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COMM SSI ONER MAYE: Good afternoon. Pursuant to
t he Open Meetings Act, | now convene the Annual
Supplier Diversity Policy Session of the Illinois
Commerce Comm ssion. Welconme.
Wth me in Chicago is
Comm ssioner del Valle. Comm ssioner McCabe will be

here shortly. Joining us by phone is Chairman

Sheahan.
Good afternoon, Chairman. Are you
with us?
CHAI RMAN SHEAHAN: Good afternoon. | am wi th
you.
COMM SSI ONER MAYE: Great. Thank you. | believe

you have some remarKks

CHAI RMAN SHEAHAN: | do. Thank you. Good
afternoon and welcome to the Illinois Commerce
Comm ssion's Supplier Diversity Policy Session.

| regret that | can't be there with

you due to famly comm tments, but | want to thank
all of those that are in attendance today,
especially Representative Davis and the senior

utility executives who are with us, Ron Pate from
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Amer en; Anne Pramaggiore from ConmEd; Bruce Hauk from
American Water; Beth Reese from Nicor; and Polly
El dri nghoff from Peopl es.

Beth desires a little extra
recognition. Congr atul ati ons on your pronotion,
Bet h, and thanks to making the effort to come back
to the session. W are all excited by your
opportunity and | ook forward to continuing to work
cl osely together.

MS. REESE: Thank you, Chair man.

CHAI RMAN SHEAHAN: | would like to especially
t hank and congratul ate Comm ssioner Maye and
Comm ssioner del Valle for their |eadership in this
effort.

There's been quite an inprovement in
these reports over the |ast few years, no doubt a
result of their |eadership, the |eadership in the
| egi sl ature and conmpanies all going in the same
direction.

Today's forumis designed to serve two
primary purposes, not only does it satisfy the |egal

requi rement that |arge public utilities report on
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t heir procurement goals and spending for the
previous cal endar year, but it also presents an
opportunity for us to hear personally from senior

| eaders on the topic of Sustained and | nproving
Supplier Diversity Initiatives in Illinois. Thank
you to each of the conpanies for being here today.

Conmpani es understand supplier
diversity is not an expense but an investmnment.
These initiatives not only foster |ocal econom c
devel opment but strengthen community relations.

We have found that the utility
conmpani es presented today, Anmeren, Anmerican Water,
ComEd, Peoples and Nicor, have met their reporting
obligations, but, nore inmportantly, have taken
increased diversity to heart.

Diversity was one topic we discussed
in my first bench session as Chairman. At the time
| expressed nmy firm believe that we must | ead by
exampl e and, to that end, the Comm ssion has held a
mrror to itself to promote diversity within our
Staff and to better align initiatives with our core

val ues and operations.
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Our new general counsel is of Indian
descent . Our new chief of external affairs is
femal e. Our new chief admnistrator is African
Ameri can, and our new chief of the ICC police is
Latino, just to offer a few exanmples of our
progress.

As we increase the diversity of the
| CC Staff, we encourage the utilities to do the
same. Diversity plays a vital and integral role in
the communities we serve. Embraci ng and encour agi ng
diversity is a continuous effort and one the
II'1inois Commerce Conmm ssioners are proud to | ead.

Thanks again for participating and for
your | eadership. Thank you, Comm ssioner Maye.

COVMM SSI ONER MAYE: Thank you very nmuch, Chairman

Sheahan, for those remarks. | think I can speak for
both Comm ssioner del Valle and nyself when | say
that it's an honor to take on this inmportant issue.

As you stated, diversity does not just
make sense; it makes dollars, and I'"'m so very proud
how far we have come in Illinois. W are here

specifically to discuss our diversity, but it's
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truly the annual report we will focus, and | want to
echo the Chairman and thank everyone for being here
t oday.

This nmorning | had the opportunity to
give a few brief remarks at the luncheon for the
Illinois Diversity Council. Let me tell you it was
an all-star, no nonsense, no stone |left unturned
rock star event, and thank you to all that was
i nvol ved. It was phenonenal, and | was excited to
be there to cheer you on and | ooking on to what
know wi || be great progress over the next few years,
decades and centuries even.

Now | want to talk a little bit about
t oday and about the Council that was created by the
five utilities: American Illinois, ComEd, Illinois
Ameri can Water, Nicor Gas and Peopl es/ North Shore
gas.

As | chair this nmorning, it is not
often we can all come together around an issue in a
col l aborative effort in a sense that's truly been
amazi ng. Congratul ations again to the utilities on

a successful charter of the Illinois Diversity
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Counci |l and most definitely the | eaders.
| want to put in a plug here for our
Chai rman, because | think when you think of
| eadership, you think of what's inmportant when it
conmes to diversity and that's top-down | eadership.
| remember on the first day
Chai rman Sheahan started, it happened to be on a
hearing day, and | wal ked into his office and said,
"I just wanted to give you an update what we will be
doi ng today, so we will be announcing the annual
policy forum for the supplier diversity reports,"”
and he said to me, "So what do you think about the

initiatives?"

| said, "What do you mean? | think
it's great really we are pushing it," and he said,
"Yes. Well, | think the ICC needs to put its money

where its mouth is, don't you think?"

And | just sat there | ooking at him
and | was shocked, and he said, "It's great that we
are encouraging utilities to do this, but how can we
tell themto do this with a straight face when we

aren't doing it ourselves?"”

10
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And this man he has made some changes.
He has definitely incorporated diversity in the
deci sions he has made and he does not just talk the
tal k but he wal ks the wal k.

So, Chai rman Sheahan, | want to thank
you for your commtment to this issue, not just for
supplier diversity but for diversity for the
Comm ssi on.

Wth that, | want to talk a little bit
about the organizations themselves, the Council.

You m ght be wondering what the purpose is. The
m ssion of the Council is to serve as a best
practices sharing mechani sm where each of the
utilities can essentially share diversity, and |
think it's great, but also share ideas.

A few nmonths ago | had the pleasure to
attend Ameren's Supplier Diversity Symposium which
was a great event, and also what | was so proud
about was that there were representatives from
ComEd. There were representatives from Nicor Gas.
There were representatives from many, many, many of

our utilities, and to me that's exactly what the

11
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council's about. It's to share best practices.

It's to go back and say this is what works at
Ameren, maybe it will work for ComEd, or maybe not,
but we can now see that -- we can see not just how
we can i nmprove but how we apply to all the different
utilities in all the different ways.

So I'mreally excited about the
Council, and I think it's going to be great. If the
Council is anything |ike what today was, it is going
to be nothing short of magnificent.

And, again, | applaud the |eadership
of each of the utilities for your support and your
just being so passionate about this issue and know
how i mportant it is.

Now, Comm ssioner del Valle, | believe
you have some remarKks.

COMM SSI ONER del VALLE: Al ways.

COWMM SSI ONER MAYE: Yes, | know.

COWMM SSI ONER del VALLE: Thank you, Comm ssioner
Maye. | also want to thank the Chairman for his
commtnment to diversity, because, as Conmm ssioner

Maye i ndicated, the M. Chairman indicated we cannot

12
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j udge you and at the same time not allow you to

j udge us, and so the same way we are | ooking at you
nunmbers, we want you to | ook at the Comm ssion's
numbers. We want you to | ook at the job of the
executive director and what our numbers | ook |ike i
terms of procurement as well as hiring.

So | really appreciate the comm t ment
of the Chairman and to the comm tment of all the
members of the Comm ssion. So maybe we can do this
so that every year as you cone before us, just
bef ore you come before us, you can request fromthe
executive director our numbers so that you could
review them at the same time that we are review ng
your numbers. So, once again, thank you very much.

Again, | want to welcone everyone
joining us today, including State Representative
Lou Davis, one of our chanpions in the Illinois
General Assembly. The main reason why we are here
t oday, he made it happen.

Progress has been made over the | ast

r

n

year, no doubt about it, but | have to tell you that

it's not enough, particularly for MBEs. | think the

13
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Afri can American nunmbers and the numbers for Latinos

are still | ow.

It's great to tal k about percentage
increases in the arena of 50 percent or even a
hundred percent, but when your nunbers were |low to
begin with, a hundred percent doesn't necessarily
mean significant progress, particularly when you
take into account the ampunt of spending --
i ncreased spending that's being done by the
utilities as a result of actions taken by the
General Assembly and the Illinois Commerce
Comm ssion and paid for by the ratepayers in the
State of Illinois.

So the commtment in the very

begi nni ng has been on the part of all the parties to

make sure that we continue to move towards having
t he spending, the procurement, et cetera, to be
reflective in terms of the proportion of the
popul ati ons that each utility are serving, and |
t hi nk we have a | ong way to go.

(Wher eupon, Conmm ssi oner

McCabe entered the room)

14
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These nunmbers certainly | ook good when
you take themin totality, and we'll see that today,
but when you begin to exclude small busi nesses, when
you begin to exclude women, then the nunbers don't
| ook as good as we need themto | ook, and I think we
all ought to be up front about that. Let's not try
and sugar coat reality.

So when utility conpany efforts are
appreciated, this nmeeting is not a celebration of
t he progress made to-date, nor is the purpose of
this meeting to pat the companies and ourselves on
t he back, rather this meeting is |like the new
Counci | announced this morning are tools to help the
compani es devel op and i nplement strategies for
strengthening their commtment to diversity.

We are here to work, and this is hard
work, so let's talk about what the conpanies m ght
call "best practices" and hear about their next
steps. This nmeeting is about taking more steps in
this long, |ong process.

As part of this process, we are

constantly | ooking at where we can do better,

15
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whether it's low mnority-owned busi ness numbers or
whet her it's one or two contracts which are having
an outside influence on the nunbers.

We must continue to assist businesses,
m nority businesses, African American businesses,
Lati no busi nesses, assist them so that they can grow
so that they can provide nore services to the
utilities.

As part of this process, we are
constantly | ooking at where we can do better, as |
said, so please allow me to thank everyone for their
efforts thus far.

We are moving in the right direction.
We are together on this long road to work through
this difficult problem and coll aborate to make
headway for conpanies, their management, as well the
rat epayers in the State of Illinois.

And so |I'm | ooking forward to hearing
fromyou, and don't get nervous about my questions.
Thank you

(laughter.)

| have acknow edged the presence of

16
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Comm ssioner or State Representative Davis.

Woul d you like to make a quick
comment, Representative? | think you deserve some
time.

PRESENTATI ON
BY
REPRESENTATI VE DAVI S:

Thank you very much, Conm ssioner, to
the other comm ssioners present, to everyone in the
room today, thank you for giving me an opportunity
to say a few words, and thank you, Comm ssioner
del Vvalle, for indicating that at the very | east
part of the reason why we are here is due to sonme
| egi sl ation and opportunities that we took in the
General Assenbly.

| think your coments are right on as
it relates to that we are at a certain point where
we certainly know that those numbers can get better,
and we appreciate the efforts of all of the utility
conpani es that are working very hard, that are
creating programs and opportunities to increase that

diversity, not only within their own workforces, but

17
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also with the vendors and the others that we work
with, but we know that there's more that can be
done, and we are constantly trying to push the
envel ope.

As a result of the work on regul ating
utilities here in the State of Illinois, we are also
embar king on working with state universities,
working with the hospitals to try to get themto
acknowl edge that they also need to nove their
diversity nunmbers forward as well, and we have
passed a series of bills over the course of the | ast
year that are lending thensel ves towards
acknow edgi ng the chall enges in those different
sectors as well.

What happens here under the | eadership
of the Commerce Comm ssion is setting the stage for
everything else that is to conme.

Agai n, we appreciate all of the work
that the companies that are in the room today are
movi ng forward on that, and but we just have to make
sure it's not just show.

It is very easy to start a supplier

18
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di versity council. It's very easy to hire sonmeone
who is suppose to be dealing with diversity or
over-diversity. That's the easy part.

The hard part is really getting it
done, and that's where we have to make sure that we
are pushing and encouragi ng these conpanies to make
sure that it happens and not just in a sense that
you have got conpanies that are already established
who they can point to and say, okay, come to this
project with us.

We al so need to | ook at ways to
i ncrease those nunbers by mentor protege
opportunities while taking smaller, maybe even
separate, start-up conpanies and giving themthe
opportunity to be able to grow and to actively
participate in these ventures and giving these
opportunities.

So that's another way in which we have
to encourage our conpanies, wherever they are in the
State of Illinois, whatever sector they're in in the
State of Illinois, to try to move that particul ar

ball forward.
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If there's a need for additional
| egislation to try to help encourage, we'll be nore
t han happy to introduce and hopefully see that
successfully signed into | aw.

Agai n, we have seen, even fromthe new
adm ni stration, the interest in increasing the
diversity here in the State of Illinois. W
appreciate that interest and we want to make sure
that they stay true to that interest.

Chai rman Sheahan tal ked about, just
even within the Conmmerce Comm ssion, how they have
i ncreased diversity, and we appreciate that as well.
| mean, to come in right off fromthe very beginning
and acknowl edge that and then actively work to make
it better, of course, they're truthfully -- | should
say you are truthfully | eading by example, and we
very, very much appreciate that.

Agai n, we have seen sonme success, but
there's a need for more success, and we want to worKk
hard to try to get there.

COWMM SSI ONER del VALLE: Thank you very nmuch,

Representative Davis. Thanks for being here today.

20
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REPRESENTATI VE DAVI S: My pleasure. Thank you.

COWMM SSI ONER del VALLE: We would like to call up
the first conpany, Ameren Illinois.

COMM SSI ONER MAYE: Comm ssioner del Valle,
before we have Ameren, we are going to have a
speci al presentation from Kate Tregasser who |'m
going to introduce here.

COVMM SSI ONER del VALLE: Oh, sorry about that.
was just anxious to get to the conpanies.

COVM SSI ONER MAYE: | know you got excited. We
are going to give you some buffer.

So with that, | would like to
i ntroduce Kate Tregasser. She is an executive
partner of the Chicago office of Krieg DeVault.
She's also the chairman for the Diversity Commttee.

Kat e has been working with us,
particularly my office. You know, she does -- she's
great at what she does. She | ooked at these
reports. She is going to provide her perspective of
them from over the | ast year. She definitely gives
a | ot of guidance on a pro bono basis which we

definitely appreciate.
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So, Kate, thank you for being here.
We are very anxious to hear what you have to say.

At this time -- also, there are sonme
enpty chairs. | see a crowd of people at the door
Al so, we have an overflow room which has audi o set
up, right, Comm ssioner? And that's in N801. It's
the Video Conference Room  You wal k straight down
the hall and you will see it. | f you prefer to come
in, there's definitely some seats avail abl e.

PRESENTATI ON
BY
MS. TREGASSER
Thank you, Conmm ssioner Maye. I
woul d i ke to thank the Conm ssion for inviting me
to speak today.

As a stakeholder in this supplier
diversity area, | comend the General Assenbly and
t he Commerce Comm ssion, and especially Comm ssioner

Maye and Conmm ssioner del Valle, for being very

proactive on this initiative. | would also like to
t hank the utility conpanies for being enthusiastic
partners.
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| was asked to review the annual
reports that were filed with the Comm ssion, and |
was very encouraged by the |level of detail presented
in the reports.

It is clear the utilities have a
strong comm tment to supply diversity. As a result
of everyone's hard work, there's been several
advances in supplier diversity, and the amunt of
money spent with diversity suppliers has increased
over the |last few years. There's now created a
Utility Business Diversity Council to provide
gui dance on the program and diversifiers have nore
access to opportunities since the Comm ssion has
established a database on its website with a point
of contact for each participating entity along with
a list of certifications recognized by those
entities. | feel this is a strong foundation for
conti nued i nmprovenent.

Looking at the 2014 report, it shows
us the progress by utilities in procuring goods and
services from women, mnority, veteran and small

busi nesses.
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Ameren has increased from 20 percent
in 2013 to 28.8 percent in 2014. ComEd has
increased from 27.3 percent in 2013 to 34 percent in
2014. Peopl es/ North Shore has increased from
40. 83 percent in 2013 to 43.06 in 2014. Ni cor has
increased from 14.59 percent in 2013 to 22.92
percent in 2014.

This is the first year that American
Water filed a report, and they reported 6.82 in
2014; however, if we exclude small business spend
and only | ook at diversity spend, Ameren has
increased from 10.4 percent in 2013 to 12.3 percent
in 2014. ComEd has increased from 23.1 percent in
2013 to 26 percent in 2014. Peopl es/ Nort h Shore Gas
has increased from 18. 76 percent in 2013 to 21.01
percent in 2014. Ni cor has increased from
5.3 percent in 2013 to 13.15 in 20.14. [11inois
Ameri can Water reported 5.06.

Utility spending with diverse and
smal | business suppliers has increased from just
over $600 mllion in 2012 to just over 1.1 mllion

in 2014.
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Additionally, these reports show how
the companies run their diversity procurenment
operations and how they recognize the need for
i mprovement, but what do these nunbers tell us?
Clearly these actions over the |last few years show
t hat everyone understands the inmportance of supplier
diversity.

Specifically, these actions were
critical in promoting innovation through the
entrance of new products, services, and solutions,
to the utility industry. They display the
conpani es' comm tment to do business beyond
consumerismin diverse markets and they showcase the
compani es' interests in a commtment to the economc
growth of all communities.

As we | ook forward and continue to
build on the successes of this initiative, there are
still opportunities for growth. | envision several
steps to continue to increase opportunities for
di verse suppliers.

