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BEFORE THE

| LLI NO S COMMERCE COMM SSI ON

ANNUAL SUPPLI ER DI VERSI TY POLI CY SESSI ON
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at 160 North La Salle Street, Chicago,
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BRI EN J. SHEAHAN, Chairman

SADZI MARTHA OLI VA, Acting Comm ssioner
SHERI NA E. MAYE EDWARDS, Comm ssi oner

JOHN R. ROSALES, Comm ssi oner
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CHAI RMAN SHEAHAN: | would |ike people to take
their seats, please.
Good morning and welcome to the Illinois
Commerce Comm ssion Annual Supplier Diversity Policy
Session. The session is convened pursuant to the
Open Meetings Act.
Al so, present are Comm ssioners
Edwar ds, and Rosal es, and Acting Comm ssioner O i va.
We have a quorum and | would rem nd our presenters
and guests that a court reporter is present.
| would note for the record that
Comm ssioner del Valle has an excused absence this
morning due to a famly matter, but | think we all
understand his commtnment to these issues.
| would like to thank all of you for
bei ng here today, especially the utility executives
who are with us. It is important that expressions
of you personal and your company's comm tment to
this important initiative.
|'d i ke to especially recognize and
congratul ate Comm ssioners del Valle, Edwards, and

Rosal es, and Acting Comm ssioner O iva for their
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comm tment to this effort.

There's been significant inmprovement
in these reports over the last five years and their
| eadership has been essenti al.

Today's forumis designed to serve two
primary purposes. The first is to satisfy a
requi rement of the General Assenbly requiring water
utilities to report on procurement goals and actual
spending for the previous cal endar year.

The second is that it gives the
Comm ssion an opportunity to hear personally from
seni or | eaders on progress of sustaining and
i mproving supplier diversity in Illinois.

We found that the utility conmpanies
presented today have not only met the basic
reporting requirements but have taken to heart of
t he underlying purpose of increasing diversity in
their procurement.

In particular, | applaud their efforts
to engage diversity in their service territories.
Diversity was a topic discussed at my very first

meeting at the 1CC. At the time | expressed my firm
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belief that we must | ead by exanple and that remains
true today.

Wth Governor Rauner's | eadership, the
I1'linois Commerce Comm ssion is the nost diverse
state regul atory body in the country, and our staff
is the most diverse it has ever been in the agency's
100 -- nore than 100 year history.

Di versity makes our organization
better and more vibrant. | would also Iike to note
that |I'm very proud of the Comm ssion's Office of
Diversity and Community Affairs.

Under the | eadership of Dani sha Hall
and Taffy Brokenond, this office oversees the ICC s
efforts to increase supplier diversity in utilities,
serve as a resource to various groups, devel ops and
mai ntains internal and external diversity, including
initiatives, and | eads efforts to partner with our
various stakehol ders.

Diversity plays a vital role in the
communities that we serve. Governor Rauner has been
a trail blazer in promoting diversity, and it's

clear that diversity makes organi zations
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fundanmental ly better. Embr aci ng and encour agi ng
diversity is a continuous effort and one the
IIl1inois Commerce Comm ssion is proud to |lead with.

Wth that, we will have brief remarks
now fromthe Comm ssioners and then hear presenters
starting with Marcos Peterson, Deputy Director of
t he Busi ness Enterprise Program for the State of
I11inois.

Our first Comm ssioner who's going to
have a statement is Comm ssi oner Edwards.

COMM SSI ONER MAYE EDWARDS: Thank you,
M. Chair man. Good mor ni ng. It is a great pleasure
to be here and welcome to the Illinois Commerce
Comm ssi on.

It's always been a great day | think
when we come together to tal k about this important
topic and see a room full of people and full of
diversity at that. It's amazi ng.

This is my fourth Supplier Diversity
Annual Policy Session and things change. First, and
foremost, | do want to thank my coll eagues. | would

like to thank our fearless | eader, Brien Sheahan,
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who | always tell people that we are the nost
di verse Comm ssion in the nation, that we at this
time have three Latinos, one African American, two
women, and | always say one Caucasi an chairman,
because that makes such a difference.

(laughter.)

When you wal k up to someone who does
not | ook |like you in any way, shape or form and
they fully understand every single point you are
maki ng and often get to a better understandi ng
bef ore you can even get to the conclusion, it makes
a difference.

So | amvery thankful for the
| eadership we have from Chairman Sheahan for the,
you know, thought provoking and encouragenment
because oftentimes he's pushing me to say, | ook, we
need to push diversity even nore and that means a
| ot. Thank you, M. Chairman.

| am very thankful to my coll eagues as
wel |l who, along with M. del Valle and nyself,
junmped right in and stepped in. Agai n, when you

work with people who get it, it just makes it easy.
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It really does. So |I am thankful to be on the bench
with four distinguished people that | get to sit
with each and every week.

| would like to thank our | eaders who
came this time fromtheir very busy schedul es and
again made diversity a priority not just in the
organi zation but throughout everything that you do.
It's appreciated and does not go unrecogni zed.

Now what | think about today, | think
about themes, and, of course, we don't have thenmes
in these policy sessions, but if we were, what would
it be? Wuld it be growth? And | think about
growt h because | think about when | started here in
2013 we started a new session called the Utilities
Act Section 115, and it evolved to 117.

To me that's growth. It's growth in
seeing the utilities make those changes. It's
growth in the Comm ssion, because when | started
here, diversity in these reports was not sonmething
t hat we | ooked at closely, and two Conm ssi oners
were saying this is going to be our focus to make a

wor | dwi de of difference, and | think that's
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significant.

The next thing you may think of is
opportunity. What opportunities are there? W' ve
t aken opportunities interoffice and we still remain
to get better.

And the last thing that maybe | will
think of is challenge, as in the |ICC challenges you
every day to continue your best, to do better than
the status quo, to continue pushing yourself, and
there's also many chall enges that you have to

overcome to get to over $2 billion worth of spend

that luckily all five utilities got to in 2016 which

is amazing, so those are a few things that | think

of when | think about thenes.

But nore than anything when | think of

a theme, | think of diversity and inclusion, and a
very smart person one day said that diversity is
bei ng asked to dance, but inclusion is being asked
to the dance, but when |I think of myself, yes, |
like to party and | |ike to dance, but | don't just
want that. When | get to dance, maybe | want to

have a drink, maybe | want to sit down with people

10
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who don't |ook |ike me, maybe | would Iike to see
the menu, maybe | would |ike to order, maybe I want
to get a full meal, and maybe | want to have
dessert.

That is diversity inclusion and that'
where we want to be. We want equal opportunity for
all. We're doing a great job, but there's a | ot
nmore to be done and |I'mexcited to discuss it al
today. Welcone to the ICC

(appl ause.)
CHAI RMAN SHEAHAN: Thank you, Conm ssioner.
Comm ssi oner Rosal es.
COVMM SSI ONER ROSALES: Thank you, M. Chair man.

So the point is in 2013 |I've seen
utilities take some positive steps for increasing
inclusion in the various businesses, as well as
meeting and increasing their own organization's
diversity, but they are all challenges that | hope
we will address today.

First one is the amount of spend
utilities have in diverse comunities that are not

in the State of Illinois. It's actually one of

S

11
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diverse that is within Illinois, and | think in my
perspective it goes against the spirit of what we
are trying to do at the ICC and I'd like to see it
addressed at some time today.

The second point -- the second point |
would like to see addressed is the uniform reporting
structure. We need to have that uniform We can't
do this any more by | ooking for numbers. The
numbers are what they are. They should be straight
and it should be right up in front and what you need
to report. We have our folks that go through these
reports and have | ooked for numbers, and they
shoul dn't have to do that. They are what they are.

We have made sone gains, but it should
be very clear and we need to do that by next year.
That said, | look forward to our conversation today.
Thank you

CHAlI RMAN SHEAHAN: Thank you Comm ssioner.

Comm ssioner Oliva.

ACTI NG COMM SSI ONER OLI VA: Good nmor ni ng. ' m
truly excited to be here attending my first Illinois

Supplier Diversity Policy Session, and |I'm | ooking

12
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forward to hearing from our distinguished guest
speakers and our stakehol ders.

As the first Latina Comm ssioner in
Illinois, this is a topic that | can really relate
to. | ' m happy and grateful to work with the
Chai rman and Comm ssioners that put diversity
initiatives into action and not just a talking
poi nt .

Diversity is inmportant because
inclusion offers different thoughts, perspectives,

and views to every |evel of an organization.

In reviewi ng the report, | was pleased

to see the progress that's been made and al so
recogni ze that there's room for inmprovement such as
in the professional services hiring numbers.
Conpani es such as yours have had such
a great impact on peoples' lives should respond to
i ndividuals in the communities that they serve,
according to this discussion, provides many utility
conmpani es an opportunity to show these
Comm ssioners, and ultimtely the customers that

t hey serve, the value of diversity. Thank you.

13
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CHAI RMAN SHEAHAN: Thank you.
lit's now my pleasure to introduce
Mar cos Peterson, Deputy Director of the Business
Enterprise Program at the State of Illinois.
Mar cos, there's a small button on top
of the m crophone. The floor is yours.
PRESENTATI ON
BY
MR. PETERSON:
How are you doing. Thank you,
Chai rman and thank you Comm ssioners, for allow ng
us to come in and speak on the initiatives and what
we are doing here in the State of Illinois for the
communities that we serve.
BEP, for those who don't understand,
this is the Business Enterprise Program We hel p
m nority women, persons with disabilities, and
veterans get certified with the State of Illinois
and al so we put goals on state contracts and
procurenments, and then from there we adhere to the
rules and | aws of the State to insure that the

primes and the subs are within compliance of

14
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everyt hing.
This is actually the first time that
we share in public our BEP cornerstone that we hope

to accomplish within the next year, how to increase

our procurenment goals and increase our participation

with mnority women, persons with disabilities, and
vet erans moving forward.

So with that being said, we have six
cornerstones that we are working on. | have been i
t he BEP program for the | ast year, actually my one
year anniversary was | ast week.

So with that being said, listening to
the community and |listening to vendor prinmes and
subs, we have identified six areas that we can
repair the foundation of this programthat has been
negl ected for over ten years.

Wth that being said, one
accompli shment that we have already checked off was
a certification system  August 9th of 2016, this
certification system allows 100 percent of an
opportunity 24/7 for a vendor to become certified

with the State of Illinois in real-time.

n
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Not only does it allow the vendor the
opportunity to get this done in a quick manner, we
are now on the average of certifying a vendor within
roughly around 15 days with a 60-day statute, so we
have decreased the average tinme over 10 business
days for a vendor.

Wth all that being said, within that
we hope to, with a target date of August 1st, have a
conpliance system Wthin a conpliance system the
current problemis that if a sub-vendor is not being
paid off by the prime vendor, what have you, there's
no way the state can actually track it, so the only
time we find out that there's a problemis if one of
t he BEP vendors says |'m not being paid. Hey,
they're not following the contract. The letter of
i ntent says that they're going to use us at
5 percent and they're not using us.

So within this systemin which also is
part of the Governor's executive order with a target
date of August 1st, it will allow us to actually
facilitate and put teeth into a programthat has

been so toothless for a long time.

16
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So with that being said, the other one
is the Governor's Initiative Sheltered Market,
Executive Order 2016-08, allows the opportunity for
BEP vendors to take a portion or the whole contract
as a whol e.

The process as it works now is that
where we are within the Sheltered Market Initiative
we need to put sonme JCAR rules in and have someone
appoi nted by the Business Council.

So June 26th --

(brief interruption.)

God bl ess you.

June 26th of this month there is an
open meeting to discuss the JCAR rules that will be
subm tted for the Sheltered Market Initiative which
is by the Governor's executive order. Everyone is
wel come to attend that as well.

So the fourth one is also goal
setting. Are you diversity too large to put a goal
on a contract which makes our goal very low? So in
order to fix that pillar, we have to find a nore

|l egitimate universe in which we will allow conmpanies

17
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and all ow BEP and these vendors strong opportunities
to actually survive in this state and actually have
an opportunity to grow and rebuild.

And with that being said, by state
statute anything -- any procurement over $250, 000
must go through BEP. Unfortunately, that's not the
case, and that's not been the case since BEP's
inception. There is no way to track it and no way
to move forward.

So with that, we do have a new
procurement system God willing, to go out soon to
see how that happens, but as to the discussion | had
this norning, we are making sure that BEP has to
check off on any procurenment over $250,000 before it
can even hit the streets with that to insure that
t he appropriate goal for mnority women, persons
with disabilities, and veterans have a fair shot to
grow in this state, so these are six pillars that we
wor ki ng on.

Al so, we would |like to open up to
everyone here in attendance as well, and we do have

three spots open on the council so if anyone would

18
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like to participate in this great initiative, we are
happily moving forward.

We are absolutely open up to
guesti ons.

CHAI RMAN SHEAHAN: Thank you.
Any questions fromthe Conmm ssioners?
(No response.)

Thank you. Appreciate it.

Comm ssioner Oiva is going to
i ntroduce our next speaker.

ACTI NG COMM SSI ONER OLI VA: Yes. Thank you,
Chai rman Sheahan.

|"mthrilled to introduce Ennedy
Ri vera, General Counsel for Lieutenant Governor
Evel yn Sangui netti.

As General Counsel, Ennedy manages all
| egal issues for the Lieutenant Governor and the
Office of the Lieutenant Governor.

I n addition, Ms. Rivera serves as the
Legal Liaison to the Department of Human Ri ghts,
Human Ri ghts Comm ssion, Torture Inquiry and Reli ef

Comm ssi on, Guardi anship and Advocacy Conm ssion,

19
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I11inois Power Agency, and the Illinois Pollution
Control Board.
Before joining the Office of the
Li eutenant Governor, Ms. Rivera previously served as
a Senior Associate at a law firm where she focused
on civil litigation, municipal |aw, general practice
and crimnal/imm gration defense.
Ms. Rivera, you have the floor. Thank
you for being here.
MS. RI VERA: Thank you. Thank you,
Comm ssioners.
CHAlI RMAN SHEAHAN: You could just hit the mc.
PRESENTATI ON
BY
MS. RI VERA:

Thank you, Comm ssioner O iva and the
| CC Comm ssion as well. Thank you for the wonderful
introduction and for having ne here. | am Ennedy
Ri vera, the General Counsel to the Office of the
Li eut enant Governor. On behalf of the office, we
wel come everyone to the Annual Supplier Diversity

Policy Session.

20
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As we all know, the utility industry

is a major driving force towards its econom c

devel opment, yet equally important to that statement

is the realization that diversity makes Illinois
conpani es and the state stronger.

Diversity is a tremendous asset. It
hel ps drive a better performance through a vast
array of perspectives, richness of talent and
experience.

We know that the current economc
climate in this state is not conducive for
busi nesses to thrive, especially those that are
m nority-owned; however, m nority-owned firms and
entrepreneurs are the growi ng demographics that if
properly cultivated will spur econom c devel opnment
in underserved communities, facilitate job market
growt h, and sustenance in mnority communities and
increase mnority entrepreneurship furthering

m gration into the State of Illinois.

You see diversity brings a competitive

advantage. This is the primary reason why there

needs to be a direct focus on mnorities, women,
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di sabl ed, and veteran populations within the State
of Illinois.

Busi ness diversity is good for
everyone. It hel ps small businesses devel op and
gr ow. It helps | arge conmpanies diversify their
supply chai ns. It helps | ocal state governnment
expand their econom c base. It even hel ps
strengthen the vitality of our communities.

We all benefit by |leveraging on the
strength, creativity, and flexibility that is
i nherent in diversity.

| want to take a monent to thank and

recogni ze the corporate | eaders that support this

initiative. The Illinois Utility Business Counci l

S

comm tment to supplier diversity is steadfast making

Illinois more conpetitive and innovati ve.

Now to every participate here, you
have an i nmportant seat at the table. Leverage it.
Rol |l up your sleeves and tackle the hard issues
t oget her. You are here to share your talent, your
skills, your know edge, and your expertise. Thank

you for having me here today.
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The Office of the Lieutenant Governor
| ooks forward to working together with you in
support of the State of Illinois.

CHAI RMAN SHEAHAN: Thank you.

We will now turn to Conm ssioner
Rosal es who's going to introduce a series of brief
remar ks on the stakehol ders.

COWMM SSI ONER ROSALES: Thank you, M. Chair man.

At this time | would like to introduce
a new segnent to our policy session where we hear
from supplier diversity advocates and busi ness
executives who will share with us their perspective
as to the state of supply diversity in Illinois
regul ated utilities.

This will include anything from
senators working with the utilities as an advocate
or contractor to successes, challenges, and
recommendati ons for moving the needle forward.

First off we have Ms. Beth Dori a,
Executive Director of the Federation of Wnmen
Contractors.

Ms. Dori a.

23
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CHAI RMAN SHEAHAN: The button is on the face.
MS. DORI A: Ri ght where it says push.
(laughter.)
PRESENTATI ON
BY
MS. DORI A:

Good mor ni ng. My name is Beth Doria
and |'m the Executive Director for the Federation of
Women Contractors, otherwi se known as FWC. Our
organi zation was established in 1989 as the | argest
and the strongest organi zation advocating for wonen
as construction owners.

Before | start nmy remarks, | do want
to thank the entire |1 CC Comm ssion, as well as
staff, for their commtnment to seeing this historic
precedent-setting program succeed, and Conm ssi oner
Edwards, | do agree that it does take people who get
it to push things forward.

Thank you again for the opportunity to
speak to you today to celebrate the efforts made by
the utility conmpanies to increase their diversity

participation and to have a frank conversati on about
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meeting the challenges they face in that endeavor.

In 2012 when my organization first
i ntroduced the legislation that subsequently became
Public Act 98-1056, we did so in a collaborative
spirit to help the utility companies identify
certified MABE contractors that were capabl e of
wor ki ng on their projects, as well as identifying
areas in which there was a dearth of availability.

There had been great models for
smal | er diverse conpanies that were able to grow
within the industry and eventually help to identify
and mentor other smaller diverse conmpani es.

It was our hope that this |egislation
woul d spur this type of expediential growth of an
MABE firmw thin the industry.

Changi ng corporate culture is rarely,
if ever, an easy thing and it's something that
requires firmcommtment fromthe top down.

| believe the nunmbers that we have
seen reported in the past few years have shown t hat
t here has been an earnest effort to provide

procurement opportunities for diverse firms and, in
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fact, several of my members have reported that after
many, many years of trying to provide work for
various utilities wthout success, they have now
been able to secure contracts.

We must celebrate these successes and
build upon them but each of the conpani es here nmust
also take a critical ook at the barriers to entry
within their internal operations that previously
prevented these very capable conpanies from doing
busi ness with them particularly in |light of the
fact that these were not new start-up conpani es.
They were well-established, well-capitalized, very
experienced conpani es.

We recogni ze that not everyone can
work in the utility space. There are significant
requi rements that a company nmust meet in order to
successfully conmpete in this highly-regul ated
mar ket pl ace, but there are firms out there that are
more than capabl e of providing great service at
conmpetitive pricing, some just sinply need to know
who they present their capabilities to. Others may

need a little nore assistance, such as mentoring
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with business collaboration in order to be
successful in this market, but they are out there
and they're anxious for the opportunity to prove
t henmsel ves to you.

Utilizing diverse firms should not be
a race for nunbers. There should be no finish |Iine
rather it should be viewed as a strong busi ness
practice that allows each conpany to exam ne and
emphasi ze their econom c inmpact on the comunities
t hey serve and the state in general, because at the
end of the day, that's what this is all about,
creating and growi ng strong businesses that support
our communities and the people that Iive and work

within them

Let's all work together as partners to

develop a long-term strategy for growi ng these
busi nesses and expandi ng the pool of avail able
vendors that will outlast all of our tenures.
That's how we will measure success.

We stand ready to work closely with
each and every one of the representatives here, as

well as the I CC Comm ssion, to establish that goal.
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Thank you

COMM SSI ONER MAYE EDWARDS: This is a quick
gquesti on. Ms. Doria, you made a statenment you don't
believe that this should be about a race for nunbers
so to speak.

What are your thoughts on other states
havi ng set quotas in place to try to have their
utilities meet certain nunmbers or it sounds like it
may be more of a detriment.

MS. DORIA: Well, in the beginning it is the only
way to really start the process. Unfortunately, you
know, throughout history it's been proven that
they're just left out there. In fact, there is no
real goal in mnd and no real driver to push,
particularly private conmpanies, to nove the needle
forward on diversity.

So | certainly believe in setting
goal s, because that is the inpetus to start nmoving
the process forward, particularly as it relates to
di versity, but | don't want everyone to be solely
focused on those nunmbers, because it really is about

buil ding long-termrelationships with the companies,
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as well as the providers.
What we don't want to see happen is

conmpanies comng in getting a contract, you know

they're all excited and they have done a great job

and they're | ooking forward to the next project and

t hen not hing, because perhaps the conmpany or
what ever met the goal, and then that's it.

What we want to see is a long-term

relati onship devel opment so that these conmpanies are

able to continue to work on projects, even on

projects where there are no specific goals, goals

assigned or just past good business practice to work

with the conmpani es.

COMM SSI ONER MAYE EDWARDS: Thank you.

MS. DORI A: You are wel cone. Thank you.

COWMM SSI ONER ROSALES: Thank you, Ms. Dori a.

Our second speaker will be Roberto

Cornelio, Director of Business Devel opment at GSG
Consul t ants.

MR. CORNELI O: s this still on?

COMM SSI ONER ROSALES: You are still on.
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PRESENTATI ON

BY

MR. CORNELI C:

As you introduced, Comm ssioner

Rosal es, also you nmentioned again two different
groups of people who are advocates in business
devel opment or business |eaders, and | think I'm
going to be the hybrid that has both as to
experience.

Good mor ni ng, Comm ssioners and

di stingui shed guests. | have had the opportunity to

be a part of the supplier diversity process with
Illinois utilities fromtwo perspectives.

In my former Iife, | worked for the
Chanmber of Comerce and was directly involved in
buil ding relationships with officials from Illinois
utilities at a time that they were starting to
engage with diverse suppliers.

| have seen all the progress that has
happened since and the conmpanies -- the utilities
truly deserve to be comended and recogni zed for

their comm t ments.
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Yes, there has been progress and
success, but there's plenty of opportunities yet to
build on this success.

