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I. Introduction of Witness and Purpose of Testimony  1 

Q. Please state your name and business address. 2 

A. My name is Kevin Wright.  My business address is 601 West Monroe Street, 3 

Springfield, Illinois, 62704. 4 

Q. By whom are you employed and in what capacity? 5 

A. I am the President of the Illinois Competitive Energy Association (“ICEA”). 6 

Q. Please describe your education and business experience. 7 

A. I hold a Masters in Public Administration degree from the John F. Kennedy 8 

School of Government at Harvard University and a Bachelor of Arts degree in 9 

Political Science from Southern Illinois University at Carbondale.  From 10 

September 2002 until April 2003, I served as Chairman of the Illinois Commerce 11 

Commission (“Commission”) and served as a Commissioner until February 2007.  12 

While on the Commission, I was Chair of the Electric Policy Committee, Co-13 
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Chair of the Post 2006 Initiative to competitive electricity markets, President of 14 

the Organization of MISO States, a member of the Electricity Committee of the 15 

National Association of Regulatory Utility Commissioners, and Vice Chair of the 16 

FERC-State Joint Board for implementing the federal Energy Policy Act of 2005.  17 

I have over 25 years of Illinois state government experience and have held 18 

numerous senior-level administrative, legislative, and policy positions under two 19 

governors and one secretary of state. 20 

Q. Have you ever testified before a regulatory agency? 21 

A. Yes.  I have testified before the Illinois Commerce Commission in Ill. C. C. 22 

Docket 10-0138, the filing of Commonwealth Edison Company (“ComEd”) of 23 

Rider PORCB, Purchase of Receivables with Consolidated Billing. 24 

Q. On whose behalf are you testifying today? 25 

A. I am testifying on behalf of ICEA and the Retail Energy Supply Association 26 

(“RESA”).   27 

Q. Please describe briefly the operations of ICEA. 28 

A. ICEA is an Illinois not-for-profit corporation established as an Illinois-based trade 29 

association to represent the interests of competitive energy suppliers and others 30 

interested in preserving and enhancing opportunities for customer choice and 31 

competition in the electric and natural gas industries in Illinois.  ICEA’s members 32 

include some of the most active competitive energy suppliers in Illinois.
1
   ICEA 33 

member companies serve residential, commercial, industrial, and public sector 34 

                                                 
1
 ICEA’s members include Champion Energy, LLC; Constellation NewEnergy Inc.; Direct Energy 

Services, LLC; FirstEnergy Solutions Corp.; Homefield Energy; Integrys Energy Services, Inc.; MC2 

Energy Services, LLC;  Nordic Energy Services, LLC; NRG Retail; and Verde Energy USA Illinois, LLC.  

The views expressed in this filing represent the position of ICEA as an organization but may not represent 

the views of any particular member of ICEA. 
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customers such as those involved in the manufacturing industry, retail businesses, 35 

local units of governments, cultural, sporting, and educational institutions, as well 36 

as hospitals, hotels, and restaurants. 37 

Q. Please describe briefly the operations of RESA. 38 

A. RESA is a non-profit trade association of independent corporations that are 39 

involved in the competitive supply of electricity and natural gas.
2
  RESA and its 40 

members are actively involved in the development of retail and wholesale 41 

competition in electricity and natural gas markets throughout the United States.   42 

Q. Are any members of ICEA and RESA active in the retail natural gas market 43 

in Illinois? 44 

A. Yes.  Some of the members of ICEA and RESA have certificates from the 45 

Commission under Section 19-110 of the Public Utilities Act to operate as 46 

Alternative Gas Suppliers (“AGS”) in the State of Illinois, including the service 47 

territories of the Northern Illinois Gas Company d/b/a NICOR Gas Company 48 

(“Nicor Gas”), The Peoples Gas Light and Coke Company (“Peoples Gas”), and 49 

North Shore Gas Company (“North Shore”).  Currently, these AGS provide gas 50 

supply service to tens of thousands of customers of Nicor Gas, Peoples Gas and 51 

North Shore, including participants in the Customer Choice Programs offered by 52 

                                                 
2
 RESA’s members include AEP Energy, Inc.; Champion Energy Services, LLC; ConEdison Solutions; 

Constellation NewEnergy, Inc.; Direct Energy Services, LLC; Energetix, Inc.; GDF SUEZ Energy 

Resources NA, Inc.;; Hess Corporation; Homefield Energy; IDT Energy, Inc., Integrys Energy Services, 