First, we need to continue to secure

buying fromtop management. This needs to continue
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to be the nunber one priority. If the top
managenment | oses interest in this supplier diversity
program there's little chance of it continuing to
grow within the conpanies. These reports
denonstrate that we currently have strong buying
fromthe top

Second, we need to set measurable
goals. After confirmng the ongoing buying from
these utility conpanies, the next step is to set
actual targets for performance.

For exanple, the State of Illinois has
a goal of 20 percent of total spend within diversity
suppliers, including 11 percent with MBEsS, 7 percent
with WBEs, 2 percent with disabled conpanies and
3 percent with veterans. Once goals are set, we can
evaluate the utility's performance agai nst these
goals on a yearly basis.

Thirdly, we can increase
opportunities for diverse suppliers with new
opportunities by tracking outreach efforts, create
new opportunities, including target market contracts

t hat are exclusively avail able through diverse
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suppliers, breaking out contracts into economcally
feasi bl e and geographically feasible contracts.

| often hear from diverse suppliers
t hat they cannot provide goods or services to |arge
compani es because the volunme requires an unrealistic
size of their conmpany or their |ocation to provide
the services outside their capabilities.

It is important for everyone invol ved
to understand the restrictions that are placed on
di verse suppliers by several certification agencies
in order to maintain certification; therefore, not
all opportunities are an option for diverse
suppliers.

We can also increase the opportunities
by tracking the use of new vendors. Every year the
same handful of diverse suppliers are used by a
maj ority of the conmpanies. Creating opportunities
for new vendors will create conpetition among the
di verse suppliers and ideally will decrease the cost
to the conpany.

The flip side is that | often hear

from | arge companies that diverse suppliers increase
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their costs. Creating nore conpetition could open
doors to nore diverse suppliers and ideally decrease
the cost of procuring the goods and services of

ot her conpani es.

Additionally, 1t's important to track
the results fromthe conpany's participation and
diversity professional organizations or vendor
fares.

For exanple, are actual opportunities
being given to these diverse suppliers at these
events?

The fourth opportunity for growth
woul d be uniformreporting requirements and
definitions. Uni form reporting would allow for
future tracking of increased opportunities.

For exanple, are our goals actually
being met? Additionally, uniformdefinitions would
ensure the spirit of the programis foll owed.

For exanple, there's several
definitions of a small business. The State of
II'linois defines a small business as having revenue

under 10 mlIlion or for certain industries having
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| ess than 250 empl oyees, but the Small Business

Adm ni stration's definition of a small business
includes conmpanies with revenue as high as

$38-1/2 mllion or for certain industries a thousand
enpl oyees. The spending numbers reported may be
inflated if the intent of the |law was to use the
state's definition.

Lastly, it's important to establish a
conti nuous inmprovement plan. This can include
conducting audits to verify activity and rel ated
results comply with the conpany plan and surveys
within diverse suppliers to understanding their
uni que needs.

| appreciate the opportunity. Thank
you.

COMM SSI ONER MAYE: Thank you, so much, Kate.
| ve been away fromthe trial roomtoo |ong, but I
would i ke to qualify you as a witness, so to speak
so why don't you tell them what you do in your
practice.

MS. TREGASSER: Sur e. | represent severa

hundred M and WBEs and veteran-owned busi nesses with
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their certifications, as well as | represent | arge
conpanies with their supplier diversity prograns,
you know, inplenmenting or improving their prograns.

COWVMM SSI ONER MAYBE: Thank you so much. | think
that this was very hel pful. | know you'll be
participating in our roundtable as well and we'll
have some questions.

COVMM SSI ONER del VALLE: | have a coupl e of
guesti ons.

COMM SSI ONER MAYE: You don't have to ask me.

COMM SSI ONER del VALLE: You are the Chairman.
respect the Chairman.

A coupl e of things. Your | ast
statement about numbers possibly being inflated, if
the state definition is not being used?

MS. TREGASSER: Correct. Some of the reports
have the small business definition.

COVMM SSI ONER del VALLE: So they have the small
busi ness definition. By | ooking at these reports,
you cannot determ ne - -

MS. TREGASSER: Correct.

COMM SSI ONER del VALLE: -- whether that is
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happeni ng or not?

MS. TREGASSER: All the reports have a
definition. They list out what each utility defines
as a small business and they, for the nost part, use
the Small Business Adm nistration, which is just a
hi gher standard.

COVMM SSI ONER del VALLE: The SBA?

MS. TREGASSER: Uh- huh.

COMM SSI ONER del VALLE: What woul d you
recommend?

MS. TREGASSER: | reconmmend, since this is a
State of Illinois program to use the State of
I1linois definition of a small business.

COWMM SSI ONER del VALLE: And you anticipate that
t hat woul d change the nunmbers?

MS. TREGASSER: | think it will significantly
decrease the nunmbers spend with small businesses
within the new definition of small business.

COVMM SSI ONER del VALLE: Significantly decrease?

MS. TREGASSER: That would be my assunpti on. I
can't guarantee it.

COWMM SSI ONER del VALLE: That's an inportant
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poi nt and we are certainly going to make note of

t hat .
The second one is, and the
reason -- and the chairman is right -- |I'm asking
t hese questions is so that maybe the utilities when

t hey get up here they can el aborate more on it.

One nmore question. You heard ny
statement about African American and Latino
spendi ng, and you saw in the report that there are
goal s.

MS. TREGASSER: Correct.

COMM SSI ONER del VALLE: | ndi vi dual goal s. One
company, for exanple, had a goal of 3 percent, but
the actual was 2.9 percent, another goal of 2.6
percent, but the actual was 3.5 percent.

Just, generally speaking, would you
agree with me that the numbers could be a whole | ot
better for MBEs --

MS. TREGASSER: \Whol eheartedly.

COMM SSI ONER del VALLE: -- for African Americans
and Hi spanics?

MS. TREGASSER: Yes.
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COWMM SSI ONER del VALLE: And would you agree that
t hose numbers are kind of buried in these reports
because of the overall small business spend and
women busi ness spend.

MS. TREGASSER: Yes, that would be my assunption,
because when you break out the small business -- |
apol ogi ze. | did not break out the women spend, but
if we did that, the numbers wouldn't be as strong,
so | think that -- | think the intent -- well, |
guess you have to ask the General Assenbly and
yoursel ves what the intent of the initiative is, and
if it's to increase spend with mnority-owned
compani es and with wonmen-owned conpani es, because
that's considered in that as well, | think small
busi ness needs to be under a conpletely separate
category, because a lot of times that's a
self-certification. You know, the mnority and
women- owned compani es have to go through a rigorous
certification process and so they're held to a
hi gher standard.

COWM SSI ONER del VALLE: Thank you.

COVMM SSI ONER MAYE: Just some fol |l ow- up. | know
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we met with a couple of our utilities and one in
particular we talked about the self-certifying
issue. There really is no way. It's kind of an
honesty policy. There is no way to verify who they
truly are, you know, if they're a small business or
if they're self-certified as a women-owned busi ness
if it's truly a one-woman business that is the

maj ority share of that business, so --

MS. TREGASSER: | believe the utilities are, you
know, requiring certification for all of the wonmen
and mnority. It would just be the small business,
and along that same line is, you know, maybe the
first time they start working with that conpany,
they qualify as a small business, but are they
continually asking themif they're still a small
busi ness, because, obviously, if they give them
| arge contracts, they could easily graduate out of
t hat program

COVMM SSI ONER MAYE: That's very interesting.
Thank you so much, Kate. This is great. Looki ng

forward to having you back at our roundtabl e.

COVMM SSI ONER del VALLE: Okay. Our first utility
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is Ameren Illinois represented by Ron Pate, Senior

Vice President of Operations and Technical Services.

Ron.
PRESENTATI ON
BY
MR. PATE:

Good afternoon, Comm ssioners and
those in attendance. | am Ron Pate, Senior Vice
Presi dent of Operations and Technical Services.
Wth me today is Byron W therspoon, Director of
Supplier and Diversity for Ameren Corporation; and
Brice Sheriff, Director of Regulatory Affairs for
Ameren Il linois.

Our president, Richard Mark, regrets

t hat he could not be here today. Hi s attendance was

needed at the Ameren board meeting in St. Louis. He

has expressed a great interest in meeting with you
either here or at our Collinsville office in the
future.

| appreciate the opportunity to be

here today representing M. Mark and Ameren Illinois

to tal k about our Supplier Diversity Program I
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m ght stop right here to say someti mes he has ne
fill in for himat nmeetings that aren't as pleasant
as this one or the one this morning with the rock
star Kkickoff.

You are absolutely right,

Comm ssi oner . It was a great event, and | think it
will bring us together.

And, Comm ssioner del Valle, in your
openi ng coment you take that very serious, and |
think with pulling these utilities together to talk
about that, we'll talk about good things that are
happeni ng, but we take the chall enge that we have
much more to do seriously, and we'll continue to
pursue that, and |I think bringing these utilities
t oget her only hel ps that fact.

"1l spend a couple of m nutes giving
you an overview of our program and our efforts to
further strengthen diversity with the inclusion of
Ameren, any Byron is going to discuss the
performance of our 2014 Annual Report.

As a maj or purchaser of materials and

services, we realize Ameren can play a significant
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role in growth and devel opment in diverse suppliers.

We have devel oped an aggressive
program to make sure diverse suppliers are
encour aged and given an opportunity to do business
with Ameren. Each year our goal is to work
incrementally to inmprove our past efforts, and |I'm
pl eased to say we have received steady growth in
terms of increased spending and vendor utilization
of diverse suppliers and also hiring diverse
candi dates to fill critical roles within Ameren
I11inois.

Some of the strategies that we are
utilizing to help support these efforts -- and Byron
will give nore details -- is developing a
schol arship program for busi ness owners at Tuck
School of Business at Dartmuth University in New
Hanpshire, also sponsoring a biennial symposiumto
rai se awareness for the procurenment process
devel opi ng an Ameren inclusion council. This
cross-sectional group of enmpl oyees makes suggestions
for inmprovements in current diversity inclusion

initiatives, as well as identifies measures for
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eval uating our progress. In 2013 we
hosted a conpany-wi de diversity festival where over
5,000 of our enployees, their famlies and vendors
attended. This same event is being planned for this
com ng October.

At the local |evel, we conduct |inemen
and gas wor ker awareness prograns at high schools
and community coll eges. W have also conducted
diversity outreach events in comunities throughout
our service territory to help build and maintain a
pi peline of skilled workers with the best diverse
backgrounds.

Most recently events were held in
Peoria, Decatur, Champaign and the Metro East area.
We seek input fromlocal organizations in reaching
out to a diverse group of participants for those
ar eas.

Al so, we work with community-based
organi zations, such as the NAACP, Urban League,

Bl ack Chamber of Commerce, and al so county enpl oyee
trai ning organi zati ons, and, of course, our union

partners, and not just identify diverse suppliers
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but to make sure that they have an opportunity to
wor k on our property.

Next month we are going to begin
construction on a new operating center in M Conmb,
Illinois, and I'm pleased to report that nore than a
quarter -- actually 27 percent of the subcontractors
on that job will be diverse businesses.

Al so, before | turn this over to
Byron, |I'm excited and proud to announce that Anmeren
has been named the nunber one conpany on
Diversitylnc.'s list of top utilities for diversity.
This is the fifth consecutive year Ameren has been
recogni zed anong the top five utilities; however, it
is our first time on the top of the list creating an
inclusive workplace, reaching diverse customers and
having a strong Supplier Diversity Program

To be named first anmong the U. S.
Utility companies, such as Cipro Energy, Synergy
Conpany, Pacific Gas and Electric, is an honor and
speaks to the hard work that's taken place and the
seriousness. We take it personally.

So with that, I will ask Byron to
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di scuss the performance and give sone nore details.
PRESENTATI ON
BY
MR. W THERSPOON:
Thank you so much, Ron, and thank you
Chai rman Sheahan and to the Comm ssioners for your
| evel of engagement with what the utilities are
doing in the area of supplier diversity.
| appreciate the opportunity to
di scuss with you today our Supplier Diversity
Program as we believe we have matured greatly over
the | ast several years, and so what |'m going to do
is start off our discussion today with the Kkinds of
goods and services we buy. Our key supply diversity
strategies we believe lead to our results while
illustrating the results we have achieved over the
| ast three years, and then | want to turn it back
over to Ron for sonme closing remarks.
And, Brice, if you would turn for me.
First, how we structure at Ameren. Turn it again
for me.

We have nostly business segments with
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many di fferent types of business services that we
procure. The Ameren business segments include
busi ness and in corporate services generation,
transm ssion, and our focus for today's discussion
is the Ameren Illinois energy delivery business.

If you |l ook at the screen, 1"'Ill just
call your attention to a couple of goods and
services that we procure are primarily focused in
the m ddle block with the energy delivery section,
but from a business and corporate services
perspective, that's kind of our back office
purchasing, and so we are tal king financial
services, HR services, other outreach and
educational services. Those are things that we do
in that space, and from a generation perspective,
you are | ooking at engineering services, boiler

mat eri al and services, et cetera.

What | really want to focus on and the

meat of our discussion today is what we are doing at

Ameren Illinois in our energy delivery space.
So when we tal k about the goods and

services in that space, we're talking things |ike
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overhead |line construction, transformers, vegetation
managenment, et cetera, and you will find the
descriptions for those categories in our annual
report beginning on Page 4.

Now when we tal k about our key
supplier diversity strategies, before |I talk about
what we think are core, it is important to note that
what our pillars are that we believe focus our
efforts, and the strategies and activities that we
enpl oy at Aneren.

And so when we think about pillars, we
are tal king about access, we are talking
devel opment, and we are talking sustainability. W
believe that if we execute all those, those lead to
| ong-term powerful partnerships which really begins
to drive all of our strategies and activities that
are part of the DNA of what our programis.

So you heard Ron mention the senior
| evel | eadership support and influence. | woul d
like to call this the sine qua non of what we do.

It is the necessary ingredient of the essenti al

condition for our programto be successful. There's
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accountability for what we are doing and supplier
diversity that extends all the way up from Ameren
I11inois' perspective to Richard Mark and Ron Pate,
but also from an Ameren perspective to our entire
executive | eadership team

How do we carry out our m ssion? So
when | think about the strategies, | nmean, we talk
about the secret sauce, if you will, but some of the
strategies that we have in place one key is having a
supply diversity policy, and so that policy is much
more than a statement. That policy outlines how
supplier diversity should operate within sourcing.

So we are tal king about how do we
operate in the community? How do we operate with
our business segnents? How do we operate with
sourci ng. That policy outlines that, and that
policy is also contained in detail in our annual
report.

| have a team of five that report off
to the business segnents, and so when we are talKking
about establishing corporate and busi ness segnment

goals, that's key for us, because at the corporate
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| evel, there's a target. A goal of this year it
happens to be 12-1/2 percent. Last year it was at
12 percent, and we conme in at 12.3 percent on the
corporate level. We are talking about Ameren
II'linois as well, but our goal has cascaded down
t hroughout our busi ness segnents and each business
segment share in a portion of what that goal may be
based on what their total spend profile |ooks |ike.

So what my team does is they nmeet
regularly with those business segments, and the
ki nds of things that they do we are talKking
strategic opportunity assessnents and socialize
suppliers within the business. So when we are
tal ki ng about increased access, it is important for
us to make sure that we are getting the suppliers i
t he busi ness.

| recall mentioning |ast year that a
good venue for that is allow ng supplier
i ntroductions into the business, and so what Ron's
team does -- we can supply diversity
professionals -- they will coordinate a meeting and

they' Il talk through their progress and they'll also
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have a forum for the diversity supplier to talk
t horough their goods and services that they provide.

What that does, and we found, is it
increases the |ikelihood of success for RFPs,
because if the business is famliar prior to the bid
going out, the likelihood of success increases.

To grow and to sustain a
subcontracting program for diverse supplier
partici pation, so the common nonmencl ature for that
is Tier 2, and so we inmpress upon our prinme
suppliers that it is important that they share in
the value and commtnment to Ameren with regards to
supplier diversity and we ask themto share in those
responsibilities as well.

We have put a little more rigor around
our Tier 2 Program and over the |last year we saw
that grow as well, to |last year we reached |ike
56 mllion in Tier 2 spending.

Al pha opportunities initiative, you
m ght be asking what is that. So our Al pha
opportunities initiative is an initiative that

provides an entry point for non-incunbent suppliers
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to gain experience with Ameren. And so what do |
mean?

Well, in order to gain experience and
to build confidence within the business, we have to
find that sweet spot, if you will, that what we
woul d consider less critical areas for those
suppliers. The general rule is being anything under
a hundred thousand doll ars. Now it may exceed that
here but not by very nuch.

What it does is it allows themto get
experience to navigate Ameren's program to get sone
successes, to get some key wins, and then they can

graduate, if you will, to | arger opportunities.

To-date, we have about ten suppliers
that's part of that program Seven of those are the
new suppliers. W are not talking |arge volumes of
spend, but | think in the spirit of what we are
trying to do is really not about the spend. It's
about creating some depth and some sustainability,
and so it is consistent with our pillar of creating

sustainability.
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MR. PATE: If I could just add, Byron, we think
this is a real key to talk about how we are going to
expand to diverse suppliers that we have, as stated
earlier, getting folks in that are smaller to get
t hem aware and then expandi ng that.