Il will show you an exampl e. [''m
probably one the real people that actually read
t hrough each of the reports that were submtted by
the utilities, and according to the 26-page report
t hat was submtted to the Comm ssion, the combi ned
spend by Illinois-based -- by the utilities with
I'llinois-based diverse businesses amunted to an
i mpressive $936 mllion in growth in 2016. Kudos to
them for that, but the conbined spend by our
utilities with non-I111linois-based diverse conpani es
ampunted to more than $1 billion in 2016.

Now j ust i magi ne what bringing home
$1 billion in business would mean to Illinois
di verse businesses and their comunities. | t
presents a great opportunity to help businesses grow
and create jobs and inprove and enhance the quality
of Iife for our utility customers in Illinois.

My ot her experience with the utility

supplier diversity process has been in the l[ast two
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years as director of business devel opnent for GSG
Consul tants. When | worked for the Chanber, |
understood the process of becom ng a supplier to
corporation, a l|large business or a small business.
So | mde a commtment to the
utilities that we would vet potential suppliers and
only bring to the table those businesses that we
knew coul d deliver value and succeed. GSG
Consul tants was at the top of the list then and

continues to be at the top of the list now.

One of the lessons |I've |earned early

on working for a small business when it conmes to
suppliers and corporate finances is a | engthy
process, that you nmust have the capability,
experience, expertise, and scale in the business
areas to nmeet the needs of your potential clients.

GSG has a 25-year history of

delivering value in several business areas that are

aligned perfectly with the utilities' need for
prof essional services, so it is the commerci al
attitudes we need to | ook at.

Wth nore than 90 professional



10

11

12

13

14

15

16

17

18

19

20

21

22

entities just Hispanic or MBE and years and years of
experience as a prime contractor to key gover nment
agenci es and extensive experience working as a
subcontractor to some of the nmost prestigious and
renowned architectural and engineering firms --

gl obal compani es, we began the effort to be in
business for Illinois utilities a little more than
two years ago.

GSG business devel opnment model has
al ways been to be very patient but steadily
persistent with a commtment to continue to devel op
partnershi ps as best as we can.

GSG has recently became a tier one
environmental consultant of choice with one major
utility and we were fortunate to have recently
signed a master service agreement with another
I11inois company.

GSG s business has grown over the | ast
two years with a new partnership with a -- | have
written a premer tier one supplier, but it's
literally NPL, and | think you will be hearing from

NPL briefly.
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GSG has been working as a
subcontractor to NPL for over a year. W provide
third-party quality control and safety audits and we
are proud that NPL has acknowl edged time and time
again the value that we delivered to them and how we
hel ped them maxi m ze their business capacity.

Safety is so vital in the utilities
and we focus on commtting to that service, so the
relationship that we have built with NPL for us is a
model of how the tier one and tier two supplier
rel ati onshi ps can be effective and profitable.

The utilities of Illinois make a
sincere effort to connect the tier one suppliers
with potential diverse suppliers. | just quickly
want to recognize and salute all the supplier
diversity |l eaders from each of the utilities we have
had an opportunity to work with them over the years.
They're outstanding in the work they do. They're
fully commtted, so | want to say thank you and
recogni ze them for their good worKk.

So, as the utilities make a sincere

effort to connect the tier one suppliers with
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potential diverse subcontractor tier two suppliers,
our experience in this process unfortunately has
been difficult.

Unfortunately, our experience has
t hought of in many major tier one suppliers through
Illinois makes little, if any, effort to achieve the
goals that they're expected to achieve
unfortunately. We urge the utilities and the
Comm ssion to take a | ook at that.

| think there's a need to demand a

greater measure of accountability and expl ore and

i mpl ement new initiatives that will guarantee and
insure that the utilities' tier one suppliers work
with I'llinois-based m nority-owned busi nesses.

Thank you so much for your attention
and time.
COMM SSI ONER ROSALES: Thank you.
Roberto --
MR. CORNELI C: Yes.
COMM SSI ONER ROSALES: -- we seemto have a thene
here already as we begin about the tier one

suppliers and their responsibility and their
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foll owthrough.

What are your recomendati ons?

MR. CORNELI C: You know, | was at a supplier
diversity summt recently where | |earned that the
process is that utilities ask their tier one
suppliers to submt a supplier diversity plan as
part of a bid for a proposal and they hold them
accountable to meeting their own plan, their own
expectations.

| think that the challenge is that
there is different ways that the utilities manage
their relationships with the suppliers.

What | learned is that if the tier one
prime supplier fails to meet their own goals that
they reported to the conpany that they can be
awar ded or given a zero rating and potentially |ose
busi ness. | think that's very good.

If you can sort of establish the
expectation that there is a real and serious
expectation that the utilities or the demand that
the utilities' tier one suppliers to utilities show

effective, supportive relationships and truly bring
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m nority businesses through the process, that would
be a broad recommendati on.

Again, there is no mandate. There's
no | egal requirement, so | guess expectation in sonme
cases is just a hope that that will happen. Our
experience in conpanies that this -- there are sone
flaws in the process.

We will be nmore than happy to work
with the Comm ssion and work with the utilities to
of fer ideas and explore new ways to make that much
more effective.

COMM SSI ONER ROSALES: Thank you.

MR. CORNELI C: Thank you.

COMM SSI ONER MAYE EDWARDS: | want to comment on
one thing you said regarding the spending outside of
the state. That is something that we also as
Comm ssioners notice and something we started -- had
a conversation with our utilities about and whet her
or not there are ways to bring some nore of that
money into the state.

You understand it's truly about

bettering our comunities and really to pour noney
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back into it, particularly fromthe demographics.
Thank you
MR. CORNELIO: In some cases the utilities
probably buy itenms that are not manufactured in
I11inois. For exanple, so when they setup there's
sonme | evel of that, but | think we would all agree
that there's plenty of business capacity in
Illinois, including my own firm that can deliver
quality goods and services to the utilities.
Thank you very nuch.
COVM SSI ONER ROSALES: We agree. Thank you very
much.
MR. CORNELI C: Thank you.
COMM SSI ONER ROSALES: St ephani e Hi ckman, CEO
Trice Construction. Welcone.
PRESENTATI ON
BY
MS. HI CKMAN:
Good mor ni ng. Comm ssi oner Sheahan
and Menmbers of the Comm ssion Staff, thank you for
convening today's the Annual Supplier Diversity

Policy Session. | am pleased to be here this
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morni ng and to have an opportunity to offer ny
comment s.

My name is Stephanie Hickman and |I'm a
second generation owner and president of Trice
Construction Conmpany | ocated on the Chicago south
side for 50 years.

And after | left ny |egal and
corporate career in 2007, | bought out the small
construction business that my father and uncle
started, and over the |last ten years we have
transformed into a utility infrastructure and
commerci al concrete contractor.

We enmpl oy a diverse work force,

i ncluding African Americans, Latinos, and women as
part of the Trice theme, and we currently have prime

tier one contractors with all but one of the

utilities in the State of Illinois.
In the ten years that | have owned
Trice, | have experienced chall enges and access to

capital, and access to opportunities, and,
obviously, it takes both to grow a business.

|, too, read all of the reports that
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were filed and I know that a majority of the
utilities stated in their reports that scal e of

di verse suppliers was a challenge to their ability
to provide nmore contracting opportunities to diverse
contractors.

The one reason consistently cited was
access to capital or rather the lack thereof. This
i ssue creates a catch-22 for diverse suppliers. The
access to the contracts that create a documented
pi peline of business is necessary to access the
capital needed to scale; thus, it's incunbent on the
utilities to build the contract opportunities to
support the access to capital needed to scale in a
way that supports the needs of the utilities.

Last year M. Ral ph Moore provided
expert testimony outlining the importance of
strategic relationships in the growth of exceptional
suppliers, likewise, Ms. Gloria Castillo has spoken
about Chicago United Five Forward Program and its
enabl enment of the growth of mnority firms, and
briefly in the Five Forward Program a corporation

makes a five-year commtment to the year-over-year
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growth and its spend with selective businesses.

A documented comm tment of this type
hel ps banks and other funders become confortable and
makes them more willing to lend to support growth.
It allows that diverse business to secure the
capital needed to make the investments necessary to
support the infrastructure required to scale its
busi ness, and we have seen as focused on the
devel opment of a diverse contractor in devel oping
t hat contractor to scale work in Illinois, and |
think it's been a good success nmodel for that that
we can | ook to.

|'m grateful to the utilities with
whom Trice does business. W have nulti-year
contracts with them and these contracts have been
instrumental in our ability to secure capital,
the capital needed to purchase trucks and heavy
equi pment and to hire the staff that's need to
manage the work

Thi s expanded pat hway for success will
allow Trice and other firms to increase the nunber

of empl oyees, engage other mnority and wonmen- owned
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busi nesses and subcontractors and professional
service providers and |everage this growth to scale
in a manner that will support the needs of our
utility clients.

So what we really have here is a
synergi stic environment. The access to opportunity
drives access to capital which in turn enables the
diverse firms to scale. You know, when do you get
into that model ?

| think it really starts on the front
end with a commtment to not only the spend but how
that spend is allocated in a way that we can grow
our businesses to scale.

So | thank you for the opportunity to

address you today. | urge your continued support of

supplier diversity and your acknow edgement of the
conti nued growth of diversity spend among utilities
| look forward to the bal ance of the day.
COMM SSI ONER MAYE EDWARDS: Thank you.
COMM SSI ONER ROSALES: Comm ssioners?
(No response.)

Thank you
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Next we have Dyl an Hradek, Regi onal
Manager of NPL Construction Conpany. M . Hradek,
good nor ni ng.
MR. HRADEK: Good mor ni ng.
COMM SSI ONER ROSALES: Good nor ni ng.
MR. HRADEK: Very good with Hradek. It's
Bohem an. ' m very inpressed. Thank you.

PRESENTATI ON

BY
MR. HRADEK:
Good nor ni ng. | appreciate the

opportunity to come and speak on behalf of diversity

and some of the opportunities that have been put

forth to us.

l'ma 27 year -- | don't want to cal

it graduate, but enployee of the utility industry,

which is by immersed as it was a made-for-TV novie

as a hold, but we could see it in the future.

Wth all kidding aside, as you build a

program it's very inmportant to state, yes,
opportunity is extremely inmportant, but also the

preparation, so meaning that your firm nmust be



10

11

12

13

14

15

16

17

18

19

20

21

22

ready, prepared to receive your opportunity.

When those two things meet, then you
are very successful, and one of the reason that is
because you are building on something that has
| ongevity and stability, which is very inportant as
you grow a small business.

We have to be cognizant of the fact
t hat these opportunities not only have to be
upfront but they also have to have some time space
to them for firms to develop and also grow into
their skin per se.

The most important thing is that you
have to be patient and understanding as you grow
with smaller firms, and, again, we don't like to
call them firnms.

Everybody that works for NPL we
consi der them partners, not subcontractors, not
vendors. They truly are partners and that's the way
you have to build, because again, these are smaller
firms. They're diverse. That means you own t hat
firmyourself. You have to be cogni zant of that

fact.
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NPL at times can be a very little
insensitive, | will admt, because we are a | arge
contractor, capital is really not an issue,
resources are, but we need to take those and spread
t hose opportunities to all our vendor partners.

Thank you again for the opportunity to
speak, and we | ook forward to a great future in
I11inois and continue forward.

COMM SSI ONER ROSALES: Thank you.

Next we have Jorge Perez, Executive
Director of the Hispanic American Construction
| ndustry Associ ati on. Good nor ni ng.

PRESENTATI ON
BY
MR. PEREZ:

Good mor ni ng, Chairman Sheahan, and
Comm ssioners, and everyone here in attendance,
Comm ssi oner Rosal es. My name is Jorge Perez and
| " m the Executive Director of the Hispanic American
Construction I ndustry Association, HACIA, and on
behal f of our Board of Directors, |I'm please to

provide testimony to the State of Illinois and the
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II1inois Commerce Conm ssion. | am joi ned by our
board president, Ivan Solis, and our board secretary

Sandi Li ano.

In the fall of 1979 as an advocacy
organi zation, HACI A now represents 300 professional
service firms and construction-rel ated businesses
t hat empl oy thousands of workers in the State of
I11inois.

In fact, we are an econom c i nmpact for
our members, has an annual output of $400 m llion.
Our menmbers have been involved in public sector
projects for the past 38 years here in Illinois and
we know t hat Hi spanics have continued to grow in
numbers and we know we will continue to be engrained
in the econom c, social, and political foundation of
this region and the country.

This is ever critical because of the
projected growth is comng -- overall is comng from
t he Hi spanic comunity. Hi spani cs have a strong
entrepreneurial spirit and many have taken the

opportunity to establish businesses through the
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region during the past several years fromretailers
to general contractors but also to architectural and
professional service firns.

Most Hi spanics in construction work in
the private and residential market. HACI A has a
strong | egacy of assisting firms to make the junp
fromthe residential to public and strategic
mar ket pl ace.

We do a |lot of services. W do a |ot
of training. We do a | ot of workshops from | arge
projects at O Hare International Airport to schools,
ot her projects, to the secret servicing work at
Sol dier Field, Sox Park, and Wigley Field, to work
at the Illinois Tollway, and for the City of Chicago
wat er/ sewer capital projects.

Our menbers have been involved in
quite a bit of the projects, so our capacity is
definitely there. W have advocated for a broader
range of opportunities for our menbers in bidding,
and we have been successful .

It is in the public sector and

infrastructure that our nmenbers have desi gned many
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of the projects you see every day, but that is in
t he public sector where the work and projects that
are involved and provide opportunities for HACIA
menbers to grow and really make that | eap add nore
enpl oyees being closer to achieving the American
dream

For the past few years HACI A has been
been attending these hearings as a result of the
| egi sl ati on and we strongly support with our
strategic allies, the Federation of Local
Contractors.

This | egislation was ideal for HACIA
members, because of its strategic intent, which was
to add utilities in Illinois report diversity spend
and report to you, the Illinois Commerce Conm ssion
t he past activities related to mnority and small
busi ness spend.

The report and hearings have been
of ficial because it does provide for an
under st andi ng of the size of the market that

professional service firms and contractors are

facing and the opportunities that exist between work
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t hrough ConmEd or Peoples Gas here in Illinois.

For years before the legislation it
woul d be very difficult for HACIA to explain to a
menber how a contractor or professional service firm
could get introduced to or how they would work with
the utilities.

For ComEd, it would be just call
Raymond Solis and no one knew what el se happened
after that, except for the few firms that actually
did get the work. Once nore when one would ask how
much spend or how many firms they would contract
with, the answer would vary from each utility.

We woul d al ways say did you ask thenf?
They woul d say we do a good amount. Well, how nuch
is it? Well, we do a good amount, and that was it.
Talk to Raymond Solis.

Now Ray is a great guy, fellow south
Chi cagoan. Love himdearly, but | think as a result
of this legislation, they really push the efforts
forward tremendously.

After the first report was submtted

and reported here in this very room in fact,
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they're very different. Rel ative to overall
spendi ng, the amount of nmoney that each

m nority-owned firm saw was | ow, but then it started
to grow in 2012, and the report will show that.

This is encouragi ng when we applied
the use of these as is what the strategic intent for
the | egislation was.

We want to have a conversation as
opposed to what it was in the past. W want to have
this conversation in this room W want to hear the
numbers to provide for a thorough understandi ng of
what has been done and what can be done.

Now we understand that the internal
corporate m nd-set has been changing in institutions
and it's not easy. Many enpl oyees now understand
the inmportance of diversity inclusion in everything
that they do, and this is critical. W know it has
opened doors for firms who are new to utility work
in the past have prospect utility work and haven't
received even a call back.

We know one member, for exanmple, that

prospected Peoples Gas for 20 years and never got a
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call back grew his business, grew capacity and
started doing other things.

There was a switchover at Peopl es Gas
and | ow and bel ow opportunities opened up and he
became a secured contract and performed very well.

COMM SSI ONER ROSALES: Sorry to interrupt.

MR. PEREZ: Now | woul dn't say that what is
consistent is -- I'"msorry. Now we know many of the
programs exist and we still want to know how to
actually get our members involved in these prograns.

Now | have spoken with Melvin
W Illiams, and Anne Praggiore, and Charles Matthews,
and ot her key members at the utilities and we all
know that the focal m nd-set is where it needs to
be, but we know that as they dig deeper into their
organi zation at the senior project manager |evel on
down that's where the challenge sometinmes |lies and
we are here to help out where we can.

| would add finally that we have
tal ked consi derably about subcontractor
opportunities and as the Federation of Contractors

Aut hority, as | just mentioned, if you want to | ook
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it up at opportunities, that create nore sustainable
opportunities or not only HACIA members but all
members in the comunity -- business comunity.

How to actually get a subcontractor to
become a prime contractor would be a good chall enge
to neet. You know, a few conpani es who have met
that -- increased their revenues significantly, but
it's only a handful, and | think over the long term
we want to know to get to the md-Ievel
opportunities to get these firms to nove out of
bei ng a subcontractor to the prime contractor
opportunity as well as professional service firms.

So, in conclusion, | would add, if |
can, that as a result of this |legislation, we have
been able to push forward | egislation to do the same
in other markets, hospitals and health centers, that
some of this |egislation was passed a year ago, and
in this past session we have been able to do the
same for railroads, telecoms, those who receive tax
credits, and private universities to report their
diversity spend.

So we believe and we envision a |arger
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group of contractor professional service firnms being

able to do nore throughout Illinois for whatever
mar ket there is.

In conclusion, | want to thank you
very much for this opportunity this morning and [’
here to answer any questions.

COMM SSI ONER ROSALES: Thank you.

MR. PEREZ: Thank you very much.

COMM SSI ONER ROSALES: Let me rem nd everyone
that is speaking that we really need to keep it to
the three-m nute | evel.

And thanks to Jorge as a resident of
Bridgeport calling it the Sox Park.

(laughter.)

Next up is Gerardo Rodriguez,
Executive Director of the LGBT Chanmber of Commerce
of Illinois and Josh Lashmett owner of i Candee
Mar ket i ng.

MR. RODRI GUEZ: That is just ne.

COWM SSI ONER ROSALES: Wl cone.
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PRESENTATI ON
BY
MR. RODRI GUEZ:

Thank you. Thank you to the Board of
t he Chamber of Commerce and Illinois Commerce
Comm ssion. So on behalf of the LGBT Chamber of
Commerce and the National Gay and Lesbi an Chamber of
Commerce, | am Gerardo Rodriguez. ' mthe Executive
Director of the Chanber, so | want to talk to you a
little bit about -- hoping we can expand the Public
Utility Supplier Diversity to include LGBT
certified small business owners in Illinois.

What's happened so far i s happening so
far in California, Massachusetts, Pennsylvania
across a nunber of federal agencies and nore than a
third of the Fortune 500 conpanies they all accept
LGBT small busi nesses.

So the rationale is simple. The
state's econony cannot achieve its full potenti al
and develop full participation for every one in the
State of Illinois.

Greater diversity amng suppliers
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encourage greater innovative and conpetition,
greater conpetition for all, and it's really in many
of the dollars in taxpayer savings for our state.

At this very moment, the LGBT
busi nesses provide top quality goods, such as
personnel and paving stones at extrenely conpetitive
prices submtting the prime contractors of Illinois
instead. They deserve a fair and equal chance when
its contracted outright and help contractor spend.

I n January of 2017 at the LGBT, the
Nati onal Gay and Lesbi an Conference, released a
groundbreaking first analysis on the econom c i npact
of LBGT businesses in the United States.

Each year LGBT-owned busi nesses add
$1.7 trillion to the economy. They create |asting
busi nesses that employ tens of thousands of
Ameri cans and diversify |local econom es and make our
cities nmore attractive to investments.

1 1inois' estimated 45,000 for
LGBT- owned busi ness owners, businesses statew de
have the ability to keep growing the state and the

economy. They just simply need an opportunity.

55



10

11

12

13

14

15

16

17

18

19

20

21

22

Opening them up to our communities is
a simple a matter of fairness and cement Illinois as
a national |everage, econom c opportunity and
contract and opportunity in all of the comunities
inlllinois, and |I stress and I'll continue to
stress all the communities.

It's extremely important to note that
in lllinois the LGBT would not only strengthen
contract opportunities for our friends already in
di verse business comunities, adding nmore suppliers
fuel competition, |owers prices for taxpayers, and
all ow diverse comunities continue to work together.

It's time for Illinois to take its
pl ace with most inclusive states for mnority
diversity in America

Fol |l owi ng engagement in California,
LGBTs in office (sic) include LGBT contractors to
public utilities, there was a mandate used (sic) and
there was nore than a 200 percent increase of LGBT
women businesses within the first year, and we know
t hat can happen here in Illinois as well.

So strong nodernizing, increasing WWBE
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requi rements, and vendor prograns in every day
corporations and in communities that bring
everything we are into everything we can be to make
us nmore conpetitive as a business and nore confi dent
as busi ness people, more connected as a business
community and more successful as an econony.

We are excited to say in our state on
t he engagenment |ist of true inclusion and not just
the right thing to do, but it's also an econom c
benefit to every citizen in the state. Thank you.
Any questions?

COVMM SSI ONER MAYE EDWARDS: Just one qui ck
guestion. Are LBGT -- I'msorry -- LGBT and LGB- --
(sic) interchangeable or is it a concern or I'm
wondering if you're saying the LGBT? Do you
under stand - -

MR. RODRI GUEZ: If I did say SBN, it's LGBT.

COMM SSI ONER MAYE EDWARDS: Thank you.

MR. RODRI GUEZ: Thank you, Comm ssioner Rosal es.
Thank you

COMM SSI ONER ROSALES: Next we have Sam Ram rez,

Presi dent of Senior Managing Director of Ramrez and

57



[ —

10

11

12

13

14

15

16

17

18

19

20

21

22

Conmpany, Incorporated. Good mor ni ng.
PRESENTATI ON
BY
MR. RAM REZ:

Good morning, everyone. Thank you
Chai rman and Comm ssioners, for inviting me to speak
on behal f of Financial Services.

My name is Samuel Ramrez, Jr. | am
President and CEO of Ramrez Asset Managenent, as
wel | as Seni or Managing Director of Ramrez and
Conmpany. We are the ol dest Hispanic investnment
banking firmin the country started by nmy father in
1971 in New York.

We have ten offices throughout the
country, Puerto Rico, including one in Chicago
since 1994. We provide investment banking services
to corporations, state and | ocal governments, and
institutional retail investors.