Inc.; Just Energy; Liberty Power; MC Squared Energy Services, LLC; Mint Energy, LLC; NextEra Energy 

Services; Noble Americas Energy Solutions LLC; NRG, Inc.; PPL EnergyPlus, LLC; Stream Energy; 

TransCanada Power Marketing Ltd.; and TriEagle Energy, L.P..  The comments expressed in this filing 

represent the position of RESA as an organization but may not represent the views of any particular 

member of RESA. 
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those gas utilities; i.e. the Customer Select Program offered by Nicor Gas and the 53 

Choices for You Programs offered by Peoples Gas and North Shore. 54 

Q. What is the purpose of your Direct Testimony? 55 

A. The purpose of my Direct Testimony is to respond to the Direct Testimony of 56 

Ameren Illinois Company (“AIC”) with respect to the creation and 57 

implementation of a small volume transportation (“SVT” or “Choice”) program.  58 

In his Direct Testimony (AIC Ex. 1.0), Mr. Craig Nelson addresses the 59 

background of the SVT Program, namely the Commission’s requirement, in 60 

AIC’s last rate order, Ill. C. C. Dockets 11-0279/11-0282, consolidated, for 61 

workshops to consider such a program.  Mr. Nelson states his understanding that 62 

the workshops resulted in a lack of consensus on the SVT Program.  Therefore, 63 

AIC did not file a petition to implement an SVT Program.  Instead, Mr. Nelson 64 

states AIC’s position that it stands ready to implement an SVT Program if the 65 

Commission so directs and approves the recovery of related costs.  (AIC Ex. 1.0, 66 

pp. 6-7)  67 

Subsequently, in response to a request by the Commission Staff that AIC submit 68 

tariffs for an SVT Program, AIC filed the Supplemental Direct Testimony and 69 

Exhibits of Ms. Vonda Seckler (AIC Ex. 13.0).  Ms. Seckler sponsored two 70 

exhibits. AIC Exhibit 13.1 is a copy of the last version of draft tariffs that were 71 

circulated to workshop participants.  AIC Exhibit 13.2 is an updated version, 72 

which includes refinements AIC added after the conclusion of the SVT 73 

workshops.  Ms. Seckler reaffirms AIC’s position that it is neutral with regard to 74 
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an SVT Program and considers the matter to be one of policy to be determined by 75 

the Commission. 76 

Consequently, in my Direct Testimony, I address why it would be good policy for 77 

the Commission to direct AIC to adopt an SVT Program.  I also address, 78 

generally, why purchase of receivables with consolidated billing (“PORCB”) is a 79 

necessary component of an SVT Program.  I do not address the specific features 80 

of AIC’s SVT Program, as set forth in AIC Exhibit 13.2.  RESA/IGS witness, 81 

Stephen Puican, will address specific features of AIC’s SVT Program and suggest 82 

some improvements to that program. 83 

II. IMPORTANCE OF A CHOICE PROGAM 84 

Q. In general, what is the position of ICEA and RESA regarding the 85 

implementation of a Choice Program in AIC’s service territory? 86 

A. Recent events in the competitive retail electric market and increases in gas supply 87 

have changed the retail gas market to the point where AIC customers would see 88 

benefits from multiple supplier offers. As I have already testified, residential and 89 

small non-residential customers in northern Illinois are offered Choice Programs 90 

by Nicor Gas, Peoples Gas and North Shore.  The time is right to provide 91 

consumers gas choice in the AIC service territory.  Customers in AIC’s service 92 

territory should be given the same opportunity to benefit from the choices and rate 93 

offerings that flow from a retail gas choice program as their northern Illinois 94 

counterparts. 95 

Q. Did ICEA and RESA participate in the workshops ordered by the 96 

Commission in AIC’s last rate case? 97 
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A. Yes, members of ICEA and RESA participated fully in the workshop process. 98 

Q. What is ICEA’s and RESA’s position regarding the Choice Program set 99 

forth in AIC Exhibit 13.2? 100 

A. Generally, ICEA and RESA support the Choice Program as set forth in that 101 

exhibit.  As I will discuss in my testimony, that Program will provide substantial 102 

benefits to customers in AIC’s service territory.  However, as I stated previously, 103 

ICEA/RESA witness Mr. Puican will propose, in his direct testimony, certain 104 

improvements to that Program. 105 

Q. In general, what are the advantages from a public policy perspective of 106 

having a Choice Program? 107 

A. Many members of ICEA and RESA are both electric and natural gas competitive 108 

suppliers active not only in Illinois, but throughout the United States and Canada.  109 