There's some wor k-arounds that you
have to do. | mean, they can't carry a payroll as
| ong as someone el se, so you may have to devise some
short-term solutions to help themget in the door,
if you will, but we think this is a real key if we
are going to find additional suppliers to help us
out. This could really do that.

MR. W THERSPOON: And when we are tal king about
accountability, I will move a step back a mnute to
tal k about a supplier diversity policy and so you
understand the level of visibility that that gets in
and how it is inmplemented and executed throughout
t hat organi zati on. That flows up through the senior
director of supplier services ultimately resting
with the vice president of safety and supply
services, and so there's no deviations wi thout a

sign-off at that |evel, and so we make sure that
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t hi ngs happen within the organization.

The Tuck School -- the Tuck
Schol arships to facilitate devel opment and
sustainability, Ron talked a little bit about that.
Over the | ast several years, | want to say it's been
about 14 MBEs that we have awarded schol arships to
and most recently at our symposium we awarded two
mor e Chi cago- based suppliers. They both are going
in in August as a matter of fact.

| think we have some fol ks here that
we will show you here shortly, and then we al so
hosted a synposi um matchmaker to facilitate access,
and so what we try to do is stay true to what our
pillars are and access devel opment and
sustainability.

Il will tell you another aspect of our
program that we have done is we have heard from our
primary suppliers as well, and so we have engaged
them and they come out to some of our events, but
what they have said to us is, hey, you know what, in
some of the conplex work scope areas, we are not

finding the suppliers at your events, and so what we
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have done we are actually hosting an event -- well,
| will take that back. A supplier is hosting an
event tomorrow where we have gone out to the
supplier, We said, hey, we have a bunch of suppliers
that are unique to the type of work that you are

| ooking for. They're going to host them at their
facilities. So we help facilitate those types of
engagenents in order to continue to create depth in
our supplier chain and so we can properly match, if
you will, our primary suppliers with the kind of
work that they're | ooking to do.

So when we | ook at the results, we
beli eve our focus has yielded the results that we
are | ooking at today over the |ast several years,
and so when you | ook at Ameren Illinois'
number 127 -- and | heard Comm ssioner del Valle
tal k about we have to keep a healthy perspective on
what the percent increase is -- but now when we | ook
at our 2013 spend over 2014, we are talking close to
a 35 percent increase, and if you |l ook at 2012 on
how Ameren Illinois finished conpared to 2014, it's

about 150. It's close to a 150 percent increase.
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OQur annual reports kind of give you
t he break out. | heard you mention some nunbers.
We agree that we have work to do. We focus our
efforts in that effort. W are very deliberate
about how we are going about increasing a mnority
spend with respect to how we are introducing the
suppliers into the business.

| also want to point out when we talk
in terms of that 127, excluding small business,

about 55 percent of that is with suppliers that are

headquartered in Illinois, and so our report shows,
hey, what are we doing with Illinois of that spend?
What is the spend with Ameren Il1linois-based

suppliers?

So when we tal k about continuing to
rei nvest back into the communities we serve, that is
one aspect of how we are reinvesting back into the
communities we serve.

One other thing before | turn it back
over to you, Ron, we had a series of meetings, one |
did get a chance to attend and, Comm ssioner Maye,

you and Comm ssioner del Valle sponsored an
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i nvest ment banking meeting here in Illinois.

We al so did something simlar in
M ssouri, and this is nore for information that we
have a book of business, if you will, with
m nority-owned investment banking firms of close to
$20 mllion, we are talking fees about $300, 000, but
we have done those kinds of things with some stocks
and executive |level stock purchase, sone debt
selling in the market, and that, so we have been
able to bring on board some mnority investment
banking firms as well and continue to drive in that
area as wel |.

So with that, Ron, if you wouldn't
m nd.

MR. PATE: Sure. Thank you, Byron.

As you can see, we are continuing to
build our efforts in this area remains a top
priority for Ameren | eadership. W are commtted to
expandi ng our direct and subcontracting program
and, as Byron described, investing in opportunities
to build a stronger, more diverse supplier pipeline,

i ncreasing access to business opportunities,
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supporting those prograns that are creating

| ong-term sustainability within our diversity ranks.

As a conpany, we understand the
i mportance of diversity and inclusion to help us
perform at our best for our customers and our

shar ehol der s. Excuse ne.

As | close, | want to share with you a

story Ameren's CEO Warner Baxter recently told. A

co-wor ker attending a town hall meeting stood up and

said he understands why diversity inclusion is
i mportant but asked what is the business purpose?
War ner responded by saying diversity
inclusion brings diversity of thought in our
busi ness processes and deci sion making. It drives
engagenent to keep everyone moving in the same
direction.
As a result, that whole sense of
t oget herness and inclusion will help us take our
performance to the next |evel, and that's what we
are striving to do at Ameren is to take our
performance to the next |evel to benefit our

customers and Illinois ratepayers.
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So on behalf of all of Ameren

I11inois, we thank you for the opportunity.

COWMM SSI ONER MAYE: Thank you so much. | have a
couple of -- 1"ll ask one, then | will go back and
forth. | s that okay, Comm ssioners?

My main question here, and |I'm | ooking
at your numbers, and you tal ked about that a little
bit as well. So your small business spend was
al nost doubl ed between 2013 and 2014.

So is there a particular -- |"'m just
curious to know if there's a particular method, you
know, if you target small businesses over other
categories? Has it significantly increased as
opposed to the other categories?

MR. W THERSPOON: So thank you for the question
Comm ssioner Maye, and, no, we don't target. Now we
try small business for sonme federal reporting that
we have that they have asked for small business
spend.

OQur primary focus has been with the
di verse category, and so when we do our scrub, we do

a biennial scrub to where we are identifying
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suppliers. | f they get captured as a small
busi ness, we are tracking it, but there's no
strategic focus in increasing that spend.

So it really is one of those deals to
when we see year after year it becomes a matter of
how they are identifying as a small business.

COMM SSI ONER MAYE: So a quick follow-up to that
t hough, since there are -- do you tend to | ook at
your nunbers and say we knocked this one out of the
park, small business is great, this category not so
much, let's focus on that, or do you --

MR. W THERSPOON: Yes. Yes. And if | could use
an exanple of some things that we do with Ameren
II'linois, and so with respects to that type of
supplier that we socialize, one of our goals was to
begin to reshape the diversity pie, if you will

So when you | ook at the portion of the
di versity pie, the diverse spend, and we say, hey,
generally the rule m ght be 55/45 and the remaining
bei ng veterans, 55 percent being women, 45 percent
being mnority, and the difference between veterans,

in order to reshape that pie, what we will do is,

54



10

11

12

13

14

15

16

17

18

19

20

21

22

one, when we do our opportunities assessnent, the
goal is to identify a ratio of nore mnority
suppliers to the other categories that we're
i ntroduci ng.

So what these guys are seeing are nore
m nority suppliers, and | think what you will see
this year is a bump in that as well, because as we
saw that it is a constant baseline practice to kind
of ook at what we have done and how we are going to
move that forward. Does that --

COVMM SSI ONER MAYE: Thank you very much.

MR. PATE: Just to follow-up on that, too, it's
something that | |ook at and other senior |eadership
| ook at, too, to make sure we're putting our
resources in the correct place. When we start
seeing that pie get too heavy on one side, you know,
should we actually be taking resources and expandi ng
them for efforts el sewhere.

COVMM SSI ONER MAYE: That's good to know that you
are nmonitoring.

COVMM SSI ONER del VALLE: | want to continue going

the same way. | f you want to reshape the diversity
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pie and you are monitoring it, shouldn't that be
reflected in your goals? The MBE goal for 2012 was
2 percent; in 2013 it was 2.5 percent; and in 2014
it was 2.6 percent, so there was much nmore growth, a
hal f percent between 2012 and 2013. It went from
2.5 to 2.6, and, yet, we you spending nore.

So why isn't what you just
i ndicated -- both of you indicated not reflected in
t hese goals that you have established?

MR. W THERSPOON: And so you will see -- and
t hank you, Comm ssioner del Valle. What you wil|l
start seeing is the increase in the dollar, the
dol | ar spend, so you are |ooking at the percentage,
but if we go back and we | ook at how the dollars are
i ncreasing, we recognize that there are growth
opportunities there and that's kind of been our
focus.

Now what we saw is how do we begin, so
aligning ourselves or getting plugged into the
community with respect to uncovering those mnority
suppliers that can hel p support that number at a

trajectory that would inpact that and bal ancing it
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with introducing or filling a pipeline at the Al pha
opportunities |l evel and building them

COVMM SSI ONER del VALLE: 'l repeat nmy question.
Why aren't the goals reflective of what you said is
your commtment to reform ng the diversity pie?
Because the goals serve as a guide for your folks,
and if the goal only goes from 2.5 to 2.6 over one
year, then that certainly doesn't reflect the |evel
of comm tment that you just tal ked about.

MR. W THERSPOON: Opportunity for us.

MR. PATE: | do ask for a chall enge. You know,
t he dollar amount you will see increase, but
percent age-wi se perhaps not, so | take that as a
fair challenge to go back and see what the
possibilities are. Agai n, we | ook heavy on one
side, we can take a | ook at resources and shift them
el sewhere. That's a fair chall enge.

COVMM SSI ONER MAYE: Thank you very nmuch, Ameren
I11inois.

Next we will have the president and

CEO of Commonweal th Edi son, Anne Pranmaggi ore.

Pl ease go ahead, Anne.
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PRESENTATI ON
BY
MS. PRAMAGGI ORE:

Thank you. Good afternoon. Good
afternoon, Chairman Sheahan, Conm ssioners
del Valle, Maye and McCabe. We appreciate the forum
t oday and the opportunity to report to you on
ConEd's progress around its diversity inclusion
efforts, particularly in diversifying its supply
chai n.

On behalf of ComEd | want to appl aud
the Comm ssion's active engagenent in the area of
supplier diversity with the |aunch of the Illinois
Utilities Business Diversity Council earlier today.

Wth energy representing about
9 percent of the U S. GEP, the inmpact that this
i mpact has on the national and Illinois econonmy is
clear and substantial. W, join in your comm tment
to ensure that the positive inmpact of our industry
is distributed anongst all our conmmunities.

Joining nme today are Fidel Marquez,

ConmEd' s Senior Vice President of Governnental and
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| nternal Affairs. Fi del is ComEd' s executive
sponsor for supplier diversity and he'll provide a
revi ew of ConmEd's activities in 2014.

| al so have M chell e Bl ai se. She' s

ConmEd' s Senior Vice President of Technical Services.

M chelle is the major purchaser of construction,
engi neering and vegetati on management services at
ConEd, so she's a big buyer. She will bring the
Comm ssion up to date on our 2015 activities.

| would |ike to provide a brief

overview of our diversity inclusion work at ComEd

into which our supplier diversity efforts fall. Cur

work to enhance diversity and to devel op an
inclusive environment is a core value and we create
an actionable diversity inclusion plan each year
based on five pillars. Buil ding a diverse
wor kf orce, creating an inclusive work environment,
i ncreasing diverse supply chain, commtment to
community engagenment, and | eadership in diversity
inclusion are the five.

| just want to quickly highlight an

effort in each area. Our comm tnment to diversity
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starts with the workforce. At ConmEd we enpl oy
approxi mately 6300 people and as of the end of 2014
roughly 52 percent of these enployees were diverse.
During 2014 we hired 865 enpl oyees, 50 percent of
whom were diverse and 133 interns, 59 percent of
whom are diverse. In 2015 year to date, we have
hired 431 empl oyees, 57 percent of whom are diverse.

Our comm t ment goes beyond the
wor kf orce of today and we real |ook forward to the
wor kforce in the future. In 2013 we created
Construct, a programthat's designed to train
di verse candi dates to take jobs in the construction
field where diverse groups have been traditionally
underrepresent ed. Fidel will talk more about this
program

I nclusion is the second pillar, and
it's the job of ensuring we create an environment
where all voices are heard. Last year we | aunched
our inaugural internal diversity report to enployees
entitled, "In a Different Light," and we brought
copies with us. W formed a diversity council to

meet quarterly, and we host many diversity-rel ated
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events throughout the year.

Fidel will cover much of what we have
on supplier diversity, as well as Mchelle, but
allow me to highlight a few statistics.

In the |last four years, since the
passage of the Smart Grid bill, we have invested
$1.3 billion in diverse businesses.

In 2014 we spent 414 mllion with
di verse suppliers and an additionally $129 mllion
with small businesses. The diverse supplier spend
with 415 billion represents 26 percent of our total
spend, and while our total spend in 2014 increased
18 percent, our diverse spend increased to 32
percent. So, of course, we can do nmore, but we are
focused on this very intently.

In the community our executives sit on
99 profit boards and we have decades | ong
relationships with some of the nost inmpactive
organi zations in Chicago.

And, finally, on | eadership, which is
our fifth pillar, | would highlight that our Chicago

training center project, which is scheduled to be up
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and running by the first quarter 2016, we have | et
al most 90 percent of the contracts to either MBE,
WBE or VBE suppliers.

We thank you for turning the spotlight

on this critical issue. It's important to our

collective future as an industry that we will have

an i nmpact. | think nowis the time to accelerate.
Wth that, | will ask Fidel to make a

few comments on our activities in supplier diversity
specifically. Thank you.
COMM SSI ONER MAYE: Thank you.
PRESENTATI ON
BY
MR. MARQUEZ:
Thank you. Good afternoon,
Comm ssi oners. | appreciate the opportunity to be
here with you this afternoon. | will specifically
di scuss our plans and progress in building our
partnership with certified diverse businesses which
is essential to our culture and to our business.
As Anne expl ai ned, we reached an

all-time high in 2014 with $450 mllion in diverse
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busi ness i nvestment. It was an increase of a
hundred m |l lion dollars over 2013, and, as Anne
said, a 32 percent increase.

Approxi mately 26 percent of ConEd's
supply needs are procured from diverse certified
suppliers and vendors, and the percentage is
34 percent when it includes small business
enterprise, and based on the conversation earlier,
ComEd does use the federal SBA definition of what a
smal | business is. W set goals for 2015 to
increase diversified supplier investment to nmore
t han $500 m | li on.

We are pleased to report that through
the first quarter of this year we are on track to
achieving that goal with a total investnment of nmore
than $176 mllion across a broad range of
categories. This includes professional services
which is priority for us as it is | know for the
Comm ssi on.

| would |ike to say a few words about
our work in this area, and | will highlight some of

our progress in the area of workforce devel opnment
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and training as well.

In 2009, ConEd established what we are

calling a "high-margin strategy.” |It's focused on
increasing diverse investment in specific
categories, including advertising and marketing,
busi ness consulting, engineering and technical
consulting, financial services, HR services, IT
prof essional services, |egal and banking.

The high-margin strategy was
undertaken because businesses in these categories
typically have higher profit margins and, therefore,
have an increased capacity to contribute to
community in regional and econom cal growth.

W thin the professional service
cat egory, we have been focused on increasing our
investment m nority-|lead base and financial service
providers. This can be seen in our debt issuances,
credit facilities, financial advisory services, and
i nvest ment management, just to nanme a few.

As it relates to debt issuance, it's
i mportant to note that the way we structure

consolidated facility packages enables us to work
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with a broader range of banks, including smaller
institutions, than would be typically possible.

We include diversity firm on every
normal course of debt financing. From 2009 to 2014,
total underwriting fees to diverse banks has been
over $5 mllion. ComEd has arranged $34 mllion in
lines of credit with comunity and m nority-owned
banks in Illinois, including Seaway Bank and
Ri versi de Community Bank.

Qur programis part of a broader
effort that we partner with our parent, Exelon,
whi ch has more than tripled in credit facility and
quadrupl ed the number of participating banks since
its inception.

This is a unique programin the energy
i ndustry, and in this still chall enging economc
climate, these transactions help support small
busi nesses and keep dollars in the |Iocal econony as
participating banks benefit having increased
deposits and the assets which to serve their
communi ties.

We have included diverse banks in
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ot her areas of the company in addition to those
capital marketplaces, including, for exanple,
investment firms to assist us with managenment of
pensi on and health care assets.

Our spend in other high-margin
categories is growing as well. In 2014 we invested
approximately $30 mllion with diverse suppliers in
four target categories, including advertising,
engi neering, human resources, and | egal.

In the area of workforce devel opnent,
as Anne has mentioned, we continue to focus on the
wor kf orce of the future in help building the utility
of the future. Creating opportunities for
hi storical underrepresented populations in the
utility, construction industries is very nuch part
of this effort.

In 2013 we opened ComEd's first
training center in Rockford with a commtment to
open a second bigger facility in Chicago and bring
opportunities and jobs to this area.

As Anne mentioned, this was a target

mar ket project in which we were specifically focused
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on mnority investments in this, and over 90 percent
of the remedi ati on and construction work is with
mnority firms. This facility will employ about

40 full-time staff and is especially designed as an
education and training center for ComEd's workforce.
About $4,000 enployees will participate in training
at this new facility each year.

In addition, we are working under
Chi cago's CASE Program, Chicago Anchors for a Strong
Econony, to identify |local suppliers, |loca
busi nesses that will help support our efforts at
this training center.

The center also provides us the
opportunity to partner with the City of Chicago to
devel op an after-school vocational training program
focused on the electrical i1ndustry, the first of its
kind for ConEd. The program will provide CPS
juniors and seniors the training to become utility
wor kers of the future.

