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HEAD:

The possibilities beyond the power.
LOGO:

PowerTrust.com

(INSIDE COVER)

QUOTE:

“The future belongs to people who see possibilities before they become obvious.”

- Ted Levitt, 

Professor Emeritus, Harvard Business School; former editor of the Harvard Business Review 

HEAD:

Powering the future.

LOGO:

PowerTrust.com

INTRO COPY:

Meet the energy company of the future. PowerTrust.com is a dynamic enterprise that is revolutionizing the way energy is delivered with cutting-edge Internet technology. Now, consumers can buy any energy product directly from us at significant savings. With our fresh mix of low prices and convenience, we’re transforming energy services in the brave new world of e-commerce.

Over the past few years, we’ve put all our energy into creating a unique business model. Thanks to deregulation, we’ve been able to offer consumers a real choice on who supplies their electricity, natural gas, propane and oil. Yet, PowerTrust.com is more than just the total energy supplier.

We have evolved into a dynamic e-business that will, ultimately, provide consumers with just about any home-related service imaginable. Every day, we’re crafting new ways for people to save money on services “beyond the meter.” From long-distance phone service and satellite TV…to home security and wireless. All from just one company. The future is now—and it’s a bright one, indeed.

Welcome.

(CEO SIGNATURE)

SUBHEAD:

Our Mission:

COPY:

To empower consumers with more choices, lower prices and convenience through cutting-edge technology, so that in the end we may simplify their lives.
SUBHEAD:

Deregulation: one powerful opportunity.

COPY:

The monopoly that power companies had over their respective geographies is quickly ending. Deregulation will continue to open up new markets and lead us toward market-based prices. As old power companies battle new energy suppliers for customers, the result will be lower prices.

A strong analogy is the deregulation of the Telecommunications industry in the 1980s. Local service was separated from long-distance. Then, new Telcos surfaced, buying long-distance capacity from the phone companies in wholesale blocks—and reselling to individuals at a discount. The result: consumers enjoyed lower prices and an array of new services. Likewise, Telcos enjoyed tremendous profits.

QUOTE:

“The Internet is going to transform the U.S. electricity industry.”

- Peter McCullagh, lead partner for energy e-business 

PriceWaterhouseCoopers

SUBHEAD:

The energy market is 3 times the size of books, toys, CDs and pets combined.

COPY:

Today, an historic opportunity exists for a progressive company such as PowerTrust.com. As the supply and the actual delivery of energy are separated, we step in and electronically buy big blocks of energy at wholesale, through our partnerships with Perry Energy Services and Southeastern States Energy. In turn, we quickly resell that energy to consumers over the Internet, passing along great discounts.

Ironically, analysts are now predicting what we foresaw all along—that energy would become one of the biggest sectors in the booming e-commerce marketplace, alongside banking and financial services. So far, the numbers are quite telling. In year 2000, $70 billion worth of natural gas and electricity was traded electronically in the U.S. 

Yet, in the coming years, electronic commodity trading will explode, forever changing the industry. “It helps that energy is the perfect thing to buy online—because you don’t have to touch or see it,” says Karl Jesser, a Yankee Group analyst.

QUOTE:

“Internet-based natural gas and electricity trading will approach $450 billion by 2005.”

- The Yankee Group, an independent energy research group

SUBHEAD:

Customers plug into savings. 

COPY:

All the while, more consumers are using the Internet to save money on all kinds of goods—including energy and related home services. In 2000, 13% of all households with Internet access in deregulated states bought their power online. By 2005, an estimated 28% of online households will trim their energy bills online.

So, old business models are being abandoned. While brave new pioneers of the Internet-age like Powertrust.com are taking advantage of this historic opportunity. Our aggressive marketing efforts since the summer of 1999 have perfectly positioned us to capitalize on this boom. In fact, we’ve been adding customers by the thousands since then through aggressive direct marketing, the Internet and mass media.

SUBHEAD:

Offering new services ‘beyond the meter.’

COPY:

We’ve had a powerful strategy to win more customers: simplify their lives by offering goods and services beyond energy. This has allowed us to reach more consumers with diverse needs and interests. Analyst Peter McCullagh of PriceWaterhouseCoopers stressed this is the key to winning. “I don’t think energy is enough,” he said. “People are going toward one-stop-shop…the right bundling combination of convenience and price.”

Well, PowerTrust.com has been continually adding more services all along—to become the one-stop-shop. We offer great discounts on satellite TV from DISH™ network, wireless communications from ValuPage® and SimplyWireless.com, plus low-price Internet-ready computers. Even discounted long-distance service and low-rate VISA® credit cards. Finally, PowerTrust.com is the only major energy marketer to offer free Internet service and e-mail.

All told, our vision for the future is quite clear: by 2005, we will be supplying homeowners with any home service you can imagine. All on one convenient bill.  So instead of writing a dozen checks each month, consumers make one easy payment—electronically if they like.

