remember the exact numbers today. But I got my 
father, who controlled the agency, to agree to put those 
systems into a new company. We got an outside appraiser 
and they were valued in those days at $1 million. That's 
what those subscribers, minus debt, were worth. I got my 
father-in-law [Frederick Fallek], who was very much 
against the cable business, because it was a leverage 
business and he didn't believe in debt-- He was old 
school, a Jewish refugee from the Nazis who had come over 
to the United States and had gone into the same business 
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he had been in in Germany, just started all over again 
from scratch and had been very successful. It was an 
international [business], importing and exporting 
petrochemicals, and he had been very successful. At this 
time in 1974, '75, there were gas shortages in the country 
and there were long lines at the gas stations. You're too 
young to remember, but--
KANIGHER: Oh, I remember. I'm not that young. 
NATHANSON: But that's what happened. 
KANIGHER: The odd and even days. 
NATHANSON: Yeah, the odd and even-- The chemical people 
made a fortune during that time because in the 
petrochemical business you had your contracts years in 
advance from the oil companies, so if the price went up, 
you made more money. So he was getting a surplus of funds 
and he had a vice president of finance working for him who 
had been his tax partner at Touche Ross [and Company], 
named Stan [Stanley] Itskawicz. Stan, who is now at the 
chemical company, which was called Fallek Chemical 
Company, had been accumulating all this cash due to the 
shortages from their contracts. They had tankers and so 
forth, so the price went up and you would charge them for 
it and you made the difference. And so the government, 
the IRS [Internal Revenue Service], was questioning 
whether the chemical company was having surpluses put into 
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these partnerships that were supposed to be active 
businesses. Otherwise they had to pay taxes as holding 
companies just accumulating cash, [according to] the tax 
law at this time. And so Stan, against my father-in-law's 
wishes, argued that we should take $1 million from one of 
these companies called Falpro, one of their dummy holding 
companies. The reason we became Falcon, became a 
partnership, is so that they could be a general partner, 
along with my father's company. They could both be 
general partners and they would match whatever the value 
of the cable system was. 

So my father-in-law, Fred Fallek, put in $1 million 
and my father put in $1 million worth of systems, so I was 
able to know I was starting Falcon with that amount of 
money. I didn't have any commitment from the banks and I 
didn't have any commitment from anyone else, but I had 
secured, working with my father and some of his employees, 
[an arrangement] to buy a cable system secretly. And that 
would be the first cable system, besides the old ones that 
Falcon would own, which were in Gilroy and Hollister, 
California. And so I knew, through a broker and through 
my father fronting the dummy [corporation], even though I 
was doing all the work-- Burt Harris, who was in the 
broadcasting business but who had bought three other cable 
systems on the side of his broadcasting business, was 
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helping us, and we were able to secure, through a bidding 
contest, the cable system in Gilroy and Gonzales, and that 
would be the first company. So I knew that I was leaving 
and that I was going to go with a small cable company that 
would own the Gilroy-Hollister system, plus the old 
Altadena system, plus Soledad and Gonzales. So that would 
be the base of my little empire, which had no debt at that 
time and the equivalent of $2 million of equity, $1 
million in cash and $1 million in cable systems. And 
remember, in those days when you bought a cable system, 
you put 30 percent down and the sellers carried a note. 
KANIGHER: Right. 
NATHANSON: So you didn't need that much financing or 
anything like that at that time. And that's where that $1 
million went. 
KANIGHER: Okay. 
NATHANSON: So that's how [we] started the company. But I 
knew that the new company, which was called Falcon 
Communications and was a partnership, could not support my 
salary, because I was making over $150,000 by now, which 
was a lot of money in those days. Today it sounds like 
nothing, but in those days, 1975, it was a lot of money; 
they couldn't support me. So the company could afford to 
pay me, like, $35,000 or $40,000 running those little 
cable systems. And I went to work half-time for Burt 
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Harris, running the marketing of his three cable systems, 
and he paid me another $30,000. So I figured I could live 
off the $65,000, because I had accumulated $300,000 or 
$350,000 in cash and stock options from Teleprompter. The 
house I bought at 710 North Elm [Drive] in Beverly Hills 
was an enormous cost to me, $300,000, [but] I didn't have 
any payments on the house, so I could afford to live on 
that salary because I didn't have any rent payments like 
[I] had in New York. 

That was a long time ago, but the point I'm really 
making for anyone who ever listens to this tape--my future 
grandchildren would probably be the only ones ever 
interested in this--is that one of the things I think 
entrepreneurs have to do-- Here is a man who is, in my 
case, thirty or twenty-nine years of age--I started at 
twenty-seven at Teleprompter--with two children (our 
youngest son David wasn't born until we came to 
California) who had expenses, who had a nice job as vice 
president of marketing and programming of the largest 
cable company, [who was] very visible in the industry and 
on committees and this and that, who suddenly would say, 
"I'll give up half of my salary, take a 50 percent cut in 
pay, to start my own company." And I didn't own any 
equity in my own company. I did that. 

The reason that I didn't own any equity is a little 
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misleading and I wouldn't have done that otherwise. [It 
was] because my father and father-in-law each owned 50 
percent of the equity. But a very wise man came along, 
Jane's oldest sister, Lillian [Vladamirschi]'s father-in-
law, whose name was Gregory Vladamirschi. He lived in 
Brazil and he was a Russian immigrant who had made a lot 
of money living in Brazil. He was a very generous, 
wonderful man, older than my father-in-law. His only son, 
Sergio [Vladamirschi] Jr., had married Jane's sister, 
who's seven years older than Jane, and they lived in 
Brazil. Gregory was a good friend of my father-in-law 
Fred Fallek's, and I liked Gregory very much. They 
visited Los Angeles a lot because they had friends here; 
they were from Odessa in Russia, but even though they had 
lived in Brazil all these years they were friendly with 
people from Russia who had emigrated throughout the world 
at the turn of the century, or 1910 or '14 or whenever it 
occurred. But, anyway, Gregory, when his son got out of 
MIT [Massachusetts Institute of Technology], turned the 
company over to his son--it was a lock business—and 
walked away, went on a three-month cruise. Gregory was 
very into the family and so forth and when he found out 
that I didn't own one iota of the company, that it was 
owned by my father and my father-in-law 100 percent, he 
had lunch with me and said this wasn't fair and that he 
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would intercede on my behalf. And so he did that, and 
convinced my father and father-in-law, who kept saying 
"You don't need to own any. You'll get it in an 
inheritance as your brother and sister [will]," and so 
forth, even though I was running the company and they had 
nothing to do with it-- But I was fairly naive about that. 
And anyway, I bought 20 percent of the company for $20,000 
and that was my original ownership piece in Falcon, so it 
became a 40 [percent], 40 [percent], 20 [percent] 
partnership, and that's how-- But it was already a year 
after I'd started the company. And Burt Harris was 
supportive too. So I ended up owning equity in the 
company, which of course became very important later on: 
$1,000 of equity invested in Falcon in 1977--even though 
the company was started in '75--we figured a few years ago 
was worth $33 million. So it became very important 
whether or not you owned equity, [because] equity became a 
very important commodity later on. 

So that was the start of Falcon in 1975. We had 
those little systems and we bought Gilroy and had a very 
small staff. I worked on Burt's systems, which were 
larger systems in Rochester, New York, which we had built 
from scratch, [and in] Hickory, North Carolina, which we 
built from scratch. [I] did the initial marketing and 
worked with a young guy from HBO there, Matt [Matthew C.] 
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Blank, who is now president of Showtime [Networks]. [I] 
worked in Puerto Rico on Burt's system there, which was a 
turnaround-bankruptcy situation. The investors were Larry 
Weinberg and some other wealthy individuals. Burt and 
Burt's management team turned it around, which I was part 
of, even though I was, as I said, working both jobs. They 
were really two full-time jobs in a way. 

In 1977 or so we were presented an opportunity by, 
actually, one of the suppliers to the cable industry to 
buy another cable company, a small company called Cable 
Kor, which was in San Luis Obispo County and Tulare 
County. It was a small company that had defaulted on its 
debt and what it owed the manufacturers, the vendors. So 
Gerald Electronics and Anexter, which was a supplier to 
the cable industry-- A sales representative] of theirs 
told us about this company that had defaulted and that 
there would be an opportunity for us to take over. Well, 
Falcon was doing quite well in the two years [since it had 
started up], Gilroy was on budget, Soledad had improved, 
and Altadena, because there was more attention to using 
some of the techniques we'd learned at Teleprompter and so 
forth-- So we're way up on our cash flows over our 
projections and so forth. 

We had a bank loan from the local branch just down 
the block--we weren't in this building, we were in the 
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one across the street--the Security Pacific [Bank], and I 
knew the branch manager. He was very nice, and we had 
borrowed $400,000. As I said, we had at one time $1 
million in equity in these systems, so it wasn't a very 
leveraged company at all, but that was it. And I knew 
that in order to buy San Luis Obispo County, or Cable 
Kor, from Mike Kelly and Gene Robinson, the owners, when 
it was technically going bankrupt--and it was a very 
complicated deal—I had to get ahold of another $500,000. 
So I asked the local branch manager at the Security 
Pacific Bank on the corner for $500,000. And he said, 
"Oh, that's over my limit because you already have 
$400,000. Another $500,000? You have got to go downtown 
for that. I can only approve up to $500,000, but there 
will be no problem, you've been a good customer," and so 
forth. 

Well, we go downtown. I think it was Zelbe Trotter 
or somebody like that who was in charge at Security 
Pacific of the cable loans or entertainment loans and 
they turned us down. They didn't believe in cash flow 
lending. This was purely a cash flow deal and it didn't 
make any sense and they turned us down. I was 
devastated, and I was about to say, even though we had it 
under contract, that I couldn't come up with the deposit 
of $500,000 to do the deal and take care of the 
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creditors, who were people we knew who had put us in the 
deal and so forth. I wanted to buy these two systems 
that would double the size of our company. That was 
important to do, I felt, and the price was right, $200 a 
subscriber, or whatever the price was at that time. 

