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MS. GLOVER: Good norning, everyone, and
wel cone. M nane is Sarah dover. |'man attorney here
at SRP.

This is the tinme set for the interviews of
SRP nmanagenent and the board's consultant as described in
the public notice of the price process that was -- that
commenced on Decenber 2, 2024.

|'mjoined here by ny coll eague Katy Het h.
And we're here to help things run snoothly and support
SRP staff in these interview proceedi ngs.

Today we wel cone four individuals who
requested interviews. W have Autumm Johnson with
Ari SEIA. Caryn Potter with SWEEP. David Bender with
Earthjustice. And Steve Neil, an SRP el ectric custoner.
And we appreciate all of you for being here and for
providing in advance the topics that you plan to cover
and the questions that you m ght have.

As you can see, we've assenbled here a team
of SRP representatives who we hope can answer all of your
questions today. |[|'ll introduce thembriefly. This is
Brandon Shoenaker who's our director of pricing,
corporate pricing. John Tucker, who's our senior
director of financial strategy. And then we have Mark
Carroll and Karl Sandstrom who are each princi pal

predi ctive pricing anal ysts.

Glennie Reporting Services, LLC
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We al so have in attendance by Zoom Bruce
Chapman of Christensen Associ ates, the consultant that
t he board of directors has retained.

So before we get started with the
interviews, I'd like to go over sone procedural
gui delines that wll hopefully help ensure we stay on
track and get through everyone's questions today.

First, a few things concerning the schedul e
and the scope of the proceedings. [|In advance of today
the corporate secretary of SRP provided you with an

interview schedule. So just to reiterate that briefly,

we will start the interviews with M. Chapnan, and we
expect those to wap up md-norning. Interviews wth the
SRP panel wll follow, and we will get a lunch break

probably around 11:30. And | believe that the
agr eed-upon order of questioning is for M. Bender to go
first, followed by Caryn, then Autumm, and Steve Neil.
And our goal is to wap up the interviews
by the end of the regul ar busi ness day. To nmake sure we
get through all of the interviews on tinme and that
everyone has a chance to get all of their questions
answered, we ask that each interviewer limt your tine
with M. Chapnman to about 30 m nutes and to the SRP staff
to about 60 m nutes each.

A rem nder that these interviews are

Glennie Reporting Services, LLC
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i ntended to cover your questions related to the SRP
pricing proposal and the price process. W therefore ask
t hat you focus your questions on natters that relate to
those things. |f you have questions that do not pertain
to the pricing process or the proposal, we can direct you
to the appropriate people at SRP to follow up with you at
a |later date.

And finally, we anticipate sone overl ap
bet ween the questions that you intend to answer, so we
ask that you do your best to mnimze the duplication of
your questions.

Next, if you have any docunent or data
requests, we ask that you submt those in witing through
the SRP website or through other formal channels. That
way we can nake sure that we can keep track of those
requests and nake sure that every one becones part of the
public record.

And finally, we have Jennifer Honn with
d ennie Court Reporting Services, who will be making a
transcript of this proceeding. Wen the transcript is
conpl ete, SRP managenent will make it avail able on the
SRP website or upon request.

And t hese proceedi ngs are not bei ng video
recorded.

Are there any questions before we get

Glennie Reporting Services, LLC
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started?

MS. POTTER. Yes. Thank you so nuch.

| was hoping as we get a little bit closer
into questions fromsone of the guests today you woul d
give ne a little bit of flexibility. | do have a
conflict at 1:30. So I'mjust hoping we can -- when we
get to that point, we can nake some adjustnents if
needed. So I'll just have to step out of the roomfor
about 30 m nutes.

M5. GLOVER  Step out briefly for
30 mnutes? GCkay. |I'll take note of that, and we'll see
what we can do where we are in the process.

Ckay. Anything el se?

(No response.)

M5. GLOVER Al right. | believe we're

ready for M. Bender.

| NTERVI EW CF MR, CHAPNMAN
BY MR BENDER:
Q Good norni ng, M. Chapnan.
Can you hear ne?
A | can. Good norning.
Q Good nor ni ng.
M. Chapman, are you -- are you in Madison? It

| ooks i ke you're in Madison fromthe col d.

Glennie Reporting Services, LLC
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A ' min Madi son, W sconsin, yes.

Q | left there yesterday, and I'mgoing to return
t here when we' re done here today.

|"'mglad to see it's | ooking that nmuch war ner
out si de.

A Ch, it's going to be warmfor just a day or two,
but bring your Wl lies because it's going down to about 4
above as a daily high for the next three days.

Q " m | ooking forward to it.

M. Chapman, do you know when Chri stensen
Associates was first hired for your role in this process?

A Yes. We went through an RFP process late in the
first half of last year, and | think we were hired
sonetine around June 15, sonmething |ike that.

Q June 15, 20247

A Yes. | don't have the exact dates, but
sonewhere in June.

Q Ckay. And then when were you first provided
materials for you to review as part of your review and
anal ysis for the board?

A Sone materials | believe arrived in about

Sept enber of 2024.

Q Ckay.
A But | don't know exactly. | can check the file
dates. | don't know for sure.

Glennie Reporting Services, LLC
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Q Ckay. What nmterials were you provided?

A | was provided with the materials that you see,
which are the reports for the enbedded cost of service,

t he margi nal cost of service study, and eventually the
rates materials. | also received underlying files that
support their cal cul ati ons.

Q And were all of those provided at the sane tine
to you in Septenber?

A No, they were not. For one thing, | received
several versions of the sane file, of course, as things
wer e devel opi ng, but not everything arrived at once.

Q Were there any changes in drafts from between
what you first reviewed and the, | guess, ultimate or the
| ast one you revi ewed Decenber 20 -- or Decenber 2, 20227

A | can't respond with precision to that.

| think the question that | think you' re driving
at, which | infer is whether | observed changes in
direction between the tine | first received materials and
the final materials I would say characterize the various
things that | received as sinply updates and i nprovenents
as nore informati on were arrived and as nore cal cul ati ons
wer e conpl et ed.

Q Ckay. That wasn't ny question, but thank you.

| assune you have your report in front of you?

A. | do.

Glennie Reporting Services, LLC
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Q Ckay. 1'll nostly talk to you about the
mar gi nal cost study piece that you revi ewed.

Do you have that in front of you as well? It
woul d be the --

A Not just yet, but I'lIl bring it up. One nonent,
pl ease.

All right. 1'"mon page 13 of our report, if
t hat hel ps you.

Q Ckay. One thing | note in your report, so it
woul d be the begi nning of your report ronanette, so snall
i, i1, and then on page 14 of your report you refer to
mar gi nal energy costs, and on page 14 it's energy-rel ated
costs.

Do you see that?

A Wul d you like nme to share ny screen so we can
agree on what we're | ooking at?

Q That's fine, if that's possible.

A All right. 1'Il see if | can do that.

All right. So can you see page 14 here?

Q | can

A All right. So point nme in the right direction,
if you woul d.

Q Sure. Right under 3.2.1, first paragraph.

A Yes.

Q Ckay. And it's tal king about energy-rel ated

Glennie Reporting Services, LLC
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mar gi nal costs; right?
A Yep.
Q Ckay. So you refer here to production costs for

an increnental unit of electricity, and the next sentence

refers to transm ssion and di stri bution.

See that?
A Yes.
Q | ' m not understandi ng what transition and

di stribution costs are included in the marginal energy
cost s.

A Well, for each of -- if you | ook at the rates,
you can see that there are energy-rel ated conponents that
are not exclusively generation related. So for each of
t hese pieces there will be conponents that they've
cal cul ated, so | suppose we could go down and get into
detail .

| think what you're thinking about perhaps there
Is that people think in terns of generation costs as
bei ng in conmbi nation of the main and energy rel ated, but
transm ssion costs |I'mthinking of enbedded costs now as
bei ng al nost excl usively demand rel ated, but there is an
energy conponent that's associated with losses in
transm ssion and with distribution, of course.

So I'"'mnot sure if that's what you're honing in

on, but essentially that's the source of the energy

Glennie Reporting Services, LLC
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component of what we think of as delivery-rel ated cost
cal cul ati ons.

Q Ckay. We're tal king about right now. W' re not
tal ki ng about enbedded. W' re tal king about narginal;
ri ght?

A Yes. And |I'm speaking specifically of narginal
costs because, as | said, with respect to the delivery
functions of transm ssion and distribution, the marginal
conponents of those are associated primarily with | osses.

Q Ckay. So the marginal cost study reflects the
mar gi nal energy-rel ated costs, and your understanding is
that those also include margi nal | osses for transm ssion
and di stribution?

A Yes. | guess I'mhaving a little trouble wth
t he taxonony of what you asked, but | think the answer is
yes.

Q Ckay. Any other transm ssion and

distribution-related costs in the margi nal energy-rel ated

costs?
A. | don't think so. But |'d have to check. I n
terns of the detail, if I were to scroll | ower down, |

m ght investigate further. But what occurred to nme was
t he | osses conmponent based on ny reading of this a few
days ago.

Q Ckay. So putting aside those transm ssion

Glennie Reporting Services, LLC
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di stribution | osses, what other costs or what's the
source of the energy costs in the nmargi nal cost study?
A So if | treat your question literally, the core

of margi nal energy costs are those associated wth
generation. So the question, | guess, thenis if a
custoner consunes an extra kilowatt-hour or a
megawat t - hour, the higher the costs change, and primarily
the cost changes are generation related, and they're
reflected in the market value, which varies fromtine to
time, of those generation services.

Q M. Chapnman, thank you. You're explaining to nme
your understandi ng of what a narginal cost is.

| ' m asking what's the source of the cost data

used to calculate the nmargi nal energy cost in the
mar gi nal cost study?

A. Well, | think that -- is it David who |I'm

speaki ng with?

Q That's correct.

A So, David, | think that we're starting to stray
I nto questions where you're saying, well, 1've got a
techni cal question for you. |In terns of the details, the

data sources, the right thing to do is to ask the SRP
managenent team
But ny inference fromwhat | recollect fromny

conversations with themis that the margi nal energy costs

Glennie Reporting Services, LLC
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are derived fromthe market val ues that they have
acquired over tine wwth respect to the | ocal energy
markets. So if we look at the text here, it says SRP
partici pates in the Western Energy | nbal ance Market, so
they're a source of, for exanple, hourly or even
five-mnute data that provides a source for narginal
ener gy costs.

Q So your understanding is that the data cones
fromthe Western Energy | nbal ance Market?

A That's not quite what | said. Wat | said was
that if you want to ask in detail about the data source
or sources that are -- that underpin margi nal energy
costs, the people to ask are | ooking at you from across
the table.

"' mthe board's consultant who was hired to
revi ew what was done. And when | reviewed that, of
course, | looked at their data sources and pronounced
t hem sane and sound, but | can't recall |ooking at -- |
can't call up for you now the actual individual data
sour ces.

Q Ckay. So you did review the data sources and
you pronounced them sound, but you don't recall what
the -- what you | ooked at?

| s that what you're saying today?

A. | don't recall the individual data files, but

14

Glennie Reporting Services, LLC
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essentially what's in their report and what's sumari zed

in mne, | guess, is the sources of those data.
But if we go a little further, | mght renenber
what el se was related to that. But | don't see a quote

other than that. But if you |look at the paragraph at the
top of this page, the first full paragraph, it says,
"SRP's margi nal energy costs of generation are based on
forward market prices shaped based upon CAI SO s

hi storical market prices.”

So but did I look at tons of CAl SO data? No.
|"mjust famliar with the CAl SO markets, and | know what
mar kets they went to.

Q | don't have nuch nore.

Can you | ook at page 21 of your report?

A Ckay. \Wereabouts?

Q The paragraph in the mddle. It starts wth,
"Sone nmay regard.”

A Ckay. Can you see that clearly on screen?

Q | can.

A Good. Ckay.

Q So this is tal king about the custoner charge or

the fixed charge conponent of the proposed rates;

correct?
A Yes.
Q Ckay. And you note that in the | ast sentence

Glennie Reporting Services, LLC
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there, "Managenent's nove to increase fixed-cost recovery
through fixed charges is thus in line wth industry
practi ce and enbedded cost-based pricing generally."”

Do you see that?

A. Yes.

Q And for residential custoners, the proposed
rates we're tal king about are for single-famly 30 or $40
a nonth; right?

A. Yes. There's a tiered pricing arrangenent for
the residential custoners, as you know.

Q Ri ght .

VWhat other utilities are you aware of who have a
30 or $40 per nonth fixed charge for residential
custoners?

A From ny perspective, | would say that prices in
that range are fairly common, as | understand it, anong
the NRECA el ectric co-ops, for exanple. And that's
because, of course, those -- those utilities are |ess
dense than the average electric utility jurisdiction in
the United States. So they are required of necessity to
have hi gher fixed custoner charges in order to cover
t heir higher costs per custoner, higher fixed cost per
cust oner.

For nore urban areas, |arge nunicipals, and

I nvestor-owned utilities, the custoner charges are | ower

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

17

But it's ny observation that there's a trend to increase
those costs. And we're kind of in the marginal cost
area, but, as | think you also may have observed, it's
typically the case that enbedded cost-based cost of
service studies result in custoner -- residenti al
custonmer unit costs in the 30 to $40 area even though the
custoner charge for residential is often in the 10 to $20
area. |It's just an industry fact that the custoner
charges for residential custoners are generally well
bel ow the unit costs.
Now, we're speaking here of margi nal costs, but

| think a simlar thing applies because if you ask the
mar gi nal costs of adding a custoner on the system it
tends to derive fromvery simlar mathemati cs associ at ed
wth line extensions. So I'mbeing a bit prolix, but |
think that's the background that | have to offer.

Q Yes. So ny question was if you know of ot her
utilities who have a 30 or $40 per nonth fixed charge for

residential custoners. You nmentioned --

A My answer was yes.

Q And you nentioned rural co-ops. So other than a
rural coop, do you know -- can you identify for us today
any utility, investor-owned or nunicipal, with an urban

service territory that has that |evel of fixed charge?

A My answer is no, but then | would have to

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

18

research it.

My experience in |ooking at vari ous costs of
service rates and rate designs, though, is that there are
such rates in other jurisdictions.

The trend, as | said, is upward, but | also said
that the average level in investor-owned utilities is
wel | below that 30 to $40 range.

Q Do you know what Arizona Public Service fixed
charges are for residential custoners?
A. No.
MR BENDER: | don't have any nore
questions for you today.
Thank you, M. Chapnan.
MR. CHAPMAN. Thank you.

Just for the record, | didn't hear, was
t hat Davi d?
MR BENDER: Yes.
MS. GLOVER  Yes.
MR. CHAPMAN. Thank you, Davi d.
MS. GLOVER: Thank you so nuch
M5. JOHNSON: Could I just ask a procedural

questi ons?
Are the w tnesses not being sworn in?
M5. GLOVER  No.

| think we're noving on to Caryn.

Glennie Reporting Services, LLC
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This is -- Bruce, this will be Caryn Potter

W t h SVEEP.

M5. POTTER  Thank you. | actually have no

questions for this wtness.

okay?

M5. GLOVER  Okay. Fair enough
Then this is Autunmm Johnson with Ari SElI A
MS. JOHNSON: And can he -- he can hear us

GLOVER: You can hear okay, right?
CHAPMAN: | can.
GLOVER: Al right.

20 30

CHAPMAN.  So Caryn had no questi ons,

and Autumm i s up next?

MS. JOHNSON: Yeah.
MS. GLOVER: Yes.
MS.  JOHNSON: Wth Ari SEIA, which is,

because no one knows what that neans, it's the Ari zona

Sol ar

Energy I ndustries Associ ation.
MR, CHAPMAN. Got it. Thank you.
MS. JOHNSON: | have sone clarifying

questions just about process because this is ny first SRP

pri ci ng proceedi ng.

Are we to be asking himjust questions that

are fromthe couple of reports? |If they're fromthe

proposal, then they're for the panel ?

Glennie Reporting Services, LLC
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MS. GLOVER: | think that's right, yes. So
you'l | be asking questions to Bruce regarding his -- his
report and what he was engaged to do for the board.

M5. JOHANSON: Ckay. And one nore question
related to that, so there are two other reports froma
different consultant. Are we al so asking those?

MS. GLOVER: Those are the consultants that

managenent engaged. They will not be here for interviews
today, but they will be maki ng presentati ons at the board
nmeet i ng.

M5. JOANSON: So if we have a question
about kind of the general concept, we would ask
managenent because it's their consultant.

M5. GLOVER  Correct.

M5. JOHNSON:  Ckay.

| NTERVI EW OF MR. CHAPNVAN
BY MB. JOHNSON:

Q So | just have a couple of, like, | think pretty
hi gh-1 evel questions, then -- and it's a little bit
weird, sorry, because you're kind of to the side of ne,
so |'"'mnot neaning to be rude. | actually am not --
there we go. |I'mnot |ooking -- even when | | ook at you,
| ' m not maki ng eye contact with you obviously, so --

| just wanted to ask so generally what is the

Glennie Reporting Services, LLC
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scope of your review here? 1Is it just to nake sure that
they're kind of engaging with industry practice, or what
el se were you kind of instructed to do as part of your
revi ew?

A The scope as described in the RFP as assigned to
me by ny recollection -- | didn't | ook at those over the
past couple of days in preparation for this neeting --
was to evaluate fromthe point of view of industry theory
and practice the enbedded and nargi nal cost-based cost of
service preparation for the rates and then eval uate the
rates thensel ves.

To expand on that a little, when you | ook at the
rates end, SRP has a set of objectives, things |like
revenue sufficiency, cost relation equity, that sort of
thing, so ny review of their rates was in reference to
that and to the well-known Bonbright principles that are
pretty much along those lines for their revenue rel ated,
cost related, and practically related, the sane sorts of
t hi ngs, avoi dance of cross -- cross-subsidy, things |ike
that, price efficiency.

So that was part of the benchmark. |f you | ook
backward fromrates into costs, then fromthe point of
vi ew of marginal costs, what we | ooked at was SRP s
practices in terns and net hodol ogies in terns of

estimating the various types of marginal costs wth

Glennie Reporting Services, LLC
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respect to economic theory and with respect to industry
practi ce.

And t hen when you get to enbedded costs, of
course, there are established principles and practices
for enbedded costs, rules for functionalizing,
classifying, and allocating costs fromthe financial
aggregate level to the individual rate cases. So we
| ooked at their nethodol ogies in sone degree of detail.

And so | guess our nain goal was auditing the
i ndi vidual cal culations that went in to the cost of
service nodel or into the margi nal cost cal cul ations, but
we essentially reviewed their nethodol ogy fromthe point
of view of its conformance with industry practice and
econom c theory.

Q Ckay.
A D d that answer your question?
Q Yeah, | think.

And so did you make any recommendations as to
the rate design of the individual rates, |ike, things
li ke the differential between an on and off-peak or the
| ength of TQU periods or anything |like that?

A Wiat we did was we reviewed their plans, their
definitions of, for exanple, time-of-use periods, and
their timnme-of-use periods changed, as you know. And from

our point of view the question was did those tine-of-use
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peri od changes nake sense, and did the rates that
resulted fromthat make sense in terns of the various
princi pals, including gradualismthat SRP espouses.

And from our point of view the change in the
time-of-use periods was entirely sensible given the
significant change in the pattern of whol esal e energy
mar ket prices. And so the rates that they derived based
on those new ti ne-of -use periods makes sense as well, and
t he changes that they nade in the interest of gradualism
t hat depart fromwhat you m ght think of a perfect price
efficiency al so nade sense.

Q Did you provide any constructive feedback to SRP
as to changes that they ought to make or was everything
nostly a yes, this is adequate?

A Vell, if you look in our report, then you'll
find our suggestions in there in a couple cases. But it
wasn't our task to tell them how to redesign their rates.
W weren't hired as managenent's consultant to go into,
say, how tine-of-use periods ought to be changed or how
rates to support solar energy or electric vehicles ought
to be changed.

Qur role was as support for the board to revi ew
whet her managenent's changes made sense.

So fromny point of viewit wasn't ny job or

wthin nmy power to say here's what you ought to do. What
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| do is | speak to the board and say here's the degree to
whi ch | think what they have decided to do as managenent
conports with industry theory and practi ce.

So fromny point of view, | didn't advise
managenent on how to design rates, although |I had
conversations wth them about rate design as part of the
revi ew process.

Q Yeah. M understanding is that the board can
al so make its own recomendati ons as to changes that
shoul d be nade during the pricing proceeding, and so are
you participating in hel ping themdo that?

A That wasn't di scussed, but fromny point of
view, | would think the board would only get into the
process of making recommendations on its own if it were
t he case that nmanagenent had been found to have onitted
sonet hi ng that ought to have been revi ewed or had
undertaken rate changes that the board di sapproved of.
And fromny point of view, |'ve never encountered
anything of that sort in ny review of managenent's pl an.

Q Ckay.

A. And | should interrupt by saying |I'm sucking on
a throat | ozenge because | have partially paral yzed vocal
chords. And so if | look |ike a chipnmunk and ny speech
is altered slightly, I'"'mtrying to stave off the coll apse

of ny ability to speak.
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Q Wll, that -- I"msorry to hear that, and we can
certainly pause if needed. That sounds fairly
significant.

Ckay. So | just want to nake sure | understand
what you just said. So you're saying that in your m nd
the board who's essentially the -- the only regul ator of
SRP in this case wouldn't make any of their own proposals
absent there being sone sort of insufficiency or
i nadequacy to the managenent's proposal. So basically if
managenent didn't do anything wong, then that's what
shoul d nove forward?

A | think didn't do anything wong is sort of a
bare m ni mum type of statenent.

Q Yeabh.

A Because nmanagenent since the |ast price process
has not stuck with the status quo. They have critically
evaluated in ny opinion the changes in the market and in
their custoner base that have taken place over that tine
peri od and have proactively undertaken changes to the
rates and to their costing nethodol ogies that respond to
t hose changes.

So if, for exanple, if managenent had stayed put
and had not changed the tine-of-use periods, | mght have
noticed a difference between whol esale and retail market

price patterns, right? | would have stepped in and said
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managenent has failed to do this, but |I didn't see
anything |like that.

It seens to ne in ny opinion as an objective
reviewer for the board that they responded to the
significant changes in the pattern of prices with an
appropri ate response. Nanely, they changed the tine of
their tinme of use price pattern.

Notice that they didn't go overboard by totally
t hrowi ng overboard their tinme of use price setup. They
pretty much stuck with the tine periods, nade sone
alterations. But in terns of the price levels, they --
they made -- they noved those in a direction of the
whol esal e mar ket changes.

Q And have you presented your findings to the
board yet?

A |'ve presented ny findings to the board in the
Decenber 2 report that you have.

Q Ckay. But you have not net with the board?

A | have not net with the board since then.

Q And you have not, |ike, answered -- have a Q and
A with the board?

A No. In fact, your questions sort of enbarrasses
nme because |I'mthinking, gee, when did | |ast see the
board. And so | don't have that date in ny head. 1'd

have to go and check ny calendar. | apol ogi ze.
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Q But you have nmet with the board at sone point?

A Oh, yes, yes. So |'ve been to Phoeni x and been
to board neetings on nultiple occasions.

Q Ckay. And then is there going to be a board
meeting in which you' re going to be present to present
the findings and answer questions of the board?

A Yes. |'mscheduled to make four trips in the
next nmonth and a half to Phoeni x for board neetings, and
all those are in the public donmain.

Q Ckay. You nentioned that you have suggestions a
couple of tines to managenent regarding -- or to the
board regardi ng nanagenent's proposal within the report.

Coul d you direct ne to those pages so that | can
| ook at those again further?

A Not off the top of ny head, but if | go back to
| ooking at the report, then maybe | can dredge them up
for you.

I'll go and | ook at the executive sunmmary first.
Let nme share ny screen once again.

All right. Let's see, can you see ny report at
this point?

Q We can see it.

A All right. Let's see if | can nmagically produce
I ndi cati ons where | nade a suggestion or two.

All right. It looks Ilike I'll have to dig a
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little deeper. Now, I'mgoing to -- I'lIl slide down to
the bottom and I'Il see if | can find sone nitpicks for
you.

Q | didn't see them So if they're there, |
appreci ate them

A All right. M recollectionis that | had a
recomrendati on about further investigation of pricing
alternatives, but | can't renenber the detail. | think
it mght have had to do with E-28, which was one of the
rates that serves the distributed energy resources
custoners. That's the one that cones to m nd.

And in that case, that rate -- | think it's that
rate. It mght be the other one, E-16 -- | acked a denand
charge, so it still presented a certain degree of
exposure to the other custonmers of cross-subsidy, but
that's the only exanple | can think of that cones to m nd
ri ght now.

Essentially, | think you nay understand that the
basic issue with rates that serve custoners, especially
net nmetering rates, is that whenever a custonmer generates
sol ar power the anpunt that they -- of the bill goes down
by an amount that exceeds the avoi ded costs of the
utility. And so the utility needs sone neans to recoup
fromthose custoners its ongoing fixed costs of delivery.

And so a good approach to do that is to use a denmand
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charge, which prices sonewhat related to enbedded unit
cost .

And so there was one rate that did that, but
t here was anot her that was an energy only rate, and |
think it was E-28. The fol ks across the table from you
can correct ne in that regard.
Q Coul d you --
A So | guess |I'll stop scrolling up and down here

gung ho, but at a certain tinme | think that was ny
recol l ection of one recommendation | had. There may have
been others where | said here's sonething to | ook up for
in the future.
Q Coul d you just clarify because ny under st andi ng
is that the -- because there's the -- there's the E-28
pilot, and then there's the new E-28, and ny
understanding is that the old E-28 does not include DG
custoners, but the new E-28 would be DG and nonDG
cust oners.
Whi ch one are you tal king about?
A | ' m speaki ng of the new one.
Q The new one.
And your concern is that it doesn't have a
demand charge |i ke E-16 does?
A If it's E-28. It was E-28 or E-16.
Q Ckay.
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A The nanagenent guys across the table can rem nd
ne.
But, anyway, there's one rate that | noted
within nmy report that | acks a demand charge, so in that
case what you have -- if you don't recover fixed cost by

a demand charge, Autumm, you tend to recover themthrough
an energy charge. So if you're recovering froman energy
charge, that neans that the energy price is up here, and
t he avoi ded costs are down here.

Q Uh- huh.

A So anytine that sonebody installs a new set of
sol ar panels or uses their existing solar panels that
nmeans that there is a potential | oss of revenue recovered
fromthat custonmer, and it has to be nade up in a general
rate increase.

So our friends at SRP have al ready taken steps
by introduci ng a denmand charge and revising their rates,
and | didn't see a big source of controversy when |
reviewed this.

And in contrast there are other utilities around
the country, of course, that are still dealing with the
fact that they have energy only residential rates that
support distributed energy resources, and that produces a
revenue requirenent issue for them

Q And your firm you do this all over the country;
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is that right?
A Yes. We have clients all over the country.
And are your clients always utilities?
No.
What are your --
Qur clients --

Go ahead.

o >» O > O

A Qur clients are predomnantly utilities, but

31

we' ve al so worked for regulators, and on occasi on we have

wor ked for customer interest groups, so other
i ntervenors, shall we say.

Q And do you find that, well, | guess, in your
experience in nationw de, are demand charges for
residential custoners the nornf

A Ch, certainly not. But they are being given
nore serious consideration than they were in the past,
and precisely for this reason. You'd like to treat your
residential custoners equitably, of course. And so if
you have two houses side by side, one with solar panels
and one without, they likely have quite simlar delivery
costs, but they have quite dissimlar energy costs in
terms of overall level of the electricity delivered and
perhaps the tine pattern as well.

So but those delivery costs tend to be

underrecovered under the traditional net netering rate as
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| think you may understand and as nost utilities are
com ng to understand these days.

Q Do you find that residential custoners
under st and demand charges and how to nanage t henf?

A My answer is a qualified yes. And the reason
it's qualified is, first of all, I don't do surveys or
haven't done surveys with residential custoners even
though I've read the literature, but there certainly are
acceptance issues with people who are unfamliar with
t hem

But I can think of a couple of prom nent cases.
And the one that 1'Il advance to you even though it's a
natural gas case, if you |look at Atlanta Gas Light, it's
a big natural gas distributorship, and it covers Atl anta,
Ceorgia, of course, a couple mllion custoners.

And that utility has a custoner charge and
demand charges for its custoners, but no energy charges
or comobdity charges. The commpdity charges, of course,
are charged by the gas commodity folks in a rather nore
deregul ated narket than you find in electricity.

But Atlanta Gas Light has had their demand
charges in place since 1999, | think. And I've spoken
directly with the rates nmanager of Atlanta Gas Light as
part of ny research. And he said in our case we find

that custoners prefer our denmand charges to their
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commodi ty charges because what it nmeans is that they have
relatively little bill variability. They pay the sane
amount that they always did before, but if you have a
period of extrene cold, the bills don't go up because
peopl e are billed on the sane constant demand charge, and
it's a demand charge that's based on what's called the
desi gned day denmand, which is a worst-case esti nate.

So you take the past 10 years of a gas
custoner's history, find the nost they consuned in a
given nonth, and that's the ongoing basis for billing.

So if you have a cold snap in Atlanta, Georgia, the bills
barely budge. The commobdity side budges, but their
delivery side stays put.

So that's People's Exhibit A in ny opinion of
the virtues of demand char ges.

Q Ckay.

A From nmy own consulting experience otherw se,
electric utilities have tried demand charges and are
experinmenting wwth themnow. Initial experience, as |
recall, was not terribly favorabl e because of the fact
that it's a demand charge and what the heck is this. But
peopl e continue to | ook at those as a vi abl e neans of
equitably billing DER custoners and standard residenti al
custoners who have no distri buted energy resources on

their property.
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Q Ckay. That's interesting. | have sonme
foll owups there, but I1'"'mgoing to nove on just for the
sake of tine.

| wanted to just ask generally a coupl e of
t hi ngs just about your expertise as far as nati onw de
whet her or not it's a standard.

VWhat do you find is a duration of a TOU peri od
that is actually useable by custoners that would nodify
t heir behavi or?

A Vell, you threw nme for a | oop because | was
expecti ng what do you expect is a reasonable price
differential between tine periods that would nodify --

Q You can answer that also. |'mcurious about
that as wel|.

A That's one of those things where sonebody's
bei ng interviewed and said |I'mglad you asked ne that and
t hen answer a different question.

| think the issue for custoners is not what the
time periods are provided those tine periods are stable
over tine.

The issue is the price rati o between an on-peak
and off-peak period. So if I'"'ma custoner, to take a
recent exanple, with an electric vehicle, I'mlooking for
nmy utility to provide ne a period when the utility's

mar gi nal costs are low so that | can find a time to
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charge ny electric vehicle.

The central problem 1| think, in terns of price
rati os these days that utilities confront is that if you
| ook at whol esal e prices, the on-peak to of f-peak price
differentials in whol esal e markets, especially in the
Eastern Interconnection, tends to be things like two to
one and one and a half to one.

And the econonetric or statistical analysis that
you see in evaluating TOU prices over the past 40 years
is that you pretty much have to see a three-to-one
on-peak to off-peak price ratio to detect custoner --
measur abl e cust oner response.

