
Attachment B 

Qualifications and Experience of Michael Roberts 
Senior Director, Energy Procurement Services 

Prenova, Inc., Atlanta, GA 
* Sr. Director, Supply Solutions Group 
present 

June 2008 to 

Oversee the day-to-day operations of Pre nova's Price Risk Management group and Utility 
Management Group. Both departments work on Prenova clients' utility accounts, covering a 
North American footprint. 

The PRM group works to optimize both regulated and deregulated gas and electric unit costs 
while mitigating each client's price risk volatility, depending on the client's identified risk 
strategies and risk profile. The group's objective is to minimize costs or obtain utility account 
pricing that helps beat established budgeted utility expenses. The PRM group manages electric 
and natural gas deregulated loads of over $1.7 billion for over 30 clients, reducing clients' costs 
compared to utility standard offer rates by over $28 million armually and over $1.5 billion in 
regulated utility costs, and identified over 8,000 rate reduction opportunities for clients. 

The UMG objectives are to oversee each client's utility accounts' bill data, performing utility bill 
audits ensuring accuracy of all utility bills, timely payment of those bills thereby avoiding late 
payment fees, managing the opening and closing of utility accounts at > 10,000 utilities, muni's, 
and cooperatives across North America, working with various construction and operations 
departments to coordinate the efforts to qualifY, apply, and receive millions of rebate dollars on 
capital improvement and energy efficiency projects. 

* Director, Price Risk Management 
2008 

July 2003 to June 

Oversee the day-to-day operations within Prenova's Price Risk Management Group, which 
consists of a Regulated group and a Deregulated group. Work on behalf of over 28 clients, 
managing their electric and natural gas energy spend (over $3 billion in armual spend) in both 
regulated and deregulated electric and natural gas utility regions. Develop and maintain client 
risk profiles, contract tracking forms, the contract database, and four portfolio management 
working documents per client. 

* Sr. Energy Buyer, Price Risk Management December 2000 to 
July 2002 
Manage all deregulated electric and natural gas third-party supply contracts as well as risk 
management efforts, contract management, hedge position reports, and monthly supply-side 
tracking reports. 

* Energy Buyer, Supply Management Group July 1989 to 
December 2000 
Manage all deregulated natural gas third-party supply purchases for Prenova clients (>16), 
implementing supply-side initiatives as determined as appropriate based on each client's risk 
profiles and preferences. 
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Reliant Energy, New York City, NY 
* V.P., New York Region September 
1997 to July 1999 
Oversee the day-to-day operations of Reliant's deregulated retail sales activities in the NY and 
NJ regions. Work with sales staff to provide deregulated energy cost analyses showing the cost 
effectiveness of third-party gas supply purchases compared to local utility rate structures. 
Manage the book of business, customer relationships, billing issues, and customer service 
activities. Provide corporate teams with details regarding the northeast electric markets to 
develop the back-office functions in Houston, TX to develop and roll out electric third-party 
supply programs as electric utilities in the northeast expanded the unbundling of electric 
deregulation. 

Built a book of business from scratch with over $1 million in margins within 1 sl eight months of 
operations (the most successful regional office opening of Reliant's eight markets to that point). 

Castle Power Corp., Harrison, NY 
* V.P., Natural Gas marketing division September 
1996 to July 1997 
Started up a regional natural gas marketing operation for Castle Oil company. Led efforts to get 
business licenses, obtain New York state regulatory approvals, and get local utility application 
approvals. Oversee the day-to-day operations of Castle Power's deregulated retail natural gas 
sales activities in the NY and NJ regions. Work with sales staff to provide deregulated energy 
costs savings analyses for third-party gas supply deals. 

Oversee the development of the wholesale structuring desk where CP's retail book was hedged. 
Designed the retail book product offerings, managed the daily sales efforts providing final 
approvals on large-volume deals. Worked with wholesale suppliers in North America to ensure 
wholesale product delivery to match retail sales obligations. 

KeySpan Energy's 'Brooklyn Union Gas Company', Brooklyn, NY (now a National Grid 
company) 
* Manager, Commercial and Industrial Sales & Marketing April 1995 to 
September 1996 
Oversaw the day-to-day operations of KeyS pan's sales and marketing activities. Responsible for 
managing industrial project sales including power generation projects, cogeneration projects, 
refrigeration projects, etc. where industrial and large commercial customers installed gas-fired 
applications. 
- Managed day-to-day details of sales force. 
- Provided final sales approvals on large-volume deals. 
- Worked with New York City Department of Finance and Economic Development Department 
to complete applications for project certificates, from project initiation to final certificate 
approvals. 
- Work with sales staff to provide deregulated energy costs savings and project economics 
assessments. 

* Manager, Multi-family/Apartment Sales & Marketing 
1993 to April 1995 
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Oversaw the day-to-day operations ofKeySpan's sales and marketing efforts in this market. 
Managed the sales staff, working with end users, engineers, contractors, etc. to increase the 
market saturation from 38.3% to 50.7%, adding $112 million in new revenues. 

* Process Re-Engineering Project Manager September 1991 to 
September 1993 
Selected to oversee a massive process reengineering project focusing on refining the process 
improvements of the sales, marketing, customer service, collections, and distributionlhook-up 
processes within the utility's operations. 
- Scrutinize all existing processes and propose refinements or redesigned processes, as 
appropriate per work function. 
- Direct and coordinate the system programming activities required to implement the identified 
process improvements. 
- Identify specific, measureable metrics that measure pertinent activities to be used to gauge 
success, e.g., sales cycle days, sales volumes, customer service calls, problem resolution 
timetables, average # of days for overdue bills, customer satisfaction levels, days to 'hook-up' a 
new customer, meeting customer's requested hook-up date, etc. 
- Integrate the various processes with a hand-picked 42-person team. 
- Track process results and provide routine reporting to executive oversight committee. 
- Process improvement and reengineering project work was very successful, based on 13 of 15 
metrics. 

* Manager, Account Management Services September 1989 to 
September 1991 
Oversaw the day-to-day activities of KeyS pan's Key Account Management program, providing 
Account Management services to the Industrial, Commercial, Multi-Family and Governmental 
large-volume accounts. Managed the AE staff to focus on superior customer service, relationship 
management, and up-selling. Worked with customers, their architects and engineers, contractors, 
etc. to ensure 100% satisfaction with the company's products, services and rates. 

Manage overall sales/throughput of $43 7 million, achieve 97.6% customer satisfaction, and, 
increase sales/throughput of 2.7% yearly. 
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