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B.5.a The number of customers and the load currently enrolled in res

DBy Y
phase-in program by Energy Service Provider ]

» Currently, TEP has no residential customers and load enrolled in the
residential phase-in program.

B.5.b The number of customers currently on the waiting list
» Currently, there is no waiting list since we have no residential

customers in direct access; however, approximately 8 3/4% of TEP’s
residential customers are eligible for direct access.

B.5.c A description and examples of all customer education programs and other
information services including the goals of the education program and a
discussion of the effectiveness of the programs

= See attached information

B.5.d An overview of comments and survey results from participating residential
customers.

» There are no surveys to provide this quarter
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CusTtoMER CHOICE

CUSTOMER EDUCATION CAMPAIGN

ON ReTtaIL ELECTRIC COMPETITION

CustoMER EpucaTiON CAMPAIGN
2ND QUARTER

Tucson Electric Power Company continues its efforts to educate customers about retail electric
competition. Communication tools include the following:

m “Shedding Light on Deregulation: Answers to Your Questions about
Electric Competition” brochure is available upon request.

m Customers can request information via the Company’s automated phone
system menu.

a TEP’s Web site provides information about electric competltlon and the
new bill format. A hyperlink to the Arizona Corporation Commission’s
Web site is available for customers to obtain an Electric Service Provider
contact list.

® Provide ESP list to customers (upon request).

u TEP representatives continue public presentations on deregulation to
commercial and residential customers throughout the Company’s service
territory.

m Commercial Account Managers (CAMs) continue to communicate with
large commercial and industrial customers. CAMs are developing
communication materials that include white papers, a Web site for national
franchises and a newsletter for national franchises.

& The Consumer Information Label has been incorporated into the Company’s
print advertising. See attached samples.

m TEP contracts with McMurry Publishing Inc. to produce Business Edge
magazine, which is distributed quarterly to all TEP commercial customers.
An article titled “Competitive Choice - How will electric competition affect
your business” and an advertisement ran in the Summer 2000 issue. See
attached sample.

m The Terms of Service is in draft form and is being reviewed by Company
executives. The Terms of Service will be produced prior to the end of the
third quarter.

m Continuing internal communication efforts to educate employees about retail
electric competition.

July 27, 2000
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Tucson Electric Power Cormnpany

220 W, Sixth Street, PO. Box 711, Tucson, AZ 85702

Customer Service: (520) 623-7711/(800) 328-8853

Telephone Hours: Mon.-Fri. 7 a.m. to 9 p.m. & Sat. 8 a.m. to 5 p.m.
Office Hours: Mon.-Fri. 8 a.m. to 5 p.m.

8/98 - 7.5K.
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Tucson Electric Power Company (TEP)
customers soon will be among the first in the
nation to have the opportunity to choose who
generates their electricity.

On January 1, 1999, you may be able to select
your electricity generation provider much the
same way you now choose long-distance
telephone service. TEP welcomes these changes
because we believe competition and customer
choice will allow us to serve you better.

We know you have many questions. That’s why
TEP is committed to helping you understand
how customer choice will affect you. Even
though all of the details have yet to be worked
out, this brochure is part of our commitment
to keep you informed along the way.

As customer choice nears, you can count on
TEP to provide you with the answers you need
to make an informed decision. We are proud to
serve you today, and we plan to earn your
business in the future.




Frequently Asked Questions

About Deregulation

Why 1s deregulation coming to the electric
utility industry now? Consumers currently
enjoy good electrical service.

The industry is being deregulated — and competition
introduced — in many areas of the U.S. in hopes of re-
ducing prices and increasing services for all consumers.

Who made this decision?

Prompted by a 1992 act of Congress, there’s been a
push toward deregulation for quite a few years. The
Arizona Corporation Commission (ACC), which regu-
lates investor-owned utilities in Arizona, has been work-
ing to implement industry competition for several years.
In December 1996, with input from stakeholders, the
ACC adopted a set of competition rules that were modi-
fied in August 1998. The Arizona State Legislature
passed similar legislation in May 1998 affecting govern-
ment-operated electric utilities like the Salt River
Project in Phoenix.

How will competition work?

The traditional electric utility company combines three
separate activities — generation, transmission and distri-
bution — into a single business. However, in the new
environment, the generation business will be opened up
to competition, providing new opportunities and
choices. Consumers will be able to choose their genera-
tion (or energy) provider, much like they choose a long-
distance telephone service company: AT&T, MCI or
Sprint, for example. TEP will continue to deliver that

Generation. . Tramsmission . Distribution Consumers

After Deregulatlon

G i T jssi Distribution Consumers
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power over its existing power lines to your home and
business, and also will continue to provide customer
services such as outage repairs and billing inquiries.

What new competitors will begin offering

to sell me power?

Other major utilities in Arizona; major regional utili-
ties; independent power producers; and “power market-
ers,”an emerging class of middlemen who do not own
power plants but arrange to purchase energy for you,
are expected to compete in the new marketplace.

When will customer choice begin?

In some states, such as California, customer choice al-
ready has begun. In Arizona, the State legislature and
the ACC have chosen to phase-in competition over a
two-year period beginning January 1, 1999.

Who will be affected?

Three customer classes will be given the opportunity for
choice on January 1, 1999:

P Large industrial customers whose average usage/load
is 1 megawatt (MW) or above, such as mines, refineries,
factories, and resorts. (TEP currently serves about 40
such customers in Pima County.)

P Somewhat smaller commercial customers whose indi-
vidual peak usage totals 40 kilowatts (KW) or greater
who can aggregate with other like entities to reach a
total load of 1 MW. For example, these customers can
include convenience stores, fast-food restaurants and
large retail stores.

»One half of one percent of TEP’ residential custom-
ers (about 1,500 total) can choose to participate. Every
three months, an additional one half of one percent of
residential consumers will have the opportunity to
choose.

By January 1, 2001, customer choice will be available to
all Arizona consumers.

What“choice”do I actually have?
TEP customers can choose to have TEP continue to pro-
vide their power or select another energy provider. If




Q1

Q Q
1999 2000 2001

you select a new energy provider, you also will have the
option of selecting a different company to read your
electric meter and a different company to handle your
billing.

Who stands to gain from competition?

Will only large customers benefit?

It is likely that large customers with greater energy
loads and more negotiating clout will see the most ben-
efits initially.

Will residential consumers benefit

from lower prices?

TEP is working to ensure all customers benefit from
competition. In theory, prices ultimately will be lower
for customers in a competitive market. But how much of
this price relief will benefit residential customers is un-
certain.

How can residential customers take advantage
of this new competition?

Access to the residential phase-in program will be on a
first-come, first-served basis. TEP will maintain a wait-
ing list to manage the residential phase-in program.
Again, all customers will be entitled to competitive elec-
tric services no later than January 1, 2001.

