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NORTH AMERICAN POWER UTILITIES
Finance & Risk Considerations

Power utilities in the United States are currently contending with a wide range of challenges.
The industry lived through a sharp decrease in power demand during the recent recession and
has experienced only sluggish growth since then. Moreover, the industry has navigated
regulatory uncertainty for years now, as a range of environmental and market policy measures
have been first proposed and then often rescinded through litigation.

Since the move to competition in the 1990s, however, the sector has not faced such potentially
fundamental shifts in its business and operating models as it is now confronted with. The extent
and nature of these shifts vary from market to market, however, in many markets, their intensity
is making their influence transformational rather than incremental.

The biggest changes affecting utilities, and the ones that companies take lightly at their own
peril, involve the boom in renewable, micro-grid energy and distributed power systems. The
technology gains made in these areas have altered the business equation such that the
customer is rapidly becoming the dominant force, a paradigm shift for an industry that has
traditionally been led by virtual monopolies.

Viewed broadly, the causes of these significant industry disruptions — and their possible
resolutions — can be found in four trends that, in our view, will define the U.S. utility landscape
in the coming year:

1. Ongoing financial restructuring

2. Technological shifts, such as the rise of distributed generation

3. The need to respond to new regulations, most notably the Environmental Protection
Agency’s (EPA’s) latest effort to regulate carbon emissions

4. Evolution of the customer interface

Utilities are finding it increasingly difficult to respond to and manage these market changes and
operational risks. Boards are no longer able to responds to market / industry changes through
their own experience and are becoming increasingly dependent on centralized analysis that
leverages new technologies capable of incorporating data inputs across enterprise, market,
operational and social data. In the following section we will explore proven methodology to
successfully evaluate and select technology to meet the demands for more comprehensive
risk management.
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Preparation & Risk Mitigation through Enterprise Risk Management

Effective system evaluation and selection is critical to ensure that a chosen system will
accommodate the inevitable market and operational changes inherent to a utility, while also
meeting its business and technology needs. A thorough system selection process will provide
more than simply choosing a system—it will identify and document the requirements of the
effort, identify the requirements a system will be evaluated against, provide quantitative and
gualitative rationale for any chosen system, identify the major gaps to be addressed during
contract negotiation and facilitate the development a solid project plan.

Enite’s approach to system selection is highly structured so as to execute on time and produce
valuable results. A typical work plan for the selection will be broken into distinct phases
disaggregated into discrete tasks with realistic deadlines and clear ownership. This approach
will serve to keep the project on track, and to keep your business, IT, and commercial
representatives informed of the tasks and timeline while they continue to perform their regular
duties. Key facets of the process include:

Defining target system’s objectives and scope

Identifying key business users for involvement

Engaging an experienced project manager without vendor bias

Planning a structured approach to the selection

Maintaining communication with business representatives and key stakeholders
Differentiating between necessary and nice-to-have requirements

Conducting highly structured vendor demonstrations and keep them on track
Encouraging audience scoring and written comments

Choosing a 1st and 2nd place vendor and proceed into contract negotiations
Ensuring the implementation plan is realistic

©oNoGs®WDNE

[EEN
©

Copyright 2015, ENITE Group. All rights reserved.




ENITE

Below is an overview of Enite’s system selection approach:

Project
Planning

«ldentify key stakeholders (executive and functional)

*Determine scope of requirements

*Develop high-level business objectives

*Mobilize team, determine roles, including internal and external resources
*Hold kickoff meeting with all team members

Gather
Requirements

*Define scope (by function and operations)

*Gather detailed functional and technical requirements

*Weigh each requirement’s importance by appropriate business representative
*Develop end-to-end scenarios to demonstrate each vendor’s functionality

Build Request for
Proposal (RFP)

*Describe requirements checklist and scenarios to be attached
*Explain RFP requirements: proposal format, submission dates, demo expectations

« Attach confidentiality agreement
*Schedule conference call for vendors to ask follow-up questions

Conduct Vendor
Demos

*Schedule demos & prepare scripts

*Request vendor references

*Create demonstration agenda

*Compile the evaluation team’s scores and notes

*Hold all hands meeting to discuss comments and further define perceived gaps

Complete
Selection and
Planning

*Analyze RFP responses, vendor reference calls, and demonstration scores and
gaps

*Recommend first and second place choice for contract negotiations and “back-up”

*Complete specific scope documents

Implementation
Planning

*Estimate costs to implement

*Create work plan for implementation

*Plan integration and any custom builds

»Estimate ancillary costs for new data feeds, other required systems
*Mobilize team, including external and internal resources

evaluation criteria; workplan, cost, support, corporate viability }
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Understanding our client’s evolving challenges, Enite is in a position to hit the ground running
and deliver quickly with system selection experience across all functions of a utility. Enite also
has deep knowledge of vendor capabilities/limitations, understanding of industry practices, and
extensive project management and negotiation skills to help you make a sound decision based
on a thorough and objective analysis.

Enite’s significant direct experience is pivotal in helping our clients choose a system that will
address both the market and operations complexities of a utility, while also meeting their IT
needs.

Enite can help answer these questions and more, ensuring a successful system selection. To
discuss opportunities, please contact David Perez at
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