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IV Executive Summary

I.1
Company Objectıve

Enron Credit is seeking to drive the commercial unsecured credit market towards commoditization by  providing credit pricing transparency, liquidity, simplicity and standardization.  Using proven Enron expertise, the Company is using the power of injecting liquidity and transparency to accelerate the development of the marketplace.  Ultimately, the Company plans to offer the most comprehensive credit information and risk management suite of products and services for the corporate sector.  To accelerate its business model, the Company is seeking a strategic equity investor who ideally provides more than one of the following benefits:  credit brand / reputation, non-public credit information, access to non-traditional customers of Enron, product development expertise and credit enhancement via balance sheet strength.

I.2
Key Considerations 

· There is a lack of transparency and liquidity in the corporate credit risk market

· Current credit risk management products do not adequately support corporate needs

· E-commerce as a mode of transacting will continue to grow, resulting in a greater number of companies interacting with unknown counterparties as well as an increasing concentration risk between known counterparties

I.3
Enron Credit Key Selling Points

The Enron Credit value proposition to the corporate marketplace is:

· Simplicity:  expresses credit in terms of simple interest rates

· Competitive Pricing:  offers two-way market prices via standardized contracts, rather than opinions

· Speed:  credit pricing is updated in real-time

· Depth of Coverage:  covers more transactional names than anyone else

I.4
Business Overview 

Enron Credit is a business providing dynamic credit pricing and credit liquidity for the corporate sector, addressing an Enron-identified market need; i.e., there are a lack of credit risk evaluation and mitigation tools designed for a business environment where new and unknown companies are counterparties, transaction cycles are shortening, real-time decision making is required and credit risk concentration issues are real.  By providing transparency and liquidity to a fragmented, opaque market sector, Enron Credit aims to commoditize the commercial unsecured credit market; a market envisioned to be the easiest to standardize and commoditize globally and generally equivalent to the trade credit involved in commodity trading, trade receivables and vendor lending.

Enron Credit has built a dynamic credit pricing mechanism that provides market transparency by expressing credit quality in terms of interest rate prices rather than the abstract credit ratings (i.e., AA, BBB+) currently available.  The ability to quickly synthesize large amounts of credit information and transform it into a price is significant and, for business people, is a much more valuable tool for understanding the relative cost of different companies’ credit.  While the Company already provides the largest universe of real-time credit pricing to the marketplace and is already the largest provider of credit liquidity, Enron Credit expects to dramatically scale this offering in 2001.  

Due to the nature of Enron’s principal market-making activities in the commodities market, coupled with experience gained from a successful internet-based transactional platform, we believe that Enron has witnessed this credit risk market need early than others.  Real-time services and tools that enable corporations to more effectively measure, monitor and manage their credit risk positions are becoming increasingly important.  Consequently, applying Enron’s proven business model to one of the critical risk elements in the transaction cycle will enable corporations to greatly increase their transaction flow and provide more efficient credit solutions than have ever existed before.

I.5
Financial Summary 

	Fınancıal Proforma (MM USD)
	
	

	
	2000A
	2001E
	2002E
	2003E

	Revenues 
	11
	50
	137
	255

	EBITDA
	-1
	12
	89
	234


XII Overview

Enron Credit sees a world where commerce happens in real time; where buyers and sellers come together based on the quality of service and dynamic price; where digital relationships replace traditional ones.  The early models for e-commerce will allow transactions between individual buyers and sellers but these will evolve into models where marketplaces are transacting with other marketplaces in real time; each one capable of matching producers of goods and services with buyers of goods and services across a wide spectrum of markets – all in real time.

In order for the tremendous growth predicted for this market to become a reality, many existing support services and processes must be completely reengineered to meet the needs of a real time economy.  If companies are not ready to transact immediately on flexible terms, they will lose the transaction to the competition.  Likewise, companies unable to accurately and efficiently price various risk components run a real danger of financial loss.  Consequently, real-time services and tools that enable corporations to more effectively compete in this new environment are critical.  Ancillary services, such as credit, foreign exchange, and payment terms, will be priced into transactions in real-time and unwanted risk will be transferred immediately.  

Enron Credit provides a new, more useful source of credit information, evaluation and cost-effective risk management tools for the corporate sector by offering the processes and infrastructure to efficiently and transparently manage credit positions.  Its overall aim is to provide a suite of products and services to enable buyers and sellers of goods to price, monitor, and hedge the credit risk inherent in every transaction in real time.  

By targeting an evaluation and decision-making process which has historically been based on abstract credit scores from sources like Standard & Poors, Moody’s, Experion or Fair, Isaacs and from internal data on a specific company’s payment history, Enron Credit differentiates itself from other information providers by developing market-based prices for credit.  In support of our philosophy to provide a new level of transparency to the credit markets, much of our pricing information is free of charge at the Enron Credit website.  

The Company also provides cost-effective, real-time credit risk management tools for the corporate market, enabling corporates to mitigate credit risk either on a stand-alone basis or via an integrated portfolio platform.

We believe that Enron’s business model for e-commerce (i.e., providing transparency and liquidity) can be extended to the global credit markets.  Our commodity trading activities, approach to risk management and recent success achieved in the internet space with our online transaction platform EnronOnline™ (see Appendix A), have had a profound impact on Enron’s credit evaluation process.  Enron Credit represents Enron’s drive to commercialize the intellectual capital developed from re-engineering its internal credit processes, wrapped by our proven business model and internet-based transactional platform.  Applying this model to one of the critical risk elements in the transaction cycle will enable corporations to greatly increase their transaction flow and provide more efficient credit solutions than have ever existed previously.

XIII Background 
Enron Credit was formed as a result of a market need identified by Enron in its principal business activities.  Enron has experienced first-hand that credit issues, if not well-managed, can put companies out of business – and if not managed in real-time can result in diverting business to your competitors
.  Enron has witnessed on numerous occasions in both the capital and insurance markets that there is a real need for credit pricing transparency, recovery process clarity, and payout certainty.  Capital market participants insist on onerous and complex terms and conditions and are reluctant to provide price transparency – as such, transactions can be difficult to complete.  The insurance markets can be equally difficult to utilize mainly due to a lengthened approval process and product flexibility.   It became apparent that not only was there a gap between what Enron – and other corporates – needed but that the very nature of the traditional credit markets conspire to reduce transparency, keep credit decisioning opaque and provide reasonable access to capital to only the best and most well-known borrowers.  