What do I have to do to have a choice?
Assuming you are in one of the customer groups se-
lected for the initial phase-in, you will receive a packet
of materials from TEP in mid-September 1998 explain-
ing“Customer Choice.” This packet will include an“Ex-
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pression of Interest”reply card to return beginning Octo-
ber 1, 1998. If you are interested in choosing a new en-
ergy provider, you should return this card which places
you in the pool for customer choice. At that point, you
will receive additional information about customer
choice.

How will my electric service change?

You should not notice any difference in your electric ser-
vice, regardless of whom you choose to provide your
power supply. Either way, TEP will continue to deliver
the power over its existing lines to your home or business
and will continue to provide existing services such as out-
age repairs.

Will I still receive reliable electric service?

TEP is proud to operate one of the most reliable electric
systems in the world. So long as all parties, including new
energy providers, are held to the same standard of opera-
tional reliability, consumers should enjoy the same level
of reliable service they have come to expect from TEP.

Who do I call if the lights go out?

Your current electric company. In this case, TEP will re-
main the local regulated distribution company and will
continue to service the poles and wires that bring electric-
ity to your home or business.

What if I’m happy using TEP as my energy
provider?

TEP will continue as the energy service provider for cus-
tomers who do not select another provider. No one will
be forced to switch providers. Even if you don’t switch,
you will benefit from competition as it pressures all pro-
viders to keep prices as low as possible.

Will customer choice change what my electric
bill looks like?

Yes. Your monthly electric bill will be itemized to include
separate charges for the energy supplied by your genera-
tion company and delivery of that power by TEP, In fact,
if you choose a new energy service provider, you can se-
lect to receive two separate bills.




Will competition mean new kinds of products
and services?

Yes. Customer choice will lead to the development and
application of many new products and services resulting
from advanced technologies.

What are some of the products and services [
can expect from competition?

TEP has always been interested in providing innovative
products and services that will help you save money and
make your life simpler. Some include:

P Time-of-use pricing options;

P 24-hour ATM-like PayStations;

P New, more informative bills;

P Incentive to use renewable energy;

P A 24-hour voice response system;

»Home Energy Audits; and

» Energy-efficient home construction programs.

In years to come, consumers can expect to see:

P More choices in price, billing and payment options;
P “Smart”appliances that operate when electric prices
are low;

P “Green”power produced by renewable energy sources;
P Appliance warranty programs;

P Interactive communications with your utility to no-
tify you of significant changes in your power use or to
read your meter; and

P Combined services from telephone, cable TV and en-
ergy management companies at a combined price.

Why would TEP want competition in its own
backyard?

TEP favors customer choice because we believe competi-
tion ultimately will provide lower prices to customers,
while increasing operational efficiencies for TEP. Con-
sumers also will have ultimate control over where and
how you spend your energy dollars.

TEP currently provides a number of
environmental and social programs, such as
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low-income energy assistance and life-line
programs. Will competition lead to the
elimination of these programs?

No. The ACC has indicated that current low-income and
energy-efficiency programs will continue at least
through the initial phase of competition. Costs for
these programs will be borne by all customers through a
System Benefits charge.

How are consumers’ rights protected? Who
will handle any complaints I have?

The Arizona Corporation Commission is working on
“The Arizona Electrical Consumer Bill of Rights” to
ensure Arizona consumers will be protected from scams
and other unfair business practices. To file a complaint,
you can call the ACCs local office at 628-6560.

Where can I turn for more information about
customer choice and competition?

TEP will continue to keep customers informed through
educational brochures like this, radio and TV spots, bill
inserts and at our web site: www.tucsonelectric.com. In
addition, TEP representatives are available to speak
about competition and customer choice. If you belong
to a business or community organization within TEP’s
service territory and would be interested in a presenta-
tion, please contact us at (520) 884-3984.

Is there any other place I can turn to for
unbiased information?

Yes. You can call the Arizona Corporation Commission
at 1-800-222-7000, or you can visit the ACC’s web site:
www.cc.state.az.us.




Terms to Know

Generation This is the process of making electricity at
a power plant, This is the part of the industry that will
be opened up to competition.

Energy Provider The company that will generate or
provide electricity. Also can be referred to as generation/
electricity supplier, independent power producer, power
marketer, or aggregator.

Transmission This is the process of delivering electricity
from a power plant over high voltage power lines to
local distribution lines within a community. Transmis-
sion will remain regulated by the Arizona Corporation
Commission.

Distribution This is the process of delivering electricity
through lower voltage lines to your home and business.
Distribution also will remain regulated by the ACC.

Investor-Owned Utilities Utilities that are privately
owned, tax-paying businesses financed by the sale of
securities and stock to the general public. Investor-
owned utilities in Arizona, including TEP, are regulated
by the ACC.

Government-Operated Utilities These utilities include
federal power agencies, state projects, public power dis-
tricts and municipally-owned systems, all of which are

financed through tax-exempt bonds. The ACC does not

regulate these entities.

Residential Customers Consumers living in homes and
apartments. This is the largest customer category.

Commercial Customers Businesses such as restaurants,
stores, hotels, office buildings, hospitals, warehouses,
etc. This is the second largest customer category.
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Industrial Customers Although they account for less
than one percent of total customers, they buy about
one-third of all electricity sold. Industrial customers
include mines, refineries, factories, and other large in-
dustrial plants.

Aggregation The bringing together of a group of
customers to create a larger load, thus allowing them to
negotiate a better price for electricity purchases.
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Energy

Tips: New and Convenient
Payment Locations

Ihe cooling qfect of

as much TEP at uspa.com under
: assvcdegrees 1o get 1 the follawmg locanons' :
the best from your
celling fans, use them
only in occupied ... .
rooms. Reduge your -~ TN O S0 nvour rates iF
monthly energy bill | : o 08¢ .~} - of the many ways TEP1
: : ; for your energy dollar

when you're.at Iwme

B Keep your air condi-
tioner thermostat at
the highest comfortable
setting. A setting

Jan should be set on
AUTO for the unit to

570,277 000 A-855S hse calin el




Interested in a Guarantee Home? Contact any
of these Guarantee Builders:

“Enchanted Homes by Rorbach
792-9944 :

First Integrity Development
9917318
Gene Goldstein Construction Mgmt.
5296060
The Geniesses Company

-J. Nickolas Company
219:5464
Jamegor Custom Builders, [L.C
2377312 S
John,W' ey Miller Companies
- Arifory Park del Sol
£325:3313
. KE&G Homes
Civario”
546-2984
Kaufman & Broad * ’ .
AZ San Xavier . 5 , AT
795-9602 ‘ U“h‘ pach. Pre
The Kemmerly Company Dun Rorbactt
3211190 , .
Meackley Bros. Contractors - - -t / "
eyw-mz e ; ’ , e New Wy Homes

Mark Whipp Signature Homies e : e ' ) Tfml\hnoer\ ,
g I;l;”gna ‘ am ‘ . Sl ] : tee-President Ne World Homeg

“Milestone Homes
322-6336 .
‘Miramonte. Homes
“Bamio del Este
Park Place
325-4663
New World Homes
Desert View
806-1293
= OHanik Construction Co., Ine.
361972
Peyton Taylor Homes
722:1600
Primavera Builders
882-5383
Steve Emory
6311748
Steven J. Fetterly
Developement, Inc.
240-8863 . .
ToeSpris SRl Got Questions? Ask the Electric League!