As this program progresses, CPS and
ConmEd will coordinate with the City of Chicago to

expl ore new ways for CPS students to capitalize on
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t he advanced training prograns avail able at the
Dawson Technical Institute where we operate the
Over head El ectrical Wrker Programto neet the
need for overhead electricians and |ine workers.
Finally, 1 can't talk about
wor kf orce devel opment without talking about the
evolution of the Construct Program which is
designed to increase the pool of qualified mnority
j ob candi dates in construction-related fields.

We | aunched this programthree years
ago in an 11-week training program which provides
students the training, informati on and gui dance
needed to conmpete for entry |level positions.

Ni cor Gas has recently joined us as a
Construct partner. In fact, we are partnering with
over 20 | eading conpanies in the construction and
engi neering fields, as well as trade unions, such as
| BEW and si x social organizations, including Aspira
of Illinois, Austin Peoples Action Center, Chicago
Ur ban League, the National Latino Education
I nstitute, the Quad County Urban League, and YWCA of

Met ropol i tan Chi cago.
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I n May

of this year 55 students

graduated from Construct and, in 2014, 75 of the 88

candi dates who conpl eted the program were offered

jobs in Illinois, so the programis worKking.

We are

eager to explore our

newly-formed Illinois Utilities Business Diversity

Counci |l and further accelerate the devel opment and

reach of the program

Thank you again for your time and

i nterest today. I wi

Bl ai se who will talk

[l now turn it over to M chelle

about key prograns for 2015.

PRESENTATI ON

BY

MS.

BLAI SE:

Thank you, Fidel, and good afternoon,

Comm ssi oners. | would like to provide a good deal

of goals and key initiatives underway this year to

i ncrease expenditures of diversity suppliers.

As seni

or vice president of technical

services, | work closely with coll eagues both inside

and outside of the organization, as well as bring

t he outside supplier

partners to plan and enpl oy
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programs to nmodernize and reinforce our broad
transm ssion and distribution system

| have had the great opportunity to
work with companies of all sizes. It's especially
gratifying to partner with new conpani es and
m nority-women-owned busi nesses.

We truly enjoy the opportunity to
contribute to the growth and success of these firms
and help them create jobs and add val ue; in other
words, it's not just about awarding contracts.

As part of the Smart Grid bill, we are
commtted to creating 2,000 jobs. " m proud to say
that as of 2014 we created 3600 full-time equival ent
positions as part of our Smart Grid Programs. The
i nvestments being made are responsi ble for many
success stories among our suppliers and contractors
in our supplier comunity.

The Smart Grid is not the only major
initiative we have underway. In 2014 we began
working on a multi-year $1.7 mllion programto
address potential generation retirements, install

new transm ssion facilities and upgrade existing
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facilities to further enhance the strength and
reliability of the system

Such maj or prograns create great
opportunities, of course, to build partnerships with
wel | -established | eadi ng organi zati ons.

| should point out that these partners
also play a key role in creating opportunities for
di verse suppliers and young conpanies | ooking for
opportunities to prove thensel ves.

We have several highly-proactive
efforts in place to help make this happen. For
exampl e, we are devel oping diversity certified
suppliers, especially in historically
under-represented categories, such as engineering
and construction.

We are assisting non-diverse prime
suppliers in efforts to devel op subcontracting and
ment oring progranms to increase utilization of
di verse suppliers in the work that we do award.

In 2015 our supplier diversity office
has | aunched several innovative programs to further

encour age diversity in the bidding and procuring of
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products and services.
We place an emphasis on integrating
di verse busi ness enpower ment processes into our

day-to-day supply operations.

For exanpl e, when planning investnments

with supply chain partners, diversity is one of the
key factors taken into consideration when we put
projects up for bid.

In every request for a proposal --
request for information that we issue, the key

criteria that we | ooked at is the diversity of

suppliers of subcontractors that the bidders will be

bringing in. Ot her criteria that we have, of
course, we have safety performance, price and
quality.

| nt egrating these processes into the
system requires consi stent cooperation between
sourcing professionals and our diverse business and
empower ment office which is focused on identifying
opportunities for potential suppliers for
procurement events managed by ComEd.

One of our highest priorities is
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devel opi ng diverse suppliers in low utilization
cat egori es. I n support of this goal in 2015, we
are, as | noted earlier, targeting high potenti al
di verse suppliers for opportunities and | ow
utilization categories, such as transm ssion and
substation construction and engi neering design
servi ces.

We are conducting meetings with top
prime suppliers in these areas to increase their
subcontracting performance. ConEd held a summ t
| ast year for the prime suppliers -- for our prinme
suppliers who came to | earn about the major prograns
of work that ComEd had planned for 2015 and to |earn
about our new diversity supplier initiatives. | t
was one of the nost successful supplier summts we
have had. It attracted more than 200 suppliers.

One of the greatest outcomes of that
event was a decision by one of our major prime
vendors to host its own supplier diversity event to
identify strategic partners that they could bring on
and ot her suppliers have started adding their own

di versity and inclusion staff.
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We are inviting sourcing and key
deci si on makers and networ ki ng wor kshops with
di verse suppliers. There have been 13 events
organi zed in conjunction with the Certified M nority
Supplier Diversity Council, the Chicago Business
Opportunity Fair and other |eading organizations,
such as the Women's Busi ness Devel opnment Center and
the Illinois Hi spanic Chamber and ot hers.

From this vantage, ComEd wi || advocate
for certification in menbership and key advocacy
organi zati ons. I n addition, Nash Brothers is an
exampl e of one of our |argest contractors who we
coached and gui ded through the certification process
by the Business Environmental Office.

Anot her contractor, O Wall ace
Landscapi ng, has al so been guided through the
process and continues to grow from ot hers.

We are also attending the disabl ed
veterans events to build relationships and identify
potential suppliers in that group, and we are
stepping up outreach efforts with |Iocal and nati onal

advocacy organi zations.
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We are identifying and devel opi ng
suppliers where diverse suppliers are [imted. W
are increasing our engagement with regional and
nati onal advocacy organi zations to identify
qualified diversity suppliers.

These groups include national
organi zations such as Rai nbow Push, Trade Bureau,
the National Mnority Supplier Devel opment Counci l
t he Wonmen's Busi ness Enterprise National Council,
and the Elite Service Disabl ed Veterans- Owned
Busi ness Network participated in workshops held by
this group earlier this year.

We are al so engagi ng nore
organi zations on the regional |evel, groups such as
the Illinois Hi spanic Chamber of Commerce, Hispanic
American Construction Industries Association, the
Chi cago Women's Business -- Women's Busi ness
Devel opnent Center, and Chicago United, and the
U. S. and Asian American Chanmber of Commerce.

| would like to highlight the work
t hat we have done with 5 Forward. In 2014 ComEd

completed its sixth year of support for Chicago
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United's 5 Forward prograns. It enlists the
comm tment of CEOs from m d-size to | arge-size
corporations in the Chicago and Metropolitan area to
establish or expand business relationships with five
current or new |local mnority firms.

What's really inportant about five
Forward is that it helps shift supplier diversity
froma transactional function to a nore strategic
val ue proposition, one that requires ongoing
di al ogue, goal -setting and planning for growth
opportunities with qualified diversity suppliers.

One of several good exanpl es of our
i nvol vement in 5 Forward is PM Energy Sol utions, an
African American-owned el ectrical construction and
technical services contractor based in the Chicago
area. It has grown from being a subcontractor to
one of our prime contractors to direct contracting
with us made $4 mllion | ast year.

ConEd's 5 Forward expenditures from
2009 to 2014 totaled more than $23 mllion, and we
want to continue to grow that.

We are very proud and pleased to be a
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part of that program It's delivering meaningf ul
results and we are grateful for the support and

gui dance provided by Chicago United' s president,
Gl oria Castillo.

In closing, | want to add that we are
excited about the progress being made and the new
initiatives that we have in place to keep the
moment um goi ng. We are | ooking forward to worKking
with our diversity council partners in other events,
data and rel ationships that will denonstrate to the
rest of the nation the progress that can be made if
utilities work together for the common good of the
state and the comunities that we serve. Thank you
for the opportunity to be here.

COMM SSI ONER MAYE: Thank you.

Comm ssi oner McCabe.

COWM SSI ONER McCABE: Could you talk a little bit
about your Tier 1 and Tier 2 spending, the ratio
bet ween those two and how you expect that to change
going forward as a multiplier effect say from Tier 1
to Tier 2?

MR. MARQUEZ: W are -- the increase in spend for
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2015 over 2014, as Anne nentioned, is a hundred

mllion dollars. Thr ough progranms that M chelle
mentioned, |ike 5 Forward and others where we are
engaging |I'll say suppliers in which have been maybe
not traditional with the utility, that's been the

area to focus an increase.

| don't have a breakdown with you on
t hat additi onal hundred mllion dollars, but being
able to focus on those progranms helps us to identify
where those opportunities may |lie.

You know, certainly from previous
years, in 2014, you know, we have had -- for
example, 301 mllion | ast year for Tier 1, and Tier
2 was $50 mllion. That ratio -- we hope to
increase that ratio going forward. | just don't
have that breakdown for you at this point.

COVMM SSI ONER MAYE: As a follow-up, do you
require or on certain projects maybe do you require
t hat your Tier 2 -- I'"'msorry -- that your Tier 1
contractors use diverse Tier 27?

MS. BLAISE: As | said, when we are eval uating

bi ds, one of the key -- we have five criteria to
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| ook at, safety, the safety performance of that
contractor, the quality of work, as well as the
pricing.
Anot her key criteria is the diversity.

Bringing on board a percentage of the contracts that
woul d be made with diverse subcontractors, that's a
key conponent. It goes into how we weigh the
ultimate bid, but they're required to provide sone
m x of diverse subcontractor suppliers within that.

COVMM SSI ONER MAYE: That's a requirenment or a
suggestion?

MS. BLAI SE: It's a suggestion, and they
definitely know that it is a part of our decision.

COMM SSI ONER MAYE: Thank you.

COVMM SSI ONER del VALLE: "' m wonderi ng how much
wei ght have you appli ed.

MS. BLAI SE: When we | ook at the weighing of the
5, it's anywhere from 10 to 15 percent we score all
these different criteria, and it's --

COVMM SSI ONER del VALLE: It's not a requirement
but --

MS. BLAI SE: |f you have zero --

79



10

11

12

13

14

15

16

17

18

19

20

21

22

COWMM SSI ONER del VALLE: They're aware that it's
15 percent?
MS. BLAI SE: It is part of the weight, yes.
COWMM SSI ONER del VALLE: The total spend,
according to the report here for 2014, was 544
mllion, and that includes SBEs.
Out of that anmount, the African
American spend was 39 mllion and Hi spanic was 38
mllion, so a total of what, 77 mllion out of 544,
and |'m not going to repeat myself here. W, know
t hose numbers are | ow.
My question, is given that the
Diversity Council has been mentioned a few times and

mentioned as a place where we could really make nmore

progress, and you were, | think, here when we
brought in -- that is, we tal ked about California's
Diversity Council. That's when the diversity
council i1dea first surfaced, but | recall that there

wer e descriptions about the aggressive nature of
t hat Council and how there was accountability in
terms of nunmbers, and annual performances were

| ooked at.
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| "' m wondering -- and given the
significant role that you played in the creation of
the Illinois Council with Beth, and | really truly
appreciate both of your roles in this, it's been
very, very hel pful

How do you see the Council? Because
it's going to take nore than quarterly meetings --
how do you see the council inmediately getting at
t hese African American and Hi spani ¢ numbers,
particularly the African American nunbers.
|"mreally concerned, because when | | ook at the
popul ati on again, | think that they're very | ow

MS. PRAMAGGI ORE: So, Comm ssioner del Valle,

appreci ate the question very much. W have -- |
t hi nk, you know, we are sort of on a maturity curve
here. We have not | ooked at beyond sort of
aggregate diversity numbers in our conmpany as a
practice or set goals that way.

| think our goal has been to increase
diversity and so that's what we have gone out to do.
| think we are now at a maturity level | think where

we can start pulling that apart and shape that.
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| think what the Diversity Council can
do is, one, is have a conversation about targets at
a nore granular level, and | think we can get in
some best practice information on that.

Number two, what | think is a really
power ful model | think the Chicago United 5 Forward
model is a really, really powerful model, because
what it does, it's one thing to send out an RFP and
sort of wait for people to come to you. It's
anot her approach to actually go out and try to
devel op these busi nesses. It takes a |l ot of tinme
and attention in the organization, and you have to
have a comm tment in the organization to do that.
You al so have to co-op many of the suppliers that
you are already using to help you.

One of the things we do is we ask our
| arge suppliers to shepherd other conpani es. Many
of them do this. They have taken smaller conpanies
under their wing and hel ped them so there's sort of
two | evel s of oversight and training going on with
these small companies, but | think to take a nodel

i ke Chicago United and bring it to the Council and
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really sort of work on how can we be devel opers of
busi ness rather than just, you know, sort of order
takers putting on you a RFP and waiting for people
to come to us.

| think that's where you can really
start to make sonme progress here. W are very
ent husi astic here, too, when we see a conpany t hat
starts out very small.

| know you are going to hear from MC
at some point today, but they're a great exanple.
When we started out, the Smart Grid bill was passed,
when they started out | think, they had 12 enpl oyees
and, you know, no equi pnent and now t hey have got
trucks, and people, and they have actually got space
in a neighborhood. They're starting to change the
nature of the neighborhood. That's the exciting
stuff.

Again, | think the nodel of building,
and, again, | think Chicago United is right here in
Chi cago has a national model for that, and | think
we can bring that in and start to do some really

exciting things, but | think the metrics and then
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t he model for building these businesses is what
t hi nk, you know, | | ook forward to the Council.

COWMM SSI ONER MAYE: Thank you so much.

MR. MARQUEZ: If I may, Conmm ssioner McCabe,
wor ked out quick math when questions were being
t aken. So for 2014 we had about roughly 18 percent
in Tier 2 -- in Tier 2 spend conpared to Tier 1.

For 2015 we are | ooking to have a 30 percent
i ncrease so an increase to 30 percent for Tier 2.

COWMM SSI ONER MAYE: | have one quick question,

Fi del . How do you deci de how nuch you are going to
spend each year?

MR. MARQUEZ: Well, it's a conplex process. W
first have to | ook at the scope of work that we have
pl anned for that year, what's all going to be
i ncluded, the range of types of projects, whether
they're on the construction side, the engi neering
side, the special services side, and then you have
to take a | ook what is an opportunity then for that.
So that mx in the formula may shift fromyear to
year, so | wish it was much sinmpler than that. W

start with what the planned scope of work and
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project is for that year.

MS. PRAMAGGI ORE: And then we say we can do nore
that's the art, the science is what Fidel talked
about, then we say we need to push forward, so we
set 28 percent this year. We reach 26 percent of
total spend | ast year, and that is excluding the

smal | businesses. Again, we do all the analysis

t hat Fidel talked about -- it's very rigorous -- and

then we say let's push.
COWMM SSI ONER MAYE: | think the push is evident.
| want to thank you guys for your
presentation and support of this initiative.
MS. PRAMAGGI ORE: Thank you.
COWMM SSI ONER del VALLE: We will now proceed to
Il 1inois American Water; Bruce Hauk, President.
PRESENTATI ON
BY
MR. HAUK:
Good afternoon, M. Chairman, Menbers
of the Comm ssion, and Representative Davis.

appreciate your attendance and the opportunity to

speak. Accompanying me is Jerry Garland of Illinois
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American Water, and he manages the Supplier
Diversity Initiatives, and also from our parent
company, American Water based in New Jersey, | have
with me Dawn G | bert as well. She manages our
Supplier Diversity Initiatives across the entire
conpany.

Il will make some brief coments about
American Water and a subsidiary Illinois American
Water, as it's our first time to be able to have a
report out -- we are happy to be here -- and then
"1l turn it over to M. Garland to speak nore
specifically about granularity of our initiatives,
and then Dawn will chime in on some issues that |
t hi nk have already come up with questions to try to
provide sone clarity.

Before | do that, | would echo the
comments that were made by Comm ssioner Maye at the
press rel ease announcenment event today. That was
absolutely a rock star event, and | appreciated the
fact that there were so many vendors and ot hers
celebrating, if you will, the kickoff of that.

| understand, in response to
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Comm ssioner del Valle's coments, that this is not
a celebration. This is really an opportunity to
tal k about where we are at and where we are headed
as a conmpany, and | think Illinois American Water
and Anmerican Water has a whole | ot of opportunities
to grow in this area and we are excited about.

| heard Conmm ssioner Maye make the
comment there's a | ot of passion around diversity,
and specifically in Illinois and across this great
nation and this great state, but success comes with
surroundi ng yourself with those that are passionate
about a concept or an idea, and | am very fortunate
as a |l eader of Illinois American Water to be
surrounded by individuals that are passionate about
that as well, and it's kind of |ike when you are in
the hospital and birth happens, it's a | ot of
cel ebration. It's a |l ot of excitement, and | see
Jerry give high-5s in the hallway when we sign up a
supplier for diversity, so that's how we see
diversity and the passion when we sign up a contract
with a new vendor. It's an exciting occasion for us

and our conpany.
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So with no further ado, American Water
is the I argest investor-owned water and waste water
service provider in the nation and we enpl oy 6,400
dedi cat ed professionals across this great country.

One of the things that's exciting
about that is not only are we a regul ated operation,
we have a market-based business.