We deliver these services to the
regul ated electric, gas, and water industry
nationally, including Illinois, and it is great to

see so many conpanies with which we do business with
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and so many friendly faces we have known for many
years.

Many of the conmpanies and the
representatives here we have seen at various
supplier diversity functions in Illinois and
el sewhere around the country.

And, as | was thinking about the
remarks | was going to make today, it occurred to me
that after all these years of being in this business
some of these folks that are here today are sone of
the finest people we have gotten to know
professionally and personally.

Ri chard Mark from Ameren-IIl1inois,
Ryan Martin and his team we just participated as
co- managenent in one of his various subsidiaries
| ast week are great people to work wth.

Anne Pramaggi ore at ConEd, and
Ms. Karen Peery (sic) from Exelon, Jack Thayer,
Gerald Triplett (sic) and their teanms were all first
cl ass executives.

Melvin WIlliams at Nicor Gas and its

parent conpany Sout hern Conpani es, we have known
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Drew Evans through ny coll eague David Hern
(phonetic) for many years and he's brought me
t hrough many things.

We have had a | ong and meani ngf ul
relationship with them and their treasurer and
corporate and finance teamin Atl anta.

Charl es Matthews from Peoples and
North Shore Gas and its parent, WC Energy; Scott
Lauer, Ji m Shubel ski and Chuck Nabo (sic) are great
people who we've worked with closely and regul arly.

Bruce Hauk from lllinois American
Wat er we have called on and worked with regularly
for many years with nmy coll eagues in both
Phi | adel phia and around the country are some of the
bri ghtest people we have had the pleasure to work
with and who we have shared many substantive
busi ness conversations. | hope |I'm not | eaving
anyone out. If 1 have, | apol ogize.

But the point is that the business
rel ati onshi ps we have devel oped over the years with
the Illinois-regulated conpani es are neani ngful and

have hel ped us to advance our prime despite the
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chal | enges and other simlar firms have when we

conpete in the space that is dom nated by relatively

smal |l numbers of |arge international money center
banks, particularly with clients that are
capital -intensive and capital hungry like utility
conmpani es.

| recognize that we are di sadvant aged
by not providing a balance sheet to a
capital -intensive industry, but this should not
detract fromthe fact that we are really adding
value to these conpanies and their businesses and
t he people who we work with there.

We have found the bal ance sheet
provi ders have certain expectations around the
busi nesses and transactions they received fromthe
utility conpanies. W have not such expectations,
and because of that, we do our services as adequate
and conplementary to the big banks because as they
say we have to earn the business we get.

Because of these chall enges, we have
devel oped a utility company relationship through a

wi de range, sometimes through friends of these
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conpani es who have been senior |evel management or
board members, sometimes through business
rel ati onshi ps we'vve devel oped at previous firns,
sometimes in the case of utilities with regul ators
who use supplier diversity through a prism of not
only doing the right thing, but also seeing as a way
of adding value to the utilities and the ratepayers
by supporting smaller firms that bring different
capabilities, viewpoints to their unique chall enges.

| have heard it said that given the
expectations the | arge banks have given, their
| ending activities to MABE firms and provide a real
meani ngf ul competition in the investnment banking
space.

| believe we have some of the best and
bri ghtest and nost capabl e people in the investment
banki ng i ndustry focusing on utility companies. Al l
the companies in this room have had meani ngf ul
substantive conversations with nmy team as we help
them think through their index funds in some of the
most i nmportant capital markets and corporate finance

i ssues facing their companies.
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These conversations have addressed how
to best optimze their funding activities with our
capital market team and have the best position
strategically in channeling the industry | andscape
with our team and how to generate asset returns in
their pensions and investment activities through our
asset managenment company.

Prem er (sic) Company is one of the
best capitalized IUBDC firms with the ability to
underwrite in excess of 500 mllion of their
securities and investment grade conpanies. W have
had meani ngful capital market rolls for utility
conmpani es across the country having been a joint
manager for six utilities over the last five years.

COWM SSI ONER ROSALES: One m nute.

MR. RAM REZ: Excuse me?

COMM SSI ONER ROSALES: Ti mes up.

MR. RAM REZ: We have provided advisory services
to utilities, as well as asset managenment.

As we continue to have conversations
about how we can add value to conmpanies, we are

grateful to Chairman Sheahan, Comm ssi oner Edwards,
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Rosal es, and Acting Conm ssi

focus on the supplier divers

oner O iva for

ity efforts,

br oadeni ng

and supporting our efforts to provide present

banki ng services to Illinois

regul ated compani es.

| thank you for this opport

COMM SSI ONER ROSALES: Thank you.

Georgi a Marsh,

Officer for the Women's Busi ness Devel opment

unity.

Chi ef Devel opment

Ms. Marsh, good to see you.

PRESENTATI
BY
MS. MARSH:

Good nor ni ng,

ON

provi di ng

Cent er.

everyone, Comm ssioners.

Good nmorning ICC Staff. Good nmorning to all of

utility partners and all of

t he

t he other stakehol ders,

and on behalf of the Women Busi ness Devel opment

Center, we support everything that's been said up

until this point.

As many of you
Busi ness Devel opment Center
econom c devel opment organiz

di versity has been and will

know, the Wonmen's

is a 30-year
ation. Suppl

al ways be our

old wonmen's

i er

DNA.

We
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work in a very positive way with all of the
utilities here.

We are the |l argest of all of the
regi onal partner organizations under the Wonen's
Busi ness Enterprise National Council. I n that
capacity, we certify Wonmen Busi ness Enterprises,
which is the gold seal certification that is
accepted by the utilities and accepted with
corporations throughout the United States.

We are very fortunate to have a

relationship with all of the utilities here and in

t hat capacity they have also invested in some of our

programs to insure we're building capacity.

Today | want to talk about veterans.
Vet erans have been something -- the WBCC over the
years have | ooked at ot her popul ations that are
bei ng underserved, and about five years ago we
started a program for wonmen veterans recognizing at
t hat point that the underenpl oyment rates were over
35 percent.

We knew that the various skills that

women veterans came back with and that veterans per
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se came back with were the kind of skills that align
with business ownership.

We have successfully operated that
program and we are recogni zed by the Small Business
Adm ni stration operating the Veterans Business
Outreach Center, one of 20 across the United States,
and in that capacity we deal with active military
who are transitioning through the Tap Program and
who either owned businesses previously or were
| ooking to get into entrepreneurshinp. We al so wor k
with veterans and mlitary famlies.

As we have gone around working with
our corporate partners, we talked a | ot about
getting veterans into the supply chains, and one of
the things that has been mssing is a certification
t hat was going to be as robust as the certification
for Women Business Enterprises, for Mnority
Busi ness Enterprises, and for some of the other
groups.

' m here to say today that finally we
are going to have that certification. It's been

done under an effort through the National
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Associ ation of Veteran-Owned Busi nesses, and | have
been working along with many others, some in the
utility industries in other states, to insure that
that certification was going to be as robust as the
certification for mnority and wonmen in the process,
and that means that the business is owned, operated,
managed, and controlled at | east 51 percent by a
veteran or a group of veterans.

So | want to give you just a couple of

facts about this and then |I want to tal k about an

opportunity for our utilities to participate in
this.

COVMM SSI ONER ROSALES: Well, you have got three
m nut es.

MS. MARSH: Okay. "1l hurry. Navova has a

trademark in the certified Veterans Business
Enterprise and certified Service Disabl ed Veteran
Enterprise. The certifications are good for two
years.

There's going to be a pilot project
that's going to be rolled out this sunmer and |

invite all of the utilities here to participate with
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us in that to take sonme of the veterans currently in
your supply chain and get them certified or we can
help you to | ocate other veterans who may be
eligible to work in your supply chain, but it's a
great opportunity, and this state has utilities that
work more closely than any other of the nine states
t hat we work in.

So | offer that opportunity. W are
so happy to be part of this great community and
ecosystem here, and I will contact each and every
one of the utilities we partner with to follow-up on
this. Any questions? Thank you very nuch.

COMM SSI ONER ROSALES: Thank you.

Our final speaker this morning is
Keith Searles, CEO and Owner of Urban Gl S.

M. Searles.
PRESENTATI ON
BY
MR. SEARLES:

Good nmorning. Thank you for the

opportunity. My nanme is Keith Searles, CEO of Urban

Gl'S, and I first want to say that as a vendor who
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has been working in the utility space for the past
six years, we benefitted tremendously from supply
diversity initiatives. W have been able to scale
-- to some degree we have been able to create jobs
and even offices in other |ocations.

In particular, | would like to
acknow edge Ni cor Gas, who was the first
organi zation that we worked with and hel ped us to
scale and to build capacity, and Illinois American
Water, who we worked with just in the past two
years, they have already beconme one of our top three
clients, but all of the organizations |I can truly
say our comm tment as to supplier diversity are very
passi onate about hel pi ng busi nesses. W | ook
forward to build relationships. W are working with
all five IUBC menbers.

In terms of some of the areas for
i mprovement that | would see as a vendor space, |
think there's always more room for capacity to
i ncrease resources, particularly human resources. A
| ot of the individuals in the space try very hard.

They're over-capacitated, so it's very difficult for
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them to be as responsible as they m ght want to be.

It's difficult for themto have the
accountability measures to work with not only their
internal staff but external vendors and hold them
account abl e for seeing through some of the
initiatives that they hear about but never come to
fruition, just overall being more effective in
movi ng the needl e.

The next area would be allocation and
focus. Some of the events that they put on are
great events but there's a |lot of information that
is good for people who don't really know about this
space but more than likely those conpanies aren't
going to be working with the utilities in the near
term because they're very risk adverse and they |ike
to work with organizations that are proven, so if
more events were focused on building capacity with
organi zations |ike m ne who have a proven track
record with providing more face time with key
st akehol ders within their organizations, as well as
with their tier one non-diverse firms, and if they

were to happen nore frequently.
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Someti mes they spend a | ot of noney on
an extravagant event at a nice venue. | personally
woul d be okay with it being at their shop or
somewhere that's | ess expensive and having the event
more frequently, and then if they could be nore
systematic and focus with respect to tracking the
tier one discussion with non-diverse industries and
maki ng sure that when there is a match there and
there are synergies that something actually happens
as a result of it and that it's not six nmonths, 12
mont hs | ater and there's no actual business
opportunities.

A coupl e of last points would be
| ooki ng at unbundling certain types of scope of work
t hat are bundled into the |larger contracts that
woul d give businesses |like mne a chance to be a
tier one nore often and to increase the diversity
spend in particular for us in the area of utility
as-built in an area where we need to excel in and
have great expertise.

Cornerstone organi zations have that

type of service with contractors and it's been very
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difficult to demonstrate our capabilities in that
space.

The | ast areas would be in terms of
providing nore opportunities for voice, so there is
a great chance for us to speak but within the | UBDC

and ot her organizations at other events we would

|l ove to have nore of a chance to articul ate where we

can support themin increasing supply diversity
measures. Thank you

COMM SSI ONER ROSALES: Great ideas. Thank you.

Comm ssioners, any other comments?
Comm ssi oner Edwards.

COMM SSI ONER MAYE EDWARDS: Thank you,
Comm ssi oner Rosales, and thank you to our esteened
invited guests for their inval uable insight.

The Comm ssion thanks you as well for
your participation and for giving us a franme of
reference fromyour particular point of view and,
not only that, thank you for sharing your personal
experience with us and joining us today.

It's now ny great pleasure to

i ntroduce M. Melvin WIliams, President of Nicor
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Gas and Chair of the Illinois Utilities Business
Di versity Council

Wth over 25 years of experience in
t he national gas industry and as president of Nicor
Gas, M. WIlliams is responsible for the oversight
of all operations, particularly the | argest natural
gas utility in Illinois, serving approxi mtely
2.2 mllion residential, commercial, and industri al
customers.

He is the Chairman of the Illinois
Utilities Business and Diversity Council, a forum

for business practice sharing and information

exchange among Illinois utilities with a focus on
enhancing the growth and utilization of diverse
busi nesses in this great State of Illinois.

The foundi ng menmbers of the | UBDC,
include Ameren Illinois, ComEd, Illinois American
Water, Nicor Gas, North Shore Gas and Peopl es Gas,
and, by the way, the IUBDC just celebrated its
second anniversary on June 11th.

So congratulations, M. WIlliam W

for ook forward to hearing from you. Welcome.
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PRESENTATI ON

BY

MR. W LLI AMS:

Thank you, Comm ssi oner Edwards,
M. Chairman, Comm ssioners. Thank you for allowi ng
us to be here today and thank you for your
| eader ship.

"1l acknowl edge that | apol ogize ny
voice is a little scratchy today, because |I'm under
t he weat her, but please know that.

So it's my pleasure to speak to you
t oday as Chair of the Board of Directors for the
Illinois Utility Business Diversity Council, and
before | get started, |let me acknow edge ny
col | eagues who have been critical to the success of
t he I UBDC, Anne Pramaggi ore, President and Chief
Executive Officer of ComEd; Bruce Hauk, President of
I11inois American Water; Richard Mark, President of
Ameren Illinois; and Charles Matthews, President of
Peopl es Energy.

| can't stress to you the honor that

| have to be the representative for a group of
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great, commtted, and passionate | eaders with

respect to business diversity, so it's a pleasure to

be able to represent this group.

To all of our advocacy partners who
are present today and those who have had an
opportunity to address the Comm ssion today, thank
you for being here.

By now you have had quite a bit of
under st andi ng of the IUBDC, but I'Ill give you a
brief summary of the Council's m ssion.

The m ssion of the IUBDC is to serve
the Illinois utilities as a forum for best

practice-sharing and information exchange with the

focus of advancing growth and utilization of
utilities based in the State of Illinois.
Whil e each utility is responsible for

driving supplier diversity metrics and procurenment
processes, the details of which you'll hear |ater
t oday, the 1UBDC' s purpose is to provide value to
each utility by its standing, strengthening

st akehol der rel ationships, provide training and

fostering open dialogue and best practice-sharing
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anmong member utilities.

| UBDC utilities' combi ned spend has
doubl ed over the last two years. In fact, over the
past three years, |UBDC nenbers have spent nore than
$2 billion with Illinois-based mnority wonmen and
vet eran-owned busi nesses driving direct spend into
the Illinois econony.

The |1 UBDC continues to advance its
overall m ssion, and we are proud of the work we are
doi ng and the inmpact that we are having on our
communi ties.

Last year, the |1 UBDC was focused on
| ayi ng the groundwork as a start-up organization.
Today | am excited to share the progress we have
made over the past year and our strategy for years
to cone.

In 2016, the 1UBDC carried out the
goal s established in its first strategic plan
i nsuring that our vision and energy was focused on
achieving our long-termgoals and, in doing so, we
saw extraordi nary momentum and results, and | would

like to highlight just a few of those.
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The 1 UBDC held two events | ast year
and engaged nearly 400 businesses, professional
services summt held at Joliet Junior College in
April and the Enpowering Business for Success
Wor kshop in November at Brookfield Zoo.

Thanks to you, Comm ssioners Rosal es
and Maye Edwards for your attendance and
partici pation at both of those events.

We represent a panel discussion with
mul ti pl e stakehol der events, including the Aids
Nati onal Conference here in Chicago and the Bl ack
Chanmber of Commerce Annual Convention in Peoria.

We al so engaged stakehol ders through
our communi cations efforts by expanding the content
of our website.

For those of you who are not fam /i ar
with our website, it is IUBDC.com We've | aunched
news fromthe IUBDC and an e-mail newsletter to

st akehol ders and we' ve earned both national media

attention -- | ocal and national media attention with

coverage by the Chicago Defender and the American

Gas Associ ation Magazi ne.
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And since formally establishing the
Council in June of 2015, we have evolved as an
organi zation during that period.

We have restructured and added members
and resources and we have incorporated under the
state's Not-for-Profit Corporation Act and are
seeking our 591C6 status fromthe Internal Revenue
Servi ce.

So you can see in a very short period
of time we have done a |lot, and through all of these
efforts and acconplishments, we are beginning to see
our efforts are helping our utilities rethink and
reshape business diversity.

And before you you have our strategic
pl an, and | won't go through every detail of that
plan, certainly you will have an opportunity to get
engaged in discussions with respect to the plan that
we have | aid out.

But, as an organization, as we
continue to evolve so as our strategic plan. I n
front of you you have a copy. Qur first goal is

really to focus around access and enabl ement.
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Through this goal we want to be able to have diverse
busi nesses to seek to grow thenselves into
sust ai nabl e enterprises by increasing access to
deeper industry and professional insight and skil
training.

One of our key initiatives under this
goal is devel oping a supplier diversity database,

t he number of utilities to inventory suppliers, and
inventory to identify gaps and work with our
st akehol ders to fill those gaps.

We will also provide training events
to access our industry, including a core |UBDC
training curriculumand a tier two institute for
prime contractors to create access for tier two
suppliers, and we will devel op a best practices
program that can be | everaged by both | UBDC menbers
and di verse suppliers.

Our second goal is to focus around our
community inpact. Qur intent is to drive awareness,
access, and positive econom c inmpact in the
communities that we serve and serve as a key

i ncubating environment for new diverse businesses.
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One of the ways that we will achieve
this is by developing a grant or schol arship program
to attend an advanced busi ness program This
program wi |l | be devel oped over the next three years
with the goal to award our first scholarship in
2019.

Our third goal will focus around
engagenment . Our intent for this goal is to identify
and understand the need for our diverse array of
external and internal stakehol der groups in order to
better communi cate our m ssion goals to drive a
stronger engagenent.

We will achieve this goal through
three key initiatives, including an outreach
campai gn with key advocacy organi zations, non-profit
and business chanbers, and devel opi ng our
communi cati ons canpaign to engage stakehol ders
t hrough our website, e-mail newsletter and soci al
medi a.

Our board approved our strategic plan
back in January and we've already made nmeasurabl e

progress so far in 2017.
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We have devel oped a prototype of our
dat abase and mappi ng repository. W' ve obtain a
Certification 101 video and filmed our core
curriculumthat will be made avail able to diverse
suppliers later in this year.

In April we held a | egislative
meet - and- greet reception where we engaged in a broad
cross section of legislative | eaders from across the
st at e.

Last week we held our first prime
partner institute event. The goal of the institute
is to encourage tier one non-diverse suppliers to
ment or and grow busi ness opportunities for diverse
tier two suppliers via subcontracting
opportunities within our respective utilities, and
we have anot her event planned for later this year to
pronmote networking opportunities between prime
partners and diverse vendors in our diverse -- in
our vendor community.

We plan to target businesses that were
identified during our gap analysis at our prime

partner institute event.
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And then, finally, econom c inpact.
These strategic goals will help us drive business
diversity within our respective organizations and
also drive economc activity in our comunities.

We know t hat our spend has a ripple
effect on the economy. These dollars continue to be
re-spent during expenditures triggering additional
dollars, output, and jobs into the Illinois econony.

Last year the IUBDC menbers spent nore
than 880 mllion with Illinois-based mnority women,
vet eran- owned busi nesses. Based on the inpact
multiplier, this collected spend triggered an
additional 1.8 billion in value-added econom c
activity of which 5.8 mllion is attributable to
househol ds supporting more than 9,000 jobs in our
st at e.

In closing, we recognize the i nmediate
and lasting inpact that our spend is having on
communities here in the State of Illinois. | speak
on behalf of nmy fellow | UBDC board members when
say that we are proud of our progress, our

dedi cati on and our comm tnment to busi ness
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di versities has never been stronger.

While there's nmore work to be done,
and we acknow edge that, we know that business
diversity makes our conpani es, our communities, and
our state stronger and we remain commtted to
buil ding a sustainable future. Thank you.

CHAI RMAN SHEAHAN: Thank you, sir.
Any questions fromthe Comm ssioners.
COMM SSI ONER MAYE EDWARDS: Thank you. Thank
you, M. WIllianms. W appreciate your presentation,
and thank you for your work with your coll eagues as
wel | .

Since the main focal points or one of
the main focal points of 1UBDC is best
practice-sharing, are there any revelations that you
can speak of yourself as it relates to your business
diversity practices that arose out of the business
organi zation of the IUBDC or not necessarily?

MR. W LLI AMS: "' m not sure | would describe it
as a revelation, but, to your point, | think over
the | ast couple of years we have realized is each of

the respective utilities, first and foremost had a
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comm t ment around business diversity. W just
hadn't had the | evel of coordination and consistency
in terms of the engagement anmong all the utilities.

One dynam c that | think that we
quickly realized that all of the utilities were
doing a | ot. Some things that we were doing was
very consistent, other things that we were doing
t hat was very different.

So one of the things that we focused
on is those things that were working well with
respect to utility sharing, those and creating a
| earning environment for all of us, and we have been
able to capture that in a way that allows us to
continue to mature not only with our respective
utilities but mature as an organization in the
| UBDC.

COMM SSI ONER MAYE EDWARDS: May | ask a follow-up
gquestion? Just one other thing. | also noticed
over the last four years since | UBDC has been
established definitely nore aligned with the reports
for sure.

It does seemto me that you are
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col l aborating and working together, and we have seen
a | ot of consistency.

| was wondering if you could speak to
| UBDC' s spend on small businesses as it relates to
meeting your diversity spend.

MR. W LLI AMS: | "' m not sure | understand the crux
of that question.

COMM SSI ONER MAYE EDWARDS: We will probably get
into it alittle further in the afternoon session.
It's something that | have seen and | know
Comm ssioner del Valle pointed out this |ast year.
We continue to see a significant portion of
diversity spend going toward small busi nesses and
oftentimes when it comes to small businesses we may
have organi zations that have ten Caucasi an nen and
t hat kind of |eads to the point of diversity spend,
and what happens then is the utility includes those
nunmbers within their diversity spend to say we have
reached X-goal and it just seema little
contradictory.

MR. W LLI AMS: So a couple things with respect to

t hat . One, we have made a concerted effort to
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maki ng sure that we were separating the small
busi ness from FTD spend from our diverse spend for
reporting purposes.

And while we certainly continue to
mat ure our relationship with all of our business
partners to including small businesses, our focus
and mssion is to continue to grow the diversity
within small -- mnority, veteran, and wonmen-owned
busi nesses, so it is a focus. W do understand the
dynam cs associated with insuring that we're
consi stent in our reporting.