487660/
Tulayera D";;%“G‘;‘ocz"“s‘!'“““‘" b It’s the hot season again in Tucson! If you are considering professional
‘ maintenance or the purchase of an efficient heat pump, air conditioner or
1.3 Bednar & Company ‘ evapqrahve cooler, you may be overwhe}med by alvl the ch01c§s you ha\fe.
Civano ' Help is one phone call away! The Electric League is a professional service

TS ‘ . . L ) :
CDpper Ridge » : available to answer your questions on residential and commercial services.

From upgrading your electric panel to advice on heating
and cooling equipment, the Electric League has professionals A UniSourcs Ensrgy Commpany
ready to help. Call them today at 882-4040. wtuesonelectric.com
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Your New TEP
Billing Statement,

A Tool for Cost
Comparison.

To help you choose your electric
service provider, your billing
statement has taken on a whole
new look. Services and charges
that were combined or
“bundled” before have now
been broken down and
itemized or “unbundled”.

L

If you choose to stay with
TE these “Competitive

Charges” will be billed at
your current rates.

Setvices and charges
for TEP delivery services
will remain the same,
regardless of who you
choose as your electric
service provider.

Accoynt:

TEP pgp v
L ERY SERVick:
Wﬂ%.bs& Changs ERVy CES
o bution U&..SQ
Owas .w.m:»aa o1s
petitive Transition Charge 8
1.84
TAXES AN] -
D ASS S, |
%%% >mm2m52:m mwimz,ﬁw
Ciey % %%.%EQE
State MMMM Hmm Fee i
City Sajes wax mo%w
6.33
247
Tot, T
al Electric Service Charges
—
313527

Unit of
Measyrg

Current

XH-44935 Gad Date

Ocmsosmw Name:

9654757002

Current
Reading

umm.
oi&wﬁm

2032

Electric Deregulation Q & A:

Q. Do I have to choose a new electric service provider?

A. No. You can stay with TEP and receive the same
service and rates you are receiving now. In fact, with
TEP’s current rate freeze, your rates will be guaranteed
to remain the same through 2006.

Q. How will I be able to choose?

A. First, determine if you want to choose a new electric
service provider. You can obtain a list of ESPs (Electric
Service Providers) authorized to do business in Arizona
by visiting the ACC’s website at http://www.cc.state.az.us
or by calling the ACC at 1-800-222-7000. You can also
obtain this information by contacting TEP at 623-7711.
Second, once you have chosen a new provider, the ESP
will contact TEP and make arrangements to switch your

service. Third, if you choose an ESP you could receive
a bill from your ESP and a bill from TEP

Q. So, 1 could get two separate bills for different
electric services?

A. Ifyou select a new electric service provider, you have
several billing options. You may get your bill from your
utility distribution company (TEP), or from your
electric service provider: If you choose, you can even
receive two separate bills.




'You're Hired!

You can’t clone yourself—
but you can hire workers who
share your passion
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THANK YOU FOR YOUR SUPPORT

ucson Electric Power Company is proud to send you
this third issue of Business Edge magazine. Our goal
is to provide you with a business resource you can
really use. For example, if you are about to hire new
employees, the cover story “You're Hired!" is a must-read.

Whether this is your
first experience with hiring
or you're an old hand at the
personnel game, we think
you'll find some practical
ideas, tips and insights.

As it turns out, one trend
identified in the article “Top
Biz Trends” focuses on the
way employee attitudes about their
jobs are changing. Ultimately the way
we all do business could be affected.

And speaking of change, as energy
deregulation becomes part of the
Arizona landscape, we at Tucson
Electric Power Company have received
many guestions about what it will
mean. In the feature article “Competitive
Choice,”" we talk about the basics of
deregulation and provide you with
further information about this timely

",

topic. As business owners,
you can rely on Tucson
Electric Power Company as
a community resource to
provide honest, accurate
information to help you
make the best business
decisions possible.
Because we have pro-
vided dependable electric service to
Tucson for over 100 years, we value
the success of your business as
a key to the greater prosperity of
our community.
May Your Summer Be Prosperous!

e

Jim Pignatelli
Chairman, President and CEO
Tucson Electric Power Company

ARE YOUR OPINIONS WORTH $S5007? Reap On!

Business Edge magazine is delighted to announce that it will give:away $500 cash to'some lucky
small business owner. in the first-ever Business Edge Sweepstakes Drawingto be held Augtst 31
2000. Simply click onwww.hizedgernagazine com/surveyl7 and fill out a short survey online. Entry

is free. Your completed survey by returne-mailis your entry in‘the Sweepstakes Drawing: Good luck!

Fretrerrrrerrrrrrertrrervrrerrrrerreeryrrrerrbrrrertrerrrrr e e rderrrrerrrrerirrerneed

A Publication of
Tucson Electric Power Company
PO Box 711, DA410, Tucson, Arizona 85702
1-520-884-3913, www.tucsonelectric.com
bizedge®tucsonelectric.com
Jean Di Maria, Editor

\ Tucson

\Electric
\Pouwer

The l-'nrg_z/ People
A UniSource Energy Company

Copyright 2000 © McMurry Publishing, Inc.
Tim Mcintire, Managing Editor
Don Knapp, Associate Editor
Matt Nielsen, Art Director
Amalia Lopez de Lacarra, Associate Publisher
Nicole Dean, Senior Production Manager

This magazine is printed on
recycled paper with a minimum
10% post-consumer content.
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Top Biz Trends
New trends will change the way you
run your business

Staffing Up
How to hire and train workers who
share your passion

Competitive Choice
How will electric competition
affect you?
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The New VCs: Red Herring asked several
venture capital companies why, in an era of
unprecedented success, they are tearing
down their old methods of doing business.
The answer: There’s so much money avail-
able to entrepreneurs—even for mediocre
ideas—that VCs have to offer something
more than cash. Expect the new generation
of venture capitalists to offer assistance at
every stage of a startup, from management
to networking. But any VC worth his salt is
doing well in this bull market. “The best way
to measure the quality of a business model is
to see how it withstands an inhospitable
market,” says the article, “a test that... many
other new firms have yet to take.”

It's the Economics, Stupid!: internet in-
dustry watcher The Industry Standard
expects minority-targeted Web sites to be
big business in the coming months. A recent
Forrester Research survey indicated black
Internet users have grown 42 percent in
the past year. One site, BlackPlanet.com,

registered 10,000
users in its first
month of business;
six months later,
they were up to 100,000, with 40 million
page views a month. The bottom line: VCs
are left kicking themselves for overlooking
such an obviously underserved market. Duh!