Traditionally considered a natural gas pipeline company, Enron's core business is leveraging its business networks and risk merchanting skills in fast-growing and deregulating commodity markets – often with a first-mover advantage.  Enron has recently established a new business unit Net Works whose goal is to replicate Enron’s success in the energy and telecom sectors by expanding its core competencies and systems into new commodity verticals such as ferrous and non-ferrous metals, rubber and plastics, chemicals, agricultural products, pulp & paper and data storage.  As described by JP Morgan, “Enron has a clear understanding of the hurdles (both technological and structural) that need to be cleared in order for a marketplace to materialise, and builds systems to overcome them.  Net Works will continue where bandwidth and energy left off:  combining trading and technological expertise with asset-intensive commodity verticals that suffer from price opacity, inefficient marketplaces, and pronounced cyclicality.”
  Trade credit is the latest market sector that Enron is seeking to commoditize.  
Enron Credit has intentionally targeted the unsecured credit business because it is easiest to commoditize and can be originated and traded in standard lots.  Credit has historically been extended to those with the assets available to collateralize it.  In the 1960’s, the unsecured credit market shifted the burden of analyzing credit worthiness away from merchants and to banks via credit cards and lines of credits.  Today, Enron Credit is further revolutionizing unsecured credit by providing products and services that will help companies manage their credit exposure.  In short, Enron Credit is Enron’s response to the growing credit needs of the corporate sector and an increasing importance of the e-commerce as a transactional environment (see Appendix B).  Trade credit is the biggest potential commodity market Enron is currently pursuing and our Net Works efforts in other commodity verticals will directly drive increased demand for Enron Credit’s product and services.
XIV Business Overview 
Enron Credit provides real-time and transparent credit pricing information and credit risk management products and services on significantly more reference entities than any other company.  In addition, the Company’s systems have been designed for large scalability to ensure that this competitive advantage is sustainable, if not enhanced.

The Company is organised into two distinct functions – credit information, including evaluation tools, and credit risk management, including risk management tools and services – as shown below:
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IV.1
Credit Information

XIV.1.1 Enron Cost of Credit

Enron Credit synthesizes credit information from numerous data sources to derive the Enron Cost of Credit (“ECC”), which is as real-time, market-based cost of credit for reference names expressed as a simple interest rate.  It represents the cost of the additional risk that one would incur when trade credit is extended to a company; i.e., the ECC effectively represents the additional costs the one should charge a customer for extending trade credit.  This cost is a function of the probability and the percentage that one would recover in the event of a bankruptcy.  

The Company currently provides three types of ECC pricing data:  informational, indicative and firm; the latter two are reference credits in which Enron Credit is willing to buy or sell protection.  The Company’s goal is to provide real time pricing on substantially more companies around the world than any other credit institution.  Pricing data is currently provided for over 10,000 companies with a target of 100,000 by the end of 2001.  Firm and indicative two-way real-time pricing is currently available on [685] reference names with a target of [  ] by the end of 2001.

XIV.1.2 Enron Credit Network™

The Company is also building the Enron Credit Network™ (“ECN”), which provides a technology, legal and business framework for real time credit risk evaluation, monitoring and management.  The ECN is a generic platform permitting service providers to connect to the network at each node and enabling market participants to define decision rules which automates their credit monitoring and, potentially, decision-making processes.  As such, the ECN is appealing to companies who wish to complement or completely outsource portions of their credit department or to provide a means of pricing large portfolios of loans and trade credit exposure.  The information could either be incorporated into an online transaction system or into a corporation’s existing credit processes.  The network incorporates the following four components:





1.) The Credit Informer:  a series of information services, including the ECC, of value in conducting credit analysis.  The Company distributes the ECC via various channels and is currently negotiating additional distribution agreements to enable automated daily download functionality.

2.) The Credit Calculator:  analytical capabilities, supplied by alliance partners, to support credit analysis by enabling corporates to utilize and translate the ECC and to analyze its credit portfolio exposures.  
3.) The Credit Manager:  a series of services to monitor credit risk by company, portfolio or specific counterparty.  For Corporates, the objective is to provide a portfolio of tools and services, from a basic credit position monitoring system, to an integrated credit solution enabling credit department outsourcing.  For eMarketplaces, the objective is to develop hands-free decision processes to measure, track and manage credit risk from transacting on exchanges.  

4.) The Credit Hedger:  a series of credit risk transfer products.  An Enron-developed risk management product, which is a derivative structured to provide protection for large volume, longer-term credit exposures, or a shorter-term product solution from alliance partners will be offered as hedging tools.

IV.2
Credit Risk Management

IV.2.1
Digital Bankruptcy Swap
Enron Credit’s primary credit risk management tool is an Enron-created Digital Bankruptcy Swap (“DBS”) product.  The Company quotes the DBS as a two-way “bid-offer” pricing enabling corporates to buy or sell protection on a universe of reference credits.  Two-way pricing provides significant informational value as well as flexibility for corporate clients as it enables excess protection to be sold back to Enron Credit in the event a trade credit position changes.  

The DBS are an easy to understand derivative contract that companies can utilize to transfer a significant portion of their credit risk to Enron Credit.  Enron’s internal research, confirmed by numerous market participants, suggests that the terms in our DBS much more closely mitigate the credit risk associated with commercial contracts.  
Bankruptcy was chosen as the payout trigger because it is a public event and, therefore, a relatively simple incident to verify (see Appendix C).  When a reference entity declares bankruptcy, Enron Credit will wait the requisite amount of time (60 days in most jurisdictions) to ensure that the filing is not declared frivolous by the courts and rescinded and then will pay the DBS buyer (usually, the seller of some good or service) a sum of money equal to the notional amount of the agreement.

The mechanics of the DBS are illustrated below:

[image: image1.wmf]Seller Buys Digital Bankruptcy Swap

Bankruptcy Event

Seller of 

goods

Buyer of 

goods

Enron Credit

Accounts 

Receivable

•

Digital Bankruptcy Swap

–

Bankruptcy filing 

–

$50,000 nominal 

amount

Premium 

($) to 

Enron

•

Seller incurs credit risk by extending terms 

to buyer

•

Seller purchases bankruptcy swap to 

cover estimated amount not recoverable in 

event of bankruptcy filing

•

Seller receives nominal amount of swap 

($50,000)

$100,000

goods

$ 50,000

Example: $100,000 purchase; $50,000 hedge if reference name decl

ares bankruptcy

Enron Credit

Seller of 

goods


A derivation of the DBS enables corporates to fully utilize the value of Enron Credit’s two-way pricing by buying credit protection on a given reference entity in exchange for selling protection on other reference entities.  Essentially, this applies Modern Portfolio Theory of risk diversification to credit portfolios.  These transactions can be structured as zero-cost to the corporate.

