
Exelon Utilities
Utility of the Future Strategy



EU: A Shifting Focus

THE NEXT FIVE YEARS
EU will pivot to develop a long-term
model for strategic planning and
governance in response to a changing
landscape—new risks and new
opportunities. In order to continue creating
customer value, EU will focus on:
Developing a 10-year EU strategy with eye on
future relevance, regulatory model optimization
and growth

THE LAST FIVE YEARS
EU made an impact financially,
operationally and with customers.
with a focus on:

• Integrating new utilities to deliver

• Improved customer outcomes:
• Reliability
• Customer satisfaction
• Cost management for affordable

pricing
• Improved shareholder

outcomes:

• Synergies
• Regulatory

stability

• Ensure utility relevance with a game plan
that enables our cities and communities to
meet their goals;

• Meet evolving service needs of the 
digital consumer in a world of 
democratized energy;

• Incorporate a roadmap for system design
that supports future state;

• Earn competitive returns for shareholders;



Exelon Utilities Strong Performance Provides a Strong 
Foundations for Sustained Growth

Exelon’s Utilities are becoming the largest source of Exelon’s 
earnings and that trend is expected to continue

BGE ComEd PECO PHI BGE ComEd PECO PHI BGE ComEd PECO PHI
OSHA Recordable Rate 1.66 1.14 1.20 1.69 1.47 0.97 0.89 1.54 1.27 0.96 0.82 1.31

2.5 Beta SAIFI (Outage 

Frequency)(1) 0.72 0.65 0.72 0.91 0.72 0.64 0.72 0.91 0.84 0.64 0.79 0.85

2.5 Beta CAIDI (Outage Duration) 80 67 90 88 84 78 86 84 89 84 93 86

Customer Satisfaction 8.02 7.96 8.17 7.61 8.05 8.03 8.00 7.65 8.06 8.03 8.01 7.68

Service Level % of Calls Answered 
in <30 sec

92.5% 93.8% 91.7% 93.0% 91.9% 92.7% 91.6% 93.3% 91.2% 92.1% 89.5% 93.3%

Abandon Rate 0.9% 0.8% 2.1% 0.6% 0.9% 0.9% 1.6% 0.5% 1.1% 1.0% 1.8% 0.5%

Gas Operations
Percent of Calls Responded to in 
<1 Hour

99.94%
No Gas 

Operations
99.83% 100.00% 99.97%

No Gas 
Operations

99.98% 100.00% 99.97%
No Gas 

Operations
99.98% 100.00%

Q2 2018 Q3 2018
Operations Metric

Q1 2018

Electric 
Operations

Customer 
Operations

Results against 2016 Benchmark

Exelon Utilities Operational Metrics



BUT -- Business model pressures in the utility business 
create disruptive opportunities for new entrants

 Evolving View of Reliability:  resilience, security
 Customer Choice: type and origin of energy, 

control over usage, convenience, and 
customization

 Decarbonization and climate change activism: 
especially C&I customers

 Affordability: on all fronts, for all customers

Customer

 Falling costs of new energy technologies
 Digital: new opportunities, new risks

Technolog
y

 Potentially changing the distribution of value 
between utilities, new entrants, customers and 
public interests. Policy



Policy battles determine who captures value created by new 
technologies and business models; different stakeholders 
target different areas of value

Financial
 Earnings from grid 

investment 
 New revenue 

streams (DG, 
storage, etc.)

