ITERAZR A MM ERRSE
(2BE#HE B)

P
™
S
T
e
3
iy

RFGHR - 68 EH LA
HEA B B HEME

e AR
HEAMWE | AR
HEEAR 9240980382924 05F178
WEBHE 924118148

&3
Cof.zo 3760



SEC XY RN FAE TR
HERE LA B RREERY C op2e374o

A$ 28 A4 0OROF

HBR s E E B/ E & A/ B
LEBEHNE ERALR HTH (02)2366-6991

B A B L RSN RR/ B A/ AS T
A TN BRAKR ¥ TE+_KHE S B (02)2366-7026

HEES) D1 A RO2 #5003 RM4FBOS i

HEEAM 92409 A 038 HEHE £ B
£ 924098178

REAR 924115148

S FEYE/ 8

B 4ked

NE#HE (—BEZBF)

Siebel System Inc. /A3 B H A X P MG EECRMY @HBEZ AR » 1T8%
NE G AR T ko T BB - BANELEME R - ERARNG)E LR A
FHROBEETR  BREBERAS 0 BREEH — &M AR 5 (TXU)LE &K & 14 PR
BRI B

SPL WorldGroup Inc. 23] » A AR FERFHA P BNEEZHKCISHEA
Aot FIAMBENMARTE SRS cRAFMBEZAEASL  BALEPHGEHE
CRMZ @ » #ALEPEFHR ~ $EMBZE > ARAXIRF S -

BBATFELNNNFELPEREEAY > NI RIS EE=4E £/ CRM
BASHE2— 8 AR ARG X 5 sbib B vk & B NIE P
THERER RATHEABLRAEE -



BPEREHESE

B &k

& [ EREARY. 3
T R T A e sas e sa e saese s e st e e e ne e s s aenan 3
T B B Bt sess e sessssesesssesesesessesasses 3

Bl TR ........... .5
Ty BB ATER R et ssnsssassssesssssssssssssssssssssssssassans 5
=~ Siebel Syetems Inc. 22 3] B /M eeeeecenecnreereiereneeneennessenesenssessnenns 5
=~ SPL World Group Inc. 2 8] ff 11 ceeereerrrereresnerssessenrsssnssssssesssaeses 6
79~ Primen Systems Inc. 2 8] f flueeeveveinnrnsenennensensenssssssesessssessensens 6

22+ Siebel Systems INC. ZBEEEZ T/ ooeeeeeeeeeeessessessnne 7
— v BB R B REIITIEIL ccorrreerrresensensensesenssssssssssssssssesssssesssssasasess 7
e L[ USSR 9
I BB Rttt ssasassssssnsassssssasasssessenss 10
g ~  CustomerPoint—Siebel EXCelergy .......coievniinrnvrosssissnccssarosanse 14
Fv B ED B~ TXU cooeerrecrmnneeneessssssssessssssssssssmsssssssssssssons 16

£Z~  SPL WerldGroup Inc. 2= ZEE 178577 18
= BT icecenesessessesess e nsassassssesssssasaseasens 18
Ton CorDaptixX S ZEHE cveeeeeeverercrecesesseesnessessesssesssssssssssesssssenee 20
=~ Deployment of Integrated Technologies .........ccccoceeevruererreeecrerene 23
B9~ CoDAPHX HHEME I FZ R, covvoeeeeennssnseseasssssassesnssesmssesssssssmsssee 25

L% ADFELEEZE ovvrerreenreinisceesesesee s s s sss s sss s sssensasssa s s s s s e e R b s bbb e s st bt 26
= RFEDDAHUEPBEREZA B cvrrrrrnrrcnncsecasesenns 26
= DRFEBEEILC RM iiceeeeeereeneeseeesceennesssesseseesesenns 27
Z v BAETAEF K FBAE T I FT cerrreeenercrresesessensensssssessassssssens 28



=

3

~

—

I

HESME&GME Y
s RuAH
Siebel Systems Inc.
SPL World Group Inc.

Primen Systems Inc.