IV.2.2
Credit Default Swaps

Enron Credit is also active in the Credit Default Swap (“CDS”) market, a market primarily utilized by commercial banks to transfer balance sheet risk from loan portfolios.  Enron Credit had a notational transaction volume over over $3 Billion through the end of 2000 and plans to begin making a two-way market on liquid CDSs on EnronOnlineTM in the first quarter of 2001. 

IV.2.3
Structured Transactions

Enron Credit also focuses on originating pools of trade credit risk that are then syndicated into the capital or insurance markets.  This activity enables the Company to capture the pricing arbitrage between the banking / capital markets and the insurance markets.  Enron Credit completed two structured portfolio transactions by the end of 2000, with a total notational value in excess of $1.5 Billion.

Looking forward at the opportunity set, there are large portfolio concentration issues, particularly in the telecommunications sector, which corporates are increasingly looking to transfer risk off of their balance sheet.  While hedging a single large credit risk is prohibitively expensive, a pooled set of diversified risks is quite managable.  The DBS allows the creation of the required pool without a lot of cumbersome transfer of assets.  Once the pool is formed, classic CBO technology distributes the risks.

IV.2.4
Integrated Solutions

The Company’s product and service offering provides the corporate sector with outsourcing services for a significant portion of a company’s credit function.  In this role, it would work in conjunction with companies to set limits on how much risk a company wishes to self insure, calculate the credit risk in every transaction, track risk exposure and price the cost of hedging when exposure needs to be transferred off of the customer’s balance sheet.  Limits could be set by specific reference names and/or industry based on a company’s needs and preference; i.e., the ECN would enable the automatic transfer of risk once limits are reached.  

The integrated solutions offering is expected to be developed through the course of 2001.  Credit information, analytical tools, such as credit reporting, credit indices and valuation curves, and limited hedging services are expected to integratable by mid-year 2001 with rules-based automation being completed by the end of the third-quarter.  

IV.3
Business Processes

Enron Credit is split into three primary business activities, as shown below:





Origination is responsible for (i) penetrating the corporate market, including educating corporates on the role of credit risk management and generating DBS demand, (ii) establishing alliances that enhance the Company’s network value, including building the ECN, (iii) product development, including customised solutions for corporates and select banks, and tailoring products to new markets, and (iv) marketing activities which build Enron Credit’s brand.  There are currently 13 members of the Origination group, divided between London and Houston.

The Risk Management group is responsible for (i) all financial models that price reference entities, including information acquisition management, credit research and quantitative analysis (see Appendix D), (ii) providing real-time, two-way liquidity to the market, and (iii) risk warehousing, including hedging the Company’s net risk position and taking proprietary positions.  The Risk Management group includes 10 traders and 12 research and analytics personnel, mostly based in London.

Syndication is responsible for (i) transfering most credit positions from the Company’s (or Enron Corp.’s) balance sheet to either the insurance or capital markets
, (ii) managing structured transactions, and (iii) structuring business “facilitators”, including transformers for bridging the mark-to-market to accrual accounting gap and establishing a credit enhancement wrap for investment grade risk origination.  There are 4 people in the group, all based in London.

IV.4
Business Model Execution

The Company is executing its business model in four phases:  (1) educating the corporate marketplace on the value of credit risk management; (2) executing simple transactions; (3) executing more structured transactions; and, (4) offering a more comprehensive service by integrating systems and pricing with clients.  As discussed earlier in this section, the Company is composed of two main functions:  credit information services, which supports the first phase and will support the fourth phase, and credit risk management activities, which supports phases two through four.  Enron Credit is currently executing phase two of its business model and derives revenue from risk intermediation activities, which include DBSs in the corporate market, structured portfolio transactions, and credit default swaps in the interbanking market.  

Enron Credit makes markets on both EnronOnline™ and its extranet website www.EnronCredit.com.  The Company is also developing, with select alliances, the capabilities to integrate into the e-commerce processes of customers.  Integrating into e-marketplaces, through the ECN is also being investigated as companies will be transacting with significantly more new and unknown counterparties – and, as a result, taking on more credit risk – thus creating a scenario whereby a premium will be placed on increased speed in both evaluation and execution. 

XV MArket and Competitive Analysis

The traditional trade credit protection market can be divided into three broad areas:  capital markets, trade credit insurance and speciality products; each of which are provided by different types of financial institutions as shown below.  Enron launched Enron Credit due to its conclusion that there existed a product gap in the credit markets that prevents corporates from effectively and efficiently managing their credit risk exposure.  


V.1
Capital Market Products

The structured credit and credit derivative market encompasses a broad range of capital market products designed to transfer credit risk among investors through over-the-counter transactions. These products can be divided into two groups: off-balance sheet products, including credit default swaps (“CDS”), total return swaps, first to default baskets, and credit spread options, and on-balance sheet customised structured products, such as credit-linked notes, repackage notes and synthetic collaterised debt obligations (“CDO”).  

Given the single-name nature and the dominance of the CDS market, this product is viewed as the most competitive to the DBS.  CDSs
 are derivatives that have contigent payment characteristics if pre-defined default events are triggered, including bankruptcy, failure to pay, obligation acceleration and repudiation.  The CDS market is large and growing exponentially.  The notional amount of outstanding credit derivative contracts grew from an estimated $50 billion in 1996 to $586 billion at the end of 1999.  The market is expected to grow more than 50% in 2000 to $893 billion and then nearly double by 2002 to $1,581 billion
.

The CDS is primarily an inter-banking product due to a risk-transfer characteristic permitting banks to release tier-one capital.  Recently, sophisticated corporates, including Enron, have looked to the CDS as a means of hedging credit trade risk.  Whereas ISDA
 has made considerable progress in standardizing CDS contracts, considerable negotiations may still required when seeking to purchase protection to determine relevent default events and settlement terms (i.e., physical, cash, fixed-amount settlement).  In addition, the CDS market is dominated by a few banks who are incentivised to maintain opaque pricing; consequently, only about 20-30 reference names have any real liquidity.  As such, Enron has discovered that the CDS market does not provide cost-effective and timely credit risk mitigation for its principal activities.