So fromthe utility's point of viewthere' s a
tug-of -war here between representing prices as they are
in the whol esal e market accurately to custoners and
representing prices that will cause custoners to shift.

Now, speaking wholly for nyself here and not for
SRP, only for nyself, what | tell clients consistently is
that a tinme-of-use price regine is an advisable, a
preferable, a desirable set of designs because it takes
advant age of available information |like nost utilities
t hese days. You know, many utilities, not all, have the
ability to record the tine pattern of people's usage
often hourly.

But what you do by offering a tine of use rate
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option is that you get custoners to self-select.
Regardl ess of the degree to which they're going to nodify
t heir usage, they self-select to an option that neets
their needs. And your custoners who are strongly peak
coi ncident self-select the flat rate, the custoners who
are not peak coincident select the TQU rate.

You can -- as a utility you can have nandatory
TOQU structure. That's okay too. But -- and the basic
idea is that with tine varying pricing you get an
i nproved match on a custoner-by-custoner basis and on a
cl ass basis between the prices they' re being charged and
the bills they're paying and the costs to serve the
cust omer.

So it doesn't have to be the case that the TQU
prices have to be three to one. It doesn't have to be
t hat you have the exact TQOU periods that match whol esal e
mar kets. What counts is that as far as -- as well as you
can do it that you do your best to match custoners' cost
to serve with the prices that you' re charging.

Now to get to the SRP side of things and stop
being a professor for a mnute, SRP has seasonal and
time-of-day pricing that does a very good job as far as
| " m concerned of matching the tine periods that you find
in the generation services markets with the time periods

that they've set up and then also that extends to the
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prices that they have applied.
Q It's interesting, though, because nost of the, |
think, it's maybe, like, | saw two of the rate plans have

a pretty substantial differential between an on and
of f-peak, but, |ike, the new -- the new plan E-16
doesn't. It's not even close to three to one.

You didn't nake any recommendations as to
nodi fication of the differential in any of the plans?

A No, | didn't.

And | think what's in the back of ny m nd here
is that you don't have to necessarily have custoner
uniformty or price pattern uniformty fromrate to rate.

So you can think of custoners who tolerate TOU
prices well, others who prefer flat rates. So it's not
t he case that you have to | ook down through the price
portfolio of a utility and say how cone this rate differs
fromthat.

And | can think of, | guess, an exanple in the
deregul ated narket that m ght supplenent that. |[|f you
| ook at any of the Texas generation services providers,
Direct Energy is one that I'mfamliar with, you'll find
a half a dozen rates avail able to residential custoners.

And they're first differentiated by a degree of
commtnent, three years, two years, one year, nonth to

nonth, and then they're also differentiated by tine
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periods. Sone are flat. Sone are strongly TOU. Sone
are weekday, weekend.

So SRP is doing a good job of m m cking what |
see in a wholly deregulated narket in that there's a
variety of TQU price patterns out there.

Q | ' msurprised to hear you say that you don't
think that the duration of a TOU period matters because
it would seemto ne that that woul d have a direct inpact
on the |ikelihood of nodification of behavior or even the
ability to nodify one's behavi or.

So you nentioned before in a parallel to a -- to
a wnter peaking utility or, you know, worrying about
cold snaps you can't precool a home in Arizona for five
hours. And so to ne a five-hour on-peak period seens
li ke that would dramatically inpact the original point of
having a TQU period, but you think that that is
irrel evant ?

A Oh, okay. | think I struggled wth your
question when you first asked it because you keep telling
me, Bruce, talk to ne about tine periods. So having
wandered all over the map inadvertently in a struggle to
answer that question, |I'll try to cone back to it and
answer it alittle nore directly.

Yes, the tine periods matter. And, in fact, we

advi se clients when they ask us to to in terns of hel ping
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to pick tinme periods. And when we do that, we often
depict tine periods by | ooking at the pattern of narginal
costs, wholesale prices, and try to create select tinme
periods that create the biggest differential possible
bet ween on and of f-peak prices.

So fromthat point of view, we agree
whol eheartedly with you that the choice of tine period
matters.

Now t he question is, well, why do we have, say,
prices |like, say, a three-hour window in sone cases and a
five-hour wi ndow in other cases? And that's sonetines a
matter of custoner conveni ence or custoner preference. |
can think of an exanple where | think it's Xcel Energy at
one point in Mnnesota had an on-peak TOU w ndow, but
there were three TOU wi ndows. There was 5 to 10, 4 to 9,
and 6 to 11.

And what they were doing was they were setting
up tinme periods in this case of equal length in order to
have people nodify their behavior and snooth the behavi or
over tinme so that when the peak period ended not
everybody in the world started their applications, their
end uses at hone.

So there may be some of that going on with SRP,
although I didn't inquiz about that, and that hasn't cone

up. But fromthe point of view of the utility, there's
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nore at work than just the tine pattern that you see in
whol esal e narkets. You have to consider custoner
preferences and custoner capabilities as well.

Q Yeah. You nmentioned that you thought three to
one was appropriate to nodify behavi or.

What do you think is the correct duration if the
goal is to nodify behavi or?

A To ne that question doesn't make sense, and |
don't nean to insult.

Q | nsul t away.

A Right. So let's think about nodifying custoner
behavi or.

VWhat | think | said to you before nay have
seened a little strange because ny attitude was sonet hi ng
li ke, well, you don't necessarily need to worry about
getting custonmers to nodify their behavior.

What you need to do as a utility -- this is what
we tell our clients when we're hired to consult wth
managenent is -- to | ook at the whol esal e market and t hen
set TQU prices and TQU tine periods to reflect the
pattern of costs that you face and then |l et custoners do
what they want.

So fromthat point of view, you can depart from
that you m ght have a rate design objective that

encourages nodification of behavior. So if the whol esal e
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price differential is two to one, you mght say we're in
atransition period, I'd like to offer three to one even
t hough it doesn't mimc the whol esal e market exactly.

So from-- fromthe utilities point of view the
peopl e who are engaged in rate design take as their
gui dance whol esal e narket conditions and the
circunstances of their custoners and then naybe the
ci rcunstances of the previous TQU price patterns that
they had, timng patterns that they had.

So, for exanple, you m ght invoke the principle
of gradualismto nodify partially to your satisfaction
but not wholly the tine periods that are avail abl e.

So fromny point of view, if you say here you
go, Bruce, here's the utility who are giving you carte
bl anche, go and design tine periods that pl ease you,

m ght say, okay, |I'mgoing to say, okay, |I'mgoing to be
a hour rate power guy, and I'mgoing to start by picking
time periods that exactly match the whol esal e nmarket.

So it |looks |like the greatest on-peak or
off-peak differential is 8 aam to 3 p.m thanks to the
influence of California it |ooks |ike the off-peak
period, and then 4 p.m to 10 p.m that's the cl osest
thing | can get to an on-peak period, and then the md
part period is everything el se in between, okay, speaking

of weekdays now.
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But | would then cone back and say, well, let's
consi der your current circunstances, and that m ght cause
me to alter what | recommend. Who are ny clients? Are
they electric vehicle clients? Well, was there a narrow
w ndow between 8 and 3 where ny prices are especially | ow
or are the prices pretty nuch uni form betwen 8 and 3?

Is it uniformbetween 8 and 3?7 GCkay. Geat. |If there's
a narrower w ndow that's | ower priced, okay, let's try to
identify that.

Q But, | nean, you get that we're seeing
electricity demand astrononmically grow, and the utilities
are setting peak after peak al nbst annually and that SRP
itself has a whol e bunch of prograns to reduce demand,

but you don't think trying to nodify customer behavior is

i mportant?
A Not quite in the sense that you have in m nd.
Q Ckay.
A VWhat I'd like to do -- if I"ma utility person

speaking as ne, not SRP, speaking as ne, is |I'd like to
show ny custoners what the margi nal costs are and then
have t hem nake deci si ons.

Now | et's do a sub bullet on that. R ght now
we're seeing rapidly increasing capacity costs. There
was a big dustup in PJMa few nonths ago because the PJM

aucti on had produced capacity changes fromhere to here
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wth very short notice, okay?

So as an hour rate power economst, I'd like to
see those price show up in nmarginal cost estimtes and
t hen show up in rate designs.

But it's -- you know, fromny point of view, if
l'"ma utility person and I"'mtrying to -- I'mtrying to
provi de service to ny custoners, | want to tell ny
custoners ny prices. Subject to revenue sufficiency I
want sufficient prices. | want to respect the principle

of gradualism so | want to nmake sure that | have costs
reflecting prices, you know, energy prices, denmand
prices, and custoner charge prices which reflect ny
enbedded unit of costs.

So fromny point of view, I"mnot going to
necessarily post prices because | want ny residenti al
custoners to cone to ny rescue and reduce ny peak
demands. | want to post prices that tell custoners what
ny margi nal cost of denmand is. So if | can do that wth
a certain anount of success, then ny customers and | wl|
work together to restrict the growh of demand, and by
pricing efficiently we will deliver shared benefits.

Q So I'I'l just ask one | ast question just shifting
gears a little bit.

One of the other consulting reports nentioned --

and | just want to get your take on this given that you
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do work nationally, the other report on just sort of
utility trends said that electricity rates increases are
bel ow i nfl ati on, and they had a ten-year average there.
And | think that's interesting because, you know, if you
go back far enough, you know, the average is al ways bel ow
what you mght want it to be.

But for the last five years, according to
Law ence Berkel ey National Lab, at |east since 2019
electric rate increases are closer to 5 percent, which is
above inflation, and do you have any reason to disagree
w th LBNL?

A Well, | haven't seen that directly, so | think
woul d confine ny comments to sayi ng el sewhere | have
observed sonething |like that, and you're correct in that
t he choice of the end point matters. |f you choose 2000
and -- if the year 2000 is what you choose, you get a
different result than if you choose the year 2016.

So you can | ook back 50 years, if you like, but
electricity prices in ny recollection, again, right off
the top of ny head pretty nmuch have tracked inflation,
maybe have been slightly below inflation.

One question m ght be suppose you picked a
five-year period |ike the past five years where they've
out paced inflation, does that give you policy guidance

about what ought to be done? And | would be extrenely
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skeptical of any attenpt to engage in policy guidance.

Let nme give you an exanple. M/ own utility
here, Madi son Gas and Electric, used to tout that their
rate increases were well below inflation, and, of course,
what had happened was that their rate increases were well
bel ow i nfl ati on because they hadn't invested in any new
generation or transm ssion capability for 15 years. So
as soon as it becane necessary to neet their new capacity
obligations all of a sudden their rates ranped up and the
boasti ng had to stop.

So fromthat point of view, you have to be
pretty careful about |ooking at trends two year, five
year, ten year when maki ng i nferences.

Q When you say you'd be hesitant to give policy
recommendati ons, do you nean you in your role as the
consul tant or you nmean broadly that you shoul dn't give
policy recommendations to a utility about their rate
desi gn?

A | guess in ny role as a consultant | ought to,
you know, not put on too many hats at once.

But if I"'mdoing -- if I'mlooking at sonebody's
enbedded cost of service study, the only thing you can
put in there is your |legitimte expenses and your
contribution -- your rate of return on rate base that's

used and useful .
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So in the case of Madi son Gas and El ectric they
hadn't built anything in a while so that their rate base
kept declining slightly, so the rates couldn't go up.

But as soon as they started buil di ng new generation and
transm ssion capability, then the rates ranped up in
response to that.

So, you know, | had no policy role. | didn't --
first of all, MX&E is not ny client. They're just people
who gave ne the electrons, right? So but fromtheir
point of view, there wasn't any -- a consul tant advi sing
t hem woul d be advising themto recover the costs that you
face.

If you were advising themw th respect to
mar gi nal costs, you mght say, well, | know you don't --
you weren't building anything new right now, but go and
take a | ook at the margi nal cost of capacity in the M SO
market, and if that's high, then you m ght want to
i nclude sonething like that in your demand charges for
| arge custoners, for exanple.

So that's an illustration of how | m ght advise
a client go about providing for the fact that their rates
were currently |low but the market was telling them
sonet hi ng ot herw se.

M5. JOANSON: | think I can end it there.

Thank you so nuch.
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MS. GLOVER:  Thank you, Autumm.

MS. POTTER | actually do have sone
redirect if that is allowed or sone foll ow up questions.

M5. GLOVER Oh, sure. That would be fine.

M5. POTTER Okay. G eat.

| NTERVI EW CF MR, CHAPNMAN
BY Ms. POTTER
Q Thank you, M. Chapnan. | apologize. M nane
is Caryn Potter. I'mwith SWEEP. | just have sone

foll owup questions after Ms. Johnson's questi ons.

A H Caryn, | can't see you, but | know you're
t here.
Q Good norning. |I'min the background so you

can't see ne.

A Yeah.
Q Just a couple of followup questions. Thank you
so mnuch.

M. Chapman, in your work across the country
wth other utilities, what price differential for a tine
of use rate has rendered the hi ghest nunber of custoner
adoption in regards to that particular price plan?

Do you have kind of a sense or have you seen
sonething in terns of case studies or your own personal

experi ence?
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A Are you speaking of residential custoners only,
Caryn?

Q Correct.

A Ckay. So if you think of residential custoners
only, regardless of price differentials, historically the
rates of adoption where TOU was voluntary have been
really quite low, you know, half a percent, 1 percent of
t he popul ati on.

And the key ingredient in that regard has not
been tinme of use price differential, although it hel ps
because people by shifting load if the on-peak or the
off-peak differential is high can get greater benefits.

The key thing is the degree to which the utility
attenpted to nake the new TQU rate revenue neutral to the
old. So if you had a residential custoner paying you on
average a hundred bucks a nonth and you designed a rate
so that they would still pay you a hundred bucks a nonth
in the absence of shifting so that the only benefit they
got was shifting, then a conbination of status quo bias
and a m scharacterization of customer cost usually
resulted in these tiny rates of participation half
a percent and 1 percent.

So technically in order to boost tine of use
rate participation anong residential custoners, it wasn't

the on-peak to off-peak price differential that you had
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to offer. You had to offer them sone sort of either cash
or noncash benefit. W'IlI|l give you free energy audits or
hel p you with your insulation programor we'll just have
a straightforward di scount.

And those things were well intended but hard to
justify. Regulators would rake utilities over the coals
about cross-subsi dy.

VWhat we | earned since then is that they kind of
got it wong, and the reason for that is that when you
offer a TOUrate as | was saying earlier, the people who
gravitate toward a TOU rate are the people who are | ess
peak coincident in their usage than the other people.

The peak coi ncident custoners, they had a flat rate
because their bill would go up.

So if you think of introducing a TQU rate, then
t he people who self-select on that TOU rate are those who
have experienced a bill decline. |If you try to nake the
new rate sonmething that's revenue neutral to the old
rate, you end up charging custoners who have a | ower cost
to serve the sanme price as people who have a hi gher cost
to serve.

So in an ideal world a TQU rate has m snat ched
or different costs to serve but ought to be matched by
different pricing. So the theory that people always had

that you have to be revenue neutral wth your TQU rate
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option has cone to be sonewhat discredited. So the way
you get TQU -- voluntary TQU participation is you
recogni ze the custoner's cost of service to serve
relative to the people who are nore peak coi ncident.

Q Thank you, M. Chapnan. Let ne pl ease rephrase
that question. |1'mhoping to get nore to a specific
exanpl e that you can denonstrate from your expertise and
the work that you have done in terns of an exanpl e of
hi gh custoner adoption of time of use, TOU. So not
necessarily looking at the entire population of utility
custoners, but any specific exanples where the subset of
those utilities custonmers did enroll or adopt --
voluntarily adopt a tinme of use rate, what was that price
differential that you saw as that hel ped to nake that
nor e successful ?

So is there any -- regardl ess of what the
percent age of conversion to a tinme of use rate was, can
you provide an exanple of what that price differenti al
was so we can understand in your opinion and from your
experi ence?

A | apologize. | see now !l didn't directly answer
your question.

So fromny point of view, ny experience in this
case is looking at the literature. And if | think of a

coupl e of exanples |ike Duke and Xcel, | think there are
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cases in their various service territories where they've
acquired residential custoners in goodly nunbers for
time-of -use prices.

| don't recall what their on-peak to off-peak
price differentials were, but I think if you |l ook at Xcel
in Colorado, you'll see higher price differentials there.

| realize that's an inconplete answer to your
question, but that's the best | can do.

Q Thank you. | do appreciate that.

And | guess one other follow up, have you | ooked

at any of the price differentials for tinme of use rates

set by other Arizona utilities as a --

A. | haven't.
Q Ckay.
A. No.

M5. POTTER. Okay. Thank you very nuch.
That's all | have.

MS. GLOVER: Thank you, Caryn.

W are a little over an hour in. Does
anyone need a qui ck break? Should we take five before we
start with Steve?

(Recess from10:47 a.m to 10:56 a.m)

M5. GLOVER We'Il pick it up with Steve.
/1
/1
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| NTERVI EW CF MR, CHAPNMAN
BY MR NEI L:

Q M. Chapman, ny nane is Steve Neil. I'ma
custonmer. And this is ny fourth pricing process. Though
the first one | didn't really do anything but just | ook
around and go what is going on.

So | have sone topically arranged questions.
And I'lIl -- based on the previous answers, | think
m ght be getting too nuch in the weeds for the -- what
you were asked to do, so I'll try to skip sone of that.

So you do have sone comments in your report
about data centers or large custoners, so let's talk
about that for a little bit.

| n page 27 you use the -- you say that the E-67
rate design appears tailored to the provision of
cost-effective service to new | arge custoners such as
data centers.

And then on page 25, quote, "New E-67 custoners
are required to pay demand charges that are based on
billed demand that are the | arger of actual demand or
80 percent of forecasted demand, " unquote.

So I'mwondering if you can descri be what you
observed in the E-67 plan, what -- your analysis of it.

A |'mnot quite sure what you're asking ne to do.

Are you asking ne to expand on what | wote there?
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Q Yeah. Well, define cost-effective, then.

A Ckay. Well, | think there's no issue with the
factual nature of what | put on the page; is that
correct?

Q Ri ght .

A Ckay. So you said | used the word

cost-effective that was sonewhere on page 257

Q 27.

A 27, okay.

Q Yes.

A Let me go and | ook at page 27 here.

53

Ckay. OCkay. So, "As well, the E-67 rate design

appears tailored to the provision of cost-effective
service..."

So what do | nean by cost-effective is what
you're asking; is that right?

Q Yes.

A Right. So essentially cost-effective service
fromny point of viewis service where you provide
electricity service and bill for it in such a way that
you neet the basic criteria for successful rate design
and you neet the rate design objectives.

So are you charging the custoner their costs to
serve? Are you naking sure that you avoid cross-subsidy

bet ween custoners?
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Do you have prices that reflect in sone sense
the notion of efficiency such that the energy prices
based to sone degree or have sone relationship to the
mar gi nal costs of generation services, for exanple.

So fromthat point of view, cost-effective to ne
nmeans are you neeting the criteria that you have set for
yourself in terns of serving custoners generally.

Q Ckay. And you noted that the E-67 plan has
provi sions for new custoners, new | arge | oad accounts |
think is the term nol ogy SRP uses.

Do you have any -- have you done nuch work in
the data center field?

There's a |l ot of buzz in the market nowadays
about data centers and the rapid growh and the
increnental costs of themand things like that, the
mar gi nal costs of -- your report didn't speak to that,
but I wonder if you could add anyt hi ng?

A My straight answer is no in the sense that |
have not designed a rate specifically for data center
custoners. However, |'ve spent a good chunk of ny career
designing rates for a broad range of custoners, including
| arge custoners, many of whom have, say, site generation
so they need standby rates, things |ike that.

So I'mfamliar enough with what needs to be

done to design rates to serve large custoners. And let's
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face it, data centers aren't the first |arge custoners
out there.

Q Ri ght. GCkay. Have you by chance read any of
t he Concentric Energy Advisors' selected utility trends
report?

A No, | don't -- well, | nmay have in the past, but
| haven't read anything like that.

Q It was provided to SRP as part of this pricing
process, not that one.

You haven't read it? Ckay.

A | may have seen it -- | saw the Concentric

Energy Advisors present in front of the board, so |I've

seen what they were saying.

Q Ckay. Al right. | think that will -- sone of
the things that Concentric says is that -- you know,
that -- if | can quote sone of their words here, quote,

"Fi nanci al assurances of cost recovery," unquote. Quote,
"Significant infrastructure investnents," unquote.

Quote, "can lead to higher rates for other custoners if
not managed properly," unquote.

Quote, "Establish contract terns with m ni num
service lengths and fees for early termnation. M ni mum
bills and collateral provisions in the form of cash
guar ant ees, " unquot e.

So those are sone of the things that they stated
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in their report.

VWhat do you -- did you find in your review of
the SRP 67 plan along that |ine?

A Well, | guess one thing | should say is that
sort of question is sonething |I've been working on for
sone tine wwth one particular utility custoner that I
have, and they have exactly the sorts of things that are
arising in their level of worry right now.

So if you're going to serve a |l arge new
custoner, then how do you handl e a transm ssi on service
request fromthat custoner?

VWhat happens when nultipl e peopl e have
transm ssi on service requests, how do you handl e t hose.
Sol amfamliar with those topics to a certain degree.

So let's get back to your question. Wy don't
you repeat the tail end of the question because that
parent heti cal thought occurred to ne while you were
asking it.

Q Yeah. Wat -- what did you see of this nature
of di scussion about new | arge custoners in the SRP
pr oposal ?

A Vell, the only thing that |I've seen is what's on
paper essentially in their report about new | arge
custoners. They aren't discussed extensively on how t hey

intend to treat data centers.
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Q Ckay. Al right. I'mgoing to take a little
aside here and tell you a little something. You were
| ooki ng for your recommendations. They're on page 18 of
your report.

A Now, whi ch recomendati ons?

Q You may - -

A The tail end of ny executive --

Q Yeah, two recommendations in the mddle of -- in

t hese two paragraphs here in the mddl e of the page which
you probably can't see under consulting assessnent you
used the words "we recommend"” twi ce there in those two
par agr aphs.

A Vell, I"msure |'ve used "we recommend” a nunber
of tinmes, yeah. |I'm|looking at that page now.

Q Yeah. So that m ght hel p whoever asked that
question get an answer to that.

Al so, there was anot her aside --

A Thank you.

Q -- Autumm asked a questi on about the
differential between prices, and then E-16 plan was
di scussed, but it was not nentioned that part of the
differential of that plan is the demand charge. So it's
a two-conponent differential on E-16 on -- on it's both
kWand kWh. So that -- maybe, Autumm, that m ght help

answer your question. So the --
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A Well, when | think about price differentials, |
think I was speaking in general w thout direct reference
to E-16 as | recall, but you may recall differently.

Q Yeah. We spoke about E-28 and E- 16.

A Ckay.

Q All right. So I'dlike to talk alittle bit
about the Bonbright principle of choice that you nention
in your report. And so one of the -- I'll go ahead and
just make a statenment and not ask you any questions that
woul d be difficult to answer.

So the number of plans available to the
residential class if this proposal is approved as witten
wll be 13, 13 plans. Eight of those are available to
peopl e wi thout solar and without an EV. N ne if they
have an EV. And then a separate five plans are avail able
to those with distributed generation and a sixth one if
t hey have an EV.

So all total that -- so the m nimum a person
coul d have to choose fromor the choice they would nake
woul d be five plans, and the naxi num woul d be ni ne, which
these are big nunbers in ny experience in the electric
utility business.

So | just wanted to get your thoughts about
choi ce.

Did you have any di scussions wth SRP about how
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to help custoners make this choice?

A Managenent wasn't aski ng ne about that question.
| n ot her words, nobody said to ne, M. Chapman, what do
you think the best way of goi ng about hel pi ng custoners
choose a rate plan is.

So as you probably know, Steve, there's sone
utilities that have online devices that hel p people do
that. You know, if you can choose between rate A and B,
we'll put your billing determnate at it |ooks like you
can save 2 percent if you go to this other rate.

But | never had discussions with SRP about the
mechani cs of hel ping the custoner -- hel ping custoners to
choose.

| think what's in their report, and they can
correct ne if I'mwong, though, is that they're engagi ng
in a certain anount of rate consolidation in this rate
application, and so that has two aspects to it. One is
that it's sinplifying, and the other is it's reducing the
range of choi ce.

But in ny view, when | reviewed that, | did ask
nmysel f the question are they materially reducing the
range of choice, and | eventually concl uded that they
weren't because what they were doing was they were
openi ng up new designs that are tailored nore closely to

current circunstances and are perfectly capabl e of
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serving a broad range of custonmers and cl osing out rates
that either are out of date for one reason or another or
just are not well subscri bed.

So fromny point of view, | concluded that in
t heir evaluation of the question of custoner choice
versus sinplicity that they were using, | think, fairly
judicious judgnent. And that's redundant, isn't it?
They were being judicious in nmaking the rate design
choices that they were.

Q Ckay. Yeah, it's true the choices expand upon
approval of the price of the proposal, and then they
narrow |l ater this year. Late this year the choices
narrow greatly. And then people -- and then four years

after that, sone of those choices go away, and people

W ll be transitioned to one of the three plan -- four
pl ans: E-23, E-24, E-16 and E-28. |1'mgetting a nod.
Ckay. Al right. 1'dlike to nove on to

pricing study kind of questions.

So you noted in your report that SRP has
transitioned away fromthe traditional 4CP kind of
approach to the peak part of the peak and average pricing
nmet hodol ogy, and they' ve noved towards a | oss of |oad
probabi lity wei ghted peak approach.

So do you know of any other utilities using this

| oss of | oad probability wei ghted peak approach to their

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

61
pricing?
A Yes. | believe that it's in use for anybody
who's in the business of recognizing whol esal e pricing
because -- because that coincident peak nethodol ogy cones

froman era where utilities considered thensel ves to be
i sl ands.

So quite properly SRP is saying we're no |onger
an island. Qur links with other jurisdictions are
growi ng. Wat is the piece of proxy information that
w |l best indicate the degree of cost exposure that we
face? So the answer is, yes, there are other utilities
who are using sone formof market reflecting capacity.
You know, capacity cost, LLP, loss of |oad hours, those
things are appearing in cost studies now.

Q Ckay. And just like when | ask ny children can
you cl ean your room and they answer yes but don't clean
it, I"'mwondering if you could al so give ne the nanmes of
sonme of those utilities?

A | haven't seen those in the recent cost of
service studies that |1'"ve done. It's just -- | think
it's nmy inpression that |'ve heard about those. Let's
sort of qualify that. | have heard about those in other
cost of service studies that you' ve see in other
jurisdictions.

Q Ckay. Al right. D d you see -- did you work
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on the -- did you study the LOP -- LOLP study?

A | did not. They provided me with infornation,
but I haven't audited the details of their LOLP
cal cul ati ons.

Q Ckay. Al right. 1'll skip sone questions
t hen.

A | guess just to supplenent that our firm has
regularly | ooked at LOLP and conducted LOLP cal cul ati ons,
so they're not strange to us or new or innovati ve.

Q Ckay. But, yes, ny questions are particular to
this process here, so --

A Sur e.

Q So the current peak pricing hours go to
8 pm -- well, I"'mgoing to stop that question. You can
erase it, if you like, Jennifer.

All right. So ny |ast question was about the
renewabl e energy credit program | just wondered if you

had heard had any di scussion with SRP about their plans
to i npl enent a renewabl e energy credit progranf

A Vell, I"ve reviewed their docunentation and
di scussed it with them yes.

Q Ch, okay. So any -- do you think it's
appropriate and you think there's -- well, 1'd |ove to
hear your thoughts on it.

A Wll, I don't know It's -- ny report, and
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especially when | got to the rider section, had sonething
to do wwth -- had sonmething to say with that with respect
to that and how they were using it in the future.

didn't spend a ot of tinme setting out the details.

But the basic idea is that given the changes in
the way renewabl es are priced these days that | thought
that they were sensibly responding with their new
renewabl e energy credit design.

Q Ckay. Al right. Well, | just did a Google
search for anything related to | oss of | oad probability.
There's quite a bit about that, but peak -- | throwin
the word peak in there, and | got zero results. Well, |
got one result. It was SRP. So I'd just like to state
t hat .

A My inpression in using the web to find cost of
service information is that it's always at one renpved or
very often one renoved. You have to go and find sonebody
el se's cost of service study, |ook at the tables, and
read things specifically because the background is
usually at a very high | evel.

Q Yeah. Well, I'mnot |ooking for an expl anati on,
just a hit, so thank you very rmuch.

M5. JOHANSON: Could | ask a clarifying
question on sonething, which is just --

MS. GLOVER: Sur e.
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| NTERVI EW CF MR, CHAPNMAN
BY MB. JOHNSON:

Q When you were saying that you'd reviewed the REC
program are you tal king about the REC programthat the
pricing proposal says would be forthcom ng, or are you
tal ki ng about the new export rates for solar under the
new price plans?

A Vell, this is under the riders section of the
report; correct? Was that where we were tal ki ng about ?

MR NEIL: There is sonething there; right?
But there's a new sonething el se com ng out soon too
that's been tal ked about during this pricing process. It
says that nmanagenent's going to propose it after the
price.

M5. GLOVER:  Sure. | woul d suggest we
tabl e those questions. And when we have the nmanagenent
panel ready to go, | think they can address those for
you.

MR. NEIL: Thank you. Yeah, | can.

MS. JOHNSON: Can he just clarify which one
he was tal ki ng about ?

M5. GLOVER Sure. O course.

BY MS. JOHNSON:
Q VWi ch one were you tal king about ?

A | forget the context exactly, but so can you
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repeat your question. | realize |I'mnot being hel pful,
but let's -- let's try to hone in on the question just to
make sure.
Q Well, | was just -- | was asking you about

St eve's questi on.

You said that you'd reviewed the new REC program
proposal, and are you tal king about the proposal that is
forthcomng after the pricing proceeding, or are you
t al ki ng about changes within the pricing proceedi ng?

A Well, what |I'mtal ki ng about is what appeared as

changes in the riders --

Q Ckay.
A -- as part of a -- as part of the rate design.
Ckay? So --

MR NEIL: And | may have thrown you off by
using the wong word. | think |I used the word credit
instead of certificate.

MR CHAPMAN:  Yeah.

MS. JOHNSON: Ckay.

THE W TNESS: So, okay, maybe | don't need
to say nore, but | was trying to remenber what it said in
the rider area.

M5. JOHNSON: Coul d you give us a page
nunber ?

VR. CHAPMAN: | think I was thinking --
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the -- the report tal ks about the Carbon Reduction rider
and the Energy Attribute Certificate rider, and | believe
you' re tal king about sonething else; right?

M5. JOHANSON: That's right.

MR NEIL: Page 28, 29.

MR. CHAPMAN.  And ny reference to that
particul arly was on page 29.

So, anyway, | don't know if that answers
your question, but anyway that's what | think I was
t al ki ng about .

M5. GLOVER: Ckay. Do you have any nore
foll owup on that?

MS. JOHNSON: | don't see anything on
page 29 related to either of these things.

Are you tal king about 29 of your report or
your proposal ?

