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During the next five years, energy executives will see the Internet transform
their business landscape — accelerating market restructuring, redefining
business processes, driving down costs, and ultimately making information
(about energy usage, consumers, and markets) more valuable than the energy
commodity itself. At the same time, the industry will transition to a convergent
value chain model, blurring distinctions between the previously separate,
regulated utilities and competitive oil/gas companies.

Amid all this change, how can business leaders master critical imperatives to
construct the 21st century energy business? How can technology leaders separate
hype from reality to deploy technologies that drive competitive advantage? And
how can IT and business work together as a team to craft a winning strategy?

Hosted by IRM UK and drawing from META Group’s vast array of research and
consulting resources, this conference features two days of thought-provoking
presentations and case studies to help you harness your IT competencies and
attain vital business imperatives.

‘We hope to see you and your team in London!

Al ALL.

Rick Nicholson
Vice President and Director
Energy Information Strategies

META Group

Leveraging a proactive 17/Business strategy
that consolidates market viston with 1T
competency ts vital to capturing competitive
advantage tn the gloBal energy marketplace.

A META Group
and 1”RM uk conference

genefits of
attending

- Establishing a dynamic
customer relationship
management (CRM) strategy
that is appropriate for each line
of business
Optimising the business-
to-business (B2B) relationships
associated with extended
commerce chains

+ Integrating operational
processes and technologies to
drive cost reduction and service
reliability/quality improvements

- Understanding the interplay of
business practices and
technology standards in
enabling retail energy
competition

+ Anticipating how e-business
paradigms for stock trading and
online auctions will drive
radical changes in energy

trading

who should
Attend

CEOs, CIOs

- Leaders of energy business
lines

+ IT management, account
managers

+ Members of IT councils and
integrated architecture groups,
shared services directors

- Senior technologists, EC
program managers,technology

and business strategy planners

MaxLmLse your
conference
experience!

Meet one-on-one with our world-
class analysts to confront your
specific business or technology
challenges. (Please indicate on the
booking form if you would like to
schedule a meeting during the

conference.)

IRM UK Strategic IT Training Ltd, Bishops Walk House, 19-23 High Street, Pinner, Middlesex HA5 5PJ, UK ¢ www.irmuk.co.uk e-mail: customerservice@irmuk.co.uk tel: +44 (0)20 8866 8366 fax: +44 (0)20 8866 7966




CONFERENCE DAY ONE: MONDAY 21 MAY

8 00-9 00 REGISTRATION

900-1015 KEYNOTE: WILL E€-BUSINESS MAKE ENERGY “E€-FFICIENT?
Rick Nicholson, META Group

Just when energy executives thought they understood how deregulation, competition, and regulatory reform would
alter their business and technology landscape, along came the momentous challenges and potential of the digital
economy. The advent of the Internet and e-business have ushered in crucial new imperatives to become more
customer-centric, increase commerce chain effectiveness, redefine enterprise architecture, deploy updated

infrastructure, and achieve operations excellence. This presentation will cover:

- Analysing the impact of e-business on today’s energy industry

- Leveraging e-business for competitive advantage during the next two to three years
- Predicting and preparing for a dramatically different future with energy e-business

10:15-10 45 Break and Exhibits

10 45-12.00 CUSTOMER RELATIONSHIP MANAGEMENT. COMPLETING THE CIRCUIT
Karen Edge, META Group

The critical role of customer relationship management (CRM) technology in transitioning the energy industry from a
product- to a customer-centred business model is gaining recognition. However, determining what constitutes a
complete CRM solution and how to apply it most effectively within the energy value chain remains confusing.
Clarification will rely on the IT organisation’s ability to implement an adaptable structure that integrates CRM
components to facilitate multiple circuits of energy business. This presentation will explore the technology/ business
issues surrounding CRM, including:

- Understanding and applying the CRM categories - full, basic, and lite - suited for each business segment

- Analysing the current state of CRM and projecting its future in the energy industry

- Evaluating the position of CRM technology providers relative to business strategy

12:00-13:30 Lunch

13:30-14.30 CASE STUDY:. €-BUSINESS STRATEGY IN ACTION
Torp} Reeder, Nova Scotia Power, Doug Houseman, Cap Gemini Ernst & Young

E-Business initiatives do not drive the business strategy of energy companies. They power it, bringing new capabilities,
new operating models, new alliances and new perspectives into the organisation, in a way that helps create recognisable
business value for all stakeholders. This case study will explore effective E-Strategy creation and offer a comprehensive
set of best practices and tools to help you put your E-Business strategy into action. A Canadian energy company that
quickly embraced the Internet is Nova Scotia Power Inc., and you will be given the opportunity to learn from their
experiences in implementing E-Business strategy.