V.2
Insurance Products

Trade credit insurance provides companies with coverage for outstanding commercial receivables, protecting against risk of buyer default or insolvency.  The need for credit insurance arises from two simple facts: buying on credit from suppliers is the single largest source of short-term company debt and when goods are sold on credit there is a risk to the seller that their customers will default or pay late.

There are two forms of credit insurance: domestic and export credit insurance.  In the past, insurance companies have specialised in one type or the other but most now offer both due to increased globalisation. While in the early years credit insurers insured foreign companies selling to local buyers (thereby serving foreign clients although dealing with domestic risk), now insurers sell insurance in several countries, requiring local expertise. This has necessitated joint ventures with local insurers, thereby creating an international presence for all companies involved.

To-date, credit insurance has been more popular in Europe than anywhere else; especially in Germany, France, UK, Netherlands and Spain.  The size of private trade credit insurance premiums market is $4.2 billion with 84% of the market, or $3.5 billion based in Europe
 while the US market is amounts to $0.5 billion or 12% of the market
.  The relatively low penetration of credit insurance in the US has prompted European insurers to seek premium growth across the Atlantic.

Enron Credit views trade credit insurance as both a competitive product as well as a complementary product to the DBS.  Trade insurance tends to be shorter-term than the DBS (i.e., generally six months or so while the DBS can be up to 5 years), single-name coverage is difficult to obtain, negotiating coverage can be onerous, and payout is somewhat contingent.  Given the increased flexibility of the DBS relative to the traditional insurance, there may be cross-selling opportunities with trade credit insurers or the DBS may provide a means for insurers to reduce single name exposure.

V.3
Speciality Products

Bank services such as factoring, trade acceptance drafts and letters of credit are traditional substitutes for credit insurance.  Only letters of credit are viewed as competitive to the DBS.  However, unlike the DBS, L/Cs tie up a company’s bank lines (which carries an opportunity cost), is transactional-related not reference name related and does involve repeated re-negotiation.

The table below compares and constrasts the competing products of the DBS:

	Feature
	DBS
	CDS
	Credit Insurance
	Letter of Credit

	Event Trigger
	Bankruptcy
	Any of several credit events 
	Bankruptcy, Insolvency
	Insolvency

	Client Relations
	Credit Reference entity (Buyer) is unaware
	Credit Reference entity (Buyer) is unaware
	Credit Reference entity (Buyer) is unaware
	Buyer is affected by transaction (payment, admin)

	Price Transparency
	Prices posted on the internet
	OTC / Negotiated
	Negotiated
	Negotiated

	Flexibility
	Can resell unwanted protection
	Can resell unwanted protection
	Stuck with protection purchased
	Stuck with protection purchased

	Payout Terms
	Fixed payout for predetermined amount
	Physical delivery, cash or fixed-amount
	Payment made net of first loss, which ranges from 

5-20%
	Amount of L/C

	Reference Entity
	Single legal entity or portfolio
	Single legal entity or portfolio
	Usually portfolio of legal entities
	Transaction, not reference entity

	Real Time Pricing
	Prices updated as events happen
	No
	No
	No

	Corporate product
	Yes
	Mostly used for intra-bank purposes
	Yes
	Yes


In conclusion, Enron Credit’s DBS has the following advantages when compared with competing products:

· It provides a simple, consistent method of credit pricing for all companies quoted

· The customer can decide how much protection they will receive without any ambiguity 

· The triggering event is a publicly observable, unambiguous event

· Two-way firm prices are posted on the internet site for all parties to view and transact

· Excess protection can be sold back to Enron Credit or zero-cost ESPs can be structured

The actual competitors to Enron Credit, whether in the internet space or in a more traditional role, are outlined in Appendix E.

XVI Competitive Advantages

VI.1
First Mover Advantage

Enron Credit is already the largest provider of credit market pricing transparency and real-time, firm credit protection with its DBS product.  Any competitor wishing to replicate the model would likely require at least a year to reach the current stage of Enron Credit, assuming that there is a deep commitment from senior management to devote significant resources and technology.  

VI.2
High Scalability

There are already more than 10,000 reference names (as of January 2001) offered by Enron Credit and by the end of 2001, this universe of reference names will be scaled to [100,000].  A team of dedicated IT and quantitative professionals have built the pricing models with automatic data feeds and other ancillary technology to be able to continue to scale as the market and customer base develop.  As a basis for comparision, Moody’s and Standard & Poors only cover about 2,500 names each.

VI.3
Unique Value Proposition

Enron Credit is the only company to offer a two-way firm pricing on corporate credit risk protection.  This stems from Enron’s deep-rooted cultural appetite for developing markets by having a willingess to inject liquidity into opaque market sectors.  From the customers’ perspective, this is a flexible method, which frees up credit lines and allows corporates to employ their capital far more productively.

VI.4
Leverages Enron Core Competencies

Over the past several years, Enron has developed a set of core competencies that have been used repeatedly in new markets to give Enron a significant, if not dominant, position.  These transferable skills are fully-utilized in developing the Enron Credit business model:

· Structured origination expertise

· Price and credit risk management expertise

· Market-making capabilities (spot and forward)

· Highly successful track record of creating liquidity in new markets that begin as very illiquid and non-transparent

· Scalable, highly successful web-based transactional platform (i.e., EnronOnlineTM)

· Preferential access to EnronOnlineTm, the world’s largest internet e-commerce site

XVII Business Strategy

Enron Credit’s core objective is to commoditise the unsecured trade credit market – a market historically opaque and inefficient – by providing pricing transparency and liquidity.  In essense, the Company is commercializing Enron’s internally developed and market-leading credit processess and is pursuing the same business strategies which Enron has proven successful in other sectors; namely, applying its risk intermediation skills (i.e., market- making and risk management skills) and contractual expertise with its online transactional platform to provide market liquidity, standardization and transparency (see Appendix F for an overview of Enron’s business-building credentials).  