 KasiEy

N RRRBIE S BEHKE BB ERTELET » BTFLR
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Siebel Systems /- 3] 5545 & 23K CRM k&4 4 /& 7 48 343 » AR 3L
#1993 448 283% 42 £ B sudH San Mateo » B T #21% 5000 Ao 23K
B 1995 FH4EEFHHEAFEUNEL
Bk MHERAEE > BATFFAMBRELNASRRERES
FofEE AL HCRMARCHREELKREATEEMEAM - IBM -
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BFRXAES > BHARAEZE 4 ERAEFRE 25% 2002 g3t F
BEHEBUANZE AL MBLAZT P FEDH I0U4%) ~ TEEA
(14.2%) LA BRI (B35%) AE IR 7T 355 ©
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BN HEITEEMBE —FPREERE - CENIARBRES FF
B EIERA P BMNA LTS E K ERA AR EMHN - R
BHRBE WML E¥BEAFHRRBETHBRATE UL EEEAR-

Siehel # &£ K E A %Ak » FEM R EES T X > MAKRRAR
# X (Pre-build) ~ ¥ ERF - HAMHHAHKE SR R(THE)
4& industry-leading 2 A5- A fR 8 £ > @ FH AT - L FHTLU
A N (Universal Application Network)Ze4#: t » UA N & & Siebel 2
A H AR ARMEY "CEESTRERM RAREEX
ERBMES S RADRR S B AEHIZ AT LIE -

# % 3% Siebel & UAN » ¥4 5 9B H & Tk A XML R AR
# 4 WEB RF% 5 4242 Pre-build 24 & A #k 2 R 4# A # 4o Oracle
Peoplesoft ~ SAP & Portal % /> 3] 49 & # $k 3% 2% 3% 4w EDI ~ RosettaNet
% 3) ¢4 B2B AZ % 42 485 B AT Industry-leading %5 4-47) AR % 3147 49 UAN
& &1 BEA ~ IBM ~ Microsoft ~ SeeBeyond ~ Tibco ~ Vitria & webMethods
E NEIE X
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UAN for Utilities and Energy Industry

SiEBEL. Integration Server Billing & CIS
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Siebel 2845 — 4B AG NAFEL FHZCESYEEAL

A EEFE WU RBRHARBELE Y@ MARRBFELE N - RAFIK
EEHEE -BLBEE Qo - RETHYARE. 5, FF L

DEBFH  RBEEEFRRTED B o -8
NERE—BFELSLENAFTEUELZEESRBE(AFTH) -

Siebel Applications Software Suite

20 industry-specific solutions

'Market-leadlng CRM appllcatlons

-the-box analytlcs

yee relationship
agement (ERM) applications

tandards-based suite of
P business |ntegratlon applicaftions

) B A 4> ¥ 15 4 B AR EF A A T P 3Ry
- ¥ T &P I 8y F%(Streamline Customer Care)
124k 69 I 338,35 #6 T (Optimize Field Operations)
- 1R R E P 45 E M4 (Better Manage Customer Sale Relationship)
- AR R P i % 3 E (Ensure Customer Royalty)

- 4764 B 4¥ 2 3% 35 (Leverage Partner Ecosystem) -
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44 “% T & A B 6y F 54 (Streamline Customer Care)” #2752
» $% A B — 343 IR 7% (Simple Contact Services) » &

RAEH KR EENIRESE - ALERA A& KR BH
T oaE . E)

BE#it » EEILRH R BRI AL B EE
TRAXAOBRHERENFE - -AESLE)
- CSR 2% & 5 #7

LA B RMECIS » B3 A Bk

HEM S BZRARD 0 TFH -

Contact Service Resolution Process Lowers Costs and

omer Satisfaction

Service Resolution Process

with Siebel Solution Set

Total Customers - Total Customers

Calls per Year ! Calls per Year

T

Avg Cali Length Avg Call Length

Call Abandonment Call Abandonment

CSR Hourly Cost CSR Hourly Cost

Total Cost $10,500,000 Total Cost

Net Benefit: $2,000,000 annual cost reduction

44 “sx 41t ey T 37,35 56 T (Optimize Field Operations)” ## &

10
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CEIME S RBEMPHERBETIE(RE g 5E - ERETER
BRTETEREAHE)

- RHEE AT SR

BEA AR ZRAR Y ko T HE

Mabile Service Delivery Process
with Siebel Solution Set

Field Service Agent Field Service Agent

$/Hour Salary ; $/Hour Salary

Avg. Jobs / Day ... Avg.Jobs / Day

~ Undue Travel (parts,
1 rescheduling)