MR CHAPMAN. O ny report on page 29 |
menti oned the Carbon Reduction rider and the Energy
Attribute Certificate rider.

MS. JOHNSON: Ckay.

MR CHAPMAN. So -- and so, | guess, the
question was is that what you had in mnd or are you
t al ki ng about sonet hing el se?

So because | | ooked at those -- the

docunents pertaining to those riders.
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MS. JOHNSON: Ckay.
M5. GLOVER: Does that clarify it for you?
M5. JOHANSON: Clear as mud. |I'mgoing to

leave it there. | don't think we're going to -- | don't

think it's going to get better, so |I'mgoing to nove on.

MS. GLOVER: Steve, did you have any nore

questions for Bruce?

MR. NEIL: No.
M5. GLOVER Are there any other questions

for Bruce?

much.

tine.

Ckay. Thank you very much, Bruce.

MR. CHAPMAN.  All set? Thank you very

MS. GLOVER: Thank you so nuch for your

(Bruce Chapnan |eft the neeting.)

M5. GLOVER  Ckay. Soit's alittle early,

but it seens like nowis the tine to break for | unch. I

think we can have it brought into this roomhere shortly

if that works for everyone.

12: 30.

time?

| woul d suggest maybe we cone back at
That's about an hour and 15.

Does that sound |i ke a reasonabl e anount of

MS. HETH. Let's go off the record.
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(Break from11:17 a.m to 12:07 p.m)

M5. GLOVER Wl cone back from | unch
W're ready to start the afternoon portion of our
sessions today, which will be questions of SRP staff.
Based on the topics and questions that the interviewers
provi ded in advance, we've gathered the people here that
we think are best positioned to answer the questions.

Again, if we have questions that are
related to the price process but mght require input from
others, we take note of those and bring other people in
i f need be.

A refresher of who's here: Brandon
Shoemaker, John Tucker, Mark Carroll, and Karl Sandstrom

And wth introductions done we'll go, at
| east start in the sane order, to Davi d.

MR BENDER  Thank you

So | pose a question to the panel, and they
answer ?

MS. GLOVER: Yes.

PANEL | NTERVI EW BY MR BENDER

MR BENDER Okay. To kind of sunmari ze,
it's nmy understanding the price changes here for
residential custoners wll be basically setting fixed

charges or custoner charges the sanme across al
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residential price plans.

MR. TUCKER: Yeah. And to clarify, they
are the sane already across -- in a sense they're the
sanme across sol ar or nonsol ar custoners as to what we're
doing. One of the things we're doing is kind of
reconbi ni ng those classes. So all solar nonsol ar
custoners can participate in the sane tinme of use rates.

MR. BENDER: For nost, right?

So, like, for exanple, |ike, solar
custoners woul dn't have an option |ike E-23?

MR TUCKER Right. So -- exactly. So
they can all participate in the sane TQU rates, but,
yeah, not a basic -- not the basic price plan.

MR. BENDER: And then they also -- solar
custoners won't have access to either E-21, E-22 and
equi val ent, which you're going to phase out, but for the
next four years they'll still be --

MR TUCKER. Well, sorry, so, yeah, those
rates are proposed to be frozen, and no one can nove on
to any of those rates if the proposal's approved and
effecti ve Novenber. And then the E-28 price plan is
intended to be kind of the E-21, EZ-3-type successor,
whi ch, again, all custoners can participate in.

MR. BENDER: Ckay. And then so then you're

closing to new custoners and phasi ng out by Novenber 2029
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E-15 and E-27; is that right?
MR, TUCKER  Yes.
MR. BENDER: And there are -- there are
al so what we'd call |egacy solar custoners |like pre-2014~

MR TUCKER  Yeah, |'d say pre-2015.

MR. BENDER: Pre-2015. And they have,
l'i ke, kind of classic net netering?

MR. TUCKER: They do.

MR BENDER Right. And they're
gr andf at hered for 20 years?

MR TUCKER 20 years fromthe instal
date, if I'mnot m staken.

MR. BENDER: Ckay. And then what happens
to themif their plan is phased out in 2029?

Ri ght, because they're on plans that are
not sol ar-specific plans; right?

MR TUCKER  Ri ght.

MR. BENDER: Ckay. So what happens to
t henf

How do they retain net netering for the
full 20 years if all the price plans that they're on are
gr andf at hered; right?

Because you're -- if | understand the
proposal right, you're to transition people on those

price plans onto sonething el se?
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MR TUCKER:  Yes.

MR. BENDER: Ckay. And those sonething
el se don't have any net netering provisions explicit in
t here?

MR TUCKER  Yes.

MR, BENDER Right?

So are they -- are those kind of |egacy
pre-2015 sol ar custoners still going to have net netering

if they're kind of noved with the rest of the cl ass?

MR TUCKER: | think the intent with the
grandfathering was to allow themto not require themto
go on to these solar price plans that we were requiring
strictly for solar custoners.

So in ny mnd now that we've noved away
fromthat or the proposal at |east noves away fromt hat
worl d where all custoners are on the sanme price plan, |
don't think the intent was to necessarily allow themto
stay on their given rate for that 20 years. | think it

was nore about the structure that was uni que to sol ar

cust oners.
MR BENDER  Yeah. | think I'm asking
sonething different. | don't think I'"masking it well.
The net netering -- the | anguage in the

tariff that allows themto net neter, the | egacy

custoners, right, that's part of the tariff that's being
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sunset, and the tariff they're noving on to doesn't have
anyt hi ng equivalent; right?

So what's the tariff nmechanismthat all ows
themto still net nmeter once they're transitioned on to
the new tariff?

MR TUCKER: So as | -- as | think about
the --

MR, SHCEMAKER: Well, | was just going to
try and clarify with Karl that the E-23, right, that
is -- I"'msorry. | was just talking about the E-23
confirmng with Karl that E-23 does still have that net
energy netering provision?

MR. SANDSTROM Correct. E-23 wll remain
open, and those custoners who are on the renewabl e net
metering rider will take service under E-23 once the
rates are fully phased out or frozen or sunset in 2029.

MR SHOEMAKER: Thanks.

MR- BENDER So |l et ne nake sure |
under st and t hat .

But the E-23 is remaining, so that's not an
i ssue?

MR. SANDSTROM  Yeah.

MR BENDER All right. So this would be
what ever the subset of custoners are that are

grandf at hered net netering customers pre-2015 but are on,
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what, E-15 and whatever the -- whatever the --

MR TUCKER: It could be E-21 would be an
exanpl e.

MR. BENDER  E-21

MR TUCKER: As an exanpl e.

MR, BENDER: AlIl right. So they'll be
transitioned on to E-23?

MR SANDSTROM  Yeah. So the
grandf at hering was the structure of the net netering, not
necessarily the rates specific. And so they will still
be able to take service under E-23 with their net
nmetering rider renmaining for them for that grandfathered
peri od.

MR. BENDER: Ckay. But is there a way for
themto nove -- if they're on a tinme of use now for them
to remain on a tine of use and net neter?

MR, TUCKER  No.

MR. BENDER: Ckay. So they're going to
have to nove to a flat rate?

MR TUCKER. O they could elect the
other -- the newer price plans as well. Yeah.

MR BENDER:  Ckay.

MR BUCKER: Thank you for clarifying.

MR SHOEMAKER: Yeah. Yeah. Yeah, E-23 in

the -- this is appendix A for the proposal. Under E-23
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it does nention in the applicability section that it's
avail able to those custoners with on-site generation
which originally installed the onsite generation at a
resi dence on or before Decenber 8, 2014.

MR BENDER: So sticking with that subset,
by our count is, what, 17,000 grandfathered | egacy net
nmet eri ng custoners, and those are nostly, | think, on
E- 23 and maybe sone on the older tine of use plans.

How are those custoners treated in the cost
of service analysis; right?

Because there's -- you have price plans
specific to solar custoners, and then there are al so
references like in Figure 5 in the proposed adjustnents,
you have on page 30, Figure 5 you have residential and
residential sol ar.

So are those 17,000 custoners included in
residential solar or is when you refer to residenti al
solar, is that just the solar-specific price plan
subcl ass?

MR TUCKER: The latter. So that woul d be
just the solar specific.

MR BENDER. Okay. So those 17,000i sh are
in -- basically in the residential category for these
cost all ocation purposes?

MR TUCKER: Yes.
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MR. BENDER: So when you are -- cost
allocation at this point -- | guess we'd asked a question
witten and got a response yesterday or the day before.
| think I have -- | think | understand better fromthat,
but to followup a little bit, do you have your responses
to our questions in front of you?

MR TUCKER: | don't.

MR. BENDER: Ckay. That's fine. |'m going
to tell you what you said, and you can explain if | have
any questions.

So when you're doing -- | understand from
t he response that when you do your | oad study or you
create the load profile that you use for the cost of
service or cost allocation that you net -- or you
basi cally custoner exports are included in the | oad shape
or the |load data; right?

So a custoner who's exporting gets for npst
cost allocations basically credit or that the | oad
reductions recogni ze that they're exporting. GCkay?

| s that done on a custoner basis or on a
cl ass basi s?

MR TUCKER I1'd say class. 1'Il let Mark
explain it alittle better.

MR CARRCLL: It would be a class basis or

nore specifically a class or a subclass so for E-13,
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E-14, E-27, E-13.

MR. BENDER: Ckay. So if he and | are both
in E-13 with solar and he's inporting 3 and |'m exporting
2, in that hour, the class wuld be -- the class | oad
woul d show up as 1.

| s that how that works out?

MR, CARRCLL: Subject to check, and it
m ght depend on which factor -- which function you're
| ooki ng at because the channels are read separately. And
so if we're using a delivered channel or an export
channel or net, then the net would be the difference
between them So for the factors they used the net, it's
t he conbi ned.

MR BENDER: So it would be 1 for -- in
t hat scenari 0?

MR CARRCLL: If we're tal king about a
function using a net allocator.

MR. BENDER: Ckay. Wiich all ocator used
bot h channel s and whi ch one used only one channel ?

MR. CARRCLL: Nothing uses just the export
channel. So the generation -- the peak allocators use
the net -- the net channel where the energy delivered
uses the delivered.

MR. BENDER: Ckay. So is energy the only

all ocator that does not use the net of inflows, outflows
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for solar custoners?
MR, CARRCLL: Sorry. Say that --
MR BENDER |I'mjust trying to categorize
them |s energy the only allocator that does not use net

of inports and exports to calculate that allocator |oad?

MR. CARROLL: W could wal k through the
functions, but for the big ones the generation -- the
peak all ocator uses a net peak. The transm ssion uses a
net peak. And then for the fuel we're using net either
ener gy or peak.

MR BENDER: | think we're saying the sane
thing. So the energy is the only one that's not using
t he net?

MR, CARRCOLL: Well, what do you nean by
"energy"?

MR BENDER Al right. So if we go to
think it's in your cost allocation study, so schedule 5
of the allocator factor descriptions.

MR CARRCLL: Yes.

MR, BENDER Okay. So --

M5. HETH: |'m sorry, what page?

MR BENDER It would be 37 in the cost
al l ocati on study.

MS. HETH. Thank you.

MR. BENDER: So schedule 5, the allocator
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factors, row 1l is the 4CP, which is used for transm ssion
allocation; right?

MR CARRCLL: Wth adjustnments is used.

MR BENDER: Okay. And that uses the net
of the inflow and outflow channel for the net netering
custoners subcl ass?

MR, CARRCOLL: It's the nost clear if you
| ook on schedul e 6.

So schedule 5 cal culates all the

all ocators, and then schedule 6 says each of the

functions that we use. |It's on page 58.

MR. BENDER: Thank you. | was just trying
to find a reference. | think we're tal king the sane
poi nt .

MR CARRCLL: So line nunber 7 is
transm ssi on.

MR BENDER: Yes.

MR, CARRCLL: He's saying it's using the
4CP wth adjustnents. And the adjustnents are for the
cl asses that don't take service at the sane voltage
| evel .

MR BENDER: Okay. But that 4CP all ocator
used for transmssion is the net of inflow and outfl ow
channel s for solar custoners?

MR. CARROLL: Yes. During the peaks.
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BENDER: During those four hours?

MR

MR CARRCLL: Yeah.

MR. BENDER: And then, let's see, ancillary
2,

services 1 and same, right, 4CP? That would be the
net of two channels.

MR. CARRCLL: Correct.

MR. BENDER: And then ancillary services 3
to 6 is the delivered energy at the neter?

MR CARRCLL: Yes.

MR BENDER: So that one is only using the
i nfl ow channel data for solar custoners as an all ocator

MR, CARRCLL: It's reduced by -- it's
al |l ocat ed based on what SRP delivers to those custoners.

MR. BENDER: Which is the sane thing as the
i nfl ow channel on the netering data.

MR CARRCLL: | -- | want to nmake sure --
yeah, | believe so, but | just -- subject to jargon
di fferences.

MR. BENDER: Ckay. So if custoners are --
i f solar custoners are exporting during the 4CP hours,
four different 4CP hours, those exports are not reducing
their allocated costs for ancillary services 3 to 67

MR, CARRCLL: Ancillary services 3 to 6
isn't allocated on 4CP at all. 1It's on the total

del i ver ed.
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MR. BENDER: All right. Sorry. So if
sol ar custoners are exporting, those exports are not
reduci ng the all ocated costs to those solar classes for
ancillary services?

MR CARRCLL: For 1 through 2 -- 1 and 2
they are. For 3 and 6 they're not.

MR. BENDER: And then for generation,
generation's allocated two different ways, if I
understand correctly; right?

There's an average and peak all ocator;
right? So you have a peak allocation on | oss of |oad
probability-based all ocati on.

| nmean, do you -- Steve's going to ask a
bunch of questions on this | have a feeling, but let ne
ask a few prelimnary so | understand.

Do you do an LOLP value for all hours of
t he year, 8,760 hours?

MR, CARRCOLL: The production nodeling team
takes the | oss of |oad study --

(Reporter clarification.)

MR CARRCLL: Sorry. Thanks for letting ne
know.

It's our departnment that does the recent
nodeling in the |loss of |oad probability study nodel, and

they do an annual | oad profile iterated tens of thousands
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of tinmes just for the study. And so all hours are
considered in a Monte Carl o sinulation many, many ti nes.
And then they summarize it for us.

| believe you asked that question for,
i ke, 576 hours. | wouldn't otherw se know that other
than | just heard it fromyou because there's 12 nonths,
24 hours in each nonth, and then we're | ooking at weekday
and weekend, so it's sunmmari zing that at that |evel.

MR. BENDER: Okay. That's hel pful

So for those | oads, right, and then those
LOLP values are applied to | oads to weight thenf

MR. CARRCLL: To the net |load in each of
t hose hours.

MR BENDER So it's net?

MR CARRCLL: Yes.

MR BENDER So it's inflow and outfl ow

channel s netted agai nst each other and then applied to

t he LOLP?
MR. CARRCLL: Correct.
MR. BENDER: Ckay. And then the average
pi ece of the generation allocation is -- that's an energy

all ocator; correct?
MR CARRCOLL: Correct.
MR, BENDER: And that's the energy

al l ocator you were referring to before that only uses

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

82

del i ver ed?

MR. CARROLL: The intent of the peak and
average is to both reflect the cost relation piece of the
generation side and also the equity. So with the peak
it's nore focused on the cost relation side. Wereas the
average is nore reflected in equity of which custoners
are using SRP's generation fleet. And so we -- delivered
nore closely aligns with that to refl ect how nmuch peopl e
are using as base fleet for their -- in its usage.

MR. BENDER: You're one question ahead of
me. | was just trying to nake sure that | was correctly
under st andi ng how, and you expl ai ned why.

MR, CARRCLL: Ckay.

MR. BENDER: Ckay. So let's back up. That
average energy allocator for allocating generation is
based only on delivered |oad to solar custoners; correct?

MR CARRCLL: If it's delivered | oad, yeah.

MR. BENDER: So as sol ar custoners are
exporting electricity to the grid, they are -- their cost
all ocation for the average piece of generation is not
reduced by those exports?

MR CARRCLL: That's correct.

MR, BENDER: Ckay. And then you expl ai ned
why.

Tell nme why it is equitable to use only
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delivered |l oad for solar custoners who are exporting and
serving other |oad at the same tine on the distribution.

MR, CARRCLL: Sure. The generation
function is neant to capture the capacity val ue, and SRP
still needs to invest significant resources for capacity
for solar custoners.

Kind of an anal ogy m ght be if a solar
custoner if instead of using SRPs grid if SRP were --
provi ded battery services for a custoner to supply their
energy capacity needs, it wuldn't nake sense to allocate
the cost of the battery based off of a net inflows and
outflows of the battery because we still have fixed costs
associated wth the battery that need to be collected to
equi tably recover costs.

Li kewi se, SRP's grid can be thought of as a
big virtual battery, and so how nmuch they're using that

is better reflected by the delivered energy.

MR. BENDER: | get the argunent. | don't
necessarily agree. | get the argunent if we're tal king
about capacity, but the -- ny understandi ng the point of

usi ng a peak and average rather than 1CP or 4CP all ocator
for generation is to recogni ze that generation is serving
not just the capacity but it's also providing kind of a

baseline energy as well. That's two val ues com ng out of

the sane investnent; right?
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And so we're tal king about the energy piece
part of the split allocator; right?

MR CARRCLL: But the part that's pure
energy is captured in our FPPAM or fuel and power
adj ust nent nechanism and those are allocated -- the

energy-related portion there is allocated wth net.

MR. BENDER: Ckay. | understand the
ar gunent .

So let's go back.

So those FPM -- FPPAM?

MR, CARROLL: FPPAM

MR. BENDER:. FPPAM Those are essentially
fuel rider conponents; right? Those -- those can

fluctuate between price processes and are based on
price-variable fuel costs primarily?

MR. CARRCLL: And purchased power
agr eenment s.

MR. BENDER: And purchased power
agr eenent s.

And those are allocated on, in this price
process, is a change on sonme demand and sone energy?

MR CARRCLL: The fuel costs are all in the
energy. Sone of the purchased power costs are denand
rel ated and sone of themare fuel related, so it's split.

VMR. BENDER: That's what we see on lines 11
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and 12 is the distinction?

MR, CARRCLL: Correct. On page 58, but you
can see what goes into that back on schedule 1.

MR BENDER Okay. And those are allocated
on LOLP net peak on demand, so that -- that is net flow
for solar custoners?

MR. CARRCLL: Correct.

MR. BENDER: Ckay. And then the energy
pi ece is allocated on what basis?

MR CARRCLL: The net energy wei ghted by
t he margi nal hourly energy costs.

MR. BENDER: Ckay. So it's net --

MR CARRCLL: It's net.

MR BENDER: -- both channels for the sol ar
custoners?

What do you nean by wei ghted nargi nal
energy?

MR. CARRCLL: The one thing that's
different in this price process than in the past is the
way the energy markets have changed. The duck curve has
gone significantly steeper, and so there's a
significantly nore intraday variability in their energy
costs.

And so to reflect that nore accurately in

the cost study, on the cost side we are allocating the
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costs weighted by the intraday price differences as
reflected in the nargi nal cost.

On the revenue side, we're not making that
change for gradual i sm purposes.

MR BENDER (Okay. So you're using --
you're using market energy price differentials by the
sane 576 hours, or how do you do that cal cul ati on?

MR, CARRCLL: It's not exactly energy
prices. It's SRP's costs, which are obviously heavily
i nfl uenced by the market prices, but we try to consider
holistically what our energy costs are and margi nal costs
are and then suggested by those sanme hours summari zed by
the sane by nonth, by hours.

MR. BENDER: So when you say it's holistic,
what are the costs that go into that cal cul ati on?

You said narket prices is one. And then
SRP's own costs you menti oned.

What's included in that?

MR. CARROLL: The way -- so | guess --
sorry, you're asking how the margi nal cost study is
determ ning the energy prices or howthis cost allocation
study's allocating thenf

MR BENDER: \What's the relationship
bet ween those two?

MR. CARRCOLL: The cost allocation study
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uses those hourly energy prices fromthe margi nal cost
study. So in the marginal cost study, they' re determ ned
by our, again, our resource team Qur production
nodel ers have a use-forward market prices from SRP quotes
that we have as well as sonme, | believe, the purchase
forecast for a gas cost, different fuel costs going
forward. And then they conpile those down into a
forward -- forward price expectations and pricing using
t he sanme nunbers that the production nodel ers are using
and then weights the -- weights it to have an hourly
pri ce based on the three-year average cost of CAlI SO
prices.

MR. BENDER: Let ne nake sure |'mtracking
t hat .

So your -- your nmarginal pricing used in
t he cost of service study, so in the appendix B the
mar gi nal cost of service study is using a production cost

nodel output as the nmarginal price.

MR CARRCLL: | think it's -- I'"mnot sure
if it's an output or an input for the nodeling. | don't
think it's an output, but | need to check. | think it's

an input, though.
MR BENDER: Backing up it's not just CAlI SO
LMPs. It's sonmething that includes SRP' s generation

and/ or bil ateral purchase power?
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MR, CARRCLL: Yeah, | think we -- yeah,
we -- we consider those things when naking that price
forecast, and | think it's heavily influenced by the
buy -- or the narket trades -- forward market trades that

SRP are to nake, but --

MR. BENDER: |I'mnot sure |'mconpletely
tracking, but I think we'll get to it.

So in the informati on provided by SRP in
response to questions | posed, we got sone spreadsheets.
| assune you don't have those in front of you. One is
call ed energy and demand prices FY '24 EJ 01, which it
| ooks I'i ke a heat map by hour of the day and nonth for

hourly energy prices.

s that sonething -- do you know what |'m
t al ki ng about ?

MR CARRCLL: | think so, but --

MR. BENDER: Ckay. | can show you ny
screen.

MR, CARRCLL: Ckay.

MR. BENDER: Is this the nargi nal energy
pricing?

MR, CARRCLL: | believe so, but you nmay

want to doubl e-check.
MR. BENDER: Ckay. Fair enough.

So let ne ask it this way by way of
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conpari son.

So the new price plan options that wll be
avail abl e to sol ar custoners have an export credit val ue
that was 3 cents -- a little bit just above 3 cents in
early Decenber was revised | ate Decenber to be 3.4 cents
a kilowatt-hour roughly.

And ny understanding is that is cal cul ated
from CAl SO LMP, whatever the node is that SRP transacts
at; is that right?

MR TUCKER: Yeah, it's close. So the ELAP
is the representation of, | think, all the nodes that we
transact at.

MR. BENDER: Ckay. So thank you for that
clarification.

And that's -- so 3.4, | nean, | guess with
t hat nunber we can get --

MR, TUCKER 3. 45.

MR BENDER: 3.45. That is calcul ated as,
what, an average of what, 8,760 hours?

MR TUCKER: | don't know the specifics on
t he cal cul ati on.

MR SANDSTROM So for that number, it's
wei ghted by the actual export of custoners by the price
in the 8, 760.

MR. BENDER: So you're using an export | oad
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curve basically?

MR. SANDSTROM  Correct.

MR BENDER  Generation is a | oad
generation profile, | guess.

And you're applying that to the 8, 760 LMPs?

MR. SANDSTROM Yes. So the previous three
cal endar years for that ELAP node.

MR. BENDER: That may explain -- so if |
| ook at your cost of service study appendi x B, we have
mar gi nal energy prices by price plan and tine period. So
' m | ooki ng at page 82, for exanple. W can | ook at one
that's nore granular. |If we |ook at, yeah, | guess, 82
to 83, the ones that have a tine-of-use period, we have
mar gi nal energy cost prices. See that? So it would be
lines 7 through 9 or 16 through 18 on 82.

MR CARRCLL: Yes.

MR BENDER Okay. And those are al
above -- with one exception -- wnter off-peak is the
only exception from4. -- 3.45 -- | guess they're al
above 3.45; right?

So I'"'mtrying to understand how t hose two
relate to each other. M understanding is they're
supposed to reflect the sane thing, the margi nal cost of
ener gy.

MR, CARRCOLL: It's not quite right because
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the footnote 2, little 2 by it, the margi nal cost nunbers
here reflect the value of one kWin each hour cost
period. Whereas in the export rate is weighted by the
actual exports so it's not one kWof export in each hour
of the costing period.

MR. BENDER: Ckay. | saw that footnote 2.
It didn't nake sense.

But so you're saying these aren't wei ghted.
I n the margi nal cost of service study these are not
wei ghted by | oad?

MR CARRCLL: Correct.

MR. BENDER: These are just a sinple
average of each hourly LMP during that tine period
refl ected?

MR. CARRCLL: Not necessarily LMP. The
mar ket ener gy nunbers.

MR BENDER Okay. Two different things?

MR CARRCLL: Yeah.

MR BENDER So let's take themin order.

So it's a sinple average of each hour
equal |y wei ghted during that period of the marginal
prices?

MR CARRCLL: Correct.

MR. BENDER: Ckay. Separately you

clarified that it's not just LMP, it's margi nal energy
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cost; right?

MR. CARRCLL: Correct.

MR BENDER  Okay. What's the distinction
bet ween LMP and margi nal energy costs?

MR CARRCLL: GCkay. | think when we're
using LMP, we're using it as shorthand for the CAl SO
ELAP, and | forgot the -- | |ooked it up once, the
ELAP - -

MR SHOEMAKER  External Load Aggregation
Poi nt .

MR BENDER \When | say LMP, that's what
l"'mreferring to.

MR CARRCLL: That's what is used in the --
this price process is export rate calculation. That's
not the sane as the margi nal cost of energy. The
mar gi nal cost of energy is what | described earlier the
nunber we use fromthe resource nodelers. |It's based off
of a conbination of the forward energy -- forward fuel
prices that we purchase and then with the trades that SRP
can make for trades we nmake. They have a daily price
t hat gets shaped by the CAI SO prices, but it's not based
off CAI SO prices. They're shaped by CAl SO pri ces.

MR. BENDER: So CAI SO prices are an input
to the projection?

MR. CARRCOLL: Yes. So instead of using --
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if the projection is a daily price, we need to have
hourly prices for nmarginal cost of services, and so the
CAI SO hel ps us convert fromthat daily price to an hourly
price.

MR BENDER: Does SRP incur variable costs
of production, fuel, and vari able O&%M and ot her vari abl e
production costs that exceed the CAI SO price for any
particul ar hour?

MR CARRCLL: | don't know.

MR TUCKER | don't know either.

MR BENDER Okay. |If the marginal cost
based on your projection of your own fuel costs and ot her
things is comng in higher than the LMPs, the CAI SO
mar ket prices then does that necessarily have to nean
that you're incurring sone costs for your own inputs to
generation that are hi gher than LMP?

MR CARRCLL: | think generally if we can
buy fromthe market at a | ower cost than we can use our
own resources, we're not going to use our resources,
we're going to buy fromthe market, but | don't know --

MR TUCKER: So that would be our narginal
cost is what you' re saying; right?

MR CARRCLL: That would be our narginal
cost is what we're saying.

MR. BENDER: Do you know that is the case?
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MR CARRCLL: | knowit's the case
generally. | don't knowit's the case in every single
hour .

MR BENDER So if that's the case
general ly, then your -- your variable costs of production
shoul d nearly always be bel ow t he CAl SO nar ket price;
right? That's the way the math woul d wor k.

MR, CARRCLL: Not necessarily the narginal
resource because the nmargi nal resource coul d be
consi stent with the CAl SO pri ces.

MR, BENDER: Well, it could be equal to the

CAl SO prices. Your own nargi nal generation resource
shoul d not be above -- the variable cost of net
gener ati on should not be above the CAlI SO market price?

MR TUCKER: Like, if we're running it, is
t hat what you' re sayi ng?

MR BENDER  Yeah.

MR. TUCKER: Yeah. GCenerally speaking,
yes, that's the idea.

MR BENDER: But we don't know what -- it's
not where can | find the data, the hourly margi nal cost
data, that was used to create these val ues on page 82 of
appendi x B of the cost all ocation study.

MR, CARRCLL: | believe they were in the

spreadsheet you sent with -- subject to checking that was
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the sanme file.

MR. BENDER: So maybe that's the wong one.
Those are -- |I'll assune that these are the nunbers.
Where can | find the inputs to these cells?

Because if | look -- the cells are at sone
point in the spreadsheet they're inported whole; right?
So it's just a pasted val ue.

Where can | find the source data that was
used as the hourly marginal price in there?

And | understood from your comments before
somewhere in planning or sonewhere else, right, soneone's
runni ng either a nodel or a spreadsheet analysis that's
generati ng those?

MR. CARRCLL: Soneone in pricing, yes.

MR. BENDER: Who?

MR CARRCLL: W can -- | don't recall off
the top of ny head, so we can --

MR, TUCKER: Wuld that be sonething there
that we can --

MS5. GLOVER: Something that we can -- we

can --
MR BENDER  Yeah.
MR TUCKER: -- you could submt as a
request ?
MR, BENDER: | just want to nake sure |I'm
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asking for the right thing.
We're | ooking for the information on
mar gi nal energy costs provided to the pricing departnent.
MR CARRCLL: Ckay.
MR BENDER Al right. And that's com ng

from sonewhere; right?

So if | ask for that, you'll know --

MR CARRCLL: | think so.

MR, BENDER: -- what |I'm asking for? Ckay.
Under st ood.

So in your response, | think you did it the

14t h, to question | submtted nunber 9, which was asking
for how you use net or didn't use net for solar custoners
for cost allocation, you provided a breakdown by kind of
category, and sone we already covered. There are a
coupl e of responses that | was uncl ear about.

So in the response -- so the cost allocated
to solar class fully account for exported energy where
applicable. Al right. So the "where applicable" is
obvi ously unclear. And then you go in and descri be
el sewhere, and | think we just went through today.

So is that in reference to applying the
crediting, the export where applicable, does that nean
those categories 4CP, LOLP, we haven't tal ked about NCP

yet, but just not the average part of the peak and
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average allocator for the generation, is that the only
pl ace where it's not applicabl e?

MR CARRCLL: Well, | want to go through
themin order and doubl e-check again that broad of a
question. But off the top of ny head the -- we al ready
di scussed ancillary services 3 through 6, which is al so
delivered --

MR, BENDER  Okay.

MR CARRCLL: -- and then sone of the
di stribution as well.

MR BENDER: Yeah, let's tal k about those
then to make sure we conpl ete that category.

So the distribution is all ocated two
different ways. There's a facilities and then a denand;
is that right?

MR CARRCLL: Correct.

MR BENDER Okay. The facilities is
all ocated -- first, what's included in facilities?

MR. CARRCLL: So conceptually the idea is
that the stuff is very close to the hone, that's
dedicated to the honme is what's included in facilities.
This is typically equipment that is installed often
before the hone is built when the devel oper cones and
says we're building a subdivision, we put in electricity

for these people, we build out that part of the
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di stribution system

MR- BENDER: So |line extension for service
connecti on?

MR CARRCLL: Service connection, the |ocal
transforner, the secondary equi pnent.

MR. BENDER: So 100 percent of transforner,
100 percent of secondary distribution is included in the
facility category?

MR CARRCLL: | -- should we go back to the
definition to see?