Enron Credit is pursuing the following strategies in order to achieve its objective:

VII.1
Provide pricing transparency and liquidity on more reference names than any other credit solutions provider

Enron Credit is building world-class real-time expertise in automated acquisition and synthesis of credit information and active management of credit risk on a portfolio basis in support of its primary strategy.  The Company is currently enhancing its existing infrastructure to accurately price significantly more companies in real-time.  Integrating multiple data sources with pricing engines into a common technology platform and hiring individuals with expertise in credit trading, risk management and structuring has been the core initial strategy.  In addition, the Company has assembled a world-class technology team to enable active data management and real time portfolio monitoring capabilities (see Appendix G for the Company’s Technology Overview)

VII.2
Target early corporate adoptors and build channels to later adopters

Origination is pursuing two-tiered approach to the corporate sector:  direct and indirect origination.  Direct origination involves building relationships with those corporates already aware of the importance of credit risk management; i.e., commodity trading companies and sectors undergoing financial difficulty, like the telecom equipment sector.  Origination is leveraging Enron’s extensive network of business relationships in order to accelerate market penetration.  

Origination is also building indirect channels to generate a leveraged approach to the marketplace.  Marketing the ECC, DBS and the ECN to consultants, medium-sized banks, e-markets, brokers and risk management system developers is expected to accelerate market education as they, in turn, evangelize the Company’s suite of products and services.

VII.3
Create value-enhancing alliances to rapidly scale the business

Both the Origination and Syndication teams are establishing multiple alliances to build the Enron Credit network value and credibility.  These “enablers”, or network value enhancers, are functionally depicted below:  
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Specifically, the following alliances are currently being pursued:

· Data distribution:  data distribution agreements with leading information providers are being structured to disseminate the ECC to the market place.  The Company recently signed a “Launch Partner” agreement with Reuters Credit Portal whereby the ECC is distributed via Reuters’ new online portal.  The Company seeks to have eight similar agreements in place by the end of 2001.
As the business infrastructure is scaled to meet the demands of the market, it is anticipated that value derived from information provided to corporates and banks as well, as on-line marketplaces, will be realised.
· Risk aggregation:  relationships with “risk aggregators” are being pursued to enable leveraged origination; i.e., DBS demand-generation by third parties.  This includes consultancies, eMarketplaces and medium-sized banks.  It is envisioned that two consultancies agreements will be in place by second-quarter 2001, with two eMarketplace provider alliances in place by the third-quarter 2001 and pricing and risk hedging services provided to three eMarketplaces by the end of 2001.
· Risk management and analysis:  in order to offer the corporates sector an integrated solution (i.e., the ECN), various alliances with risk analytics providers are being negotiated to fill gaps in the Company’s offering.  Origination’s intent is to develop the business processes, legal framework and technical architecture to facilitate the addition of multiple service providers to the network at nodes 2,3, and 4.  

The Company recently signed an agreement with RiskMetrics to cooperate in developing credit solutions for e-commerce platforms, whereby RiskMetrics is to provide credit monitoring, analytics and reporting (i.e., nodes 2 and 3).  In addition, current initiatives include active negotiations with firms who provide the following nodal functionality:


ECN Node

Leading risk analytics provider: 
2,3

Leading credit risk consultancy: 
2,3

Leading systems integration consultancy:
2,3

Leading trade credit insurance provider:  
 4

· Syndication:  to support the Company’s goal of distributing originated risk into either the insurance or capital markets (as opposed to holding the risk on Enron’s balance sheet), various syndication structures are being negotiated.  Two initiatives currently being negotiated include an immediate syndication vehicle on pre-agreed names with one insurer and a quota share agreement whereby an agreed percentage of equity tranches in credit portfolios are automatically syndicated to another insurer.

· Strategic investors:  Enron’s Corporate Finance team is currently investigating strategic alliances that enable the Company to accelerate its business model and brand building.  As such, strategic partners exhibiting any of the key criteria are being pursued:  existing credit brand and reputation, access to non-public credit data, access to non-Enron traditional clients, new product development expertise and, to a lesser extent, balance sheet strength to provide a credit enhancement for investment grade risk origination.  For its part, the Company can provide an investor preferential access to originated risk, anonymous syndication capability, advanced integrated credit solutions access and significant equity upside in Enron’s latest innovative business.

VII.4
Offer innovative and integrated products and solutions for corporate customers

The Company plans to ultimately offer the corporate market an integrated credit management system that integrates their internal credit processes with the Enron Credit Network™.  Enron Credit’s success in establishing the appropriate alliances, coupled with establishing the ECC and the DBS as market credit tools, will drive the timing of this strategy.  Appendix H outlines two integrated product offering examples. 
XVIII Management Team

Enron Credit has assembled a management team that combines individuals with Enron business building experience with those who have significant experience in the credit origination and credit trading markets.  In addition, an IT team that helped build EnronOnlineTM is involved.

Bryan Seyfried, Co-CEO

· Extensive experience providing risk management advice to energy and utility clients with Price Waterhouse
· Previously Head of European Research and Head of Market Risk Management for Enron Europe

Jeff Kinneman, Co-CEO

· Significant experience in credit and risk management with Phibro and Thomson McKinnon Securities 

· Responsible for developing Enron’s debt & equity trading business specialising in energy and telecom sectors

· Previously Head of Enron’s Global Credit group

David Weekes, Head of Origination

· Considerable experience in the banking sector, most recently Managing Director for business origination within Energy sector for CIBC
· Previously Head of Credit for Enron Europe

Robina Barker-Bennett, Head of Syndication

· 10 years of experience in banking and industry for Hambros and Powergen
· Experience including: MBO, Acquisition Finance, Debt Advisory and Project Finance

· Previously a director in Enron Global Finance

Markus Fiala, Head of Trading

· More than 10 years in banking and trading

· Experience including: Fixed Income trading, Emerging Market Credit trading

· Prior to joining, a Credit Derivatives Trader for CSFB and DKB International 

Richard Sage, Finance Director
· Several years of experience with Arthur Andersen and Price Waterhouse in audit and advisory

· Experience in financial and product control with UBS
· Previously a director in Enron Risk Management department


· 
· 
XIX Fınancıal Overvıew

Enron Credit will derive its revenues from several different activities, including market-making activities (i.e., capturing the bid-offer spread), risk warehousing (while a vast majority of originated risk will be syndicated, some of the risks will be warehoused for short periods on Enron Credit’s balance sheet), structured transactions (i.e., syndication) and integrated solutions.