And just then Steve [Steven] Dodge from the Bank of 
Boston walked into my office. And as sophisticated as I 
was at that age, I really was totally unsophisticated 
about finance. I'd gotten a D in high school math and 
that was about it, because Jerry Greene and other people 
over the years had done all the financing. I was a 
marketing and sales type of person. So Steve Dodge was 
in L.A. and he called me up and we had lunch. [He had 
been] the junior account executive on Teleprompter under 
Ira Stapainian and now he was a full-fledged vice 
president of the bank. Very bright, nice guy. 

Steve came into my office, and I said, "Oh hi, 
Steve. What are you doing out here? Well, how's Val?" 

He said, "Oh fine." He said, "I thought maybe you 
needed a bank relationship. You know, we watched you at 
Teleprompter and we would love to be involved in your 
banking. What are you doing for banking? I've been 
meaning to come over here, you know, but I just haven't 
been out to L.A., so I [finally] came over here." 

I said, "Well, can a bank in Boston loan money to a 
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company in California? I thought I had to be a company 
based in Boston or New York." 

He said, "No, you can loan money anywhere." I really 
didn't understand how it worked. 

So I had just been turned down on a $500,000 loan and 
I said, "Well, Steve, yeah, I have a deal I'm looking at 
and I could use some money. Could you lend us $400,000 in 
addition to the debt we already have?" And I kind of 
outlined our debt. 

And he said, "No, we couldn't do that." 
And I said, "Oh." You know, I was sure he couldn't, 

just like the cash flow lending. They'd already turned me 
down. 
KANIGHER: Right. 
NATHANSON: He said, "You know, we can't do that, Marc, 
because we can't follow an account for that kind of money. 
We just don't have the staff in the special industries," 
which was under a guy named Bill [William F.] Thompson. 
Serge Clamanko had founded—that famous, legendary 
entertainment lender—the Bank of Boston and [was lending] 
to the cable industry as well, and Bill Thompson was vice 
chairman of the bank and legendary [too]. [Steve] said, 
"Bill was very impressed with you and Teleprompter and the 
turnaround." He said, "We'll lend you $6 million." 

And I thought to myself, "$6 million!" I said, 
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"Okay," and I thought it was purely smoke. But sure 
enough, they gave us the loan, to this company that got 
turned down just now— 
KANIGHER: For $500,000--
NATHANSON: For $500,000. Well, Bank of Boston lent us $6 
million. They put up criteria that we had to buy systems 
with certain cash flow and certain debt limitations, so 
more or less they approved the acquisitions. It didn't 
matter. It was a glorious thing. And the Bank of Boston 
is still--our bank line is well over $1 billion--one of 
our lead banks. We laugh with Chad Gifford, who's the 
president of the bank now, over all the years and all the 
money, because Steve Dodge and really Bill Thompson, his 
boss, thought that to back an entrepreneur who they knew 
could run and market the cable business was a good thing 
to do, as long as the acquisitions were within reason and 
the cash flow was there. And so that was a very important 
part of my life. So to answer your question, yes, the 
Teleprompter relationships with the banks did help me. 

Some other banks later came along where I knew the 
people as well. Interestingly enough, Steve Dodge left 
the bank five or six years later and started his own cable 
company. [He] became very successful, sold out for 
millions of dollars to "Bud" [Amos] Hostetter and 
Continental [Cablevision], and then started a radio 
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company which is a very successful owner of radio 
stations, so he became a great entrepreneur in his own 
right. But I am very thankful to Thompson, who later 
became one of my investors. He left the bank and started 
Boston Ventures [Management] with "Copey" [Roy F.] 
Coppedge [III] and some other people and they became one 
of the equity investors in Falcon when Falcon grew. So it 
did help, those relationships, to answer your question. 

We did end up buying those systems, and Falcon, at 
that time, grew from, you know, twelve thousand subs to 
thirty thousand subs, or whatever it was. And about every 
year thereafter the company doubled in size, mostly 
through acquisitions. Often we'd have to start a new 
partnership to do that, and I think one of the most 
interesting stories about that was Falcon had a-- Now, 
this is going forward several years; Frank [J.] Intiso had 
joined the company. Frank, who was a UCLA [John E.] 
Anderson [Graduate School of Management] graduate, was our 
auditor at Seidman and Seidman because that was my 
father's auditor for the advertising agency, so we 
inherited them. Frank was in charge of the audit, and 
Frank, who was a UCLA M.B.A. and a CPA was-- Whenever you 
had auditors' questions to nonfinancial executives-- They 
do an audit, and then they come in once a year to make 
suggestions, and you had to sit and listen to their 
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suggestions. Usually they were ridiculous suggestions or 
criticisms and I didn't pay any attention, but I needed 
the signed audit statement for the banks. When Frank got 
on the account, they were tough questions, good 
suggestions and tough questions, and I said, "This is a 
guy who's smart, because he really has learned the 
business even though he's just the auditor." He had 
learned the business and knew where our weaknesses were 
and had picked them out in the audit in management and 
operations, not just in accounting. Now, I was very 
impressed by this and I tried to hire him, but he wouldn't 
work for me. He said, no, he wanted to go to Oregon and 
raise his family there and so forth. And finally--that 
was in '77 when we made the acquisition—in '79 I 
persisted and he came to work for me as the vice president 
of finance. Later Frank became the president of the 
company and he's still the president of the company. 

But about that time, in 1979, after Frank had come to 
work for us, we got wind, as everybody else in the 
industry did, that Warner Amex [Cable Communications]— 
Warner Cable now was owned by Warner and American Express— 
had to sell some cable systems because Steve [Steven] 
Ross's Warner was under [threat of] hostile takeover from 
Rupert Murdoch. And he got a white knight in Herb Siegel 
of Chris-Craft [Industries] to come in to prevent Murdoch 
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from taking over Warner, but in order to do that-- Chris-
Craft owned a number of television systems in markets 
where Warner owned cable and Warner had to sell these 
cable systems before the end of the year, because you 
can't own cable and television in the same markets. It's 
called cross-ownership. So everyone knew Warner Amex had 
to sell these systems. Well, somebody by the name of Drew 
[Andrew Lindsay] Lewis [Jr.], the former secretary of 
transportation, the one who had backed down the air 
traffic controllers and a big Republican, was running 
Warner Amex. 

I was very interested in buying these systems, 
because some of them were the old Cypress Communications 
systems in Lake Arrowhead, Big Bear, and Malibu 
[California]. Some very important Cypress systems would 
have to be sold, because Cris-Craft owned a TV station, 
Channel 13 I think it was or whatever, in the Los Angeles 
market. I wanted to buy the systems, so I called Drew 
Lewis, whom I did not know. I wanted to get a bid book 
and put in a bid. He didn't return my calls, some 
executive who worked for him did, and he said, "I'm sorry, 
Mr. Lewis is selling these systems and we have to do the 
deal very quickly because of Warner's problems and he's 
going to sell the systems to a friend of his, Marty 
[Martin I.] Pompadur." And I said, "Well, I want to put 
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in a bid." He said, "This is not a bid. You can't buy 
these systems." Now, I didn't have the money. This was 
too big an acquisition because you had to buy all these 
systems, and I think these were nine or ten different 
systems, but I had talked to one of our lenders, Mutual 
Insurance Company of New York, who had never made an 
equity investment in cable but had been a debt lender to 
Falcon, and they had agreed to put equity in if we'd form 
a new partnership to do this. And so I was working with 
the people in Mutual Insurance Company of New York, Steve 
Marshall and Diane Kaufman. Anyway, I was turned down, so 
I couldn't make this acquisition. I was always very 
aggressive in acquisitions. So I called up an old friend 
of mine at Warner's, Marty [Martin D.] Payson. Marty was 
the executive vice president and general counsel of Warner 
[Amex Cable Communications] and very close to Steve Ross. 
And Marty had been a camp counselor of mine--when I was 
nine he was nineteen—and we had stayed friends. He had 
been involved in the acquisition of Cypress, which had 
helped somewhat because of that connection. Anyway, I 
called Marty and told him what Drew Lewis's people had 
told me, and Marty thought that was wrong, because he and 
Steve Ross were on the board, and why wouldn't you want a 
higher price even though there was a deadline. And he 
said, "Well, why don't you send a letter to Jim [James D.] 
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Robinson [III], the head of American Express, and to Steve 
Ross and make an offer, a blind, unsolicited offer. 
Because you know these systems and approximately what 
they're worth but I've never seen all of them--haven't 
seen them yet--but it doesn't matter. Make an offer" and 
this and that. So I did. I made an offer at $900 a 
subscriber. I think it was $3 million-some in an 
unsolicited offer, and I sent it via telegram to Steve 
Ross and Mr. Robinson. I heard Drew Lewis went crazy, 
because this was a higher price than he was negotiating to 
sell the systems to his buddy Pompadur. 
KANIGHER: Was this a reasonable price at the time, $900 
per subscriber? 
NATHANSON: High. A high price, but reasonable. 
KANIGHER: It was high. Okay. 
NATHANSON: But on the high end. 
KANIGHER: Right. 

NATHANSON: An unsolicited bid. It wasn't a bargain. 
Well, to make a long story short, we were hated by the 
Warner Amex people for doing this. They had to go 
through-- The board ordered them to do an auction and we 
were one of the companies allowed to bid in the auction. 
So we did get the materials and we changed our bid higher, 
because we were now in a competitive auction situation--
not very much, but if it was $900 it went to $920 or 
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something like that. 
KANIGHER: Right. 
NATHANSON: And we went into the auction situation. One 
of the conditions was that if you agreed to buy these 
systems—this was around June or something—by December 
you had to transfer the franchise and the risk was totally 
yours, because they had to close the deal no matter what 
happened; they were under FCC [Federal Communications 
Commission] orders to do that. So we won the bid and 
agreed to do that and were very successful in taking over 
these systems. We knew a lot of these systems: Hood 
River [County], Oregon, etc. But one system wouldn't 
transfer the franchise, and it was a terrible situation, 
because that system, which was in Cedartown, Georgia, had 
six thousand customers or something, but we couldn't 
afford-- We wouldn't own that system. It would be in 
limbo. We wouldn't own it. The deal closed and it was a 
real problem. 