Undue Travel (parts,
rescheduling)

Unproductive Time
.. (assignments,dispatches)

Unproductive Time
{assignments,dispatches)

Annual Work Days

Annual Work Days

!; Net Benefit: $500,000 reduction in non-productive time

414t “1E R 89K F 45 & 1% (Better Manage Customer Sale
Relationship)” A2/ 2 38 » 645 :
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WIB-R A2 46 A B1(B2B)
- B P EBIT B RF
- BASEBRS R & -

BEA ~ RZRARD R0 T H

Streamlmed Programs & Services Process Lowers Costs

Service Resolution Process
with Siebel Solution Set

C&I Customers
{over$25K annual rev.)

C3&l Customers
{over$25K annual rev.)

New Contracts/Year : : New Contracts/Year
5% of cust.) R i ' {25% of cust.)

Hourly Cost for Sales s Hourly Cost for Sales

s

. & Analyst (working on an
avg of 3 contiacts
concurrently)

& Analyst (working on an
avyg of 3 contracts
concurrently)

Avg. Days to Contract

Total Cost $5,200,000 Total Cost $3,600,000

Net Benefit: $1.6M annual reduction in contract costs

i | Avg. Days to Contract

BN

44 “sE4% % P 64 % 3% (Ensure Customer Royalty)” # ik 2 38 >

0

B SREEP AHNE
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- B ROI 3| % 35 % R 4 52
534 P TR RS 52
2B RRRES RN REP
WL sis B OE

BHERA ~ RZARARD 4o T H

Segment-Driven Marketing Process Lowers Tumover and Costs

Marketing Process

with Siebel Solution Set

'ypical Marketing Prote;

. C&I Customers
{over$25K annual rev.)

CZ&Il Customers
{over$25K annual rev.)

Avg, Annual Rev
per Customer

Avg, Annual Rev
per Customer

Account Tumover + Account Tumover

Net Benefit: $16M revenue retention

411 476 4E B 1 2 3% 35 (Leverage Partner Ecosystem)” A2 2
SRR ¢

SN~ BRFS B AT B

C AT R A A e IR B R GT 4

}

- AR BEMH SR R KB
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Partner Network dptirnization Process Increases Efficiency and
Outsourcing Opportunities

Mobile Service Delivery Process
' with Siebel Solution Set

Field Service Agent . Field Service Agent

$/Hour Salary $/Hour Salary
Avg. Jobs / Day ~ Avg. Jobs / Day

‘ Unproductive Field
; Costs per Agent

Unproductive Field
Costs per Agent

Unproductive Office
Costs

Unproductive Office
| Costs

Annual Work Days ~ Annual Work Days

Net Benefit: $500,000 reduction in non-productive time

g ~ CustomerPoint—Siebel Excelergy
S BEHERERIRTH > Fr@mERe—F 8 % “E -
S¥EMES  BREHORE S MiBFHE N ¥ESL RS
gyiest > B R FAE L CISH R wA & 488 5 dom M £ % 4 CISH
PaNERE L 0 LR B EHEFA
AR 0 Siebel 2 3) B 45 #71H4X & & -- Excelergy(CustomerPoint) °
B EAKCIS » HBFESBRRRTIHE K » HFioik -

14



S )57 % JR % 3 (Customer Relationship Management)

- B PO N/PEF % 22 (Customer Revenue/Bill Management) % — &
Zoife o AN EHRAE S BHE (end-to-end) 9B K > $ILE
Eo A ERM AR FELAERRREBEFEN T BZES

A E B4 > T B & Siebel 3) SLSPL . 5) A SAP 2 3) t4 6-4F

Siebel Energy Integration with SPL and SAP
oy ‘ SIEBEL

Siebel Energy is Pre-Built for Integration with packaged billing systems:

- Views
- Workfiows
- Integration

Siebel Energy — SPL Siebel Energy

References:

“ Electricité ‘ ’
-« TXU de France = Centrica 'c“en,g:{fg.;@*@
- EDF -~ = Gas Natural
" Hoy ™
. IIP?.IEI XU e0n gasNatura! Ll
* PGGE ' S .« RWE
Integration Solution: - Integration Solution:
« Validated Connector + = UAN
= UAN * Expedience
- Partner Solutions = Utility Edge

= Other Partner Solutions

Siebel Energy integrates easily with legacy CIS/BiIlihg systems.