Crash Course: Entrepreneur magazine’s
cover story asks the question we all hope to
face one day: How do you deal with too
much success, too fast? The dangers lie in
mismanaging growth, not staying focused on
the core business, and losing touch
with what’s important (to yourself
and your business). The solution?
Plan your business with the as-
sumption you'll be more successful
than your wildest dreams. Realize
that your business will not operate
as it did before its success—and
realize that you will change, as well.
Be prepared to make some hard

. THE BEST OF THE BUSINESS PRESS

choices about what you'll give up to keep up
with your own good fortune.

Should You Lie? A recent Fortune Small
Business (FSB) issue asked this question of
executives and business ethicists. “We all
carry around two sets of ethics,”the article
explains: Personal ethics and “game ethics,”
the set of ethics that allows for misdirec-
tion because it’s all part of the game
(think poker). The ver-
dict: Business operates
more like a game than
like your personal life,
but you should ask your-
self if it’s fair to burden
other people with the
risks of a venture with-
out telling them about
those risks first.

[NE RN R N R R RN R R R R R AR R R R RN R AR AR R A R R AR A R R RN R AR

Southwest
Energy Solutions

A UniSource Energy Company

Southwest Energy Solutions, Inc. is
a unique electrical contractor that
truly cares about its customers.
Southwest Energy Solutions
provides services from Infa-Red
preventative maintenance to
installation of wiring, lighting,
motor controls and emergency
repair work. Southwest Energy
Solutions has service professionals
trained in all aspects of electrical
system integration for commercial
and large industrial customers.
Call now for your estimating needs
and electrical consultation.

Southwest Energy Solutions, Inc.

> Wiring Solutions
and Installation

» Electrical Construction
» Maintenance Contracts
» Motor and Controls

» Power Quality

» Service Upgrades

» Lightning/Surge Protection

2450 N. Flowing Wells Road, Tucson, AZ 85705 = Tel: (520)745-3333 ext. 109 « Fax: (520) 903-9106
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» CAN YOU TRUST
WHAT YOU CLICK?

fundamental truth of
e-commerce is that
content draws audi-
ences into a Web
site. But what if the audience
can’t, or won't, trust the infor-
mation they read? Last year’s
hit, “The Blair Witch Project,”
succeeded largely through
word-of-mouth hype generated
from the Internet (although
rumors persist that 20 of
its fan sites were fakes). Cus-
tomer reviews, on sites such as
Amazon.com, allow readers to
rank a book—but anyone who
ranks the book has to read it
first, and a nonprofessional
who takes the time to read and

N TO KEEP

review a

book is most
likely already a big fan of
the author.

Anyone who’s spent a few
weeks on the Web learns to take
any opinions they read with a
grain of salt. The largest red flag

is the anonymous opinion—a
review or commentary from a
faceless entity somewhere out
in Net-land. For buying advice,
consumers generally value
opinions that have a name, and
preferably a face, behind them.

YOU ONE

They check credentials, too:
If your Web site offers a
way around the problem of
anonymous opinion, let the
reader know.

Finally, watch out for
variations on your domain
name. Plenty of scam artists,
activists and e-terrorists have
set up bogus Web sites at
easy-to-mistype domains:

‘'ohoo.com, Amazoon.com and
MicrOsoft.com, for example.

STEP AHEAD

WORKPILACE
MORALE
BUSTERS

Gallup and Carlson Marketing
Group recently conducted a
survey of 362 senior managers
at companies with at least 500
employees about which major
workplace changes negatively
affect employee satisfaction.

s1% [

Difficulty retaining employees
68%

Declining sales or profits
67%

Adapting to meet new customer needs
59%

Re-engineering or reorganization
50%

Difficulty attracting employees
44%

Merger or acquisition
36%

Increased competition

20%

Downsizing or layoffs

Sources: The Gallup Organization, Carlson
Marketing Group’s 1999 American Workforce Study
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4. Use your equipment more
efficiently-for example, load it to
capacity rather than do partial loads.
5. Clean, tune and adjust, lubricate,
replace worn parts, and otherwise
maintain the equipment.

6. Don't create unnecessary prob-
lems-for example, don't release
process heat inside your building
where the air conditioning system
must then cool it.

7. Manage your electricity use to

avoid additional costs if your rate
includes charges for demand.

8. When equipment that is worn out
must be replaced, choose the most
energy-efficient replacement, properly
sized to meet the needs of the job.

9. If cost-justified, do a major
overhaul to make equipment more
energy efficient.

10. If cost-justified, replace equip-
ment that still operates, with more
energy-efficient equipment. Usually

the best cost justification scenario
is when a less efficient unit breaks
down and you replace it with a more
efficient one.

11. Install new automatic controls,
if cost-justified.

12. Consider using waste heat to
advantage- for example, excess
process heat may be used to help
warm the building or heat water,
or even used to create steam

and electricity.

1. Turn it off whenever possible.

2. Don't forget the "hidden"
machines and equipment - the
almost silent photocopier, computer
Or scanner.

3. Adjust controls to a temperature,
speed, or other setting that uses
less energy but still does the

job properly.
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INFORMATION

Is Your ISP All [{RIle R E

» QUESTIONS TO ASK

s your Internet Service Provider getting
stale? Questions to ask yourself about
your ISP:

Is it keeping current? Has your ISP
implemented cable modems, DSL or
ISDNP? Or does it max out at 56 Kbps?

Is your ISP a committed spam fighter?
Would your current ISP sell your name and
contact data to spammers? If privacy and an
uncluttered inbox are important to you, it’s
time to say goodbye.

Do they support 24/7/365P Does your ISP
offer decent tech support? At 3 a.m.? Imme-
diately? Nothing is more frustrating than not
getting the help you need, when you need it.

Can you dial in from the road? If you
travel a lot, make sure your ISP has local
dialup numbers where you'll be traveling.

TO KEEP YOU

ot

Will your ISP help your e-husiness? Some
ISPs offer multiple e-mail addresses for free,
while others charge $5 a pop or more. If
e-commerce is important to your business
down the line, make sure your ISP offers
online credit card purchasing, shopping carts
and encryption.

Are you paying the best price? If you're
online just for e-mail, metered or hourly rates
may be the best option. If you're online all
day, look for a flat fee. Most ISPs offer unlim-
ited connect time for $20 a month.
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VIRTUAL STAMPS

Tired of waiting in line at the
post office? Buy your postage
online from one of four compa-
nies. You won't be alone: Interna-
tional Data Corp. says revenues
at e-stamp firms may reach $300
million this year.

»Stamps.com

Download the free software

»E-Stamp

or visit www.stamps.com to order
a CD-ROM. The monthly fee is 10
percent of the postage bought,
with a $2 minimum and $20
maximum. Stamps.com main-
tains an online account that
stores your postage value online.
You'll need a digital scale ($50)
to interface with stamps.com

(you must be online when
you buy a stamp).

Download software from
estamp.com for $50 or
buy it from a retailer. Pric-
ing is 10 percent of
monthly postage, but
with a $5 minimum and
$50 maximum. You don’t
have to be online each
time you stamp your
mail: E-Stamp gives
you software and a

storage vault that plugs into
your PC.