MR BENDER  Sure. This is schedule 67

MR, CARRCLL: Sorry. The definition is al
the way at the beginning. Page 5. So we provided this
description for our distribution planning group and asked
themto categorize their equipnment as either facilities
or delivery and then -- this is the description on the
top of page 5.

MR. BENDER: So ny question is is it
100 percent of each of these?

MR, CARRCOLL: 1'd need to get back to you
after discussion with -- though | believe so. This is
what we asked themto include in the definition of
facility.

MR. BENDER: So to back up, sone utilities

woul d al l ocate on, like, a m ninumsystemor a zero
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intercept; right?

MR CARRCLL: Yeah.

MR. BENDER: And so you woul d have sone
of -- sone would be -- sone of each of these m ght be
all ocated on, like, a customer or sone individual max
demand-type all ocator, and sone portion of those sane
components would be allocated, |ike, on a demand or | oad
basis? So I'mjust trying to clarify it.

| understand at | east sone, right, of
these -- this category and facilities is allocated -- we

haven't tal ked about the allocator yet, but it's a signa
NCP al |l ocator basis, and then distribution is on an NCP
basis. And I'mjust wondering if there's any conponents
that sone of the costs of which are all ocated one way and
sone of the costs are allocated anot her way.

MR, CARRCLL: The intent is for all the
equi pnrent that's included in the facilities bucket here,
t he new busi ness or the distribution business group,
cleared all of their jobs for us the | ast several years
and categori zed the expenses as neeting this definition
of facilities or this definition of delivery.

And then all of those distribution
facilities or that percentage was applied to our total
distribution dollars. And all of those costs were

al l ocated signa NCP for the distribution facilities and
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the NCP way for the distribution delivery with a small
exception of there's a fewmllion dollars in
distribution-related costs that are directly all ocated,
but --

MR BENDER Al right. GCkay. Let's talk
about those allocators. So the sigma NCP is the sum of
every custoner's nmax demand for that regardl ess of
coi nci dence between custoners; correct?

MR CARRCLL: Correct. Qher than not
wanti ng to conbine residential and nonresidential solar
maj or class and then tier it by multifamly, or the tier
2 up to 225 anps and above 225 anps.

MR. BENDER: So each i ndividual custoner
you found that customer's nmax denmand during the test
year ?

MR CARROLL: Correct. For every custonmer
that was included in a nultifamly tier that -- the tier
2 up to 225 anps, what was their average sigma NCP for
each of those tiers.

MR. BENDER: Right. So sone peopl e cal
that a sum of individual max demand; right?

MR CARRCLL: It does seemto have
di fferent nanes dependi ng on who's tal king.

MR BENDER: Well, that's the sane --

MR CARRCLL: Sum NCP, | believe, are the
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same concept.

MR, BENDER  Okay. ot it.

For that are you using the net? Are you
using just the delivered | oad channel to find solar
custoners' individual max demand or are you using their
net ?

MR CARRCLL: It wouldn't naterially --
the -- the way this was done is because this equipnment is
built often even before the house is there and it
doesn't -- so that equi pnent doesn't change based off of
solar or not solar. And so it was done collectively
bet ween the solar and the non -- every residential and
residential solar account, what was their average sigma
NCP for tier 1, tier 2, tier 3, and then that was applied
to all the price plans the sane. There's no additional
or subtraction across the residential and residenti al
sol ar price plans.

MR BENDER  Yeah, | don't knowif that's
responsi ve.

MR. CARRCLL: Those costs don't change with
usage - -

MR BENDER  Yeah.

MR CARRCLL: O by switching price plans.

MR. BENDER: | understand that's a policy

argunent for why it doesn't matter or why you coul d use
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del i vered, but the question's just |ike when you did the
cal cul ation here, did you use delivered or did you use
net because it -- for each custoner's individual NCP or
max demand?

MR SANDSTROM | woul d have to check.

MS. GLOVER. Is that sonething we could

check on and find today?

MR CARRCLL: [|'d want to doubl e-check that
one.

M5. GLOVER: Maybe when we take a break, or
do you need a -- is that a nore substantial question you

need to foll ow up on?

MR TUCKER. W'Il look into that, yeah, if
we can answer it today.

MR BENDER: Sure. Appreciate that.

So it's going to be the sane question for
the distribution delivery all ocated on a NCP

So NCP gives -- different peopl e have
di fferent neanings, but ny understanding is it's the
cl asses coincident to the cl ass peak.

MR CARRCLL: In this case we did a
conbi ned residential and residential solar class, and we
did neasure it off of delivered. Anticipating this
question we checked, and it's -- there's no difference

bet ween the delivered and the net between the sol ar
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custoners. There's no material difference between them

MR. BENDER: So let's take that in steps.
So you did a conbined, neaning it's the same date and
hour | oad used for every residential subclass?

MR, CARRCLL: And residential solar, yeah.

MR. BENDER: And residential solar.
think I found it in here. 1It's like a July date of,
| i ke, hour ending 1800, so like 5 to 6 p.m

MR CARRCLL: If you found it --

MR BENDER:. Ckay.

MR CARRCLL: -- that was probably -- it's
in there still.

MR. BENDER: Ckay. And then you're saying
you only used delivered but you | ooked and the delivered
and the net is the sane for that hour?

MR CARRCLL: | believe so. | think the
delivery is the appropriate thing to use, again, because
this is equipnent that is necessary regardl ess of whet her
you had solar that was net in that hour.

MR. BENDER: | get the point. |I'm asking
for now just a math question how it was done and if those
nunbers are the sane.

MR CARRCLL: It's delivered, and | believe
they're the sane.

VMR. BENDER: | think | have one nore
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question or set of questions. dose to ny hour.

MS. GLOVER: Good j ob.

MR BENDER: So in the |I think the cost of
service study or the cost allocation study on page 29
schedule 3 it says -- sothe -- are we calling it
FPPAM - - the FPPAM i ncl udes export credits for E-13 and
E-14 price plans? Last line there.

MR. CARRCOLL: Correct, yeah.

MR BENDER:  \What does that nean?

MR CARRCLL: As you know, there's an
export credit on those price plans. That woul d reduce
t he anmount of revenue that they're giving SRP as a
credit. And so that was included in the FPPAM functi on.
And so it had a certain anount of revenue that we charged
t hen for FPPAM

And then that was reduced by their -- their
credit. So the nunber you' re seeing here is the -- IliKke,
if they had $10 on the FPPAM charge and $5 on an export
credit, we're just showng that the net is actually 5.

MR BENDER: So this is -- the schedule 3
is the revenues?

MR CARRCLL: Yes.
BENDER: You have projected revenues --

CARRCLL: Correct.

2 2D

BENDER: -- for rate-effective year?
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MR. CARROLL: And so we also project a
credit we're paying for the export.

MR BENDER Okay. And then you're
reflecting those credits as reductions in the FPPAM
revenues?

MR CARRCLL: Yeah.

MR. BENDER: And it doesn't show up in
reducti on of revenues anywhere el se?

MR CARRCLL: | believe it's on the revenue

side. It's just in the FPPAM energy.

MR- BENDER: Okay. So then if we | ook back
at Figure 5 in the proposed adjustnments on page 30, you
show the return with current and proposed prices. And
then the residential solar bars in here, that would be --
t he revenue value you're using to calculate this is after
reduci ng revenues by the export credits?

MR CARRCLL: Both the revenue side -- so
the revenue is reduced by export credits, and the cost is
reduced by the cost of the export.

MR. BENDER: For those where you incl uded
t he export in the |oad allocation, |oad used for
all ocation; right?

MR CARRCLL: Correct. The cost is reduced
because of the export.

MR. BENDER: One question, | guess, to
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foll ow up because it seened different in Christensen's
report versus what the spreadsheet seenmed to say.

So in netering charges -- so solar
custoners have two neters generally; right? One's a
production neter. W talked about it six years ago.

You -- just you snoothed -- so you
basically spread the cost of the second neter across all
residential custoners this tine instead of allocating it
just to solar customers; correct?

MR CARRCLL: Correct.

MR. BENDER: But in the cost study you have
figures with snoot hing and w t hout snoothing, right,
where those are either assigned wthout snoothing it
woul d be all production assigned to solar custoners only
and with snoothing is spread across all?

MR CARRCLL: | believe on the netering we
always use it with snoothing. Every figure should be
usi ng wi th snoot hi ng.

MR. BENDER: Ckay. So this figure on
page 30, that's with the neter snoot hing?

MR. CARRCLL: Yeah, it's not allocated just
to the residential solar custoners. |It's spread out
bet ween bot h cl asses.

MR. BENDER: Ckay. But you did not spread

custoner service costs the sane way; right?
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MR CARRCLL: Not on the cost side, but,
yes, on the revenue side.

MR BENDER  \What do you nean?

MR CARRCLL: So with the costs there's
it's not -- it's just one category of cost. But that one
category of cost is a little bit higher for solar
custoners, and on the -- for the -- on |like in schedule 6

when we're seeing what did the -- the total operating
expenses for the solar custoners, we're not snoothing

t hose custoner service costs between sol ar custoners and
residential customers. W are snpothing the netered
costs on that schedul e.

MR. BENDER: Ckay. You're not -- |'m not
sure what you nean not on the revenue side.

MR CARRCLL: So on the revenue side, we're
not chargi ng sol ar custoners additional application fees
or any connection fees or additional charges in their
nont hly service charge. They are charged the same as
every ot her residential customer.

MR. BENDER: Ckay. But it wll show up in
this return on, because if they' re not paying the extra
revenues --

MR CARROLL: Correct.

MR. BENDER: -- but they are all ocated them

in the cost allocation so that's going to show up as an
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under -- it's going to reduce the anobunt of costs that
they're covering with revenue?

MR CARROLL: Correct.
BENDER: | think that's it. Thank you.

GLOVER: Thank you.

BENDER: Fi ve m nutes over.

o 2 O 3

Shoul d we take maybe a five-mnute --

M5. POITTER | have -- well, | probably

GQ_.OVER: Perfect. Thank you very nuch.

need about 45 m nutes for ny questions. So | don't know

if -- Steve or Autumm, if you want to go next, and | can

just be the |last one on the |ist.

M5. GLOVER: VWhy don't we go to Autumm
next. And then if she's about wapped up by the tinme
you're done with your other neeting, we can go to you,
and if not, then we'll go on to Steve.

Does that work.

MS. POTTER: Absol utely.

M5. GLOVER: Ckay. Take a five-m nute

stretch.

(Recess from1:05 p.m to 1:16 p.m)

M5. GLOVER Let's reconvene here for
questions of SRP's panel. Wth the perm ssion of the

i ntervi ewees we've switched the order a little bit, so

we'll start off nowthis tine with Autumm.
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MS. JOHNSON: Ckay. Awesone.
PANEL | NTERVI EW BY Ms. JOHNSON
M5. JOHNSON: | guess for purposes of the

record, Autumm Johnson for Ari SEl A

| have sone just broad process questions
that are just for anyone or just SRP broadly. And then
after that, | have them by subject, and I'm going to be
focusing on the proposal docunents specifically.

So as far as process goes, can SRP provide
to the interviewers or to the public broadly an access to
a data roomthat has the other organization's data
requests, the responses, and the work papers?

MR TUCKER: | think all of that is printed
out downstairs in the informati on room

M5. JOANSON: | nean, digitally avail able.
| don't know if printed-out spreadsheets are that
hel pful, but that's what the other utilities all do that.

M5. GLOVER. We do not nmke all of the
spreadsheets avail able electronically, but if there's one
that you're particularly interested in having in an
el ectronic form you can submt that request.

MS. JOHNSON: Ckay. But how do we know
what has been provided in response to the other data

requests if you don't nake those avail abl e?
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MS. HETH. They're listed in the witten
responses. The witten responses wll identify all the
docunents that have been nade avail abl e, and you can
request them

M5. JOHNSON:  You're tal king about on the
website where you just say, |like, these comments were
sent this week, and here's the responses or where on the
websi te?

M5. HETH. Were there's a witten request
for docunents then the response would say here's the |i st
of docunents that we're providing, so there would be a
list there of the docunents that we nmade available to
that requester, and if you'd |like them you can request
them They can be e-mailed to you as well.

M5. JOHNSON: Ckay. So you're saying, no,
you will not make a data room avail abl e, but we can do a
data request for the data requests of others?

M5. HETH: The data roomis avail able, and
we do make all of the docunents available in the info
roomon paper. For electronic requests we ask that you
submit on a docunent requesting a docunent or a |ist of
docunents, and we'll respond to the requester.

M5. JOHNSON: Ckay. So when | say data
room |'mtalking about a SharePoint site. | don't think

anybody wants to drive to Tenpe to | ook at physical --
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li ke, we don't have an expert that's just, |like, you
know, residing next door to cone pop over here.

So is there a reason why you don't want to
do a SharePoint like all the other utilities?

M5. GLOVER: |'mnot sure that we can
answer that, but this is the process that we have in
pl ace.

MS. JOHNSON: Ckay. And so, again, if we
want to get the data requests of everyone el se and al
their responses, we have to submt a separate data
request ?

MS. GLOVER: If there is a particular
response that we provided or a spreadsheet or a dataset
that we provided to soneone else and you would li ke a
copy, submt a request for that, and we will respond.

M5. JOHANSON: Okay. And what's the
turnaround time for data requests? Because |I'ma little
concerned that we only have nonths to do this whole
process, and data requests are taking nore than a nonth
to respond to.

M5. GLOVER: Sure. Well, | think it
depends on the nature of the request and the extent of
t hem and how many people require to provide input on
those requests. So if there's sonething that can very

easily be answered by, for exanple, this pricing team
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those can generally be turned out a little bit nore
qui ckly than sonethi ng where we have to perhaps gather
i nput from other organizations w thin SRP

M5. JOHANSON: And so when you say a little
nore quickly, |ike, what are we tal king about?

MS. GLOVER: Again, it depends on what
you're | ooking for and how extensive the request is. And
we have nmade sone effort if it appears that we can answer
sone questions maybe a little bit nore quickly than
others to do sone partial responses.

And so that can be sonething that you
mght -- if you anticipate that sone questions m ght be a
little quicker, you can al so maybe specify in your data
request that you can -- you know, that you prefer a
partial response, and we can try to work with that.

M5. JOHANSON: Ckay. Well, that's pretty
t ypi cal .

MS. HETH. If it's a big dataset that we've
al ready produced to anot her requester, that should not
take nmuch tine at all.

M5. JOHANSON: Okay. And then can you
expl ain why the pricing proposal process is only two
nmont hs 1 ong and i s schedul ed over nmjor holidays?

MS. GLOVER: Well, | can tell you that the

process is statutory. So we -- we conport with the | aw
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in conducting a price process, so there are very
particular time lines wth respect to once the public
notice is i ssued when we have to hold the initial board
nmeeti ng and how nmuch tine we have to provide people to
| ook at those materials.

And we actually go on the |later end of
that, so the statute allows the initial board neeting to
happen between 30 and 60 days of the public notice, and
we actually nake every effort to be right on the 60th day
or very, very close toit. So |l think in this case we
are right maybe on the 59th or 60th day |I think this
time.

MS. JOHNSON. What's the statute you're
t al ki ng about ?

M5. GLOVER  48-2334.

M5. JOHNSON:  48-2334.

But you're saying that is for the initial
board neeting?

Are you saying that the statute restricts
when the final vote is?

M5. GLOVER  No.

M5. JOHNSON:  Ckay.

M5. GLOVER No, it does not.

MS. JOHNSON: So you could do it over six

nont hs, you don't have to do -- fromstart to finish in
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two nont hs?

M5. GLOVER There's -- there's no --
there's no deadline --

M5. JOHNSON:  Ckay.

M5. GLOVER -- for when the board is to
make its final decision.

MS. JOHNSON: And why does it happen over

t he holi days when the -- when the rates won't even take
effect until 11 nonths from now?

M5. GLOVER Well, I'mgoing to --

MR TUCKER Yeah. So | can -- | can

tackl e t hat.

Part of it is we're trying to provide a | ot
of tinme for custoners to understand the proposal and to
communi cate. As we've discussed, there's a lot of TQU
changes as an exanple. But there's a nunmber of things
we're trying to do in the pricing proposal

So we are providing -- | think the I onger
period of tinme | would think is generally a good thing
for custoners to have -- for us to be able to better
communi cate what all the price changes entail.

M5. JOHANSON: But two nonths is not a |ong
time.

MR TUCKER Well, the -- | think she

addr essed two-npnt h anopunt .
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MS. JOHNSON:. For the initial neeting, not
for the final vote. | thought she said that there was no
deadline for the final vote.

MR TUCKER: Well, the final vote is up to
t he board' s di scretion.

MS. JOHNSON:. Ckay. But it's schedul ed for
February 27 | thought.

MR TUCKER: Kind of | think we marked it
as tentatively or sonething to the effect. The board
will vote on it when they choose to vote on it.

MS. JOHNSON: Ckay. So you're saying there
isn't a reason why you have to file it or make it
publicly avail able in Decenber and have a final vote on
it in February? That's just at your discretion?

MR, TUCKER It's up to --

M5. GLOVER The final vote is in the
di scretion of the board.

MS. JOHNSON: Ckay.

M5. GLOVER So we wor ked out a schedul e
presunme that's reflective of past practices --

MR, TUCKER  Sure.

M5. GLOVER -- history and --

MR. TUCKER: Yeah, the schedule is very
consi stent wth past practices.

MR, SHCEMAKER: | think to the point of --
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of so much tinme between a tentative decision tinme |line
and those rates being inplenented that's what John was
tal ki ng about as far as giving custoners as nuch tine as
possi ble fromonce a decision is nade to understand their
choi ces and then be able to make those decisions prior to
t hem bei ng i npl enent ed.

MS. JOHNSON: Ckay. So that's different
than what | thought he was sayi ng.

You' re saying that you want to have a | ag
time in between the decision to change the plans and when
they're inplenmented so that people can deci de what plan.
And | thought you were saying that the price process is
two nont hs because that was a long tine for people to
wei gh in on how the pricing should be changed.

MR TUCKER: Ch, sorry. Brandon said it

better.

M5. JOHNSON:  Ckay.

MR TUCKER: That is what | neant. Thank
you.

MS. JOHNSON: Because | was |ike that does
not seemlike a long tinme to ne, but, | nmean, maybe two

years at the ACC mght be a little too | ong, two nonths
feels a little too short to ne.
How cone organi zati ons can't appear

renotely to question the w tnesses?
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MR TUCKER: As | understand it -- sorry,
whi ch wi t nesses?

M5. JOHNSON:  You all.

MR TUCKER I n here?

M5. JOHNSON:  Yeah.

M5. HETH: These are not w tnesses.

They' re intervi ewees.

M5. JOHANSON:  Well, we can call them sure,
what ever you |i ke, intervi ewees.

MR TUCKER | don't know why.

M5. GLOVER: The corporate secretary's
office generally runs these processes. These are
deci sions that have been nade, and this is consistent
w th how we've always done it. | don't know that that
was a debated consideration, but I'mcertain we're happy
to take that request under advi sement.

M5. JOHNSON: Okay. And why do we only
| earn who we're going to be asking questions of the day
bef ore?

MR TUCKER Well, the intent of the
interviewis to understand what topics individuals would
li ke to discuss, and then nanagenent provi des experts
that -- and, | guess, | don't understand what rel evance
t hat has.

Maybe i f we understood better why it was
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i mportant for you to know in advance maybe that woul d be
different. Maybe we would provide it. It never occurred
to nme that it would be interesting to know to the
interviewers who they were going to talk to as |ong as
they got the information they were | ooking for.

MS. JOHANSON:  Well, | think that the
difference is so in a traditional rate case each w tness
sponsors certain testinony so you know who you' re asking
questions of, and you may or nmay not need to question
everyone. |If you don't know who actually is responsible
for the work papers or what information, you don't

necessarily know who you're --

MR TUCKER: Isn't that -- well, okay. But
you -- you don't know. Since we don't have the
traditional testinony, | guess | don't understand why

it's inportant to know who you're then speaking to in
advance.

M5, JOHANSON:  Well, |ike, for instance,
since there's nobody fromresource planning or consuner
servi ces here, presumably those are not questions that
are going to be able to be answered.

MR TUCKER: Well, if they were -- | nean,
our intent is to try to answer the questions as best we
can and to bring folks inif we need to if the discussion

Is related to the price process.
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MS. JOHNSON: And then | ast question just
in the process sort of category, are you going to allow
public comment at all of the board neetings that are
advertising on the pricing proceeding or only at sone of
t henf

MR. TUCKER: That's another one that's up
to the board's discretion.

MS. JOHNSON. Ckay. Do you know when
that's going to be decided or conmuni cat ed?

MR TUCKER | don't.

That's also as far as | know up to their
di scretion.

MS. JOHNSON: Ckay. Moving on to just sort
of these are general questions related to the pricing
pr oposal .

Can you just speak generally to why the
increase for solar custoners is higher than the increase
both overall and the increase to residential custoners?

MR. TUCKER: Sure. The nmanagenent's
proposal page 30 -- we were |ooking at this earlier.
It's conveniently handy. The blue bars represent the
current return levels, and that's our neasure of
interclass equity.

And, as you can see, the residential solar

class is the | owest returning class, which neans they're
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payi ng the | owest portion of their share of costs.
Residential, as you can see, is also | ower and net
negative currently. And then you can see all the other
cl asses.

And we use the rate of return by class to
all ocate those price increases in line with the principle
of equity, and the intent would ultimately over tine
gradual ly be to get everybody in this case to |like an
average return, which is where we proposed 4.7 percent.

So if these cl asses were cl oser together
t oday, we would -- we very well nmay have gotten to a
proposal where everyone was to the proposed 4.7.

But -- and froma cost relation and equity
standpoi nt, one could make an argunent that's where we
shoul d, but gradualismtenpered the proposal in terns of
how much we noved residential solar and residential
prices up.

M5. JOHNSON: Well, one of the nechanics
wthin the rate design that are specifically nmaking it
nove to 5.5 as opposed to what is it, 3 sonething for
residential generally is it -- because obviously they're
all paying the sane fixed fee, they're all going to be
paying is it a differential between the existing solar
pl ans and the off/on-peak pricing, or what is the

mechanic within that rate design that's going to fuel
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this change to be so significant statistically?
MR. TUCKER: Are you asking howis
it that -- like, mathematically how does it turn out that

the residential solar class ends up with a higher price
i ncrease conpared to others?

MS. JOHNSON:. When they're all going to be
on the sane plan, yeah.

MR TUCKER: So the residential solar class
here that's indicated are the existing residential solar
price plans. So that's when we're tal king about the
price increase for that class of custonmers we're talking
about those.

And | think what you m ght be referring to
iIs the fact that the new proposed rates, the E-28 and
E-16, that all custoners can participate if those, that's
not the residential solar class.

So they all have the same nonthly service
charge, the existing residential rates and the existing
residential solar rates, but they al so have energy prices
that are differentiated, and that's how we end up
all ocati ng that hi gher percentage increase to the solar
cl ass of custoners.

MR SHOEMAKER  And, if | could, for those
rates that have denand rates, that's another way that

t hose are differenti at ed.
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MR TUCKER:  Sure.

MS. JOHNSON. So if you're a solar custoner
and you're on one of the existing rate plans but you
deci de to nove to, say, E-28, do you know what the --
your price percentage difference will be, or is the
5.5 percent only reflective if you're on what is it -- no
of fense, but | hate the nam ng of your guys's things.
It's so hard to keep track of.

But if you're on, like, E-13 or whatever it
is and you stay on E-13, is that when the 5.5 percent is
going to apply as opposed to if you' re E-13 and you nove
to E-28?

MR TUCKER: Yes. Yes.

MS. JOHNSON:  Sorry.

MR TUCKER: The answer is, yes, the 5.5
percent is, say, if you' re on E-13 and you stay on E-13,
that's what that's getting at.

MS. JOHNSON: Ckay. Do you know what the
difference is if you' re on E-13 versus noving to the new
E- 287

MR TUCKERS So we have -- we can estinmate
custonmer bills for those custoners that are on any of the
rates today on the new rates, but what they'll actually
be based on, how they actually consune energy and respond

to those price signals, we don't know.
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So we can -- we can estinmate based on their
current behavior, but |I don't know how good of an
i ndicator that is of what their real bills will be when

they' re responding to different TOU hours right there.
The TQU hours are different today versus under the
proposed new r at es.

MS. JOHNSON: There's not anything in this
docunent that's going to help indicate that, that would
be kind of a custonmer bill conparison tool or sonething
if they called, like, the 1-800 nunber?

MR TUCKER Yes. It would be a bill
conmparison. | don't think we've printed anything to that
end.

MS. JOHNSON:. Ckay. But there is a bil
conpari son tool where a custoner could go online or could
call and presunmably could do that conparison or rough
estimat e?

MR TUCKER | think it's -- | don't know
about onli ne.

MR. SHCEMAKER: No. They would need to
call in and request a bill conparison, what would ny
usage | ook |ike on these new price plans.

M5. JOHNSON:  Ckay.

MR. TUCKER: W al so brought that

information to the open houses that we had, and custoners
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that cane we would give themtheir estimated bill i npact
on their existing rate as well as any other rates they
m ght be interested in.

M5. JOHNSON: Okay. Just generally why
does SRP have nore EV custoners than they have sol ar
custoners given that EVs are nuch newer technol ogy than
sol ar?

MR TUCKER: | guess | can't say why
custoners are nmaking the deci sions they' re nmaking.

M5. JOHNSON: Why does SRP have
approxi mately 25 percent of the solar custoners that APS
has with approximately the sane size utility in the sane
geogr aphi ¢ area?

MR TUCKER: We've done sone nath that
indicates -- SRP prices are lower. They start | ower.

Qur bills presolar are lower. So that -- it could be a
factor in terns of whether custoners see as nmuch value in
installing solar when our bills start | ower.

MS. JOHNSON. And when you say "a factor,™
so presunably there woul d be ot hers?

MR TUCKER Well, again, | can't speak to
what our -- | can't speak to how our custoners nake
deci si ons around sol ar.

MS. JOHNSON. Have you done any anal yses as

to your different sort of rate designs conpared to APS' s
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and how that m ght inpact?
MR, TUCKER: Again, that's exactly what |I'm

referring to. W looked at -- it's been a while, and
"1l welcone Mark to set ne straight. But | renenber
very clearly six, eight years ago we | ooked at our -- so

we took our custoner data because that's the data we
have. W don't have APS custoner data.

We took our custoner data, we billed them
out on APS rates pre- and post-solar, and we billed them
out on our rates pre- and post-solar, and the results
were the bills started nuch higher in APS territory or
hi gher. They started higher in APS territory. And they
wer e al nost equi val ent post-sol ar between the two
utilities.

So we billed them about the sane anount
back when we did the math. APS and SRP sol ar custoners
were billed about the sanme anobunt. APS and SRP nonsol ar
custoners were billed differently. They were billed nore
by APS, so there was a greater opportunity for savings.

MS. JOHNSON: Do you know when t hat
anal ysis was done?

MR, TUCKER: | would --

MR CARRCLL: W had presented sone of that
analysis in the 2019 price process.

MS. JOHNSON: Ckay. So that's pretty old,
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t hen, presumably, right, because it's been at | east siXx
years ago since that pricing process?

MR TUCKER: Yeah, but our differentials in
average rates are very consi stent between us and APS for
quite sone tinme. So that differential hasn't changed.

MS. JOHNSON: Do you guys | ook to the other
utilities in the state as far as, you know, norns, best
practices, any of that kind of stuff?

MR TUCKER Well, to sone extent we --
yeah, we want to be aware of best practices. But
specifically you were asking if we | ook at bil
conmpari sons. You were trying to ask me why our custoners
make deci sions around solar, so | was -- you asked about
other utilities conparisons.

M5, JOHNSON:  Well, | think I'm asking you
what mechani snms within your rate design would deter
peopl e fromgetting sol ar

MR TUCKER: That our bills are | ower.

That woul d be one of them

MS. JOHNSON:. Right. But, |ike, fixed
fees, export rates you don't think -- timnme-of-use period,
you don't think any of those are factors?

MR TUCKER | think our prices are better
aligned with costs. That could be a factor.

MS. JOHNSON: Ckay. In the -- wthin the
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pricing proposal docunent you nmake a comment about t hat
there's a new proposal related to RECs fromresi dence
solar forthcom ng. You nmentioned that a little bit this
nor ni ng.

Does SRP intend for custonmers to transfer
the environnental attributes of all of their solar
generation or just exported energy?

MR, TUCKER: So that programis still to be
devel oped, but the idea is that -- that we've heard sone
sol ar custonmers say that, hey, we add val ue that you
don't recognize. And what we realized is that is a val ue
stream There is value to RECs that our custoners could
receive.

So if SRP were adding solar to the grid, we
actual ly have programs for custoners where we sell RECs
to them So we realized, hey, if a custoner -- if a DG
custoner -- say a residential DG custoner is interested
in selling their RECs to SRP, that adds value to the rest
of our solar -- | nean, to the rest of our custoner base.

So the idea is that, again, it's a wwn-win
because there's somet hing of value that's bei ng purchased
by SRP, which, of course, neans purchased by the rest of
our customer base. That's the idea is naybe a REC. But
it would be an optional programthat the custonmer woul d

transfer the REC to SRP for sone paynent.
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MS. JOHNSON: But | guess the question is
whet her they'd be transferring the attribute of all the
sol ar generation or just the exported energy back to the
grid?

MR TUCKER Are you asking if it's the REC
related to the export or all the energy?

M5. JOHANSON:  Yeah. Well, | think so. |
think that's what |'m aski ng.

MR TUCKER | think it could -- if there
was a preference to go one way or the other, we -- |'d be
interested to understand that better if our custoners had
a preference one way or the other.

MS. JOHNSON: Ckay. Do you know what the
proposed val ue of the environnental attributes m ght be?

MR TUCKER: No. Like |I said, that -- the
intent is to roll that programout later this cal endar
year if not at the begi nning of next year.

M5. JOANSON: So there's a ot of comments
wthin the -- oh, can you say it again? |'msorry, when
was the tine line for that?

MR TUCKER Either later this year or at
t he begi nning of next year.

M5. JOHNSON: Ckay. So it could be a full
year from now t hen?

MR TUCKER: It could be, yeah. Yeah.
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But, like | said, it's not devel oped. Those terns are --
and, like | said, 1'd be interested to better understand
the custoners' preferences. W have tine to take that
i nto account.

M5. JOHNSON: |Is there going to be a
st akehol der process for that or what's the --

MR TUCKER: An official stakehol der
process? That -- that hasn't been discussed that |I'm
aware of. But at the sanme tinme, | think there would be

st akehol der i nput.

M5. JOHNSON: | think -- | mean, ny
recomrendati on would be that you should talk to industry,
obvi ously, about -- about the -- you know, the worKkings
of the proposal before you just announce a proposal nay
be hel pful .

MR TUCKER  That we should talk to
i ndustry?

MS5. JOHNSON:  Yeah.

|'mcurious -- | nean, you have a | ot of
coments in the proposal about expected sal es grow h.
| " mwondering why SRP offers rebates for EVs but not for
solar paired with storage.

MR TUCKER | amnot sure that we still
offer EV rebates. Maybe we do.