14°30-15'30 CASE STUDY: FROM CALL CENTRE TO INTERACTIVE CONTACT CENTRE
Jennifer Krabbenhoeft, Convergent Group

US-based Cinergy Corporation, which serves I.4 million electric and 478,000 gas customers in Ohio, Indiana and
Kentucky, is using the Internet to extend high tech/high touch self-service to its customers. This case study will
explore how this company is using customer relationship management (CRM) technologies such as e-contracts and
blended media to target energy consumers in a deregulated environment. It will also look at marketing and selling to
commercial and industrial energy customers using CRM and customisation of energy services.

15:30-16 00 Break and Exhibits

16:00-17.15 HEATING UP ENERGY SUPPLY CHAINS
Rick Nicholson and Terg) Ray, META Group

The “buy-side” of energy e-business represents a significant opportunity for generation, transmission and
distribution companies that must efficiently procure and manage large amounts of capital assets. Successful strategies
for e-procurement must take into consideration the differences between direct and indirect materials, and the
importance of integration among e-procurement applications, ERP systems, best-of-breed applications and legacy
systems. Additionally, energy companies must make critical decisions about whether or not to participate in
procurement net markets, which markets to participate in, and what role they should play. This session will provide:

- Assistance in defining a methodology for strategic procurement

- Assessments of the leading e-procurement vendors

- Positioning of the evolving net markets

17:15-18 30 Cocktail Reception and Exhibits

ﬂf
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CONFERENCE DAY TWO: TUESDAY 22 MAY

900-10'15 CASE STUDY:. INTEGRATING CLICKS AND BRICKS
Tom Forrest and Sandy Dickson, Calanais

Calanais, a joint venture between Scottish Power and SAIC, developed a differentiated customer service channel for
energy and related products for Scottish Power. This channel complimented existing store and service offerings, with
a supporting capability which drives customer reach beyond the existing base and encourages closer relationships with

current customers.

10:15-10.45 Break and Exhibits

10 45-12. 00 CIONLYy PANEL DISCUSSION
Host: Rick Nicholson, META Group

This panel of seasoned energy industry CIOs will share their insights on the role of e-business in the energy industry.
They will provide insight into their own company’s experiences as well as their thoughts on the future direction of the
industry. This highly interactive Q&A session, featuring META Group analysts, will examine relevant strategies, tips,
tools, techniques, and lessons learned. Attendees will gain insight into:

- Building e-business strategies

- Grappling with organisational and funding issues

- Avoiding the pitfalls
12:00-13:30  Lunch

13:30-14 45 ENERGY TRADING AND RISK MANAGEMENT: A DEFINING MOMENT
Terry Ray, META Group

Energy industry reorganisation is being driven by the optimisation of shareholder value, and the winning shareholders
are those who have invested in companies with successful energy trading operations. At the same time, information
technology and the Internet are dramatically changing the energy trading and risk management environment by
introducing the “new economy” paradigms of ephemeral opportunities and success tied to temporal measures.

This session will explore:

- Ciritical success factors for generation and trading companies

- Front, middle and back-office solutions

- The power of the Internet to transform wholesale markets

14 45-1545 CASE STUDY. THE IMPORTANCE OF €-BUSINESS TO ENABLE ENERGY

TRADING
Hugh Brunswick, Logica

This case study will assess the role of e-business in increasing liquidity in energy trading markets, drawing on actual
market experience in this area. It will include an evaluation of current issues for energy and utility companies and
practical steps required to achieve liquidity. Additionally, a "road map" to enable a high-throughput physical market
will be discussed. Visit www.irmuk.co.uk/energy for further details on the case study.