We will continue to mature around t hat
process. One of the chall enges around that is that
you can i magi ne having five different utilities with
different technol ogy platforms with different
processes, with different ways in ternms of how we
have information and consistently aligning that into
one process.

We are certainly not where we woul d
like to be. W' re much more further along in terns
of maturing that process in terms of where we were

several years ago.
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COMM SSI ONER MAYE EDWARDS: Thank you.
Thank you, Comm ssi oner Rosal es.
COMM SSI ONER ROSALES: Al ways.
President Wlliam | just wanted to
t hank you for your worKk. | was very clear to you if
you recall a conversation over a year-and-a-half ago
where | was not as -- | didn't feel very confortable
in the progress that you made, but certainly now
this is a correlation -- clear correlation between
the work of the I1UBDC and the ampunt of spend within
the utilities.
So | just want to tell you I'm
appreciative of the work that you have done.
MR. W LLI AMS: Thank you.
CHAI RMAN SHEAHAN: Thank you, Conmm ssioner.
M. WIIlianms, thank you again and
t hanks to the utilities and the counsels for really
a terrific work. We appreciate the reports and we
are going to take a break now and reconvene at 1:15.
(Wher eupon, a break was
taken at 1: 15 p.m)

|f everyone would take their seats,
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pl ease. We will reconvene our session.
We continue to have Conm ssioners
Edwar ds, and Rosales, and O iva with us, and we do
have a quorum
We are really honored to have
Representative Marcus Evans with us. He represents
the 33rd District.
| f you would join us, Representative
Evans.
REPRESENTATI VE EVANS: Thank you.
COMM SSI ONER SHEAHAN: And the floor is yours.
PRESENTATI ON
BY
REPRESENTATI VE EVANS:
So | know you all are serious about
this problemand so | will do my best. | am a
politician.
(laughter.)
Begi nning my remarks and say good
afternoon and greetings fromthe people of the 33rd
District, and for those of you who don't know the

sout heast side of Chicago of the 33rd District,
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starting with the City of Chicago going all the way
out to Burnham Calumet City, Lansing, and Sauk
Village.

" mexcited to be with you today for
t he Fourth Annual Supplier Diversity Policy Session
to discuss the inportance of supplier diversity
initiatives in the State of Illinois.

As you know, Section 5-117 of the
Public Utilities Act requires regul ated gas,
electric, and water utilities with a hundred
t housand customers with more of an annual
procurement goal and actual spend by m nority-owned,
women- owned veteran,-owned small busi nesses.

| strongly support any efforts made by
busi nesses to help diversify the econonmy, and |
stand before you today and |'m excited to see you
have been striving to meet the goals set out for you
by the | egislature.

It's always encouraging to see a piece
of legislation that has real positive and | asting
change for the people of our state and even nore so

in the area as inmportant as the one we are
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di scussi ng today. Embr aci ng diversity positively
i mpacts our community and citizens.

Again, | thank you for allowing me to
go on record, and, again, we just passed a bil
recently in regard to the railroad in sim/lar
fashion with diversity, so it's more work for you
all at the Comm ssion, but | have all the confidence
in your |eadership, Chairman, and your body to push
for diversity so you can make some real changes.
Thank you very much.

CHAI RMAN SHEAHAN: Thank you, Representative.
Representative, we want to thank you for your
| eadership as well

REPRESENTATI VE EVANS: Thank you.

CHAI RMAN SHEAHAN: The report certainly is
i mportant, but what we've heard this morning was the
report has also generated the investnment of
literally hundreds of mllions and billions of
dollars of new money in diverse businesses in
IIlinois since its inception, so you really have a
| ot to be proud of and we want to commend you for

your | eadershi p.
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REPRESENTATI VE EVANS: Thank you. | can say my
entire General Assembly, past menbers who voted on
the legislation like this, they all deserve the
credit. | " m just one person, but you all made it
happen. We voted on something and it's a pl easure
to come to the Comm ssion and to go out and see that
you passed something with |legislative intent and we
are being excited, so thank you so nuch.

And all of you sitting in the back of
the room | think that your utility conpani es have
gone above and beyond in the space, because these
are the real dollars that are the actual spend and
contract, not just the jobs but the true diversity.
Thank you all and let's keep it moving forward.

CHAI RMAN SHEAHAN: Thank you.

COMM SSI ONER MAYE EDWARDS: Thank you.

CHAI RMAN SHEAHAN: Comm ssioner Oiva is going to
i ntroduce our next speaker.

ACTI NG COMM SSI ONER OLI VA: Thank you, Chairman
Sheahan. It's my pleasure to introduce Dani sha Hall
of the Illinois Commerce Comm ssion, Bureau Chief

for External Affairs, and Dr. Fred Coleman, |11,
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Presi dent and CEO of Col eman and Associ at es.

Dani sha oversees and coordi nates the
function and activity of the agency's Public
Affairs, Governnmental Affairs, and Consumer Services
and Di versity and Conmunity Affairs Division.

She will provide an overview of the

Comm ssion's perspective of the 2016 Section 5-117

report.

Dr. Fred Coleman, [11, a mutual
third-party expert, who Danisha will introduce
further, will discuss best practices and

recommendations for the Comm ssion's continued role
i n supporting and encouraging increased supplier
diversity in Illinois utilities.
Dani sha and Dr. Col eman.
PRESENTATI ON
BY
MS. HALL:
Thank you, Comm ssioner O iva, and
t hank you, Chairman and Comm ssioners, for your
st eadf ast | eadership on this very inportant issue.

| also would |like to thank our
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Director of Diversity and Comunity Affairs, Taffy
Brokemond; Vanessa Gracia from our Public Affairs
team and the entire Bureau of External Affairs for
all of the work they have done to make today's
policy session a possibility. In a moment, | wil
have the pleasure to further introduce Dr. Col eman.

Before | do, | would like to briefly
share some thoughts on the ICC Staff's perspective
of the utility's 2016 Section 5-117 Reports, and
just a few words about the work that has been done,
both by the utilities, the Conm ssion, advocates,
and diverse business owners, and we conmmend you over
the | ast few years.

Since its inception in July of 2015,
the ICC's Office of Diversity and Community Affairs
has worked to establish a solid know edge base and
under standi ng of our utilities' supplier diversity
progranms and efforts.

Thr ough attendi ng meeti ngs, programs,
and events, we have established a | ot of one-on-one
di scussi on. | think we really have established a

relati onship that makes candi d di scussi ons possibl e,
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solving problens possible, and really just hel ping
st akehol ders as possi ble. That progress really
woul dn't be possible without a coll aborative
relationship and a | ot of hard work that we first
had.

In 2016, Illinois utilities
experienced exponential growth in their diversity
spend, as Chairman Sheahan and ot hers have echoed.
The Comm ssion today is a place that supports
diversity where noving forward is the only option.

We, Taffy and |, under the | eadership
of the Comm ssion, have shared the nmessage that
progress is really the only option, that we have
been told to make it happen, and we are aggressive
about this right now We really want to see
progress.

The Comm ssion supports diversity in a
way that | think is really first class in the nation
and we are proud of that so we have to stand on that
and continue those efforts forward. So we are happy
with the progress, but | think | can probably say we

all want to see nore.
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And i f Comm ssioner de Valle were
here, I'm going to share some of his words because
he's | think the best when it comes to saying this
and having that bal anced approach.

He woul d say that, you know, our job
is to constantly | ook at where we can do better. We
are looking in the right direction. W are together
on this long road to work on this difficult issue
and col |l aboratively to make headway.

He would also rem nd us that this is
hard work and tell us to focus on best practices to
move forward.

To that end, it is my sincere pleasure
to introduce Dr. Fred Col eman, 111. In realizing
this is truly hard work, we realized we needed an
expert to help us analyze and review the reports, as
well as identify strategies and suggested best
practices for moving forward.

As a neutral, third-party expert,

Dr. Coleman has reviewed these 2016 reports and made
observati ons and recommendations that | think wil

hel p us all think about sol utions.
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It's all about sharing the best of the
reports, while acknow edgi ng the vulnerabilities,
and Dr. Coleman, in his expert, technical, and
pati ent capacity, has taken time to understand these
reports and share some thoughts.

"Il pass the mc to himso he can do
just that and also share some interesting ideas
about the mechanics the Comm ssion can use in the
future. Thank you.

PRESENTATI ON
BY
DR. COLEMAN:

Thank you, Dani sha.

Let me express nmy appreciation for
this opportunity to speak before the Illinois
Commerce Comm ssion, and the Comm ssioners, as well
as the staff, as well as all the stakehol ders who
are here.

Before | begin nmy remarks, | would
like to just compliment the hard work and sincere
efforts that the five regulated utilities have put

forth into producing the results that they have
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produced. They have produced very meaning results,
and | would also like to express appreciation to the
entire diversity staff that have worked in the
background in many cases, and other cases have been
up front, to help facilitate and drive the m ssion
and policies that these regulated utilities have
undertaken to achieve the results that they have.

This presentation |'m going to give to
you is going to initially simply talk a little bit
about some of the assessments that | have made, some
of the observations that | have made in all five of
the reports, and then I'm going to share with you a
potential methodology to i nprove upon how sone of
that information in an assessment can be conducted
in the future.

(slide presentation.)

So starting with the first slide,
obvi ously, we are here for this reason. | have
about 16 or 17 slides to go through, so |I'm not
going to bel abor this slide.

Next slide, please. So that is

Dani sha's share. |"m here to provide an i ndependent
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eval uation and feedback and just a little bit of in
terms of my background so that | guess in one form
or another ny role as a subject matter expert can be
val i dat ed.

Next slide, please. So the
met hodol ogy is pretty straightforward. The intent
is to review these reports, and the reports are
based on the Comm ssion's request in Section 5-117
of the requirements.

The Comm ssion requests have been
expressed to the utilities in various memoranda
asking themto provide in sonme cases additiona
informati on or new informati on to supplement 5-117,
obviously, to analyze each utility's support for
compliance with respect to the Comm ssion's requests
in Section 5-117 and to discuss notable achievenents
from various inmprovenents, and that's where we'll
begi n.

We know t hat we tal ked about these
five regulated utilities and so we can junmp right
into what the assessment is, and let me just start

by saying, first of all, this is an overall
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assessnment. It's not an assessment that is pointing
fingers at any one utility or another.

Thi s assessment is geared to say
overall from a subject matter expert's point of view
when | | ook at these five reports and |I | ook at some
of the things that they've achieved, as well as sone
areas that need inmprovenent, |I'mtal king about
vari ous aspects of each of the individual facilities
wi t hout specifying that utility.

So let's take -- well, let me start
with the formt. The format is, as you can see on
the left, notable achievements, needs inmprovenment in
the right colum, and the bullets will correlate
with each achi evement that is stated there.

So if there's an achi evenent stated,
then that needs improvenent | will also correlate to
t hat particul ar achi evenment.

So the dashboard. A couple of the
reports had very good dashboards, and | think going
forward that this dashboard that gives you a quick
one- page snapshot of the achievements, their spend,

not abl e i nprovements that they have made, is a very
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good tool to have for each of the reports, and I

will just note that two of the five utilizes
dashboards, so the dashboard | think is a good thing
goi ng forward.

The action plan that many of the
utilities suggested for 2017 and goi ng beyond was
framed within short-term md-term and |long-term
goals, and | think that's an excellent way to think
about what they want to achieve and where they're
pl anning to go to show that there's a long term
but, yet, inmmediate strategy to achieve results.

And I will note that two of the five
i mpl emented this approach, and, therefore, you know,
that's something that | think the other firm -- the
other utilities could adopt.

The significant year-over-year actual
spend, and this is real -- each of the utilities
have very significant year-over-year actual spend
and four of the five utilities, however, in terms of
i ncreasing their actual spend, it was achieved
t hrough the WBE certification category as opposed to

the MBE or BBE certification category.
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That's a problem and that's an issue
that | think needs to be addressed, and | will have
some suggestions about that going forward.

Clearly utilities have been getting
the message. There's an increase focus on
prof essional services, and | spoke to that in their
reports; however, three of the five did not identify
either a specific plan to increase their spend and
t hey also neglected certain areas, such as marketing
and bond counsel when they tal ked about where they
were going to focus their energy with respect to
prof essional services spend.

Next slide, please. In terms of
not abl e achi evements, high |evel of spend what's
going on with diverse vendors, typically at the
begi nni ng of many of the reports, and that was a
requi rement from 5-117 to specifically spell out how
much money and what percentage of that was with

II'linois diverse vendors and, by in |large, all of

the utilities did that extremely well, and only one
utility did not meet the relative average of
84 percent spend of Illinois" diverse vendors.
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Tier two spend increase significant
and trendi ng upward. | think this is something
again that the Comm ssioners asked for and what it
was specific reporting on.

Four of the five utilities experience
tier two spend increases, but, again, this was sort
of masked within the spend increase with WBE
certified firms as opposed to with mnority business
ent erprises.

Tier one non-diverse prinme, tier two
diversity utilization plan, again, the utilities
got this message that, hey, you need to start
t hi nki ng about, and putting on paper, and
actualizing a tier one non-diverse prime tier, tier
two diverse utilization plan; in other words, what's

your plan to have diverse vendors as part of your

overall |arge contract prime vendor for that
utility, and it needs inmprovement speaks to only one
utility fully stated very specific goals in ternms of

what | evel of spend they expected with their tier
one non-diverse prime vendors, and other utilities

strongly encourage a tier two diversity utilization
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pl an or |l ack, what | would call, teeth in terms of
having a process to either reduce spend with that 10
tier one non-diverse prime or to renove the contract
fromthat tier one non-diverse prinme.

Next slide pl ease. One of the things
t hat the Comm ssion asked for was spend reporting
on |l arge capital projects that support the ElI MA
mandate and in terms of needs inmprovement through
the five facilities had very significant capital
projects to report on and did report their diverse
spend on those |arge capital projects, and only two
smaller utilities did not have that actual
opportunity to do that.

In terms of outreach and speci al
initiatives to expand capacity, and by expandi ng
capacity, what I'mreferring to is utilizing the
ki nds of activities and initiatives that will have a
significant and meani ngful inpact on growi ng diverse
busi nesses.

So the needs improvenment portion to
that is to define and state outcomes from speci al

initiatives that the utilities did identify that
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they were going to be undertaking in 2017 and
beyond, but to really be clear about what is their
mentoring program what is that really going to
consist of, there are many effective exanpl es of
ment ori ng progranms that make a significant
difference to diverse businesses and what are going
to be the focus business devel opment activities.

What | mean by focus is are you just
going to have meets and greets or are you actually
going to have real partnering, sit-down-get-to-know
you introduction sessions with data sheets on the
firmand how they can assist you in what
opportunities as a prime are you bringing to those
ki nds of sessions so that you can actually be
working to find the right kind of people to help you
achieve the utilities' goals.

So to the recommendations fromthe
observations that | have made, the assessments
t hrough the normal achievements and needs
i mprovement, the first bullet is suggesting that
that there be a uniform and consistent set of

definitions for each certifying category, and
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some of the utility reports |I found that to be an

i ssue, that there was not a clear, definitive,

uni form set of definitions for a certain case and
category, and | think with the 1UBDC and their work
they can easily come to some assistance on that.

We tal ked about the dashboard earlier,
and | won't go over that, continue to track spend
data over time and show trends.

Some of the reports were really
excellent in terms of showi ng trend data, and that
needs to conti nue because at the beginning of this
program if you will, and we're roughly three years
in, so you have roughly three years of history to
show, and but | think as you go out into the
five-year point, the seven-year point, and sone of
the utilities tal ked about a 10-year pl an.

So clearly continuing to track that
spendi ng over time and show those trends are going
to be very inmportant best practice to go forward
wi t h.

The next bullet is in regard to

providing information on how nost products and
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services are procured, and | put in parenthesis
competitive.

As a utility, they will often have
various different means of procuring goods and
services. They may -- and many of those spoke to
this. They have conpetitive bidding but they may
al so do source source. They may al so do best val ue
procurement, so that provides a different kind of
opportunity to bring that diverse firminto the m x
of procurement without, you know, getting into any
bi as or anything of that nature.

So -- but importantly in ternms of the
report stating that they're reporting how they are

procuring their goods and services so that it

becomes clear if I"'ma mnority or femal e business
enterprise that | understand that for certain kinds
of services 'mwilling to walk into a conpetitive

bi ddi ng environment as opposed to best val ue
envi ronment .

The next bullet is speaking to total
eligible spend dollars and outset of spend

di scussion reporting.
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COMM SSI ONER ROSALES: Can you explain that again
because as a businessman | want to make sure that we
are | ooking at that, so the best value versus
conpetitive bidding.

DR. COLEMAN: Wbuld you like nme to el aborate,
sir?

COWMM SSI ONER ROSALES: | woul d, because, you
know, again, as a former businessman, we have to be
clear. The | owest price is not always the best
val ue.

DR. COLEMAN: That's exactly the point what |
mean by best val ue.

In some cases through conpetitive
bi dding there is a pre-qualifications process to
insure that there -- that the playing field is sort
of moralized, that everybody is qualified to do this
wor k, and so in the conpetitive bidding environment,
which is a pre-qualification process in place, then
conpetitive bidding is fairly equal in a |ot of
ways, okay, but it's totally dependent on best
price.

For best value within fields |ike real
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estate devel opment or sonetinmes engi neering, |arge
capital engineering projects, best value | ooks at
the process as saying |'mgoing to permt x-number
of firms to compete for this work and the criteria
that I"m going to utilize will consider price but
not have price as the predom nant factor, so price
is a weighted factor among all other three, four,
five or six criteria, because that owner may feel
t hat schedule is more inportant, or that quality is
more inportant, or that the ability to perform val ue
engi neering, if they get into a sticky problem is
more i nmportant. So they'll look for firms that is
strong on quality, is strong on cost, and maybe fair
on schedul e but has great value engineering
capabilities, because they know the project is going
to be sticky, so, therefore, they will make a
sel ection on those criteria to provide the best
value to that agency or that conpany.

In terms of -- | was tal king about
identifying totally all the spend dollars and offset
and spend di scussion reporting.

Several of the utilities clearly
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i ndi cate that, hey, our total eligible spend was a
billion dollar or $900 mllion. In some cases that
was not stated forthrightly.

So, again, you can't put the nunbers
into perspective and context, if, in fact, you do
not tell us what your total eligible spend is so
t hat we know that your spend dollars and percentage

t hat that represents is meaningful, establish

specific -- I'"'msorry -- address forthrightly
di verse groups, underutilization of various
categories, and overutilization in other categories,

and what are contributing factors.

When you dig into the data, and the
t abl es, and the appendi x that the Comm ssioners
requested, and sometinmes within the tables of that
specific group within the report as well, you could
clearly pull out or tease out the fact that spend
categories were increasing, but, as | nmentioned
earlier, either increasing with WBEsS or increasing
with SBEs but not with mnority diverse firms, and
SO in some cases there were even negative trends

reported that was teased out in the data.
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So what |'m suggesting here is that
their data is clearly telling me that if | can walk
in and see that, then they need to be forthright and
upright in saying we had this reversal or we had
this increase in spend with these other categories
and groups and this is why, or this is where this is
comng from or this is the products and services
that this is being driven from In some cases | can
link all of that together and other cases | could
not link all of that together.

Set specific tier two spend goals
along with the supporting activities, such as
mat ch- maki ng and nmentoring, and here is sort of
reiterating what | mentioned earlier about the
tier one, tier two relationshinp.

It is really speaking to -- first of
all, be clear with your tier one non-diverse vendors
what your expectations are in ternms of their spend
utilization, what goals are you setting for them
and express those goals in such a way that you don't
end up with overutilization of one category of

di verse versus anot her.
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And the last bullet point I wll
mention here, and this is in one of the diversity
reports, and that is to performaudits on tier two
utilization, certification, and spend.

Why is that important? That's
i mportant, because if you just |let your tier two
program run, you will have sone |evel of m smatch or
fraud in that program and, so you have to perform
periodic audits to keep everybody on their toes,
keep everybody aware that this is not a program
where you can just walk in and slide in and get
utilized and not expect to be having an issue crop
up | ater.

In summary - -

COVMM SSI ONER ROSALES: And who would own that?

DR. COLEMAN: ' m sorry?

COWMM SSI ONER ROSALES: Who would own that?

DR. COLEMAN: Who would own that issue?

COVMM SSI ONER ROSALES: In terms of those audits.

DR. COLEMAN: To do those audits, yes. The
primes who work for the utility compani es have a

responsibility to do those audits, as well as the
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utility conpanies thenselves, have some |evel of
responsibility to do those audits.

So it has to be clear where nmost of
that responsibility lies, and the initial
responsibility is with that tier one non-diverse
prime. That's where that initial responsibility
lies and where they must be held accountable to make
sure that they are doing what they're suppose to do,
but, ultimately, it comes back to the utility to
make sure that what is being reported to themis not
some bogus nunber.

In terms of summary, significant
progress has been made by all the utilities since
2014 and 2015 in their diversity utilization and
spend inclusion, and significant progress nmeans that
there's been significant real year-over-year actual
spend dol |l ars achi eved.

Okay. So where do we go from here?
What does the future | ook |ike? W have these
Section 5-117 reports. They're a combi nation of
both qualitative data and quantitative data.

Sure someone can sit here and give you
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the significant achievenments, the notable

achi evements, and the inprovements, but does that
really tell you where the vendors are at, where the
utilities are at, and so thinking through this, I'm
proposing a met hodol ogy to sort of translate this
qualitative expectations, sone of these expectations
are qualitative, and the quantitative performance
data until a rating and ranking methodol ogy, and
that's what |'m going to be tal king about in the
next set of slides.

And the goal is simply a visua
scorecard and a m ni num performance tool for
compliance with your request, Comm ssioners, and the
Section 5-117.

Next slide, please. So the criteria
if I look at Section 5-117 and |I | ook at your
request, this follows directly from Section 5-117"s
annual request. They were the sanme requests in
| arge capital programs, diversity utilization
requests, and tier one prime supplier requirements
to use diverse tier two as a request. The top three

bullets are all enbedded within Section 5-117.
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So it's not unreasonable to suggest
that this is the criteria that we really ought to be
| ooki ng at rating and ranking sone of these utility
firms with.

Next slide, please. So just quickly,
t he met hodol ogy -- you know, when you go through
t hese reports, you, obviously, want to have good
organi zati on. You want the writing to be clear.
You want the data to be accurate. You want to see
creativity and you need initiatives that |UBDC anong
specific utilities come up with.