M5. JOHANSON:  You nention themin here.
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MR, TUCKER: Oh, well, then nmaybe.

MR, CARRCLL: | think there's a charge here
on a rebate.

MR TUCKER: Ch, okay.

MR CARRCLL: Yeah.

MR. TUCKER: So the EV charger

MS. JOHNSON: You don't specify that in the
proposal .

MR TUCKER: No. | apol ogi ze.

MS. JOHNSON:  You just tal k about rebates
for EVs, but --

MR TUCKER: | think -- yes, | think the

i ntent was the EV charger

So, I'"'msorry, then what's the question?

M5. JOHNSON: |'m just wondering why you
don't offer rebates for solar paired with storage?

MR TUCKER Oh, yeah, sorry, | don't do
t he program design. W've had various incentives over
time. One of the concept | think wiwth incentive is to
encourage a new technol ogy to be further depl oyed.
think EVs are a newer technol ogy certainly than solar and
storage perhaps. W used to have obvi ously sol ar
incentives and we had a battery storage incentive that we
had in place. It didn't -- as | recall, it didn't have a

| ot of interest.
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MS. JOHNSON: Do you know when the battery
storage incentive was?

MR TUCKER | think it came out in the
2019 price process. |'mnot sure.

MR SANDSTROM | guess it was --

MR TUCKER: |'m not sure.

MR NEIL: It was doubl ed.

MR SANDSTROM Correct. Yeah. W nention
it inthe price -- it was not a fornal part of the price
process in 2019.

MR TUCKER Right. Yeah.

MS. JOHNSON:. So when did you have battery
st orage?

| nmean, obviously storage technol ogy has
changed a | ot.

So, sorry, when was there a storage rebate?

MR TUCKER | guess | don't know the
speci fic dates.

MS. JOHNSON: Ckay.

MR TUCKER: | guess we -- |'d be happy to
respond to it to get you the exact dates.

M5. JOHNSON: Okay. On page 10 of the
proposal you talk a | ot about the ISP stakehol der
process. And |I'mjust curious you say that there were

ei ght | arge stakehol der group neetings.
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| didn't see the dates of those anynore on
the websites. | mght have just m ssed those. But do
you know i f those occurred before or after the Coolidge
vot e?

MR TUCKER | do not.

MS. JOHNSON:. Does anybody el se know?

MR. TUCKER: W could certainly get you the
dates, if you |liKke.

M5. JOHANSON:  Yeah. |'m curious because,
you know, you may or namy not know that Ari SElI A has
specifically been denied participation in your advisory
counsel related to both ISP and the sustainability group.
And so | guess I'mstill wondering why that's the case.

And al so, you know, when these |arger group
neet i ngs happened because it would be particularly
i mportant to us since we are not allowed to participate
in the small groups.

MR. TUCKER: Yeah, again, that wasn't a
pricing process, so l'mnot -- | wasn't involved in those
either, if that hel ps.

But we can get you the dates of the
nmeetings gladly. Sorry, | don't have them off the top of
ny head.

M5. JOHNSON:  You work here. | feel |ike

not going to a neeting is probably a bonus as opposed to
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a puni shnent.
Ckay. On page 14 you say that
sel f -devel opi ng projects cost less. | believe we're
tal ki ng about utility-scale here. And |I'm wondering why
that woul d be the case, especially when you' re using an

al |l -source RFP process.

MR TUCKER: Sorry. |I'mtrying to find
where we say it. Gve nme a mnute, and I'll find it I'm
sure. |If you can point nme there, |1'Il take the tip.

Ch, okay. | think maybe |I see it. It

says, "The sel f-devel opnment aspect of this project as
opposed to outsourcing is forecast to save SRP
$38 mllion."

And the question is why is that cheaper?

M5. JOHANSON: Way would it be cheaper to
sel f-devel op than to use a devel oper when you're
utilizing an all-source RFP process?

MR, TUCKER: Again, | was not involved in
the RFP, but it seenms quite possible to ne that we may
have gotten results of the RFP and said we can do it
cheaper.

M5. JOHNSON: | think that you use an
i ndependent nonitor that is supposed to not allow you to
do that. But if you could follow up, that would be

great .
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|'d also like to know why it would cone
online faster if it's self-devel oped versus you're using
an outside --

M5. GLOVER | just want to remnd you if
there's things that you' re |l ooking for followup on, it's
difficult for us to track those, and we want to nmake sure
we do it properly. So if you have -- you know, keep
track of those things that you' re |ooking for extra data
or responses on that we can't answer very quickly here
and submt requests for those so we can nake sure to
follow up on all of them

MS. JOHNSON: | thought you guys were
phoning a friend.

M5. GLOVER No. If it -- like, | said, if
there's things that you think we can bring soneone in to
answer for you, we will certainly do that, but if there's
sonet hi ng that you have particul ar questions that m ght
respond -- or require a nore ful sone response, just make
sure you submt those.

MS. JOHNSON: I'mworried that you'll have
a board vote before | get the responses to these things
if 1"mbeing really honest.

Ckay. On page 15, you're tal king about
future gas -- kind of what your plans are regardi ng sone

of your gas plants, and |I' mwondering does SRP intend to
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conti nue obtaining CECs for any new gas projects?

MR CARRCLL: These --

MR TUCKER  Go ahead.

MR CARRCLL: These aren't -- it's not a
price process rel ated question.

MR TUCKER | nean, that is a resource
pl anni ng question; right?

MR CARRCLL: Yeah.

M5. GLOVER Can you repeat the question?

M5. JOHANSON: Al right. M question is
does SRP intend to continue obtaining CECs for any new
gas projects?

M5. GLOVER: Again, that's outside the
scope of these proceedings.

M5. JOHNSON: Is it outside the scope?
You' re tal king about your plans here with gas and the
need to continue to build new gas to help offset variable
generation, so it seens pretty related to ne.

M5. GLOVER: Are you still on page 147

MS. JOHNSON: Yeah, 14 is where you're
tal ki ng about the need for flexible natural gas and,
l'i ke, all of your gas projects.

MR TUCKER: Yeah, if | can clarify.
These -- generally speaking, the -- what we're tal king

about here are what's happened since the |ast price
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process, so if I'"'m-- so these things are in notion.

And if | understand, | thought you were
saying in the future are you planning to i ssue nore CECs,
and this isn't -- this isn't necessarily -- this is nore
focused between the test years.

M5. JOANSON: | think the ISP is for a nuch
broader tinme line, but if you want to say that you don't
want to answer it because it's not the test year, then
you can do that.

VR TUCKER: No, | think -- 1 think, yeah,
but this isn't the ISP either. The ISP is a broader tine
l'ine, but what we're tal king about in the pricing
proposal is what's changed -- generally speaking what's
changed since the |ast price process and then the costs
that we've incurred, how have the -- maybe one way to
think about it is why are the prices that were approved
in 2019 no | onger adequate to cover our costs. Wll,
it's because our costs have increased, and this is sort
of what's sort of talking about -- this is the iIncrease
of costs in the |ast six years.

M5. JOHNSON:  Yeah, but the sales growth
projections you' re tal king about within this docunent are
forward-| ooking. But so you're saying that even though
you have all of the sales growh data that's

forward-| ooki ng the cost projections are only
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backwar d- | ooki ng?
MR. TUCKER: Yeah, generally speaking
that's right. The costs are about what's changed in
terms of costs. There's -- you're right that there is a

forecast in there, but it's kind of providing some col or.

MR. CARRCLL: The -- the test year -- soO
the cost using the test year is at 2026. And so it's
always the -- it's the forward -- it's still a projection
mat chi ng the | oad forecast used.

M5. JOHANSON:  And what's you guys's -- when
does your -- when do your years begin and end here?

MR TUCKER  May 1.

MS. JOHNSON:. May 1. So this is May 1, '25
to '267?

MR TUCKER  So, yeah, the test year is
from --

M5. JOHANSON: So it's a forward-| ooking
test year, not a historical test year?

MR. TUCKER: That's right.

MS. JOHNSON: Ckay. Well, I'mgoing to ask
this, and you guys can just answer or not.

MR NEIL: [I'll answer it for you.

MS. JOHNSON: When does SRP plan to retire
Springerville, which you tal k about your plans to cl ose

Cor onado on page 197
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MR TUCKER: | don't have the Springerville
answer, but it's not -- it's not inpactful to the test
year for whatever that's worth.

M5. JOHNSON: Ckay. \What percentage of
your expected | oad growh over the next five years is
just fromdata centers?

MR. TUCKER: There's a |lot of |oad growh
for data centers in the forecast. | don't have the
nunber off the top of ny head.

M5. JOHNSON: Ckay. Do you have a general

bal | par k?

MR TUCKER I'mworried | would -- I'm
worried | would m sspeak. |'mnot sure.

MR. SHCEMAKER: Yeah. |'mgoing to have to

say the sane.

But you're saying the next five years, so
t hrough 2030 is the question --

MS5. JOHNSON:  Yeah.

MR SHOEMAKER: -- how much of our |oad
gr owt h?

MR TUCKER  Which again --

M5. JOHNSON: |If you have a broader tine
line, that's fine too.

MR TUCKER:. -- it could be inpactful for

future price processes, but load in 2030 isn't really
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driving the costs for 2026.

MS. JOHNSON. If you want to do it just for
'26, then that would al so be accept abl e.

MR CARRCLL: It would be -- it would be
easier for us to answer if you would have asked if the
test year was in 2026, but if you can just submt it if
you want .

MS. JOHNSON: Ckay. So this is a question
that I'"msure you're also going to be really excited
about .

So despite significant | oad gromh as far
as projects in the C& space, you just changed your
master nmeter requirenents that require nultifamly
housi ng units to have hundreds of interconnections per
project, which will drive up costs and reduce the
i kelihood that all of the housing necessary to
accommbdate this gromth will have sol ar

Do you know if this is going to be
corrected?

MR. TUCKER: | honestly am not even quite
sure what that neant.

M5. JOHNSON: So now if you want to do a
C& -- soif | say C&, so do you know what |'mtalking
about ?

MR. TUCKER: Li ke, busi ness, conmnerci al
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i ndustrial ?

MS. JOHNSON: Yeah. So if you want to put
solar on a multifam |y housing unit, instead of just
havi ng a coupl e of interconnections dependi ng on the size

of the unit you now have to have an interconnection for

every person that lives there, so if, like, it's an
apartnent conplex, it's 250 interconnections. |t drives
up costs 10 to 20 percent. It's obviously going to

reduce the likelihood of putting solar on multifamly

housi ng.
And so this is a new decision that SRP' s
just made. |'mwondering if that's going to be fixed.
MR TUCKER: Well, one, |'mnot sure
that it -- it's broken in a sense, but that wasn't a
pricing consideration. It didn't drive the pricing
proposal. I'mnot famliar with it. But |I think that's

custoner prograns if | was to hazard a guess, but |'m not
even sure that's true.

MS. JOHNSON: Ckay. On page 29, |'mjust
wondering if you can just say a little bit nore about --
| was thrown a little bit by the use of the phrase rate
of return when it cones to a non-profit.

MR TUCKER  Yes.

MS. JOHNSON: So can you just talk alittle

bit about what you nean and a return to whon?
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MR, TUCKER: Sure. Yeah, | agree it is
confusing. And it's -- it is very different than in the
| QU context. | kind of nmentioned it earlier that we use

rate of return to nmeasure equity anobngst custoner

classes. And, as | think you're probably nore aware than
| am in an QU setting rate of return is a target |10OUs
are looking to earn. For us it falls out. There's no
target around rate of return.

So there -- yeah. And when we tal k about
return, it isn't -- your question is fair to whom It
isn't to anyone. All it is doing is covering -- like,
there's no stockhol ders that are taking sonething out
that you m ght otherwi se get a rate of return from an
| QU.

All it's doing is covering necessary SRP
expenses |li ke our interest paynments, which we obviously
have to make, the water support that we al so have to
provide, and the -- and the contributions to future
capital, which are obviously required as well.

So it doesn't go to anyone. It actually
stays in the SRP bank account and goes to fund
oper ati ons.

M5. JOHNSON: Ckay. So just maybe sone
foll owon questions for that.

Are you earning a return froma specific
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subset of custoners then?

MR, TUCKER: Again, it's -- | think it is a
nuddl ed i ssue, and | apol ogize that it's not super clear,
but | guess hel p me understand when you say earning a
return what do you nean? To what end perhaps?

M5. JOHANSON: No, | don't know. Like, we
don't have enough tine to have an expert in this, so this
IS -- this is our conbination of the questions that we
could cone up in the tine frane, so |l didn't wite this
specific -- so I'masking this question right now.

MR TUCKER So I'll take another crack
t hen.

MS. JOHNSON: Ckay.

MR. TUCKER:. The -- again, the return
that's cal cul ated on page 29 what's proposed is
4.7 percent. That return, again, it is noney that goes
literally to pay interest expense, right? Like interest
on a nortgage for your house, that's -- you have to pay
that, right, to operate? So for SRP to continue to
operate we have to pay our debt.

And, again, SRP has |egal obligations to
provi de support for water operations and the return
covers that. And then the return also covers --
whatever's left of -- after those two things whatever's

| eft goes in the bank to pay for capital projects, which,
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again, | think you want to do because we don't want to
borrow 100 percent of our capital expenditures. Like,
when you buy a house, you put sone noney down and you
borrow the bal ance. This is basically that sone nopney
down, what's left fromthe return. So there's no return
that goes to anyone. It stays in the SRP system and t hen
I's spent to SRP busi ness purposes.

MS. JOHNSON: Ckay. Did the conpany
consi der evaluating equity between classes by conparing
proposed revenue conpared to cost of service?

MR TUCKER  We have | ooked at sonet hi ng
like that. The results are effectively the sane thing.
But there's a different way. And what we | ooked at was
here's the total cost to serve a custoner, which includes
the interest expense, the water support, and the future
capital contributions, and we | ooked at how nuch revenue
t hose custonmers bring in. It's the sanme -- effectively
it's the sanme thing. It's the sane result, but it's a
different way to | ook at the sane issue.

MS. JOHNSON:. Ckay. And you did that in
this process al so?

MR CARRCLL: It's not published in here,
but we've | ooked at that as part of this process.

MS. JOHNSON. Ckay. But you're saying the

results were conparabl e?
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MR TUCKER:  Yes.

MR, CARRCLL: Yes.

And if you | ook at the revenue or the cost
on schedul e 8 and conpare that to the proposed revenues
in schedule 9, | think you could see -- you could see
where those results are.

MR TUCKER: The nunbers are all there,
yeah.

M5. JOHNSON: |Is the return SRP proposes to
earn from custoners above and beyond its actual capital
costs?

MR TUCKER: It is below our weighted
average cost of capital, if that's what you're asking.

MS. JOHNSON: Ckay. | just want to nake
sure that data centers and manufacturing facilities,
those would fall within the | arge general service rate
class; is that right?

MR TUCKER  Yeah.

MS. JOHNSON: Ckay. And so if we're
| ooking at -- we're on page 31. | just want to nake sure
that | amreading this correctly. But it |ooks to ne
t hat you're proposing an increase for these | arge
conpani es that's about one-third of the increase that's
applied to residential custoners.

Am | reading this correctly?
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MR TUCKER:  Yes.

MS. JOHNSON: O less than that actually.
It's nore like a quarter. 14 --

MR TUCKER  Yeah, you're right.

M5. JOANSON:  -- 15 mllion versus 67
mllion.

MR TUCKER: Yes, those are the nunbers.

MS. JOHNSON: Ckay. And | understand what
you were saying before about table 5 and who's
under payi ng ver sus over payi ng.

But it is, |I think, correct that -- you
weren't able to answer it, but I'"'mfairly confident that
data centers and nmanufacturing are a huge driver of the
massi ve | oad growt h.

MR TUCKER  So, again, | think it m ght be
i mportant to make a -- to distinguish between the | oad
growmh that we see in the test year and the | oad growth
that we see |i ke 2030 and beyond.

MS. JOHNSON: Ckay.

MR TUCKER: It is a huge portion of the
| oad growt h that we see forecasted for 2030. It's a few
hundred nmegawatts. It's a very snall portion of the test
year. And, again, the prices that we are proposing here
are based on the test year, so they're based on say --

they are based on fiscal '26 |oad forecast.
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MS. JOHNSON:. Do you have the test year
| oad growth forecast in this docunent?

MR. CARRCLL: Yes. And you can see the
megawatt hours, but it doesn't show the year by year.
You can see the negawatt hours for FY 26.

MS. JOHNSON. Ckay. Wiat page is that?

MR CARRCLL: [It's on schedul e 4.

MR SHOEMAKER: And that's in the cost
al l ocati on study.

M5. JOHNSON: OCh, okay. So that's not in
t he proposal .

MR, SHCEMAKER: Ri ght.

M5. JOANSON: But it would be in the CAS.

Ckay. Ckay. Oh, wait, | want to talk a
little bit about the transition for existing rate
cl asses.

So, as | understand it, you're freezing the
existing rate classes wth the exception of what Steve
said earlier, so there's going to be E-16, E-23 and 20 --
iIs it E-23 and E-24 are renai ni ng?

MR TUCKER  Yes.

M5. JOHANSON: And 24 is essentially a
prepaid version of 237

MR TUCKER: Yes.

MS. JOHNSON:. Ckay. And then the new 28.
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The other ones are frozen.
MR, CARROLL: Can | just --
M5. JOHNSON: Go ahead.
MR CARRCLL: | just want a clarification.

The E-24 essentially becomng E-23 is part of the
proposal here.

MS. JOHNSON:. OCh, okay.

147

MR. CARROLL: The existing E-24 prices are

alittle bit higher than the existing E-23 prices, and
part of managenent's proposal is to bring those in |line
in particul ar because a |lot of our limted-incone
custoners are on E-24.

M5. JOHANSON: Would E-24 still exist, or
it'"s going to collapse and it will all be called E-23?

MR TUCKER  Technically E-24 will still

exi st .

M5. JOHNSON: Ckay. But it's the identical
to E-23 --

MR TUCKER:  Yes.

MS. JOHNSON:. -- except you're prepayi ng?

MR TUCKER  Thank you for that
clarification, Mark. | agree.

M5. JOHNSON: Okay. So when you froze
them -- but they're not really going to be grandfathered.

They're going to have a transitionary period of tine of
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four years, and then they're going to be automatically
noved to one of the newrate plans; is that correct?

MR TUCKER:  Yes.

MR SHOEMAKER  Sorry, if | can just junp
in there.

Yeah, they'll have -- they'll have a tine
frane where it will be frozen from new participation, and
then before those price plans are elim nated, custoners
can opt into any of the available rates. And the hope is
that they will do that opting in, so there'll be custoner
outreach before those plans are elimnated, so that they
can, you know, again, hopefully pick a plan that they
would li ke to be part of. And then those that haven't
yet picked a plan by the tine their price plans are
el i m nated woul d be noved to one of these rates.

M5. JOHANSON: And are you going to do like
affirmati ve outreach to custoners about changing it as
opposed to just defaulting themin four years?

MR, SHOEMAKER:  Yes.

MR TUCKER:  Yes.

MS. JOHNSON:. Ckay. Wy do you want --
nmean, | think I know the answer, but | just want to
confirmwhy do you want -- instead of grandfathering them
on the rate if they want to stay on it, why are they

bei ng forced to nove?
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MR, TUCKER: Because the hours are
i ncreasingly out of alignnent wth costs.

M5. JOHNSON:  Ckay.

MR TUCKER: So we're sending -- we're not
sendi ng good price signals. And, yeah, one of the -- you
al ready nentioned the ISP. W noted in here that one of
the findings in the ISP was that SRP needs to devel op new
signals to better kind of informcustoners when to use
energy and not to use energy, so this is part of that.

M5. JOHNSON:  Ckay.

MR CARRCLL: And it's really designed as a
benefit to custoners because the alternative would be to
just to like on May 1 or Novenber 1 of 2025 change the
hours on the existing rates, and then everybody -- you
know, we can -- we could easily do that.

M5. JOHNSON:  Yeah.

MR CARRCLL: And it's difficult to inform
the custoners and, you know, have that outreach if
everyone's done -- all wlling customers have to switch
over on a day. This wll give custonmers tine to have --
to transition over to the newrates and for us to be able
to provide the educational material and things to help
make sure that process is snooth.

M5. JOHNSON: So on page 48 you say no
| ater than Novenber 2029.
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And does that nean that you m ght end the
old rates sooner, or that's just accounting for the fact
t hat peopl e can opt to | eave sooner?

MR TUCKER. No. W -- yeah, there is a
transition plan that's still being devel oped that, yeah,
they may end sooner than Novenber of '29, if that's
responsi ve.

MS. JOHNSON:. Ckay. So you're saying -- so
there isn't necessarily kind of a four-year grace period.
You m ght decide to end them sooner, and they woul d need
to transition faster?

MR. TUCKER: Yeah. So, yeah, correct that
there is not a four-year -- you're not guaranteed four
years on your existing rate.

M5. JOHNSON:  Ckay.

MR TUCKER The plan is to nake the
transition after we get on that -- the custonmer on our
new Phoeni x -- our new custoner information systemin
pl ace, which should provide at | east 18 nonths before
we' d be nobving custonmers en nasse.

M5. JOHANSON: Is that kind of like a rate
conparison tool that's like a -- is that like an online
interface where they can conpare thenf

MR TUCKER | -- well, I'mnot sure that

would -- no, it's not that necessarily. And that could
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potentially cone sooner. This is nore about -- this is
nore about the back office system

M5. JOHNSON: Ckay. | want to just go back

to sonet hi ng when Dave was talking to you earlier that
|"mnot sure that | totally understood when you were
tal ki ng about what happens to the grandfathered | egacy
solar custoners, and | want to nmake this a much hi gher
| evel conversation because | got a little bit lost in
t hat conversati on.

For custoners that are | egacy net netering
custoners that are grandfathered for 20 years, that is
going to renain regardl ess of what happens with this
price proposal ?

MR TUCKER: So they w il have their
grandfat her status. That will remain. But the rate --
say they're on E-21, but nost of themare on E-23.

M5. JOHNSON:  Ckay.

MR TUCKER  So but -- and E-23 w ||

persi st as we kind of nentioned, so their grandfathered

status wll continue as the rate will conti nue.
E-21, that rate will not continue. So if
they were -- if -- they would then have the option to go

to E-23 or to go to one of the new TQU rates.
MS. JOHNSON: But so, like, at APSif you

swi tched your rate plan, you' re not going to keep your

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

152
net nmetering, but in this case you'd be switching the
rate plan, but the export rate that is the retail rate
for electricity would remain the sane?

MR TUCKER  So E-23 woul d have the net
nmet eri ng.

MS. JOHNSON:  Uh- huh.

MR TUCKER So that will be the net
nmetering option that renains.

M5. JOHNSON:  Ckay.

MR TUCKER: And if you want -- but you
could still switch to the new TQU rates, but, yeah, those

are not net netering rates.

MS. JOHNSON: So you woul d | ose your net

netering, then?

MR TUCKER If you went to those TQU

rates.

E-21

st ay

sai d

nean

M5. JOANSON: But if you -- so if you' re on
and you go to E-23, you can keep the net netering?

MR TUCKER:  Yes.

MS. JOHNSON:. And if you're on E-23, you
on E-23, you can keep the net netering?

MR TUCKER  Yes.

MS. JOHNSON: Because | thought that you'd
that E-23 wasn't open to sol ar custoners, but you

-- you nmean new sol ar custoners?
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MR. TUCKER: Yes. Exclusive of
gr andf at her.

MR SHCOEMAKER: Yeah. Yeah. E- 23, that

was what we had -- what we had read earlier. The
applicability for E-23 will continue to include those --
those solar custoners that -- | don't want to m sspeak,

but those sol ar custoners that had on-site sol ar
generation installed prior to --

M5, JOHNSON: 2015 or '167

MR, TUCKER: It was ' 14.

M5. JOHNSON: O was it '14?

MR SHOEMAKER: It was |i ke Decenber 14 of
2014.

MS. JOHNSON: Ckay. It was -- I'mglad you

clarified because it was a little confusing to ne.

MR SHOEMAKER: |It's Decenber 8, 2014.

M5. JOHNSON: 2014. It was a little
confusing to ne that solar custoners doesn't nean sol ar
custoners. It neans sone sol ar custoners.

MR. TUCKER  Yes. Yes. Sorry.

M5. JOHNSON: Ckay. Is it true -- so |
t hought it had recently changed, but is it true that
sol ar custoners for APS still have two neters?

MR TUCKER: For APS?

M5. JOHANSON: | nean for SRP.
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MR. TUCKER: They do still have two neters,
yes.

M5. JOHNSON: They do? Ckay.

MR NEIL: It changes next week.

M5. JOHANSON: It is next week. So there is
a change com ng where they're no | onger going to have two
meters. | feel like | saw an e-nail about that, but --

MR NEIL: No. You nean three neters. A
storage neter is no | onger required.

M5. JOHNSON:  Oh, okay.

MR NEIL: So the second neter is always
goi ng to be required.

MS. JOHNSON: Ckay.

MR. NEIL: Especially if there's REC
i nvol ved.

M5. JOHANSON: Look at that. He's working
for you for free.

MS. GLOVER: | would -- yeah, | would ask

that you please allow the SRP fol ks to answer the

questi ons.

M5. JOHANSON: But it's free work.

s that correct?

"Il ask you guys just to clarify for
pur poses of the record is that -- so there is a neter

change comng, but it's going fromthree to two, not two
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to one?

MR. CARRCLL: Any nmeter changes aren't
i mpacting the pricing charges.

MR TUCKER: Yeah, honestly -- sorry, yeah,
| don't know.

MS. JOHNSON: Ckay. It cane up in Dave's
questions, so | just wanted to ask.

Ckay. Can you -- so turning to page 41,
can you just describe a little bit about how the Carbon
Reduction rider is going to work?

MR TUCKER So this -- the Carbon
Reduction rider is intended to be |ike what we currently
call the Renewabl e Energy Credit rider on the prior page.
It's --

M5. JOHNSON:  Ckay.

MR TUCKER  We're proposing we renane it
to Energy Attribute Certificate rider.

But the idea for both of those riders is to
provide, in a sense, an unbrella under which SRP can
of fer prograns to custoners.

So it may be a corollary is the REC rider
as it exists today allows us to offer prograns for
solar -- for custoners to purchase RECs, and we have the
sustai nabl e energy offering. W have the -- it's a --

MS. GLOVER: A sol ar choi ce?

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

156

MR. TUCKER: Thank you. The sol ar choi ce,
t he sol ar choice select. So we have a snall handful of
REC prograns that we offer under the existing REC rider.
The idea was to create a -- this Carbon Reduction rider
that mght allow us to offer simlar -- simlar programnms
around carbon credits if and when sonething |ike that was
to be of interest to custoners and available to us to
provi de.

M5. JOHNSON: So | just wanted to be clear
because | think I got confused with what you were sayi ng.
The Carbon Reduction rider is a new rider, but the Energy

Attribute Certificate rider is a renane of an existing

rider?

MR. TUCKER:  Correct.

M5. JOHNSON:  Ckay.

MR SHOEMAKER: That's correct.

M5. JOHANSON: Okay. Can you talk a little
bit about -- you have a list of riders being elimnated

on the sane page there, and a whol e bunch of them
Community Sol ar rel at ed.

Can you explain those to ne and why they're
frozen?

MR TUCKER  Yeah. There just hasn't
been -- those prograns have been replaced by the prograns

| was nentioning. Basically we have newer prograns.
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Those are kind of |egacy riders that governed prograns
that haven't had participation for nany years.

M5. JOHANSON:  And when you say Community
Sol ar, what do you nean?

MR TUCKER It was -- so Community Sol ar
for schools as an exanple was an opportunity for schools
to participate to kind of voluntarily to pay nore to
participate in solar projects on a |arger scale.

M5. JOHNSON: Ckay. So it was kind of I|ike
a green -- | call themgreen tariffs, but you're
essentially paying nore to participate in sone kind of
sol ar progranf

MR. TUCKER:  Correct.

MS. JOHNSON: Ckay. Wiich is different
t han how Ari SEI A tal ks about Conmmunity Solar, which is a
bill credit for participating --

MR TUCKER: OCh, yeah

MS. JOHNSON. -- in a solar array.

MR TUCKER: Different. Yes. Yes.

MS. JOHNSON: Because | was going to say,
wow, SRP, you guys are way ahead of the ball. | didn't
know.

Ckay. How does the value of solar study
that you all produced |ast summer fit into the pricing

pr oceedi ng?
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MR. TUCKER: So the value of sol ar study
was not an input to our cost of service study.

M5. JOHNSON: Okay. Was it -- just to be
clear, was it any other input to the pricing proceedi ng?

MR TUCKER  Huh- uh.

MS. JOHNSON: Ckay.

MR TUCKER: No.

MS. JOHNSON: We are shifting to just
export rate questions now.

And sonme of these are not originally
drafted by nme, so hopefully you know what they nean.

How was the residential solar |oss factor
det er m ned?

MR, CARRCLL: There was a study conduct ed.
This is a study conducted by our engineering groups. It
typically happens about once a decade because the energy
flows over the systemdon't change dramatically over year
to year.

We updated that study for the -- the --
each of the current price plans. And so we're | ooking at
based on inputs fromthe engi neeri ng groups on what the
| osses were for like our transm ssion system at different
voltage | evels, and then our primary and secondary
distribution systemat different | evels down to the

transforner, our |losses, and then by hour and then
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| ooking at the |loads for the classes and wei ghting the
| osses by hour by the | oads by each hour to get what the
average loss it is for each cl ass.

M5. JOHANSON: Okay. And so according to
t he 2023 state electricity profile fromEIA Arizona, |ine
| osses are 3.4 percent.

Wiy didn't SRP include a value for avoided
transm ssion | osses and avoided transition costs within
t he export rate?

MR CARRCLL: So the export credit on E-13
and E-14 captures the | osses because we are allocating
costs based off of the net kWh adjusted for the | osses.

M5. JOHANSON:  But what about the on the
new -- are they being accounted for in the new rates?

MR CARRCLL: Yeah. On the new rates
there's a lost adjustnent factor that increases the --
the rate.

M5. JOHANSON:  For both E-16 and E-28?

MR CARRCLL: Correct. | believe it's in
t he equation there.

MR TUCKER: And so just to clarify, they
are adjusted for |osses.

MR CARRCLL: Yeah. Yeah.

M5. JOHNSON:  For avoi ded transm ssion and

avoi ded | osses and avoided transition costs?
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MR, CARRCOLL: That's how it's done right
now, yes.

M5. JOHNSON: Ckay. Did SRP cal cul ate
al ternative export rates using nethods other than the sum
of the product of average hourly market energy prices?

MR TUCKER: So we | ooked at a coupl e of
di fferent ways that we m ght, yeah, calculate an export
rate. Yeabh.

M5. JOHANSON:  What were the other ways?

MR CARRCLL: One was the original
publ i cati on before the errata.

MS. JOHNSON: Ckay.

MR. CARROLL: The 3.08.

MR, TUCKER: Yep. W |ooked at -- so the
current --

M5. JOHANSON: That's not still avail able
online, | don't think, is it?

MR, TUCKER: Ch, probably not.