We had sent a corporate executive here at Falcon who 
had nothing to do with cable, he was in the financial 
area, to transfer the franchise because he was from 
Rockport, Georgia, which was the next town down from 
Cedartown, Georgia. He spoke with the southern Georgian 
accent and was a very good-looking guy, a sharp guy, and 
he'd been there three or four times [but] they wouldn't 
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transfer the franchise. So I remember I was near panic. 
It was starting December and we had a few days. I mean, 
we had thirty days left to transfer the franchise. 
KANIGHER: Would this have killed the whole deal? 
NATHANSON: No, but it would have made the deal-- We would 
have closed at the old price with six thousand subscribers 
less. 
KANIGHER: Right. So it would have been $1,000 a head 
instead of $920 or whatever. 
NATHANSON: No. The deal would have closed at whatever 
the price was, but instead of closing with x number of 
customers we would have lost $900 times six thousand. 
Disappeared. And, you know, you just couldn't do that. 
Your partners, the insurance company, who were equity 
partners in this-- Because this was a new company called 
Falcon Cablevision that we had started to do this, in 
which Falcon was the general partner--the old Falcon--but 
this was a new entity. It was a problem. 

So I agreed to go to Cedartown. I drove to Atlanta, 
rented a car, drove an hour to Cedartown. A council 
meeting was called for that afternoon. And I walk into 
the council chambers and no one is there except for the 
councilmen. No reporters, no visitors, no other agenda. 
It was like a rough council meeting, I'm sure illegal. 
And there's one guy sitting there in a suit and tie, and 
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that was the city attorney. The mayor had a short-sleeved 
shirt on, with cigarettes rolled up into his sleeve, and 
everyone else was in overalls, farmers or whatever. And I 
walk into the meeting and I'm a minute or two late and the 
mayor turns-- Nobody else is there, just me. I walk in 
and the councilmen are all sitting there in their 
chambers. 

And he said, "Who are you, one of those lawyers from 
New York?" 

I said, "No, Mr. Mayor. I'm Marc Nathanson." I'm 
wearing a suit and tie. "I'm from Los Angeles, Falcon. 
You wanted to see me. I'm the president of Falcon 
Communications." 

"Well, you look like one of those Warner lawyers from 
New York," the mayor says to me, not very friendly, and so 
forth. 

And I said, "Wait a second. Now, you wanted to see 
me. There's no reason-- The law says you must transfer 
the franchise unless we're financially unqualified. We've 
proven with Mutual Insurance Company of New York that 
we're financially qualified." 

The mayor said, "Don't give me all that! We've got 
our city attorney to tell us what the law is. We don't 
follow the law in Polk County [Georgia] the way you do in 
Los Angeles or New York." 
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So that's not working out very well, so I change 
tactics. I said, "Wait a second, Mr. Mayor, that's right. 
So we sent David Quarels, who's from Polk County, from 
Rockport, to come to see you to transfer the franchise and 
he's had three meetings with you and the city attorney, 
and you still haven't transferred the franchise and you 
know we're under deadline to do that. I came here to find 
out why." 

He said, "That's the reason why." 
I said, "What do you mean, that's the reason?" 
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NATHANSON: I said, "What's the problem?" 
He said, "That David Quarels." 
I said, "David Quarels is a problem? He's a very 

nice man." 
He said, "No. No, David Quarels is from Rockport." 
I said, "Yeah, but that's right down the road from 

Cedartown." 
He said, "Rockport beat us in the 1968 state football 

championship. We hate people from Rockport. We would 
never transfer the franchise to anybody from Rockport, but 
since you come from L.A., we'll transfer the franchise to 
you as long you put ESPN [sports channel] on basic," which 
I agreed to do. And the franchise was transferred that 
night and the deal closed. 
KANIGHER: Nice. 

NATHANSON: But that was a true story out of the cable 
business. So you never know, when you try to go local on 
people, what you may be doing. 
KANIGHER: Interesting. Now, did any of the other 
franchises view this as a time to take ESPN or to take, 
you know, to try and--? 
NATHANSON: Well, this time was franchising's early days. 
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Boy, it's changed over the years; it's gotten much worse. 
But, yes, they started to negotiate. At the time of 
franchise transfer—which the cities were never supposed 
to, other than were the people unqualified--they started 
to greenmail you and so forth. And this was the very, 
very early stages of what of course has gone on ever since 
to much higher scales and so forth. But in those days 
this was the only city, as I had said, that had done this. 

So that was another Falcon entity, Falcon 
Cablevision, that grew and which again doubled the size, 
almost, of the company. And we kept adding new 
partnerships with new investors, because we'd take some of 
our excess profits or cash we could generate in the old 
Falcon and we'd put it in as 10 percent or seed money, and 
then we'd go out [and get] passive investors: Mutual 
Insurance Company of New York, Boston Ventures, others, to 
put money in. Then we would own another partnership 
which, of course, we would manage. And so we ended up, I 
think, having eight different Falcon entities all with 
different names: Falcon Telecable, Falcon this, Falcon 
that, all run by the same group. 
KANIGHER: Were there issues with overhead? 
NATHANSON: No, because it was all done under the 
accounting firm's allocation. It was always the same. 
Management was always divided by how many subs you had. 
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You know, direct expenses were obviously to the 
partnership. It was like a real estate syndicator, even 
though we were dealing with institutions. 

But I should probably back up to about 1980 or so 
when we saw that the urban markets were starting to 
franchise due to changes in FCC [Federal Communications 
Commission] rules. We thought we should go after some of 
the urban [markets]. These were unbuilt cities; this was 
the last great area, the top fifty markets in the U.S. 
that had no cable. And we decided that rather than buy 
acquisitions it would be more successful to try and get 
franchises, because you paid essentially nothing for them 
if you won the bid. But there was fierce competition and 
[it was] very political. So we decided to do it in our 
own backyard, in the Los Angeles basin, because that's 
where I, through my own activities, was very active in 
Democratic politics and knew a lot of people. We also 
knew people who were active in Republican politics and we 
went after-- We identified—with demographics and 
overhead--planned about nineteen communities that we 
wanted to get, with about five hundred thousand homes, 
which was a huge number of homes for a company our size to 
get. We didn't have any of the money whatsoever to go 
after the franchises. A friend of mine, Bruce Corwin, 
who's in the theater business, agreed to help us on some 
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franchises. He was the Democratic county chairman--and 
other people and so forth. So we went after a whole bunch 
of franchises and our whole pitch was, "We can do 
everything the other guy can, but we're local, so if you 
have a problem, call me up. This is my number, my home 
number." And we were successful in fourteen out of 
nineteen of those. 

In the process we got two newspaper barons, 
billionaire newspaper companies, to become our equity 
partners owning 80 percent of the company. And they were 
Don [Donald Worthington] Reynolds, who has since died, who 
owned Don Rey, as the sole owner of it, which owned about 
three hundred newspapers in the United States, including 
the one in Las Vegas and so forth, and Bob [Robert 
Staples] Howard in San Diego and Oceanside [California], 
also a large newspaper and broadcast [owner]. They hadn't 
been in cable and they agreed to put up all the money. 
With that we divided Falcon in two. Our old cable systems 
would be run by Frank Intiso and I would be the chairman 
and CEO. We brought in a new guy named Tom [Thomas] 
Laufourcade to run the urban systems that we had to build 
from scratch. And we bought out my father and father-in-
law. We gave them $12 million and bought them out of the 
cable business. They were very happy to get that money. 
When I say out of the cable business, only out of the 
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urban cable business. They still owned a percentage of 
the Falcon Cable TV of Northern California, the classic 
cable system. And the reason we changed the name of the 
original company to Falcon Communications is that we 
didn't want to transfer the newly gotten franchises' 
names. So the old name--it's confusing-- Falcon 
Communications was the name of all the new franchises, and 
the old classic systems in Gilroy and other places, we 
changed the name to Falcon Cable TV of Northern 
California. Those were two separate entities with two 
separate ownerships. I was the only interlocking 
executive. And I owned 20 percent personally, because we 
bought out my father and father-in-law, of the new 
franchises, and I continued to own, with them, the other 
company. And those urban franchises and those franchise 
battles were very tough. As I said, we were extremely 
successful in that, and fighting all the big companies. 
It was very political and so forth. 
KANIGHER: What were some of the cities? 
NATHANSON: The cities we won—we won over 450,000— 
franchises in were cities like Pasadena, West Covina, 
Montebello, Alhambra, Monterey Park, Huntington Park, and 
Temple City [California]. We bought Riverside 
[California] which had just-- We weren't in the bidding. 
Somebody else [had] just started, and then we bought it 

119 



from them. We got franchises around Riverside. 
KANIGHER: A lot of the San Gabriel Valley. 
NATHANSON: Most of the San Gabriel Valley. They were 
adjacent, more or less, in the San Gabriel Valley, so it's 
a big area. And it was disaster because we were under 
deadlines. Part of the bidding was how quickly you would 
build. There were a lot of mistakes made. Tom 
Laufourcade was having a terrible time. And the deal was 
that the new investors, Don Reynolds and Howard, would put 
in $31 million in cash and we would borrow $100 million 
from the Bank of Boston and some other banks. And this 
new company, with no assets, even though the old Altadena 
[California] system was put into it because that was 
nearby--