In the State of Illinois, 16 percent

of that 6,400 enployees reside and work in the State

of Illinois. Si xteen percent of American Water's
company are enployees in the State of Illinois, and
that's not something that Illinois American reports

out on, but when you take into consideration that we
operate the Scotts Air Force base down south, we
al so have several contract service groups that
operate across the state, and then there are
regul ated operations which I'mprimarily responsi ble
for, that's a huge opportunity to diversify and to
move forward with progress within diversity.

So to nme, | think it's a great
opportunity for American Water and Illinois American

Water to participate in this great initiative, but I
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think it's also more inmportant to talk about it's
not a program It's not an initiative. It's not a
strategy as much as we are trying to create a
culture, a business that does the right thing.

As we heard earlier today, and |'ve
heard from previous coll eagues, this is a change.
It's the right thing. It's the way we do busi ness,
so what we like to say it's the American way to do
busi ness.

Alittle information about Illinois

American Water as a subsidiary. W serve 128

communities across the State of Illinois. W enploy

450 enpl oyees in a regul ated operation. W treat
and provide safe water across the state on average
of 109 mllion gallons of water a day, and that
doesn't come with any short effort.

We have 4,100 mles of main, 29,000
fire hydrants, 20 water plants and 9 waste water
pl ants. And why is that inportant? Well, as with
all other utilities, we have the chall enge of an
aging infrastructure.

So, as you have seen and heard, this
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Comm ssion is well aware of the chall enges that that
creates, and it's a great opportunity for progress
in this country and this great state.

Al t hough we are a small fish in the
pond of the utility business in Illinois, we invest
anywhere from 50 to a hundred mllion dollars a year
in our capital plants and that's important, because
it's a great opportunity to help small businesses
grow and prosper in the other types of diverse
busi nesses that we are trying to engage, so to the
meat of the reason we are here today and what are
the specifics that relates to Illinois American
Wat er .

In 2008 our conmpany created our
Supplier Diversity Initiative and began encouragi ng
contractors, engineers and suppliers to include
di versity as a part of our business.

Since that time, Comm ssioner Maye
mentioned this earlier today, with the good works of
Representative Davis and others of the General
Assenbly, Public Act 98-1056, brought Illinois

American Water into the fold of having the fact we
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serve more than a hundred thousand customers or a
popul ation of 1.2 mllion Illinoisans in our

busi ness. That's why we are here, but we were
willing participants | believe. W wanted to
participate, and |I think that's great.

Comm ssioner Maye also alluded to the
fact that other utilities have spoken of interest,
because this is inportant in the progress of this
st ate. Our greatest assets in Illinois American
Wat er and American Water are our enployees,
suppliers, contractors. Diversity is a vital
el ement in that equation.

2013 was the first year we tracked our
spend, and, again, |I'm not celebrating the fact that
we doubl ed our spend in 2014 over 2013. It's a
significant mark of inprovement and it shows that
II1inois American Water takes these efforts very
seriously.

More specifically, the diversity
participation is trending upwards. Our 2014 data
shows that our diverse suppliers spend through the

first quarter of 15 was 2.4 mllion, juxtapose to

91



10

11

12

13

14

15

16

17

18

19

20

21

22

the year-end spend of 6.2 in 2014. Di versified

suppliers certified as $1.9 mllion spend in the
first quarter. That's conpared to a year-end spend
of 3.3 mllion. W are on track to exceed our year
two goal

| know there was a question, and |
think it was a fair question, at the press release
today, and | believe a gentleman asked what is the
target? \What are those numbers?

We have prescribed at Illinois

Ameri can Water and, as you heard others, you have

got to start somewhere and you have to progress from

t here.

So our 2015 goal was 5 percent, and
then we want to increment a change to a one percent
increment per year, so 2020 it will be 10 and 2025
15 percent. Those are targets, but that doesn't
mean that if we continue to do the things that we
are doing we can't exceed those goals and
chal | enges.

At this point | will turn it over to

Jerry to speak about sonme nmore specifics of it, but
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"1l leave you with two comments regarding diversity
beyond just spend that Illinois American Water takes
very seriously, and that is | think as an executive
of utilities, having been in this business for
several years, oftentimes diversity has been
| acking. That's why we are here. It's inmportant.

One of the things that | think has
been a challenge in our industry is it's not that
exciting to the general public or to those that are
com ng up, because we haven't done a good job of
expl ai ning or showcasi ng what the greatness of the
utility industry is and what the opportunities are
there, so we have to do a better job of educating
our youth in these diversity programs and across
this country and state of what the opportunities are
in the utility industry.

Two things that we have done at
Il1inois American Water is our Mobile Education
Center. We go out in the comunities that we serve
and we show them what our trades and crafts are, and
t hese are great stable jobs that provide for

famlies for years to come, and we are here to stay.
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Additionally, we have the STEM
project, which is science, technol ogy, engineering
and mat hematics. So | often say we don't | aunch
rocket ships and we don't |aunch m ssiles, or what
have you, in the utility industry, but I'm here to
tell you that the electric, gas and water utilities
have the technology to do that.

So although it's not as exciting as
some of those other things, and it is not portrayed
as well as it really is, it is exciting in our
future that we have so nmuch nore opportunity
regarding diversity beyond just supplier diversity,
and we are | ooking forward to that as we enbrace
these programinitiatives and what have you as we

move forward.

So at this time | will turn it over to

Jerry.
PRESENTATI ON
BY
MR. GARLAND
Thank you, Bruce. Thank you

Comm ssioners, for having us here today.
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| want to -- before I go into ny
spiel, | kind of want to go back into something that
was tal ked about, and that's building our diversity
spend.

We took a hard | ook at our numbers
when we saw what they were for 2014, and because of
that, we created a 10-year plan to inmprove those
numbers. We did take a mrror to ourselves and we
weren't satisfied with the nunmbers that we saw, so
we created a 10-year plan, not only did we create a
10-year plan, we created a plan such that every
three years we were | ooking at the plan itself to
see if it still made sense, because nothing stays
stagnant in our economy or environment that we live
in. Technol ogy changes. Busi ness trends change,
and we have to be able to willing to | ook at our
plan to see if it still makes sense and is valid for
the future.

We can't make a plan today and say in
2025 or 2024 that it's the right plan, because it
never will be, and that's why in the 10-year plan

that we put in our report we deliberately put in

95



10

11

12

13

14

15

16

17

18

19

20

21

22

these three-year increments where we re-evaluate the
pl an, you know, when we talk to the Comm ssioners to
see if it made sense or if we had to realign

oursel ves sonmeplace in the 10-year plan, put in new
goals in the 10-year plan and move forward and never
stay stagnant in our progress forward. Wth Dawn's
help at the corporate level, we are trying to
enhance our reporting capabilities.

Comm ssioner del Valle, you asked for
some things in January and we weren't able to
provide you the data and to bring great clarity that
you requested. We are working very diligently to
obtain that data, nodify our systens to be able to
report the data in the way that you requested.

Il n our report you saw where we
coll ected our second tier reporting, when we have
our big construction bids out where we are asking
for contractors of major construction projects, and
maj or to us is -- even $30,000 to our conpany is
still major, but we have our goal of diversity spend
t hat we want our contractors to do.

I n our larger capital projects we tell
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them 10 percent isn't good enough. W want you to

exceed it. Not only do we want you to exceed it, we

want you to tell us at the time we are review ng
your bid who are you working with, what conpanies
are they, what are their ethnicity, what are their
skill sets. Tell us at the beginning, and then
because construction is -- anything can happen in
constructi on. You can grow | arger. You can grow
smal | er. It may have to be shortened, because of
ot her considerations at the nmunicipal |evel, or
what ever, but we have to do a true-up at the end of
t hat construction project, because what you tell us
at day one of construction and we make an award,

it's not how we end up on any of our projects, and

we want to know what that is, and that's the data we

want to report to the Conm ssion is where we
actually ended up at the end of the job instead of
percei ved percentage at the begi nning of the job.
We are unbundling some of our
opportunities with the help of Dawn opening up new
opportunities to diverse suppliers that weren't

reported to you before in our businesses.
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We want to increase our diversity
spend at all levels of the diversity commttee. W
want to identify good matches.

For some of the excellent conments
made by ConmEd and by Ameren, |'m sure you are going
to hear from Peoples and the others, we don't feel
that a mnority participant is great to be a first
tier contractor, we want to marry them with one of
our successful contractors and help nove them al ong
so that they can become a good first tier
contractor, not only to American Water but to other
utilities in this room today.

Wth Dawn's help, we rolled out the
Ameri can Water Heating Supplier Acadeny. We had our
first event at ILAWC this past fall. W plan on
havi ng anot her event that's specific to the State of
Illinois the fourth quarter of this year, and
wor ki ng together with the utility group, even before
the formation of the council today, we were working
t oget her.

Jerrold has hel ped me out in a | ot of

i nstances. Byron, Martine, Sharon Moy, | could on
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and on. They have been a tremendous resource for me
and very hel pful. | greatly appreciate the help,
and it's inmportant, but not only for American Water,
IIlinois American Water, it has to grow for our
conpany at the corporate level as well. W need a
basi ¢ foundation and starting point, and | believe
we have done that. | have a couple of sanples.
Carcus Phosphates is a women-based business here in
the State of Illinois. I11inois American Water we
only do about $127,000 annually, but on our
corporate level for American Water and all our other
di vi si ons, regul ated and unregul ated, we do over 3.6
mllion a year with them

So we are not |l ooking to just grow
busi nesses in Illinois or Illinois American Water's
spend, we are | ooking for grow ng businesses in
I11inois geographically throughout the United States
wherever our footprint is if it's the right company
t hat does a good j ob.

Li ke United Buil ding Maintenance, we
started working with them on several solicitations

with them We want to expand their businesses to
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ot her footprints in other states. lt's inmportant
for us to be a good citizen to the State of Illinois
and grow our diverse businesses and they are
successful and successful in supporting us in
I11inois as well.

Anot her exanpl e woul d be Brigham &
Tayl or Corporation. They provide our curb and valve
boxes, nothing real sexy there, but a vital part of
our industry.

Once again, we do about 125,000 a year
just in the State of Illinois, but corporate-w de we
do over $3 million annually with them so it's
anot her good success story that we are taking or
utilizing Il'linois businesses and growi ng them

outside the community.

MR. HAUK: If I may, | apol ogize, Jerry. One
comment | want to make sure is clear is as we are
reporting out for Illinois American Water in talKking

about the fact we have 450 enpl oyees in our
regul ated operations throughout the State, Illinois
is also the home of our call center or customer

service center for all of American Water, as well as
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our world-renowned lab in Belleville, Illinois.

So we are very fortunate in the State
of Illinois to have American Water headquarters for
si zabl e opportunities. So beyond just the spend in
II'linois, American Water is moving and we are
pushing these initiatives with those branches of our
company as wel | .

MR. GARLAND: Going back to our 10-year plan,
know the report that before the utilities started
talking to each other was at 6.3 percent. Well,
that's the nunber that we reported that we | ooked
at. We were |ooking at the 3.86 percent that was in
our report through certified diverse suppliers.
That's not what we want to be held accountable to
growi ng our business, not self-certified or any
ot her type of certification, but aging conmpanies and
agenci es through reputable certifying agencies their
actual mnority businesses.

So we knew our numbers were bad, but
we even took a harsher | ook at ourselves and that's
how we want to be judged, |ooking at, growi ng our

di verse spend with qualified certified diversify
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suppliers.

| al ready probably overkilled talking
about our 10-year plan, but in order to make all
this work for us, since we are fairly new in the
business, it's more than just Illinois American
Wat er pushing out programs. We need buy-in in all
| evel s of our business, not only through our
enpl oyees, through our internal communications and
outreach program but to our key suppliers.

Last fall Dawn and | we | ooked at our
total spend for Illinois American Water, and the
25 top spend suppliers we have called them and we
| aid our Supplier Diversity Programto them and that
in order for us to be a success, we had themto be
an integral party in the program They have to
pronmote diversity within their own businesses where
they didn't have the supplier diversity program
within their own businesses to create a supplier
di versity program provide us that program and that
our expectations, since they're in our top 25
percent suppliers, that they had to consistently

exceed our 10 percent goal and any of their

102



10

11

12

13

14

15

16

17

18

19

20

21

22

solicitations to us.

| am ki nd of happy to say that it took
awhile to get sonme traction, but we are reaping
t hose rewards in some of our new projects that we
are seeing and making them work here.

We are not successful in everything.
We still have a tremendous amount of work to do, but
we are seeing forward traction on these initiatives,
plus the others that I'"'mlearning fromny fell ow
utility conpani es.

| tal ked about our CAPEX and about
truing-up a few m nutes ago. Part of our data that
you see reported in the future we are not going to
report our second tier spend on our maj or CAPEX
project until that project is conpleted, because
it's a fuzzy number. We would rather report that
actual data when the project's conpl eted, because we
know it's a true and valid nunber, and we'll break
out that data in our reports in clarity in future
years so you can see that, because it's honesty,
integrity to us to accurately report data to use at

t he Comm ssion, because we want you to be able to
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rely on the data that we are providing you as |I'm

sure that all our counterparts do.

COVM SSI ONER MAYE: M. Garland, we are just
running a little bit behind.

MR. GARLAND: | will talk real fast. In fact,
this will be it.

Since our 2015 reporting, we have

created a web page for American Illinois Water, plus

a hot link that any company can use the hot |ink and

see what certifying agencies that we recognize, not

only that how to contact those agencies.

We have rolled out communications to

our internal people and we are pushing to go through

our entire vendor list to find out if they're
certified or not certified.

Thank you very nmuch for your time.

COVMM SSI ONER MAYE: Thank you very much.

So thank you very much. Any

gquestions?
(No response.)
People will have questions for you

t he roundtable. Thank you so nuch.

n
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Next | would like to introduce
Ms. Beth Reese, Chief Financial Officer of AGL
Resources and past president of Nicor Gas.

PRESENTATI ON
BY
MS. REESE:

Good afternoon, Comm ssioners. Thank
you very much for having us here today. Wth me
today is Jerrold Hill, who's our Managing Director
of Supply Diversity. He has spent a lot time with
us here in Illinois, and | am happy to have him here
t oday with us.

| would really just like to reiterate
what ny fellow | eaders in the utility space have
said. We really appreciate the Comm ssion's passion
around this issue and the support, and, quite
frankly, the ability to hold us accountable for
delivering results. W appreciate that.

Representative Davis, thank you very
much for your passion on this issue as well. W
have enjoyed working with you over the years on this

issue and | |l ook forward to continuing to do that.

105



10

11

12

13

14

15

16

17

18

19

20

21

22

As Chai rman Sheahan had menti oned, as
Comm ssioner Maye introduced me, | amin transition
back to Atlanta as our chief financial officer, so
pl ease know that one of the passions and comm tnents
| take with me into that role is from Sea Sweep
(phonetic) to focus on our supplier diversity.

On behalf of Melvin WIlliams, who is
t he new president of Nicor Gas, he sends his
condol ences for not being here. He had a previous
comm tment, but he has a terrific background that he
will be able to draw and continue | eadership on this
i ssue.

We are going to junmp right into the
results and goals for supplier diversity. Over the
past ten years, AGL Resources has made significant,
sust ai nabl e progress diversifying our supplier base
and this has allowed us to set the tone and the
expectation for our organization in Illinois and,
just as a rem nder, 2012 would be the full year that
Ni cor Gas and AGL Resources has nmerged.

Our overarching goal, and others have

said this today, is to inprove year over year
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diversifier participation as measured in dollars
spent but al so percentage.

This year in 2014 we exceeded our
goal s but the total dollars spend and our total
expenditures increased from $297 mllion in 2013 to
384.5 mllion in 2014, a rate of 29 percent, but the
diverse spend in the same time frame increased
97-1/ 2 percent.

We have got another slide that shows
the dollars. This slide shows the percentages. So
we established a goal of 20.6 percent with mnority
women, veteran and small business enterprises, and
we achi eved nearly 23 percent |ast year, and the
goal that we set for ourselves with regard to total
spend mnority women and veteran-owned busi nesses we
al so exceeded. We set that goal for 9 percent. W
exceeded that by actual results of 13 percent.

You can see that we also set a stretch
goal for 2015 which really we are trying to keep our
eye on 2016. We really want MWBE spend to be at
20 percent in order to go to where we ended up in

2014 at 13.15 percent. To that 20 percent, we have
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set an aggressive goal of 16.6 percent, as reflected
on the chart.

Some of the 2014 initiatives that we
did, in order to help achieve these goals, we
created goals and performance objectives. It al
starts with communi cation. W deployed a new tool
so one of the things that we really needed was to
better understand our second tier spend so we
i mpl emented a tool to allow us to do that and be
able to report on that.

We have established performance
i mprovenment targets to expand our use of diverse

spenders across the enterprise. W have devel oped a

Prime Partner Pipeline -- Jerrold made that, so it's
hard to say -- initiative that facilitates the
devel opment and utilization of diversifiers through

strategic partnerships with our key prime suppliers.
What does that really mean? As of

Oct ober, we started requiring each supplier with a

m ni mum of a hundred thousand dollar spend with

us -- with sales to us to provide a utilization plan

for each bid. How were they going to engage the
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second tier suppliers if they thenselves were not
WBE.