» Pitney-Bowes ClickStamp

This system, still pending USPS
approval, will be like E-Stamp,
featuring an offline storage vault
that plugs into your PC. Pitney-
Bowes' Clickstamp Web site
(http://vm1.pb.com/home/)

says they won't charge for the
software. Monthly fees should
be similar.

»Neopost's Simply Postage
Order CD-ROM, scale and stor-
age/printing vault at simply-
postage.com for $50, or buy the
software at a retail store. The first
three months are free, and then
the monthly fee is $15 no matter
how much postage you buy. Your
$50 setup fee buys you $50 in
“free postage.” This is the only
Mac-compatible stamp system.

Stop, Data Thief!

According to the FBI, a hack takes place
on the Internet every 30 seconds. Every
three minutes, an intranet is under siege.
Five tips to scare away data thieves:

1. set up a firewall system. A system like
Computer Associates SessionWall-3 4.0
costs about $2,000.

2. Turn on the audit logs feature in your
operating system. This will let you review
who enters and exits the network using
traditional (user name and password)
methods. You can also purchase network
monitoring software, such as General
Software's Snooper, for about $350.

3. Inoculate your computer against
viruses. Network Associates’ McAfee
VirusScan is $20, and you can buy and
download it from the Web.
(www.mcafee.com). A better network
solution is Computer Associates
InnocuLAN ($995), which warns you
whenever someone opens an infected
file anywhere on the network.

4, Keep off-site tape backups. Quantum’s
DLT line starts at around $1,600 for a
20GB- capacity system. Don't forget to
back up stand-alone PCs and laptops
as well!

5. Change everyone's password every
90 days, and whenever anyone leaves
the company.
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THE YEARS 2002.

Your business is thriving. Of
course, you have some anx-
iety over the competition.
But, the economy’s hum-
ming, and you're in good
shape. So far. But nothing is
forever. What's coming next,

and what will it do to you?

Your best employee raps on your office
door. “Got a minute?” she says. You wave her
in. “I want to make a suggestion,” she says.

Fine. No problem. But, as she outlines
whats on her mind, you realize she is
proposing a complete restructuring of a key
operation. Your stomach begins to churn,
You offer a few objections, but she stands
firm. Nothing belligerent. but quite ada-
mant. In fact, she hints that your competitor
on the other side of town is quite eager to
make the changes she suggests.

Welcome to one of the most important
trends of the future. Employees—of both
small and large businesses—will be more
independent in years to come. All experts
predict it.

Employee independence is one of sev-
eral trends that will come about because
of what one expert, Bruce Tulgan of Rain-
makerThinking, Inc., predicts as “the most
profound shift in our society and economy
since the Industrial Revolution:

“Technology, globalization, and diversity
will create a constant state of flux among
individuals and put them into constant
motion,” says Tulgan. “It will also create a
tidal wave of information.”

What small businesses can expect

A hurricane of change doesnt mean small
businesses will be swept away. Some things
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will stay the same. Another expert, Joe
Hosey, predicts, “Brick and mortar stores will
stay.” Despite the onslaught of Internet-
based businesses, small businesses will per-
sist, just as they have through the previous
trends——catalogue showrooms, wholesale
clubs and category killers. What's more, says
John McMorrow of the Talent Alliance, the
number of small businesses—companies
with fewer than 100 employees—will grow.
They will take advantage of technology and
available venture capital.

And some things will get measurably bet-
ter. Small business administration will be
increasingly easier and cheaper, according to
Robert Ramsay, a marketing consultant. He
predicts accounting, taxes, human resources
and procurement will take less time from the
entrepreneur, mostly because of the Internet.

Furthermore, business leaders surveyed
by PriceWaterhouseCoopers are mostly
optimistic about the economy. Two-thirds of
them believe prices will either continue
stable or become disinflationary.

But remember—even in such a favorable
climate, the name of the game is fast change.
Two categories of trends are particularly
relevant to small businesses: employee re-
lations and customer attitudes.

Employee relations

»Jobs will be portable. Workers will
make mid-life career changes and adjust to
workplaces with no lifetime employment
guarantee. Jeff Hunter, a human resources
expert, believes the “implied good-faith con-
tract” between employer and employee will
dissolve. “This is the most significant single
issue in workforce management and de-
velopment over the next ten years,” says
Hunter. “Career change will be the rule
rather than the exception, and career de-
velopment will be a lifelong process.”

»Employees will act like free agents.
Tulgan predicts employees will believe that,
if they are going to survive and succeed,
they've got to fend for themselves. They will
demand more and more from the employ-
ment relationship. The more valuable they

PHOTOGRAPHY: KEN EASLEY

are, the more they will negotiate with you.
They will constantly assess and reassess
what theyre doing with their lives and
careers. “And that puts employers in a very
difficult position. It means that the people
you rely on most, your most competent
employees, are likely to be constantly con-
sidering other options.”

Quality of life will be at the heart of
employment. “People are no longer content
with income alone,” says Don Kuhn, another
personnel expert, “but are looking for per-
sonal satisfaction.” That means more flex time
and increased mobility to create a sense of
balance between work and fun, job and fam-
ily, productive time vs. leisure time. Kerry
Bunker, of the Center for Creative Leader-
ship, says people want “meaningful work.”

» Entrepreneurship will increase. John
McMorrow of Talent Alliance says young
people will increasingly want to work at a
smaller place of business. “They will no

p— —

FOR FURTHER
READING

B Managing Generation X
By Bruce Tulgan
Capstone Publishing

B The Manager's Pocket
Guide to Generation X
By Bruce Tulgan
Lakewood Publications

B The Future Ain't What It
Used To Be: The 40 Cultural
Trends Transforming Your
Job, Your Life, Your World
By Vickie Abrahamson, Mary
Meehan and Larry Samuel
Riverhead Books

longer see life in terms of getting an MBA
and working for a large company.”

» People will work past traditional retire-
ment ages. McMorrow points out, “They
will be in better shape intellectually, emo-
tionally and physically and will want to
continue working, especially if they are not
doing physical work.”

Your strategy: abandon the goal of long
term, across-the-board employee loyalty and
instead focus your retention efforts only on
key employees, says Peter Cappelli, the
director of Wharton’s Center for Human
Resources. If you carefully examine which
employees you need to retain and for how
long, you can target those you want to keep.
Your new goal should be to influence who
leaves and when.

Customer attitudes

»“There will be no such thing as a loyal
customer,” says Tulgan, “because customers
are driven by the same imperatives as
employees. Theyre the same people wear-
ing different hats.”

Customers, like employees, will fend for
themselves. “This is another offshoot of this
fierce self-reliance that is emerging in the
American mind,” says Tulgan. “To the extent
that you sell services and products that tap
into this need that people feel for self-
reliance, it will be a powerful marketing tool.”

»Customers will demand customization.
You must ask yourself, “Am I able to customize
my services and products to meet the demands
of my clients and customers? Can I customize
quickly and accurately and keep the price
down?” Can you position your products or ser-
vices as helping people fend for themselves?