KANIGHER: It kind of fit. 
NATHANSON: Because it fit and we also got La Canada 
[California] and some other areas, so it kind of fit. 
Anyway, to make a long story short, the company was having 
serious problems. I was spending a lot of time. The old 
classic was running very well under Frank [Intiso], much 
better than when I ran it, because he was now the 
president of that company; I was the CEO and chairman. I 
had to fire Tom Laufourcade and the banks were clamping 
down on us. The partners had to agree to $20 million 
more, not of equity, but to guarantee $20 million of debt, 
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because these were all nonsecured, nonguaranteed loans. 
I've never guaranteed any bank debt in my life and the 
question was whether I would guarantee 20 percent of the 
$20 million. And I refused to do it. Therefore, I had to 
agree to certain caps on my 20 percent equity [because I 
had] not agreed to go in on the debt. But that was a lot 
of money for me at my stage and time to guarantee, 20 
percent of the $20 million or $4 million of additional 
debt. But the banks wouldn't play ball with us, so I 
brought in an old friend of mine who had been president of 
Viacom [International] and Westinghouse [Electric 
Corporation], the company that had bought out 
Teleprompter, Chris Derick, who was a very curmudgeonly 
cable operator, a very good operator, a good turnaround 
guy, to come in and run the company, which was called 
Falcon Communications. [It] was having serious problems 
at this time, but within two years Chris had turned it 
around. The first thing he did was change the name from 
Falcon to Choice TV and say to everyone, "See, all the 
mistakes were made by Falcon. We have a new company. 
Choice TV," which was merely a DBA [doing business as] for 
Falcon Communications, but the people in Pasadena 
[California] thought it was a new company. I mean, even 
though it was never hidden-- But just the attitude. But 
Chris really changed things and the company turned around. 
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And in 19-- Maybe it was '87-- I could easily find 
out. But, anyway, Don Reynolds and Howard wanted to sell 
the systems. I was very much against doing it because I 
thought the systems had now turned around, but they 
weren't making any cash flow. They were barely servicing 
the debt and there were enormous capital expenditures 
required because we were still in the construction mode. 
And they'd gone through the ups and downs and they 
decided to sell the systems, so I agreed. And obviously 
Chris knew about it, because Chris had been brought in to 
turn them around. And we conducted an auction and we 
sold those systems to Charter Communications for $399 
million, and that was on $131 million--$31 million in 
cash and $100 million in bank debt. So there was an 
enormous amount of money that was made on those systems. 
Nineteen times the overhead cash flow. And they had a 
tax certificate, because most of the money came from 
Gaylord [International] in Tampa and there was a reason 
they needed to do it by year's end. Right after that the 
cable market crashed. That was the highest-priced system 
sold for a long time in the cable business, $2,700 a sub, 
and I owned this 20 percent, even though I had a cap on 
it. [It was] the first large amount of money I made in 
the business. I can't remember what it was, $20 or $30 
million or something like that, but in one check, you 
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know, versus a period of time; it had come in to me in 
cash and in liquid form. But I had never wanted to sell. 
Right after that, like a month after that deal closed in 
December, in January the market crashed and cable values 
went down and so forth, due to HLT's [highly leveraged 
transactions] and other things that happened in the cable 
business: the stock market or whatever it was. You 
know, all this gets blurry; I know these things happened 
but I don't remember just when. It turned out to be a 
great sale at the time which I had no-- I was the one who 
predicted it wrong and I was the cable partner. 
KANIGHER: Now, the classic cable system, as I've been 
reading up a little bit, being defined as people who would 
not normally receive broadcast television and being more 
rural versus the urban-- Is there anything that's 
significantly different in the business models? 
NATHANSON: Oh, yes. Since those systems were sold, I 
think it was in '89, we've all stuck to the classic 
markets, which may have been a mistake, because the urban 
markets became more valuable even from that time. Not 
necessarily these systems, but in general. Falcon became 
only a classic system, because at this time we had 150,000 
to 170,000 urban customers, which we sold. But part of 
the reason that I got out of that business and went back 
to just solely concentrating on the classic business-- We 
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were expanding the classic business at that time because a 
lot of companies were selling off their classic systems to 
pay for all the construction costs of the urban systems. 
And I had been in the urban business and we had operated 
under Chris as well as anyone could operate, but we only 
had 30 percent margins instead of 50 percent margins. 

We had churn at 4 percent a month versus 1 or 2 
percent a month. We had union organization and constant 
problems with-- We never were organized, but [there were] 
constant attempts, which we never had in the classic 
markets. We had to sell not in tiers but in-- Everything 
was on basic, except for pay TV. And it was a much less 
profitable, lower-margin, unsteady business with workforce 
changeovers and all kinds of problems. We had political 
problems, everything. And so we decided to concentrate on 
the much more profitable--what we considered the gems-
areas of the cable business, which were the bad reception 
nonurban cable systems. You may call Malibu urban, but it 
really is suburban if anything, and it had a rural 
characteristic. Most importantly, they don't get any of 
the L.A. signals off the air in Malibu because it's down 
on the water and Mt. Wilson is blocked, so we call that a 
classic nonurban cable system, even though it's in Malibu. 
KANIGHER: Right. 

NATHANSON: And we operate around Little Rock [Arkansas] 
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and Suffolk, Virginia and areas you might question whether 
they're rural or not. We really are not rural. We're 
really suburban--about 34 percent--and about 54 percent 
small town, small- and medium-sized towns. And the rest, 
which is a small percent, are rural isolated markets, 
maybe 8 to 10 percent of our business. But we're not in 
the urban cities like Chicago, Baltimore, or New York City 
or anything like that, even though we had at Teleprompter 
part of New York City, which I was responsible for, and 
part of Los Angeles, Beta Cable at the time, which is now 
Century [Communications Corporation], So I'd been there, 
done that, and decided that's not what I wanted to do 
anymore. 

KANIGHER: Okay, your sale to Charter [Communications] 
then focused you back onto Falcon Cable of Northern 
California? 
NATHANSON: We changed the name to Falcon Cable TV, the 
Falcon Holding Group, and that's right. And we had eight 
other partnerships that we had created since that time, 
all with different names. 
KANIGHER: And if I remember, one of them was public, is 
that correct? Or there was some public element to--? 
NATHANSON: Yes, sure. In '86 I think it was, we went--
A guy came into my office who had seen my brother over at 
KTLA. Gene Autry was selling to KK&R and he was 
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representing KK&R, so he had been talking to my brother. 
He had time on his hands, so he came to see me. He was at 
Morgan Stanley [Dean Witter]. His name was Steve [Steven] 
Rattner, a young blond kid. He came over to me and he 
said, "I'm with Morgan Stanley. I'm Steve Rattner. I was 
seeing your brother and I understand that you have this 
cable company here. Have you considered doing a junk 
bond, a high-yield bond?" And I said, "Well, I know the 
Milkens [Michael Milken] socially and people who work for 
him: Art Bilger, Gary Winnick, and other people in town, 
but they've never called on us. They've dealt with the 
big cable companies," with whoever it was, Cablevision 
[Systems Corporation], TCI [Telecommunications 
Corporation], Malone and so forth. He said, "Well, Morgan 
Stanley has never done a cable bond before, but we're 
working on one now for "Bud" [Amos] Hostetter for 
Continental [Cablevision] and we'd like to do another one, 
because it's the same analyst and the same work. And we'd 
like do one for you." Stan Itskawicz, who I had mentioned 
had been on our board from its inception, had joined our 
company as general counsel when my father-in-law sold his 
company to [Ultamar] Diamond Shamrock [Corporation]. And 
so Stan and Mike Mineri, who'd been with Frank at Seidman 
and Seidman and then joined Falcon after Frank as our CFO, 
when Frank became the president and chief operating 
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officer, [and I] looked at the terms of what this bond 
would do and compared it to bank debt. And we went out 
and did this bond with Morgan Stanley. And with this 
[money] we bought a bunch of cable systems in Oregon, near 
cable systems that we had owned and started to cluster in 
the state of Oregon. Then Rattner came back to us a year 
later, I think it was '85 that we did the junk bond and 
this was '86, and he said, "What about a master limited 
partnership?" We didn't know what this meant, but that 
meant we could then take out all of our equity, turn it 
over to the public, and own part of the company and so 
forth and so on. And we would be traded on the American 
Stock Exchange and there were certain--in these days with 
master limited partnerships—tax advantages: return of 
capital versus capital gain--
KANIGHER: Right. 

NATHANSON: And Morgan Stanley went out and did that and 
it was very successful. The timing was right. We, in two 
traunches, raised $92 million. Again, equity came to 
myself and to other investors because of that, because the 
public was in there. We still owned a substantial part of 
that company. And that was a public stock that was 
trading even though it was a master limited partnership. 
We have since bought it out. The government ruled master 
limited partnerships were no more, and there weren't same 
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tax advantages. 
KANIGHER: Did the master limited partnership own all--? 
NATHANSON: Of Falcon Cable TV of Northern California. 
The original company: Gilroy, San Luis Obispo, that was 
the master limited partnership. As I said, we had 
subsequently formed with Mutual Insurance Company, and 
Boston Ventures--
KANIGHER: Right. And so the master limited partnership 
had nothing to do with those--? 
NATHANSON: No. Remember, there was a general management 
company running all of these things. They owned a 
percentage of it too, that management controlled--
KANIGHER: Okay, so that was the--? 
NATHANSON: That one was owned-- It wasn't really a public 
stock. People would often get it confused. They'd say, 
"Oh, you have 150,000 subs and they're in this master 
limited partnership. That's your company." No. That 
wasn't our company. That was part of our company--about a 
third of our company or a fourth of our company, depending 
on how many other partnerships we owned at the time--but 
that was the only one that there was public information 
available on. So people for years were confused because 
all the Falcons had similar names and they were confused 
by that. Not if they read the documents, but just in 
general. 
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KANIGHER: The thought of taking Falcon public, which 
would have taken all of the partnerships public, I believe 
that was discussed? Some of the literature that I read-
That ultimately didn't happen? 
NATHANSON: Well, we were going to go public. Steve 
Rattner, by the way, had left Morgan Stanley, and gone to 
Lazard [Freres and Company] and now became the head of 
Lazard in New York, so we kept a relationship with him. 
But we also kept a relationship with Morgan Stanley, 
because that was an old relationship that we had had and 
there had been some great people there. Peter [W.] 
Currie, who went on to become CFO of McCaw [Cellular 
Communications] and now is CFO of Netscape [Communications 
Corporation], was our account officer and Mike Morocco— 
So we still had relationships at Morgan Stanley and we 
dealt with both of them. And so at the time, our partners 
in some of the partnerships, the largest being Hellman and 
Friedman, which was Tully [M.] Friedman, who had been at 
Salomon Brothers [Asset Management Group] in the old days, 
and Warren Hellman, who was head of the investment 
committee as a director of the Mutual Insurance Company of 
New York, that had made the original investment, and 
former president of Lehman Brothers, had their own equity 
firm through which they had raised billions of dollars in 
San Francisco and become really the lead investors in 
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three different Falcon partnerships. They were the only 
investors that we allowed in the holding company, the 
management company, as well. And they thought a public 
offering would be a good idea and they put some pressure 
on me to bring in a high-flying CFO, the former number two 
guy at the [Walt] Disney [Company] in the finance area, a 
very nice guy whom I got along with, Neil [M.] McCarthy, 
but he didn't get along with any of the other executives 
at Falcon. He came in and he was convinced that a public 
offering is what we should do, to consolidate these 
partnerships through a public offering. He was close to 
Merrill Lynch [and Company], so they were going to lead 
the public offering. This, of course, upset Lazard and 
Morgan Stanley and some other people who had been in our 
MLP [master limited partnership], Paine Webber [Group] and 
Dean Witter [Reynolds] and so forth. So the book was 
written--I think Latham and Watkins was the law firm or 
one of the law firms--and we were going to Canada. And at 
this time Reed [E.] Hundt had come into the FCC [Federal 
Communications Commission] and a story had leaked to the 
Washington Post from him saying that he was going to cut 
back cable rates 25 percent. So a new Democratic chairman 
of the FCC, under a president that I had supported--I was 
a friend of the vice president's--had come in, and a story 
had leaked that our industry's rates, for the first time, 
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were going to be rolled back. And Merrill came to us and 
said "We've got to pull them." We had spent $1 million or 
whatever on legal [fees] and other things, but we pulled 
the public offering. It was a very bitter disappointment. 
Neil McCarthy left the company. 