MS. JOHNSON: Ckay. Go ahead.

MR. TUCKER: The current export rate is
based on solar PPAs, right, or maybe -- anyway, it is

based on solar PPAs, so to nme there's a couple of
di fferent ways you can think about avoided costs. And
our focus is that we set that price based on avoi ded cost

because that's what the rest of our custonmers have to pay
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for it.

So in 2019 we | ooked at it in terns of
sol ar PPAs, |long-term solar PPAs that we were entering
into that because that seens |like that's -- that's one
way to | ook at avoi ded solar costs is, well, you could go
buy solar for 20 years. That's one way you coul d get
sol ar.

Anot her way you could buy the energy is,
well, there's a realtine market that tells you how nuch
energy is worth every hour or |ess sub-hourly.

So -- so we | ooked at both of those
approaches, and what we proposed this tine was to go wth
t he mar ket -based rate rather than a 20-year PPA-type
nunber .

M5. JOHANSON: Okay. And so it says here
t hat SRP' s net hodol ogy i ncl udes overni ght hourly market
energy prices when solar output is zero, and it's not
wei ghted for either when sol ar out put occurs or when
exports occur on their system is that correct?

MR, TUCKER: Sorry, what was that?

MR CARRCLL: Sorry. Say that again

M5. JOHNSON: SRP' s net hodol ogy i ncl udes
overni ght hourly market energy prices when sol ar out put
Is zero, and it's not weighted for either when sol ar

out put occurs or when exports occur on the systenf
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MR CARRCLL: That's incorrect. It is
wei ghted for when sol ar --

M5. JOHANSON: It is weighted? Okay.

SRP's nmargi nal energy costs for residential
custoners as calculated in the pricing proposal are
hi gher than the solar export rate for sumrer peak and
W nter periods regardl ess of service plan.

Way shoul d sol ar custonmers receive | ess
conpensation for exported energy than the conpany's
mar gi nal energy costs?

MR CARRCLL: That was a question we
answered with David, but the -- the margi nal energy costs
on schedule B there are assumng 1 kWin each of the
hours.

M5. JOHNSON:  Uh- huh.

MR CARRCLL: \Whereas and the export credit
was cal culated with the ELAP prices but wei ghted by when
t he export happens.

MS. JOHNSON: Ckay. Say what ELAP stands

for again.

MR CARRCLL: | forgot again.

MR SHOEMAKER  External Load Aggregation
Point. It's a -- it's kind of a wei ghted average of

tradi ng nodes within the CAl SO
MS. JOHNSON: Ckay.
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MR. SANDSTROM And that -- just to point
out on the cost allocation study, for exanple, E-32,
which is a cocmmercial time of use rate, we do have a
mar gi nal energy cost -- this is page 85 of the cost
al l ocation study -- an off-peak kilowatt-hour price of
2.05 cents in sumer, 2.35 cents in winter, and a 5. 54
cents in the off-peak period.

MS. JOHNSON: Ckay.

MR, SANDSTROM So there are periods where
this margi nal cost is below that 3.45.

M5. JOHANSON: Is that ever on residential
or just on the commercial ?

MR SANDSTROM Yes. So on E-16 and E- 28,
both of the new ones, that super off-peak period, there
are -- again, during summer and wi nter the margi nal cost
of energy is bel ow that 3.45.

M5. JOHNSON: Okay. Al right. SRP
identifies utility-scale solar project costs as a
potential proxy for solar export credit rate but provides
no data on their recent or forecasted utility-scal e sol ar
pr oj ects.

| s that data avail abl e?

MR TUCKER: Well, nost of those prices are
under NDA, and that's part of why we changed the net hod

here --
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MS. JOHNSON: Ckay.
MR TUCKER: -- so that it was nore
transparent. The -- like they said, the price, the 3.45,

i's based on those averaged average outputs and the actual
CAI SO prices, which are publicly avail able, rather than
what | would kind of feel like m ght be nore of a bl ack
box with a forward-|ooking proxy group.

MS. JOHNSON: So it's possible that this
question is based on your first --

MR TUCKER  Yes.

M5. JOHNSON: -- proposal and not your
second proposal ?

MR TUCKER:  Yes.

MS. JOHNSON: Ckay.

MR TUCKER: Well, first being the
existing -- it's possible that it's nore refl ective of
2019 pricing --

MS. JOHNSON: Ckay.

MR TUCKER: -- today's effective prices as
opposed to what we proposed goi ng forward.

M5. JOHANSON: | think, though, | didn't --
| -- 1 think I -- I"mpretty sure | downl oaded the
original filing and sent that for feedback and then
didn't get the nenpo that there was a second one that had

been forwarded to everyone.
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MR, TUCKER: Ckay. Just to clarify then,
all that changed as it relates to this in the errata is
t he nunber itself, so the nethod of the proposal has not
changed.

M5. JOHANSON: Onh, okay. And what is the
export rate now, then?

MR TUCKER: 3 -- 3.45.

MR. SHCEMAKER: W are proposing that to be
3.45 cents.

M5. JOHANSON: And is that the sane for that
QF-24 thing or that's different?

MR TUCKER: No. So QF-24 is actually
pointing to the realtine nmarket.

MS. JOHNSON: Ckay.

MR TUCKER  So that -- yeah, that 3.45 is
a blend of three-year pricing, historic pricing.

M5. JOANSON: And then it will be locked in
for a year?

MR TUCKER: Yes.

M5. JOHANSON:  And the other one would
fluctuate?

MR TUCKER  Yeah, with realtinme pricing.
What ever -- whatever you're producing instantaneously --

MS. JOHNSON: Ckay.

MR TUCKER -- at that -- whatever the
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price is at that point in tine that's what you'll be
pai d.

MS. JOHNSON: Ckay. Okay. So, well, and |
didn't know that this was the next question, but if
timely fits into that, |I'mjust wondering, you know, wth
the other utilities you have a 10-year | ock-in for your
export rate.

And so |I'mwondering -- you know, yours is
just a one-year, so it seens to ne that it's going to be
extrenely hard to evaluate on the front end what the
payoff period is of your system when you don't know what
the export rate is going to be next year.

And so why -- it's essentially a variable
export rate, rates annually variable, and so how do you
account for that or can that be changed?

MR TUCKER: Well, the existing rate is at
| east -- was -- was a longer termrate; right? And that
woul d potentially be revisited during the price process,
and, again, | don't think that rate was super well
received. So what -- what we were trying to do is go to
sonet hing, again, that is nore publicly avail abl e.

But the export rate that we pay to a
custoner is -- we, again, neans SRP custoners, so our
custoners are just paying that export rate to sol ar

custoners. And fromny perspective, that is not a fixed
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value for 10 years. You can't cal culate a val ue today
that's reflective of that cost for a whole 10 years.

So |l don't think that's -- | understand
your point, but at the same tine | don't think it's
equitable to allow the rest of our custoner base or to
require the rest of our custoner base to be on the hook
as those prices nmay change over time.

M5. JOHANSON:  Well, that's al so what woul d
happen with the utility-scale project; right? | nean,
you woul d never have the utility scale --

MR TUCKER  Ri ght.

MS. JOHNSON: -- devel oper that's going to
change what your contract is every year. They have a
20-year PPA or sonething |like that, 30 years.

MR TUCKER | kind of feel like that's
al nost what |' m sayi ng.

M5. JOHNSON:  Ckay.

MR TUCKER. W -- when we sign a PPA for
20 years, we know what that nunber is for 20 years.

MS5. JOHNSON:  Yeah.

MR TUCKER. When we pay a custoner, we --
that's -- the valuation of that is the market.

M5. JOHNSON:  Ri ght.

MR TUCKER  So that's what -- that's what

that's worth to a custonmer is -- what of it to ne, that's
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what that's worth is what the value of a nmarket, you
can -- what the narket will bear.
M5. JOHNSON: Ckay. | feel like | see what

you're saying, but I'mnot seeing howit's distinct.

So why is it that a -- if you're a
utility-scal e sol ar devel oper you should know what you're
getting paid for 20 years, but if you're ne as a
devel oper, I'mbasically a tiny developer; right? [|I'm
selling you power, but it's going to change every year.

MR TUCKER: Well, | think the 20 --
sonething that's nore like a | ong-term proxy nunber is
i ke what we're using today.

MS. JOHNSON: Ri ght.

MR. TUCKER: Because under the existing
rates, the 2.81 cents was based on a 20-year PPA. So
that's in ny mnd that's one way to do is you base it on
a 20-year PPA. That, again, |like we said, wasn't super
well received. So what we're doing is changing to point
to a nore realtinme market, but that realtine market isn't
the market price that's good for 10 or 20 years from now.

MR CARRCLL: And when SRP |locks in a
20-year PPA, we al so know the production profile, we can
evaluate that with alternatives, and SRP can make the
decision is this a good value. Whereas then for the

export in particular it's a -- it's a when it's avail able
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fromthe custoner.

So frequently, like, during July and
August, peak tinmes, there isn't export avail abl e because
the custoner's using their solar on their ow site, and
so the value fromthe export, it would typically be a | ot
| ess than the value froma PPA where we have a pretty
good idea of what the profile is and can eval uate that
relative to alternatives.

And so the way to be transparently fair is
to base it off of what the market price is and when
t hey' re exporting.

MS. JOHNSON:. What if you did sonething
like -- and | guess |I'mjust wondering. | nean, |ike,
guess | don't knowthat I'mreally disputing the idea of
reevaluating the rate every year. Cbviously all the
utilities are changing their rate every year. | guess
| " m wondering about the |onger period than 12 nonths for
the custoner that's doing the install.

Like, is there any wiggle roomto do a
little bit of a |onger period? Mybe it's not a 10-year
period but sonething |onger than one year. It just seens
like it would be al nost inpossible to assess the val ue of
it if the export rate could be a dollar in 12 nonths.

MR, TUCKER: And part of the reason if it's

a three-year bl ended average of pricing is sonewhat to
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that end, that it gives nore certainty than -- you know,
if it was just the one year, it would be |Iike whatever

| ast year was, and then it's a new year, and it could
be --

M5. JOANSON: It could be nore volatil e.

MR TUCKER: -- an entirely different
nunber .

Right. So we are trying to -- we're
snoot hi ng those i npacts. W are snoothing volatility of
a given year

But, | nean, you certainly |I think it's
reasonabl e to propose if you want to propose sonet hi ng
li ke that to the board.

But I -- 1 feel like the -- what we' ve put
together is kind of as the bal ance between kind of equity
anongst sol ar custoners and the rest of the custoners
that have to pay for the export. That's the bal ance we
tried to strike.

MS. JOHNSON: Ckay. Circling back to QF24

rider. | just am-- like, want to understand that a
little bit better and why like what -- | guess what rate
pl an would you be on -- would you still be on one of

t hese other rate plans and you would just be el ecting
that as a rider in addition for your export?

MR, SHOEMAKER:  Yeah.
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MR TUCKER: It would be an alternative,
yes.
MR SHOEMAKER: Right. Yeah. So for
the -- the price plans to which that's applicable it --
it states it in the -- in the price plans. That's going

to be in your appendi x A

MS. JOHNSON: Ckay.

MR SHOEMAKER: It will state that that's
appl i cabl e.

And, yeah, what you'll do is as opposed to
receive the 3.45 proposed export rate you would instead
then recei ve your conpensation for exports by the Q- 24.

M5. JOHNSON:  And, |ike, what kind of
custoner would that be advant ageous for?

MR SHOEMAKER: This would be for custoners
who as opposed to wanting that -- that stable known rate
for 12 nonths who might want to take advantage of what
t hey view maybe they could do better on the market. And
so that's a nore realtine reflection of what prices would
be. It's -- it's an option for custoners that m ght want
to -- that mght want to do that.

M5. JOHNSON: But, | nean, did you guys do
any kind of -- |ike, what kind of custoner would want to
do that?

It seens |like it would be a huge risk.
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And, |ike, two people would actually know enough about
how sol ar export rates actually work for that to make
sense.

MR TUCKER: | think what we were trying to
do is to provide it as an option.

But, you know, if a -- if a custoner was --
had -- the farther west facing -- the later their solar
Is producing the -- the -- | think may be the better

potential of the QF rate, it works better for them

MR CARROLL: More storage custoner.

M5. JOHNSON: St orage custoner you think?
Ckay.

MR. CARRCLL: \Where they have the
flexibility to dispatch based off of the marketpl ace.

MS. JOHNSON:  You woul d have to be a very
savvy custoner for that to make sense; right?

MR CARRCLL: | think we want to provide
t he opti on.

MS. JOHNSON: Ckay.

MR CARRCLL: And then |et solar and
storage providers, they can navigate that better than --

woul d have those opti ons avail abl e.

M5. GLOVER  Excuse ne, Autum. | want to
do a quick tine check. | think we're comng up on an
hour. Do you feel like you are close to w appi ng?
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M5. JOHNSON:  No.
| have sone rate design questions, sone
commerci al sol ar questions, and then just sone ot her
br oad questi ons.
M5. G_LOVER: | woul d propose nmaybe we have

you go to 2:30, which is alittle extra tine.

MS. JOHNSON: OCh, yeah, | don't think --
well, so what happens then if we don't finish?

M5. GLOVER: Well, why don't we nake sure
we get -- get through everything, answering suppl enental
questions that are left at the end of the day, and then
if we have sone tine at the end of our day, we can maybe
circl e back.

MS. JOHNSON: Ckay. GCkay. Because we
still have, you know, two and a half hours, so
hopefully -- | nmean, Caryn's not even back yet, so she's
definitely not going to be ready to go.

Ckay. So switching to rate design and
tal ki ng about the nonthly service costs, |I'mjust
wondering why it's so much higher than the other Arizona
utilities?

MR TUCKER: Well, so our pricing is based
on our costs. So I'mnot an expert on other utilities'
costs or their kind of approach to rate design.

But, you know, Bruce tal ked about our
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pricing principles; right? But cost sufficiency, cost
relation equity, gradualism and choice, those are the --
t hose are the pricing principles as adopted by the board
that drive and underlie managenent's proposal

So our -- you know, our prices are
not based -- our proposal is not based on, you know,
other Arizona utilities.

MS. JOHNSON: Wiy is the cost of the neter
goi ng up?

MR TUCKER Well, | nean, costs of
everything generally speaking go up. So what's proposed
in the -- in managenent's proposal is sinply based on the
costs of that test year that we used for the pricing
proposal .

M5. JOHANSON: Ckay. In the MSC, nonthly
service cost, SRP assigns essentially double the
di stribution costs to residential custoners with 225-plus
anp service. |It's not clear fromtheir MSCs how exactly
they cane to this nunber.

So can you just specify alittle bit what
this means and who woul d be inpacted by this -- the
change from 200 to 225?

MR TUCKER: So in terns of who's inpacted
for tiers are we tal king about two or three of those

custoners wth 225-anp panels or bigger, | think.
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MS. JOHNSON: l"minterested in -- | think
you noved -- the current baroneter is above and bel ow
200, and now it's above and below 225. And so |I'm --

MR, TUCKER  Ch.

M5. JOHNSON: -- just curious why that
change.

And t hen, yeah, who's definitely going to
fall into tier 3?

MR TUCKER  So, yeah, the current is 200.
So there are -- we have a few custoners, | think, that

have up to 225-anp panels, so we were kind of grouping
themin the | ower cost bucket.

MR SHOEMAKER: Yeah. Wen we talked with
our -- with our netering group they were -- they were
expl ai ni ng some of the new nuances between and sone of
the distribution facilities that actually supply up to a
225-anp neter that they were simlar to a 200-anp neter
and bel ow.

MS. JOHNSON: Ckay.

MR SHOEMAKER: So it's about the sane
facilities.

And the reality is even though our prior
price plans had the cutoff at 200 they were considering
that 225-anp class nmeter as a 200-anp neter. So this is

kind of nore in line wiwth what we've been -- what we've
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been doing even in that separation today. W're just now
acknow edgi ng, hey, we have these 225-anp neters.

Let's -- let's nmake that line -- nake it very clear for
custoners what that line is.

Al so, you nentioned one thing in your
question, and naybe you could repeat it, but you
mentioned that we're allocating twice as much
distribution facilities cost to sonme of our -- could you
restate the earlier part of that question?

M5. JOHANSON: It says SRP assigns essenti al
doubl e the distribution costs to residential custoners
w th 225-plus anp service.

MR. SHCEMAKER: Gotcha. GCkay. So | just
want to nmake that distinction. Wen we | ook at the
actual costs that we're allocating to those custoners,
that's going to be in the cost allocation study, and the
difference isn't as pronounced as what we're refl ecting
in the price. And part of that difference in the price
iIs we're trying to be, again, |ooking at bal ancing all of
our cost relations, so it's better cost relation, but
it's also there's an equity piece. Wen you |look at the
nmont hly service charge as percentage of total bill, these
di stinctions, the 20, 30, 40, helps bring those closer in
i ne.

MS. JOHNSON: Ckay. And then did SRP | ook
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at NCP by residential service tier to assign the
di stri buti on costs?
MR CARRCLL: We |ooked at -- naybe we need
to make a di stinction between the costs and then -- and

t hen the revenues, the charges.

But for the cost, we | ooked at the sigma
NCP for the distribution facilities by tier, and we used
the NCP for the distribution delivery, but the
di stribution delivery is in the per kW charge.

M5. JOHNSON:  What percent age of

residential solar custonmer are going to fall into tier 3?
MR CARRCLL: It's -- | -- yeah, you can do

the math. It's on -- it shows it in schedule 5d, I

believe. | can doubl e-check and get you the page nunber.

M5. JOHANSON:  And which docunent is that?

MR, CARRCLL: The cost allocation study.

M5. JOHNSON:  Ckay.

MR CARRCLL: Yeah, it's schedule 5d, |ines
nunber 11, 12, and 13.

MS. JOHNSON:. Ckay. 11 through 13.

All right. Do you know how that conpares
to the overall residential custoner class?

MR CARRCLL: You can see that on the sane
l'i nes.

MS. JOHNSON: Ckay. GCkay. |In the new E-16
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managed demand rate it adopts a five-hour on-peak period.

Way are you proposing the additional two
hours on-peak as opposed to the on-peak period in E-28?

MR TUCKER So for a denmand rating you'l
see it's consistent across all our demand rates. It's a
five-hour on-peak period for all the business demand
price plans as well, the sane five-hour period.

But for denmand rate, and that's about
reflecting costs of capacity, we wanted to cover all the
hours for which we are incurring capacity costs. So
that's -- that's why we have those extra two hours
conpared to the E-28 price plan. It's about best
aligning a denand price wwth the capacity-rel ated cost.

MS. JOHNSON: Ckay. Can custoners be
reasonably expected to nanage denmand whil e al so managi ng
t heir on-peak usage over a five-hour period?

MR TUCKER | would think so.

MR CARRCLL: Yes. That would be E-27 has
been doing it for six hours currently.

MS. JOHNSON:. Ckay. And you --

MR TUCKER: It's our nobst popul ar sol ar
price plan.

M5. JOHANSON: What are the hi ghest on-peak
hour s?

Li ke, we don't have the heat nmap that you
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provided to Vote Solar, so what are the hours of the day?
Usually it's not five hours. |I'msurprised that it's
five because |I've seen themfor the other utilities, and
it's usually nore of a three to four-hour |ike your
hottest, reddest hours.

MR CARRCLL: For on the -- like, the |oss
of |l oad probability, the -- where the capacity i s nost
constrai ned?

M5. JOHNSON:  Yeah.

VMR CARROLL: It's 6 -- hours 6 to 7, |
believe, is the nost constrained, and then 7 to 8 is the
next nost constrained. | think those two are the top two
hours.

MS. JOHNSON: And do you know what the

third hour is?

MR CARRCLL: | believe it would be -- it
depends -- what do you nean of the year you're | ooking?
| think we're -- if you're |l ooking out to 2030, | believe

it's the 8 to 9.

MS. JOHNSON: Ckay. So 6 to 9 is your -- |
mean, that now nakes sense for that plan.

MR CARRCLL: Yeah.

M5. JOHNSON: Ckay. So ny next question is
do you have peak until 10 p.m, and is that year round?

MR. CARRCLL: Do you nean on the | oss of
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| oad probability are there peak-related costs until
10 p.m year round or on the price plans are they 5 to
10 p.m on-peak, is that year round?
M5. JOHANSON: | guess I'masking -- | don't

know i f 1'm asking either of those.

| guess I'"masking if you're ever hitting
peak -- you know, |ike you set a peak record in August,
and obvi ously when you have peak it's going to drive
addi ti onal system costs.

|s that really happening at 10 p. m, that
late? | nean, that surprises ne.

MR, CARRCLL: It -- it's -- part of what's
been a transition in the industry and in our cost is that
it's shifted later --

M5. JOHNSON:  Yeah.

MR CARRCLL: -- those loss of load -- the
| at e hours.

And we do have -- once you start getting
out to 2030, and especially if you forecast |long-term
those hours we believe wll be inportant.

MR TUCKER  There's also a difference
bet ween a system peak and net peak.

M5. JOHNSON:  Yeah.

MR. TUCKER: And the generation capacity

requi rements are based on net peak, not system peak.
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MS. JOHNSON: Ckay.

MR TUCKER: And the -- and the net peak is
nmoving to the | ate hours as Mark was tal ki ng about.

MS. JOHNSON: Ckay. Because on page 45,
you tal k about havi ng hi gher systemcosts from6 p.m to
m dni ght. You know, that's a quarter of the day. And
' mwondering -- well, that's on page 34. |'msorry.

But it's also interesting -- so |I'm
wondering what's driving that usage, but | also think
it's interesting that you specifically currently have
rate plans that incentivize people to start using power
at 11 |i ke your EV super off-peak period, so that m ght
be driving that.

MR TUCKER: Well, it's very nuch the point
of why those TQOU hours are not appropriate going forward.
That's why we' re proposing the new hours because the
exi sting prograns really do send sone signals that are
not aligned with costs.

MS. JOHNSON: And so you nention, you know,
you said the E-27 -- what's the on-peak period for E-27
ri ght now?

MR TUCKER 2 to 8.

M5. JOHANSON: 2 to 8. And you said that's
your nost popul ar plan?

Ch, E-23 --
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TUCKER: For sol ar custoners.

5 D

JOHNSON:  -- was your nost popul ar
pl an.

MR, SHOEMAKER: That's 2 to 8 in the
summer. And then it's in the winter it's going to be
5am and 5 -- 5to 9 am and 5to 9 p.m

MS. JOHNSON: Ckay.

MR, SHCEMAKER: So right nowit's going to
have seasonal differences in the on-peak.

MS. JOHNSON:  Well, we were just -- you
know, we were tal king about our kids earlier. It just
strikes ne that a five-hour on-peak period fromb5 to
10 p.m, if you really want people to shift their
behavior, |I'm wondering, |ike, when are peopl e supposed
to eat dinner?

MR TUCKER: Well, the price plans, they're
based on cost, and these are the costs that we're
incurring. These are the costs -- these are the hours
over which we incur capacity cost.

So what we try to do is send price signals
to custoners, and, again, E-23 is an option for a | ot of
custoners as well. But what we're trying to do is make
sure that our prices are reflective of costs, and then
custoners can respond as they wll.

MS. JOHNSON:. But E-23 is not an option for
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sol ar custoners?

MR TUCKER: That -- that's true.

M5. JOHNSON: And it's interesting that you
say that because | think it's, |ike, over 65 percent or
somet hi ng of your customers are on E-23, which doesn't
hel p you reduce peak at all because they can use as nuch
as they want whenever.

MR, TUCKER: Well, we do provide choice to
custonmers. They can elect E-23. E-23 does have a higher
pri ce because of that. So they're -- they're sort of
electing I'll pay this higher average price because |
don't want to have to respond to price signals.

But, you know, 1'd also -- you nention the
five-hour period, but recall there's a three-hour TQOU
period that solar custonmers can participate in as well.

MR, CARRCLL: Wthout a demand charge.

MR TUCKER: Yeah, w thout a demand char ge.

M5. JOHANSON:  Yeah, | think that's -- |
under st and.

MR, TUCKER: Ch, okay.

M5. JOHNSON: Why are you -- | guess this
is interesting he brought this up. | nean, | generally
t hi nk that nost people don't understand demand charges,
and so |I' mwondering why you're keeping that as part of

the new residential rate?
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MR TUCKER: Well, one, it's an option.

But, two, we've heard candidly we've heard from sol ar
installers that are interested in having it.

M5. JOHNSON:  Yeah, but solar installers
that preference -- so usually if you have sol ar and you
want to be on a rate that has a denmand rate, it nakes
sense to you if you have storage, but there is no battery
that can work for five hours, and so if you have a rate
pl an that basically incentives the use of pairing sol ar
with storage but you have a TQU period that is beyond the
technical feasibility of the battery, what is the point?

MR TUCKER: Well, | guess | would say
solar installers have told us they would |i ke a demand
rate. W were happy to design a denmand rate that was
based on cost.

W -- that was the focus, though. It
doesn't about -- that's what it was based on is it is a
cost-based rate, and so we designed -- we heard we'd |iKke
to have a denmand rate still so we can continue to sel
nore of our product, so we designed a demand base -- a
demand rate that's based on cost.

MR SHOEMAKER: And -- and to that point
t oo, again, the current nost popular solar rate that we
have is a six-hour period that has denmand for that

six-hour period as well. So this is one hour shorter
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than the current six-hour period. So the proposal
shortens that on-peak period, not |lengthens it.

M5. JOANSON: But it's 2 to 8; right?

MR SHCEMAKER: It's 2 to 8.

M5. JOANSON: So the sun in the sumrer is

shining until 7:30. You know, you're still getting
production. |In your new plan you're going to have
production for not -- you know, a really -- a much

shorter anount of that five-hour period.

MR TUCKER: Well, it's only a couple of
hours. If you're getting sun -- if you' re getting sun
until 7:30, you're only covering two hours, two and a
hal f hours with battery.

MS. JOHNSON:. Ckay. |I'm wondering why does
t he super off-peak period -- why is it year-round and why
does it start at 8 a.m?

MR SHOEMAKER: The first reason is it's
year round as we've heard. W' ve heard through custoner
surveys and nmarket research that custoners want
consistency in their rates throughout the year.

Havi ng -- havi ng seasonal changes |i ke when
do | need to change ny thernostats or ny behavior to 5
a.m -- 5to9am to5to 9 p.m and vice versa, that
gets confusing for sone custoners.

So part of the reason to have that all year
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round is to nmake sure we have consi stency across seasons
for those custoners.

Is that -- is that part of your question?

M5. JOHNSON:  Yeah, | nean, because |i ke,
for instance, APS has it in the winter but not in the
sumrer .

Wiy does it start at 8 a.m?

MR SHOEMAKER: It's reflective of the
mar gi nal costs that we see.

M5. JOHANSON: Okay. And then, you know, to
your point about it being confusing when things are one
part of the year but not the other part of the year I
think it's interesting and confusing that the rates
change three tines, including in the mddle of sunmer,
right, so the TQU period is the sane but the actual costs
and, you know, presumably your bill, even if you're
adhering to the sanme TOU period, is going to be wldly
different at different tinmes of year, including in the
m ddl e of sunmer.

So is that pretty typical?

Wiy does SRP do that?

MR TUCKER Well, the -- it's reflective
of costs. And if we're concerned about reducing capacity
requi rements and |lowering costs and |owering the need to

bui I d what ever kind of capacity requirenents a utility's
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going to build, you want to send a price signal that
reflects -- that tells custoners, hey, it's expensive to
use power now. And it's npbst expensive over two nonths
of the year that had that sumrer peak season.

MS. JOHNSON: But you think custoners
under st and t hat ?

MR TUCKER: Yes. W know custoners are
responsive to price signals.

MS. JOHNSON: But, | nean, does the average
custonmer know that the price per kilowatt is, like, way
different in July than it is in June?

MR TUCKER: | -- | guess | don't know if
they know that or not, but | think that what we do know
is that they know there's a differential and they're
responsive to it.

M5. JOHNSON:  Ckay.

M5. GLOVER Do you want to bring yourself
to a good stopping point?

M5. JOHNSON: I'mnot. And I'll just point

out that you guys didn't tell us we only had an hour

until yesterday, so | don't feel |like that's appropriate.

But | will pick up ny questions if there's
nore time. And if not, I'll be asking for another day of
I ntervi ews.

M5. GLOVER: Ckay. Before we wap wth
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you, | took note of a couple of things that it seens |ike
we m ght be able to get sone answers for you maybe from
ot her peopl e.

The first one was concerning | oad growh
i mpacting the test year. | think you asked about | arge
custoner load growh. And then |I think you asked about
the cost of self-devel oping the Copper Crossing Energy
Research Center.

Are those really the tw?

M5. JOHNSON: Ch, you're -- | thought you
were telling ne that these are the answers you have ri ght
now.

M5. GLOVER: Oh, no, because | think we
m ght be able to get a couple people that can get those
answered for you.

M5. JOHANSON: Oh, let's see. | circled a
whol e bunch of ones that you didn't have the answers to.

| did -- are you wanting ne to read them
back?

|s that what you want ne to do?

M5. GLOVER Well, those are the two that
stood out to ne that we can probably find sone cl osure
to --

M5. JOHANSON: Those are two that | have.

M5. GLOVER. -- that were based on things
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that were raised in the blue book. So if there were
things -- questions or concerns you had -- the bl ue book,
| should say the pricing proposal. |If there are
questions that you have that were outside of that, we
woul d - -

MS. JOHNSON: Well, | don't think any of
them were outside of it because they all cane up while |
was reading the proposal. But, yes, you're right, | did
ask about why it's cheaper for -- and faster for SRP to

do a self-build, and it was based on that exanple on
page 14.

And then | did ask specifically about the
data center -- well, just load -- what the |oad growh
breakdown is over the test year and then the percentage
related to data centers.

M5. GLOVER: Oh, okay. So why don't we
t ake 10.

MR NEIL: How about five? Last tine it
was 12.

M5. GLOVER Well, I'd like a few m nutes
totry to gather up the information that we're | ooking
for and get the right people involved, so that'll take a
few m nutes. Ckay?

So we'll take 10 m nutes unless you feel --

okay. And then when we cone back, we'll have Caryn.
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(Break from2:35 p.m to 2:48 p.m)
M5. GLOVER: Autumm, to wap up what you
were -- to wap up what we were discussing, we would ask

that you submt your question on the | oad forecasting.

We think it would be best if we have a witten record of
exactly the information that you're |ooking for so we can
get it right and nake sure the right people answer that.
I"'mstill looking for -- to see if we can | ocate the

ri ght person to answer the question about the Copper
Crossi ng construction.

So at this time we will invite Caryn.

MS. POTTER. Yep. Thanks so nuch.

| have just a preview if it helps for
pl anni ng purposes. | have a few different sections |'1]1
be revi ewi ng and aski ng questi ons on today.

"Il be asking questions in relation to
your residential rates nethodol ogy. W covered sone of
this alittle bit earlier, so sone of it m ght
duplicative, but I'll try to elimnate that as nuch as
possi bl e.

| do have sone questions as well on
residential rates for E-16 and E-28 and specific
questions relating to denmand char ge.

| al so have sone questions in relation to

the | arge general service rates, specifically E-67, the
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tiered nonthly service charge, and the carbon reduction
rider.