The high-level financial projections for the business are as follow:

	Fınancıal Forecasts

(MM  USD)
	
	

	
	2000

Unaudited
	2001 Forecast
	2002

Forecast
	2003

Forecast

	
	
	
	
	

	REVENUES

   Market-making

   Risk Warehousing

   Structured Deals

   Customised Solutions

Total Revenues
	1

3

7

0

11
	14

15

25

1

55
	47

29

49

4

129
	110

39

60

13

222

	
	
	
	
	

	EBITDA
	-1
	10
	80
	203

	
	
	
	
	


The financial projections are based on the assumption that the DBS market grows at an annual rate of 160%, using 2001 as the base year.  For an analysis of the assumed growth rate, see Appendix I.

XX SWOT
 Analysis of Enron Credit

X.1
Strengths


· Enron has a proven ability to commoditize previously opaque markets 

· Enron also has a proven ability to develop and make markets in new businesses 

· Enron has the risk appetite, balance sheet and expertise to provide two-way pricing and will be willing to execute on either side of a transaction in order to make markets and to develop a more diversified book

· Enron has developed a great deal of credit assessment expertise and industry knowledge as a result of our existing businesses

· Enron has first class structuring and risk management skills

· Enron has a proven ability to create and grow new businesses as evidenced by the success of the power business, coal, pulp and paper, weather derivatives, EnronOnline™, broadband services including bandwith trading, etc.

· Enron is developing a strong name as a major e-commerce player due to the success of EnronOnline™, a leading internet-based transactional platform.

X.2
Weaknesses

· Enron has no market credibility in credit rating or scoring

· Enron has little expertise selling credit information, although the Company has brought in several industry professionals from investment banks

· Enron has few natural information advantages

· The market may assume that Enron Credit’s association with Enron, an industry player, decreases the objectivity of our credit pricing

· Currently Enron Credit is originating risk in industries with which Enron has a great deal of expertise, but we need a diverse portfolio to decrease risk in Enron’s portfolio and in order to attract more syndication interest

· Enron is BBB+ rated which might pose a problem in our efforts to originate higher quality credit

· Alternative credit risk products are better known to the market

· The ability to distribute credit risk in different stages of the business cycle is unclear

X.3
Opportunities

· Adequate credit management products do not currently exist

· There is no transparency in the market and transactions are difficult to complete

· Current credit protection products are overpriced relative to the real risk

· The trade credit market respresents the largest sector that Enron has ever attempted to commoditize.

· Incumbents are reluctant to cannibalize existing businesses and margins

· The increase in B2B activity will increase the number of companies interacting with unknown counterparties and will also increase the concentration risk between known counterparties

X.4
Threats 

· Banks pose a significant competitive threat particularly since many are making strong e-commerce forays.  Many also have better reputations in the credit derivative market and larger, more established credit derivative business infrastructure

· An issue to overcome is that it will be easy to originate low quality credit risk, but difficult to syndicate it; conversely, it will be easy to syndicate high quality credit risk, yet difficult to originate it

· Traditional threats on the information side – i.e., the market is not prepared to move away from traditional credit information sources – as well as the product side – i.e., the market does not see a need for the DBS
· Companies do not recognize that they are limited by their credit department’s approval and feel constrained by the decisions often made to manage credit risk.

XXI APPENDICES

Appendix A

EnronOnlineTM Statistics

EnronOnlineTM is a free, internet-based global multi-commodity transaction system that allows Enron’s counterparties to view real time prices from Enron’s traders and transact directly with Enron at those prices online.
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EnronOnlineTM transaction statistics as of early January 2001 are as follows:

Total life-to-date transactions:  > 550,000

Life-to-date notational value of transactions:  > $330 billion

Appendix B

Growth of Global Business-to-Business Electronic Commerce

B2B commerce is defined as the intercompany buying and selling of goods and services with the final order placed over the Internet.  It is widely believed that the vast majority of US firms will be transacting on the Internet within two years, drawn by the transactional efficiencies enabled by on-line procurement, by the wide availability of information, and by the broader access to suppliers and customers.

A number of companies have published estimates of the potential size and composition of the B2B market and these estimates reach similar results.  Gartner Group estimates that total worldwide B2B e-commerce will be $7.29 trillion in 2004.  It projects that North America will account for 39% of this total, or  $2.84 trillion, European trade will be worth over $2.34 trillion, Asia Pacific will have B2B e-commerce revenue of $992 billion, and Latin American trade is expected to reach $124 billion.  This is up from a total worldwide B2B e-commerce trade estimate of $145 billion in 1999.   Forrester Research estimates that US B2B e-commerce will grow to $2.7 trillion in 2004 and that e-marketplaces will drive this growth reaching 53% of all on-line business trade in five years.  Visa International estimates that by 2003 the UK, Germany and France will account for 80% of B2B purchase volume in Europe. 

The key message behind these estimates is that the numbers are projected to be large and to increase dramatically year over year.  Yet, there are factors which will constrain this growth: verification of the identity of buyers and sellers, validation of an employee’s right to purchase or sell products, guarantee that delivered products will meet the established terms and specifications, and ensuring that the buyer’s financial obligations will be met.  Solutions to relieve these constraints will provide a great deal of opportunity for first movers with innovative business models.

Enron Credit is currently focused on alleviating the concern that buyers are not capable of paying their bills.  Sellers seek to reduce the risk of non-payment and they will look to manage their entire portfolio of trade credit risk.  Electronic marketplaces must verify the credit worthiness and reliability of their participants and they also often seek to facilitate liquidity by offering credit solutions to sellers.

While e-commerce will enable existing suppliers and customers to transact with less friction, it will also grant suppliers access to more customers at a lower acquisition cost and it will provide buyers a less costly means of identifying new suppliers.  Since there is credit risk in every transaction, this increase in transacting with previously unknown customers will increase sellers’ desire to identify expanded credit risk management options.
[ensure updated numbers]

Appendix C

Bankruptcy as THE DBS Default trigger

Bankruptcy was chosen as the DBS default trigger for the following reasons:

· Companies will continue to get paid, unless their counterparties go bankrupt, as long as they have a legally binding contract
· Bankruptcy is a publicly observable event – with no room for controversy over whether or not it has occurred
· Bond restructuring events may affect the CDS market but have very little to do with getting paid for trade credit
· There are only about 6,600 companies in the world with publicly traded debt and, therefore, where a CDS instrument will even be available.  On the other hand the Digital Bankruptcy Swap will ultimately work for virtually all of the companies in the world (i.e., over 100 million companies)
· Lenders will always restructure debt if a business is under financial strain yet remains viable; i.e., trade creditors will still be paid in order for the business to maintain viability
Appendix D

Enron Credit’s DBS Pricing Methodology

Systematic Commercial Pricing Approach:

Enron Credit’s pricing is based on market forces; i.e., prices are calculated for multiple data sources and are continually updated.  Conceptually, Enron Credit’s pricing methodology can be broken down into three manageable parts:




Sector Pricing:  Enron Credit currently uses Fair Market Curves (FMCs) for 12 industry sectors broken down into 12 rating categories.  These curves are actively priced and updated, the ambition being that each curve will move to reflect specific industry and the credit levels risk premium.  Development is underway to increase the number of available base curves to over 400 (33 market sectors x 16 ratings bands).  Company-specific curves will be created where data permits.