A~ RHWEESEHFH-TXU

B} £ 4B /i\ﬁ{,é“‘ & Siebel 2 3] B A CRM » E# LS8 R L
¥EBI0 S o LB A TXUZNERE N 2 HH] ) RERLELSS
RERE - TXU 3] & B FFd@mEs 2 BBk

Company Back.g round a ‘Busmeés Challenges

=TXU supplies energy to 11 million =Retain/acquire customer base
customers in Australia, Europe and =Must separate systems and
the US customers from the regulated
=3$42B in assets side of the business
=$28B in revenues =Compete effectively in gas and
-$655M net income electric retail in full competition
= 18,300 employees =Change from meter-oriented

business to customer-oriented
business

Siebel 3} BB RIEE Z 4 (0 T E)

Siebel Solution

Employee

Employee -~ Phase 1

; * Large C&i
* Lengathy quote-to-order process — Accounts +« Iimproved quote-to-order
appisvals and pricing bottlenecks - Siebel Energy efficiency for Account
« Unable to effectively cross-sell Sales

Managers

d up-sell i int
D e aey ices into - Agents have improved problem

= Integration

customer hase with .

- Lack of visibility into customer LODESTAR resolution and value-based
transactions: product selections, Pricing customer service - able to up-
seivice requests and sales Expert sell and cross-sell effectively

interactions in “silos™

Connected
and remote
users
= Phase 2
- Mass Market
Accounts
- Siebel Energy
Call Center
« Integration
with SPL
Cordaptix

« Agents are able track customer
switching between retailers

Customer ~Customer

-~ Customers are offered the
right product at the right time

+ Able to conduct business
seamlessly across channels

< Enhanced customer
experience due to call center
agents with 360-degree view
of customer interaction

« Frustrating to deal with
call center agents
because agents do not
have immediate access
to customer information

« Inability to conduct
business seamlessly
across channels

N |
—
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Business Res

Business Results Implementation Results

=improved lead conversion rate by =improved efficiency:

25% =Single source of readily
=Reduced pricing request accessible customer data from
‘turnaround time by 25% multiple data points

‘= Met mandated regulatory =Complete and accurate data
communication standards =Streamlined and automated
workflow

=Reduced risk:
=Utilization of best of breed
applications and exploit
alliances to bring focus, best
thinking and expertise

[+

A ERAE F 0 o T BT

Sucgcess Factors

Executive “Integrating CRMacross these two marketplaces will give us
. one consolidated view of the customer and help us meet
Sponsorship their needs more effectively.”
- David Walker, Operations Manager, TXU Australia

Align the-corporate strategy with the customer experience
throughout the lifecycle

Strategy Compliance with deregulation requirements
Shift from monopolistic to customer centric orientation
Enhanced customer service while lowering cost to serve

Delivered integrated applications framework to provide
comprehensive view: back office integration to billing
e system, external market participants, and real time credit
Implementation check
3 . CGE&Y helped TXU define business processes and
determine project scope, developed knowledge transfer
training modules for the application support team and
client development team

17



2+ SPL WorldGroup Inc. £ £ & &1
—~ ESLHBESH

SPL /3 7 1992~1994 %% Minnesota & /1 X S A A P BM 4 %
(Customer Information System) » f£ 1996~1998 #F| AR A X £ 7 & &
R & #FE B2 Client-Server 224 649 CIS+ > #] 1999~2001 R 45 #18-4X,
z CIS fE R & & —CorDaptix > 3% & s R 2R TIHER L A E
A E S o B A SHAEA DK AN LEH 0 FASER EAHA
AKMAE R % E o ©

7
Z

tnnovate-Adapt-Excei” l

G1 -EM;aipframe

Client/Serve

Deployment :
m CorDaptix
[Concéptua;: ‘ @'Deployment>

T

1992 1994 1996 1998 2000 2002 U2004 <> 1
We are Here

18



CorDaptix # &b — 4F M ¢
AR SR ERRNONEFEETHEAS

CEFHERARTHZER

B2 B K AR T AR
CPAITREHZ T ABRESTIAESR
— Conversion Toolkit — Web Self Service
—XAI(XML #£4%) —Reports
— Configuration Lab — Scripting
— Archiving