We al so added a seasoned director to
our supplier diversity team and | would say since
our focus on this we have kept rebuilding our focus.
It would be one of four people in our Supplier
Di versity Program but | would say that our Supplier
Diversity Programis more than four people who have
titles in that program It is part of every
person's goals, and that's reflected this year in
our conmpany's annual incentive plan as part of our
goal s just based on that plan.

We have | aunched a Supplier Diversity
Advi sory Council. We have a diversity council that
we | aunched about 3-1/2 years ago and this has taken
us to the next | ayer of being able to just focus on
supplier diversity. Again, we are really creating
opportunity for dialogue within our |eadership and
our own corporation.

We will be enhancing our supplier
di versity business devel opment program As others

have mentioned, it's not just going to find people
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who are there issuing RFPs. It's al so devel opi ng
future suppliers to make sure that we have the
sustainability in all aspects of our business that
we need.

We continue to | everage | eadership
support and contractual requirements to drive second

tier spend and we continue to expand advocacy to

drive broader professional -- utilization of
professional and technical services. "1l talk a
little bit nore about that. That is an area we

continue to focus on as an opportunity.

Our external initiatives for 2014 are
|isted here. We coll aborated with numerous advocacy
and econom ¢ devel opment organi zations. W hosted
three supplier diversity summts attended by nore
t han 500 participants, including the other Illinois
utilities and many elected officials, i1including
Representati ve Davi s.

We appreciate your support and your --
ei ther yourselves or your advisors, and we
appreci ate spending time with us as well.

We did partner with the Chicago Urban
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League to |launch a new web-based portal which allows
connection for suppliers with opportunities offered
by companies in Illinois, not just with utilities
but all conpanies. W believe that's inportant for
sustainability as well.

We al so actively participate in events
and conferences that gave us an opportunity to
devel op a relationship with many qualified diverse
busi nesses, and you can see themlisted here, and
| "' m not sure that that represents everything that we
have done.

Our foundational principles are really
for advocacy devel opnent, procurement and reporting,
and advocacy really focuses on being out there
telling our story and identifying people who
participate with us.

This year we will be hosting a
supplier diversity summt to pronmote business
devel opment with under-utilized professional
services, and they're really utilized on our part to
be able to pronote things Iike HR, |egal and pension

fund management.
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And to take a side note, as the CFO
who's now responsi ble for things other than just
Ni cor Gas, pension funds, investment opportunities,
things that will report up to me, and |I'm pleased to
say that approximately 19 percent of the investnments
for the conbi ned assets of the pension plan are
currently invested with mnority or women-owned fund
managers, but that's obviously an area to focus on
and continue to understand how we can expand on, as
wel | as being able to use investment banking firns
for future debt issuances we have not had this year
but we'll continue to focus on that.

And whil e nost of our major
construction contracts for 2015 have already been
awar ded, our work is not done and we will continue
to introduce prime contractors to hold these major
construction contracts to diverse subcontractors at
net wor ki ng events, at matchmaki ng events, which wil
be throughout the year.

We are also working with some of our
big prime partners to perhaps host their own

symposi ums and mat chmaki ng events, and, of course,
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we will continue to engage with ours.

This slide shows a trend of our prinme
partner growth and that we have been able to move
al most a hundred new busi nesses to become prinme
suppliers with us.

As far as devel opnment is concern, we
have been successful this past year with our Prime
Partner Pipeline. Although we just established it
in the fourth quarter of 2014, we did generate nore
than $14 mllion of second tear spend with 3.8
percent of our total expenditures for the second
tier.

We have developed a Iine of sight into
dozens of subcontractors perform ng work on behalf
of Nicor Gas and we have been able to refer many of
t hese diverse subcontractors to other prinme
suppliers in our supply chain thus expanding their
relati onships with us.

We have devel oped a formal supplier
busi ness devel opment program which will offer
ment ori ng, managenment consultation, education and

technical support to selected business partners
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t hroughout the footprint.

We have al so been successful in
el evating several key second tier partners with
first partners, including MIhouse Engi neering and
Ur ban Gl S. Urban GI'S was secured this afternoon.

Over the course of |ast year, these
two partners have grown their relationships
significantly with Nicor Gas, as well as other
utilities within the footprint, and we will continue
to | everage this programto support current and new
partners as they grow their capabilities.

And, of course, as | shared this
mor ni ng, we certainly recognize the value and I am
very excited about the value that being a part of an
Illinois utilities business with its diverse council
brings to our conpany and to the state.

As far as procurement goes, these are
actually the dollars that relate to the first slide
and percentage spend. We really want to thank and
appreciate the Illinois General Assembly, as well as
the ICC, for their approval of our version of the

Qualified Infrastructure Programthat we call
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"I nvesting in Illinois and Mcro Gas System
| mprovement Initiative." As a rem nder, we started
t hat program in Decenber of 2014.

To your earlier question, Conm ssioner
del Valle, our increased spend, Nicor Gas really
began in 2015, so, as you can see reflected in the
goals on the slide, our goal |ast year for MWSBE
was actually $48 mllion, almst 49 mllion. W
have a significant increase to 71 mllion, and
that's really because of the program that we had
invested in Illinois, and this is the first year.
It's a ramp-up year, and we are still trying to
under st and how we engage everybody. We will
continue to do that and we are really excited about
t hat opportunity, not just for Nicor Gas as a whole
but specifically for supplier diversity and its
i mpact.

And, finally, with reporting, we want
to make sure that we provide | eadership with
transparency. We can't make decisions if we don't
know what's going on with the nunbers, and, as you

can see here, we are quite pleased with the increase
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of our actual percentage spend with the various
categories year to year.

| would say finally to this, one of
our biggest opportunities is the veteran-owned
busi nesses. We need to try to get that at |east a
digit in the whole numbers, so that's one of our
focuses. You could see that we are focused on that.

To your earlier question, Conm ssioner
del Vvalle, we are focused on shifting dollars to
MWSBEs and not just SBEs. As a side note to the
earlier coment that ComEd made, we do use the same
definition that ComEd does of SBA under SBA.

So, in conclusion, we are excited
about where we are going with our Supplier Diversity
Program It's a journey, not a destination, and we
have a m dpoi nt destination next year of 20 percent
with MWSBEs for 2016. That's not this year, but
next year. So we | ook forward to reporting on that.

We are really excited about continuing

to corroborate with our utility partners through the
Illinois Utility Business Diversity Council, and |
know t hat under Melvin's | eadership we will exceed
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our diversity goals and I will be overseeing it from
At | ant a.
So | look forward to seeing our
growt h, and any questions that you m ght have.
COMM SSI ONER MAYE: Thank you.
COWMM SSI ONER del VALLE: Quickly, because |
know - -
MS. REESE: | know | ran through that fast.
COVMM SSI ONER MAYE: That was awesome.
COVMM SSI ONER del VALLE: | appreciate that.

You nmentioned that you made a deci sion
to | ook at the professional services that you were
under-utilizing --

MS. REESE: We are.

COWMM SSI ONER del VALLE: -- in areas and we have
been tal king for some time now about the need to
| ook at pension --

MS. REESE: Yes.

COVMM SSI ONER del VALLE: -- managenment, the need
to |l ook at all of these other financial services and
| egal services.

MS. REESE: Yes.
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COWMM SSI ONER del VALLE: What are you going to be
doing differently given that you recogni ze that
t here was under-utilization in this category?

That's why we insist on |ooking at categories rather
t han whol e nunbers forever. So what is going to be
different?

COVMM SSI ONER MAYE: Can | add so you can answer
both at the same time?

MS. REESE: Yes.

COWMM SSI ONER MAYE: Do you m nd that?

| remember financial services. The
specific issue that came up was credit rating.

From your perspective, maybe you could
help us figure out that issue and how you are going
to get over it. Because the way | understand it,

t hat was preventing some of the utilities from using
some of these mnority-owned financial services.

MS. REESE: So it is how they get paid through
bond fi nanci ng. | think that we just haven't issued
any bonds, so we would be in the marketplace in the
next year or so, and you will see us be much nore

del i berate about how we think through using
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m nority-owned firms. We had these conversations,
i ncluding one yesterday. W understand that.

| think Exelon has been a | eader on
t hat and they have been very creative on how to do
some bond financing with mnority women. We |ook to
| earn fromthem They are a great |eader for us to
l earn from

As far as the pension funds go, we
have underway sonme analysis to help us understand
how to expand the investnments, including a pension
fund is not as easy as one would think. There's a
| ot of fiduciary duty responsible for that, and we
want to make sure we are balancing all of that to
deliver on our comm tnments.

We have made a | ot of introductions
for lots of opportunities on the |legal side and HR
side, and we have comm tments from our top
| eadership as a priority. W need to make sure
that's delivered with the nunbers.

COWMM SSI ONER MAYE: Thank you so very much. W
appreciate your comng all the way back from

At | ant a. As the Chairman stated, it's been a
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pl easure working with you. W hope you won't be a
stranger.

MS. REESE: We won't be a stranger. Thank you
very much.

COWM SSI ONER del VALLE: W are going to move on.
Next we have Peoples Gas and North Shore Gas, and |
t hi nk we have some representatives present, Polly
El dri nghoff --

MS. ELDRI NGHOFF: Yes.

COVMM SSI ONER del VALLE: | s that good enough?

-- Chief of Staff and Director of
Strategy and Performance.

COMM SSI ONER MAYE: | would just like to say that
on behalf of the Illinois Commerce Conm ssion, we
send our condol ences to John Kleczynski .

MS. ELDRI NGHOFF: Thank you. Appreciate that.

PRESENTATI ON
BY
MS. ELDRI NGHOFF:
So hello and thank you for the
opportunity to be here. As you have stated, |I'm

Chi ef of Staff of Peoples Gas and North Shore Gas,
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and John Kl eczynski, the President of Peoples Gas
and North Shore Gas, did ask me to send his regrets
due to the late notice of not being able to attend.
Thank you for being flexible here with me today.

Here with me today is Director of
Strategic Sourcing Arti Shadid and al so our
Regul at ory Speciali st Sharon Moy.

First, I would like to thank the
Chai rman and Comm ssioners, especially Conm ssioners
Maye and del Valle, as well as Representative Davis,
for their | eadership and gui dance on advancing this
wort hy cause of increasing spend with diverse
busi ness enterprises in the State of Illinois and
for the opportunity to be here today with our peer
utilities to discuss the progress made to-date on
this important initiative.

At Peoples Gas and North Shore Gas we
believe that the utilization of diverse resources is
beneficial both to the communities we serve, as well
as the conpany's growth.

For more than a century, our business

has taken great care to invest in diversity
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resources, which includes enmpl oyees and suppliers to
design, build and operate, as well as maintain our
natural gas systenms in Chicago and our North Shore
communi ties.

Wth currently approxi mately
58 percent of the workforce being diverse and
34 percent of our contractor workforce being
di vorced -- diverse -- I'msorry -- as well as we
have extended our partnership with the Power for
America Training Fund for an additional five years,
this is where the City Coll eges of Chicago and the
Utility Workers Union of America, our Local 18W7,
we are providing an intensive 6-nonth training
program to help veterans enter the energy workforce.

We have to-date put approximtely 120
of those students into the workforce and we have
fundi ng for over another 200, but we are commtted
to maxi m ze the use of the diversity process
wher ever practical to support the work we do to
deliver safe and reliable natural gas to our
customers each and every day.

' m proud to say we continue to make
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progress in our spend participation with DBEs this
past year al most doubling our spend to $110 mlli on,
and in total we exceeded our diversity spend goals
by more than 7 percent, but we heard the feedback
earlier today, Comm ssioner del Valle and also from
the expert witness, Kate Tregasser -- excuse nme --
that we need to increase our focus on increasing
spend with m nority busi nesses.

Today we are excited about success
stories with simlar new suppliers, such as All
G rls Transportation and Logistics, who is working
on the Peoples Gas Accel erating Main Repl acement
Program or AMRP, and a partnership between Burns
and McDonal d and Technica to remedi ate manufactured
gas plant contam nation work sites.

Over the past year, we have initiated
a more robust supplier diversity effort for all of
Peopl es Gas and North Shore Gas' design,
construction, environmental and engineering
contracts.

This new initiative is designed to

increase first and second tier procurenment
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opportunities, as well as the use of mnority wonen
and veteran-owned businesses throughout all of our
busi ness activities, and we strengthen the | anguage
in our contracts to turn goals into results and
targets into requirenents.

In fact, effective this past January
| arge contracts for new vendors delivering on our
AMRP program have a m nimum 5 percent DBE spend and
| arge contracts with established vendors delivering
on the AMRP have a m ni num DBE spend based on their
2014 performance.

We created this variable m nimum fl oor
spend to insure that we do not | ose ground that we
have already gained with these established vendors
and for all contractors. They are required to
increase their direct spend with DBEs year over year
2 percent, and an even stronger measure has been
i mpl emented for our restoration contracted services.

For main restoration contractors, we
have a m ni mum spend of 10 percent DBE with a
t hree-year contract and al so, again, they have to

increase their spend 2 percent year after year, and

124



10

11

12

13

14

15

16

17

18

19

20

21

22

we will continue to challenge every part of our

busi ness to explore ways in which we can responsibly
increase our supplier diversity spend in the
community.

Some of our recent efforts include
outreach to see potential new suppliers through
hosted forums and by partnering with our advocacy
organi zations, |like the Women Busi ness Devel opment
Center, as well as the recruitment of a formal
busi ness diversity director to join our
organi zation, and, of course, as an active menber of
the Illinois Utilities Business Diversity Counci l
where we will coll aborate and share best practices
wi th our coll eagues.

As we work to upgrade and moderni ze
t he natural gas infrastructure in the State of
I11inois, Peoples Gas and North Shore Gas are
comm tted to devel oping and buil ding even stronger
relati onships with business and advocacy
organi zations along with our Illinois utilities to
grow and sustain a higher |evel of supplier

diversity and to support the busi nesses that
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represent the customers we serve.

So now I will turn it over to Arti
Shadid who will talk in more detail about Peoples
Gas and North Shore Gas' 2014 performance as well as
our 2015 activities.

PRESENTATI ON
BY
MS. SHADI D:

So thank you, Polly, and thank you,
Comm ssioners, for the opportunity to be here.

COMM SSI ONER MAYE: Can you just turn your mc on
first.

MS. SHADI D: Thank you, Polly, and thank you,
Comm ssioners, for the opportunity to be here. It's
an honor to be here second year in a row on this
very inmportant topic.

Peopl es Gas and North Shore Gas has
increased their DBE spend more than 8 percent over
the | ast year. As you can see on this slide, when
| ooking at the |l ast three years, we have nore than
tripled our DBE spend since 2012, A DBE spend

increase fromo60 to 111 mllion in 2014. We have
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accomplished this through partnering with more than
hundreds of diverse suppliers steadily increasing in
t hat number about 5 percent since 2012.

We are excited about the opportunity
to continue to grow this nunber, and | would like to
poi nt out that the majority of our 2014 spend was
with Illinois-based suppliers. W attribute this to
an increase to our focus as well as a significant
increase in spending with our second tier suppliers.

More specifically, our spend with
m nority businesses nore than doubled going from
70 to $15 mllion in 2014. Spend with women-owned
busi nesses increased by over 80 percent going from
52 to 94 mllion in 2014 and spend with
vet eran-owned businesses also increased about
18 percent.

When we included the SBE, the small
busi nesses, the total DBE and SBE spend increased
from 130 mllion to 226 mllion in 2014.

Whil e our 2012 filing highlighted our
opportunities in 2013, we conmmenced re-qualification

for potential MBEs and WBEs and al so provi ded nore
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opportunities to our existing strategic shifting
spend from non-diversifiers to an MBE or a WBE
supplier.

In 2014, in addition to this, we were
able to drive a second tear spend initiative
t hroughout suppliers. | will show you some exanpl es
with upcom ng slides.

So at a high level, our strategy
continues three clear focuses: Outreach, education
and unbundling. Our business units, including our
engi neering and operations, are working continuously
to increase our outreach to seek potential new
certified DBEs by hosting diversity forunms and
advocacy organi zations supporti ng MWBE busi nesses.
These have been an excellent forumto educate
di verse busi nesses on our conpany's operational
needs and requirements of the industry to help
position them for success.

We have al so been intentional with
mat chmaki ng efforts at our events where we teamed up
our first year prime contractors with DBEs for a

second-tier relationshinp.

128



10

11

12

13

14

15

16

17

18

19

20

21

22

We al so | ook for other partnership
opportunities, such as the Chicago Business
Opportunity Fair where we were one of the sponsors
this year, which is held annually at Navy Pier.

We want to encourage and enmpower the
DBEs to educate and qualify. Safety is a top
priority and one of our core business values. This
is expected fromall of our primary contractors and
subcontractors.

We take pride in our one-on-one
tail ored approach and support to help the DBEs
understand PGL and NSG s operational requirements
and how they can position thensel ves.

The education is focused on the
pre-qualification process. Safety plans are a
process, negotiation and constructive feedback to
these conpanies with the intention of establishing
| ong-term busi ness rel ati onshi ps.

The end goal is to increase qualified
first year procurement opportunities for new diverse
firms and to evaluate and devel op new contractors

with pilot projects where they may not have had any
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previ ous experience.

We have also increased focus on
creating opportunities by breaking up |arger
projects into smaller ones with the clear intention
of qualifying MBE and WBE suppliers.

In 2015 we are continuing this effort
by unbundling and carving out opportunities for
mul tiple diversifiers. W believe in the future of
this partnership with multiple suppliers who help
them grow so they can expand their ability and take
on more business conpetitively.