Placement within Sector:  Placement is affected by two primary parameters:  company position relative to curve peer group, and bankruptcy event correlation to curve event (bond default) trigger.  Additionally, since the bankruptcy swap price quoted is for 100 percent payout, final swap prices are adjusted by recovery rates assumptions implicit in base pricing curves.  The placement process is run weekly at a minimum in order to verify and recalibrate price movement functions.

Intra-day Movement:  Movement functions address several objectives:  

Trader Alerts / Real-Time Price Adjustments: Each priced name has a series of real-time triggers (e.g., equity price moves beyond a 45-day running average; Rating downgrades/ improvements, Debt issuance effecting key ratios, profit warnings, news, etc.) which will cause an alert within the trader information system with recommended price adjustments.  Triggers will also be generated across an entire sector (e.g., changes in a sector index or critical commodity price).  Initially, all triggers will require manual trader responses and verification of new prices.  Future plans are to have the system automatically adjust prices.

Knowledge Capture: Each alert and response is captured along with trader comments and categorisation of price-change drivers (what was the leading cause of price change).  This event history is used to calibrate existing models, provides a training database for future neural net models, and allows identification of process flow improvements.

Management Control and Review: Event capture also allows for overall system monitoring of price movements and process efficiencies.  Examples of management review include consistency of trader decisions (individually, or within the group), timeliness of price adjustments, and correlation of trading or web-site interest in active equity market names.

Individual Pricing Models:

From an academic perspective, pricing is triangulated from five different theoretical approaches (see attached model schematic):

Reverse-engineering existing liquid credit information (e.g., CDOs, bond prices, etc.) to get bankruptcy prices, adjusting as necessary for liquidity premiums, trigger events or covenants, recovery rates, and company position within peer groups.  See attached EnronCredit white paper on this subject;

Balance sheet and other traditional (sometimes manual) analysis of individual companies to directly estimate company health or equivalent corporate rating;

Required return on portfolio credit investments to estimate floor prices required in order to meet market investment expectations;

Peer group associations (using either regression or neural net techniques) which include 3rd party tools (e.g., expected default frequencies “EDF”; financial stress scores, etc.); and

Continuous learning via knowledge capture, application of neural net methodologies, and recalibration of models.

System Integration and Architecture:

All system components are reviewed for integration and scalability.  See attached system architecture diagram for relationships.  

Resources:

There are over 30 individuals working full time on pricing system development and implementation.  In addition, there are approximately 10 individuals allocating a significant portion of their time to pricing system support. See attached resource schematic.  

Appendix E
Competitive Environment
Enron Credit offers a new credit risk management product in an existing marketplace using the internet as the delivery and transaction medium.  In this sense, the competitive landscape can be broken into two groups of players:  (i) traditional credit protection product providers and; (ii) internet-based market participants, many of whom are new to the credit markets, with a majority offering largely traditional products.

Traditional Credit Products

Traditional credit products are offered by banks, insurance and specialty companies.

Banks

Banks offer a letters of credit to facilitate trade with the more sophisticated banks offering credit derivativesrading business can be a trading counterpart in the traditional CDS and other derivative markets.  JP Morgan bridges the two groups of competitors with an internet platform where they publish indicative prices for CDS transactions.  This is a limited service offered to existing corporates clients and the prices are not firm.
Insurance Companies

Trade credit insurance has historically been more popular in Europe than elsewhere with the following five companies dominating the European landscape:  Euler, Coface, Hermes, Gerling and NCM. 
Specialty Companies

These are companies which offer services such as factoring and as well as auxiliary services such as debt collection. 
Internet-based Credit Products
	Company Name
	Products / Services
	How Enron Credit differs

	eCredit

Headquartered in Dedham, Mass., it is a partner company of Internet Capital Group
	· Online platform connecting companies with financing vendors

· Must subscribe to eCredit

· Credit request is scored by eCredit-developed process

· Credit / financing decisions are processed online

· After scoring the credit risk, it is then auctioned to protection underwriters


	· A pure matchmaking service

· Not able to take and manage credit risk

· Any product offered must be provided by a company’s existing financial relationship



	eCredible
A subsidiary of NCM and headquarterd in Amsterdam, it was started with the support of IBM and McKinsey  and has partners such as VeriSign and Clarus. 

	· Service based on a Credit Certificate, assigning each buyer with a credit limit based on external and internal data

· Additionally monitors the buyer’s coverage by updating credit limits as transactions are executed
	· Product is advantageous compared to an Escrow or an L/C; through flexibility and quicker timing

· It is a traditional credit protection product

	Creditex
An online electronic trading and information platform for the credit derivatives market
	· Provides market participants with a platform to interact, share information, and transact business. 

· Offers a historical database of transactions in the credit derivatives market and an online documentation process to assist in completing transactions. 
· Features general information about the industry and specific information about the default swap market.
	· Buyers and sellers of credit derivatives can transact. 

· No market making activity is undertaken by Creditex.com

	CreditTrade
It has operations in London, Singapore and New York
	· Credit trading exchange where counterparts can trade non-commoditised credit products such as credit derivatives, loan and collaterised debt obligations.

· Similar to Creditex; online exchange for wholesale counterparts to trade non-commoditised credit risk
	· No market making activity is undertaken by CreditTrade

· Buyers and sellers can post their prices on their platform



	Coface

A leading French credit export insurer
	· Trade credit insurance

	· Offers less than 1 year credit protection



	JP Morgan
	· Long term CDS bid-offer pricing
	· Pricing only available to corporate clients

· Offer two-way pricing on CDS but not firm online

· Does not list prices on many credit references


	Company Details
	Products and Services

	eCredit.com

An internet start-up managed by a group of academics and professionals. It is a partner company of Internet Capital Group (ICG)
	· It is a provider of credit, financing and receivables management solutions. Its internet-based platform connects businesses to financing partners where a credit request is scored and financing decisions are processed online. After scoring credit risk, it is then auctioned to protection underwriters.