But again, the fundamentals of our cable systems were 
good, but we were now facing a whole new era of Falcon, 
which was rate rollbacks and rate adjustments, and people 
had spoken at meetings and said Falcon, because of the 
nature of its classic cable markets, would be hurt more 
than any other company by these rates. Turned out to be 
the opposite, but no one knew at that time because we 
didn't know what the rules were. And it was a very trying 
time for the company and for management and really quite 
disillusioned the old investors with the cable business, 
because when Reed Hundt came in-- And what happened to the 
cable business, their equity, including management's, got 
wiped out by about half, by values in the cable 
marketplace dropping. So it was an artificial drop. Many 
cable operators panicked and sold out at that time. But 
again, the fundamentals of cable were not bad, just like 
they weren't bad at Teleprompter in those days. People 
were buying cable. They wanted more entertainment. 
Communities were excited about what cable could do. New 
technologies were coming along and we never wanted to sell 
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out. 
But our investors lost their confidence in the 

business, though they were very supportive of management. 
They liked management and thought we had done a wonderful 
job with the FCC and rates, but they had lost confidence 
and they wanted to get out of the investment and they 
wanted to curtail capital expenditures, because they felt 
that that was a mistake to do, and management felt just 
the opposite. In tough times we should spend more. And 
that's why we went about buying out all of our 
partnerships, too, at this time, because we felt we didn't 
know what would happen to cable, but a lot of our 
investors wanted to sell out, so whenever we could borrow, 
beg, or steal money we would buy them out and thus started 
to consolidate the Falcon entities during this rate-
reregulation period, which was really a five-year period. 
[This] was the first nongrowth period of time of the cable 
industry since I'd been in it, even though cable had been 
hurt by the HLT's and by various other machinations over 
the years. But this is all part, you know, of the 
business and of any business. The ups and downs that go 
on, by Wall Street or by private and public market values, 
or whatever occurs. 

I think the question that the entrepreneur has to ask 
himself is, "What are the fundamentals of the business and 
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are those fundamentals being hurt or are these artificial 
rules and restraint being placed by government?" And if 
it is only that, which is certainly severe and traumatic 
for an industry, cycles of government change too. 
Republicans come in. Democrats go out. New Democrats 
come in. New Republicans come in. And people's views 
change depending on what the business is and what the 
competition to that business is. 
KANIGHER: Did that have any effect on your political 
leanings? I know through the documents-- And we'll talk a 
little bit more about your efforts with the Democratic 
Party, but do you find yourself yearning for Republicans? 
NATHANSON: It's always better for the cable business, and 
everyone always has teased me, on the board of the 
National Cable [Television] Association and on other 
[boards] that I've been involved in in the cable industry, 
as the president of the California Cable [Television] 
Association and so forth, for being a Democrat and being a 
cable operator, because Democrats are terrible for cable 
and the Republicans are very good. And my answer to that 
is that there's more in this world than cable TV. But, 
anyway, it's a long story. My family have been Democrats 
from Minnesota, Democratic-Farmer-Labor [Party], since my 
great-great-grandfather was a delegate to the 1896 
Democratic convention in Dallas. And we've always been 
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Democrats and I was raised as a Democrat. And I'm sure, 
if you really question my views, I'd probably be a 
Republican in many areas, but I know no better and I will 
live and die a Democrat, because that's been our family 
tradition. 

My great-great-grandfather was sheriff of Hennepin 
County [Minnesota], which is Minneapolis, which meant you 
were a court processor and server. And he was only in 
power when the Democrats were in power. And he had six 
sons and one daughter and so forth, so they would starve 
if the Democrats were out of power, and he had a job when 
they were in power. So we were wedded in the family 
tradition to be Democrats, even though my son Adam 
[Nathanson] is a Republican and my future son-in-law, Alex 
Swiger, is a Republican, as most of the executives at 
Falcon and in the cable industry are. 
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TAPE NUMBER: IV, SIDE ONE 
NOVEMBER 20, 1998 

KANIGHER: We're going to start off with a little bit on 
your interest in politics. We touched on that briefly. 
You said that there was a Nathanson at the 1896--? 
NATHANSON: Democratic convention. 
KANIGHER: Democratic convention. 
NATHANSON: Allegedly, yes, a great-great-grandfather or 
something like that. He was a court official in Hennepin 
County, which is Minneapolis. He was actually the sheriff 
of Hennepin County and in those days, because the 
immigrants were coming from Sweden, Norway, Denmark, and 
Europe to Minnesota, if the Democratic-Farmer-Labor Party--
they called the Democrats in Minnesota the Democratic-
Farmer-Labor [Party] or DFL--was in power, then he would 
have a job. And the sheriff was in charge of the courts 
and the court processors and the immigrants and the 
interpreters, and so forth, and maybe the jails, I don't 
know. But if they didn't have [power], then the family 
would starve and he'd have to do odd jobs. So he was kind 
of like a ward or committee man type of post as well. At 
least, that is the story that I've heard, that I've been 
told, as to why we're always Democrats, at least from 
those generations down to today. Even though my son is a 
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Republican, as he has informed me, one of my sons. But I 
think my interest in politics-- My father was very 
interested in politics. He was an advertising man, as you 
know, and he ran advertising campaigns for politicians and 
became quite friendly with a lot of them and knew them 
before and so forth. And so people like Paul Simon, who 
later became a senator and Birch [Evans] Bayh [Jr.] who 
was a senator-- Now his son [Birch Evans Bayh XII] is a 
senator, Evan. We kind of grew up with that atmosphere, 
and the various, I'd say, more liberal parts of the 
Chicago politics because we were in Lake County, not Cook 
County [Illinois]. Lake County was more of a suburban 
Republican county, where Cook County was a Democratic 
stronghold of the [Mayor Richard M.] Daley machine. So 
[my father] was always in more of the liberal part of the 
political party and knew a lot of the people in that area: 
Sid [Sidney Richard] Yates, Ab [Abner Joseph] Mikva and 
that group. So we were kind of always growing up in that 
and went to rallies and had political events at our house, 
so it kind of came naturally to us. I remember going to 
[John F.] Kennedy rallies when he was running for 
president in the sixties, even though I would have only 
been a freshman in high school probably then. 
KANIGHER: Illinois was a big victory for Kennedy, right? 
NATHANSON: Yeah. Our next-door neighbor was a guy named 
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John Bartlow Martin, who was a journalist and then later 
Adlai [E.] Stevenson's biographer and ambassador to the 
Dominican Republic. We had a lot of friends who were 
involved in those types of things, so that was the kind of 
atmosphere I was raised in. It was just very easy for us, 
all of the kids, to be involved in politics, and it was 
just part of what we did. When I got to college, before I 
went to graduate school, I worked on the Hill very briefly 
for Gale [W.] McGee, who was a senator from Wyoming. McGee 
was a wonderful man, a Ph.D. from the University of 
Chicago, who was representing Wyoming in the Senate and was 
on the Senate Foreign Relations Committee. He was very 
nice to me. I was a young flunky staff member, a press 
aide. I'd been an intern in the office and so forth, and 
so I knew the office, but I had one problem. He was a hawk 
on the [Vietnam] War and I was becoming more and more 
involved in being a dove on the war. So I had written him 
a letter telling him my position on the war, which was anti 
the Vietnam War--he was pro the Vietnam War--and that I 
couldn't work there because of that, which was so naive. 
He was such a nice guy and I was just kind of a silly young 
punk. He was very gracious to me and never made an issue 
of it, but I then left. I was going to graduate anyway 
and I was getting married to Jane anyway. 

Then I went out to graduate school and I worked, 
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while in graduate school, as an advance person for Bob 
[Robert F.] Kennedy's presidential campaign, because I had 
some friends who were involved in that campaign. And the 
irony is that David Burke, who was Ted [Edward M.] 
Kennedy's administrative assistant, was kind of in charge 
of all of the advance people for Robert Kennedy. I was 
involved in San Luis Obispo County and Santa Barbara 
County, in very unimportant things, for it. And David 
Burke and I later-- When I went on the Broadcasting Board 
of Governors, he was the chairman of it and we became 
friends again. So, anyway, Kennedy was killed. I was on 
the way to the Democratic convention with some other 
people who were working on the campaign when we heard in 
the car that he was killed. And I went to the Democratic 
convention and we really were kind of lost there because 
our candidate had been assassinated. I came to the 
conclusion, in graduate school and in politics, that they 
were both rough and tough and you didn't get paid very 
well for them and there was an enormous politics, so I 
might as well go into business, and I went into it. But 
I've always kept an interest in politics. 