QUOTE:

“The advantage here is convenience.”

- Rick Rumbarger, CEO PowerTrust.com

CAPTION:

A growing line-up of partners.

(INCLUDE A FEW SMALL LOGOS OF A FEW PARTNERS??)

CAPTION:

We’ve partnered with top U.S. service companies to give consumers a better value.

SUBHEAD:

Guaranteed revenue streams.

COPY:

Every new customer of PowerTrust.com is required to sign a one- or two-year term contract. So with each new customer we add, we ensure our enterprise with another new revenue stream that will last well into the future. This will have a tremendous impact on our ongoing ability to stay profitable.

What’s more, a guaranteed customer base provides us with an ongoing channel for new sales. As we add new services tomorrow, we have a loyal audience waiting in place, today.

For instance, if one customer is already buying electricity from us, we can up-sell them with natural gas. Not to mention home security. Home appliance warranties. Or home computers. As you can see, the possibilities beyond the power are endless.

QUOTE:

“We are very proud of partnership with PowerTrust.com to help their customers get free premium Internet access and e-mail.” 

- Donnie Gross, MillionEyes.com Chair & CEO

SUBHEAD:

New partners tap into our customers.

COPY:

As we continue to grow, PowerTrust.com will continue to add new and innovative partners. And these companies will have direct access to our existing customer base. So instead of blindly trying to find new audiences, new partners will have a captive audience—with guaranteed face time.

As a result, a partner’s message will get more serious consideration for purchase. Best of all, this new sales avenue will only get bigger—because we will be adding new customers all across the country, as more and more states deregulate. So, it only makes smart sense for national players to move into the future by partnering with PowerTrust.com.

QUOTE:

“We’re excited to be part of PowerTrust.com product line-up. With our national offerings and extensive experience, SimplyWireless.com is now uniquely positioned…”

- Steven Qureshi , President, SimplyWireless.com

SUBHEAD:

Tomorrow’s technology. Today.

COPY:

The growth in e-commerce ensures a very bright future for PowerTrust.com. We have best-of-breed technology in place. Unlike traditional utilities, our transaction costs have been sharply cut by the Internet—especially in the areas of customer service, most of which is now automated.

Likewise, our Web site is designed with the customer in mind, offering the latest in electronic bill presentment and payment. Our customers can see their bill in seconds, including details on each of their services. They can even ask questions through our live interactive customer service feature, “Dr. Bean.”  With one click, a live interface window appears on the customer’s browser, offering live one-on-one assistance.

Most importantly, our platform is scalable—so we can grow our business right alongside the rapid expansion of deregulation. Currently, we serve Georgia, Maryland, Virginia and D.C. But as deregulation continues to sweep across the U.S., so will PowerTrust.com. We are currently expanding into the Midwest, the Northeast and New England states to capitalize on this growth market.

QUOTE:

“Our cutting-edge technology helps customers as quickly and efficiently as possible.”

- Rick Rumbarger, CEO, PowerTrust.com

CAPTION:

The PowerTrust.com advantage:

SUMMARY BULLETS:

• Cutting-edge technology

• Guaranteed revenue streams

• A vast growth market

• Scalable business model

• National Partnerships

• Veteran management team

(SIDEBAR ON MANAGEMENT)

SUBHEAD:

An energetic management team.

INSET VISUALS:

FEATURE SEVERAL MANAGEMENT VPs, WITH THEIR NAME & TITLE.

CAPTION:

The management team at PowerTrust.com has a combined 55 years of industry experience. 

(NOTE: PLEASE DOUBLE CHECK YEARS)

SUBHEAD:

Key executives elected to NEMA board.

COPY:

Two members of our management team were elected to the executive committee of NEMA, the National Energy Marketers Association: CEO Rick Rumbarger and Director Industry Relations Manager, Sean Collins. 

NEMA’s President, Craig Goodman stated, “we are very excited to welcome PowerTrust.com to the executive committee and policy development team. There are few companies that offer such a broad array of energy and related services.” 

CONCLUSION SUBHEAD:

Take a quantum leap into the future.

CONCLUSION COPY:

The right elements are in firmly in place: cutting-edge technology, a seasoned management team and a growing list of national partners. All of which puts PowerTrust.com in a perfect position to capture a significant share of the flourishing home services market.

So, make a smart investment for your future and become a part of this tremendous growth. To join up with PowerTrust.com today, just call our CEO Rick Rumbarger at (000-000-0000). And discover for yourself, “the possibilities beyond the power.”

(BACK PANEL)

QUOTE:

“You say you want a revolution


Well you know


We all want to change the world.”

-The Beatles, Revolution

LOGO:

PowerTrust.com

The possibilities beyond the power

powertrust.com

1-800-315-903
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