But before | get into all of that, just one
qui ck housekeepi ng question. Can we confirmthat the
transcripts of these interviews will be nade avail abl e
free of charge next week to the public or to the
interviewers participating in this process today?

M5. GLOVER We will either nake it
avai | abl e upon request or put it up on the website.

M5. POTTER So it will be accessible free
of charge?

M5. GLOVER O, of course, it wll be

available in the informati on room as wel |l .

M5. HETH. | don't know that we can
guarantee at this point that it will be avail abl e next
week. | think that will depend on the turnaround wth

the court reporter, but as soon as it's available we'l|
make it avail abl e.
MS. POTTER Ckay. Geat. Thank you so

much.

PANEL | NTERVI EW BY MS. POITER
M5. POTTER Okay. So going on to
residential rates nethodol ogy. Sone of ny questions do

refer to certain pages. Sone of themare a little nore
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gener al .
So general ly speaki ng how does Salt Ri ver
Project develop its residential rates?
Can you just speak to it broadly?
MR TUCKER  So, yeah, I'll take a crack at

t hat .

So we have a forecast that drives a
resource plan. The resource plan feeds into a financi al
plan that -- and then the forecast also drives revenue
estimates. So the revenue and the costs get conbi ned
into the financial plan. And then we | ook at are the
revenues sufficient to cover those costs.

So when the answer -- and, you know,
bet ween cost cutting, borrowing, and if those two things
don't get us there, then it's kind of price process, and
that's where we're at now where the | ast one was 2019.

So then we take fromthat financial plan,
which is a six-year | ook at our costs, we usually take
the second year of the financial plan because that's the
first year the prices would be in effect, and that's the
source of the information that Mark uses in the cost
al l ocati on study.

And then the cost allocation study | ooks at
how customers by class are covering their cost of

service. So in this case we said we need 2.4 percent net
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revenue increase. The cost allocation study |ooks at how
equi tably our custoners currently are covering their
cost s.

| f everyone had equal returns, we woul d
all ocate a 2.4 percent increase to everyone. Because
returns vary the rates would be | ower returns for the
hi gher increases and vice versa. And then so that then
the revenue targets, the revenue requirenent, basically
cones out of that work, and then the residential rate
desi gner would be told you need to collect this nuch
nmoney from E-24 custoners, this nmuch noney from E- 26
custoners and so on.

And then they will build prices based on --
i nformed by marginal costs |like we were tal king before to
get to a pricing proposal that based on all the custoners
on a given rate should bring in the revenue that we were
targeti ng.

I s that hel pful ?

MS. POTTER. Thank you

For each specific residential rate will SRP
use the average | oad shape to calculate the rate or does
it use another |oad shape generally in order to feed into
t he appropriate price?

MR TUCKER: So the -- we use the rate --

the | oad shapes that are respective to those individual
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rates. So we don't take an average of all residential
custoners and | ook at -- we | ook at what do your E-21
custoners |l ook |ike, what do E-23 custoners | ook |ike,
what do basic custoners look like in terns of |oad shape
and the rel ated costs.

MS. POTTER. Are the | oad shapes devel oped
fromusing a flat rate, a tine of use rate, or both?

MR. TUCKER: The | oad shapes are based on
actual custoners on the given rates. So you have a TQU
custoner -- a TU rate. W take the actual TQU | oad
shape fromthat rate when we | ook at the costs that we
i ncur to serve them

M5. POTTER  And what about E-16? So
that's a brand-new rate. |It's never been used before.

So how was that devel oped?

Was that developed froma flat rate or a
time of use rate?

MR, TUCKER: Do you want to talk to that
design, Karl?

MR SANDSTROM Yeah. So there is several
| woul d say acceptable ways to get to those nunbers. For
SRP for this rate design, because the super off-peak
hours and the on-peak hours are significantly different
than many of the price plans we've offered before, |

think for nme the key being that super off-peak period
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bei ng a new part of what rates are.

And so we took E-23 custoners, so the fl at
basi ¢ custoners, because they're -- they are not
responding to any specific hours today. And so we used
themto nodel if these custoners were all E-28 or E-16
and they did not do anything different, here's what their
| oad shape | ooks |ike and here's what the prices would be
to neet that revenue requirenent target as nenti oned by
John.

M5. POTTER So confirmng for clarity,
does that nean, then, the E-16 rate, which is a
tinme-of -use rate with a denmand charge, was created using
a flat rate | oad shape?

MR, SANDSTROM  Yes.

MR TUCKER: And to be clear, that -- |
think that's a conservative approach. W could have --
because the custonmer -- to the extent custoners nodify
their behavior on that rate they will lower their bills.

So it's certainly in the real mof the
plausibility to nodel sone of that and assune, hey, we're
goi ng to have revenue | ost because we did not assune
custoners nodi fying their behavior. So other utilities
do that where they estimte, okay, we think custoners
w il actually behave differently, that wll | ower our

revenue, and then they raise the price up to make sure
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they get the targeted revenue requirenent.
So that our approach is conservative and

could result in slightly | ess noney than we're trying to

bring in.

M5. POTTER  Yeah. And the reason for the
question is to better understand for a new -- for a new
rate like this, which will be considered a significant
rate for -- since everything's going to be coll apsed by
2029, | wanted to better understand a rate that has
availability that is a tine of use rate and how -- what

data was constructing that rate and if it was being
appropriated in terns of the signals and the timng, so
t hank you for that.

| wanted to refer now actually to page 2 of
t he custoner allocation study. | have a couple of
questions on | oss of | oad.

So on page 2 SRP' s proposing to nove, of
course, to the LOLP net hodol ogy when cal cul ati ng the peak
contribution generation resources. | believe it was
mentioned earlier, but just for clarity so |I can make
sure | have this information, can you provide again the
hours that the LOLP nethodology will be | ooked at in
determ ning the peak | oad contri buti on?

MR CARRCLL: It looks at all hours. And

then it summari zes them based on the 12 nonths, 24 hours
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for each nonth -- sorry for the court reporter. I'lI
stop using hand gestures -- and then splits it into
weekdays and weekends. | believe there's 576 hours that

it summarizes, and then we sunmarize the load in the sane
way .

MS. POTTER. And confirm ng, though, for --
for all hours, though, on-peak, off-peak, and super
of f-peak -- or, sorry, on on-peak and, yeah, super
of f-peak, and that's for any of the tine-varying plans;
correct?

MR TUCKER  The |l oss of |oad probability
is a -- a systemcal culation, and then each of the --
each of the price plans has their own | oad shapes that's
uni que to that price plan to apply to.

M5. POITTER So are you sure that the |oss
of load is the sane cal cul ati on spread anongst the
cl asses, and then fromthere you're using your variation
to decide what is the appropriate on-peak, off-peak
w ndows relative to that demand profile essentially?

MR CARRCLL: If I -- if | followed you, I
think the answer is yes. W used the individual |oad
profiles fromeach price plan applied to the sane
systemm de | oss of | oad probability nunbers to cal cul ate
each price plan surge cl asses' share of the weighted | oss

of |load probability negawatts.
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MS. POTTER. Thank you

And you may have al ready answered this, but
feel free if | can refer to this -- the transcript |ater.

But how exactly does SRP determ ne the LOLP
hour s?

| think you already tal ked about it a
little bit in your stance earlier, so | just want to nake
sure.

MR CARRCLL: W did talk about it alittle
bit earlier, but just to be clear that our | oad
production nodel ers do a Monte Carlo sinulation. They do
tens of thousands of iterations and with different
weat her years, different outage sinmulations, and then
they summari ze that for us as | previously nentioned.

M5. POTTER  How does SRP consi der energy
efficiency and denand response or denand site nanagemnent
in the nodeling of LOLP hours?

MR CARRCLL: | believe that would -- the
energy efficiency | oad reduction would have -- woul d be
part of a different forecast that are inputs to the
nodel , but if you have specific details, you could submt
t hose.

M5. POTTER Okay. Yeah, we'll submt to
just to confirm

Ckay. | do have a coupl e of questions kind
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of related to sone of the solar stuff. [It's nore for I'm
nore interested in kind of the broader inpact as well for
all residential custoners.

So woul d you agree, then, that all else
bei ng equal, noving to the -- the new net hodol ogy that
you're proposing fromthe 4CP will lead to nore costs
than for residential custoner class conpared with the
commerci al rate class?

MR CARRCLL: The -- relative to the
commercial class, the loss of |oad probability wei ghted
peak is relatively higher for residential than
conmer ci al ?

| don't -- | don't have any -- |'d want
to-- 1'"d want to check that.

M5. POTTER  Maybe that's sonethi ng we can
table for foll ow up.

MR CARRCLL: Yeah.

MS. POTTER And then this m ght be anot her
foll owup question, but would you al so, then, agree that
this is an increase in cost is -- being borne by
residential solar custoners?

You may have asked this earlier, but | just
wanted to confirm-- or this nay have been answered
earlier.

MR TUCKER: Wll, to be clear, the way |
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t hi nk about that, the costs are what they are, and we're
trying to allocate them accurately to custoner cl asses.
So, | nean, that's ny nunber one, | think, the nost
important criterion is that system costs are what they
are, and what the cost allocation study does is it tries
to all ocate those costs as accurately as possible to all
of our custoner classes. |It's agnostic to who's getting
those costs. It's just trying to accurately allocate

t hose costs to the custoners that cause us to incur them

MR CARRCLL: Gkay. Managenent's revenue
targets -- okay. Managenent considers the cost
al l ocati on study when setting the revenue targets, but
then it's heavily -- with heavy deference to gradualism
And so the results of the cost study aren't directly --
the prices that the residential custoners wll pay
managenment considers gradualismas well.

M5. POTTER | want to go back to the
nonent for the |load shaping and the use of a flat rate
versus the tine of use rate for the devel opnent of
E-16 -- or, sorry, for the LOLP.

Can you explain the justification or your
reasoning for using a flat rate and not a
time-differentiated rate for calculating rates for your
new -- your new plans, obviously E-16, E-28, given that

both of these rate plans are tine differenti ated?
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| just want to go back to that for a nonent
because | think that's -- dependi ng on how t hat
information is utilized, that could have a significant
inmpact in terns of how these costs are borne out anongst
all of the custoner classes because the nmethodol ogy is so
inmportant to setting up all of the other load profiles

and all the other price plans.

MR TUCKER: So I'll ask these guys to
chime in as well, but the costs are what they are. The
prices and the price -- underlying price plan are based

on the costs that we incur. The assunptions | think in
ternms of a flat -- in terms of the custoner |oad profile
where we use the shape of a custoner who does not respond
to time of use, again, | think that was a conservative
approach because we could have tried to nodel what
custoner responses would actually | ook |ike, and that
i kely woul d have resulted in us bringing in nore
revenue.

So that, again, | think that's a
conservati ve approach the way we nodel |l ed the assuned
| oad behavi or, but the pricing is based on cost.

M5. POTTER. Ckay. Do you generally see
custonmers on existing tinme-varying rates able to shift to
system | oad out-of - peak periods as of today on SRP' s

syst enf?
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MR. TUCKER: Help ne understand that a
little bit better.

What do you nean by shifting to out-of - peak
| oads?

M5. POTTER  Yeah, | can rephrase that.

So are you seeing right now that custoners
that are on tine of use plans today, are they having an
I npact, or are they helping SRP to avoid nore power being
utilized during on-peak periods of the day?

Is it having an active inpact on demand
reducti on?

MR TUCKER: Can | try it tw ways?

One | would say we do see custoner --
custoners responding on TOU rates. The chall enge is,

t hough, the hours that they're respondi ng because that's
what we ask themto do in the rates, so it's, you know,
no fault of their owmn. They're changing their |oad |ike
we ask themto based on the price signal, but that isn't
very much in line with our costs anynore.

So |I'd say the answer to your question is
ultimately they are not responding all that well to help
us reduce our costs, but that's our fault for the TOU
hours, not their fault for not responding to the price
signal, and that's why we have the new proposed hours.

MR. CARRCLL: Thinking about |like EZ-3 in
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particular, that period of 6 tine period, we see
custoners reduce their -- their usage along from3 to 6,
and that was appropriate, and we gave thema bill savings

because it gave us a cost savings historically, but in
the last three years that 3 to 6 hours is not inportant
froma generation capacity. Especially going forward 6
to 9 wll be the nost inportant hours froma cost
standpoint. And so that's why the proposal -- it's
i mportant to get the tinme of use hours aligned correctly.
M5. POTTER. How much capacity of negawatts
were shifted or avoided entirely due to tine of use price
pl ans during the test year?

MR. CARROLL: W can get you that if you

submt it.

M5. POTTER  That would be great. Thank
you.

Ckay. Let's go on. W're going to talk a
little bit -- I"mgoing to -- we're going to tal k about
primarily E-16 and E-28 in this section. | mght be

goi ng back and forth between those two options.

So generally speaking, what are Salt River
Project's primary goals for proposing the new tinme of use
price plans E-16 and E-28?

VWhat's the goals or the objectives for the

pl ans?
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MR TUCKER: | think they're probably in
line with our five pricing principles. So they need to
be sufficient. They need to bring in enough revenue to
mai ntain the health of the operation. They need to be
based on costs, and that's why we have, again, these two
new TOU prograns that are a |l ot different than our
exi sting prograns. There's a couple options, so there's
choi ce.

Equity i s about bei ng based on costs and
maki ng sure custonmers aren't cost shifting. And then
gradualism | don't know if that applies as nuch, but
beyond the fact that there will be sone tinme to help
custoners, you know, for us to work with the custoners to
hel p t hem under st and new opti ons.

M5. POTTER. Are there any other secondary
goal s, then, anything like grid nmanagenent, any savi ngs
for custoners or anything el se that you were thinking
about when you were putting these plans together?

MR. TUCKER: Yeah, certainly. And I
appreci ate you asking that because there's a | ot of
underlying things that | just didn't think to say. So,
for exanple, when | say cost relation, yeah, | want to --
| want to send a signal to custoners at the right tine
for themto reduce their load to | ower our costs, and

then we pass that savings on to custoners. So, yeah, we
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want to -- we want to help custoners | ower their energy
expense if they're wlling to participate with us in a
time of use rate as an exanpl e.

MR CARRCLL: We were al so very cogni zant
that the super off-peak price aligned very well w th our
| ow car bon hours.

MR, TUCKER: Absol utely.

MR CARRCLL: And we believe that it wll
hel p i ncrease or decrease our carbon density and increase
our sustainability by offering really half-priced power
when it's green resources that are providing that power.

MS. POTTER So when would you say that one
of the objectives for proposing newtine of use rates is
to -- one, to set send a signal to help to decrease maybe
nore -- maybe decrease the use of, |like, fossil fuels
during your on-peak periods of the day or to help to
avoi d capacity during your nbst expensive tines of the
day in terns of your marginal costs?

MR TUCKER:. So that if | -- | think you
were asking does -- are the price -- the proposed price
pl ans i ntended to reduce our peak costs? Yes,
absol utely.

And then what was -- was there nore to it
t han that?

MS. POTTER: Yeah, in terns of sonetines
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sonme utilities have al so additional decarbonization or
sustainability goals when it conmes to tine-varying rates,
so is that one of SRP's goals as well when it cones to
the E-16 and E-28 price plan to utilize these plans as a
means of avoiding nore -- maybe nore costly capacity but
al so capacity that is probably nore dirty when it cones
to a carbon em ssions perspective?

MR, TUCKER: Yeah. In particular the way I
t hought of it was nore along -- in terns of the carbon
em ssions, | thought it nore along the |ines of what Mark
said where we have this large chunk of tine in the mddle
of the day where we have a | ot of nonemtting resources
available to us, and to the extent that we can encourage
custoners to shift their consunption into that period of
time, | think that's a huge win both froma cost
perspective and from an em ssi ons perspective.

M5. POTTER  Thank you

So nowl'd like to refer to | ooking at the
different price plans. 1'd like to refer to E-15. So
specifically Table 12 | want to review for a nonent the
custonmer characteristics table. This is a simlar table
t hat has been provided for sone of the other price plans,
but specifically | wanted to tal k about why this
particul ar analysis for custoner characteristics that

expl ains the average bill inpacts for custoners by
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stratum why this analysis was not included for all of
the price plans, and in particular E-16 and E-28, which,
you know, SWEEP woul d argue based on your proposal is one
of -- is two of the nost significant residential price

pl ans that you want custoners to nove to in the future,
so why wouldn't a simlar custoner inpact analysis be
provi ded for those price -- for those price plans?

MR SHOEMAKER  Yeah. These -- these
i npact tables -- and feel free to correct ne if |I'm
wrong, but these inpact tables are generated with regard
to the custoners that are on the plan, what are the
stratuns of custoners that are on the existing plan.

And so for 16 being a new rate, E-28, we
have it in pilot, but this is a newrate. W don't
really have the custoners on it to be able to break those
down by stratum

M5. POTTER. Wuld SRP be able to provide
sone let's say sone assunptions or estinmates for what
those stratuns would |l ook like in order to provide new

custoners kind of a sense of what their inpact would | ook

like?

|s that a possibility for custoners?

MR TUCKER It sounds |ike are you talking
about maybe a bill conp?

So I'"'mnot -- or what | think I hear you
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saying is can we create a table like this for the new
rates so custoners can understand their potential bil
better?

M5. POTTER. Yes. |Is one of the chall enges
with -- you know, it's always hel pful to | ook at the --
you know, the inpact of rates relative to the revenue
adj ustnent or the inpact for SRP, but it's challenge --
it's going to be challenging for custoners | ooking at
this to really understand how these two rates are
actually going to on average potentially inpact them

So I'"'mwondering if there's an
opportunity -- you know, even if it's an estinmation
utilizing the average nonthly sunmer energy consunption
rate, if there's sone kind of estimation that you can
provide to give people a sense of where they nmay land if
they're interested in these price plans.

MR CARRCLL: | think what we did for the
pilot on E-28 we provided a |lot of information for
custoners with different estimates. You know, there's no
one on the rate now, but if -- if you nove your air
condi tioning or put your precool on on these hours, this
is what the cost savings could be. [If you do your
| aundry on --

(Reporter clarification.)

MR CARRCOLL: I'msorry. |If you do your
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| aundry on -- oops, hand gestures again.

Sorry. |If you do your laundry -- if you
nove the laundry fromthe off-peak hours to the super
of f - peak hours, here's the savings and what savi ngs m ght
look like. And |l -- and we will offer things |ike that
as part of the -- the education materials to custoners
when we're noving custonmers to those rates.

M5. POTTER: Does that nean that it's not
possible to create even an estinmated custoner
characteristics table like this for Table 12 for the new
E-16 and E-28 price plans?

Is that not a possibility or not an option

to create?

MR, TUCKER: | guess |'m not sure how we
woul d accurately -- how |l could get confortable with the
way we nodel the | oad behavior to -- | nean, that's ny
only -- you know, that's what gives ne pause about the
concept.

It's not that | don't want to share the
information with people. |'d like to give them as much
as we can to help them nmake an inforned decision. |I'm
just not sure that the -- I'"'mnot sure -- we -- so for,

one, as | think I nentioned earlier, we have custoners,
we can provide thema bill estinate based on their

current usage, which, again, isn't responding to the
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price signals, so | recognize it has |limtations, but we
can -- if nothing el se, we have that right now

And Mark said we had -- we had worked to
try to conmmuni cat e how behavi or changes coul d i npact your
bill when we put the E-28 pil ot together, and those are
the sort of things that we'd want to conmuni cate, but
that's just ny concern about that idea.

MS. POTTER. That's fair. But | guess I'm
bringing this up because, you know, SWEEP bel i eves
that it would -- it's concerning for custoners to wal k
into this, especially with all the price plans coll apsing
and not really having a clear sense of what this is going
to nmean for them so | think that should be sonethi ng SRP
shoul d consider. And maybe we -- | would heavily
encourage that we would do that in this pricing process
for creating some kind of understandi ng of what people
shoul d be expecti ng.

MR, TUCKER: Ckay.

MS. POTTER. Thank you

Ckay. So noving on, is SRP planning for
the E-28 tinme of use price plan to becone the default
rate for residential custonmers?

MR SHOEMAKER: Yeah. Yeah, as far as
default -- default rate, we don't have, and this sounds

simlar, we' ve been working on your data request as well,
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so sone of these sound pretty simlar, Caryn.

But as far as a default rate, we don't --
we don't really have a default rate that -- that we're
aware of from custoner operations that they -- they put a
custonmer on. They -- they typically will talk, you know,
what, agents are famliar wth and confortabl e tal king
about, you know, price plans with custoners.

You know, today if a customer -- you know,
they' Il maybe hear a time of use option. Maybe -- naybe
they' Il hear up to a second depending, but if they want
to turn on service, they can -- they can put them on, you
know, the basic rate today and then all ow them sonme tine
to further research and nmake a deci sion.

So, you know, | don't -- in conversations
W th custoner, are you guys aware of any kind of default
that they're -- that they're going to do? |'mnot aware
that there's a default rate. W can circle back with
custoner service and --

MR SANDSTROM  Yeah, we don't -- no, we
don't have any formof an opt-out use |like sone other
utilities may have.

But | would anticipate if soneone call ed,
you know, Decenber 2025, you know, if approved and they
ask to take service, | believe the first option would be

of fered woul d be 28. So in that sense that -- so not
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quite a default in that, you know, if you call us up we
wll put you in that rate, you know, and that's it, but I
think that will be a primary option offered along with

t he exi sting.

M5. POTTER So, if I nmay for a nonent, so
if I could put a scenario together. So, like, let's say
|'ma custoner setting up service for the first tine and
I|'mtal king with customer service going through the
process. You know, I'"'mtrying to initiate service.

As I'm you know, I'mtalking to the
custoner service agent, and, you know, we cone to the
poi nt where | have to select a plan, what is SRP's, you

know, communi cati ons protocol for, you know, how they're

aski ng custoners for what plan they want to put -- that
they -- you know, that they want to be placed on; right?
So is there -- do you just say you can

start with just the basic price plan just to get you
started, or is there sone kind of education for what plan
that you nove customers towards?

MR. SHCEMAKER: Yes. To be able to respond
to that really well and not give you inaccurate
i nformati on, we probably need to doubl e-check w th our
custonmer contact operations folks to get, you know, how
they -- how they walk -- how they're trained to wal k

custoners through those options, so that can be sonething
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we can foll ow up.

MS5. POTTER Al right. That woul d be
really hel pful. Thank you.

But it does sound |ike at |east for now
it -- it sounds like the intent at the nonent -- and
pl ease correct ne if I'"'mwong -- that, you know, through
the conversation that the E-28 plan at |least will be, you

know, encouraged or shown to the custoners as an option,
and that is a good starting point, if you will.

s that fair?

MR SHOEMAKER: | think they do tend to
lead with a tinme of use option to help custoners
understand it, and, again, we'll confirm and then kind
of a fallback, if you wll, is basic. So --

M5. POTTER  Thank you

Ckay. Just one nonent, please.

So for both the E-16 and E-28 price pl ans,
did SRP use the E-26 standard rate price plan | oad shape
i n devel oping the rate?

Is that -- | think | believe that's what |
read or | just want to nake sure | understand that
correctly.

MR SHOEMAKER: | thought it -- and so and
then I m sunderstand the question because it sounds

simlar to a question you asked just earlier. Could you
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repeat that?

MS. POTTER Yeah. So we were talking a
little bit earlier about an LOLP section about the use of
either time of use |oad shape just generally or a flat
rate, but | believe | read and | unfortunately don't
remenber the page, so | do apol ogize for that, but is the
E-16 rate and the E-28 rates, were the creation of those
rate plans utilizing the E-26 standard rate plan | oad
shape that was devel oped for that plan to devel op the new
proposal that you have set forward, or was that just
created entirely -- you know, entirely new?

MR, TUCKER: So, again, | think it goes
back to that -- tell ne if I'"'m-- if I"'mmssing the
question. | think it goes back to that sane di scussion
where the pricing was based on the -- our cost or costs,
but the -- so the | oad shape that we assuned drives
revenue assunptions, how nuch revenue we think we'll
collect fromcustoners based on their on, off-peak and
super off-peak usage. And for that purpose what we used
was the standard -- the shape of a standard price plan
E- 23 where they're not responding to any price signal yet
because, again, | think that's a little nore conservative
appr oach.

MS. POTTER Ckay. Gotcha. | just wanted

to make sure. Thank you.
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MR, TUCKER: Ckay. Sure.

MS. POTTER One nonent.

Ckay. Could you explain the reasoning
then -- and this is going to be famliar fromthe data
request, but | just want to talk about it a little bit
t oday.

Coul d you explain the reasoni ng behind the
m ni mal changes? And |I'm | ooking and referring to the
E-28 price plan.

| want to talk about the m ninal changes
and the price differential between the three pricing
seasons and the on-peak and off-peak periods for E-28.

You know, was that -- would that be a
specific decision in terns of essentially conbining
rates, the sumrer and winters rates, into a simlar
price. You know, when we're |ooking at the, you know,
the price per kilowatt-hour for each of those pricing
seasons, they're very simlar for summer and w nter, and
so simlar that the pricing signal may not be as
responsive as ny -- as you originally desired, right, in
the creation of the plan. That's one of our concerns.

So | guess | just want to better understand
t he deci si on-nmaki ng behind that or if that was an
i ntentional choi ce.

VMR, SHCEMAKER: Sur e. And can | -- can
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-- just for clarity if we |ook at maybe page 92

we're tal king about the differences, then, between which

of t

hose time-of -use periods, the on-peak between sumer,

sumrer peak and w nter?

MS. POTTER: The di fference between the

summer pricing season and the winter pricing season

f or

MR, SHOEMAKER: Ckay.
M5. POITER  -- on-peak and super off - peak.
MR SHOEMAKER  Ckay. GCkay. So

i ndependent of sumrer peak you're tal king about the

diff

t hat

erences between summer --
MS. POTTER  Yes.
MR SHOEMAKER: -- and w nter.
M5. POTTER  Yeah. Ckay.
MR SHOEMAKER: Ckay. Okay. That is --
i s hel pful.
MR TUCKER: So in ny mind there's a couple

t houghts there. One, when it cones to the capacity cost

reducti on concept, the capacity costs are incurred in

July and August. So that's why you see a very |large

rel atively speaki ng on-peak price in the summer peak

season, just those two nonths.

cost

So we're not incurring a |lot of capacity

in the winter and summer seasons. The bul k of our
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capacity costs are incurred in the sumrer peak season.
That's why you see such a marked differential in the
on-peak price and the other prices in sunmer peak.

But in terns of the other idea that we
t al ked about, encouragi ng custoners to shift as nuch | oad
as they can into that super off-peak period, there is
still a pretty hardy differential, | think, between super
of f -peak and the other two prices for both the sunmmer and
the winter season.

So it's not as critical that we're not --
we don't -- but the costs don't suggest that we send a
price signal in the on-peak period for winter and sunmer
| i ke we need to send one in the sumer peak season.

M5. POITTER So then it sounds |ike the
mai n focus for both E-16 -- or, sorry, E-28 it -- when it
cones to the price differential your -- your intended
focus is to really ensure that you're having maybe a
| arger price differential for that sumer peak season to
send that; correct?

MR, TUCKER: That's -- that's right because
that's where the costs are. That's where we -- the costs
cone fromthat season, so we send the higher signal in
t hat season.

MS. POTTER Ckay. So then going to the

proposed adj ust nent docunent on page 91 and 93. Let ne

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

218
pull that up. So for that, yeah. I'mjust going to
review that price plan a little bit nore. | guess |
wanted to -- and we went into this a little bit with

M. Chapman on the price differential.

In our calculations it |ooks like the
differential is closer to a four to one specifically for
the w nter on-peak and off-peak rates and al so the sunmer
as well. And typically, you know, based on consuner
preferences and consuner adoption of tine of use rates,
usually a three to one is nore of a desired approach.

So can you provide any SRP' s perspective on
that when it conmes to price differential and your
t hought s on that deci si on-naki ng?

MR, SHCEMAKER: | think, again, we -- we
focused on our costs and trying to align these with --
with costs. So | don't think we | ooked at an optinmal --
Karl, feel free to kick ne under the table and correct
me, but | don't think we | ooked at an optimal, you know,
differential .

Again, we're trying to reflect costs. The
best way for us to communicate to custonmers how we coul d
kind of nmutually save noney, right, SRP and that
custoner, is through proper alignnent of prices to costs.
And so that's -- that was the focus of those costs.

MR, CARRCLL: And, again, I'mjust -- I'm
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just looking at this, and part of the approach | think
that's very beneficial to custoners for E-28 and E-16 is
instead of the stick of an on-peak, it's kind of a carrot
to the super off-peak and the significant bill saving
opportunities by having a | ower price when the costs are
| ower .

And that is -- that does look like in the
summer or the winter season it is about a three-to-one
rati o between the off-peak or the on-peak and the super
of f - peak.

M5. POTTER  Yeah. Thank you for that.

| guess the reason | bring this up too is,
| guess from SRP' s perspective this goes back to the
goals a little bit as well because from SVEEEF' s
perspective tine of use -- tinme of use is -- it's a bit
of art and science when it cones to studying the not only
a price that is going to reflect costs for the system but
also a price that is going to pronote and to encourage as
many custonmers to adopt the price plan as possible.

So has SRP done any anal ysi s when proposi ng
either of these -- well, E-28, but this could al so apply
to E-16. Have you conducted any analysis to see what is
t he sweet spot for a price differential that SRP
custoners would feel confortable with paying in order to

actually enroll in the plan itself?
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MR. SHCEMAKER: So |'m not aware of price

differential. Karl, feel free to junp in. But | know we
have -- our narketing research group has done a study to
find out the approxi mate annual bill savings that would

notivate themto be able to change and try a tine of use
pl an.

| believe that nunber -- do you renenber
that nunber, Karl? | don't want to m sspeak on the
nunber, but it's a nunber, you know, in excess of a
hundred dollars a year that -- | think I'"msafe in saying
t hat nunber at least. But that they would want to say,
hey, these are your potential savings to be able to go
and try this price plan, which may require sone -- you
know, some change in your behavior and how you utilize
electricity.

So | know that that -- that kind of study.
" mnot aware of a survey or study that's been done with
regard to an optinal differential wthin SRP

MR SANDSTROM  There's -- there's a vast
amount of literature out there fromconsultants
particul arly who have, you know, this ratio graph of how
hi gh the on-peak/off-peak ratio is to see a | oad
reduction. | know Brattle has published that in the
past .

| nmean, we -- you know, we currently
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have -- you know, three to one is kind of the ratio that
a lot of people throw around as the optimal ratio for
what ever that nmeans. | nean, we currently have that very
close to that on E-21 and E-26 a little weaker.

| think to John and Brandon's point, you
know, as a rate designer what | want custoners to do in
each of these seasons -- you know, summer, w nter,
on- peak and off-peak, the cost difference is so close
there it's really not a material difference but really
t he super out-of - peak peri od.

And so for those seasons we're saying, oh,
yes, you know, use as nmuch as you can super off-peak.
It's low cost and | ow carbon. And it kind of absorbs a
| ot of the energy transfer that custonmers can do.