15.45-16 15  Break and Exhibits

16:15-17.00 CONFERENCE WRAP-UP
Rick Nicholson, META Group

-

10 register or for more information — www.irmuk.co.uk/energy
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Connect with our Web site to
listen to META Group’s free
daily audio briefing that tackles

today’s top imperatives.

METAView

DAILY AUDIO BRIEFING

ABout MeTA Group 4%5&

META Group helps companies make better IT decisions by providing research and
unlimited analyst consultation relevant to their specific business needs. Offering advisory
services, consulting/benchmarking, and publications that span the full spectrum of IT,
META Group addresses the latest technologies, industry trends, and business challenges.
With more than 2,000 client companies worldwide, META Group differentiates itself from
other information providers through its commitment to highly personal service (enabling
“analysis in context”), bottom-line answers, and objectivity. To support this promise,
META Group maintains a client-to-analyst ratio of 50:1 — the lowest in the industry — and
reinvests almost 50% of its revenue back into research and client services. For details,
connect with metagroup.com.

ABout energy information strategies

Energy Information Strategies is the only comprehensive advisory service of its kind aimed
solely at the needs and concerns of the rapidly transforming energy industry. Staffed with
experienced industry analysts, EIS delivers sound, comprehensive research and advice to
energy company business leaders and information technologists. EIS covers the entire
energy value chain, with a focus that goes beyond technology to business challenges,
opportunities, and threats. By surveying the entire energy industry and the general IT
landscape — while leveraging the research generated by META Group’s other advisory and
consulting services — EIS provides unparalleled advice to clients on issues vital to their

business.

A IRM UK -

Strategic IT Training Ltd  www.rmuk.co.uk

ABout Lrmuk

IRM UK is an international organisation that specialises in strategic IT training for IT &
business professionals and managers. Our presenters have superior technical knowledge,
teaching skills and a wide range of practical business experience. They are some of the most
influential technologists, methodologists and original thinkers in IT and business today.

Noted for the participation of top level decision makers from both the corporate, user
and vendor communities, and the lucid analysis of critical strategic and management issues,
our events are condensed and rigorous combining technical explanations with management
advice and discussions of future directions. Our world class speakers include Roger
Burlton, Larry English, Mike Ferguson, Peter Hruschka, David Marco, Eva Wohlen and
John Zachman. We are running two other major conferences in London this year:

ENTERPRISE ARCHITECTURE EUROPE 2001, 11-13 June
also in association with META Group

INFORMATION QUALITY IMPROVEMENT/META DATA/DAMA
INTERNATIONAL CONFERENCES EUROPE 2001, October

For further detail on our events visit www.irmuk.co.uk

quotes from previous delegates

“I came to the conference with a set of specific questions, all at which I found answers to.
This conference was one of the best I've ever attended.”

“This was my first META event. My expectation was to delve deeper into the topics presented. To have
unique POV as a take-away. But you didn’t miss any topics. Best organised. Best run conference ever
attended. ﬂlank)oufor)our attention to detail.”

“Conference met expectations. Networking opportunities great. A lot of value added to learning
experience. Well organised and appropriate content.”

“The conference touched on all the major points that I wanted to hear about. Very comprehensive. Very
solid conference. Validated a lot of the strategies that we have in place or are contemplating.”

“Excellent understanding of the unique aspects of our industry. This is what differentiates
METAfrom most of their competitors.”
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Registration Fees: Full payment or a purchase order is due
prior to the conference. Payment may be made in Sterling
(£) or Euros. If paying in Euros the prevailing exchange rate
of the country of the delegate or delegates’ company is to be
used. The total Euros remitted should be the amount
required to purchase the sterling pound cost of the event on
the day of payment. All delegates must add VAT (17.5%) to
their total conference fees. VAT may be reclaimed by
delegates from the tax authorities after the event.

EVENT REGISTRATION:.

£895 + VAT (£156.63) = £1051.63

META Group clients: £745 + VAT (£130.38) = £875.38
Discounts are available for group bookings. Please contact
IRM UK for further details.