As an exampl e, an MBE supplier who has
past construction experience and are a good
qualified company didn't have the capacity for
| arge-size projects, and we took a two-fold
approach.

Number one, we connected themwith a
primary supplier to subcontract part of the project
to this MBE supplier who hel ped them gain the
experience and knowl edge, especially around safety
and regulations in the great city we serve.

Number two, we discussed with them
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their work capacities to help us better in carving
out smaller projects that they can bid on. ' m
happy to report that in 2014 they actually came on
board as a substantial primry contractor and a
potential future partner in furthering the Supplier
Diversity Initiative

Al ong the sanme lines, we did try to
partner with prime suppliers that recogni ze supplier
diversity plays a key role to help us run our
busi ness while delivering safe and reliable service
as the best value to our custoners.

As Polly mentioned, all of our major
suppliers are expected to utilize DBE subcontractors
during the performance of any work under our
agreement as part of our company's effort to achieve
an increased DBE spend.

One case study in our report
denonstrates how an environmental primary supplier
continues to include and expand second tier
contractors in environmental excavation, underground
concrete renmoval, site restoration, analytical I|ab

service and nore.
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In 2015 we have increased the goals
required in this effort and also align PGL and North
Shore Gas enpl oyees performance goals with the goal
of increasing the supplier diversity.

At a day-to-day | evel, our major
activities require third-party certification. W
started requiring this in 2013 in order to adopt
best practices in the industry, and in 2014 we
reported only spending with third-party certified
conmpanies as a result of which we did not include
some substantial spend with diverse conpanies that
were self-certified and did not have a third-party
certification.

We continue to work with these
conpanies to guide themto obtain third-party
certification, specifically by guiding themto
assi st agencies, such as HACI A, CMSDC, Chicago Urban
League, to name a few.

Resources such as the City of Chicago
Supplier Diversity Database, along with others, are
bei ng used by our outsourcing professionals to

access potentially the supplier information by
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category so they can be included in our procurenment
process.

New MWBE contractors are continuously
being identified, qualified and added not only in
our | arge spend categories |ike paving, |andscaping,
engi neering and construction, but also in categories
of small spends, such as trucking, HVAC, financi al
and | egal.

For |l arge projects across functional
groups of our enpl oyees for engineering operations,
as well as supply chains, work together to identify
and qualify MWBE conmpani es that can successfully
conpete for services and materials needed by PGL and
NSG.

To insure this is done in line with
federal safety guidelines and in the interest of the
rat epayers, the evaluating team foll ows a
pre-qualification process which enconpasses a
detailed review of their operator qualifications,
supplier safety plan, historical safety records, and
ot her requirenments dependi ng upon the category that

t hey're bidding on.
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As already mentioned, our major RFPs
and contracts with new and existing contractors
require themto subcontract to a DBE and al so
requires tracking of their spend through proactive
reporting.

We have utilized internal and external
medi a to educate and communi cate our comm tment and
advocacy. I nternally our supply diversity 2015
goals are aligned with internal |eadership goals.

It was mentioned before, we also
attended and represented at the investnment banking
supplier diversify event in February, and we are
excited about the opportunity to expand a number of
m nority banks in our portfolio.

I n addition, we also became menbers of
NAMAOLF, which is the National Association of
M nority and Wonmen- Owned Law Firms, and have
opportunities especially through the organization
Busi ness Advi sory Council that we are a part of to
| earn from other | arge conpani es about successful
partnering and mentoring relations with diverse | aw

firms.
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We are excited about the opportunity
about the 1UBDC, even before -- as nmentioned before,
even before the formal council formation, the peer
conpani es have col |l aborated on know edge shari ng.

PGL and North Shore Gas had an
opportunity to attend Nicor's supply diversity event
in 2014 to coll aborate and share best practices and
knowl edge of qualified diverse suppliers.

PGL and North Shore Gas also invited
peer utilities to their own diversity and encouraged
f eedback and ideas on areas of focus that could
allow a further collaboration at joint future
meeti ngs.

So this is our advocacy and
col |l aboration plan for the year. This is a list of
some past, as well as upcom ng events, that we wl
att end. I n addition, also |isted are Peopl es
Gas/ North Shore Gas hosted supplier diversity foruns
in Chicago that we use an avenue to educate diverse
busi nesses in our conmpani es' operational needs and
requi rements of the industry and primarily to help

t hem position them conmpetitively to build their
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capacity to meet organizational needs.

Al t hough, | know we have heard a | ot
about the 1UBDC, and there's been so much excitement
around that today, |, too, want to express that
Peopl es Gas and North Shore Gas val ues being an
active menber of the Council and values being on the
forefront of growi ng diverse certified businesses in
the State of Illinois.

Even before the formal consultation
this norning, we have reaped the benefits of
face-to-face conversations with our peer utilities
di scussing consistency and measurement in reporting,
as well as information exchange, a good exanpl e
bei ng exchange of qualified diverse supplier names.
This has especially been hel pful in categories where
it's challenging to find diverse suppliers.

We al so have had and we will have many
more opportunities to attend each other's supplier
di verse forums and nmeet new suppliers.

we are also exploring possible
col |l aborative opportunities, such as the Construct,

which is, as you heard before, a program | ed by
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ConmEd and excited about a possible collaborative
supplier diversity event targeting professional

servi ces.

In addition, the Council gives us the

opportunity as a company to educate and inform key
st akehol ders on core supplier diversity practices
and expected outcomes much |ike what we are doing
here today.

Finally, |1 leave you with a few
snapshots of PGL and NSG activities promoting
Diversity Supply Program Initiatives.

In line with your comment,

Comm ssioner del Valle, that you made at the
begi nning of the session, while our DBE numbers

continue in the upward trend and speak to the

progress we have made, we recognize that we have a

| ot more work to do and we believe in the
initiatives that will help us inmprove the
opportunities and relationship with diverse

busi nesses. | ncreasing our supplier diversity and
sust ai nabl e | evel of performance over time are our

| ong-term goal s.
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As one of the proud founding menbers
of the Illinois Utilities Business Devel opment
Council, Peoples Gas and North Shore Gas are excited
to be a part of devel oping actions to grow
diversified certified businesses in the State of
I11inois. Thank you

COVMM SSI ONER MAYE: Thank you very much. Do we
have questions?

COWM SSI ONER del VALLE: Thank you, Comm ssioner.
"1l be quick. Your MBE goal is 3 percent, which |
consider is very | ow. You fell short of that. Your
spending is 2.91

MS. SHADI D: | didn't hear you

COVMM SSI ONER del VALLE: Your MBE goal was
3 percent, and you fell short of that. You canme in
at 2.91 percent, and so in our earlier discussion
about professional services, |I'm Il ooking at the
spend byproduct and service categories, and | see,
for example, for MBE | egal services the total was
$111,000; in restoration, and this is again for MBE,
150, 000 as conpared to the WBE in restoration was

72 mllion.
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Are you | ooking to balance things a
bit and i nprove those nunbers?
MS. SHADI D: Yes.
COVMM SSI ONER del VALLE: Because you are spending
a | ot of noney on restoration, right? Because those
are just the overall diverse spending nunbers, not
the total spend, right? So how are you going to get
at these categories? | nmean, legal's 111,000 for
m nority businesses. There's plenty of African
American and Latino | awyers out there in firms that
can do a |l ot of work for you.
What's your plan?
MS. SHADI D: | can speak to that. Yes, although
we did make the 3 percent, | just want to point out

we did doubl e our spend, and the nunbers tend to

move a little slower. The initiatives are in place
and you will see that increase in the future years.
In fact, if you | ook at our goals, we

have continued to increase our goal for next year
for MBEs regardl ess of whether we made the goal this
year or not, we are very optim stic.

COVMM SSI ONER del VALLE: Your spend is
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15 mllion. That's 15 mllion given the overal
spendi ng that's taking place with the Main

Repl acement Program and anot her spend as a result of
rate increases you received, it's a very, very, very

| ow nunber.

MS. SHADI D: | agree. | think we have an
opportunity there. | absolutely agree with you and
we are working and you will see that change. We
have brought in -- | want to give you an exanple.

Our WBE spend is pretty large and primarily it was
driven by one | arge woman-owned firm that did the
restoration for us. W are taking a different
strategy this year.

For exanple, we have actually changed
the strategy in that regard and bided out and we
brought in some MBE suppliers instead. W broke it
down into smaller instead of having one big
supplier.

COVMM SSI ONER del VALLE: ' m glad you said that.
That's the creativity. That's the |eadership that
we need, and | don't want to take anything from any

other group that falls into this |arge category of
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di verse spendi ng, whether they're women, or
vet erans, or any other group.

But if we are going to reach the goal
of reflecting the size and the makeup of the
popul ati on, then we have got to open up things a bit
so that you don't have just one contractor just
gi ving you good numbers for the bottomline but
having the effect of keeping other folks out.

MS. SHADI D: Ri ght.
COVMM SSI ONER MAYE: Thank you very much.

We are going to shift gears just a
little bit and invite all of our speakers back up,
so | believe we are going to have two
representatives fromeach utility, including the
| eader of the utility. W would also like to invite
Drexel Ham |lton, Ml Group, United Buil ding
Mai nt enance, and, of course, Representative Davis,
if you don't mnd, and Kate Tregasser.

Does it |l ook Iike we have enough
space? United Buil ding Mai ntenance, are you
present ?

A VO CE: He was here.
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COMM SSI ONER MAYE: No problem

So this roundtable will be an
opportunity for us to collaboratively discuss the
topic of supplier diversity while specifically
focusing on solutions that we can work toward.

We have heard very high | evels of
views of what you are doing, in particular, for
organi zati ons and conpani es.

We had the opportunity to read your
reports and to see what you are doing and see those
numbers and have an opportunity to analyze that.

Ri ght now we want to tal k about solutions which to
me i s just as important identifying, you know, any
i ssues that you may have come acr oss.

We al so thought it inmportant to invite
a vendor perspective into the discussion because
t hey know better than anyone the process and
chal | enges one faces as a diverse business owner.

Woul d each of our vendor
representatives briefly introduce thensel ves.

MR. TRASKA: My name is Jereny Traska. l|'"m with

Drexel Ham lton and I"'mwith the Capital Markets
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Group focused on Utility Finance Advisory.

Drexel Ham lton is a service disabled
vet eran-owned i nvestnment bank, actually the | argest
in the country. We provide investnment banking
broker services. W also have a side m ssion.
Beyond just our majority ownership, we hire -- we
have a m ssion of hiring and training service
di sabl ed veterans. In terms of our overhead count,
the firmis
50 percent mlitary veterans of whom are desi gnated
as service disabled.

COMM SSI ONER MAYE: Thank you.

MR. M LLER: Arthur Zayas Ml er.

COMM SSI ONER MAYE: Is it on? The green |ight
shoul d be on.

MR. M LLER: Sorry about that. Arthur Zayas

MIller, the President of Ml Group. We are a

Chi cago-based el ectrical, mechanical, utility
contractor. We are Latino-veteran-owned. We have
been working for ConmEd on the -- we have been

wor king for ComeEd for seven years now. We have been

wor ki ng for them direct for the past three years.
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COWMM SSI ONER MAYE: Thank you. So | want to turn
to the vendors first. You have had the opportunity
to hear fromour utilities. From your perspective,

what first comes in your m nd when you think of the

state of supplier diversity for utilities in
[11inois?
MR. TRASKA: | think, in general, because |

represent the financial services, you know, that's
one of those segnents of business or supplier
diversity that's | think somewhat new and there's no
hard and fast rules necessarily in terms of how
people in supplier diversity handle that, but |

t hink you had mentioned in the past capital market
fees are typically ancillary fees that are paid to
credit facility banks that lend to utilities.

It's very difficult to carve out fees
beyond t hat. | think, in general, definitely
in-state utilities have done a very good job of
handling that, so | comend them for that.

MR. M LLER: As for the construction field, |
think that it's been an incredible story just by

them soliciting us and the Hi spani c Chamber, HACIA.
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We have grown our conpany -- now that we are working
direct, we have grown our conpany by 75 enpl oyees.
We have invested $3 mllion in equipnment with |ocal
Il1inois conpani es, expanded, as Anne said earlier,
our warehouse on the southeast side, and by al so
being a mnority conpany speaking about mnority
| egal, we have a Latino |law firmthat we deal with.
Our accounting firmis a mnority. W have hired
m norities, veterans, so | think that in that space
a lot of mnority firms that are given the
opportunity they'll give back into that comunity.
COWMM SSI ONER MAYE: | think that's the key.

Comm ssioner del Valle did you wants

to ask any questions of our vendors?
(No verbal response.)
No? Okay.

|'m going to turn to generally the

utilities as a whole. | would |ike to inquire about
sol e-source contracting. s this something that you
all utilize in your businesses? And if so, how

often and what are your policies.

MR. W THERSPOON: So sole-sourcing -- | mean,
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that is something that we can do. It requires a

policy deviation.

We have a procurenment policy that says

anyt hing over a hundred thousand dollars must go out

to bid. Now when the sourcing team goes out and
| ooks at the market, if, in fact, they say, well

this is a sole-source engagement, that's somet hing

t hat has to be signed off on by our senior director

of supply services, ultimately getting final
approval by the vice president of safety supply
services.

COWMM SSI ONER MAYE: Anybody el se? The green
I i ght should be on.

MR. HILL: Sorry about that.

At AGL Resources we have a very
simlar policy and strategy around sole sourcing.
The category has to be very unique or specialized
and limted in terms of distance in the market and
it also requires both vice president of the
respective business unit and vice president of the
supply chain to sign off on that.

COMM SSI ONER MAYE: Thank you.
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" m curious to know -- | know we heard
from ComEd and Nicor Gas on this, but, as far as the
other utilities, what definition of the Small
Busi ness Adm ni stration, |I'm wonder, for SBA
contractors? Do you use the federal definition that
Kate mentioned earlier? Everybody does?

MS. BLAI SE: Yes.

COMM SSI ONER MAYE: Does anyone not?

(No response.)

OCkay. Well, that's good. | s that
good, Kate?

MS. TREGASSER: It just is a higher threshold
used by larger conmpanies. The State of Illinois has
a |lower threshold for small businesses. Their gross
receipts maximumis 10 mllion and in certain
i ndustries it's a cap of 250 enpl oyees where the SBA
l[imts can be hirer, not in all instances but in
sone.

COWMM SSI ONER MAYE: Did you want to add --

MS. Gl LBERT: | was going to say specifically for
American Water, because we do a | ot of business with

the federal government and mlitary service
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groups -- I'msorry.

COVMM SSI ONER MAYE: You are going to need the
m c. You are so soft spoken.

MS. Gl LBERT: ' m sorry. Specifically for
American Water and the mlitary service group, we
are at Scott's Air Force Base. W have to use
federal guidelines for SBA, but in states like
California we use the state designation for SBA.

Now i f that were required as part of
our reporting that you want us to use in the State
of Illinois' designation of SBA, we could do that.

COMM SSI ONER MAYE: Now for the utility | eaders,

how i nvol ved are you? | know | asked the question

earlier. | think | directed it to ComEd, but in how

you determ ne that spend every year, how do you

determne to increase it? How do you determ ne how

much to increase it? How involved are the utilities

in that process?
MS. PRAMAGGI ORE: Personally I'"m very invol ved.

| will just describe we had a neeting about a week

ago. | sat with the senior team and we went through

what | described to you as our annual diversity



10

11

12

13

14

15

16

17

18

19

20

21

22

i nclusion plan. We hit on five pillars and, you
know, we had a discussion at the very senior |evel.
The ownership is at the senior level to make

those -- you know, we set goals for ourselves to
make sure those goals happen, so we work with -- you
know, we have a supplier diversity group, and Emett
Vaughn, | eads that. We work with our supply folks,
but really the ownership is in the line

organi zation, people like Mchelle, who control much
of the spend, she is, you know, intimately involved
with shaping it and making decisions, and, you know,
" m compl etely involved in goal setting and I'm
often involved in some of the individual decisions
and di scussi ons about particular contractors.

A lot of times people will come to ne,
bring new contractors to ny attention, and I|"']I
shepherd them t hrough the organization, so there's a
| ot of involvement at the executive |evel.

MS. REESE: | would comment on that as well. [''m
very involved with the Nicor Gas Club, as well as
the HR resources. | want to mention that we have a

goal for supplier diversity in our annual incentive
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pl an. | was responsible for putting all the goals
together, so | got to focus on that one as well.

We have goals not just for the overall
company and break it down by how we report
externally, then we break it down by utilities, and
then we also take a slice of it, who owns the
different various functions, because, |ike Anne
menti oned, we do have areas that spend a | ot nore
money than other areas, and so we know we need to
put those |l evers in.

Gerald and | have worked directly very
closely together in building those goals and in
tal ki ng about transparency, because you can put
goal s together, but if you put themin a drawer and
you don't create transparency about what they need,
and how they can get there, and how we are doing it,
then they're not meaningful, so we do report every
mont h on where we are against the goals, where we
are current and where we are going.

COVMM SSI ONER del VALLE: | appreciate the fact
t hat based on what you describe is very hands-on,

and we tal k about the inportance of |eadership
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comng fromthe top, but you don't make every single
decision. You do have key people in key positions
t hat make deci sions, procurement spending deci sions.

MS. PRAMAGGI ORE: That's right.