Environmental/ 
Social 
 Emissions 

reductions
 Increased renew-

ables and EE


 Job creation
 Economic 

development

Customer
 Affordability
 Choice and control
 Mass-market 

pricing
 Access to data

Area
s of 

value

Customers
 Minimize the cost of energy and related services
 Greater control over energy use
 Want utility (and other companies) to address climate change

New entrants
 Attempt to build 

businesses on top 
of utility 
infrastructure 
without 
compensating utility, 
e.g., net metering

Utilities

 Protect rate base rate-of-return model to maintain 
earnings growth

 Consider new revenue streams to capture new value

Public interests
 Seek solutions to 

broader social 
issues through 
public utility system



The utility platform is core to delivering value; its four layers 
are closely coordinated and must be managed accordingly 

Value creation in each of the platform’s four layers are closely linked. For example, offerings in layer 4 are closely tied to layer 1 
infrastructure. Failure to make those infrastructure investments limits the ability to deliver layer 4 solutions

Customers are matched to a reputable rooftop solar 
developer on the digital energy marketplace
− The utility uses advanced analytics to understand 

customer needs (e.g. clean energy) and behaviors (e.g. 
interacts on mobile, not web), and connects the 
customer to a trustworthy vendor vetted by the utility

− The utility’s “Digital Solar Toolkit” uses actual customer 
data (e.g. historical energy consumption, rooftop size) to 
estimate impacts on bills and carbon emissions

Customers receive a single, integrated electric bill
− The utility’s advanced billing system integrates T&D 

charges, energy consumption costs, and energy credits 
from the sale of excess power from the solar system

Targeted infrastructure investments ensure customer 
feeders can accommodate additional distributed solar
− Utilities invest in voltage conversion upgrades, storage, 

and other infrastructure upgrades to accommodate 
additional distributed solar and enable customers to 
interconnect

The utility uses a variety of technologies to monitor and 
control DER on the system and maintain grid integrity
− ADMS, DERMS, and advanced load forecasting models 

help utilities understand where DER are located on the 
grid, the impact on the feeder system, and projected 
system needs (e.g. hosting capacity upgrades)

Layer 4: 
Services & 
solutions

Layer 3: Transactive 
commodity exchange

Layer 2: System operation & 
planning

Layer 1: Physical asset base

The platform’s four layers – only the utility can manage the platform as a whole



Energy retailers

IoT players

DER aggregators

TelCo’s

DER project developers

“Traditional” 
customers

Municipalities and 
communities

Building developers

Mobility service providers

Layer 4: Solutions and services

Layer 3: Transactive commodity 
exchange

Layer 2: System operations and 
planning

Layer 1: Physical asset base

Customer interactions

Our platform is versatile – there are many types of customers 
that can benefit from interacting with the platform



Connected Communities will play out over time: what are 
the logical stages and how will these evolve creating value 
for customers?

Customer 
Value by 
Stage

Affordability Reputation Social

Improving 
reliability for 
customers 
by creating a 
smarter grid that 
can “self-heal” 
and minimize 
disruptions

Ensuring 
resiliency and 
security against  
threats -
cybersecurity 
attacks and 
extreme weather 
events

Enabling 
customers to adopt 
DG, e.g. solar, 
storage, and 
ultimately transact 
as prosumers 
in an open 
marketplace

Achieving 
climate change 
objectives, 
through 
electrification –
transport, 
business and 
residential

Providing better 
city services for 
citizens – broader 
infrastructure role, 
e.g., water, gas, 
leveraging data, 
technology and 
digital

Resiliency and 
Security

Customer 
Choice – DER 
Acceleration

Decarbonization / 
Electrification

Modernize for 
Reliability

“Connected 
Communities””



How might utility platform role play out in the Connected 
Community?

EU already owns and manages many of the assets 
required to enable the connected community 
vision

EV charging 
infrastructure

Distribution 
automation devices

Grid-scale storage

Wireless 
mesh 

network

Community solar

Smart street lights

Fiber

AMI

Physical asset 
base

Real-time grid 
analytics platform

Smart inverter 
software controls ADMS / 

DERMS

Mobile 
dispatch 
software

System operation and 
planning

Peer-to-peer 
transactions

Non-wires 
alternatives DER 

capacity 
auctions

LMP+D pricing

Transactive 
market

exchange

Transactive commodity 
exchange

Behind-the-
meter storage

Microgrids

Rooftop 
solar RF bandwidth lease 

for smart parking

Services and 
solutions

Platform 
key:



Core deliverables for each phase

Phase 1: Maturity model blueprint Phase 2: OpCo-specific playbooks

 Robust definition of the maturity model that 
includes quantitative and qualitative 
outcomes achieved by stage

 Grid investment strategy that maps required 
grid capabilities and investments against 
the maturity model and sets investment 
targets

 Customer strategy that evolves our offerings 
and customer service model to match the 
evolving needs of core customer segments

 Articulation and prioritization of the key 
policy principles and initiatives required to 
enable the maturity model strategy
o 1b – Align proposed legislative initiatives

 Holistic implementation plan that includes 
governance, milestones, and 
quantification of value created

 For each OpCo, a grid investment playbook 
that outlines the sequenced grid 
investments to execute the maturity 
model, with estimated funding gaps

 For each OpCo, a customer strategy 
playbook that defines the new offerings 
and customer technology investments 
needed to execute the maturity model

 For each OpCo, a policy playbook that 
sequences and prioritizes policy initiatives 
for each service territory, with identified 
points of coordination across OpCos

9



A conceptual example: What if we aspire to improve customer choice by 
accommodating all distributed solar interconnection requests? 

Develop the “building blocks”
Define the maturity 
model outcomes

Outcomes and 
value creation
 Customers value 

greater choice of 
energy solutions

 We may aspire to 
deliver more choice 
in the Customer 
Choice stage

 Potential aspiration: 
“Any customer that 
wants distributed 
solar may 
interconnect to the 
grid”

 KPIs might include
average time to 
interconnect, amount 
of excess energy not 
accepted by the grid, 
etc.

 To accommodate greater penetration of 
distributed solar, we may need to:
− Upgrade line voltages (e.g. 4kV to 12kV) 

to improve hosting capacity
− Deploy ADMS/DERMS to enable grid 

monitoring, control, and awareness 

Grid investment strategy

Bring it all together in an 
integrated, sequenced 
blueprint

Maturity model 
blueprint

 We can explicitly 
define the complete 
set of grid 
investments, 
customer offerings 
and technology 
investments, and 
policies to meet this 
aspiration

 We can also describe 
investment needed 
(approximately) and 
value created

ILLUSTRATIVE

Customer strategy

 We may need to develop a marketplace for 
customers to transact with their DER, e.g.:
− Informational tools - Digital Solar Tool Kit
− Seamless Interconnection solutions

Policy initiatives

 We may need to take certain policy 
positions to provide these solutions:
− Establishing rights for utility to 

control/operate customer DER
− Establishing how we are compensated 

for our role in enabling these services
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How will we migrate through these stages: grid, customer investments and 
policy priorities – and where are we?

In flight

Develop solutions 
that support 
customer 
electrification goals:
 EV “make-readies” 

and installation

Enable asset 
optimization across the 
entire community:
 Customer-facing 

DERMS
 Metering services
 Enhanced partnering

Simplify and personalize communications: 
 Enhanced digital self-service tools
Enhanced outage maps
Billing, payment, and maintenance services
 Customer information system upgrades
 Customer Relationship Mgmt System

Enable customers to 
choose their generation 
alternative:
Marketplace
 Smooth interconnect
Micro-grids

Customer 
invest-
ments

Cleaner, cheaper 
electricity:
 Energy storage
 EV charging infra.
 Transmission 

interconnection 
with large-scale 
renewables

Harden the grid:
 Cyber security
 Feeder hardening
Microgrids
 Fiber expansion

Automate and digitize 
the grid:
 AMI
 Asset health analytics
Wireless comms

networks
Gas main upgrades

Leverage data and 
analytics across all 
infrastructure classes:
 Smart street lights
Digital comms

system (fiber)

Increase ability to 
control distributed 
resources:
 Adv distribution  

management system
 Voltage conversions 

(4kV to 12kV)

Grid invest-
ments

Resiliency and 
Security

Customer Choice –
DER Acceleration

Decarbonization  
/ Electrification

Modernize for 
Reliability

“Connected 
Communities”
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Illustrative Investments

Policy Determine supporting key policy thrusts



Questions?
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