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MISSION STATEMENT

Establish NetCo as a leading market maker for physical and financial gas products in the Texas and Gulf Coast markets.

1. Transact with Gulf Coast producers to purchase gas, manage assets, and market/sell production. 
2. Transact with Gulf Coast off-takers to sell gas, manage assets, and purchase/manage gas supply needs.
3. Transact with Texas marketing/trading companies to purchase and sell physical and financial products.


GOALS

· Physical and Financial Trading Objectives:
-	Week 1:  		25 EOL trades per day
· End of Month 1: 	35 EOL trades per day
· End of Quarter 1:	45 EOL trades per day
· Balance of 2002:	65 EOL trades per day

· Supply Origination Objectives:
-	Execute Master Agreements with 50 Producers
-	Add 125,000 MMBtu/d new supply to NetCo by end of 2002
· Rebuild relationships with target producers that are Enron creditors
· Identify and transact business with producers that are not Enron creditors
-	Enter into one (1) asset management/marketing transaction with a Producer

· Market Origination Objectives:
-	Execute Master Agreements with 50 End-Use Customers
-	Add 125,000 MMBtu/d new markets to NetCo by end of 2002
· Rebuild relationships with target customers that are Enron creditors
· Identify and transact business with customers that are not Enron creditors
-	Enter into one (1) asset management/marketing transaction with an End-Use Market or Pipeline



STRATEGY

Initially, NetCo will focus on getting customers to log on to NetCoOnline and transact.  Once customers are comfortable with NetCo and are transacting, we will begin to look at transacting at other points in the Texas region not traded on EOL. The focus will be looking at turning these transactions into higher value longer-term deals such as asset management, production marketing, and fuel requirements management.   The following strategy will be followed.:

1. Customer interface to explain who NetCo is, its relationship with Enron, and the benefits to the customer for transacting with NetCo.  
2. Agreement on the contractual documents governing transactions.
3. Create real value for a customer’s business (e.g. tight two-ways, quick execution, innovation solutions)
4. Working systems and processes to complete customer transactions without error.

Phase 1 – First Week:  Top 10 customers
· High volume/margin customers
· Focus on customers who will be willing to transact with NetCo
· Demonstrate success in signing up customers 

Phase 2 – First Month: Top 50 customers
· High volume/margin customers + other large customers 
· Focus on customers where NetCo can add significant immediate value
· Build momentum in signing up customer base.

Phase 3 – First Quarter: Top 100 customers 
· Customers with transaction growth potential in products, volumes, and transactions 
· Focus establishing relationships with customers that will lead to other business (e.g. mid marketing, asset management, energy management)
· Demonstrate transaction history.

The products to be offered in the Texas Region include:

Physical Gas:
· ExxonKaty:  		Next Day Gas
· Waha Hub:   		Next Day Gas
· Carthage :     		Next Day Gas
· Exxon Katy Index:	Prompt Month and Season
· Waha Hub Index:	Prompt Month and Season
· Carthage Index:	Prompt Month and Season

Financial Gas
1.  Houston Ship Channel Basis:  	Prompt Month, Prompt Season, Prompt Season + 1, and Prompt Season + 2

2.  Waha Basis:	Prompt Month, Prompt Season, Prompt Season + 1, and Prompt Season + 2

3.  Permian Basis:	Prompt Month, Prompt Season, Prompt Season + 1, and Prompt Season + 2

4.  Houston Ship Channel Gas Daily
5.  Waha Gas Daily





TARGET CUSTOMERS 

The strategy considerations discussed above were used to select the following target customers from the detailed customer lists presented in Appendices A through C attached.   
 

PHASE 1:

	Phase 1 Customers to Contact
	Company Type

	1
	AEP Energy Services, Inc.
	Trading/Marketing

	2
	Aquila (Risk Management, Energy Marketing, & Dallas Marketing)
	Trading/Marketing

	3
	ONEOK Energy Marketing and Trading Company, L.P.
	Trading/Marketing

	4
	Entergy-Koch Trading, LP
	Trading/Marketing

	5
	e prime, inc.
	Trading/Marketing

	6
	Reliant Energy Services, Inc.
	Trading/Marketing

	7
	Duke (Energy Trading and Marketing & Field Services)
	Trading/Marketing

	8
	Mirant Americas Energy Marketing, L.P.
	Trading/Marketing

	9
	Dynegy Marketing and Trade
	Trading/Marketing

	10
	BP Corporation North America Inc. and BP Energy Company and Vastar
	Trading/Marketing




	Phase 1 Pipelines to Contact:
	Service Description

	1
	TXU Lonestar
	Interruptible Transport

	2
	Oasis
	Interruptible Transport

	3
	EPGT (PGE Valero)
	Interruptible Transport

	 
	 
