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Scene:  Barn in field with Enron Canada sign and mock desk setup


ROB:		Hello, my name is Rob Milnthorp, President and CEO of Enron Canada.

I’d like to take this opportunity to show you around the office we have up here in the Great White North.

We have a hard working and close-knit group here.  Hey, here comes the team now!

<Derek, John and Kyle drive up in Jason’s truck>
<Derek, John and Kyle take seat at table>

ROB:	The Canadian office is just like a mini-version of the Houston headquarters.  We have been in operation for 10 years and have trading, marketing and business development functions in this office.  This is our beautiful office <pan scene of the shed>.  Now, let’s meet the team.

		This is Derek Davies, VP of Marketing.

DEREK:	Hello!

ROB:		Tell us what you do Derek?

DEREK:	Well, during my 6.5 years at Enron Canada, I’ve been responsible for marketing every type of commodity that we’ve been involved with to all types of customers.

		<PHONE RINGS>

ROB:		It appears that Derek has a live deal in the works.  Let’s listen in…

	
PAUL:	Howdy, this is GW … President of the United States of America.  Who I am speaking to ?


DEREK:	Oh, hello Mr. President, this is Derek Davies from Enron Canada.  How are you doing?


PAUL:	Fine ! Fine ! Tell you what I need.  I need some energy.


DEREK:	Of course, for the crisis you have down there, eh? I am sure we can help you.


PAUL:	Ya, Ya, the crisis, that too …. But I really need some energy for the ranch that I am building. I’m fixin’ on clear-cutting 500 acres of the Redwood forest in Northern California.  


DEREK:	What kind of energy you looking for?


PAUL:	What kind you got?


DEREK:	Oh, we’ve got all kinds, Coal, oil, bitumen, how about some nice clean natural gas?


PAUL:	Natural gas, naw who cares about clean.  


DEREK:	Well, how much do you want to pay?


PAUL:	Just give me the cheapest stuff you got and send the bill to my daddy.  By the way, my daughters called, they asked me if you could also send a couple of fifths of that Crown Royal whiskey and a dozen cases of the Labatt’s Blue beer you got up there?


DEREK:	Can do Mr. President.


PAUL: 	Bye.


DEREK:	Hey, John!  What is the special of the day?

JOHN:	I just got some fresh horse patties in today.  Good heat content, not too much moisture.  I can let you have it for $50/ton.

DEREK:	Horse patties!  What about cow patties?  I thought that would be cheaper.

JOHN:	It was, but I am hearing rumblings from the boys down at the feed lot that there is talk about some foot and mouth showing up in the cattle down in Lethbridge and Medicine Hat.  They figure it could take out half of the herds.

DEREK:	All right, give me 50 tons for President Bush delivered to Sacramento, CA.  What’s the delivered cost?

JOHN:	Let’s see.  $10 per ton basis with $0.50 per ton physical index premium.

DEREK:	What about orig?

JOHN:	I’ll give 50% to mids.  <John turns to behind sheet>  Hey, Jean-Guy!  Load me up 50 tons of the daily special on the California shipment.

		<ROB INTERRUPTS>

ROB:	Hey, John!  Let me interrupt you for a few minutes so you can tell folks about your function here at Enron Canada.

JOHN:	Sure Rob!  Well, I am in charge of all trading up here in Canada.

ROB:		What kind of products do you manage?

JOHN:	Well, we trade the basic stuff like natural gas and electricity.  But we are continually innovating here.  Keeping in the Enron tradition of trading almost everything and anything, we have come up with new renewable energy commodity – Excrement.

ROB:		Can you be more specific?

JOHN:	You know droppings, manure, crap!  We trade dung from cows/horses/sheep/chickens and buffalo to name a few.

ROB:		Can you describe the differences between the products?

JOHN:	Sure.  All products are priced for delivery in Red Deer, Alberta.  Chicken is the cheapest, not much heat content usually has moisture problems and is really messy to transport and handle.  It is usually used as a primer fuel for the other compounds.  

Then, in a normal year without much disease in order of least to most costly, you have cow/sheep/horse then buffalo.  The differentiating factors are availability, heat content and moisture.

As a matter of fact, we have introduced there products on Canada’s version of Enronline.

		<POINT TO CHALKBOARD>
		<SAY SOME TRADER MUMBO JUMBO AND HAVE JASON RUN WITH BOARD BEHIND BARN AND GET NEW NUMBERS>


ROB:		Thanks, John!  <WALKS TO KYLE>

This is Kyle Kityawa, he is VP of New Business Opportunities in Canada.  Tell us what you’ve been working on.

KYLE:	Well, Rob, our communication needs continue to grow at a staggering rate.  Why it was only a few years ago that we had a couple of customers and received 4 calls a day.

Now, we are up to 8 customers and the cans are ringing off the table. I think we are up to 12 calls per day.  

As a result, I developed this new communication device to handle the new volume.  

		<HOLD UP PAINT CANS>

Our goal is to outfit Canada’s major urban centers with this technology and begin trading communication space on this new fiber.

		<DEREK INTERRUPTS DRESSED IN DELIVERY OUTFIT>

DEREK:	Excuse me Rob; I just heard my wife has gone into labor.  I have to break off early to go and deliver the baby.

ROB:	No problem!  Good luck!  Well, Kyle.  How big of a market do you think this communication business is?

KYLE:	It’s huge!  It should easily double our stock price!

ROB:	Thanks, Kyle!  Well, there you have it.  That’s Enron Canada.  Not so much of a third world country after all, huh!

If you folks south of the border are up on a visit, drop by, we would love to put you up.  

		<CLOSE WITH SHOT OF INTERIOR OF SHED>


	