As such, suppliers who currently offer electric service in AIC’s service territory 110 

may be able to offer “multi-product” discounts for natural gas in combination 111 

with electricity offerings.  In addition, the consumer education that has been 112 

spearheaded by the Commission, as well as similar efforts conducted by AIC in 113 

the retail electric market, creates an existing customer base of knowledge and 114 

awareness to build upon for the development of a well-functioning natural gas 115 

Choice Program.   116 

A Choice Program will result in greater and more diverse product and service 117 

innovation that may include multiple price options as a result of competition.  118 

Unlike utilities, AGS have the ability to leverage economies of scale between 119 

customers throughout the Midwest by utilizing storage assets in the region along 120 
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with local production contracts and spot market purchases.  ICEA and RESA 121 

maintain that AGS can not only offer customers savings but other value-added 122 

services that include the ability to set a fixed-price for a set number of years or 123 

more innovative service offerings that could  fuel a natural gas vehicle or provide 124 

free gas with installation of a fuel efficient furnace. 125 

Unlike the utility’s monopoly market, AGS will have to compete against other 126 

AGS, as well as the utility itself.  Failure to provide satisfactory offers and follow 127 

up with satisfactory service to customers would result in AGS losing customers to 128 

other AGS or those customers switching back to the utility for their supply. 129 

Q. You mentioned that AGS would be able to offer multiple price options.  Can 130 

you provide any examples? 131 

A. Yes.  First, let me note that an Illinois gas utility, such as AIC, is constrained to 132 

offering what is basically a variable price product, since the Purchased Gas 133 

Adjustment (“PGA”) changes each month, sometimes substantially, so customers 134 

are not afforded any fixed-price protection. 135 

 In contrast, an AGS is not constrained in a similar manner.  For example, in 136 

addition to a variable price product, an AGS can offer a fixed price product or a 137 

fixed bill product for a mutually agreed upon duration.   138 

Q. Would you please describe a fixed price product? 139 

A. Yes, a fixed price product would be one in which the AGS establishes a fixed 140 

price per therm usually for a fixed period of time.  For example, an AGS could 141 

offer a fixed price of 50 cents per therm for a term of one year.  While the overall 142 

bill would change due to fluctuations in usage, the price per therm would not 143 
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change.  This would provide the customer with more stability in his or her bill 144 

and, in turn, the ability to budget more accurately.  Moreover, the term would not 145 

necessarily be limited to one year.  An AGS can offer a multi-year product to 146 

customers. 147 

Q. Would you please describe a fixed bill product? 148 

A. Yes, a fixed bill product would be one in which the AGS establishes a fixed bill 149 

per month usually for a fixed period of time.  For example, an AGS could offer a 150 

fixed price of $50 per month for a term of one year, regardless of the customer’s 151 

usage.  Thus, the overall bill would not change due to fluctuations in usage, nor to 152 

changes in the commodity price of natural gas.  A fixed bill product would 153 

provide even more stability to the customer and his or her ability to budget 154 

accurately.  Again, the term would not necessarily be limited to one year.  An 155 

AGS can offer a multi-year fixed bill product to customers. 156 

Q. You also mentioned a variable rate product.  Wouldn’t this simply be the 157 

same as the PGA? 158 

A. No, again AGS are not constrained by the formula established by rule for gas 159 

utilities.  For example, an AGS could offer a guaranteed savings variable rate 160 

plan, one in which the customer is guaranteed a percentage discount off the 161 

utility’s variable rate.  As another example of a variable price product, an AGS 162 

could offer a seasonable product which allows customers to lock in a price per 163 

therm for the winter period, but have variable prices, floating with the market, in 164 

the non-winter period. 165 

Q. You also mentioned diverse product offerings.  What do you mean by this? 166 
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A. An AGS can “package” its services with other products, such as demand response 167 

or energy efficiency products.  For example, an AGS could offer installation of 168 

energy efficiency appliances, such as energy efficient furnaces.  Another example 169 

is that an AGS can offer a “green energy” product.  An example of a green energy 170 

product is Integrys Energy Services’ Ecovations program in Ohio which features 171 

a renewable gas offer in which some of the carbon dioxide emitted by burning  172 

natural gas is offset through a blend of renewable gas and carbon offsets. 173 

Q. You testified that residential and small non-residential customers were 174 

participating in Choice Programs in northern Illinois. Would you please 175 

elaborate? 176 

A. Yes.  According to the Commission’s most recent Consumer Services Division 177 

annual report (for calendar 2011 released on June 11, 2012), Nicor Gas reports 178 