You clearly want to see denonstrated
i mprovement, which they have been telling us in
terms of year-over-year spend which is great, and
you want to see themutilize best practices.

So if you could think about this as a
table with rows being the criteria on the previous
slide and these itens here are ratings across the
top, you can see where it can begin to fill in some
bl anks with nunbers that | suggested below for the
rating scale.

So you could |l ook at clarity and
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probably see the methodol ogy and say, well, how did
Utility Vendor A do on that and give them a rating.
Next slide, please. So the
i mpl ementation of that kind of methodol ogy requires
some serious worKk. It requires some serious work
bet ween the I CC, and IUBDC, and related utilities.
So | think that, as |I've worked
t hrough this, just sampling how would this work,
|"ve identified that the Comm ssion needs to clarify
some of 5-117 expectations and requests.
For exanmple, if the Appendix A is
there, but it's very disorganized, or if Appendix A

is not there, what does that mean on that rating

scal e?

So if it's there, it's not well
organi zed. |s that a three or a four? If it's not
there, well, then probably that means it's a one,

but in all of our cases we've seen that Appendix A
is there, so we are really tal king about applying
some form of evaluation for that Appendix A based on
was it clear, was it best practice, et cetera, et

cetera, and so -- but the | CC and | UBDC needs to
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come together on that and say this is what we mean
and this is what a five |ooks like, this is what a
four |ooks like, this is what a three | ooks |ike.

Application of tighter reporting
formats -- sorry.

(A brief interruption.)

Application of tighter reporting
formatting requirements for best practice and
recommendations. That's just really saying that the
outline of what follows what could be a little bit
more consi stent. It's pretty decent, but it could
be consistent.

The Comm ssion and | UBDC consensus
on conversion on 5-117 and requests into criteria,
| UBDC may not agree with those criteria that |
mentioned that's part of Section 5-117 as a request.
They may say what about this |level of effort and
this is energy that we put into sonmething. Wy
shouldn't we be rated on that as well, and that may
be fair, but that has to come through meani ngf ul
di scussion with the Comm ssion and some consensus on

t hat .
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Obvi ously, there has to be consensus
on the scoring and eval uation content, meaning,
agai n, what constitutes a five? What constitutes a
four? What constitutes a three?

Next slide. So just to play with sone
nunmbers and give an example of what this m ght | ook
l'i ke, on the bottom on the x-access, what | have
done is put in the criteria, the 5-117 criteria and
t he expectations, and |'ve applied some nunbers to
the items like clarity and other items that | have
mentioned |like that to show you, well, if you apply
something like that, this is what this would | ook
like. So for each utility, they would get sort of a
scorecard sort of looks like this, if you will.

Next slide, please. And then | ast,
but not |east, all of the scorecards could be
combi ned together and you have a quick snapshot of
how all five utilities have performed relative to
the I CC request and 5-117 requirements.

And in terms of a mnimm val ue there,
t he expectation may be that there's a line that goes

across maybe a 25 and we all want our five utilities
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to be at roughly an average of 25 or it may be sonme
ot her number, |1 don't know, but clearly it gives you
that ability to take a | ook at how all the utilities
are doing in a very quick snapshot to say, hey,
everybody's doing pretty good. We can feel pretty
good about ourselves and they can feel pretty good
about ourselves, but in sonme years there may be
special circumstances where a utility may not be
able to score in a very high level for whatever
reason.

They mention valid reasons such as
someti mes diverse businesses get bought out and now
t hat spend doesn't go forward as diverse. Okay.

Wel |, that changes the whole picture if it's a very
significant diverse vendor for them so those things
have to be understood, but with the reports the
ability exist to indicate those kinds of unique
changes and circunstances.

Next slide, please. Okay. | am open
and ready for questions.

ACTI NG COMM SSI ONER OLI VA: Thank you, Dani sha

and Dr. Col eman.
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Comm ssi oners, any questions?

COMM SSI ONER ROSALES: Sur e.

(laughter.)
Well, in my opening remark this is
exactly what | asked for in terms of having uniform

and this is actually farther than | expected and
appreci ate your work, Doctor.

A coupl e of questions that | had that
concerned me was |'m not asking for a demand on an
action plan. You could fluff up your action plan as
much as you want. The numbers is what |I'm
i nterested in. | understand there's sone type of
pl an, but in the end it's the nunbers that al ways
speak with the results.

The second part on the rating scale,
and you nentioned about if a diverse business was
bought out, I"'ma little queasy on the rating scale.
again, as a former businessman, if there's a
contract for $20 mlIlion and you decide to break it
up and help out these small businesses and make it
$5 mllion each, one of them doesn't come through,

your nunbers are now down 25 percent, and so now
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you're rated poorly when you are actually trying to
do somet hing good in the comunity. That concerns
me when you get a rating and you are actually trying
to do well. | would like -- we need this
uniformty. W can't go through this again.

So my question is how do we go about
having this done? He'll be bringing to you and
spend all the time we did in terms of putting this
t oget her. How do we go about doing that? 1Is it
| UBDC responsi ble to take ownership of this?
don't know. | don't know if that's fair. [''m
| ooking to you now is the question.

COWM SSI ONER MAYE EDWARDS: Actually my question
is in the spirit of putting the title on, so | would
ask can you answer both together. Thank you.
Fantastic report. | appreciate it, Doctor.
appreci ate your hard worKk.

Anot her point is that we do have the
| egi slation. We have 5-117, which is significant;
however, our hands are tied quite a bit because at
the Comm ssion there aren't necessarily no mandates,

so we have requested numerous times in the past for
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uniformty, particularly as it relates to the
definitions which you have stated on your first
presented slides.

So, in addition to what Comm ssioner
Rosal es is asking, |I'm wondering how can we really
know about stressing and encouragi ng because we
cannot demand uniformty when we get pushed back
fromthe utilities? What's your method of going
about that?

DR. COLEMAN: Well, the utilities have pride.
They clearly understand. They don't want to | ook
bad in front of the public. They have numerous
st akehol ders and customers where they should not
want to be enbarrassed by the fact that, let's say,
definitions are not consistent with standard best
i ndustry practice. Okay.

So if you use a rating scale like
t hat, you know maybe they don't get -- and,
obvi ously, they wouldn't get maybe a 30 for whatever
t hat category that that falls in, but they start to
| ose points and then part of the explanation has to

be why you are losing it, and so | think it's
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clearly something that is achievabl e. It's

somet hing that has to be discussed in partnership
with 1UBDC to help them understand what the probl ens
are with those kinds of issues so that they come to
a better point in terms of how they recognize it,
and how they deal with it, and how they respond to
it. It shouldn't be -- some of these things are not

i ssues that are now | would consider valid to push

back.

In terms of your question,
Comm ssioner Rosales, the issue of how a firm-- how
utilities may ook if a diverse vendor is bought out

and that spend is lost, clearly, yes, that can have
an impact in terms of their numbers. That's just
one small aspect of what they're being measured on.
There has to be an understandi ng of
reality with respect to the way in which the
busi ness world works in that those things are going
to happen and that the utilities have the ability to
express that, to state that, to wite that, and say
this is what happens and reasonabl e people will conme

to a reasonabl e understandi ng of what that means and
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what it meant in terms of their nunbers.

The inportance of the trend data is --
you continue to see that happen and there may again
be valid reasons for that, but clearly you don't
want that to be an ongoing rationale for why

spendi ng nunbers are | ow or considerably |ower than

it appears.
COMM SSI ONER MAYE EDWARDS: | have anot her
guestion, Doctor. \What is your opinion on small

busi nesses and whet her or not that spreadsheet
should be incorporated into the broader diversity
spend?

DR. COLEMAN: My opinion is that it should not,
and one of the utility's reports | was very
surprised to see firms that | know from my ot her
roles with the Department of Transportation and the
State Toll Hi ghway Authority, firms and small
busi nesses that, yes, they may neet the SBA small
busi ness size, but the firm s been in existence for
40 years and they know what they've been doing and
they're owned by a majority male and woul d not

utilize mnority partners. Okay.
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So | would have, you know, serious

heartburn with continuing to utilize SBEs, if you
will, as part of the diversity count.
Now all the utilities broke out their

data and consi dered diverse vendors to be MBEs, WBEs
and BBEs, so they didn't blend the SBEs into that

di verse category, but in many cases when they
reported spend and the growth and spend, then the
SBEs were rolled in there as their total diversity
spend, and as that's a problem because it begins to
| ook |Ii ke everybody is moving forward and that
upward tangential |ine when, in fact, when you slice

and dice the data, everybody is not moving forward

in that tangential |ine.
COVMM SSI ONER MAYE EDWARDS: | think that's ny
point. The point is when we're dissecting the

reports and seeing the broader nunbers up front,
we're kind of flabbergasted. Oh, my God. We are
really moving forward, then you take out your

cal cul ator and you really start doing the math, not
so much because 50 percent of this is an SBE, and I

think that's problematic in the sense |I did
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appreci ate they were separate. That was definitely
progressive, and | |ook to highlight that, but for
t he broad number they just seemed overinflated that
there were small businesses included.
DR. COLEMAN: | woul d agree with that.
ACTI NG COMM SSI ONER OLI VA:  Any ot her questions?
(No response.)
Thank you, again, Dr. Col eman.
DR. COLEMAN: Thank you
CHAI RMAN SHEAHAN: At this point we are going to
hear from the | eaders of Ameren, Comonweal th
Edi son, Illinois American Water, Nicor, and Peopl es.
First up is Richard Mark, President
and CEO of Ameren Illinois.
MR. MARK: Good afternoon.
COMM SSI ONER MAYE EDWARDS: Good afternoon.
PRESENTATI ON
BY
MR. MARK:
Good afternoon. Thank you,
M. Chairman and Comm ssioners, for the opportunity

to be here today. | did not bring a powerpoint
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presentation. You have our reports. | thought what
| would do is try to engage by identifying about a
di versity inclusion program for suppliers at

Ameren Illinois and just highlight.

| thought today |I would highlight some
of the successes we had in 2016, some of the
chal | enges that we saw, and also some of the
opportunities that we see as we nmove our diversity
supplier program forward.

So, you know, | would say that, you
know, we're proud of the successes that we have had,
but we're not satisfied. W know that there's a | ot
more to do and what we hope to do is build on the
progranms that we have to make them better and expand
them for the future.

So | just wanted to point that out and
then I'"Il start -- you know, some of the successes
that we saw in 2016 just to identify a few of them
hi ghlights from our report, our total diverse spend
in 2016 was $149 mllion, which was about 15.3
percent.

You know, we were very, very happy
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with that. That was better than the year before and
percent age of total spend, but we think there's
ot her opportunities there. W know there's other
opportunities, and so we're working continuously to
try to increase our supplier diversity.

In 2016 we al so established a diverse
spend steering commttee that we think will help
i ncrease our diversity spend, and that commttee is
made up of our senior directors and directors from
each of our six divisions in the state.

Ameren Illinois the way we're
organi zed we cover 44,000 square mles in the State
of Illinois, so we're organized in six divisions.
Each division has a director that is responsible for
the operations in that division, and those three
di visions and their division, and then we have a
senior director. W, have a non-senior director
that's responsible for the northern three divisions
and a southern senior director that's responsible
for the three southern divisions.

So we have a steering commttee and

i ndi viduals from each of those divisions are made
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up. The whol e purpose of that is to really drive
down the trends that the visibility and the
accountability for diverse spend to the |ocal |evel.
That's where a | ot of spend takes place, and that's
kind of hard to manage spend in Gal esburg say and
Col linsville. It is hard to | ook at Ameren Il linois
from Springfield.

So we trying to drive down the
accountability for our overall diverse spend in the
di vi si ons where that spend takes pl ace.

So each of the divisions -- so | have
a handout that talks a little bit about our diverse
steering commttee, but each of those
representatives | ook at all of these major contracts
before they're awarded, and, in fact, they're being
the origin of where those costs for those prograns
are comng from they know about what projects are
t aki ng place and they're going to have to put out
for bid next year before they even bid, and so we
will start with that and kind of help our supplier
diversity team start | ooking for suppliers in the

area that we may not have -- maybe we have a new
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project.

For exanple, next year we have several
buil ding projects that are going to take place. W
haven't had that kind of building project in the
past, so we're having advanced know edge of that
t hrough the steering commttee. The steering
commttee could then work with our strategic source
folks to try to bring along and get qualifying
vendors and mnority contractors can work in that
ar ea.

The other thing we have one of our
successes |last year is a company called Kadilex and
it started with us. They're a small m nority-owed
firmstarted with us in 2012 as a start-up conpany,
had about a $40, 000 contract.

Last year they cel ebrated and seeking
the $3 mllion mark, and the owner of that conpany,
a gentleman by the name of Carl Jefferson, was
awarded a scholarship by Ameren to attend the
Busi ness Entrepreneurial Programthat takes place at
Dart mout h Col |l ege i n Hanover, New Hanpshire. He's

the participant of our Diversity Enterprises Program
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and he attended that program

Some of the chall enges that we
face -- Let's talk a little bit about Dr. Coleman's
report, but one of the challenges we saw | ast year
was having one of our |arger diversity-owned
compani es being acquired by a non-diverse conpany,
and when that happens unexpectedly, it's a challenge
and we know of another situation that may occur this
year.

So what we're trying to do is | ook at
how do we develop a pipeline of a nunber of diverse
conpani es that are able to really fill some of the
voi ds that we may have sometime that happens, but it
is something that does happen.

For us, this is the first time that we
have had a conpany of this size actually get
acquired, so, you know, it's something we try to
wor k t hrough.

Anot her chall enge that we see in the
future is really cyber security. Our legal teamis
review ng all of our contracts for all suppliers

across the board and putting requirements in there
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to meet certain criteria and have certain

requi rements to protect us against cyber attacks and
to make sure that our company is also protected

agai nst cyber attacks, and reviewi ng what type of

i ssues and other types of prograns they have in

pl ace.

We think that's going to be a
challenge for not -- we find that the chall enges are
for some of our |argest contractors, not even
tal ki ng about sonme of the diverse contractors.

So what we are going to do is put
toget her a team of |egal counsel or in-house | egal,
that is going to be working and providing some
counseling and mentoring with our compani es about
how to work through these issues and trying to
adjust some of those requirenments to make some
exceptions for sonme of the smaller firms so they can
partici pate.

The other thing we are going to do for
all of our vendors across the board is our | egal
departnment is going to be working on educating and

providing some educational sessions for all our
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contractors, including our diverse conpanies, about
cyber security because not only will we protect
their assets but also to protect the information
that often we were sharing with them and so that's
a definite challenge for the future, and we're
currently trying to address and be proactive.

Some of the opportunities that we see
as we nove forward, one of the things is trying to
| ook at how to unbundl e some of those large tier one
contracts to make them smaller so that they're nore
avai l able and it's more feasible for a start-up or a
smal |l conmpany to apply for those contracts.

One of the things that we are trying
to do -- we know that, as mentioned earlier, we have
several construction project proposals on the front
tabl e for next year. We're going for RFPs on some
of those. W're seeing that -- just by requiring
themto come through with a certain percentage of
m nority participation, we're seeing sone very good
response fromthem and we're sort of very confident
that if we continue to pressure our tier one

contractors that they'll probably bring more to tier
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two suppliers for us.

The other thing is we believe that
with the future Energy Jobs Act we have a
significant increase in our energy efficiency spend
going forward. There's an opportunity there that we

feel that we can bring some mnority conmpanies

We are currently talking to those
conpanies. We are comng in providing services and
provi ding some managenment for our energy efficiency
spend goi ng forward.

We al so are planning -- we have a
pil ot program that we started. We see opportunity
moving forward. We are working with a | ocal
community college in Southern Illinois to provide
schol arships into their HVAC and construction
management prograns.

We're really | ooking at getting sone
of these energy efficiency jobs that would be
created in the new progranms and services that we're
about to offer, so we're offering schol arshi ps for

t hose programs.
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As we work out some of the details
with this community coll ege, our plan is to
basically when it starts to work successfully then
duplicate that throughout our service territory for
new j obs and new enpl oyment opportunities we see for
di verse candi dates throughout our service territory.

In conclusion, | would just say that
Ameren Illinois, you know, we're commtted to
diversity and inclusion. Anmeren Corporation is our
parent conpany and is commtted to diversity
i nclusi on.

We started our first formal diversity
programin 2007 in Ameren Corporation. Al'l of the
busi ness segnments, whether it's in Illinois or
M ssouri, has certain key objectives that are
required to meet on an annual basis and reviewed by
our CEO and reviewed by our Board of Directors, so
we are commtted and we | ook forward -- and, first
of all, I will say we appreciate the partnership
t hat we have with you and ICC and I'd Iike to thank
Dani sha and Taffy for their help on coordination and

communi cations with us.
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So we | ook forward to that partnership
and working with you and buil ding momentum t hat we
have and buil ding that momentum for the future.

| will be nore than happy to take any
gquestions that you m ght have.

COMM SSI ONER MAYE EDWARDS: | just have one
gquesti on. Al t hough I know you tal ked about trying
to encourage tier one and expect that could be nore
di verse, but do you have any process -- infornmal
process to insure that tier ones are actually
utilizing tier twos -- I'msorry -- in non-diverse
tier one you are utilizing tier twos? MWhat is that,
and, if not, how are you going to go about making
sure that there's communication that you expect?

MR. MARK: Well, we start off with coaching. We
have expressed our concern and our expectations it
brings diversity to suppliers. W have talked to
t hem each individually and the busi ness supplier
steering commttee they actually work with each of
t hose contractors as they come in to talk to them
about their tier two spend. We monitor it and, you

know, if they don't meet that spend, we go through a
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counseling and coaching session and ultimtely
they're told and if they cannot or will not, you
know, abide by it, we'll have to find another tier
one thene.

Quite frankly, | would just add that
it's only come up one time in my experience until
recently and it was a non-diverse conmpany, and it
didn't have to do with hiring diversity, but it's an
out - of -state conpany that would not hire Illinois
residents and they were told they would either hire
an Illinois resident or go back to the state that
they came from and they decided to hire, and we did
cut the contract, but they did change their hiring
habits. So it happens in nmore than just a diversity
ar ea.

COMM SSI ONER MAYE EDWARDS: Thank you. That
| eads to anot her question, because you are a | ocal
company, because you are a holding company, as in
M ssouri, did you ever struggle with the fact you
are using more M ssouri-based vendors versus
II'1inois-based vendors or you do not challenge?

MR. MARK: You know, it's really not a struggle.
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| mean, we have some shared services and sone
bl end- overs.
Actually frommy office | can see the
Arch, so, you know, sonmetinmes there's conpanies
they're both on each side that blend over into the
St. Louis area with southwestern Illinois. But, no,
we -- you know, we do not get into push back from
t he parent company about utilizing certain vendors.
We understand -- | think we all
understand and we respect the fact that utilities,
especially regulated utilities, operate in states
and we even supported the states that we operate in,
and M ssouri has a simlar role. They have sonme
II'linois vendors that work there, but they also
believe in supporting the M ssouri vendors, sSo we
have a good understanding of that, and it's never
been chal | enged.

COMM SSI ONER MAYE EDWARDS: | recently had a
conversation with Comm ssioner Col eman that they
were a part of (sic) and | told her | beg to differ.

MR. MARK: | know Comm ssi oner Col eman very well.

COWMM SSI ONER MAYE EDWARDS: Thank you very nmuch.
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| f there are no nmore questions -- yes.

COWMM SSI ONER ROSALES: That was the only -- that
was one exanmple that you had. So that was the only
one in terms of repercussions on tier one when they
had that problemwith the tier two?

MR. MARK: That's the one that we had. Yes,
that's the one that pushed back and basically did
not want to do anything with tier two.

COWMM SSI ONER ROSALES: So you tal ked about
coachi ng, whatever. Has there been other tier ones
t hat agreed to that type of intervention?

MR. MARK: Well, | think -- | would think that,
you know, we started really to push on the tier two
| ast year. We have not seen, you know, any of that,
t hat they have refused to do it.

We found some that expressed concern
about finding tier twos, and | think what we're
trying to do is talk to themto think about maybe
you don't bring in tier twos to do the exact sane
service that you are doing but maybe some services
t hat can support what you are doing.

For exanple, we will give vegetation
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management, so they were thinking that they should
bring a tier two in for some vegetati on managenent
services simlar to what they're already doing.
They didn't think about what some opportunities may
be to bring in some tier two vendors to provide
services to themto help them better provide the
services to us.

So by talking through that, initially
we had a push back when we started talking to them
about here's how you could do it, let them meet with
some of our supplier diversity experts. W have not
got any push back.

| think -- you know, | had a sim/lar
program like this in 2007 in M ssouri. | think they
understand that some of these vendors have a | ong
hi story of doing business with Ameren Illinois and
Ameren M ssouri. | think they understand that we
will remove them from our property if they don't
follow certain rules and regul ati ons.

COMM SSI ONER ROSALES: Thank you.
COMM SSI ONER MAYE EDWARDS: Thank you, M. Marks,

for your presentation.
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| now have the pleasure to introduce
Anne Pramaggi ore.
PRESENTATI ON
BY
MS. PRAMAGGI ORE:
It takes a team | need some help
t oday.
(laughter.)

Good afternoon. Thank you for hosting
this. Thank you for your attention to this very,
very important topic, and | would just share that
your focus and attention on this makes my job easier
within the company when | travel along our team and
what we're trying to do here, so thank you. Thank
you for that.

My intent today is to provide an
overview of the state of our efforts, and because
data is largely accessible to the reports that we
submt, | really want to spend nmore time focusing on
what we do in our business to hire diversity firns
and facilitate their growth.

Joining me today is Mchelle Blaise,
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our Senior Vice President of Technical Services, and
she's going to go into greater detail about how
we' re hel ping diverse businesses join the ranks of
ComEd, particularly in the construction area,
i ncluding through programs |ike Chicago United Five
For war d.

You are also going to hear from
Veroni ca Gomez, our new Senior Vice President of
Regul atory and Energy and Policy and General
Counsel, and Veronica will share with you the
details of a new pilot we are |aunching along the
lines of what we have done with Five Forward where
we | ooked for mentoring in our construction
organi zations and ask themto take on a newer and
di verse construction conpany. W are going to
| aunch something |ike that for our law firms.

