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Managerial Qualifications  

John F. Weir 

John began his career in the deregulated energy industry over a decade ago as a business 
analyst with AmGas Inc.  While at AmGas, John quickly deve loped a reputation for his 
versatility and was utilized in a number of diverse capacities including analytics, systems 
development, sales, and marketing. 

In 1995, John accepted the position of Regional Sales Director for Enersoft Inc., a 
developer and marketer of electronic trading platforms.  With responsibilities throughout 
the Midwestern U.S., John developed valuable working relationships with numerous top-
level executives and traders across all sectors of the energy industry including LDC’s, 
marketers, producers, pipelines, and large industrial end-users. 

John signed on with wholesale energy marketer Enerchange, L.L.C. in 1996.  
Enerchange, then a partnership between wholesale trading giant NGC Corp. and Nicor, 
Inc., proved to be a critical juncture in John’s burgeoning career.  It was at Enerchange 
where John first discovered his aptitude for trading energy commodities. 

John joined Nicor Energy in September 1997 as Director of Energy Delivery where he 
was responsible for overseeing all trading, scheduling and storage hedging activities.  
Between 1997 and 2002, John was tasked with directing numerous business segments 
including Product Development, e-Business, Information Technology, and eventually 
Commercial and Industrial Sales.  

John graduated with honors from Bradley University where he earned a Bachelor of 
Science degree in Marketing. 

 

Scott Pellock 

Scott possesses over thirteen years of experience in the retail energy industry, primarily 
focusing on sales and operations.  Scott began his energy career with Northern Illinois 
Gas Company in 1989, serving in a number of positions including both operations and 
sales. 

In 1992, Scott joined a small entrepreneurial Marketing company, National Gas.  At 
National Gas Scott’s responsibilities included sales, gas nominations, customer service 
and billing.  From 1994 to 2000 National Gas went though a transformation by being sold 
three times to larger energy firms; Madison Gas & Electric, PanCanadian and, finally, 
Reliant Energy Services.  Scott recognized these changes as opportunities to foster and 



develop his sales, management, and operational skills. Scott was ultimately tasked with 
overseeing all of Reliant Energy Services’ day-to-day operations in the Chicago region.   

In 2000, Scott joined Nicor Energy as Director of Sales.  While at Nicor Energy Scott’s 
responsibilities included management of its internal sales force in both the Illinois and 
Michigan offices.  Scott organized and developed new natural gas and electric products, 
improved customer satisfaction with the introduction of Service Consultants, and 
improved operational functions in both regions. 

Scott earned a Bachelor of Science degree in Business Administration with an emphasis 
on both Marketing and Finance from the University of Wisconsin-Platteville. 

 

 

Paul Bougadis 

Paul Bougadis possesses over nine years of experience in the wholesale and retail energy 
industry.  Paul began his energy career in 1993 at Santanna Natural Gas (SNG) as a 
Senior Marketing Representative in the unregulated retail arena 

In 1996, Paul accepted the opportunity to develop the Chicago retail business for Enserch 
Energy Services.  Paul was responsible for developing their telemarketing system, 
portfolio of products, sales processes and account management.   

In 1997, Paul joined Valero Energy Marketing, which was later acquired by PG&E 
National Energy Group.  Here, Paul was responsible for marketing complex, long-term 
structured commodity products to utilities in the Midwest. In this role, Paul was also 
responsible for contract negotiations, product development, analysis, and product 
presentations.   

Paul quickly excelled in the wholesale environment through unique product development, 
establishing strategic relationships and marketing strategies.  In 2001, Paul was promoted 
to Director for Marketing and Business Development and solely responsible for the 
continued growth in the entire Midwest Region 

Paul holds a B.S. degree in Marketing and Business Administration from Eastern Illinois 
University. 

 

Neil Anderson 

Neil Anderson has been in the retail energy business for over ten years starting with 
Torco in 1993. While at Torco, Neil’s responsibilities grew from working in the 



Accounting department to supervising the day-to-day operations of the natural gas 
division, overseeing the information systems development, and managing the company’s 
computerized network. 

In 1998, Neil accepted a position with PG&E Energy Services. Neil developed and 
managed the company’s storage strategy for the Chicago city-gates and modeled utility 
tariff rates. Neil held positions in Scheduling, Pricing, and Risk. 

In 1999, Neil joined Enron Energy Services as a Manager on the Operations Planning 
team. Over the next three years, Neil held positions with a variety of teams including 
Deal Transition, Deal Approval, and Invoicing. These positions were focused on 
effectively and efficiently implementing signed customer contracts. 

Neil received a Bachelor of Science in Accounting from the University of Wisconsin-
Platteville. 

 

Brandon Schwertner 

Brandon has over 6 years experience in the energy business with focuses ranging from 
asset optimization to proprietary trading.   

 Gathered talents from a strong financial background Brandon originated the trading and 
risk desk for Mpower.  As acting Risk Manager, he is responsible for the financial 
performance of both the Retail and Asset business segments.  Mpower is active in the 
power, gas, and weather markets every hour of the year and prides itself in uninhibited 
access to the wholesale markets where its competitive advantage is realized.           

Prior to his current position, Brandon spent time on the NYMEX Trading Floor as a 
consultant in the design and implementation of the PJM futures contract, his task was to 
align the contract specifications with interests from both trading houses and end users. 
The contract is currently trading successfully.            

At RWE Trading Amercias, Brandon devised and executed forward speculative trading 
schemes focused in the PJM and CIN regions.  During this time he traded physical and 
financial gas and power products for tenures up to 5 years.  Brandon was directly 
responsible for the PNL of both gas and power trading for the east region.               

During a three year tenure at Calpine Energy Services, Brandon was responsible for the 
financial performance and operation of a 3500mw gas, power, and ancillary service 
portfolio within the ERCOT region.  He optimized and traded the cash portfolio and 
oversaw the real- time and scheduling operations.  

Brandon holds a BBA in Finance from Texas A&M University.  



  

 