	Hub Transport

	 
	 
	Park & Loan

	4
	Houston Pipe Line Company
	Interruptible Transport

	5
	Kinder Morgan Texas Pipeline
	Interruptible Transport

	6
	Westar (Oneok Westex)
	Interruptible Transport

	7
	Channel
	 

	8
	East Texas Gas Systems (ETXG) Duke
	Interruptible Transport

	 
	 
	Wheeling Agreement

	9
	Duke Guadalupe
	Interruptible Transport

















PHASE 2:
	Phase 2 Customer to Contact
	Company Type

	1
	Virginia Power Energy Marketing, Inc.
	Trading/Marketing

	2
	El Paso Merchant Energy, L.P.  (Coastal, PG&E/Valero)
	Trading/Marketing

	3
	Texaco Natural Gas Inc.  
	Trading/Marketing

	4
	Calpine Energy Services, L.P.  
	Trading/Marketing

	5
	Coral Energy Resources and Energy Holding
	Trading/Marketing

	6
	Tenaska Marketing Ventures
	Trading/Marketing

	7
	Cinergy Marketing & Trading, LLC  
	Trading/Marketing

	8
	Mieco Inc.  
	Trading/Marketing

	9
	Sempra Energy Trading Corp.  
	Trading/Marketing

	10
	PG&E Energy Trading-Gas Corporation  
	Trading/Marketing

	11
	Koch Midstream Services Company, LLC  (Trading and Pipeline)
	Trading/Marketing

	12
	Tractebel Energy Marketing, Inc.  
	Trading/Marketing

	13
	Williams Energy Marketing & Trading Company  
	Trading/Marketing

	14
	Cargill Energy, a division of Cargill, Incorporated  
	Trading/Marketing

	15
	Petrocom Energy Group, Ltd.  
	Trading/Marketing

	16
	Conoco Inc.  (Trading and Pipeline: Lobo)
	Trading/Marketing

	17
	Richardson Energy Marketing, Ltd.  
	Trading/Marketing

	18
	Western Gas Resources, Inc.  
	Trading/Marketing

	19
	NGTS LLC  
	Trading/Marketing

	20
	Texla Energy Management Inc.  
	Trading/Marketing

	21
	Entex Gas Resources Corp. and Utility
	Trading/Marketing

	22
	Southern California Gas Company  
	Trading/Marketing

	23
	CLECO Marketing and Trading, LLC  
	Trading/Marketing

	24
	Constellation Power Source, Inc.  
	Trading/Marketing

	25
	Copano Energy Services/Upper Gulf Coast, L.P.  
	Trading/Marketing

	26
	Occidental Energy Marketing, Inc.  
	Trading/Marketing

	27
	Sprague Energy Corp.  
	Trading/Marketing

	28
	Kinder Morgan, Inc.  (Trading and Pipeline)
	Trading/Marketing

	29
	OGE Energy Resources, Inc.  
	Trading/Marketing

	30
	CMS Marketing, Services and Trading Company  
	Trading/Marketing

	31
	Mitchell Gas Services L.P.  
	Trading/Marketing

	32
	Glencore Ltd.  
	Trading/Marketing

	33
	TXU Energy Trading Company  
	IPP/Utility

	34
	Astra Power, LLC  
	Trading/Marketing

	35
	IMPERIALSUGCO  
	Trading/Marketing

	36
	PanCanadian Energy Services Inc.  
	Trading/Marketing

	37
	XTO Energy Inc.  (CrossTimbers)
	Trading/Marketing

	38
	Anadarko Energy Services Company  
	Trading/Marketing

	39
	FinaElf Gas & Power North America, Inc.  
	Trading/Marketing

	40
	Adams Resources Marketing, Ltd.  
	Trading/Marketing

	41
	Allegheny Energy Supply Company, LLC  
	Trading/Marketing

	42
	Cokinos Natural Gas Company  
	Trading/Marketing

	43
	Prior Energy Corporation  
	Trading/Marketing

	44
	Kerr-McGee Energy Services Corporation  
	Trading/Marketing

	45
	Eagle Gas Marketing Company  
	Trading/Marketing

	46
	Marathon Oil Company  
	Trading/Marketing

	47
	Noble Gas Marketing Inc.  
	Trading/Marketing

	48
	NUI Energy Brokers, Inc.  
	Trading/Marketing

	49
	Atmos Energy Corporation  
	Trading/Marketing

	50
	Highland Energy Company  
	Trading/Marketing



PHASE 3:
	Phase 3 Customer to Contact
	Company Type

	1
	Bridgeline Gas Marketing LLC
	Trading/Marketing

	2
	Cook Inlet Energy Supply L.L.C.  
	Trading/Marketing

	3