The program will begin in the
regul atory arena, and we' ve asked our established
law firms, our three mentors, a couple of small
mnority firms, to bring themup to speed on
regul atory issues, and Veronica will cover that for

you.
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And then, finally, you'll hear
firsthand froma diverse supplier who has grown its
busi ness throughout the |ast few years through
mentoring and comm tment, and M chell e and Veronica
wi || describe Ozzie Godinez from Paco Coll ective who
has just done a great job for us, grown their
busi ness, been very inpactful, and done a great job
educating our customers and moving us into the
di gital age. So he's going to share his insights
with you, and Martin is keeping us all together.

(slide presentation.)

So here's a snapshot of ConEd today,
which | will go through fairly quickly. Of the
approxi mately 6400 people we enpl oy, 49 percent are
di verse; 60 percent of our executive team are
di verse; of our 315 new hires, 70 percent are
di verse. Over the last five years, 53 percent of
our hires have been diverse.

Expandi ng the comm tment to diversity
and inclusion to our suppliers is critical. It is
one of the five pillars of our RFP and our

foundation. Their capabilities and perspective are

142



10

11

12

13

14

15

16

17

18

19

20

21

22

key to meeting our evolving custonmer expectations,
interests, and enhancing their econom c inmpact is

one of the most inportant things that we can do to
support our conmmunities.

| ncreased participation of diversity
certified firms has been central to the success of
the Smart Grid Program which we have been enmpl oyi ng
since 2012.

This is a program that the Comm ssion
has so strongly supported. It has generated very,
very strong results, and | want to give you a quick
snapshot of a five-year picture based on that
program

ConEd has achieved a 362 percent
increase in diverse spend since we began the Smart
Grid Program  This means in 2011 our diverse spend
was $177 mllion; in 2016 it was $777 mllion, and |
woul d add that in 2016 654 mllion or
8 percent of that first spend was in Illinois.

In 2011, 18 percent of our supply spend was with
di verse supplier, and 2016 it was 33 percent.

We are nearing the conmpletion of the
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maj or portion of our Smart Grid work this year which
provi ded an outstanding platform for this kind of
growth, and it's not just the nunmbers that are

i mportant, although they are inmportant, but what

t his program has done by the increased stability of
the regulatory platformand the ability to plan
programs out nultiple years, it's allowed us to
enter into multiple year contracts with these small
firms.

And | think, as you heard from
St ephani e Hickman today, that ability to point to a
mul ti-year contract where Soft Bank was critically
i mportant. So this regulatory stability has been
tremendous for us and for these conmpani es.

The other thing it allowed us to do
inside the conpany is take our managenment time and
attention away from some of the activity that m ght
be around a |l ess stable financial platformand turn
our attention to things |like this that can grow our
economy, so we are | ooking forward to the next
phase.

Ri chard referenced a future Energy
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Jobs Act that was passed just this December, and we
are looking to really use that as a platform for
growth as we go forward, and there's a coupl e of
programs we started to scope out our goals as we go
forward.

So voltage optim zation is an
ei ght-year program We will take about half of our
fedders and optim ze the voltage on it to reduce
usage and waste on the system and there's an awful
| ot of engineering and construction that will go
into that.

We are setting a goal of a hundred
percent of our engineering design work being done by
MABE engi neering firms at a m ninum of 40 percent of
the field construction work being conmpl eted by MABE
firms.

On the energy efficiency side, this is
an area where | think there's tremendous
opportunity. We are going to select three to five
smal |l diverse firms that we'll mentor and devel op as
an i mpl ement ati on contractor using the Five Forward

platform that we have used before and we're going to
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work with El evate Energy and put in place to devel op
a programto train diverse trade allies.

These are the businesses that when
customers, whether they be business customers or
residential customers, actually contract for the
wor k and then we give themthe incentive to do so,
they directly contract with these trades allies, so
a tremendous amount of opportunity there, and we are
putting together a programto | ook for diverse firnms
and train themin this area.

On the Five Forward Programin genera
we are going to ramp that up about five firnms to ten
firms as we nove forward with the featured work.

One | ast goal we set for ourselves, we
are going to build a new facility in Chicago at
California and Addi son. It's an 108-year ol d
facility. W finally got it, and it's about tinme.

We are going to commt to a diverse
goal with respect to that -- that facility and
targeting -- you know, try to replicate what we did
with the training center or something in that range.

So the precise goal is not there yet but we |ook to
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do on the training center.

So just to wrap up, how will we
continue to create opportunity? First, with our
supply and procurenment teans, including our diverse
busi ness enable team we are constantly scouring the
| andscape for new businesses.

In fact, in the last year we've added
about 132 new businesses. We totalled somewhere in
t he range of 550 diverse businesses we work with, so
132 is a pretty significant move in the | ast year.
So we constantly scour the | andscape for new
spendi ng and | ook to create opportunities.

Second, we built sustainable
i nfrastructures around prograns |i ke Five Forward
tier two workshops, the new programthat Veronica
will mention.

Third, we are very fortunate to have
tier one prime contractors who are willing to mentor
smal | er diverse firms and we're going to | everage
more of that as we go forward.

And, finally, creating opportunities

for diverse suppliers is embedded in what we do, the
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way we run our business, and our executives have
goals that they are expected to reach and their
performance is reviewed according to these goals, so
we have wi despread accountability for these kinds of
results.

So thank you again for hosting the
policy session, and |'mgoing to turn it over to
M chel | e.

MS. BLAI SE: Thank you, Anne.
PRESENTATI ON
BY
MS. BLAI SE:

Good afternoon. We are grateful for
t he opportunity to be here.

As a review, these are the key
hi ghlights related to our supplier diversity in 2016
and a review about where we're going forward.

Now I would like to take a few m nutes
to tal k about what we're doing beyond the spend to
create opportunities for diverse suppliers and
support the transition into sustainable business

ent erprises.
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ComEd has worked for decades to mentor
and devel op MABE organi zations. W are a founding
menber of Chicago United, which has worked in
support of supplier diversity for over 40 years. W
are one of the charter nmenmbers of the Chicago United
Five Forward Program

The programis designed to enlist the
comm tment of CEOs from m d-size to | arge-size
corporations in the Chicago area to establish and
expand business relationships with current and | ocal
m nority firms.

What's really inportant about the Five
Forward Programis that it helps shift the supplier
diversity froma transactional function to more of a
relationship, a building relationship, into a growth
relationship with the conpanies that we doing
busi ness with.

So it really requires open dial ogue,
ongoi ng di al ogue, goal setting and buil di ng
capability of these MABE firns. Fi ve Forward
corporate menmbers, |ike ComEd, commt to doing

business with five local mnority firms over five
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years, and then these five conmpanies m ght not sound
like a big number to some of you, but | urge you to
reconsi der.

There are a few other business
di versity prograns in the United States where
participating companies are chall enged and
consistently to not only neet the goal but exceed it
year over year with firm that they have made these
comm tnments to.

The bigger point is it's just not all
about the number of MBE firms that you are
partnering with, again, it's really -- it's
i mportant the ability to build sustainable growth
capabilities and build sustainable businesses, but
by capacity, | mean, enhancing the ability of the
MBE conmpanies to pursue and conmplete | arger and
| arger programs of work and projects with the
sponsoring conpany and hopefully others as well.

As these conpani es become sustai nabl e
and they grow sustainabl e businesses, their all
di verse enpl oyee spaces grow and further enhance the

contribution that these conpanies can nmake to the

150



10

11

12

13

14

15

16

17

18

19

20

21

22

economc vitality of their communities, including
vol unteeri sm and sports or political charities.

We have had an opportunity to
experience a long and growing |list of success
stories, and | have only highlighted one that we
wor ked with over the |l ast couple of years, that is
the Environmental Design |International, or EDI. ED
is an MBE African American wonen-owned conpany based
in Chicago that provides environmental services for
ConmEd projects throughout our service territory.

EDI has dedi cated teams supporting
ComEd in energy and environmental areas and has al so
provided us with emergency response on environnent al
I Ssues.

This partnership with EDI is really a
model for the Five Forward Program We started the
Five Forward Programin 2015, and through working
with them directly and hel ping them understand our
needs and al so understanding their capabilities and
mat chi ng the two where we can, insuring that they
wer e aware of sourcing events that we had where they

m ght be able to partner with prime contractors in
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the environmental area as well as assigning them
smal | projects that they can take on to build their
capabilities.

Over the last two years working with
t hem t hrough business with ComEd has gone t wof ol d:
EDI experiences growth due to the partnership with
ComEd. They have had 17 new hires in 2017. They
have created new provisions in order to better serve
ComEd within their organization.

They have al so now expanded their
busi ness with opening up a new office in Maryl and
where they're now expandi ng their business to other
utilities out in the East Coast.

Finally, due to their demonstrated
performance, EDI was recently selected as an
environmental contractor of choice for ComEd.

They are now a prime contractor going forward
starting this year.

And t hen another acconmplishment | want
to highlight is they were awarded our ComEd's
President's Award back in April and it was really in

recognition of their extraordinary project
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performance related to upgrading, supporting, and
upgradi ng the security project that we had over 20
of our substations.

So ComEd' s new devel opment around
growi ng and buil ding capabilities of the conpanies,
we recently became the first commtted corporation
to fully enroll as a menber of Five Forward 2020
Program a chapter of Chicago United, and the
chapter calls on for us to identify and select five
prime suppliers that will make a five-year
comm tment to build partnerships of their own with
| ocal MABEs.

So we are pretty confident that this
wi Il open doors to new opportunities for diverse
suppliers and the prinmes, because of an increase in
t he mar ket pl ace, buyers of all kinds, public,
private, are |ooking for diverse solutions, so we
will play a key role in driving these relationships
inlllinois. W have been at this for decades.

The next thing is we see only grow ng
are networks of partnerships playing a key role in

the efforts of diverse suppliers to build capacity.
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In closing, | know that we're in a
uni quely capable environment here in Illinois to
keep maki ng progress in supplier diversity. We have
a tremendous network of capable conmpanies and
organi zati ons dedicated to achieving econom c
parity, and we are proud what we've acconplished and
we | ook forward to making continuous progress.
Thank you, and | will turn it over to
Ver oni ca
PRESENTATI ON
BY
MS. GOMEZ:
Good afternoon, M. Chairman,
Comm ssioners, and thank you so much for having us
and to all of our participants for being here.
| appreciate the opportunity to share
with you news of the new pipeline initiative that |
will tell you about and | will also take you briefly
t hrough some informati on about our experience so far
with respect to | egal services.
| know there is an interest in |egal

prof essional services, so |I'll address the |ega
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services piece of that for ComEd and for Exel on.

In 2005 the Exelon | egal department
established the Awareness Action and Assessnment
Program a AAA program that was the cutting edge
initiative to reward law firms that embraced
di versity inclusion.

The program incentivized the
maj ority-owned firms to hire diverse attorneys,
women attorneys of color, now also attorneys with
disabilities, and attorneys that identify as LGBT.
This allows us to meaningfully enploy those
attorneys at majority firnmns.

As part of the program we track
mont hly the amount of | egal spend with diverse
ti mkeepers at the majority law firms and we break
it down by attorney role, so partner, associate.
That allows us to insure that the firms
utilization, engagement of diverse attorneys is
meani ngful, that it will lead to their advancenment
within their firmw thin the profession, that it
will feed the devel opment of the next generation of

di verse attorneys and enable contributions by the
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di verse attorneys at the highest |evel of case
strategy, not just in terms of roles.

Our firms track and report annually
to our |legal department on their overall diversity
performance, both for metrics, as well as the
organi zation, on matters relating to ComEd and
Exel on, and we recognize top performng firms
t hrough an annual diversity honor roll that further
incentivize firms to hire diverse attorneys.
Consistently nore than 30 percent of preferred
majority law firm spend has been with diverse
ti mkeepers.

We are proud of the AAA Program It's
been recogni zed nationally as the best in class for
corporate | egal department prograns.

We are also commtted though to hiring
and growi ng spend certified MABE | aw firns. I n 2009
Exel on was one of eleven corporations that |aunched
the inclusion initiative which recommended spendi ng
at least one mllion annually with MABE firns.

ConmEd is a major contributor to those firms. W

utilize seven MABE law firms and in 2016 net
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1.3 mllion with those firns.

We recogni ze though that when it comes
to ConEd's regul atory | egal work, there has been a
gap with respect to MBE firns that practice in the
area, so today we are excited to announce our
m nority regulatory law firm partnership initiative
where we will partner with Tristan & Cervantes and
Johnson Bl unmberg & Associates to help establish and
grow their regulatory expertise.

Let me tell you a little bit about
what that programis going to |look like. To insure
t hat ComEd has the best combination of performance,
cost, delivery of |egal services, we have devel oped
a pretty extensive program roughly |ike the
construct program for the trades that M chelle
tal ked about, to give the firms intensive education
compared with contenmporaneous real goal | egal
practice.

Both MWBE firms will work alongside
| ong-standi ng established firms, such as Rooney,

Ri ppi e & Ratnaswamy, and we want to recogni ze and

appl aud those firms that meet the comm tnment for
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partnering with us on this program G ve me one
second.

Al'l you folks raise your hands. W
have got all three. W have got Johnson & Bl unberg
here. We have got Tristan & Cervantes here.

(show of hands.)

Thank you very much. Thanks for being
here. We are really |looking forward to this.

We are excited to integrate the skills
that these new MMABE firms will bring to our practice
and see the new ideas that will arise fromthe
partnership between MABE firms that have not enjoyed
the practice in the regulatory area and those firnms
t hat have nmore experienced in this area.

So there's really kind of a four-prong
effort, maybe one of the biggest one here. So the
ConEd | egal team has devel oped a training curriculum
focused on key regul atory areas, so ratemaking, rate
design, and energy efficiency, et cetera.

Second, the participating firm will
be the result of studies consisting of core and

fundamental must reads to understand the regul atory
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| andscape, for exanmple, the Energy Jobs Act, as well
as the material that focuses on utility
infrastructure, cost of service, and, of course,
structure and procedures here at the Comm ssion,
whi ch may not be famliar to firms that have not
been in practice in that area.

Third, we are pairing the firms, as |
said, with experienced counsel on life matters,
whet her it's actually practice together side by side
commensurate with their abilities, which we know
will grow quickly and their involvement wil
continue to grow on the matters when they're
partnered with more experienced firms.

The fourth piece is we're assigning an
i ndependent mentor to each of the firms and mnority
| awyers that are being sort of trained here and
brought al ong sonmeone that they could go to in
confidence to ask questions, seek guidance, not to
the client, not confirmng that their partner is
al ready experienced, but somebody where they can
really get just the kind of support that they need.

We think that that's going to add a lot to the
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process.

So our goal is to educate and devel op
regul atory attorneys of color at MMBE certified | aw
firms who will help create a pipeline for other
attorneys of color to join those firnms, grow in
their capacity to do work, to work for other
st akehol ders in our industry, and advance their
profession in these areas.

Our initial partners are just the
begi nni ng of the program that we think has the
potential to make a real measurable impact on our
pr of essi on.

We are pleased to be | eaders within
Exel on's | egal department on this -- on behal f of
ConmEd, and our | egal department will continue to
find ways to expand new progranms to other
specialized practice areas at other Exel on
busi nesses.

So |'m happy to say, as | said, that
our partners are all here with us today, and thank
you very much for letting me share this with the

Conmm ssi on.
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Now I'"Il turn over to Ozzie.
PRESENTATI ON
BY
MR. GODI NEZ:

So, first of all, thank you for the
opportunity to be here. It's actually not often
that a marketing advertising guy gets to sit in and
be privy to these conversations, so it's really been
rewarding to nme, and really as a cross-cultural
mar keti ng agency, whose sole purpose is to help
transcend this sort of mnority-seeking regul atory
journey into the marketplace, you know, that is
central to who we are as an agency. Di versity
inclusion is part of our DNA and that's been sort of
the theme here. That is really who we are.

Just a little bit about me, | am CEO
and owner of PACO Collective, a digital
full -service, cross-cultural marketing agency. It's
sort of a mouthful. We provide ComEd with
advertising services, strategic planning, that sort
of thing.

Odds are if you have seen a TV spot or
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a billboard, ComEd TV spot, ConmEd bill board, and
even a novie trailer, we probably worked with the
ConmEd team to produce that.

A lot of the work revol ve around
energy efficiency that the U S. market -- that
rolled out, that sort of thing, so it's interesting
because the conversations here have been sort of
fascinating for me because we started essentially as
a sub on a smaller program doing Hi spanic marketing
and outreach.

We started as a Hispanic focus shop.
Our work has since evolved with ComEd. W really do
provi de services beyond just educating Hispanic
consumers. We are actually now doi ng what we woul d
call full services and have become a tier one
supplier nore or less for the last five years, and
so the scope of services have grown, the amount of
exposure that we were able to actually have as a
result of working we have produced for some of our
earlier prograns have afforded us the opportunity to
work with a wi der variety of members at the ComEd

si de.
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So for us what's happened is this sort
of nurturing process in terms of taking advantage
and fully working with the ComEd team to grow our
busi ness, because we were able to take -- we started
basically our work with ComEd with 20 fol ks on ny
team We are now al most 50.

We doubl ed our office space. Qur
revenue went up significantly 75 percent with ComEd
as well, and so what that has done nost recently for
us, and we are very proud to say this, is we just
made -- actually I found out two weeks ago -- we
made Crane's Fast 50 list, and | cannot underscore
the i nportance that ComEd made in that very process
for us.

You know, we also as now a tier one
supplier it is our duty obviously to insure that we
are partnered with diverse partners, and so we worKk
with American Agency (sic), we work with Erie
Mar keting Services, a women-owned business, and a
sl ew of other m nority-owned providers and so it has
sort of come full circle for us.

The other thing that's really
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interesting for us is culture and diversity is part
of the DNA of who we are. I f you go to our website,
|'"d like to say we are |ike the United Nations of
advertising agenci es.

One of the fundamental things that has
happened for us is the lens through which our team
sees the marketplace. W are going to a
m nority/majority marketplace very soon and in some
areas in Chicago it's already there, and so we are
very active in the community.

We are on several boards really
focused on education, child advocacy, things of that
nature, and really one of the -- I'll just |eave it
at this. Really the evolution of the marketpl ace
has al so been very correlated to our growth --
busi ness growth really with ComEd.

So, you know, this sort of evolution
over the last five years has happened pretty
qui ckly, but, you know, for us it's been an awesone
experience, and, as an entrepreneur, | kind of don't
know a lot, so | think we've worked really well with

our ComEd folks to sort of help and push us al ong
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really and help grow our business in a way that's
been very tangible and rewarding to the comunity as
a whol e.

So thank you very much. | "' m happy to
answer any questions that you have.

COMM SSI ONER MAYE EDWARDS: | have so many
guestions, but we are really out of time, so I'llI
just ask two.

So my first question is you talk about
your spend. As | was going through the report, |
just was wondering, because | noticed it seens that
t he anount of diverse spend would have nmore than
what's in this report, specifically African American
busi nesses and Hi spani ¢ busi nesses would have the
exact same dollar amount. So | was wondering if
maybe there was a strategy to get started
year to date.

MS. PRAMAGGI ORE: That's just what happens
here. | think, you know, when | | ook at our spend
it's rated for a day and it's probably 54 percent
WBE and 45-ish mnority spend, and the mnority is

| argely split between Hi spanic and African Americans
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a little variation of a spend about 2 percent, and
that's really just the way it evol ved.

| f you | ook back from 2014 to 2015, we
had about an 80 percent increase in African American
spend, about 45 percent in Hispanic, and that sort
of pl ateaued this past year, and |I think sonme of
that has to do with the way our work came through.

We were finishing up -- we peaked on
El MA. We happen to have a big wonen's firm doing a
| ot of the underground work, and so |I think that we
were just trying to get back on. | think there's an
area of attention -- an area for our attention there
goi ng forward, but that just sort of, you know,
happened to conme out that way.

COMM SSI ONER MAYE EDWARDS: Okay. And $777

mllion, wow. What's next after ElIMA? Because

there's going to be a significant drop.

MS. PRAMAGGI ORE: Yes. | think what we have to
do is -- so our spend will come down. It's about --
| ast year it was about 2.6 billion in capital

expenditures. This year it's going to be about 2.2.

It starts to plateau at about 1.8 and that's what we
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see over the next few years in that range, so it's
not -- it's a drop. It's not as dramatic as you
m ght think

So | think the goal is each of the
great platfornms to get into some areas where you
don't see a lot of diverse firms working. Ener gy
efficiency is one of them and it's a great
opportunity to take firms and projects |ike voltage
optim zation where it's new and you can actually
teach some of these diverse firms, you know, put
them on the cutting edge, because they're involved
in something that's new, and then you give them a
pl atform for going around the country and sayi ng,
hey, on my resume | have one of the biggest
mul ti-optim zation programs in the country at ComEd,
give them some bragging rights.

So I think what we're focused on is
continuing to increase the percentage of the pie.
The pie's going to taper off a bit, but increase the
pi e.

Qur goal this year is 36 percent, nove

from 33 to 36, and make sure we're getting into
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areas where there's opportunities where we've seen,
you know, a |lack of diverse firms and then also to
move with some of the more innovative projects to
open the door there. | think that in a nutshell is
how we' re goi ng about it.

COMM SSI ONER MAYE EDWARDS: | think that's one of
t he questions Veronica nmentioned and was so
fasci nating.

Specifically, you tal ked about the
majority law firms and how you al nost require or you
are looking to see if they're using diverse numbers
of the firms as well.

How do you do that? Because having
been at two large firms, | remember seeing a room
full of projects where there were just Caucasian men
or even a couple of women, but they were all
Caucasi ans. s it billable? Can you identify it?
How does that work?

MS. GOMEZ: So it's up front and then it's in the
reporting as well. So we are very explicit about
our values and our priorities with our firms.

So when we have a new engagenent that
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we are talking to a nunber of firms, we decide who
we are going to hire, we sit down and we say whose
teamis it going to be? | want to know all about
the team so it sort of takes on a life once you've
got a relationship, but that's how we start, and we
are very prolific about how we manage staff, and
then as the relationship devel ops, and they become
commonpl ace, we | et people know at Exelon the firm
we will be working in. That's just a conversation.
We don't need to tell them We know the questions
we are going to ask and what our expectations are,
and then we have ongoing reporting.

