· Trading, supply planning and logistics

· Why? – physical oil trading is very complex

· There are a lot of people involved

· Starts from products side, product forecasting

· This drives refinery planning

· Crude basket is prepared and sold to trader

· Trader goes out into marketplace – shipping included

· “a collaborative hub”

· software 1. decision support tools (from AspTech, which supplies 23 of the top 25 oil companies with software)

· taking tools which are well proven and using them as the basis of the system (transport optimisation, etc.)

· 2. collaborative workflow tools

· 3. private and public commerce – equity crude producer can invite particular customers; PV believes that private will be the one to really take off

· want to get a good representation, so went to some of AT’s clients, as well as some others: trading, shipbroking, inspection

· looking for industry feedback

· go live in June

· formal announcement Sept 14, 2000

· but thoughts were well in advance of this

· first round of funding came from AT, which owns PV 100 per cent

· IBM is a strategic partner; web-hosting, implementation, and integration help

· Integration of our solution with other back office packages

· Not offering online chartering; trying to bring together these three strands (see top of page)

· 3 types of value: lowest end, reduces admin costs, reduces supply chain costs, demurrage fees, shipping costs, and the ability to enter and exit markets effectively

· providing a set of tools to enable users to make decisions quickly

· have signed one of the biggest N. American shipbrokers

· wondered whether they would be hap9py to enter data on message board, but they have responded very well; want to make contact with more traders

· 1st gen exchanges have not been successful b/c they don’t acknowledge the cost structures of the users

· it’s not about bringing buyers and sellers together, it’s about providing work flow tools that allow people to communicate

· NPRA in New Orleans

· Trying to disintermediate brokers, another mistake

· Not building a digital brokerage

· Value – either reducing costs or increasing revenue; if it doesn’t do either, then they’re not interested

· Taking the broker out and replacing the broking fee with a transaction fee is not the way to go 

· We understand the disillusionment and the disappointment, but you can’t ignore the promise of online trading

· Supply chain visibility is the biggest thing

· “we’re not a dot.com. we’re the ‘empire strikes back’

· AT has a lot of expertise in the petroleum industry, has a massive footprint in the petroleum industry

· We’re not just 5 guys, working together in a strip mall

· CERA – well regarded (Cambridge Energy Research Associates)

· The Prize, Odd Anker