	EEX Exploration
	Producer

	4
	Swift Energy
	Producer

	5
	Juniper Energy
	Producer

	6
	Aspect Resources
	Producer

	7
	Amerada Hess
	Producer

	8
	United Oil and Minerals
	Producer

	9
	Texas General Land Office
	Producer

	10
	EOG Resources
	Producer

	11
	Devon Energy
	Producer

	12
	Superior Natural Gas
	Producer

	13
	Burlington Resources
	Producer

	14
	Unocal
	Producer

	15
	Sanchez Oil and Gas
	Producer

	16
	TransTexas
	Producer

	17
	Samedan
	Producer

	18
	Dominion Exploration
	Producer

	19
	Houston Exploration Company
	Producer

	20
	Hilcorp
	Producer

	21
	Newfield Exploration
	Producer

	22
	Pogo
	Producer

	23
	Comstock
	Producer

	24
	Apache
	Producer

	25
	Coast Energy
	Producer

	26
	Abraxas
	Producer

	27
	Black Stone Energy
	Producer

	28
	Blue Dolphin
	Producer

	29
	Danex Energy
	Producer

	30
	Wagner & Brown
	Producer

	31
	Chesapeake Operating
	Producer

	32
	Cabot Oil
	Producer

	33
	Texas Meridian
	Producer

	34
	Samson Lone Star
	Producer

	35
	RME Petroleum
	Producer

	36
	Cockrell Oil
	Producer

	37
	Cima
	Producer

	38
	KCS
	Producer

	39
	Pure Resources
	Producer

	40
	Pioneer Pipeline 
	Producer

	41
	Pioneer Resources
	Producer

	42
	Dynamic Production
	Producer

	43
	Edge Petroleum
	Producer

	44
	Ocean Energy
	Producer

	45
	Shoreline Gas
	Producer

	46
	Spinnaker Exploration
	Producer

	47
	CELENASE CORPORATION
	Industrial

	48
	EQUISTAR CHEMICALS LP
	Industrial

	49
	DU PONT E I DE NEMOURS AND CO
	Industrial

	50
	SHELL PETROLEUM INC
	Industrial

	51
	ALCOA INC
	Industrial

	52
	LUBRIZOL CORP
	Industrial

	53
	UNION CARBIDE CORP
	Industrial

	54
	BCP/CLARK HOLDINGS CORPORATION
	Industrial

	55
	PHILLIPS PETROLEUM COMPANY
	Industrial

	56
	MOTIVA ENERPRISES LLC
	Industrial

	57
	STERLING CHEMICALS INC
	Industrial

	58
	AGRIUM US INC
	Industrial

	59
	LYONDELL PETROLEUM REFINING
	Industrial

	60
	ROHM AND HAAS COMPANY
	Industrial

	61
	EASTMAN CHEMICAL CO
	Industrial

	62
	DIAMOND SHAMROCK INC
	Industrial

	63
	THE GOODYEAR TIRE & RUBBER CO
	Industrial

	64
	CITGO PETROLEUM
	Industrial

	65
	AIR PRODUCTS AND CHEMICALS
	Industrial

	66
	BAYER CORPORATION
	Industrial

	67
	Houston Lighting and Power
	IPP/Utility

	68
	Texas Independent Energy
	IPP/Utility

	69
	City of Garland
	IPP/Utility

	70
	Southern Union
	IPP/Utility

	71
	LCRA
	IPP/Utility

	72
	Austin Energy
	IPP/Utility

	73
	City of Bryan
	IPP/Utility

	74
	CPS-City of San Antonio
	IPP/Utility

	75
	CoServ
	IPP/Utility

	76
	TECO
	IPP/Utility

	77
	West Texas Utilities
	IPP/Utility

	78
	AES
	IPP/Utility

	79
	Lonestar
	Pipeline

	80
	Crosstex
	Pipeline

	81
	Enbridge
	Pipeline

	82
	Oasis
	Pipeline

	83
	TUFCO
	Pipeline

	84
	NGPL
	Pipeline

	85
	Northern Natural Gas
	Pipeline

	86
	Williams Pipeline
	Pipeline

	87
	Tennessee
	Pipeline

	88
	TETCO
	Pipeline

	89
	Transco
	Pipeline

	90
	Trunkline
	Pipeline

	91
	FGT
	Pipeline




APPENDIX A:  ORIGINATION

SUPPLY ORIGINATION

MARKET CONDITIONS

The recent events surrounding Enron’s bankruptcy will initially make buying producer gas for the NetCo a challenge. Producers who fall under creditor status with Enron will be reluctant to sell to the NetCo with Enron as a partner. Rebuilding trust with these producers will be a top priority. Steps must be taken by the NetCo team to ensure an orderly and stable transition for those willing to sell to the NetCo. Beyond the challenges ahead for the NetCo, the supply basin in the Texas and Louisiana Gulf Coast Region is strong and abundant. With storage levels at an all time high, the availability of supply is more than adequate to satisfy the Gulf Coast Region marketplace. 