So, yes, we report by female, |awyers
of color, as well as now we are checking people that
are identified as disabled, partners and associ ates
and, as | said, you know, it's inmportant to us that
we're not just playing the numbers with kind of a
revol ving door of |awyers that the firms didn't
truly represent and a client aren't particularly
invested it.

It's important to us to see people put

on a team that works for us to continue to progress,
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grow, |earn, make partner, start their own firm you
know, all the things that are in our profession are
people's aspirations to define success within the

pr of essi on.

So we want to support that very
activity, so we neet with our firms. Annually we
have an official sort of sit-down. We go through
the metrics and we rank them and we tell them how
they're doing conmpared to the other firms.

We have been fortunate. Our partners,
you know, understand and agree with our priority.

We don't have a lot of hard conversation, but we do
someti me have conversation when we say we think is
an area of where we |like to see progress, how can we
hel p you, how can we help you partnering with, you
know, bringing -- you know, let me go to lunch with
your new young, you know, |awyer of col or. Let me
pair them up with somebody in our department that

t hey can sort of learn from Let's | ook at a bona
fide -- let's work on some projects or work on
community projects. It's really investing time in

t hose relationships is the whole thing. At the end

170



10

11

12

13

14

15

16

17

18

19

20

21

22

of the day, we're very active and we're very
del i berate about it.

COMM SSI ONER MAYE EDWARDS: That's fabul ous.
Everybody of diversity, you know, and everyone's
wal ki ng the walk, and that's really a significant
way to appreciate it, particularly in the | egal side
of things we don't see that often, and, you know, |
think it's really one of the best things to come out
of this. | "' m surprised we don't see policy formed
in best practice sharing.

Woul d you share what you think -- what
are the incentives for the majority firmin doing
t he pipeline progran? Have you ever seen push back
or --

MS. GOMEZ: Wk don't -- well, we have really
willing, commtted partners, which we think is
terrific, obviously, sonme of that, because we now
have a stable of law firm partners that know us as a
company and understand our priorities. W knowit's
good for business, the same business they make for
t hensel ves. It's a commtment to val ue that we

share, and so there's no elections at all, but we
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recognize it is a commtnent, a real comm tnment of
time and resources, so we appreciate it. W work
with firms -- and really the kind of coment that
Anne was tal king about how inmportant it is the
support we get fromthe Comm ssion how that hel ps us
in our own worKk.

It's sort of simlar when a client
like me says to a firmthese are my expectations.
It really helps all the people in the firmthat
understand and get it to the conptroller today to go
to the firm managenment, some of whom may not be as
sort of a practice or have as much of their own
professional histories sort of thinking about things
in this way and to say you need to understand how
i mportant this is.

It's a very sinmple case where we have
a client that says tell us how we see the world and
when you do come along with us and do so, we have
those allies in our programto help pronmote that.

So, you know, what's in it for the
partners that are helping to bring along different

firms that at the end of the day things are -- all
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t hose things help nmove us all forward and have the
same value that's inmportant to us.

COMM SSI ONER MAYE EDWARDS: Okay. That was five
guesti ons.

MS. GOMEZ: And nmy goal is not have a | egal spend
of $777,000 this year.

COMM SSI ONER ROSALES: | have a question for
Ozzi e. You didn't know we were going to have
guesti ons.

MR. GODI NEZ: No.

COMM SSI ONER ROSALES: You say you were a sub.
Who were you a sub for?

MR. GODI NEZ: | subbed for Leo Burnett.

COVMM SSI ONER ROSALES: And where are they now,

your firn?
MR. GODI NEZ: They're still part of the agency
that | worked on with.

COMM SSI ONER ROSALES: One of the secrets with
tier one they never tell us about, there's always
ki nd of whispers, especially the marketing.

They get a little intimdating when

you come out with tier twos and they beconme tier one
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and beconme, as you said, full service, whereas,
their job was full service, and sonme places are nmuch
more solid than others, but marketing tends to be a
little bit nore nervous about that. | appreciate
your saying that.

The second question was -- and nore of
a concern why | questioned it -- | think what you're
doing with putting that together is outstanding.

That was one of the gaps when | came here was on
professional services, so | really appreciate your
putting that together and breaking that down.

So now that | see Sam Ramirez in the
back, how do we -- how do we do that with capital ?
What do we do?

MS. PRAMAGGI ORE: Again, | think there's a
couple of -- I think we are nore and more focused on
t he professional services, and we have heard you.

There's been |I think some progress |

will say on our pension fund. Again, this is at the
Exel on |l evel. They get the message through. W' ve
got about $2 billion in assets that are managed.

ei ghteen (sic) percent of that is with the American
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Funds.

The Conmm ssioners had questions about
portions of the American Funds, so a pretty big,
si zabl e chunk of mpney, so there is work going on
t here.

We do a binary credit reporting every
year. At the ConEd level, it's about $34 mllion
and what that does is it brings in mnority firnms.

It has them basically ready should we need to draw
on that credit facility. They learn to work with us
and, again, they get sonme resune building materi al
and frankly working with a company |ike ours that
has good capital needs and has | earned how to work
on a credit facility |like that, so that's something
we have been doing for several years, but | think
there's more that can be done.

What we will often do when a firm
conmes to me is | refer themto a couple of places,
one is MyOwnCf oj enniferbit and then Jack Thayer, the
Exel on CFO, to make sure that they get a hearing and
they're constantly | ooking for opportunities to

build that credit facility. That's one way to do
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it, also, |ooking for other opportunities in areas
| i ke managi ng pension assets or, you know, other
sorts of capital needs.

COMM SSI ONER ROSALES: | don't mean to put this
on you. | just add this is a much nmore | arger
gratification, but there needs to be a way, because
that's another gap that we need to address just |ike
we do with the law firm so | don't know if there's
a better way of going about it.

We, as a Comm ssion, have tal ked about
a scorecard in that capital area, but there's a gap
there that needs to be addressed. W are really not
sure, so we are |ooking to you for help on this.

How do we go about expanding this so
t hat others are partnered in this?

MS. PRAMAGGI ORE: And what | m ght suggest as a
starting point is we could break down for you al
the different financial requirements that we have,
so we have pension dollars, we have credit
facilities, we have, you know, different --
different sorts of capital needs. W go to the fed

mar ket. We could start by laying out for you what
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t hose different financial needs are and, you know,
sort of take a | ook at what that is.
|'"ve got a little bit of a breakdown
in -- Exelon puts out their annual report. It is
just about there. You know, one of themis a
Certificate of Deposit in an area we have got about
$28 mllion in that, credit facilities 129 mllion,
and | mentioned $2 billion under managenment in our
pensi on fund.
So we could certainly start by

breaki ng down those needs and then giving you a
sense of what the diversity |ooks like today and,
you know, set some goals going forward.

COMM SSI ONER ROSALES: | woul d appreciate that
very much. So --

MS. PRAMAGGI ORE: You bet.

COWMM SSI ONER ROSALES: Thank you all for your --
t hank you.

MS. PRAMAGGI ORE: Thank you.

COMM SSI ONER MAYE EDWARDS: Thank you.

COMM SSI ONER ROSALES: Next is we are going to

ask Bruce Hauk, President of Illinois American
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WAt er . Bruce, would you come up.
Woul d everybody get out of the way of
Bruce, please. Thank you.
Bruce.
(slide presentation.)
PRESENTATI ON
BY
MR. HAUK:
Good afternoon --

COMM SSI ONER MAYE EDWARDS: Good afternoon.

MR. HAUK: -- Chairman, Menbers of the
Comm ssion, | have got seven slides. | think you
all have copies of that so I'll try to make ny

comments short and succinct.

Carrying on fromthe nost previous
conversation regarding professional services, and
rem nd you that the presentation that was given | ast
year from John Rogers from Ariel Capital about
professional services focused on that.

On Slide 2 you will see not only did |
serve as President of Illinois American Water, |

served on a six nmenber investment commttee for

178



10

11

12

13

14

15

16

17

18

19

20

21

22

Ameri can Water's parent conpany, and nost recently
in June of 2017 we were able to change from fund
manager to a portfolio managing a hundred mllion
dollars of retirement and pension funds, so we're
very excited about that. That represents about

80 percent of our total portfolio, so we are excited
about that.

Movi ng on to another acconpli shment
that | want to recognize, Jerry Garth has been
somewhat of a de facto program manager for our
supplier diversity for several years now. Formerly
he took the position of this year reporting to nme,
SO we are excited about that transition as we have
been di scussing diversity and inclusion as a journey
for us.

Not that it's part of the report, |
al ways bring up the fact that diversity inclusion is
beyond just procurenment. For us, it's a strategy
and critical with several of the coll eagues.

Over the | ast three years we have
significantly imroved hiring internally and

externally. In 2015, 67 percent of our external
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hires were diverse; in 2016, 58 percent, so we're
very proud of that and will continue that journey.

As Comm ssioner Rosales said, it's al
about the nunbers, so let's talk about the numbers.
In 2017 or 16, $41.8 mllion of total spend
di versified.

In this session | heard the inmportance
of how much of that spend is localized in the State
of Illinois and I went back to do the math on that.
91 percent of that 41 mllion 38.1 mllion was with
certified vendors in Illinois.

It's been a journey for us. It wasn't
too Il ong ago we had in 2014 when we started this
just under 4 percent. In '15 we were under 12, and
we | anded at 27.43 percent for 2016, but the devil
is in the details as we heard earlier.

OQur total diverse spend is sevenfold
from where we were in 2014 to our MABE spend is
sixfold fromwhere it was in 2014, but our strategy
movi ng forward is how do we nove the needl e on MABE
spend as it is very |low and needs to grow.

We require and are bidding that
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25 percent of the contracts awarded have diversified
spend and moving forward we are going to require
that 10 percent in that 25 percent be MBEs, so
that's our strategy as we |l aid out our strategic
plan for this report out.
That's all | have to share and wil |l
answer any questions that you have.
COMM SSI ONER MAYE EDWARDS: That's fabul ous.
Thank you
MR. HAUK: Thank you
COMM SSI ONER MAYE EDWARDS: Now | would like to
i ntroduce you to Melvin WIlliams, President of Nicor
Gas. M. WIIliams.
PRESENTATI ON
BY
MR. W LLI AMS:
Good afternoon. "1l forgo the
i ntroductions since this is my second bite at the
appl e today, and |I'm going to be very brief. I n
fact, 1'll start by saying everything we are doing
is not reflective in either our reporting or this

overview, and we welcome the opportunity, as we have
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said |last year, to engage in a meaningful dialogue
around the structure, around the reporting, the
content to consistency, the measurenment, and we | ook
forward to facilitating that or incorporating that
as part of our overall MBE strategy.

Over the | ast couple of years, we have
made sustai nable progress in Nicor Gas not only
around our overall quantitative performance, but we
have made a consi derable inprovement in ternms of the
tone and the expectations that we expect around
busi ness diversity.

| said |last year that our vision

around business diversity is not a program It's
not a priority. It is an organi zati onal val ue that
is a strategic business inperative. It cannot be

more clear in terms of why that's inmportant for the
overall consistency and sustainability of our
busi ness diversities -- supplier diversity effort,
and I'll go off script just a bit.

| know you've heard a | ot of dialogue
around both the chall enges and opportunities and a

nunmber of different dynam cs associated with this
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path that we are on around continuing to advance
this m ssion.

There is also sone realities that
t akes place in every organization and we seemto be
able to create narratives around what those
realities are.

| tal ked often about there's three
m sconceptions as it relates to the culture dynam cs
associ ated with business diversity.

The first is in order to be able to
partner with diverse partners, that automatically
means that we are going to displace a prime partner,
a m sconception; that we are going to nmeet our
comm t ment around diverse partners that it
automatically means we are going to have to have
price quality, m sconception; and, thirdly, that in
order to be able to meet our comm tment around our
di verse partners that it automatically means that we
return to the whole price of commtment. Those are
the three primary extremes in every organization.

Now whil e these are certainly not

realistic, they're very much real, and so those are
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the things |I think, once again, that we collectively
need to insure that we remain engaged in dialogue to
i nsure that the fundanmental understanding from al
the stakeholders in terms of how those play out in
t he organi zation and what we can do collectively to
insure that we are on the path of addressing those
so that we can insure sustainable progress. That's
my off-the-script coment by the way.

Ni cor Gas over the |ast couple of
years, |last year, in fact, $146 mllion spend in
m nority women and veteran-owned spend which is
26 percent of our overall eligible spends. It's
21 percent over 2015, and I'll make a comment about
t hat as wel |.

Whil e we've made sust ai nabl e progress
in this area, in fact, over the last four years we
have gone from a spend of about 4 percent,
$8 mllion in five years -- 8 mllion to about 26
percent $146 mllion, but it's not necessarily a
| i near progression in terms of how that spend wil
occur over the next two to five years.

Again, | will welcome the opportunity
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as we perhaps have an opportunity to talk more about
t hat .

We continue to have a focus, and we
tal ked earlier, about professional services. There
is significant opportunity in terms of | think
macro, gas, as well as the other utilities, in terms
of where the opportunities are in that area.

We are | ooking at creating scoring
mechani snms to insure that we have expectations
around all aspects of financial, |ooking at | egal
and other areas where we know that we've got a gap
around opportunities, and those are going to be the
areas where we are going to focus on.

"1l talk a little bit about the
strategic plan. "1l only hit on just a couple of
qui ck points with respect to that. We are
continuing to evaluate our diverse pipeline and
seeking to devel op stable relationships through our
sourcing process, so this is not about bringing
dozens and dozens of partners into our business.
It's about creating strategic alliances that beconme

sust ai nabl e over tine.
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In fact, | said, and I'll continue to
say, it's our mssion really to create those
strategic alliances that will know how to be able to
do business with Nicor but at sonme point they wil
outgrow Nicor in terms of being able to do business
in much small er markets, so we have seen some
successes around that.

We have partners that are not only
doi ng business with Nicor, they are now doing
business with the other utilities as well, and that
is, in fact, a measurable result of our efforts
t hrough the -- our efforts to participate through
| UBDC.

Secondly, we continue to work with our
primary partners. | know there's been a | ot of
di scussi ons around that, and we work very closely
with our prime partners and all our prime partner
pi peline, so we engage, particularly our top ten
prime partners, in terms of not only insuring that
t hey are going to have our business inmperative, that
t hey have a fundamental understandi ng of what our

goal s are.
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Our expectations five years ago when
we started this was that we weren't necessarily
starting themon track with a mandate in ternms of
performance but our expectation was that they'll
continue to go in the same manner that we do.

Now t here's been consistency anmong
some of the prime partners. There's not necessarily
been consi stency around others, but the ongoing
engagenment and expectations we are continuing to see
progress and we'll continue to see progress in that
ar ea.

The other thing that we have done
i nvolve through outsource process. W have a
requi rement that our prime partners have a m ni mum
expectation of 20 percent spend on all source
projects and that number will continue to increase
over time as well.

We al so do a post-project review to
insure that those results are consistent w th what
we have included in our RFP process.

We will continue to review that to

insure that those expectations alone not only what
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we have said set as a bar for our RPF that we are
consi stent with what the expectations are.

And, finally, you know, we have

continued to see year-over-year inprovement. W
will continue to set aggressive strategic goals and
pl ans and we will continue to insure that we're

meeting our values and comm tments around business
di versity, and we wel come the opportunity for any
guesti ons.
CHAI RMAN SHEAHAN:  Any questions for
M. WIliams?
(No response.)
Thank you, sir. That was great.
Our final utility vendor is Charles
Mat t hews. Charl es.
PRESENTATI ON
BY
MR. MATTHEWS:
Thank you, Chairman. Good afternoon,
Comm ssi oners. Exactly where | want to be. " m
going to sit here because | hate to be sitting next

to the door and be the | ast speaker. | got a
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feeling there's going to be a beeline for that door
here shortly.

Let me also thank all of you.

COVMM SSI ONER ROSALES: We have a round table.
(laughter.)
MR. MATTHEWS: | am going to trust you on that
one.

Let me thank you all for your
attention to this very inportant area and, nore
i mportantly, for your support.

Let me al so thank you for reinventing
this formt. | know | ast year when we met there was
a |l ot of discussion about how do we make this nore
constructive, and | thought today so far certainly
that it had that fit, especially with participation
by the stakehol ders. Let nme thank you for that.

| believe | do have a presentation and
| feel obligated to those numbers how quickly they
got themto me, about six or seven, maybe eight.
| have with me Jennifer Morrison, who is the brains
behind this operation. She's our supplier diversity

manager for Peoples Gas and North Shore Gas.
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The reason | feel conpelled to go
t hrough sonme slides, because | remenber vividly | ast
year | communi cated that we were building a
foundati on for sustainable and viable supply
diversity initiatives, or SDI, and that our
rebuil ding process was on the heels of |losing a
maj or DBE supplier that accounted for 43 percent of
our spend.

| also indicated that the foundation
woul d be built around identifying |ocal suppliers,
especially in the construction and restoration
areas, that can provide service on a conmpetitive
basi s.

' m here to tell you today foundation
has been built and the rebuilding process is well
under way. More importantly, I'mhere to tell you we
met our 2016 goal

In 2016, 17.8 percent of our total

procurement spending went to diverse suppliers.

Thi s exceeded our goal of 17.3 percent. The
approximately $70 mlIlion of spend represents an
increase of $11.7 mllion over our 2015 actual
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spend.

When adjusted for the contractor that
is no |l onger part of our SDI program our results
are showi ng consi stent growth over the | ast four
years, and | think this is what Dr. Coleman talked
about going in and | ooking at the trends, and we're
very pleased with that trend.

The best indicator of our progress is
the MBE results. $47 mllion of our approximtely
$70 mllion spend in 2016 went to MBEs. This
represented 67 percent of our diverse spend. W
spent six times what we spent in 2013 and nearly
doubl e the spend in 2015.

Prof essi onal services spend of
16.7 mllion represented an increase of
approximately a hundred percent over 2015 results.
The growth was primarily in the areas of engineering
and consulting services.

We will continue to highlight
opportunities for growth at our supplier diversity
symposi um on July 25 where we'll discuss our five

year plan for the procurement of professional
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servi ces.

Last year | tal ked about the
i mportance of increasing our secondary target from
5 percent to 20 percent. In 2016 our prinme
suppliers achieved an average of 14.4 percent tier
two spend. This resulted in tier two spend of
approximately $31 mllion, an increase of $7 mllion
over 2015.

We made deliberate choices to
reall ocate work when prime suppliers were not
showi ng progress toward meeting our second tier
target. Second year spend will continue to
play a critical role in the growth of our SDI
program

| will talk about some broader
chall enges in the next slide, but let nme say up
front, and maybe | shouldn't say up front and maybe
| should change this, but our biggest category
challenge is in the area of WBEs, and |I' m thinking
about changi ng some of the words from Dr. Col eman,
but spend for mnority women increased by 3 mllion

in 2016.
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The approximately 22 mllion spend
with non-mnority women represented a $10 mllion
decrease from 2015. Going forward we will put
additional focus in the areas of capital
construction, restoration, and engi neering services
as these are areas that represent the greatest

opportunities.

Again, | take a lot of confort that
we have gone to our MBE. | certainly nmean it. My
goal -- our goal is to grow all the categories

continuously. So this is an area that we have been
chal l enged in and we certainly will put a |ot of
effort into doing better going forward.

Now |l et me tal k about the continuing
chal l enges that impact our ability to spend across
all categories. The underground construction area
where significant opportunities exist is a very
capital -intensive industry. This has severely
limted the nunber of diverse suppliers
participating in this area.

Anot her area of opportunity is our

capital i1inprovement work at our gas storage and
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transm ssion facilities. The highly specialized
skills and equi pment required to do this work has
created barriers to diverse suppliers as well

We will continue to identify and
devel op more diverse contractors in both these
ar eas. Preferably within the state, however, we may
have to expand our search outside the state to
ensure continued growth of our program

And |l et me just say that we have
j oined Pack United Way and Chicago United Five
Forward Program as well as we have two prograns --
two conmpani es that we have entered into their
program and certainly they will help us address sonme
of these chall enges.

| just mentioned our --

COMM SSI ONER ROSALES: ' m sorry. Your third
poi nt was market conpetitiveness. s that an area?
MR. MATTHEWS: Yes, that is a good point. That

is anot her area of market conpetitiveness, nmeaning
just having them be able to participate
primarily through our RFP process with the

conmpetitive bid; however, we do use the best val ue
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approach quite often to sort of level the playing
field and acknowl edge all of the value that the
supply diverse suppliers bring.

COMM SSI ONER ROSALES: | didn't want to stop your
presentation, but | do want to come back, because
this is what we are |ooking for is how do we help
you in this area, so we will come back to the
subj ect.

MR. MATTHEWS: Okay. Now | et me tal k about
continuing challenges that inmpact our ability to

spend t hroughout all categories.

The underground construction -- |I'm
sorry. | ' m goi ng back. Let me go to the next
slide. | just mentioned our intention to build our

MCI Program with |ocal vendors first, and in 2016 we
were very successful at utilizing |ocal vendors.

We are proud to have spent 86 percent
of our dollars with vendors located in the State of
Illinois. This has been an intentional focus for
Peopl es Gas and North Shore Gas, and we plan to
continue utilizing both |ocal suppliers when

possi ble to maxi m ze the |ocal econom c inpact.
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Wth that, | conclude my presentation.
Again, | thank you for this opportunity to provide
just some highlights of our 2016 SDI story, and now
"1l take questions and | may have to get Jennifer
to help ne.
COVMM SSI ONER ROSALES: This m ght be for the
roundt abl e. | appreciate hearing the chall enges
t hat you have, and this is our responsibility as to
how do we hel p you. That's why we want to perhaps
do this as a roundtable.
Dr. Col eman, do you agree?
DR. COLEMAN: ' m sorry?
COMM SSI ONER ROSALES: | was asking you --
CHAI RMAN SHEAHAN: \Why don't we do this as a
roundt abl e.
Any ot her questions for M. Matthews?
(No response.)
This is kind of a natural place to
take a break, so let's take a 10-m nute break.
We'l|l come back at 3:25 for our corporate executive
roundt abl e.

(Wher eupon, a 10-m nute break
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was taken.)

|f everyone will take a seat. W are
going to invite our conmpany executives to come up
front.

M. Col eman, Comm ssi oner Edwards is
going to |lead the discussion.

COMM SSI ONER MAYE EDWARDS: Thank you again to
our utility teams for their presentations.