The registration fee includes the conference lectures,

documentation, refreshment breaks and lunch on each day of

the conference. The cost of hotel accommodation is not
included in the conference fee.

UK Delegates: Expenses of travel, accommodation and
subsistence incurred whilst attending this IRM UK
conference will be fully tax deductible by the employer
company if attendance is undertaken to maintain
professional skills of the employee attending.

Non-UK Delegates: Please check with your local tax
authorities.

Cancellation Liability: In the unlikely event of cancellation
of the conference for any reason, IRM UK's liability is
limited to the return of the registration fee only. IRM UK
will not reimburse delegates for any travel or hotel
cancellation fees or penalties.

It may be necessary, for reasons beyond the control of

IRM UK, to change the content, timings, speakers, date and

venue of the conference.

Cancellation Policy: Cancellations must be received in
writing at least two weeks before the commencement of the
conference and will be subject to a 10% administration fee.
It is regretted that cancellations received within two weeks of
the conference date will be liable for the full conference fee.
Substitutions can be made at any time.

VENUE DETAILS:

Millennium Gloucester Hotel

4-18 Harrington Gardens, London SW7 4LH

- Tel +44 (0)20 7373 6030

- Fax +44 (0)20 7373 0409 + www.millennium-hotels.com

HOTEL ACCOMMODATION DETAILS

IRM UK in association with Calder Conferences have
arranged special discounted hotel rates at the venue
mentioned in this brochure and at other hotels nearby.
Email: Enquiries@Caldercon.co.uk

Tel: +44 (0) 113 258 2277  Fax: +44 (0) 113 258 3344
www.calderconferences.co.uk

Alternatively, you may book directly at the relevant venue
through the hotel’s reservation department. Hotel contact
details can be found above.

cloucester Hotel,

regL ration

Organisation

A ArESS vttt et

Booking made by..........ooiiii

Approving Manager .......................

[ Please tick here if this completed form confirms your telephone registration.

DELEGATE DETAILS
........................................................ Mr/Ms/Mrs/Dr

First name: .......coovieiiii.. Job title: ...

I. Surname

Direct email: .........

First name: ..........ooooiii Job title: ..o

Direct email: ....oooeviiiiiiiiiiii, Direct tel:

Billing address if different from above: ..................o

BOOKING CODE = PpDF

[ Please register me for this conference on 21-22 May 2001

[J Please tick here if you are a client of META Group

[J Contact me to arrange a free 10n1 META Group Analyst Meeting 21-22 May
[J Conference Documentation Only (£200 plus p&p)

PAYMENT DETAILS: (Please note that full payment or a purchase
order is due prior to commencement of the conference)

Please tick appropriate method of payment:

0 Cheque, drawn on a UK bank, enclosed for £.................... made payable
to IRM UK Strategic IT Training Ltd

[ Purchase Order Number

[J Bank Transfer (Please attach a copy of your bank transfer order to this
booking.)

Bank Address: HSBC, 2 Craven Road, Paddington, London W2 3PY, UK
Sterling Account Number: 01467816 + Sort Code: 40 05 19

Account Name: IRM UK Strategic IT Training Ltd

Euro Account Number: 39327354 - Sort Code: 40 05 19 + Account
Name: IRM UK Strategic IT Training Ltd

‘When paying by bank transfer, please ensure that the order includes the
following details: the Conference Title, the Delegate Name and your
Company Name. Please ensure the full amount is paid, including VAT.

[J American Express JVisa [JMastercard [JEurocard [ Delta
Please charge to my account:

I A I A | | | | | |
Account Number Expiry Date

Name on credit card (please print) ..............................................

Cardholder's Signature
Credit Card Billing Address if different from above..........................

[J Please send information about sponsoring and/or exhibiting at the conference

[JT am unable to attend this event, but please add my name to your mailing list

HOW TO REGISTER

=
=
(]

E-mail: customerservice@irmuk.co.uk

WEBSITE: http://www.irmuk.co.uk
Fax: +44 (0)20 8866 7966.

POST: IRM UK Strategic IT Training Ltd, Bishops Walk House
19-23 High Street, Pinner, Middlesex HA5 5P], UK.

PHONE: +44 (0)20 8866 8366.
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