The current trend has been for major producers and larger independents to move into the offshore Gulf of Mexico blocks, which will provide the opportunity to purchase large packages to satisfy our markets needs. The smaller independents and private companies have remained onshore. It is these smaller companies that are expected to offer additional opportunities beyond buying their gas. Opportunities to provide additional services to this client base include production management, funding, accounting, leasing of facilities and outsourcing. 


COMPETITION

The major competitors for physical purchases on intrastate pipelines are:
· Conoco
· Duke (Mobil)
· Kinder Morgan Mid-Con Texas
· Koch (Delhi)
· Lobo (TransTexas)
· PGE (Valero)
· Tejas/Kinder Morgan
· Williams (Transco)

We think connecting supplies for the interstate pipelines is no longer the primary focus.  Many of these pipelines appear to be more focused on transporting natural gas supplies.  We will focus on transporting gas on the interstate pipelines below:

· FGT
· NGPL
· Tennessee
· Texas Eastern
· Transco 

In addition, competition is strong from third party gatherers and marketers.  In some cases these competitors are also our customers.  It will be these competitors that we will take a closer look in an attempt to form an alliance with which to better serve the producer.  Major third party competitors include:

· Cokinos 
· Duke Field Services
· H&N Gas Marketing 
· Onyx
· Shoreline
· Williams Field Services

CHALLENGES:

· Convincing producers that are creditors in the Enron bankruptcy to sell gas to NetCo
· Acquire more long term supply in a market where producers are trying to take more gas to the spot market

· Reduce producers high cost to get gas to Increase alternate markets for supply
· Provide expertise and access to information allowing producers to make informed decisions

· Educate producers (regionally) about services/capacity of pipeline and systems in the area

Producers have not received attention to help grow their business.  As a result, producers are forced to construct gathering systems, and treat their own gas.  As this continues to happen, producers get farther away from their core business.  Our strategy will get them focused on drilling wells rather than laying pipe, treating and processing.


OPPORTUNITIES:

· Large number of small privately owned producers along the Gulf Coast are beginning to fill the void as independents begin selling properties

· Diversity of products (bundled services) is required by the smaller producer, which is different from the larger producers.  Bundled services allow producer to focus efforts on other parts of business

· Form alliances to help develop regional focus
· Connect gas supplies to other intra/interstate pipelines
· Provide capital for development of gathering, processing and pipeline infrastructure
· Leverage existing relationships with each of the trading desks, storage, and transportation

The large number of very small, regionally focused producers should provide great opportunities for NetCo.  These smaller producers will need to compete for projects and funding by being better than their competition.  We can set them apart from their competition by providing the bundled services.  This will foster the continued growth of both the producer’s business and ours as well.