COWMM SSI ONER del VALLE: And so fromthe very
begi nni ng, we have said that the commtment has to
be at that |evel as well.

How do you insure that that comm t ment
is there? What are the internal accountability
measures that you have in place to be able to verify
that that |level of commtment is there and reflected
in the numbers?

MS. PRAMAGGI ORE: So we -- you know, as |
i ndi cated, we set goals under our five part plan and
we assign accountability for those goals. | am very
much a believer in the |line owns this.

If you try to hand it off -- so the
supply chain fol ks support us in achieving these
goal s, but the people who run the business on a
day-to-day basis have to own this. It has to be
part of the business.

If you try to hand it off to a support
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group, it just doesn't have the effect. You don't
have | think the ownership and the accountability,
so | expect my -- the meeting | was describing to
you of a week ago was a meeting that | had with ny
senior | eadership team and they all own and they are
all accountable for a goal in our Diversity

| ncl usi on Pl an.

Figel and M chelle own the supplier
diversity number. They are held accountable to
that, and they will have discussions in their review
m d- year and end-of-year review on where we are at
on those things, so it is part of how they're
eval uated in the company, and each of the senior
executives have a piece of the diversity inclusion
pl an.

COVMM SSI ONER del VALLE: On the second part of ny
guestion on the external side of when | read these
reports, you all mentioned the same groups that you
are working with in terms of the Chamber, et cetera,
and at the | ast session we had | ast year, | said
that it's important for new players to be brought

in, because it is a two-way street. | mean, we
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can't put it all totally on you. W need advocates
out there also and associations that are assisting
you in making contacts with potential vendors, et
cetera.

So what are you doing to grow the
number of external partners, if you will, that go
beyond the historical traditional groups that I
al ways hear about that, you know, you go to banquets
and you buy the tables, and do you all those things,
and they | ook great when they're mentioned in your
reports and in your literature, but they -- if you
are really going to grow, you have got to get
beyond -- in addition to using these groups, you
have got to start using some new fol ks, too.

MR. MARQUEZ: Comm ssioner, we totally agree with
that. As Mchelle Blaise commented earlier in her
testi nony, one of the new groups that we are worKking
with in trying to grow is really our disabled
vet erans and veterans organizations, so
traditionally not an organization we work with, to
your point, but one that we are |ooking to see with

them who we can identify froma new diverse business
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vendor to work within Com Ed.

Some of the traditional ones we are
wor king with, we are also working with them and
challenging themto help us not only in identifying
ot her potential vendors but, for example, worKking
with them on the devel opment of existing vendors so
t hey can have their capacity increase so that they
can then do work, for exanple, with ConEd.
Sometimes it's working with existing relationships,
but perhaps in a new way in addition to working with
new ones |ike the veteran's group.

REPRESENTATI VE DAVI S: Comm ssioner, my |? One
of the things in terms of getting to what you are
tal ki ng about, there's also sone regional
chal | enges, because | heard a | ot of everybody
saying the City of Chicago. | don't represent the
City of Chicago. | amin the south suburbs, so
there are regions that are not being accessed
appropriately as well that may offer some of these
new partners that they're |l ooking for but we have to
encourage themto come out into the south suburbs.

Al so, | wanted to add that one of the
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chal | enges, as | understand -- |I'm not a contractor

| have not done any of that kind of work --
sonmetimes it's the time fromsaying let's bring in
contractors to the time that they actually get work
and start working. That's a challenge as well,
because someti mes that process can take three to six
mont hs.

If you talk about a small business or
a small contractor, you know, maybe they have the
ability, because you are asked to ramp up a little
gqui cker than it appears that the processes are
wor ki ng.

So | guess sonetines the process is a
chall enge also for working with smaller vendors, but
sometimes that length of time -- and | don't know if
it's just the bureaucracy that exist within the
agencies. They don't allow themto nmove quicker,
but sometimes those businesses are ready to nove
forward right now and that process can be kind of
| engthy to get to that point and sometinmes it can be
adverse to them as wel|.

MR. PATE: | absolutely agree. One of the things
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we tal ked about with the Al pha Program we're
bringing in small vendors and bypassi ng what would
be the normal process and giving themthe
opportunity to get their foot in the door and some
wor k- arounds | tal ked about.

As a conpany, you have to make a
commtment to that and, |like |I say, you may not be
able to handle a 45-day billing, because you have
got payroll, and there's sonme things you have got to
do to get your foot in the door. | certainly think,
as Byron said, the company is working on that right
now.

The first part of that question was
about how you expand that diversity pool, and one of
the things we think is key that we found have been
very beneficial to us is really to have chanpi ons.
Byron's definitely a champi on.

When sonmebody's not hitting their goal
mont hly, he's in the office jumping up and down,
what are you going to do at the |ocal |evel to have
t he champi ons and be able to identify quite often

smal |l er vendors we are not even aware of. You know,
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they're in the community and they bring them
forward, and just off the top of my head probably
half a dozen times fol ks have brought people forward
i ke that to us, and these are workers, mne and gas
guys. They say, hey, you know, we have this small
conpany that can do some work for you and, you know,
and many times that works out where you are able to
bring those contractors on and provide them sonme
work, so | think having a |ocal chanmpion is key.

MR. W THERSPOON: Also, | want to add to your
guesti on when Comm ssioner del Valle spoke with
regard to new organi zations out there, you know, the
conundrumis a bal ance, and so we are talking about
some of the existing organizations that we are
currently working with, and when | hear Fidel
mention kind of rethinking how we are approaching
t hose, and so, for exanple, the balance would be how
do we rethink approaching some of our existing
i ndustry groups.

For exanple, one comes to m nd would
be |i ke The Electrical Institute. W have recently

come from a conference where there's suppliers there
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t hat share anongst the utilities and working through
| everaging them and driving some depth, because what
we don't want to |ose sight of, as we begin to
expand with new organizations, is to grow so wide

t hat you won't have any real focus on the areas
that's going to yield you the maxi mum amount of
opportunity, and so we certainly have to expand, but
we al so want to have a concentration on how do we
build the depth with the industry groups that we are
currently involved with and how can we reshape them
to maxi mze the opportunities that they can bring us
as wel .

MS. ELDRI NGHOFF: The only thing that | would add
to my peers' comments is that | think one of the new
t hi ngs we have is this Business Diversity Counci
t hat we have already started | everaging. We're
having trouble finding somebody in this kind of
category, a diverse supplier, and pulling resources
or understandi ng other contractors that are doing
wor k for some of our utility peers and trying to get
t hose people into our pipeline as well, so that

woul d be a new way that we are expandi ng as well.
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MR. HILL: Just quickly, you know, on a national,
regional or local level, | think the burden is on us
to do research to identify who's out there that can
align with what it is we need, and so I'll take this
opportunity to talk about ABE as an exanpl e.

The ABE Nati onal Conference was
recently held in Charlotte about two nmont hs ago and
there was a tremendous focus around entrepreneurs
within the energy industry, and for us as utilities,
that's a tremendous connection having access to a
wi de variety of businesses representing our needs
that are currently working with utilities that we
share comon interests, needs and requirements in.

So | think just to really be
open-m nded and really be an inquisitor around the
val ue proposition that the organization has for us
because at the end of the day, to Byron's point, we
can stretch ourselves really thin in trying to
engage in a number of organizations that may provide
simlar value, but we really need to, in my opinion
focus on mnim zing our value that we are receiving

out of those organizations that are benefiting us.
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COMM SSI ONER MAYE: | think these are all great
responses. | think we all realize that there is an
issue, and, | think ABE is a really good point and a
good, you know, connecting point for how we can
resolve some of the issues we've tal ked about as
vendors.

Speaki ng of, | guess, voids or, you
know, we saw all of your presentations, we |ooked at
your reports, and a significant void is the
vet eran-owned busi nesses, so what is it, Jereny,
that you think that's m ssing? Wat do you think
should be done to try to fill some of these
contracts with veteran-owned businesses?

MR. TRASKA: You are speaking non-financial?

COWMM SSI ONER MAYE: Generally, across the board,
but | understand you are a financial services firm
to the extent you want to speak to that, too.

MR. TRASKA: | think the |arge, nore established
organi zations working with up-and-com ng enterprises
is key, and that's something that's really with
veteran set-asides and support for veteran

busi nesses.
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California has sort of been a pioneer,
and, you know, | can say that kind of mentoring with
est abli shed vendors that you have can be sonmething
t hat can be very hel pful

We, as a firm were actually able to
benefit from something |Iike that. W took advant age
in our early days of the U S. Departnment of
Treasurer's mentor and protege program SO we were
pared with Gol dman Sachs to provide some capital but
quite a bit of other liquidity-related itenms and a
| ot of training, because breaking into financi al
services, particularly Wall Street, is not as easy
as some people may think

| think if there's a way to, again,
with established utilities or vendors, to help
ment or those types of businesses that may need a
hand up or some gui dance could be a good thing. How
you mentor them I'm not quite sure.

COVMM SSI ONER MAYE: Well, a lot of our utilities
are doing that. | know Ameren -- or do you want to
speak to Ameren's program and the mentoring that you

are doing? Okay. | hope that this was -- | think
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this was your synposium wasn't it, with Stephanie
Hi ckman?

MR. W THERSPOON: Yes.

COMM SSI ONER MAYE: Can you speak to that --

MR. W THERSPOON: Yes.

COMM SSI ONER MAYE: -- and can you speak to
whet her or not you had in the past any veteran-owned
busi nesses participate in that?

MR. W THERSPOON: Thank you, Comm ssioner Maye.

And so at our April synposium we had
one of our suppliers, Entran (phonetic) -- | think
they're in the room here -- they brought in a

supplier from Chicago downstate and is doing some
mentoring for themright now on the M ssouri side
with some underground construction and actually
manhol e cover work, and so they're down there.
They're doing that.
Now t hat's something that Entran

deci ded that they wanted to do. Now - -

COWMM SSI ONER MAYE: On their own, not through
Amer en?

MR. W THERSPOON: So one of the things we did
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with Entran, as a partner of ours, they heard -- as
we chall enge our suppliers, they heard us and they
said, hey, this is something that we are going to
do, and they begun doing that.

We are al so doing something with a
company call ed David Mason. | don't know if anyone
is here from Mason as well, but we're doing sonme
mentoring with them and that's internal, and so
both on the Ameren M ssouri and Ameren Illinois side
where we have focused efforts in hel ping them grow
on their core conpetencies with what they're
offering us from a survey perspective and then
they're doing some home inspections in that around
I11inois.

So those are some hands-on things that
we are doing internally with our suppliers in
addition to the standard stuff we're sending them
to.

COMM SSI ONER MAYE: Does anyone -- any ot her
utility have these types of prograns? Have you all
had veteran-owned busi nesses participate in any type

of mentoring progranms?
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MR. M LLER: W are a veteran-owned business
al so.

COMM SSI ONER MAYE: Okay. | apol ogi ze.

MR. M LLER: You know, one of the things I want
to add is, because we only work for ComEd, now
hopefully that will be met with other opportunities.

(laughter.)

But what ComEd does is really good.
We had -- his name is Ed Finnegan. He's at Supply
Chain, and he calls me bi-weekly and he asks what
are you bidding on, so there's that conmmunication
with Supply Chain that knows that with MCI we are
under the radar. Here's what we are bidding, where
are you at, what stage, what's out there, what have
you been awarded, what did you |lose, and that's been
a big help to us.

COVMM SSI ONER MAYE: That's a great story.

CHAlI RMAN SHEAHAN: Comm ssi oner Maye, Brian
Sheahan. | would like to ask a quick follow-up if |
may .

COWMM SSI ONER MAYE: Pl ease do, Chairman Sheahan.

CHAI RMAN SHEAHAN: Yes. | would like to ask you
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a quick follow up question sort of related to that
line of questioning. ' mjust wondering -- this is
for the utilities. | "' m wonderi ng how the Comm ssi on
can be nmore helpful in this process.

Are there regulatory or statutory
changes that could be made that would help
facilitate your efforts to expand enploynent as to
supplier diversity?

MS. PRAMAGGI ORE: Chairman, this is Anne
Pramaggi or e.

| think creating visibility is one of
t he strongest tools that you have. Meet i ngs,
hearings like this, you know, sort of calling out
successes, challenging weaknesses, | think that's
one of the strongest tools you have.

Honestly, one of the things that we do
at Exel on, and we are working to adopt at ComEd, we
could have an award for our professional services,
whi ch are procured at the Exelon |evel for
di versity -- for our diverse suppliers, so, for
example, law firms. We ask themto come in and, you

know, use diverse talent in the services they
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provi de us.

So when we see that strength, when we
see them mentoring people within their organization
or other firms, there's an award that's given out
every year. We are working on that.

In fact, | think that's Terry
Donnel | ey. He's not here. That's his assignnment
for this year is to set up an award for our
suppliers along those lines, but people,
organi zations, like to be recognized. You know, |
think creating visibility, letting organizations
know that it's going to be on people's radar screen
| think that's a very powerful tool

COVMM SSI ONER del VALLE: Rel ated to that, and I
have a question for Representative Davis.

The more fol ks that we have at the
table, the nmore partners that are involved with the
Council, the nore visibility there is, the nore
contacts are made and connections and activity
generated, and during this session there was a
bill -- there is a bill that didn't nove that would

have added tel ecom and cable to the reporting. That
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bill didn't nove. It would be great if they canme on
board voluntarily, because, as American Water

stated, they said this is good. W want to do this.
That hasn't happened.

In responding to the Chairman's
guestion of what can we do | egislatively, what can
the Comm ssion do, | would say that one of the
t hings that we can do is encourage more folks to
come on board so that you could share the
responsibilities, share resources, share best
practices, and cover nore ground. So what is the
status of that bill?

REPRESENTATI VE DAVI S: The irony in the
Comm ssioner's question is nobody wants any nore
regul ation, at |east that's when we talk about these
t hings quietly. W don't really want any nore rules
to govern how we operate.
(laughter.)

You are right. | f we can get someone
to come on voluntarily and do it, that's fantastic,
but the telecomissue that you just mentioned is

part and parcel. They don't want any nore
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regul ati on.

In some respects some of the conpanies
feel we are not under the auspices of the |ICC,
therefore, sometimes it takes us to put the issue
out there and just drive it hone. It just really
boils down to that.

Again, | ooking at all the different
sectors, there were several pieces of |egislation
t hat encouraged this type of reporting, again, at

t he higher education |evel, hospitals, to name just

two of them | believe there were a couple of
others as well. So some of it is their ability
to -- howcan | say it -- their ability to encourage

| eadership, not to call the bills or move the bills.
Sonmetimes it's a part of that.

But, again, as we | ook at doing this,
part of the reason why we have to do these kinds of
things is that because that diversity wasn't that
i mportant in the first place, and so we have to move
| egi slation to, you know, ask conpanies |ike the
ones sitting at the table today at |east tell us

what they're doing in that area.
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So let me rephrase it. | won't say
that it's not inmportant for them but in terms of
telling us what they're doing, you know, we have to
use | egislation as a means or mechanism for themto
provide us with that information.

But under the guise that nobody wants
any more regulation, that in and of itself makes it
difficult to nove these issues forward, but we hope
t hat again with the exanple of American Water saying
that, you know, we are willing to do this because
(A) we want to get better at it, we want to show you
where we are, we want to get better at it, we hope
t hat exanple will show itself to other conpani es.

| think on the telecom side of it,
it's going to be tough. | mean, that issue is not
just this year. | think |ast year we had a bill
t hat wound up not moving as well to try to bring

telecominto the conversation. So it is going to be

tough. We just have to nove it forward. It's a
tough piece of |egqgislation. | would have to put it
out there, work and negotiate until we get

comm t ment amongst those conpani es and nove the
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i ssue forward.

COVMM SSI ONER del VALLE: So you are going to
continue to work on it?

REPRESENTATI VE DAVI S: Oh, absolutely, definitely
on telecom for sure.

COVMM SSI ONER MAYE: So right before we close, |
would like to be respectful of everybody's tinme.

So, Kate, | just wanted to ask you if
you had any final thoughts or recommendations for
t he group based on what you saw today?

MS. TREGASSER: No. As | stated before, it's a
really good foundation and | think the comm t ment
fromall the utilities -- | just think that, you
know, just going forward and just | think nmore
detail in the reporting specifically to uniform
definitions and how to increase -- when you talk
about veterans, | think a |lot of issues there is
unfortunately there's not a lot of certified veteran
conpanies, so it starts there. Agencies are trying
thensel ves to get nore conmpanies certified. One has
to start there before the actual conpanies can hire

more veteran compani es.
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So | think just in general staying
active and just continuing to refine reports as well
as to |l ook at the prior year reports and to make
sure that what they said in prior years is what
they're doing in the future.

COWMM SSI ONER MAYE: Thank you so much. | really
appreciate it.

Comm ssioner del Valle, do you have
some final thoughts?

COVMM SSI ONER del VALLE: It's 4:02. Thank you.

(laughter.)

COWMM SSI ONER MAYE: Chai rman Sheahan, anything
final?

CHAlI RMAN SHEAHAN: Yes. | would just concur with
t hat and thank everyone for attending and their
participation.

COMM SSI ONER MAYE: Thank you so very much.
Thank you all, also our advisors who hel ped with
this wonderful forumtoday, and we | ook forward to

working with you all in the future. Thank you and
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have a great

day and safe travel to you.

(Wher eupon, the above

matter

was adj our ned.)
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