Your strategy: find a niche. According to
Ramsay, small businesses will increasingly
focus on tighter and tighter niches, with the
benefit of being able to claim “most expert”
status within a chosen field. m

RICHARD BRUNER fis a journalist, business
writer and columnist who has written for
NBC News, The New York Times and The
Christian Science Monitor.
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IT°S ONLY 7:45 AM. BUT ALREADY YOU FEEL LIKE YOU'VE
been going full throttle for hours. Ahead of you stretches a
long day, maybe lasting until 9, 10 or 11 tonight. Yesterday,
tomorrow, last weekend—they all blur together with a
gray sameness. You and your spouse or partner have
worked hard to get your business to this point. Now you're
working harder than ever. Sure, business is good. But
aren’t there limits?

“If our business gets any better, I don’t think we can
stand it,” says Carl Medgers with a brave smile. He and his
wife Cindy own and operate a booming natural foods
e-business in Arizona. But you can see the stress of success
on their faces. In the beginning it was strictly a bootstrap
operation. But hard work, good timing and a little luck
have brought rewards and success.

“Too much success, we think sometimes,” muses
Cindy. “Sure we need the business to continue growing,
but we’re not too sure we can continue, at least not at this
pace. We need help.”

“And that’s our dilemma,” says Carl. “We can’t clone
ourselves. But how do we find, hire and train people we
can trust to jump in here and do the work with the same
passion and knowledge we have?”

The little guy's big picture
Carl and Cindy are not alone, though they often feel like it.
The stress on their faces is repeated on thousands of

In the beginning,
your business was
yours. You did it
all—sales, service,
marketing, carrying
out the trash. But
NOW, SUCCESS means
you need to hire
help. Suddenly,
your challenge has
become time,

training and trust

BY T.R. NOTHUM
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successful small business owners. Maybe that’s the price of
success during this, the nation’s longest era of sustained eco-
nomic growth—which small business success has helped fuel.
According to the U.S. Small Business Administration, small
businesses play a crucial role, especially in new job creation.
Small businesses:

» account for nearly all of the new jobs

» represent 99.7 percent of all employers

» represent 51 percent of private sector output

» employ 52 percent of the private workforce

» have a 15.2 percent turnover rate (versus 9 percent
for large employers)

Small business, big decision

Adding employees and creating jobs may be great for the
nation, but what about your business? Is the time right for vou
to staff up?

“By definition, successful businesses grow,” says small busi-
ness consultant Bernard Lafollette. “But the challenge comes
when the owners’ personal resources—time, stamina or ability
to take advantage of emerging opportunities—reach their
limits. That’s the first warning sign.”

Ronald Lloyd, veteran of several successful small start-up
businesses, agrees, calling the hiring of its first employee an

HELP |
WANTED

“essential and logical economic decision” for a growing busi-
ness. “But when to make that step, that’s the question. For me,
it's simple—you hire when you can no longer afford not to
have an employee,” says Lloyd. “That sounds simplistic, but it
means that first, last and always, hiring an employee should be
a business decision driven by the bottom line.”

Once that business decision is made, the next challenge is
more practical—how do you do it? This challenge can become
a personal conundrum if you discover the skills that have
already made you successful—hard work, creativity, product
awareness, sales and service savvy—may not be enough.
Suddenly, you need new skills, such as how to hire, train, del-
egate, motivate and retain employees while complying with
more employer rules and regulations than anyone should
have to understand.

Your essential how-to-hire quide
Adding staff is not a natural skill. It's not something you learn
in college, and some businesses never manage to do it right.
Hiring is never easy, and in today’s labor market, more difficult
than ever before: Its just not a good time to find good workers.
According to a recent study of 600,000 small employers
conducted by the National Federation of Independent
Business, more than 30 percent of the businesses claim diffi-
culty in filling open positions, and 21 percent complain about
the poor quality of available help. What’s worse, a
bad hiring decision is the gaffe that keeps on giv-
ing, in the form of high turnover, higher recruit-
ment and training costs, poor employee morale,
declining product or service quality, deteriorating
client trust and, in the end, lost business.
Business owners new to the hiring game have
to do their homework before embarking on a
quest for staff. Employment professionals recog-
nize several key areas that need to be addressed:

ASSESS YOUR NEEDS

Do you really need an employee? Are there ways to
increase your productivity without adding bodies?
Can outsourcing help? Do the numbers. Prove to
yourself that hiring additional help is the best way to

meet demand and grow the bottom line.

UNDERSTAND THE FULL COSTS

Begin with your legal obligations as an employer.
Consider the cost of additional administrative,
accounting and reporting responsibilities, work-
place health and safety requirements, additional
liability and health insurance needs, and new
security challenges created by widening the
access and perhaps increasing the risk to your
company’s assets.

DEFINE THE NEW POSITION

You know the duties you want your new hire to
do, but chances are you've never written a job
description for the position. Yet a comprehensive
job description is a powerful tool that can serve




FOR FURTHER
READING

» The Unofficial Guide to Hiring and Firing
People, By lan S. Horowitz, paperback, IDG
Books Worldwide, 1999. Useful work for small
and large businesses with good time- and
money-saving tips.

» Smart Staffing, By Wayne Outlaw, paper-
back published by Upstart Pub Co., 1998.
Well-organized, step-by-step approach to
hiring, training and retaining good employees
written by a seasoned professional.

» Finding & Keeping Great Employees, By
Jim Harris and Joan Brannick, Ph.D., hard-
cover published by Amacom, 1999, Authors
focus on employees from the perspective of
four organizational purposes: operational
excellence, customer service, unleashing
technology and spirit.

» Now Hiring!: Finding & Keeping Good Help
for Your Entry-Wage Jobs, By Steve Lauer
and B. Jack Gebhardt, paperback published by
Amacom, 1996. A "must read” for employers
and supervisors.

p Hire Tough, Manage Easy: How to Find
and Hire the Best Hourly Employees, By Mel
Kleiman, paperback published by Humetrics,
Inc., 1999. Fast read on recruiting, selecting
and interviewing candidates, plus useful forms
for employers.

you well. It should define the position’s essential and desired
requirements—education, skills, experience, etc.; create a fair
and objective standard for evaluating the qualifications of each
applicant (assuming you attract more than one): make clear to
applicants the precise nature and scope of job responsibilities:
and lay the foundation for mutually agreed-upon job expecta-
tions and performance evaluation standards.

PLAN YOUR PROCESS
There are natural steps within the hiring process and it is
important to define the limits and scope of each:

» SOURCES Where will your applicants come from? Tradi-
tional sources? Nontraditional media? If you run a traditional
classified ad, have you written effective ad copy that attracts
the right people and motivates them to apply? Also, do you

understand what you can and cannot say (e.g., gender, age,
ethnic requirements) in an employment ad?

» JOB APPLICATION Resumes are notorious for exemplify-
ing the best in creative writing. That’s why a properly drafted
job application is an essential tool. With it you can get the infor-
mation you need (and only what you need) and can ask legally.