APPENDIX A2:  MARKET ORIGINATION


MARKET CONDITIONS

 Enron’s bankruptcy came at an unfortunate time in the original “start-up” of the Texas origination business after the sell of HPL. Our business was just beginning to take shape as we were making significant progress in selling gas to old and new customers including utilities and IPP customers. The recovery for these customers should progress rather rapidly as we restart our business. The same may not be so with the industrial customers. We were just beginning to bid on the industrial’s supplies for late winter and were beginning to look at their business for the summer months. Our primary focus initially will be to concentrate on the recovery of the financial business with our industrial customers. Regardless, the recovery of the industrial business will be determined by how quickly we get Netco up and running. We are now entering the period where the industrials are beginning to go out for bids for April-October business. Timing with Netco will determine if we have an opportunity to capture this business. The bankruptcy will initially make selling gas to the end-user difficult but over time should be easier to recover compared to the producer business. 

The marketing business in Texas generally happens with the customers connected to the intrastate pipelines. Most utility customers and IPP’s have long-term transportation on a number of these intrastate pipelines with multiple connections at each of their facilities. These are customers that we should be successful in selling gas to, as we are very familiar with the producing regions in Texas having worked the HPL supply area and they frequently are looking for supplies from a variety of companies. Our relationships with producers have allowed us to be competitive in this area and will continue to provide opportunities to supply gas to the end-use customer. Rebuilding trust with these producers will be a top priority in reestablishing business with end-use customers. In addition, we will need to re-establish our relationship with both the intrastate and interstate pipelines, as transportation will be critical in the success of trading physical supply in Texas. 


COMPETITION

Our primary competitions at this time are other pipeline marketing affiliates:
 
· El Paso Energy (PG&E/Valero; Coastal)
· Duke Energy
· Tejas/Kinder-Morgan
· Williams Field Services
· Koch-Entergy
 
In addition, HL&P, Reliant and TXU are all gearing up for the deregulated marketplace by creating non-regulated marketing companies. As the change in ownership of producing properties continue, the producer-marketers will continue to run “equity gas” economics causing the margins to further erode. This will continue with companies like Conoco, Exxon, Texaco and XTO. In addition, as pipeline companies continue to divest of assets in Texas, this will cause unrest in the Texas marketplace. Smaller niche companies like Cross-Tex and Enbridge, often followed by market-share buying binges, will continue to change the competitive nature of the business by purchasing large strategic pipeline assets.



CHALLENGES:

The owners of the new cogeneration plants have indicated as a result of the low heat rate of the plants, they would be dispatched on a base load basis.  But what we have seen is just the opposite. These plants have the ability to turn on and off very efficiently. Therefore we will be working with our customers to identifying their likely swing requirements.  It appears that swing will become a very critical component of the power market in the coming months. As pipelines begin to reduce the offerings of “free swing”, product offerings of hourly gas opportunities will be required both for the delivery and the take-back requirements. Load variations for industrials are similar in nature. Intra and inter-day swing variations occur and are due to changes in operations, both planned and unplanned. In addition, the transportation required moving this gas around as a result of swing and associated storage will become key items to consider.


OPPORTUNITIES:

Pipelines have discontinued the notion of “free swing”. For IPP’s, industrials and utilities this will be a service that will be in demand. As we have seen, the customers have been in the market managing these volumes on a daily basis. The indication is neither the pipelines or other companies are handling the swing volumes for these customers effectively. This may create more of an opportunity to utilize transport or develop an hourly type product for EOL. Reliability has always been a key component of the industrials business. It is not uncommon to have 3 or more pipeline connected to one plant. This will provide us the opportunity to exploit this service in an asset management arrangement among plants in a region or manage fuel requirements for a customer with multiple plants while still maintaining his reliability concerns.

The goal will be to establish bundled services that meet the needs of the client’s facilities while providing a menu of services that can be applied to each facility. An example would be a fuel management arrangement including gas scheduling and nominations services.

In marketing our products to the customer, part of our task will be to convince them that there is a developing need for an asset management service including a need for swing services. For our utility customers we will recognize that they are undergoing significant uncertainty in their traditional markets.  We will work with them on their current desire to keep options open by structuring shorter-term transactions utilizing their need for swing services and other asset management services.