· As a pure match making service, it is not able to take and manage credit risk and any product offered must be provided by a company’s existing financial relationship

	eCredible

A subsidiary of NCM which is in turn majority-owned by Swiss Re, it was started with the support of IBM and McKinsey and has partners such as VeriSign and Clarus.
	· Its service is based on a Credit Certificate which assigns each buyer with a credit limit based on external and internal data. Transactions are approved or denied by eCredible who guarantees payments to sellers in case of buyers’ bankruptcy or insolvency. It also assumes debt collection responsibility.

· This product is similar to an LC but more advantageous as it is not transaction-based and other sellers will not know of the nature of the buyers’ transactions. It also offers greater flexibility and quicker execution than an LC. It is however, a traditional solution taken online.

	Creditex

An electronic exchange for credit derivatives  which has the backing of several large institutions: Bank of America, CIBC, CSFB, Deutsche Bank, Dresdner Bank, JP Margan Chase, Morgan Stanley

	· It offers a historical database of transactions in the credit derivatives market and an online documentation process to assist in completing transactions. It also features general information about the industry and specific information about the default swap market.
· It is not a market-maker as such and therefore highly dependent on participants to provide the liquidity that any exchange requires to survive.

	CreditTrade

Similar to Creditex, this is an electronic exchange for credit products whose partners include Chase Manhattan Bank and Internet Capital Group.

	· On this exchange counterparts can trade non-commoditised credit products such as credit derivatives, loan and collaterised debt obligations.

· Similarly to Creditex, it is not a market-maker and depends on participants for liquidity.

	Coface

The second largest international credit insurer and the leading export credit insurer.


	· A traditional credit insurer who has launched its online offering called the  @rating service which rates companies based on internal and external information. Companies can buy credit insurance on the basis of these ratings.

· This is a traditional product which has been taken online and offers a quicker service. In practise however the @rating has not immediately reflected the changes in the market and example ????

· The trade credit insurance offered is for duration of less than one year and does not provide long term protection.

	ePrimus Credit Technologies

A new e-finance technology company due to be launched 4Q2000. 


	· The web site is in alpha testing and can not be accessed without a password

	JP Morgan
	· A major player in the traditional CDS market which offers an internet-based pricing platform to its corporate customers.

· It provides long term CDS bid-offer pricing but it is not firm and the has a limited range of reference credit names on which a price is provided




Appendix F

Enron’s Business-Building Credentials

Enron Credit is the culmination of Enron’s experience in the commodity markets and the insights that its internet-based transactinal platform, EnronOnlineTM, has provided.  

Commodity Markets are inherently transparent, liquid and volatile and as a result Enron has developed several core competencies, which include:

· Price and Credit risk management

· Logistics and settlement

· Trading & marketing expertise

· Market-making capabilities

· Structured origination expertise

· Scalable, highly successful B2B

· Proven back & front-office IT

In addition, the EnronOnlineTM experience has demonstrated that the internet has dramtically shaped the trading landscape with the following effects:

· Margins are decreasing

· Number of transactions has increased

· Number of counterparts has increased

· Faster transaction velocity

· Constant liquidity is required

Notwithstanding these natural drivers for the creation of Enron Credit, Enron has a successful track record of building-businesses for which the equity markets have rewarded Enron.

[add text explaining]
Appendix G

Enron Credit’s Technical Overview
[insert from Richard Black]
Appendix H
Integrated Products and solution Examples
1.) Dynamic Credit Limit

2.) Real-time Price delivery via TIBCO bus [Richard Black?]
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APPENDIX I

DBS MARKET SIZE AND GROWTH RATES

In determining the projected size of market for bankruptcy payments, two principles haves been used:

(i) 
Firstly, the market sizes and historical growth rates for similar financial instruments have been used as a benchmark. According to the BBA, in 1999 the size of the market for Interest Rate Swaps and Currency Swaps were USD 52 trillion and USD 3.6 trillion respectively.

As DBS can be used for the entire universe of trade credit exposures to which corporate companies are exposed, then an estimation of the credit exposure market with assumptions about the proportion that will be traded, can project the size of DBS. The following illustration shows the anticipate size of the market share for Enron:


1 Credit exposure market is the aggregate corporate accounts receivables as of 1999 for all listed companies on major exchanges, including NYSE, NASDAQ, LSE, Paris, Tokyo and Hong Kong; assumed annual growth rate of 3%

2 Share Intermediated assumption is 25% of that experienced by Enron in other commodity markets

3 Transaction Velocity is as experienced by Enron in other commodity markets  

This market sizing approach leads to following projections for Enron Credit revenues:


(ii)
Secondly, Enron has consistently and successfully entered new markets and managed to claim a significant, if not dominant position, for itself.  As a result, Enron’s track record in building new businesses has been used as a second benchmark to determine the growth rate for Digital Bankruptcy Swaps.

The following table shows selected business that Enron has started in the past decade and the average growth rate for each of those businesses over the first few years.

	New Business
	Average Annual Growth Rate
	Number of Years

	North America Power
	385%
	5

	Continental Power
	896%
	4

	Continental Gas
	93%
	5

	Bandwidth (Estimated)
	195%
	5

	Average Growth Rate
	390%
	


Using a DBS average growth rate of 160% in Enron Credit business (i.e., approximately 40% of other commodity markets) produce the fnancials discussed in the Financial Overview section.
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� Enron Corp., Net Works – Commoditization Beyond Energy, Telecom, JP Morgan Equity Research, November 6, 2000


� via either pre-negotiated syndication structures with insurance companies or Collateralized Debt Obligation technology, which is a capital markets product bundling a portfolio of risks and tranching the portfolio into different risk / return classes.


� In a credit default swap, one counterpart pays a premium to a second counterpart in exchange for a contingent payment if a defined credit event occurs with respect to the underlying reference entity.


� 1999 BBA Annual Report


� International Swaps and Derivatives Association


� Annual premium growth in Europe has averaged about 5% over the last 10 years; in-line with the continent’s economic growth


� Recent US growth has been 10% annually, albeit from small base


� Node 1:  Credit Informer; Node 2:  Credit Calculator; Node 3:  Credit Manager; Node 4:  Credit Hedger


� Strengths,Weaknesses, Opportunities and Threats
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