When I was young, like a lot of poli[tical] sci[ence] 
majors and so forth, I thought of a career in politics, 
but that was never very realistic. So what I've tried to 
do is be involved in politics. And when I came to 
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California I got involved with a bunch of young turks from 
UCLA who were involved in young Democratic politics out 
here. One was Henry [A.] Waxman and the other was Howard 
[L.] Berman. So we had many fights in the assembly and I 
kind of became a finance chair to them, but more of a 
friend than anything. And then Howard ran for speaker of 
the assembly, which he eventually lost in a fight with Leo 
[T.] McCarthy-- And then Willie [L.] Brown [Jr.] became 
speaker. And then Howard went off to Congress. Henry was 
already in Congress by that time. And we've kept up those 
relationships. 
KANIGHER: Were you involved in Proposition 13? 
NATHANSON: [On] a lot of the propositions, Prop. 13 and 
others, there was a position, but my main interest-- I 
used to joke, because I came from Chicago--even though I 
really came from Highland Park--that I came from Chicago, 
where Democratic politics were orderly because, of course, 
they were machine politics and fixed, whereas California 
never had any machine politics and certainly wasn't fixed 
in any sense of the word. But the Berman-Waxman machine, 
as they used to call it, which was never a machine other 
than that Howard's brother Michael ran campaigns, I got 
involved in. Mel [Meldon] Levine later joined that group. 
And, still, I am very involved with it and have many, many 
friends and relations who, you know, because twenty years 
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ago or so I was working with them, now are in a position 
of power. And what happened through one friend, and it 
was a social friend, but we went after a franchise in Los 
Angeles, which I don't think I mentioned to you-- We 
talked about "rent-a-citizen"-- What happened [was that] 
when L.A. was going to refranchise the city because there 
was only Theta Cable here and people decided to get 
franchises, a Canadian operator came in and went after the 
west San Fernando Valley and we went against them. Then 
we decided, since we were the only two applicants, to 
merge our groups together. And really through a flip of a 
coin, they won the toss and the toss was that they would 
put up all the money and run it and we would own 37 
percent. If it would have gone the other way, they would 
have owned 37 percent and we would have put up all the 
money. The one caveat was that they wanted somebody local 
to be president of Valley Cable TV, which was the name of 
it, and they wanted me to do that. So I agreed to do that 
and so forth, but a lot of my friends were in it; it 
really wasn't a Falcon enterprise. It was really--Falcon 
owned part of it--personal and Falcon, because it was 
related to local Los Angeles politics, not necessarily to 
the cable business. Anyway, we won the west San Fernando 
Valley franchise, but the Canadians ran it. 

And the only interesting thing that happened after 
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that is that the Canadians didn't run it very well because 
it was different than Canada and we were always having 
quarrels with them. Even though I was the "president" of 
it, I had no power; I was the token president. We saw our 
investment wasn't doing very well because of the way they 
built the system and ran the system, but the head of this 
Canadian company, or one of the two heads of the Canadian 
company, had been the roommate at Harvard Business School 
of the president of Drexel Burnham [Lambert Group], Fred 
[Frederick H.] Joseph. Jim [James] Meekeson was his name. 
The two partners were David Graham and Jim Meekeson, of 
the Canadian company. And so, in order to raise money for 
the build, they wanted to do a high-yield or junk bond and 
that was my first experience-- This was before Falcon had 
ever done a junk bond. 
KANIGHER: What year was this? 

NATHANSON: Oh, boy. I'll probably be off on the year, 
but around 1980, something like that. 
KANIGHER: Okay. 
NATHANSON: So they sent out a young kid to do the first 
cable junk bond that was ever done and his name was Leon 
Black. He was a young kid working for Drexel Burnham, and 
Leon, of course, became a friend of mine because I had to 
do the road show, since I was the token American president 
of the company, though [I] had nothing to do with it. It 
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was very awkward because I had all kinds of doubts about 
the Canadians' management. I had told this to Leon, but 
they still wanted to do the junk bond. It was very 
successful and Leon, under the Drexel banner of Fred 
Joseph and [Michael] Milken and so forth, did this junk 
bond. Leon became a very important player in Drexel and 
now is head of Apollo, which is a major investing group. 
They own Vail [Resort] and other businesses. Anyway, that 
was a bond we did. 

Then the east Valley came and we put a new group 
together with the west Valley group. The new group I put 
together with friends to try to get the east Valley. We 
had all kinds of people in it from all different walks of 
life: Democrats, Republicans-- But of course I knew a lot 
of the players. Eli Broad was in it. "Mickey" [Michael] 
Kantor was our lawyer, or in the group. Burt Pines. All 
kinds of people. Plus Bruce Corwin and some of the people 
who were involved in the west Valley, Geoffrey Cowan, and 
so forth. And we went into a huge battle over the east 
Valley and we were recommended by the citizens' committee. 
We were represented by the council committee and it came 
to the council vote and we lost by one vote to United 
Cable [Television Company], which is now part of TCI 
[Telecommunications], so TCI owns that system. It's being 
merged with Century. 
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It was a very devastating loss because we thought we 
were the best applicant, but the politics was much 
tougher. And that was one of the reasons that I kind of 
came to the conclusion that in these urban systems the 
politics were so severe and so big cityish that you were 
better off dealing in the small cities. Plus you had to 
deal with all the economic models of the business: the 
high churn ratio, the unionization, and all kinds of other 
things. But through that process, as I've told the story, 
we were concentrating on Falcon Cable TV of Northern 
California, and that was expanding. 

We wanted to have a person on our board that would 
make the board more diverse--this was the Falcon advisory 
board--so we decided-- I talked to my friend Mickey Kantor 
and he recommended a woman who was working for us, as an 
attorney in Arkansas, because she was from the South and 
we didn't have anybody from the South and plus she was a 
woman. Plus she was very bright and I liked her very much 
as an attorney. We had bought a bunch of systems in 
Arkansas from Jim [James] Guy Tucker [Jr.], who was later 
governor, and later resigned as governor in a scandal, but 
was a very nice guy, him and Bill Marks. We bought their 
cable systems and she had represented us on it. So she 
went on our board and her name was Hillary [Rodham] 
Clinton. She served on the board for two or three years 
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and was a very good board member, very well prepared, very 
knowledgeable. And on many more occasions while working 
on the acquisition, when I'd go to Little Rock [Arkansas], 
Hillary would say to me at the end of the day of 
negotiating business, "Do you want to have dinner? Do you 
want to come over?" And I knew her husband was the 
governor of the state and I had met him. My wife and I 
had been to a lot of Democratic conventions. She'd been a 
delegate and had been to a lot of them. And I had heard, 
a year before or something, Bill [William J.] Clinton give 
a speech at the Democratic convention and I thought he was 
a very attractive candidate but he gave the most boring 
speech. The last thing I wanted to do after a long-winded 
day of business was go to dinner with her husband who was 
the governor, so I never did that. 

And so many years later, when Bill Clinton was 
president of the United States, we had him over at our 
house for dinner. So I got up and introduced him and I 
told this story and I said, "Thank you for the rain 
check." So he ended up having dinner with us there, and 
he got a big kick out of that story, which he did not 
know, obviously. Hillary wasn't there at the dinner, but 
I saw her a few nights later at an event and she came up 
to me and thought it was so funny and remembered those 
days when we were working together and she was a lawyer 
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and so forth. So politics has made many strange 
bedfellows. It's been very interesting to me, and 
obviously through it there's also been some impact on 
business. 

The one negative thing, I think, for people and 
particularly graduate students who are interested in 
politics on their own, for their own reasons, is-- What 
happens is that when you get into business, business is 
essentially nonpartisan. Business has its own agendas. 
The cable industry has its own agendas. For example, I'm 
often criticized by my friends in the cable industry, 
other fellow board members of the National Cable 
Association, because they know that I am a partisan 
Democrat and most of them are nonpartisan or Republicans, 
as most businessmen are and how can I be a Democrat? 
Because the Democrats are notoriously bad on cable TV and 
are for more government regulation [rather] than less. 
And I, of course, always joke that there's more in this 
world than cable TV. But the fact is that it does put the 
businessman in an awkward position, because he may be a 
conservative or a liberal, but he may have to deal as a 
businessman, or as an industry spokesman, with the 
opposite of that spectrum, and that's difficult to do. A 
lot of businessmen play both sides, give both to the 
Democrats and Republicans, and that's the way it is. 

145 



And if you look in the last election, Jerry [Andrew 
Jerrold] Perenchio gave $200,000 to the Democrat for 
governor and $250,000 to the Republican and had contacts 
on both sides. I've never been able to do that. I'm a 
Democrat. I think politics is personal, even though many 
of the executives in the company, the vast majority, are 
Republicans. They also are free to participate and be 
involved and we encourage that, frankly, because we want 
access; we want to have our viewpoint known. It may be a 
cable viewpoint, obviously. But it's often been 
criticized and it's just something somebody has to be 
aware of, particularly if one comes from a political 
background, that they tend to get somewhat compromised 
when they have to go see or try to persuade somebody who 
is their arch nemesis on their personal views, but that 
person is a key committee member or chairman. It's often 
an awkward thing. I've never had much of a problem with 
it, but I'm just saying I could see it being a problem for 
businessmen and somewhat curtailing their ability as 
private citizens, which I think is their right, to be 
active in politics. So I just mention that as a brief 
sojourn. 

Politics has been very interesting and, as you know, 
I've just been appointed chairman of the Broadcasting 
Board of Governors, which is this board that is not a 
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token board or an advisory board, but actually the board 
that runs all nonmilitary U.S. government broadcasting 
overseas. And that's the Voice of America, Radio and T.V. 
Marti, Radio Iraq and Iran, Radio Free Europe, Radio Free 
Asia, etc. It's going to become an independent agency, 
because the USIA, the United States Information Agency, 
which it has been part of even though it's not run-- It's 
run by a partisan board, five Democrats and four 
Republicans. The president appoints the chairman and it 
[has] three-year terms. David Burke, whom I mentioned 
earlier, was the chairman and his term was over, so 
President Clinton has appointed me as the chairman now. 
And it's going to be, in October of 1999, an independent 
agency. It was part of USIA, but USIA is being merged 
into the [United States Department of] State and because 
of various issues with freedom of the press and firewalls, 
this will be a brand-new agency with twenty-eight hundred 
people and about $400 million in budget, which is a very 
small federal agency. It's similar to the Federal Reserve 
Board or the FCC or something like that. It will be 
interesting, but the only issue is that it takes a lot of 
time away from my business, because as chairman of this 
agency, which is a non-full-time position--most of these 
jobs are full-time--it takes a lot of time. 