APPENDIX B:  PHYSICAL AND FINANCIAL TRADING

MARKET CONDITIONS

 The Texas Intrastate market has seen significant changes in ownership among the major intrastate pipelines over the last two to three years.  Sellers have developed an “asset light” strategy and/or have been disappointed in the high cost structure and low earnings growth that these assets have provided.   Buyers have largely been companies that have had a long tradition in pipeline based business platforms.  The result of this transition has been to have a few monopolistic pipeline owners who have largely been resistant to an “open access” philosophy in favor of their own merchant activities.  The Texas Railroad Commission made a weak attempt to even the playing field for shippers three years ago when they implemented the “Code of Conduct”.  The intrastate pipelines have largely ignored the “Code of Conduct” and the Railroad Commission has made no movement towards enforcement since the rules are vague and open to interpretation.

The Texas Intrastate gas market is 10 to 12 Bcf per day.  The electric generation segment has seen 5 to 7 % yearly growth to represent about 30% of the market but the industrial segment still dominates with 60% of the market share.  Industrial and utility customers preferring to purchase bundled term gas services on a Houston Ship Channel index have largely characterized the physical market.  As a result the depth of the daily physical market is not as big as other regions of the country.

At the time of the bankruptcy the Texas desk was gaining momentum from rebuilding our trading business and personnel from the June 2001 sale of HPL. 

COMPETITION
The Intercontinental Exchange has been a force in Texas primarily due to the support of AEP and Aquila who two of the larger players in the state.

CHALLENGES:

The challenge for the Texas desk, which is not unique, is overcoming the emotional fallout of being Enron one day and Netco the next.  The business reasons to trade with Netco are compelling but counterparties will need to overcome being burned by Enron in bankruptcy and then subsequently trading with the same people under a different name.

We are also challenged to encourage regulatory change to “really” level the playing field on the pipeline grid that stimulate larger depth in trading counterparties.   

OPPORTUNITIES:
Before bankruptcy the desk was working with some of the major plants in the state that are natural candidates to become trading hubs and we will rekindle those opportunities to try to provide the market more locations and more liquidity.  We also want to continue the lobbying effort conducted by Enron to the Railroad Commission to unbundled to transportation segment of the market again to reduce the barriers to enter the market and ultimately increasing liquidity and transparency.  
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	Texas Origination Plan for 2002

	 
	2002
	2002
	 
	2002
	2002
	 
	 
	 

	 
	Total Orig Plan
	TX Alloc Plan
	 
	TX Plan 09/01
	TX Plan 09/01 Adj
	 
	Variance Analysis
	Notes:

	Compensation
	 $    5,629,800 
	 $    682,400 
	 
	 $  1,003,004 
	 $           573,145 
	 
	 $           109,255 
	 

	Admin
	 $               -   
	 $             -   
	 
	 $       30,000 
	 $                   -   
	 
	 
	 

	Analyst & Associates
	 $               -   
	 $             -   
	 
	 $     237,600 
	 $                   -   
	 
	 $                    -   
	 

	Benefits & Payroll Taxes
	 $    1,125,960 
	 $    136,480 
	 
	 $     160,129 
	 $             91,502 
	 
	 $             44,978 
	 

	Employee Expense
	 $       203,362 
	 $      24,650 
	 
	 $     118,700 
	 $             67,829 
	 
	 $            (43,179)
	 

	Travel & Entertainment Expense
	 $       181,004 
	 $      21,940 
	 
	 $     680,000 
	 $           388,571 
	 
	 $          (366,632)
	1

	Outside Services
	 $                0 
	 $              0 
	 
	 $       70,000 
	 $             40,000 
	 
	 $            (40,000)
	2

	Supplies Expense
	 $        28,755 
	 $        3,485 
	 
	 $     192,200 
	 $           109,829 
	 
	 $          (106,343)
	3

	Marketing
	 $               -   
	 $             -   
	 
	 $       15,000 
	 $              8,571 
	 
	 $              (8,571)
	 

	Charitable Contributions
	 $          1,623 
	 $          197 
	 
	 incl 
	 $                   -   
	 
	 $                  197 
	 

	Rent
	 $        29,468 
	 $        3,572 
	 
	 incl 
	 $                   -   
	 
	 $               3,572 
	 

	Technology
	 $        30,033 
	 $        3,640 
	 
	 $       80,000 
	 $             45,714 
	 
	 $            (42,074)
	4

	Transportation
	 $                4 
	 $              1 
	 
	 incl 
	 $                   -   
	 
	 $                     1 
	 

	Other Expenses
	 $        37,342 
	 $        4,526 
	 
	 $       20,000 
	 $             11,429 
	 
	 $              (6,902)
	 