R 4 B o Z AR

- B ERE Ak

- i XML AR E R 5 ¥4

- BAAALMRBEAERS  HNBBEARRE

- RELRET - FHERYE UM REBREREER

19



CorDaptix A & 224

innovate-Adapt

Web Browser

Weblogic J

Tuxedo

Microfocus Cobol

DB2 or ORACLE {

BT R A
Bpef g 32 — 24t 2 R CSRAME#E B 3
BT AN — PR RFHRM 24 X 7 X 365 /B89 BRFS
PERM— )~ RAALARE A
THR— B SRS
MAE — IR B B AR 2T F REH R E
— %R IE KRR B A
Bl AME — 45 B A2 & ¢ IDE # & ~ Weblogic ~ Tuxedo ~ Oracle $1 DB2
~REFELIARMLZG B LB E S

20



FEREEARIT A WA B W M

S

te -Adapt-Excel”

B—AB(L L) BAAE AR AE R E ERAT 0 RARBKRKFETHE
o g MH ¥ B

% —#8(4 L) & CorDaptix B A RME T HE B AREGHE L
#$AT > BEEER MVS £4 -

¥ =#6(£F): ¥ F MR B4k Web Application Server Business
Application Server 4% AL F E 69 85 L 34T ER R EXEE S B
REMESEAKESTHRBE D AREEENHEE

FOEET) BHELSJNRLEREGHKRSE LIT R2EHEEX
THERARSGRETE (2T ERLSBRUFHR A BT -FHFA -
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T Bl 14 PG&E /&)1 Bl CorDaptix » B3¢ & & & & 4.3t
&,

Innovate-Adapt-Excel™ I

» Hardware:
— Database Server: IBM z900-2064
— Application Server: Sun E10K — 2 domains each with 8 CPU
— Batch App Server: Sun E10K - 32 CPU
— Web Servers: 8 Sun E420's

* Workload:
-~ 7 Million Accounts
— 10 Million Meters
-- Monthly billing with very complicated rates (even for residential)
— Over 4000 users, typically 1200 concurrent
— 3 main call centers using CorDaptix
— 80 walk-in payment centers with online access for cashiering

PG&E S

%P FAHEI  CorDaptix #ft

o ME—ZFPHEHAETIRALR —REK

o TTHEHLEF & FEHIAL

o UEFABNRMENYM&LLESF—IRP

o MRPAZPEIERRAT » TR S HRT

o FPBRRELILEHM

o TR MR E 3

o A K (Plug—ins)zh & © A Base Deposit Plug-in & Custom
Plug-in W #& -

22



Deployment of Integrated Technologies
CorDaptix 4% F B £ EH(CRM Z A FH B A HHEKB P

A THRGE ORI RE T
& XML BpaFRIZ - £ %
AHEEP o A

&k o 2k 8 WAP phone &
KBRAPEHEKREREHR.. . F) 8B
CoDaptix #/EMEMEEH > BEHMNES

AT C

7
SIPL

Innovate.Adapt-Excel

)W‘eb B as;d
Applications +«—
E WAP Phone
| —

Field Devices

Meters

CorDaptix #t R E MM EREEME M B et BEMEHR

ETH o THERBFEE S Tk

SN EH TN REWBUEE

EEMR  ER8LE - THREBRTERETHRINERE T AL

%)> %% CoDaptix W& BEARZXEMN AR/ REETHETH  BEY
EMEEL  c BRRIERLLT

A 3
23
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Innovate-Adapt.Excel™