» PRE-SCREENING Using the criteria you've already de-
fined in your job description, evaluate each applicant’s strengths
and weaknesses on paper, eliminating obviously unqualified or
ineligible candidates (for example, candidates not available
for required hours).

» INTERVIEW Be prepared. Study professional human
resource guidelines on how to frame proper interview ques-
tions (strong, weak or illegal). Base your questions on proven
models that you make specific to your needs. Prepare a
detailed answer to each question, including what you consider
an ideal or complete answer. Score each applicant’s response
against your answer.

Your goal is to get the information you need to evaluate a
candidate’s appropriateness for the job. Ask for personal and
professional references, and contact them. Don't be afraid to
ask questions that test an applicant’s skills or knowledge.

HProve to yourself that
hiring help is the best way
to meet demand and grow
the bottom line!’

»SELECTION Once you've winnowed out your best candi-
date, make your offer, but be prepared to negotiate. Today’s
candidates are not shy about what they want and will test the
limits of what you can pay, the benefits you're prepared to
offer and opportunities for growth, training or mentoring.
Know your limits before you make your offer.

Keeping the good apples

Finding good employees is only half the battle—keeping them
has become the employer challenge of the new millennium.
The cream of the crop seek companies with an entrepreneur-
ial spirit that embraces change and new opportunities; they
seek prevailing employee values that emphasize personal flex-
ibility and growth over loyalty and long-term commitment.
Too often an employer’s question, “What do we have to do to
keep you here?” is asked on the employee’s last day on the job
rather than the first.

Periodic reviews should help employees know how they're
doing and employers know what further incentives they
should offer. Not all effective incentives are about money.
Many employees are more motivated by a work environment
that builds self-esteem, creates opportunities to improve their
skills, and offers flexibility and fresh challenges.

Hiring your first employee is a big step. But if done with a
little knowledge, planning and attention to detail, it can prove
the next step toward unimagined business success. m
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Competitive

How Will Electric
Competition Affect You?

0iCe

€€ There are
many things to
be considered
before you
decide
whether to
change your

electric

service, and
we know you

A R R T R R R R R N R R R R T S R R T A AR AR A AR A

he traditional electric utility combines three separate

activities—generation, transmission and distribution—
into a single business. However, in the new competitive
utility environment, the generation portion of the
business is open to competition, providing consumers—
businesses and residences—with new choices.

Early this year, some Tucson Electric Power (TEP)
customers began having the opportunity to purchase
the generation portion of their electric service from an
electric service provider other than TEP. Between now
and January of 2001, all customers will have the option
to choose their electric service provider.

TEP will continue to generate, transmit and deliver
power over its existing power lines. With deregulatios

will have

questions.

and competition, other electric 99
service providers will also be
available to consumers. That
means you will have a choice as to which company
will supply your electricity. If you do not change your
electric supplier, TEP will continue to provide that
electricity to you. That means vour service and your
rates will remain unchanged.

There are many things to be considered before
you decide whether to change your electric service
provider, and we know you will have questions. TEP
is committed to helping you understand the choices

will have and to assisting you in making the right
‘hur business.




TEP’'s COMMITMENT TO OUR COMMUNITY or from landfill gases. It means partnering with builders

TEP wants to continue to be your first choice for to create energy efficient homes with guaranteed energy
electric service, regardless of how many other choices savings. Most of all it means providing a high level of
you may have. That’s because TEP has been providing service and an equally high level of community support
simple, hassle-free service to Tucson for more than 100 to Tucson and Southern Arizona.
years. We have always delivered dependable power, TEP welcomes deregulation and the competition it will
available at the flick of a switch, with a proven track bring. We are confident that our customers will want to
record of customer satisfaction. When utility customers ~ keep TEP as their first and best choice for energy services.
rate their service providers nationally, the average satis- For a free copy of the brochure, “Shedding Light
faction level is between 50 and 60 percent. But TEP on Deregulation,” please call TEP Customer Service
customers consistently rate our service satisfaction at at (520) 623-7711.
over 85 percent. That’s a record
that we are not only very proud | |

of, but we are also committed FREQUENTLY ASKED QUESTIONS ABOUT DEREGULATION

to maintain and improve.
TEP has earned these high » Q. What if | am happy using TEP as my electric provider?

A. TEP will continue as the electric service provider for customers who do
not select another provider.
> Q. Why is deregulation coming to the electric utility industry now?
A. The industry is being derequlated and competition is being introduced
in many areas of the U.S. in order to provide consumers with choice for
price and services.
» Q. Who made this decision?
A. The Arizona Corporation Commission (ACC), which regulates
investor-owned utilities in Arizona, has been working to implement
industry competition for several years.
» Q. How do | measure my electricity so | can compare rates?
; increase until the year 2008 at A. Elect.riciFy is measured in kifowatts u.sed pe.r hour (!(Wh).‘One method to
| the earliest. determine if you want to change electric service providers is to compare
At TEP. the focus is on rate:s, or costs per kWh. If you deciQe to st?op for 5-1 new provider, ask how
| service. TEP has earned a repu- their rates Fompare to othef eIectrnF service providers.
tation for reliability, operating » Q. When will customer choice bgqln? N
A. The ACC has chosen to phase in competition over

‘ one of the most dependable > .
| transmission and distribution a one-year period. All customers will have access to
competition on January 1, 2001.

systems in the nation. One
> Q. Who will be affected?

reason for this is that we've
more than 100 years of practice. A. Three customer classes will be given the opportu-
i We have als'o made a nity for choice on January 28, 2000:
signiﬁcant investment in this -3700 residential customers per quarter in 2000
community over the years. By -20% of large industrial customers whose average
supporting a wide variety of usageis 1 megawa’tt (MW). . .
programs that benefit youth, -20% of commercial and residential customers who
education and other social ser- can aggregate to reach a total usage of 1 MW.
vices; we are able to give back » Q. Will | still receive reliable electric service?
to the community that supports A. TEP is proud to operate one of the most reliable electric systems in the
us. At the same time, being a world. So long as all parties, including new electric providers, are held to
major employer means that the same standard of operational reliability, consumers should enjoy the
TEP is helping to build the same level of reliable service they have come to expect from TEP.
B Q. Where can | turn for more information about customer choice

and competition?

A. TEP will continue to keep customers informed through educational

materials, bill inserts and at our web site: www.tucsonelectric.com. Please

visit our web site for the most up-to-date information.
B Q. Is there any other place | can turn to for unbiased information?

A. Yes. You can call the Arizona Corporation Commission at 1-800-222-7000,

or you can visit the ACC's Web site at www.cc.state.az.us.

customer satisfaction ratings
because we have worked very
hard to earn our customers’
trust. What'’s more, our customers

| can count on a continuation of

| guaranteed low rates into the

| future. In July of this year, we
will be implementing a one
percent rate decrease, the third
of three decreases in as many
years. Plus, our rates will not

economy in Southern Arizona.
We greatly appreciate the
support our customers have
given us for taking a position
of leadership in the Tucson
community. To us, leadership
means developing and imple-
menting programs to make use
of ‘green’ energy from the sun ! l
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i ach Today's workforce

~ believes in job-hopping.
What was once considered a

| black mark is now the norm.

| Part of the reason stems from a

shortage of qualified IT workers.