	Taxes Other than Income
	 $               (0)
	 $             (0)
	 
	 $             -   
	 $                   -   
	 
	 $                    (0)
	 

	Total Direct Expenses
	 $    7,267,349 
	 $    880,891 
	 
	 $  2,606,633 
	 $        1,336,590 
	 
	 $          (455,700)
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 

	Headcount
	33
	4
	 
	7
	4
	 
	0
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 

	A&A Headcount
	0
	0
	 
	2
	0
	 
	0
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total Headcount
	33
	4
	 
	9
	4
	 
	0
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 

	Notes:
	 
	 
	 
	 
	 
	 
	 
	 

	1
	Seems low as significant customer contact will be required
	 
	 
	 

	2
	NetCo will need to pay for outside engineering services
	 
	 
	 

	3
	NetCo Plan number seems low
	 
	 
	 
	 
	 

	4
	NetCo will require access to pipeline/mapping databases
	 
	 
	 





	Texas Trading for 2002

	 
	2002
	2002
	 
	2002
	2002
	 
	 

	 
	Total Trading Plan
	TX Allocated Plan
	 
	TX Plan 09/01
	TX Plan 09/01 Adj.
	Variance
	Notes:

	Compensation
	 $         5,652,900 
	 $           642,840 
	 
	 $        780,264 
	 $            642,840 
	 $            -   
	 

	Special Pays
	 $                    -   
	 $                   -   
	 
	 
	 
	 $            -   
	 

	Analyst & Associates
	 $                    -   
	 $           178,200 
	 
	 $        392,400 
	 $            178,200 
	 $            -   
	 

	Benefits & Payroll Taxes
	 $         1,130,580 
	 $           164,208 
	 
	 $        135,200 
	 $            164,208 
	 $            -   
	 

	Employee Expense
	 $           203,362 
	 $             30,812 
	 
	 $        105,000 
	 $              35,000 
	 $      (4,188)
	1

	Travel & Entertainment Expense
	 $           181,004 
	 $             27,425 
	 
	 $         55,000 
	 $              35,000 
	 $      (7,575)
	2

	Outside Services
	 $                     0 
	 $                     0 
	 
	 $         55,000 
	 $                5,000 
	 $      (5,000)
	 

	Supplies Expense
	 $             28,755 
	 $              4,357 
	 
	 $         90,600 
	 $              20,000 
	 $     (15,643)
	3

	Marketing
	 $                    -   
	 $                   -   
	 
	 $                -   
	 $                     -   
	 $            -   
	 

	Charitable Contributions
	 $               1,623 
	 $                 246 
	 
	 $                -   
	 $                  246 
	 $            -   
	 

	Rent
	 $             29,468 
	 $              4,465 
	 
	 $                -   
	 $                     -   
	 $       4,465 
	4

	Technology
	 $             30,033 
	 $              4,550 
	 
	 $     2,217,000 
	 $                4,550 
	 $            -   
	5

	Transportation
	 $                     4 
	 $                     1 
	 
	 $                -   
	 $                      1 
	 $            -   
	 

	Other Expenses
	 $             37,342 
	 $              5,658 
	 
	 $           6,000 
	 $                6,000 
	 $         (342)
	 

	Taxes Other than Income
	 $         3,571,656 
	 $                   -   
	 
	 $                -   
	 $                     -   
	 $            -   
	 

	Total Direct Expenses
	 $       10,866,725 
	 $        1,062,762 
	 
	 $     3,836,464 
	 $         1,091,045 
	 $     (28,283)
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Headcount
	33
	3
	 
	6
	3
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	A&A Headcount
	0
	2
	 
	3
	2
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Administration
	 
	 
	 
	1
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Total Headcount
	33
	5
	 
	10
	5
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Note:
	 
	 
	 
	 
	 
	 
	 

	1
	Seems more reasonable based on 9/01 detail
	 
	 
	 

	2
	Seems more reasonable based on 9/01 detail
	 
	 
	 

	3
	 Seems more reasonable based on 9/01 detail 
	 
	 
	 

	4
	Not applicable to me
	 
	 
	 
	 
	 

	5
	 Controllable Infra.and System Dev.not included 
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