But it's very interesting, and you feel you're 
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giving back to the world or to your country by 
participating in these events, so it's quite exciting. 
But you have to be very, very careful not to ever use 
your position on the board to have anything to do with 
your business, because those are two totally separate 
things. And, of course, there are all kind of rules on 
this, but obviously lots of people over history have 
gotten into trouble. We are not that big internationally 
or expanding internationally and the broadcasting board 
deals only with international broadcasting, so it's not 
much of an issue. So that's politics, government. The 
same thing could be said of community service or 
community boards over the years that I've been involved 
in. I feel to make a whole executive you have to give 
back to the community that has been good to you, not only 
the community you live in, but the communities that you 
do business in. Everyone has to make their own 
decisions, but there's more to life than just making 
money, which I think is sometimes hard for people to 
understand. Some of the most interesting people I have 
met have been through charity boards or political boards. 
KANIGHER: Let's talk about passion for collecting art. 
Has this been something that1s developed over time? 
NATHANSON: Well, in fact it's really my wife. My wife 
Jane-- Whose maiden name was Jane Fallek, and so she's 
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always said she wanted to change it because the boys used 
to tease her about phallic symbols, but in fact her 
parents were German Jews who came over right before the 
war and that obviously was their name. Her father, who's 
a great man, never wanted to change that name, but they 
collected art. Well, Jane-- In college, with that name, I 
always teased her and she said she wanted to change that 
name, and she changed it to Nathanson when we got married 
out of college. But the point of it is that they were art 
collectors; her parents were Europeans and were raised 
with art and culture. Whereas, in my household, even 
though my father and mother were fairly sophisticated, 
being in the media business and so forth, they weren't art 
collectors really. They had some local artists and so 
forth on the wall. But I always was interested in art. I 
was always a drawer and a doodler. 

My father's mother was an artist and she was in the 
first class of the Walker Art Center in Minneapolis that 
allowed women. In those days they didn't allow women, 
because they didn't want women painting nudes, in the 
1880s. And the Walker family started an art school, which 
is now the Walker Center in Minnesota, the Minneapolis 
museum of art. She was in the first class that allowed 
that. So she was always a painter. I don't know if that 
had any influence on me, but there was always that 
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influence in the family. So I always fooled around with 
painting and sculpture, and then art and drawing and 
doodling, and took art classes and was interested in it, 
but never had the collecting passion that my wife had from 
the family she was raised in. 

So when we got married, one of the things we both had 
in common, and a lot of that my wife taught me, was an 
appreciation of contemporary art and collecting that art. 
We set up a rule when we got married that whatever art we 
would buy or could afford to buy, we both had to agree on 
it. My wife was an art major and had studied art and so 
forth, so she had a lot more knowledge than I did, but it 
became a hobby of ours when we were a young couple. We 
used to go to art openings and so forth, so we started 
collecting art when we were married in 1967 and have done 
it ever since. A lot of our tastes have changed and 
judgment has changed, and we have all the stories where we 
have overpaid for art or underpaid for art and so forth. 

But about fifteen years ago, as we were going to art 
galleries, in the back of the art gallery sometimes there 
was photography or they would represent one or two 
photographers as well. Art was getting more and more 
expensive, so I started kind of on my own to collect 
photography and the idea is that I would put it in the 
offices of my company, even though we have some of it at 
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home. So I've been collecting photography and we have 
about three hundred different photographs in storage or in 
the various offices around, like in the room that you're 
seeing. And of course that was a lot less expensive, even 
though some photography has gone way up. And so not only 
do we collect pop art--people like Jasper Johns, [Roy] 
Lichtenstein, Andy Warhol, [Robert] Rauschenberg and so 
forth, which is what our collection in the house is made 
up of primarily--but we also collect photography. A lot 
of them are fairly obscure. I try to stay away from 
vintage photography, even though I do have a lot of Man 
Rays--and older photographs. Most of my interest is in 
contemporary photography, so I like Peter Beard and Larry 
Clark and Helen Levitt, who's a little older, and some 
other photographers like that: Herb Ritts and Bruce 
Webber, etc. 

So we collect both art and photography and we have 
raised our children in that and have been very involved. 
My wife founded MOCA [Museum of Contemporary Art] with 
some other people, and has been the vice-chairman of and 
active in the Museum of Contemporary Art in Los Angeles. 
KANIGHER: What about the--? My dad collects movie stills 
and some of that. What about the [Clarence Sinclair] 
Bulls, [George] Hurrells, any of those old studio 
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photographers? 
NATHANSON: I typically stay away from collecting 
photography of people that I know or who are famous, 
because I want myself or another person to look at the 
image rather than look on, "Is this a good likeness of 
Elizabeth Taylor?" or whoever, but I do have a few. I 
have Madonna. I think one of the funny stories about 
that, that reminds me, is that I was at Bruce Webber's 
studio-- I knew Bruce a little bit through his sister and 
collected his photography, so I was buying his 
photography, and I bought five or six different things 
from him and took them home and had them framed and so 
forth. And I had told Bruce this, that I didn't want--
Because he does a lot of famous people, just as Herb Ritts 
and other people do, a modern Hurrell-type of photography, 
and so he listened. It turned out that I have a 
photograph here, which I thought was an interesting 
photograph of a man in kind of a passionate pose with his 
tatoos all showing-- It turned out to be from the Red Hot 
Chili Peppers, Flea, or whatever. 
KANIGHER: Oh, you have a picture of Flea? 
NATHANSON: But I had no idea. I thought it was just a 
model and he wouldn't tell me that it was a famous person. 
I wouldn't have bought it, you know, from that point of 
view. I didn't even know in that case. I have not 
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collected that, because as I said, photography to me is 
somewhat like dream sequences. You're looking at a dream 
and envisioning what it means to you. It may mean 
something entirely different to someone else looking at 
the same photograph. 
KANIGHER: Very interesting. So are you a big Flea fan? 
Red Hot Chili Peppers--? 
NATHANSON: No. I mean, I know who they are. You know, 
I'm a Barry Manilow fan and Kenny G.--I'm very boring 
these days. 
KANIGHER: Let's talk a little bit about, you know-- I'm 
going to put you down on tape. It's almost 1999, so I'm 
going to give you a reason to look back upon this 
autobiography. You know, you know all the stories, but I 
want you to be able to look back ten years, fifteen years 
from now and talk about where you thought the cable 
business was going to go the next five, ten years. So 
this will give you a reason to read your comments and see 
if you were right. Let's talk about, you know, where you 
think-- You know, obviously there's a lot of consolidation 
in the industry. Paul Allen's come in in a big way--
NATHANSON: AT&T. 

KANIGHER: Where do you see the cable industry going? 
NATHANSON: Well, you know, it's hard because I think that 
it's the forest and the trees. We were talking to some 
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people we had lunch with today, Morgan Stanley [Dean 
Witter] investment bankers, and we were saying how the 
industry has changed so much over the years and so forth. 
It has still always stayed exciting to me, but it's not an 
entrepreneurial business, as we talked [about] before. 
You know, it's no longer 5 percent of the American public 
have it and it's going to be, you know, something else. 
Today it's 75 percent of the American public, so it's a 
much more mature business. But there's a lot of new 
exciting things going on and that's really what I see is 
happening. It's really-- Is it fulfilling the dream, the 
mandate of the consumers? There's other technologies, 
satellites for example; they can have satellites rather 
than cable, so there's competition here. 

But I see what's happening is, as Falcon and other 
companies are rebuilding their plant and putting in the 
fiber optics in both directions, that I think we will have 
in everyone's home in America, despite the fact that 
there's only 40 percent of people's homes with computers, 
a convergence between the TV set and the PC [personal 
computer] and, eventually, the phone. So you really will 
no longer look at television as television. It will be 
more of, not just a home entertainment center, but a home 
information center, so you will be on your various TVs in 
your house, but you will also be able to go instantly to 
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the Internet, check your E-mail, get data, get 
information. Your remote control will be your mouse. It 
will all be--it may take a generation or so to get used to 
it--very, very convenient for instant gratification, data, 
information, and so forth. In addition to that, I think 
there will be a huge movement towards video-on-demand or 
information-on-demand. In other words, you won't just be 
watching MTV to watch music videos. Depending on your 
taste and your age you'll be able to program the music 
videos that you want. The technology of the computers and 
the cable and the fiber connecting the servers and so 
forth will allow you to choose the movies you want and 
when you want to see them, to see music videos, to do the 
home shopping, to do anything you want. And it will all 
be connected, and the cable industry will be an enormous 
pipeline to supply data and information to you. You'll be 
trading, God forbid, more and more there. And so the 
roles of everything, from the stockbroker to the local--
[I] had dinner last night with the president of Neiman 
Marcus [Group], and the whole department store, the whole 
shopping, the whole world, will change. 

Cable has a superior wire to your home, and that 
superior wire and that last mile and the advantage of that 
wire will mean more and more information will be there. 
There may be more and more competition with cable for 
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entertainment from satellites and from other sources, but 
cable will be bringing data faster than a telephone cable 
can do it. And so I think there will be more and more 
convergence in the future. And I think we will see the 
cable industry going through affiliations, like with AT&T, 
but it may be with MCI [WorldCom], maybe with Sprint 
[Corporation], maybe with baby bells, being in multiple 
services. So 90 percent of all the homes passed by cable, 
not 75 percent, may connect to some service, but it may 
not be traditional cable TV. It may be a high speed 
modem; it may be [through] a relationship with a telephone 
carrier, like we have in England, where 20 to 30 percent 
[of telephone customers] in England get their telephone 
service through their cable company. And there will be 
more competition, and there will be more new products 
developed, and it will be more and more consumer friendly. 
A lot of this will be built in the television set. The 
television set will be flat screened. It will be high 
definitional. It will be digital. This is all, in my 
opinion, inevitable. 