But as severe as the shortage is

today, it's likely to get worse.

According to the Resource Devel-

opment Group, it will cost four

VENTURES

Stopping the brain drain

times an employee’s salary to find
and train a successor. So how do
you keep your best and brightest
from leaving you high and dry?

Skilled people won't stay
unless they're well compensated
and have some say in the com-
pany's direction. “Good pay,
bonuses, stock options, and the
ability to work remotely are all
necessary today,” says June
Drewry, president of the Society
of Information Management.

Don't underestimate the
attractiveness of telecommuting
as a perk. Equip telecommuting
staffers with notebook computers
and high-speed access.

Use consultants to avoid over-
loading your employees. Burnout
is real, but cross-training helps. A
staff challenged to learn new skills
is more energetic and loyal.

"Your business benefits from a
cross-trained staff,” says Drewry.

FEEEEEEE R R R TR LT L

Home Office Etiquette

orking out of your home no longer has a stigma attached to it, but
it still requires professionalism. Here are five key tips:
Dress professionally. You'll feel more professional, especially if new
to telecommuting. Workplace image is important to you and your visitors.

Have a separate office. Like dressing professionally, this is part
of putting yourself in the proper frame of mind to work.
Keep your office space free of domestic noise and fuss.

Have an appropriate meeting space. Your living
room doesn’'t count. f you have no space, meet clients at

a hotel or restaurant.
Establish rapport with workers at head-
guarters. Telecommuters are right to fear get-
ting “out of the loop.” Rapport with co-workers
is a proven element of success, so don't let your-
self be forgotten. Meet the people you talk with on
the phone and network when you're in the office.
Have a dedicated phone and fax/data line for
business. They're necessary tools for business, so
don't scrimp. Don't let family members use these lines,
and don't use call waiting on business calls—both are
rude and unprofessional.
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The line is:becoming blurred these
days, but labor and employment
laws; not to mention the IRS,; still
require you understand the
difference between an employee
and a freelancer.

» Don't provide employee benefits
or withhold taxes for-independent
contractors.

» Pay independent contractorsona

per-project basis, rather than hourly.

Require an invoice
for services
rendered by a
contractor.

» It's helpful if
independent
contractors
have an entre-
preneurial stake in your business:
For example, they (rather than you)
pay for their expenses.

» Have a contract documenting
their independent contractor
status; be careful about termina-
tion and exclusivity provisions
that may be more suitable to'an
employee contract.

» Watch your language: Say
“retained” and “discontinued,” not
“hired" and “fired.” You are the
“principal” and not the “employer.”
Contractors are paid "fees and not
"salaries" or “wages."

» [f you run.a newspaper ad fora
contractor, place it in the “Business
Opportunities” section and keep a

copy for your records.




Freedback.com

nny how a three-year-old com-
pany can be a strapping young
startup in the real world, and a
grizzled old warrior on the Internet.
Freedback.com is one such warrior,
Begun by David Beroff in 1997,
Freedback.com gives Web designers free

interactive forms—you know, the kind

used for customer service Web sites, guest books, straw
polls and so on. More than 200,000 Web designers have
built interactive forms at Beroff's site.

Freedback.com is an excellent lesson in content dri-
ving commerce. The content—free interactive Web forms
| —doesn't make Beroff's company a penny. It's free! Yet his

company pulls
»SUCCESS STORY | 50004
month and was well and truly profitable in just a couple
years. The trick is a combination of advertising revenue
and mailing list rentals: When a Web designer puts a
Freedback.com form on their site, they send anyone who
answers the form to an outside advertising page (run by
Freedback.com); anyone who doesn't want to send their
customers elsewhere can pay $5 a month to use the
form. Then, anyone who answers the form has to give
their name and e-mail address, allowing Freedback.com
to build @ massive mailing fist.

This fast bit is straight from the pages of Seth Godin's
Permission Marketing. Rather than arbitrarily spamming
anyone who gives their name, the form user has to first
allow their name to be used, and then select areas of

THE LARGEST ECONOMIC ENTITY IN THE WORLD

David Beroff's Freedback.com
turns free forms into cash flow.

interest. CDNow.com, for example is a Freedback.com
client. They buy only names that selected “music” from
a list of interests.

Beroff, 35, has been a programmer his whole life.
Until January 2000, he was employed by a Fortune 500
investment analysis company. Before that, a string of
ever-smaller employers. He only made the switch to full-
time when Freedback.com pulled itself into the black.

"We're in this business to make money," says Beroff
from his Philadelphia offices. “It's all funded out of per-
sonal money, credit cards, etc. We're going for our first
round of angel funding sometime this summer, maybe
$250,000 or s0." At the top of Beroff's wish list for this
money is more staff and more advertising.

Beroff is naturally tempted by the IPO lottery that so
many people seem to be winning, but he's not yet pre-
pared to make that leap. “We need more momentum,
and quite frankly an PO is considerably expensive.
Besides the up-front costs, there's the ongoing workload
after the IPO-you need staff to watch SEC requirements
and handle investor relations.”

Freedback.com sounds wise beyond its years.

In the United States, women control 53
percent of investments and make 80 per-
cent of household buying decisions. At
current growth rates, women could own
more than 50 percent of businesses in the
next two years: If you think your business
doesn't need to target: women business.
owners and:consumers, think again.

1 you want to corner this-profitable
and.growing market, pay attention to
these issues:

» Build-a refationship first: Not only
is this an excellent way to understand
your audience; but women are more likely
to do business with people they know and

PHOTOGRAPHY: ADDISON GEARY

trust—and, according to a survey by
Yankelovich Partners, they'll become
your most loyal customers.

» Be prepared for a longer sales
cycle. Women will take longer to
consider the impact of a decision
hefore making it.

» Provide references. Women are
more likely than men to ask others
about a product or service. Women are
also likely to give referrals if they're
happy. with:their experience.

» Focus on your product’s or ser-
vice's benefits to others. Women take
into account how a.purchase will affect

their employees.or clients.

» Do business with-other women-
owned businesses. |f your company buys
from women-owned businesses, women
are more fikely to:buy from you.
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Deregulation is redefining the way we do business. But
one thing remains, TEP’s commitment to Tucson and
your peace of mind.

* We'll continue to provide easy, hassle-free service
for you and your business.

* We'll continue to lower your energy costs with another
one percent rate decrease in July. This will be the
third decrease since 1998.

» We'll continue to bring you one of the most reliable
and cost-effective power supplies in the world.

» We'll continue to provide more value for your energy
dollar by re-investing in the community. From the

Chamber of Commerce and Greater Tucson Economic
Council to more than 48 community and service groups,

Tucson Electric Power Company has been, and will
continue to be here when you need us.

We are proud to serve you today and we want to earn
your business in the future.

Jim Pignatelli, CEO
Tucson Electric Power Company

7he Energy People

A UniSource Energy Company
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