that approximately 203,760 residential and 32,700 non-residential customers 179 

chose AGS through its Customer Select Program during 2011.  Peoples Gas 180 

reports that approximately 67,900 residential and 10,500 non-residential 181 

customers chose AGS through its Choices for You Program.  North Shore reports 182 

that approximately 13,500 residential and 1,200 non-residential customers are 183 

supplied by AGS.   184 

Q. How would you characterize the participation levels in the Choice Programs?  185 

A. While I believe this number is constrained because while these gas utilities offer a 186 

consolidated billing component as part of their Choice Programs, they do not 187 

include a purchase of receivables component.  Nevertheless, these statistics show 188 

that there is considerable interest on the part of residential and small non-189 



 10 

residential customers in having the ability to choose from whom to purchase their 190 

natural gas supply. 191 

Q. Do the Choice Programs offered by Nicor Gas, Peoples Gas and North Shore 192 

reflect multiple price offers by AGS? 193 

A. Yes, as of May 31, 2013, my review of the Commission’s website indicates that 194 

there are nine suppliers making 22 product offerings to residential customers in 195 

the Customer Select Program of Nicor Gas, five suppliers making 16 product 196 

offerings in the Choices for You Program of Peoples Gas, and four suppliers 197 

making 12 product offerings in the Choices for You Program of North Shore.  198 

Again, I believe the number of product offerings would be even greater if these 199 

gas utilities offered a POR tariff as part of the Choice Programs. 200 

Q. Previously, you mentioned recent events in the competitive retail electric 201 

market.  Would you please elaborate? 202 

A. Yes, the Illinois retail electric market has experienced substantial switching from 203 

electric utilities to Alternative Retail Electric Suppliers (“ARES”).  In AIC’s 204 

service territory, there are three zones.  According to the most recent information 205 

available on the Commission’s website, as of April 30, 2013, the number of AIC’s 206 

residential customers buying electricity from ARES are as follows:  Zone 1-207 

145,261; Zone 2-137,749; and Zone 3-273,409.  Thus, there are over 550,000 208 

residential customers in AIC’s service territory who are purchasing their 209 

electricity through Choice Programs.  AIC customers should be given the 210 

opportunity to choose their natural gas supplier similar to the opportunities that 211 

they have enjoyed for customer choice in the electric market. 212 



 11 

III. IMPORTANCE OF A PORCB PROGRAM 213 

Q. In general, what are the advantages from a public policy perspective of 214 

having a PORCB program? 215 

A. There are several crucial advantages to having a PORCB program from a public 216 

policy perspective.  First, PORCB allows for a single collection point for a 217 

customer who receives a single bill.  AIC is better suited for collections, 218 

especially because they have greater recourse in the event that the customer does 219 

not pay, and can do so at a lower cost.   220 

In addition, as a vehicle through which AGS’ receivables can be purchased, 221 

PORCB programs promote retail competition by enabling competitive suppliers 222 

to offer service to all residential and small commercial customers, regardless of 223 

their income level or the size of their load.  This results in a broader segment of 224 

consumers enjoying the benefits of retail competition, including lower prices and 225 

the ability to select from multiple energy options.  Thus, PORCB programs 226 

facilitate market entry by competitive suppliers, which, in turn, creates a greater 227 

choice of rate and service options for customers and, in particular, residential 228 

customers.   229 

Q. Will a PORCB component of an SVT Program benefit customers?    230 

A. Yes, a PORCB program will benefit customers.  The major benefit will be a more 231 

competitive natural gas market which, in turn, will result in greater price 232 

competition and more product offerings.  In addition, the following are other 233 

benefits of a PORCB Program: 234 

 Reduced customer confusion regarding collections;   235 
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 Leverage existing systems, reducing overall costs;   236 

 Continuity of message and consistency in treatment of receivables;   237 

 Expanded access to the competitive market for higher risk customers; and   238 

 Efficient utilization of effective recovery tools.   239 

IV. CONCLUSION 240 

Q. Does this conclude your direct testimony? 241 

A. Yes, it does. 242 
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 Please take note that on June 11, 2013, I caused to be filed via e-docket with the 

Chief Clerk of the Illinois Commerce Commission, the attached Direct Testimony of 

Kevin Wright on behalf of the Illinois Competitive Energy Association and the Retail 

Energy Supply Association in this proceeding. 
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