From an operating and ownership point of view, the 
bad news is that there will be four or five companies; 
there will not be a huge entrepreneurial business. There 
will be bigger companies, companies that will relate to 
the phone companies. We won't know phone companies, in my 
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opinion, or cable companies. There will be communications 
companies that will be both, and they will be 
consolidators. Obviously AT&T will be one, but there will 
be others to do that. I think even Paul Allen will merge 
his company someday with somebody else doing this, and 
will be an investor in that new company, and we'll see 
more and more of that. So the entrepreneurial business--
That doesn't mean you can't be an entrepreneur working for 
a big company; I believe you can. Being an entrepreneur 
doesn't mean starting your own business. It would mean 
being creative and tasking risks within a corporation, 
which is just as challenging, if not more challenging, 
than starting a small business, in my opinion. You can be 
an entrepreneur within the Goldman Sachs [Group]. You can 
be an entrepreneur within AT&T, and so forth. And I 
believe that will separate the men from the boys, or the 
women from the girls, as far as future executives are 
concerned. But I think those will all be changes and 
certainly cable will not be a start-up business requiring 
too much capital. And companies like Falcon, as large as 
they are today--we'll do over $200 million in-- And close 
to $500 million in sales-- That will be a minor pimple in 
the landscape. 

KANIGHER: With five hundred channels or however many 
channels, what about an entrepreneurial move into 
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programming? Is that something that you see yourself 
doing? At the end of our last session you went off to a 
meeting with a couple of Hollywood executives, and it 
seems like a logical step, but it also seems like there 
are significant risks attached to it. Is that a step that 
you're--? 
NATHANSON: The group that they're starting is called 
Oxygen [Media] and now, since that meeting, Oprah Winfrey 
has announced that she's going to be an investor with 
Gerry [Geraldine] Laybourne and Carsey-Werner [Company] in 
that company. Those are all really talented people, to do 
women's programming, to combine both the Internet and 
cable, and I think we'll see more of that. But their 
budgets alone, to do one or two years of programming, 
would be several hundred million dollars of risk capital, 
and those are not for small people. Will Falcon be part 
of that? Falcon will be part of it, because it will give 
distribution and, in turn, by giving distribution, may get 
stock options or own part of those companies. 

But Falcon has never had, [although] we've had the 
desire, enough spare cash that we could invest heavily in 
the programming business, which in hindsight is a big 
mistake, but we never had the money. Because programming 
channels could have been very lucrative. We could have 
owned part of the Discovery [Channel], which is worth a 
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lot of money today, and various other things. We did 
invest in [Robert Edward] "Ted" Turner [III] when he ran 
into problems buying the MGM [Metro-Goldwyn-Mayer] library 
and we made a lot of money, but we had to liquidate the 
investment at some point in time and we made a huge 
return. Same thing with QVC [the home shopping channel], 
when we needed money, because the money we get, we want to 
buy more cable and build more plant, which is our primary 
business. It would be nice to do both, but we never had 
that luxury in the past. So we may do more of that in the 
future and we certainly wouldn't bypass that, but that 
will not be our regular business. 

If I were an entrepreneur looking at this world or 
this industry—it would have been better three years ago, 
but I certainly would do it today--I would probably go 
into the Internet business because the Internet business, 
whether we're talking the programming part of the Internet 
business or not, I think has more opportunities for the 
entrepreneur with less capital. Cable channels, because 
of distribution costs and quality of programming, even 
with the world of five hundred channels, still requires 
huge dollar investments in libraries and programming and 
so forth. It's hard to launch a channel without 
sufficient backing in that area. On the Internet I still 
think there are a lot of opportunities open to people. 
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And I think we look at the Internet like cable was in the 
fifties. It's very early in what's going to evolve in the 
whole Internet field, so it's like early television. Look 
how television has evolved from the fifties to the 
nineties. So I think we will see a lot of entrepreneurs 
make money and lose money in the Internet business. In 
cable it's harder, whether we're talking about programming 
or, certainly, owning cable systems, to be a start-up 
company today, because of the huge capital requirements. 
KANIGHER: Well, I guess we've touched on what you would 
do today if you were an entrepreneur. You'd go off into 
the Internet business? 
NATHANSON: Yes. And maybe the international aspects of 
that, because I think the international is even smaller, 
you know, as far as saturation and more growth, even 
though you have to deal with a lot of other issues if 
you're in the international Internet business. 
KANIGHER: You know a number of people who will be 
listening to your words or reading your words will be 
nearing the end of their, say, second year of grad[uate] 
school. Just some general themes about what young people 
should do in their mid-twenties as they are setting their 
career [goals]. Some general lessons of life that you've 
learned. Do you have any? 

NATHANSON: Well, I do. I really feel that in several 
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areas, I wish I had gotten advice. Maybe, looking back, 
today, at age fifty-three, giving advice to other people 
is hard to do, because a lot of it you find out for 
yourself, but I wish I had gotten advice or experience or 
we would share experiences. That's why I think mentorship 
programs are very important. I think one of the things 
one should look at in taking a job is not the company or 
the amount it pays, but who you're working for and will 
you have a good mentor/mentee relationship with that 
person. I think they're very, very important. The help 
I've gotten from great entrepreneurs, like Burt Harris and 
even Jack Kent Cooke, who was very difficult, but who was 
a great teacher, to me were very helpful in my career and 
forming it. And so I think it's very important for people 
to have those relationships in business, and it's 
difficult, because a lot of times your boss could be 
jealous or not a nice person or a cutthroat. You need 
somebody who will let you blossom, but also let you make 
mistakes, because we all make mistakes in business and we 
can't be afraid to make mistakes. 

I hate the executives who constantly are going to 
their boss and saying, "Is it all right for me to do 
this?" in the decision. And my answer is, "If you're the 
executive, why are you coming to me for the decision? You 
make the decision and that's what you're being paid for." 
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And a lot of people are afraid to make decisions, 
particularly young executives. You may make a wrong 
decision, but it's your decision and you should take the 
responsibility for it. Use your best analytical judgment 
in making those decisions, whatever they may be. 

I think the other aspect of it is to stay away from 
money, in the sense that if you're good and if you're 
treated properly by your company or your employer or your 
business, the money will come. But I hate when people who 
are in graduate school--or it can be undergraduates--say, 
"Well, this year I want to make $100,000 and the next year 
$150,000 and in five years I'm going to be making $300,000 
or $500,000" or whatever the money is. I've never, ever 
been concerned about [that in] business. I've never 
negotiated, as I think I've told you, in advance what I 
was going to make or not make, because if I wasn't treated 
fairly by the employers or paid what my worth was, however 
you want to measure that, which may be in equity, it may 
be in stock options, may be in salary or bonuses, then I 
shouldn't be working there. You know, you shouldn't look 
at it year by year. You should look at it over a long 
run, [over] five years: Were you treated fairly or 
whatever? And so those people who set artificial monetary 
goals are really, in my opinion, barking up totally the 
wrong tree. What they should be looking at is, are they 
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given responsibility? Can they use their creativity? Can 
they use their analytical skills, their aggressive nature? 
And can they succeed in that business or that niche of 
business? They still need luck. They still need timing 
in any career, but I think those things are much more 
important. The money will follow and the success will 
follow. 

People say, "Oh, when were you a millionaire? Or 
when did you make--?" Who knows? What do any of those 
things mean? Because you never really are looking at the 
money or whatever. It's constantly the job and the 
business and the opportunities and trying to take 
advantage of the opportunities and being creative and not 
giving up and dealing with the hard times, not the good 
times, but the hard times. And that's when you really 
know people, when you see them in bad times and how they 
behave in bad times. 

On the negative side of business, and I think this is 
for all business, and it's the hardest thing to do, and I 
think they should teach a course on it at UCLA, besides 
morality and ethics, because I think a lot of people are 
naive about that and it's a difficult subject, but I think 
an even more difficult subject is the balance between 
family and your career. And, you know, every businessman 
will tell you, "My family's the most important thing," but 
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it really isn't. Their career becomes the most important 
thing. It becomes their mistress in a sense, and I think 
that's a very difficult balancing act to find, to try to 
find. And for all people, assuming they're married and 
have a family, because some people have chosen not to be 
married or some married people have decided if they're 
both working not to have-- And I respect that if those are 
the decisions they make, but I'm talking specifically now 
to people such as yourself, like myself, who have married 
early and have children early, and have to balance that. 
And my regret, and I think that if I talk to any friends 
of mine, whether it's Eli Broad or whether it's Gerry 
Levin or whether it's Ted Turner or Jack Kent Cooke, or 
whoever we're talking about, some of the great 
entrepreneurs that I know and I've dealt with over the 
years, they wish they'd spent more time with their family. 
They wish they had spent more time with their kids, with 
their wives, with their marriage. The wives are 
absolutely critical to buy in to what you're doing. I had 
to move with my wife--as she will remind you today, after 
thirty-one, thirty-two years of marriage--in the first, 
you know, few years, six or seven times for my career, to 
different cities. We had one kid or two kids at that time 
and so forth and it's an enormous undertaking. 

And I've tried to be home every weekend. I've tried 
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to participate in all the kids' sports and school 
activities, but you can't always do that. But if you 
really look back at the quality of your life, at the times 
that are important, it is not the business deal that you 
made or the business deal that you lost. It is the 
activities with the family. The fishing trips that you 
took with your kids. The ballet recital that your 
daughter did. Those things you cannot weigh and so forth. 
And it's very unfortunate, as we talked about, in the case 
of Jack Kent Cooke as an example, but others who have 
sacrificed everything for business. You've got to find a 
balance, and it's got to be a balance you communicate with 
your spouse or your significant other and hopefully it has 
to work for both of you. And that to me is the hardest 
thing about being a successful businessman. 
KANIGHER: Interesting. Well, thank you very much. I 
appreciate your time, and hopefully this makes a great 
story. 

NATHANSON: I hope so. Thank you. 
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