Agency

. Referrals
[\

Coupled Integration

Financial

. ¥
Transactons . . Request Download
Credit8  Meter i Batch Work Completion

Collections Hanagement
Field

Paynmients

Meter
Reading

Mets

Reading Extract

Meter

! rgents Reading Upload
Outside Agents terval Data"g -
Management Devices

Bilable Charges From
Other Agencies External Pricing
Factors and Indexes

1
L

DN

24



g~  CoDaptix 4B A £ X
BREERIENAFE LT  CoDaptix AT 7 st -
F BPHME
HHMBMAREENRITEMN  EMEP Y ERER K 44
CEMREPHMZGEN  HEBHEIRNE BB I TR - BAHHR
#F IRFS o
PSS E
BEMIEAERIFLEFE R BRI EFTR 2k T
teimiz s THEABEE  LHEX -
- EREE
FEBARREREH TR EMTLALSBARERLH T
RERFRAL S THEHE -
- BREK
FEMENELEBERAGTERA > RBEERENE -
CAEEAR
BHE P AT BB AERSE > REREWHRAET P HEA
RoFEBRBHYKLERRE -

ERE P AR A BEREBENE XA BARREFHHIK -
- REP- L&
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KN 3 % B E % 32 (Customer Relationship Management) £ £ 7 &
HRMEPEROBESY T EEANRE - oA KR > &M
BEEZRBEEPBEIEENELERS -~ THEH  HEEY  HES
Ko sb kAL £ B 235 Siebel Systems Inc. ~ SPL WorldGroup Inc. Primen
Systems Inc. ML NG  AEBEANZFLECHEZIERAE S |
REMEY B ALK - Bdib s REICREAKEMHEA B QHAMAH
H-MRENFELLB K2 EmE  THFEERE  H
5 BT EHOE - A ESBEE (structurereform) ~ R AL - 8
1o % & HIAR 426 (deregulation) & A4 7 4B #6693 RABS: - BB
E TG LG RACK B HIbey A hofTE A AL AL A 5 B
BB RBBIRFN > A NAN - SMERFENE  RALRETESK
BIEREERA  HERBIGENENEARZZPABHE  RAR
SR ABEHHAA  KAMBLERFNGES BRETEEHE L ik
T
— RPEIQNHNEBPEREEZLZHK

BEPEREERERE  ANEPAMOFREMB CRM: &
CARARAFTERY » LR A TER S MAMSEGFLE > BRAE—
MR CRBBHFSHAR P LHNBRE  REHLKEREHAFL Y
B AP MABNHERMA  FEXRMBFTANE &
BEHARGELR BHL > BROLETROESIRE - RHUE
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PEBCHEBMRREAYE FNBIZASKNBAERERMN &K
REMRIIEAME IO RS - A EREEEHLRAREILATZR
Mo REBEZPRBE T M FRAEH  @RATEMNL B3R
SREBNEPZEB LG M AR ERGEHRT P GER L5 >

B> @i BT AERESCRAEHABERENA S RAZSHFN
REFHERE  HENINGKEEETHER -

=~ 22AHFBERCRM
FhEP MGEEE  FROIHRALBAEA LG RERER
BBMBT RBEITH MNFARAXIREHI/E  NXABRE
T - R BB MLES > BMEES LA BB - B S48
HABEREIESEM LR TARAY AN EIHAUNELE
BEHR > SERAEP MAGEEe AR -
EPHGEEEANFFBOEORBEER AR DHRE > ML
MAEHA - B BRAREAHCAEFLRRLEA TNART
B MATEENRALLAE  BAASEESL FESHRE GBI
B i TMARBRE DAZEANRAL AR EFEMZERT
AN BN > BRENRPIEEMOEFARAERREAL KT 8
Thoilh o BARFA|E R AWM A -
ANFREELBARYELR S ENTAK BRI E B
b B ETHESHRBHREN LH  HCRM A RMABERBE
EHNANHEHEA- LR B EM T EMA ¥ CRM £% > A% 4
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=~ i F K > BT RIFT

AN BHHMA—TSERE  APEMERK EBMAE
B URERME - BA LGB EHES - FHEEERRHAE
CRM 483579 & IF % & & #ofer o B ok 0 EA=ArEI4E £ oF e U0 ) 4L

Sl BB EEEZ—  fli PRERGEEL—BRRR S BAFPH
TRATEHEZ BELZLPHRAABSHZRE  HREHHEHA
HAE B EKEY) M EHLERARRE K (8 ERPEBD
) FREAKK (BT EPH) W FEMNHSIHELS
A5 BER o

E4AGEHERBERFRLTRGYERE  AFHLAA TRMBAAA
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