We will now nove into the final |eg of
this policy session, and that is a brief roundtable
at which all | eaders and Dr. Coleman will join us
for our brief discussion.

Now we have | earned a | ot of great
i nformation today, and my first question, and ny
fellow Comm ssioners will also as well will have
guestions, but | wanted to ask you before you
respond to the comments you heard earlier by recent
remar ks, as well as Dr. Coleman's recomrmendation for
a template and structure, | know in the past we
tal ked about getting uniformty to the reports and
for a variety of reasons | think it hadn't always

been on the sanme page, but | think what | appreciate
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most about this state and the way we do things here
is that it's really a collaborative partnership and
t hat was one of the purposes of the goals of
creating the I1UBDC really to work together.

| I'i ke what we have going here and
what we are doing, but we really want to be on the
same page, and as we continue to progress, and
advance, and try to inplement 5-117 that there are
some things that we noticed to put in place, and |
know there are sonmeti nmes obstacles where you feel
like they're not make it seem conplied with. | want
to make sure we are all on the same page.

What are your thoughts on a structure
templ ate as far as the reporting requirenments go,
more structure regarding the reports related to the
definition | think that was mentioned as it rel ates
to, you know, some of the other -- | think it was
trends and those types of things, and al so sone of
the comments that we heard this morning.

Some of those, just to refresh your
memory, were that for 1UBDC is really doing really

great, however, very, very general, so maybe you'll
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have -- Melanie m ght have mentioned in your
reporter that you have a need for 400 diverse
busi nesses. How are these businesses get one-to-one
interaction, maybe they're comng to the event and
they're not necessarily followi ng up or follow ng
t hrough.

| heard people say it's difficult.
It's a catch-22 process of a |lack of access as
mentioned in your report. You need a happy medi um
to be able to present or are able to come and have
access to capital. Oftentinmes they can't get access
to capital. Nobody is going to give them a chance.
They col |l aborate with businesses, therefore, they
don't have a | arge bal ance sheet, so it's a
catch-22.

So do you have a response to sone of

t hose questions, we would greatly appreciate it.

MR. W LLI AMS: Let me start by saying,
Dr. Col eman, thanks for your remarKks.
COVMM SSI ONER MAYE EDWARDS: M. WIlliams, | don't

t hink your mc is on.
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MR. W LLI AMS: It's green. Greener now.

(laughter.),

| nterestingly enough, |I'm col or blind.
(laughter.)

Once again, let me -- Dr. Col eman,

t hanks for your remarks and your report, and | think
| can speak for my coll eagues conceptually that we
remain open to creating a nore consistency
structure, the content around reporting, the

anal ytics associated with informati on being provided
to insure that we are all consistently reporting
around that.

But even nore inportantly, we remin
open to engaging in the dialogue around all of these
t hings and that we don't wait another year to make
an assessnent or get input around that but we're
doi ng that consistently either through the form of
the I UBDC or whatever platformthat we deem
effective in terms of being able to do that.

| think it's inmportant that we
understand in terms of the expectation around the

reporting as it relates to measurements, and
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gradi ng, and how ever we want to describe that, that
all those things | think it is important that we
understand also what it means to be a regul ated
utility, and what the conpliance requirements are,
what the regulatory requirenments are, what the
Iimtations and chall enges that we have, and all
facets of our business, that there's a fundanmental
under st andi ng of what those things mean, how that's
represented to insure that we can remain on a path
of understandi ng, how that reporting and how it is
being utilized.
We said this last year in that we

wel come the opportunity and perhaps the take away
fromthis session is that we can find exactly what
that will |1 ook |like over the next 12 nmonths and what
t hat engagement will | ook |ike.

COMM SSI ONER MAYE EDWARDS: Thank you.

COMM SSI ONER ROSALES: Who would own that? How
do we get that done? | want to make sure it gets
done.

MS. PRAMAGGI ORE: So | guess there's a question

or there's sort of a couple of things, | think two
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buckets. One is goal and criteria and another is
just data production, and you are |ooking for both,
| think, and some consistency in the data

producti on. "1l just try to find a |level --

COWMM SSI ONER ROSALES: We want apples to appl es,
and so |I'm understanding fromyou all that it's the
goals and criteria, because there's sonmewhat
anmbi guous. It's hard to get data straight. W are
| ooki ng for apples to apples. W should not have to
go through what we did this year in Page 31, Page
62. It should be very clearcut as Dr. Col eman
tal ked about.

MR. MATTHEW.  First of all, |I know we made and
had an attenpt at trying to create some uniformty
in the reporting, so | think -- and |I thought we
were there or close, so maybe it starts with getting
some feedback, specific feedback as to where the
di fferences exist, because this is the first tinme
| "ve heard of this today.

COMM SSI ONER MAYE EDWARDS: The first time you
heard the reporting was consist?

MR. MATTHEW Yes.
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MR. W LLIAMS: You know, it would rem nd us that
we have been on a journey with regards to reporting.
The first several reports we all realized that there
wer e individual reports fromeach utility and there
was no consistency in ternms of structure, format,
content or metric. That was kind of iteration one.

Next year what we did was to at | east
try to have an outline in terms of what these
reports would | ook I|ike.

Again, | would rem nd us that part of
the challenge is in terns of where we get
informati on at each OF our respective utilities, the
content of that information and |inks around it
while it's different, but in |large part we can
gather information to continue to create a |evel of
consistency in terms of the reporting.

| think the next generation really we
work very closely with Comm ssion staff to insure
that there was at | east some fundament al
under st andi ng of what all those reportings wil
entail and, once again, we still in this area how do

we get nore consistency.
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Once of the things that we are going
to have to insure that we align around what is the
expectation around reporting specifically and how do
we ensure that the different utilities understand
exactly what the expectations are, where there are
gaps, how do we understand how we begin to close
t hose gaps, and what the tim ng around addressing
t hose gaps, what do we see over the next year or so
that we'll continue to be nore consistent in
devel opi ng the reporting.

But | think the point that was made
earlier, it's not just the format or the structure.
It really is the content, the instrument, and all
the things how we are going to measure in ternms of
progress.

Are we consistently reporting those
measurenments and our progression in the same manner
and are we consistently insuring as we continue to
grow in all areas of diversity that we are doing
that in a very uniform manner, but we are aligned
with all our stakeholders to insure that they're

fundanmentally aligned around with what those
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expectations are.

So to your question, Conmm ssioner
Rosal es, so long as we all own it, all of the
st akehol ders own it, how do we insure that we create
this platform around alignment consistency or how
ever we are going to report and what content and
structure that we report.

MS. PRAMAGGI ORE: And if | can just -- if | can
get statistical for a mnute, | think that what we
can probably as a IUBDC group do is to work with
Dani sha and try to put together a proposal or a
templ ate of what you would | ook for.

We are going to have to | ook through
definitions. It's easier than it sounds, but |
think that's the place to start, and to put a
templ ate toget her. This is the data -- this is how
we define tier one and then propose that to you.

The next challenge will be to actually
generate that data in our organization. Since it's
not an easy thing to do in all cases, we are really
pushi ng our organization to give us better data and

deeper and nore granular data all the time, but it's
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somet hing that the conmpanies haven't -- you know,
the tier ones are pretty easy. Once you get past
that, it gets a little bit tricker. W have to push
that in the organization

There may be, you know, a time line in
which we need to sort of -- you know, for
conpliance, but | think we could start with -- you
know, with a coll aborative process anongst ourselves

and, you know, Danisha to start to get that

t oget her.
MR. MARK: | would agree with what Anne and
Mel vin said. | think the one key is maybe wor ki ng

with Dr. Coleman to identify where these gaps and
how we can identify those issues and then tal k about
what are the definitions, if there's differences,
and come to some format on, as Anne said.

| think the difficult thing that we
find is if we can defined -- work out what these
issues will be, come to some consistency or a
templ ate, then spend the time frame for inplenenting
it, and so that we have enough lead time that we

have to make changes the way our data is collected
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that we can do it in preparation for giving you the
i nformati on you need.
| think one of the challenges that if
we are trying to gather that information in a week's
period of time to put it into a report it makes it
extremely difficult, but if we know next year what
this criteria will be, we can start today putting
our systems in place, developing the information
t hat we need, the process we need to collect that
information in a format that we can easily provide
it to you.
So, you know, one of the things is

t hat you can easily get overwhelmed is the data, but
you have so nuch data some times the way it's slice
and di ced becomes very difficult, and so that's the
one thing I would think we are working with, how do
we identify what these are and then tim ng for
i mpl ementing and then we can go back and put the
process in place.

DR. COLEMAN: | would just like junp in here. I
t hi nk you guys are well on your way to com ng up

with a solution to what the Comm ssioners are asking
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for in terms of com ng together and working with
Dani sha to define what a tenplate may | ook |like with
respect to consistency of your data as well.

So | think that you are definitely in
the right direction towards getting there, and I
woul d think that based on the report -- all the
reports that | have reviewed and the data that's
there that you are close in terms of the actual data
recording in terms of tables, and your Appendi x A,
and things of that that nature.

There is certainly a need to tease out
and be cl ear about some areas, some information that
are in those tables, and but that is there. You
just need to be clear about that.

So | don't -- and in ternms of when you
| ook at the outlines for the beginning of your
reports, nost of you are pretty much using the same
outline. Okay. So it's not a big difference there.

Part of the issue is that let's say
you are tal king about tier two spend. Part of that
di scussion could be spread over three different

areas of your report, and so we don't want that
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spread over three different areas of your report.
You want that in one succinct area.

If you are tal king about spending
goal s or your spend history, you don't want the
executive message in certain bodies of the report
and then | ater on as you tal k about 2017 goals, so
you don't want to confuse what you are tal king about
in various different areas of your report.

You want to be very clear, very
succinct, very on target, on focus about each
specific area and not spread that area throughout
the report, and that's just one exanple. Okay.

In terms of the methodol ogy that |
propose, that's where | think 1UBDC and the | CC
really needs to sit down and work together and reach
sonme | evel of consensus about if we pursue this sort
of approach, then what is the consistency that we
have with respect to the definitions of what we mean
for some of those things in 5-117, and that's really
just being clear that if any commttee that sits
t oget her and | ooks at your report, they're going to

be able to consistently score that in a way where
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it's not going to be any outliers to what it is
that's being rated or ranked on.

So that's the kind of hard work that
needs to go on in the background to make it a
met hodol ogy that works, but that's the conmon
approach and it's certainly necessary.

COMM SSI ONER MAYE EDWARDS: s it realistic to
say all five of the very dynamc utilities can conme
up with a tenmplate that's realistic?

| think everybody just in the | ast
couple of years working hand in hand, | think with
you all having discussions, a couple of roundtables,
every utility kind of focused on sonmething different
or something that's of value in terms of it m ght be
more inportant to one, okay, than another.

It seenms as though there were times

you were not all on one page. | should say all five
utilities are not on one page. It's realistic?
MR. W LLI AMS: Yes. | think we all woul d agree

that's very realistic. W're not starting from
scratch here. We have a framework and to realign

and evaluate the structure. We are very willing to
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insure that we can make that comm tment now.

We al so have a structure within our
diverse IUBDC in terms of a framework how that would
be done. W have advised counsel and commttees
t hat work very diligently and, | would rem nd all of
you that these are professionals who have day jobs
and they have been very commtted in terms of the
amount of time and effort they put into the results

t hat we have already achieved.

We will be setting expectations that
this will be the focus for this group insuring that
we will be working towards this process.

We wel come the opportunity to get the
perspective from Dr. Col eman or others who may have
some i nput how we will be able to structure that and
we'll make a comm tnment and make sure that happens
with Dani sha and staff as well as to insure the
support of our advisory counsel.

COVMM SSI ONER MAYE EDWARDS: We appreciate that.
COVMM SSI ONER ROSALES: \When we started earlier
this norning, | had two challenges. One was the

uni form report structure that we spoke about, but
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the first one | tal ked about was the utility spend
and di verse businesses outside of Illinois, so after
listening to all the presentations, it seems |ike we
have a difference of opinion, because M. WIIlians
about talking $2 spend in diverse businesses but our
numbers indicate 900 mllion to 1 billion is outside
of Illinois.

There's a gap there in ternms of
m scommuni cati on or where there was those diverse
busi nesses, and | understand as a Comm ssion our
busi ness doesn't end at the state line, so they're
in your territories, that's understandable, but,
again, in the spirit of what we are trying to do,

t he diverse businesses in New Jersey or the West
Coast, it doesn't seem |i ke that should be part of
that, and so that's a concern that we have that |
have to be honest with you.

Now we need di verse businesses and
contribute within the communities that you serve,
and if you have a problemwth it, |let us know, but
that's how we see it, and | know, President Mark,

you tal ked about that, and |I commend you for it, and
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Anne the same way.

| mean, | understand that you are
serving -- these are the businesses -- these are the
popul ati ons that you serve and communities that you
serve and these businesses are there and you are
there and you're | ooking for diverse spends in those
communities, but when they're way out there, to me
that's not the spirit of what we are | ooking for.

COMM SSI ONER MAYE EDWARDS: | understand it when
there's a void and there's not that service or that
busi ness here within the state |ine.

COWM SSI ONER ROSALES: Absol utely.

COMM SSI ONER MAYE EDWARDS: You are going to the
West Coast and East Coast and we have it in our
backyard. That's where it beconmes at best
conf usi ng.

COMM SSI ONER ROSALES: | totally agree.
totally agree. W' re reaching $1 billion and
there's something not right. \When there's nobody
el se can build that -- the equipment that we need, |
totally understand as a businessman this is -- | can

only go to this place and sonmetimes it's oversees.
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How are we --

COMM SSI ONER MAYE EDWARDS: Absol ut el y.

COMM SSI ONER ROSALES: Talk to ne.

MR. W LLIAMS: Thank you, Comm ssioner. I will
start with my comments was actually over the | ast
two years in terms of economc collective inmpact for
all the utilities.

| don't think that any of the | eaders
here wi Il debate that our focus is around insuring
that we were commtted to supporting businesses here
in the State of Illinois, and we have done that.

As Comm ssioners, you may recognize
that there are dynamcs in each of our organizations
where there are limters in term of where we can
find diverse partners for certain sectors or certain
areas of our business.

"1l give you one exanple. I n our
busi ness, a very capital-intensive business,
particularly regarding construction, nmore
specifically regarding underground constructi on.

While there are diverse partners in

certain degrees of that space, when we start | ooking
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at more conpl ex projects, large diameter piping, we
become more [imted in terms of identifying diverse
partners that have experience, capital, all of those
t hings that we tal ked about that's specifically in

t hat space.

We have done things to insure that we
aren't limting those opportunities, |ike unbundling
projects, like insuring ancillary services
associated with construction projects and service
projects become opportunities for all diverse
partners and, so all those things we are doing.

| think it's important that, once
again, we engage in a dialogue and make sure we
understand the fundamentals of the business where we
see opportunity and where we see how we collectively
can become able to address these things going
forward and to be very clear where all those
expectations are.

And the other thing that I will say
it's not our intent to be market inhibitors in
busi ness and being able to cone to the State of

Il 1inois, because we all want that, not only
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inclusive the opportunity for economc inpact within
the state and encourage ot her businesses to be able
to do that as well, no differently than many of our
di verse partners who are doing business outside of
II'linois, and we encourage themto be able to do
that as well, because it gives themthe opportunity
to grow.

So there's got to be a balance in this
narrative around what that represents. | won't
debate the nunbers, but | think that it is inmportant
that we create this dialogue to make sure there's an
understanding all the different variables in the
narrative that we are tal king about.

COWMM SSI ONER MAYE EDWARDS: Just anot her thought.

COVMM SSI ONER ROSALES: Back on the subject, |
think the resources are so substantial that there
needs to be sonme answers, and so that's when | go
back to the uniformreporting. W would have those
answers, if that's the case, but it seems so extreme
with that -- with that amount of spend that it just
seenms nore so than some of the specific work that

you' re speaking of. | ' m just saying maybe |'m
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totally wrong, but | don't know.
MR. W LLI AMS: Comm ssioner, you are not wrong.
Again, | think we would
fundamentally agree with the assessnent you are
maki ng, but l'1l give you -- once again, |I'll give
you -- give you a very clear exanple.

Last year when we were reporting at
Ni cor Gas, we had a very large mnority partner that
was a part of the performance for 2015, this is a
di verse partner. That firmis based outside of the
State of Illinois, but they relocated here with
resources. They hired | abor here. They hired --
they created a structure here in the State of
II'linois. They are one of the |argest underground
contractors in the U S. They're a $5 billion
busi ness, but they're a diverse firmand is one of
the | argest in the U S.

Well, they decided in 2016 that they
wanted to go to other markets in order to be able to
capture markets outside of the State of Illinois.

It placed a big void for Nicor in ternms of saying we

could unplug that particular diverse partner and
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pl ung anot her one of this size, scale, to do the
same type of work

That's just one example and |I'm sure
everyone up here can give you a different exanpl e,
and if not just whether or not a contractor is
bought or purchased by a mnority or majority
partner.

There are times when mnority partners
become insolvent in ternms of the times they can make
di fferent business decisions that they want to go to
ot her markets. There are many vari ables. There's a
heal t hy di al ogue around understanding all the
vari abl es.

Yes, we can | ook at the numbers and
under st and what those nunbers represent, but |
fundamentally believe that the true engagenent
around understanding these things is to make sure
t hat we understand all these factors and how we work
together in order to be able to address those.

CHAlI RMAN SHEAHAN: | want to be m ndful of the
time. We have a little less than 10 m nutes if

anyone has a question, then maybe if any of you
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woul d Ii ke to have kind of a closing, you know,
statement, you are willing to have one, Conm ssioner
Maye wants to say a closing remark as well .

ACTI NG COMM SSI ONER OLI VA: So just to end on a
positive note today, and we have focused on those
positives and recognize there has been progress in
the |l ast four years, | would |like to hear what as a
| eader you are most proud of regarding the 2016
report.

MR. MATTHEWS: | guess Peoples Gas and North
Shore Gas would have to, one, be the progress we
have made which, again, we have doubl ed each of the
| ast two years and now we are at 65 percent of our
total spend and the other one would be that
86 percent spend in Illinois.

MR. HAUK: | thing that |I'm most proud of in 2016
was a sevenfold increase in spend over 2014 and
total supplier spend and sixfold in our MBE
category, but, as | said, it's a journey and we are
a long way away from when we are going to see
progress, and | think |I heard from the Conm ssi oners

bef ore and having been around these different events
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it's when the | eaders take charge and create the
i nfluence that | see change.

| "' m proud of the coll eagues that I
have worked with in the State of Illinois.

MS. PRAMAGGI ORE: | would say | think what is

inspiring for me is to see the narratives of
busi nesses |like Ozzie's and |ike EDI where you see a
company that starts a very small firmwi th two other
peopl e. NPR i s anot her one. When we started
working with them five years ago, they had 12 people
now t hey're pushing a hundred.

To see them grow and to actually

become a going concern that can stand on their own

that is -- that's the nost exciting part of this and
that's what |'m nost proud of.

MR. MARK: | have somet hing that our conpany did
in 2016 that I'm very proud of -- | would like to be

careful before | say that, and to say that, you
know, I"'mreally proud of the 1UBDC and this group
of |l eaders is a diverse group, and |I think it's
probably one of the most diverse group of utility

| eaders that | have ever been around, and just to
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have the opportunity to get five businesses of our
size in the same room the believers in the room
and to actually talk and get something settled and
move things forward, |'m extremely proud of that,
just to be able to work with these individuals.

So | think we have cone a | ong way.
We have a long way to go. We all know that, but I
t hi nk when we get to our nmeetings, you know, it's
all -- everyone is on the sanme page. Okay. Let's
move it forward. We probably have five different
ways of doing it sometimes, but we are all trying to
get to the sanme end goal

So | think your request that you have
of trying to get to a tenplate and keep revising our
reporting, | don't think you are going to get one
done. lt's like to get it a little better, get it a
little better.

| would |like to say that one of the
things I'mvery proud of is our diversity spend
steering commttee. | think a |lot can be driven by
us as | eaders of organizations, but until you get

the idea and the philosophy about the diversity and
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the inclusion to the | owest |evels of the
organi zation, to get everyone thinking about it so
t hat when they see a contractor come on property
whet her -- you know, there was an opportunity for
diversity, bring one on

When you start getting the culture of
guestions |ike that and start questioning ny
managers, nmy supervisors, ny vice presidents, me, |
think then we'll be on the road to having a truly
successful diversity programin the State of
I11inois.

MR. WLLIAMS: And | echo Richard's remarks,
particularly as it relates to the 1UBDC, and | just
really enjoyed the opportunity to be a part of this
dynam c | eadership team

We don't al ways agree. | will be very
candid. We don't always agree on your approach, but
there is an unyi el ding agreement of a comm t ment
around the m ssion. | think that we have all
enjoyed the m ssion over the | ast several years.

Finally, as it relates to Nicor Gas,

" m very pleased with the progress that we made on
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this journey. | "' m confident for 2016, but 1I'm even
more pleased with the cultural dynam cs of what's
changing within my organization as it relates to
diversity, because, and | say this all the time,

that | am comm tted and my entire organi zation
under st ands, but everybody in this organization has
to be commtted to continue to be sustainable in the
future, and that's the |level of progress that I'm
very pleased with, and we continue to change in that
ar ea. Thank you.

CHAI RMAN SHEAHAN: Thank you.

Comm ssioners, would any of you like
to make a closing statenment?

COMM SSI ONER MAYE EDWARDS: | want to say very
briefly this nmorning | said diversity is being
invited to the party and the inclusion is being
asked to dance.

| just charge every utility to go out
and reach out to your vendors and invite themto the
party, play some really good nusic and get them on
t he dance fl oor.

(laughter.)
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CHAI RMAN SHEAHAN: | want to thank all of you for
bei ng here today. | think it's not |ost on us that
it is a huge comm tment of your personal time to
prepare and be here for an entire day, and | think
it speaks to your comm tment and your conpanies
comm t ment .

We are really at a very interesting
time when we have the nmost diverse Comm ssion in the
country, probably the most diverse group of
state -- presidents in the state and the country,
including the commtment fromthe Governor, and it's
really exciting for me to hear the personal stories
of how things have benefitted fromthis.

So thank you for being here. Thanks
to all of you for attending, and if no one el se has
any ot her business, we are dism ssed. Thank you.

(appl ause.)
(Wher eupon, the above

matter was adj ourned.)
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