But then in summer peak it really becones |
really want to encourage custoners to not use on-peak if
they can avoid it, and so that's why that ratio is
significantly higher during that period.

MS. POTTER. Thank you. That's hel pful

So then, | guess, to -- related but in a
little bit of a different direction, has SRP conducted
any evaluation or provided their own studies on the
effectiveness of tine of use rates in reducing peak
demand bot h coi nci dent and noncoi nci dent for your systenf

MR, CARRCLL: | think -- did we send her
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t he SWEEP r esponse?

MR SHOEMAKER: Not vyet.

MR CARRCLL: Maybe if -- maybe while we're
sitting here hopefully.

M5. POTTER Okay. Yeah. Thank you

MR CARRCLL: Well, who knows. It's |
compi l ed part of that answer, and | included -- we did a
price -- a different study for the E-28 pilot to | ook at

the E-28 participants conpared to a matched full custoner
t hat stayed on one of the three existing.

(Reporter clarification.)

MR, CARROLL: Sorry.

W -- we matched the E-28 participants wth
a control custoner with simlar pretreatnment usage on one
of the various price plans and then | ooked at the inpact
on that on loads. And you see a sinilar response to the
end of the 6 to 9 off-peak wi ndow as we see with, I|ike,
the current E-21 custoners on the 3 to 6. But then we
al so see an increase in |oad on the super off-peak period
as | think you would kind of expect. So we have | ooked
at that, and it should be beneficial to assist them once
we' ve transitioned to those new | oad shapes.

M5. POTTER Thank you. | look forward to
seei ng that.

So then | guess generally speaking to wap
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up this section, would you agree that surveying SRF' s
peak demand is -- and reduci ng peak demand is driving
managenment's resource acqui sition decision-naki ng?

MR TUCKER: That serving peak denand is
driving our resource acquisitions?

MS. POTTER: You know, or being able to
regardl ess of where denand is at your peak tinmes and, you
know, your coincident peak for your system that making
sure you have the power you need to serve that peak at
all tinmes is a -- is a prinmary driver goal of your
resource acqui sition process?

MR. CARRCLL: Making sure that we're
differentiating here between, one, the | oad peaks, which
tends to be earlier in the day, we have a | ot of sol ar
avail able earlier in the day, and so those -- the system
pl anners aren't very concerned about the actual |oad peak
anynor e.

They' re much nore concerned about the peak
after the solar resources have started to shut off. The
solar shuts off nuch quicker than the | oad decreases.

And so those net peak hours, the |load m ght only be a
smal | ampunt | ower than what it is a few hours earlier is
t he system peak, but the resources avail able are nuch

| ess because we have -- they go off the sol ar going

offline, and so those |ater hours -- just to be clear
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that when we say critical hours we're referring to those
hours.

MR TUCKER It is a net peak hours that
drive resource acquisitions, not the system peak hours.

M5. POTTER Okay. Thank you.

Ckay. Alittle bit in the same vein of
broader kind of tine of use studies and eval uati on.

It sounds |i ke you' ve al ready done this
based on your previous response, but | just want to
clarify have you al so done any custoner group surveys,
focus groups, or pilots for understanding a custoner's
ability to |l earn and understand and respond to a denand
char ge?

So any focus groups, any custoner surveys
t o under stand how nmuch your custoners understand about
demand charges, their know edge of it?

MR TUCKER  Yeah. O fhand --

MR, CARRCOLL: | don't recall -- yeah,
don't recall direct custoner -- |ike, custoner surveys
ot her than | ooking at the | oad shapes and are the
custonmers on demand reflected in E-27 in particul ar.

W' ve done a study -- | have a -- it's
publicly available if you Google for it. The E-27
custoners are responding to the demand signals even

though there's a very small price difference between the
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on- peak and off-peak off because of the denand charge you

still have a very l|arge | oad reduction.
MR SANDSTROM Ckay. In -- in 2015, as
part of the price plan -- E-27, which was the singul ar

solar rate available at the tine, in response to | think
significant custoner feedback -- whether that was a
formal study or not |I can't speak to that, but in 2019 we
did expand the option including the two nondenand E- 13,
E-14, again, | would say directly in response to the
custonmer and installer feedback.

M5. POTTER  Thank you

MR, TUCKER: And to follow up on that
point, interesting to ne is E-27 continues to be the nost
popul ar sol ar price plan.

So, again, |I'mnot positive how nuch direct
research we've done on custonmers' understandi ng of denmand
rates, but they do seemto select the rate --

MR, CARRCLL: And then they --

MR. TUCKER: -- when given the option.

MR. CARROLL: And then they -- their usage
reflects the nunbers.

MR TUCKER: And then they respond to
si gnal .

MR CARRCLL: Yes. So |I don't know if

they -- if we were to survey those custoner if they could
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explain in an engi neering termwhat demand is and what
energy is, but their usage indicates that they are
understanding it just as well as the behavi or changes
necessary to conply just as much as, you know, a nonpeak
ener gy charge.

MS. POTTER So then nmaybe the custoners
that are on where you just nmentioned the rate, you know,
what the demand charge is it's very popul ar are those
custoners that have al ways stayed on that price plan or
are those custoners that opted into that plan after being
on anot her price plan?

MR. TUCKER: M understanding is it was as
solar installers are selling to custoners they sign up on
E-27 is generally how !l think it's working as opposed to
t he other options they have avail able at the tine.

MS. POTTER.  Ckay. So with E-16, that's a
proposal for a demand charge for solar but al so nonsol ar
custoners as wel |.

So can you talk a little bit about your --
your ki nd of customer marketing or custoner educati onal
pl an for addressing custoner confusion or resistance to
demand charges and maki ng sure they understand what their
options are?

MR TUCKER: Well, sone of the -- sone of

t he conmmuni cations still have yet to be rolled out, of
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course, because it's not even, you know, approved. |
guess I'mnot totally tracking what the issue of

resi stance to denmand charge in that they're not required
togoonit, if you know what | nean.

M5. POTTER. So then nmybe resistance is
the wong word. Maybe we can just say confusion or maybe
let's say for custoners because there has been a | ong
history for other Arizona utilities for unfortunately for
sone demand charges a | ot of custoners not understandi ng
how t hey wor ked and, you know, got a -- got a bill that
they did not -- was not planning to be as high as it was
in the mddle of the summer; right?

So maybe resistance isn't the right word or
maybe confusion or frustration about how a demand char ge
wor ks when maybe they felt |like they didn't get all the
information that they needed.

So maybe what's your plan to conbat that
risk, right, for custoners that are going to be on this
pl an?

MR TUCKER: So | would say there is still
mat eri al and such to be created to that end. One of the
t hings, though, that | think differentiates E-16 from
E-27, E-16 has an average denand rate, so to your point,
because we've heard -- we've heard those sorts of stories

where, you know, they were surprised by a high demand --
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a high denmand charge, E-16 with the average denand rate

| ooks at every individual day's demand, so usually the
stories that |I've heard from custoners shall be al ong the
| ines of, you know, | have one bad day in ny nonth, and
that set -- you know, | had one day where | had people
over or whatever happened, and that caused ne to kind of,
you know, maybe a spike in ny bill or sonething. And

w th an average demand you have about 22 on-peak days
where you woul d set your on-peak demand so you won't have
one instance, which I think -- which was deliberate, and
| think that's hopefully hel pful to custoner.

MR SANDSTROM And we've had extensive
educati on on denand ever since the 2014/2015 price
process. W've had | think a 10-year-old video on
YouTube about how on-demand charge works for E-27
custoners back then. W have a whol e website.

The custoner reps on the DG side are
trained in demand as well when custoners call, and,
again, part of the education is, you know, provided by
installers as well if they choose to go on E-27.

MR TUCKER  Maybe one other thing 1'd
throw out, too, is -- you mght not have been here when I
said earlier, and | apologize if you were -- was that
part of the reason we have E-16 is because we've had

di scussions with solar installers and they were
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interested in us having a demand rate. So, in ny mnd, |
woul d i magine E-28 will be the nore popular tine of use
price plan.

And the intent, though, with E-16 is, one,
to provide options, but, two, we heard interest from
solar installers in particular that wanted to continue to
have a demand charge. Not -- not all of them of course,
but sonme said this is the way we |ike to do business, so
it's an option that we provide.

M5. POTTER. So when -- and maybe there
m ght be sone nuance to this because | usually don't work
on sol ar issues as nmuch, so | just want to nake sure |
under st and what you nean by that.

So when you "solar installers,” do you nean
t he conpanies that are installing the solar on people's
roofs or custoners that are interested and intend to
install solar on their hone?

MR, TUCKER: | nean the conpani es.

MS5. POTTER Ckay. | think that's
I nportant because at the end of the day even though --
even though the installers are interested in a denmand
charge and want to put those custoners on a plan with a
demand charge, it's the custoners that are paying the

demand charge not the installer; right?

In sone ways it's not as inportant what the
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installers think. It's what the custoners are able to
pay and they're confortable with; right?

MR TUCKER: Well, what | would say is that
the -- it's usually, if not exclusively, solar and
storage installers that |ike the demand charge, and what
they find is they're able to save custoners the nost
noney by pairing those products with a demand rate, if
t hat nmakes sense.

MR CARRCLL: W' ve actually found over the
years a |large chunk -- not a majority but a | arge chunk
of our E-27 custoners do better on E-27 than they woul d
on one of the grandfathered price plans, and that's
because the savings opportunity on E-27 is higher than on
a demand rate in general. |It's higher than on nondenand
rat es because you have -- you have nore control over
exactly how nuch capacity costs you' re payi ng.

And so the solar installers have used that
to help themw th demand managenent systens and battery
storage to help custoners be able to have that capability
to have those cost savings and bill savings.

M5. POTTER Okay. Thank you.

So -- and you nmay have al ready addressed
this earlier and | do apologize if | mssed this.

MR. TUCKER: That's okay.

MS. POTTER. So the target audience for the
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E-16 price plan, is that solar custoners?

MR TUCKER: No, | wouldn't say that's
necessarily the target audi ence.

To Mark's point, it is absolutely true that

if you want to aggressively manage your consunption, a

demand rate is the best way to lower your bill. So,
again, | really like it froman options standpoint for
cust oners.

And when we were devel opi ng new prici ng
options, we got input that in ny m nd encouraged us to
consi der a demand rate.

So | guess | can't say whether or not there
woul d be an E-16 without that input from sol ar
custoners -- or fromsolar installers | should say, but
it isn't exclusively for them |'mon E-27.

M5. POTTER  Okay. Fair enough

MR TUCKER  E-27P. I''mon E-27P. I
el ected to be on that price plan.

MS. POTTER Ckay. So wth that in mnd
t hen because | guess -- from SWEEP' s perspective the best
way to manage energy is to conserve energy as much as
possi bl e and to conduct energy efficiency and to hel p us
set up a volunetric rate in a way that helps to align
wth signals to reduce energy as nuch as possi bl e.

Wth that in mnd, what are you doing to
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ensure that custoners that are on the econony price plan,
for exanple, if one of themenrolls for this plan, how do
we ensure that we're not disproportionately burdening

vul nerabl e populations with a rate that they nmay not be
able to manage if, you know, they're not given the right

i nf ormati on?

And, well, just generally how can we
protect those custoners or how are you intending to
prot ect those custoners?

MR TUCKER Well, like | said, sone of
that material in that plan has yet to be devel oped
because, you know, as you know, it's not yet approved.

But if there -- you know, one of the things
we do is we engage with our comunity partners, and if --
if there was concern with -- anongst our community
partners that a demand charge was a particularly risky
rate, then, you know, option for |imted-incone
custoners, | think that's -- | guess | hadn't heard that
nyself that it's necessarily nore risky for one custoner
than another, but 1'd be very interested to know that.

And if community partners such as yourself
and others felt |like you should think about this as you
develop -- when this plan rolls out, think about how you
communi cate this to the EPP customers when they sign up

or when they take service on EPP you m ght be m ndful. |
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mean, | think that would be a good idea for us to keep
that in mnd and build that into our training materials
for our reps and that sort of thing.

M5. POTTER. | think that woul d be great
because for one, from our perspective, you know, we're
concerned that if this proceeds and this is not at the
front end of this discussion, you know, really -- you
know, these custoners naybe, |ike, they should not even
be steered toward this kind of price plan at all honestly
because, you know, there's a lot of consideration for
t hese custoners that should be held in the very begi nni ng
of a pricing conversation before the final plan is
approved versus after.

And if there's not enough tine to have

t hose conversations beforehand, | would -- | would |ike
to see when it cones to, like, the marketing, and this
could be nore, |like, on the custonmer service side talking
through that -- the education materials and the phone

scripts and the information you all are using for those
particul ar custoners to ensure that they're not being
steered into a plan that they' re not 100 percent prepared
to take on.

MR TUCKER | guess, but | would note that
we have a denmand rate right now, and | don't think we

have -- | -- we could certainly look it up how many EPP
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custoners are on E-27P, but | don't think there's an
I ssue where we're steering EPP custoners in droves to a
demand rate and they're having disastrous results.

So | understand your point and that | don't
want to put those custoners on the wong rate either.
also don't think there's a huge risk of that because we
al ready have a denmand rate, and we're not -- that's not,
in a sense, the default or primary rate for EPP custoners
today. W have a basic rate and other TQOU options that
are where those custoners tend to fall. And that's -- |
woul d expect that to be the case going forward.

M5. POITTER. So then are -- nost EPP
custoners, are they on the basic price plan or M Power
t oday essentially?

MR CARRCLL: Yes, | think that's --

MR TUCKER: | don't know those figures,
Karl .

MR. SANDSTROM It's -- you know, so
roughly 25 percent of custoners are on sone kind of tine
of use give or take a few percent there. EPP is simlar.
It's not |ike, you know, 2 percent and 98 percent on the
ot her ones, but it's --

MR CARRCLL: The nmajority are on E-23 and
24.

MR. SANDSTROM  Correct. Yes.
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MR TUCKER Yes, that is true.
MR, SANDSTROM  Yeah.
M5. POTTER Okay. | think maybe that can

be a followup for us to | ook at the numbers of EPP
custoners on either a basic price plan but al so price
plans with the denand charge today --

MR TUCKER: Sure. W can --

M5. POITTER -- to better understand
concer ns.

MR. SANDSTROM W can give you the
nunbers.

M5. GLOVER: If you would just suppl enent
your data request and make sure that we have --

MR, SANDSTROM  And when we -- for the E-28
pilot we did send out e-mails to a |lot of custoners, and
we had custoners who were on EPP were twice as likely to,
you know, click through to the end in terns of us, you
know, gauging the interest of custoners on EPP

So | do think that that super off-peak
period is | think enticing for many custonmers who have
maybe limted i ncome, whether they're honme nore or
they're retired. For exanple, the 8 a.m and the 3 p. m
could be | think result in material savings for them

As well as in this proposal an inportant

part too is that, you know, |limted-incone custonmers are
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nore likely to be on tier 1 as well than other custoners,
and so that also includes that |ower nonthly surcharge.
So | do think there is many things in here
that are very favorable for custoners. And we'll
conti nue to have the consuner protection of the 90-day
bill guarantee. So if a custoner does switch, if they're
on EPP or not EPP, switch to E-16 or E-28, they end up
having a higher bill than they would on basic, they can
request or call us up, and we'll put the them back on
basic and refund the difference if they did pay nore on
t hose rates.
MS. POTTER. Ckay. That's hel pful to know.
And | imagine that particular point is
sonething that's made -- they're nade aware of as they're
signing up for the EPP di scount?
MR SANDSTROM Yes. O, in addition, if
they sign up for any formof tine of use plan it's stated
on that page or over the phone --

MS. POTTER  Ckay.

MR. SANDSTROM -- so they can have the
guar ant ee.

M5. POTTER  Thank you

|'"d like to switch nowto the E-23 price
pl an because | noticed sone -- nore kind of a

clarification on a few points on this plan in | ooking at
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Tabl e 19, the E-23 custoner characteristics.

Is it correct that 45 percent of SRP' s
residential custoners are on this price plan today, or is
it -- correct nme if I'mwong.

MR TUCKER Do you have that in the green
book?

MR. SANDSTROM It wll be in green book,
yeah.

MR SHOEMAKER: Well, is it not page 727

MR TUCKER: OCh, yeah, so on page 72 --

MR SHOEMAKER: It says approximately 45
percent of SRP residential custoners. Yeah. Page 72,
top of page 72.

MS. POTTER. Ckay. Thank you.

So | wanted to just point out for the
record Table 19, that first stratum is show ng for these
custoners that the change or the increase to their
average annual bill is approximately 13.1 percent in that
first stratum

So | guess pointing that out, can you all
expl ain why the custoners that are using, in essence, the
| east amount of energy on the nobst common residenti al
price plan are forecasting to experience such a great
percentage in terns of an annual average bill i npact?

Just because this caught ny attention
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because |I've never -- | usually don't see stratuns
outlined in this way.

MR TUCKER  Karl, can you talk a little
bit about what our stratum 1 custoners |ook |ike?

MR SANDSTROM Yeah. So stratumrefers to
t he anount of usage they use between the nonths of June
and Septenber, so really kind of that, you know, peak hot
season of the year. And so stratum 1 would be custoners
falling under 400 kil owatt hours on average by nonth.
Extrenely hard to do that in Arizona if you're in a hone
and you' re there present, you know, to use |ess than 400
kilowatt hours. On your AC al one you can use quite a bit
nmore than that.

And so generally we see stratum 1
specifically for many custoners who are sinply, you know,
it mght be a second hone or a vacation hone for them
and they're sinply not here or |less present during
sumrer .

If they're in tier 27

MR TUCKER: Yeah, so 2 -- so the tier 2 |
think, Karl, you're saying the tier 2 with the $10
mont hly service charge increase --

MR, SANDSTROM  Yes.

MR TUCKER: -- is driving the 13 percent

change.
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MR, SANDSTROM Ri ght .

MR, TUCKER: And his point is these are
extrenely | ow users who often tend to be winter visitors,
folks with second hones. So they are wildly underpaying
their cost of service. These are not EPP custoners
general | y speaki ng.

MS. POTTER. Ckay. Thank you.

So -- so it sounds like, then, the primry
driver of this asymretry is the nonthly service charge in
ternms of how you tiered it that's inpacting this
particul ar stratum

MR. TUCKER: Yeah. So they have al nbst no
use, and their -- so their bill is going from
sonething -- yeah. That's the answer, yes.

M5. POTTER  Thank you

Vell, since we're -- well, since |l started
tal ki ng about nmonthly service charge, why don't we just
stay there for a nonent.

MR. TUCKER: Sure.

M. POTTER So we're not noving around
her e.

So does SRP anticipate all residential
custoners are fitting into one of these three tiered
nont hly service charge categories?

Are there any residential custoners that
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woul dn't be in the tier?

MR, SHCEMAKER: It wll be 100 percent of
residential custonmers that will be in either tier 1, 2,
or 3. Yes.

M5. POTTER Okay. Thank you.

So in looking at -- this is, | think,
broadly. | apologize. | don't have a specific nunber in
the custoner allocation study, but it appears that the
metering costs are having a big inpact on driving the
tiered nonthly service charge increase or that they
i ncrease broadly for fixed charges.

So woul d you agree that for residential
rate classes for netering costs that increasing it
significantly fromthe $2 to $5 per nonth is a
significant cost?

And that's our understanding of it just
based on the cal cul ati on.

MR TUCKER: So --

MR. SHCEMAKER: You're saying the price, is
that what you're saying, the portion of the nonthly
service charge that is -- that is for the netering?

| s that what you're sayi ng?

MR TUCKER So it's | think -- correct ne
if I"'mwong, but what | think you're looking at is the

current charge for netering is about $2 and the proposed

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

241

i s about 5.

MS. POTTER  Yes.

MR TUCKER | guess | wouldn't say that's
a huge driver, though. The bulk of these costs is not
meter costs. It's distribution facilities costs, and
custoner and billing costs.

Right. So of a -- anywhere between 20 and
$40, any of those nonthly service charges the neter is
only $5 of that, so it is -- it's the smallest portion of
t hose costs.

M5. POTTER Al right. | guess for in
terns of costs just for netering a $2 to a $5 junp is
fairly significant if we're just |looking at that |ine
item of costs.

So is there -- what's really driving that
for this -- you know, for this particular pricing
process?

Normal |y junps like this just for netering
coul d maybe indicate significant, like, netering
i nfrastructure updates or sonet hi ng bi gger happeni ng.

MR CARRCLL: It's probably nore al ong
those lines fromthe cost study that the accounting --
the way -- the way things are classified in the
accounti ng systens either changed or some of those new IT

systens are hitting it nore, but we can follow up if you
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submt it.

MS. POTTER. That would be hel pful. Thank
you.

Simlar -- a simlar line here. And you

mentioned this, John, that the distribution facility

costs are pretty significant. It |ooks |like here based
on what we calculated | could be -- we could be
i ncorrect, though, so please correct ne if I"'mwong. It

| ooks |like the current E-23 custoner pays approxi mately
$0. 36 per nonth and no volunetric rate towards that class
of costs.

So it looks like it's significant. That
coul d have been an error, so |I'mhappy to | ook at that
again, but it just seens, like, broadly for distribution,
t hough, it's pretty significant.

MR TUCKER: Yeah. So to clarify, | think
you're saying in the nonthly service charge the
distribution facilities today is 36 cents.

M5. POTTER  Yeah

MR. TUCKER: And the proposal is different
t han that --

M5. POTTER  Yeah

MR TUCKER: -- up to 20 bucks.

That's true. So the distribution

facilities charges today in excess of the 36 cents that
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you see in the nonthly service charge are coll ected down
in the distribution delivery line item

M5. POTTER Wuld you say that this
increase -- this significant of a change for distribution
costs i s happeni ng nmaybe because of a change of
nmet hodol ogy in the cost of service or sone other new
costs that are added to that category?

MR CARRCLL: It's -- it's nostly in the
previ ous study anything that wasn't coll ected or the
previous price plans anything that -- the -- the | abel
coul d have been i nproved.

MR TUCKER: It's a |abeling issue.

MR, CARRCLL: It's a |labeling issue.

MS. POTTER  Ckay.

MR CARRCLL: So and if it was in the
nont hly service charge in the price plans, they just put
it in the distribution facilities bucket, and if it was
in the -- they put it in the delivery bucket even though
the cost study did not have it allocated that way.

M5. POTTER So if you were to rel abel that
and reidentify what those -- where those costs should
| i ne up, maybe that woul d be naned sonething differently
if you did it again?

MR CARRCLL: And that's what we did then

w th the proposed prices, yeah, we corrected the | abel.
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MS. POTTER  Ckay.

MR TUCKER: So if -- yeah, if you | ook on,
say, page 73 where we got the current and the proposed
side by side, you can see there is a distribution
facilities line itemin the per kilowatt-hour charge
under the proposal while that's not there in the current.
And then -- 1'lIl let you get there.

MS. POTTER Sorry. M fingers are not --

MR TUCKER: No probl em

So, yeah, like, just as an exanple, if you
| ook at the summer, the per kilowatt-hour charges.
Distribution facilities are zero in the current and .37
cents under the proposal. So we've created that |ine
itemfor better | abeling.

And then you can al so see the distribution
delivery nunber in the current is much higher than it is
in the proposal because we've -- we've noved those costs
up to the distribution facilities and the nonthly service
charge and to the distribution facilities and energy
charge, so it was really just the | abeling issue.

MR CARRCLL: And to be fair to the rate
designer in 2019, there was a footnote saying that the
costs could be collected in either, but --

M5. POTTER | should have | ooked at that

f oot not e.

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

245
MR. CARRCLL: Yeah, yeah, but --
MS. POTTER. Thank you
MS. CARRCOLL: -- we think it's nore cl earer

t he current way.

M5. GLOVER  Caryn, time check. Do you
t hi nk anot her few mnutes wll suffice?

M5. POTTER. | will probably be anot her
10 m nut es.

M5. GLOVER  You'll be done in an hour
hopeful | y?

M5. POTTER  Hopefully, yeah. That's an
esti mat e.

Let nme see just where I'mat really quickly
here. Yeah, that should be sufficient.

Ckay. One nore price plan section, and
then we're going to go to riders.

|'"d like to look at the E-67 price plan for
| ar ge general service custoners.

MR TUCKER:  155.

MS. POTTER Al right. You ve got this
t hi ng menori zed.

Ckay. How does SRP assess the potenti al
i npact of increased custoner |load fromthis particul ar
price plan on grid stability and reliability for existing

cust oners?
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MR, TUCKER: Sorry. Just thinking about
how to answer that naybe.

So the way | think of it is we tal ked about
that we get a |load forecast. W create a |oad forecast
every year, and that includes -- increasingly includes
| arge custonmers. And the resource planners run that | oad
forecast through the resource planning nodel, and then
t hat hel ps us understand do we have enough resources to
provide the level of reliability that we want to provide
or does it require that we build nore resources.

|"mnot sure that's entirely responsive,
but I want to start there.

M5. POTTER  Yeah, | think that's fair.

MR, TUCKER: Ckay.

M5. POTTER. And when you say resources in
this broad definition just for this conversation, would
you consi der that transm ssion resources, distribution
resources, power generation resources broadly?

MR, TUCKER: Yes. Wll, yeah, all of it.

MS. POTTER. \What type of custoners
typically enroll in the E-67 price plan?

MR TUCKER: So today there's a bit of
change in how the proposal has a bit of a change in what
the rate is intended to do. Today it's -- requires a

high load factor. It requires 20 negawatts of |oad and a
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90 percent | oad factor.

So are you asking about today or the
future? WMaybe | should just clarify it.

MS. POTTER. Today is good, but then what
are you proposing if there are changes to that?

MR TUCKER: Ckay. So today it tends to
be -- well, 90 percent |oad factor custonmers, they're --
they have to run 24/7 operations basically, and we
probably have half a dozen custonmers on the rate today.

The intent going forward, though, is -- is
to -- in order to better -- in order to protect our
custoners, the rest of our custoner base, from being
exposed to costs that these very | arge custoners could
cause us to incur.

So the biggest change in the way the rate
works is we've introduced this m ni num denand concept
where custoners on this rate will give us a | oad
forecast. |If they're in excess of 20 negawatts, they

would go on this rate. They would be required to give us

a | oad forecast because what -- basically what happens is
a custoner says, hey, I'mgoing to be X negawatts, let's
call it a hundred negawatts, and they expect us to go out

and build the hundred negawatts of resources to serve
t hem

And the risk is that we have a nunber of
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t hese custoners saying -- they're comng to us and
telling us that, and many of them are far bigger, and
many of them are over a thousand negawatts, and the risk
is that we go out and build those resources and then the
| oad doesn't materialize like they tell us.

So the intended change here is to make sure
that those custoners if we go out and procure and build
resources for them they're going to pay for 80 percent
of that cost whet her they show up or not or whether that
| oad nmaterializes or not.

And so that's the pretty consequenti al
change that we're proposing for this price plan.

M5. POTTER So in terns of the types of
custoners or types of new accounts that would enroll in
t he new proposed plan is that -- is it safe to say that
that's advanced manufacturing custoners, data centers,
sem conductors? Help me out here.

MR, TUCKER: Cenerally speaking | think it

woul d be all of those, but froma cost perspective, we're

agnostic in terns of what the customer does. |It's nore
about how much -- how big are they. So if their load is
expected to be -- if they tell us they need 20 negawatts

or nore of capacity, that's when we tell them okay, E-67
iIs the price plan you're going to be served on, and the

way that works is you pay us based on your forecast
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because we're building resources based on your forecast.

MS. POTTER. Ckay. Thank you.

Wul d you say that -- in terns of |ooking
at your interconnection request queue pipeline today,
woul d you say that those interconnection requests are
being largely driven by custoners that would end up on a
E-67 price plan?

MR, TUCKER: That's ny sense. | haven't
| ooked explicitly at the interconnection requests, but I
know there's a lot of -- well, | guess -- sorry, to --
just to make | understood, are you saying the customers
that are largely looking to interconnect with us are
they -- do they tend to be this |arge?

MS. POTTER:  Uh- huh.

MR TUCKER: That woul d be ny sense.

M5. POTTER Okay. Thank you.

So then this m ght be a resource pl anning
team question, but I'Il just say it for the record. Do
you know t he projected | oad growh from new cust oner
accounts that would enroll on the E-67 price plan in
total negawatts as a fraction of, you know, the current
peak demand, so, |ike, what percent of maybe those
custonmers or, you know, that type of load is inpacting
your total peak demand, if that nakes sense?

MR TUCKER: So |I'mthinking about -- so
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the test year -- I"'mtrying to think how | can respond.

The test year has a few hundred nmegawatts
of data center load in it. However, that is not all new
| oad, so sone of those accounts are already turned on.

M5. POITTER  Sure.

MR TUCKER: So offhand |I don't know how
many of those accounts for the test year -- or how much
of that load is new accounts. W could certainly get
that, but in total for what it's worth, a few hundred
megawatts of load in terns of our entire portfolio is not
hugel y consequenti al .

| think part of what -- so for the test
year | don't think it's all that consequential, these
| arge | oad custoners, but what we're trying to do -- we
know that they're comng, so what we're trying to -- or
they tell us they're coming anyway. So what we're trying
to do is nake sure that we have a tool in place to
protect the rest of our custoners.

MS. POTTER. Gotcha. Thank you

How do you then plan to ensure that costs
associ ated with infrastructure enhancenents for these
types of customer data centers, advanced nanufacturi ng,
what have you, are not unfairly transferring to
residential custoners?

MR, TUCKER: | think we've got a coupl e of
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pretty strong tools in place, and then we have this.

So the existing tools are that when these
custonmers cone to us and tell us they want to
i nterconnect, they're responsi ble for 100 percent of the
dedi cated facilities required to serve them so
substation, switchyard, transm ssion interconnection,
they have to pay 100 percent of that up front even. So
even if they don't show up at all, they've already paid
that cost so there's no risk to the rest of our custoners
fromthat cost.

And then if they require system upgrades to
the transm ssion system so not just the line that's
dedi cated to them but an upgrade to the system sonewhere
else, to the extent that there's no benefit for the rest
of our custoners there they pay for all of that system
upgrade too even though it's not dedicated to them but
they're causing us to incur that cost. And if they don't
pay it, sonebody else does. So that's -- we have that
protection built in already.

So we have a pretty robust Cl AC policy.
And then when | think -- what we're trying to address
here then is the generation capacity, so there isn't
really a corollary on the Cl AC side for a generation
capacity, and that's what we're trying to address here.

So | feel like once this piece is in place
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we've put really solid protections in place for the rest
of our custoner base.

MS. POTTER. So speaki ng of custoner
protections and benefits fromthese types of custoners,
t hough, can we talk a little bit about demand side
managenent relative to a custoner that would be on E-67
or, you know, simlar types of accounts.

Are there plans today to inplenent or
expand demand response initiatives targeting E-67
custonmers or new E-67 custonmer accounts to manage peak
| ows and to enhance grid stability?

MR TUCKER: So we do -- I'Il share a
couple of things and tell nme if it's not responsive.

One thing, our -- our custoner prograns
t eam and our strategic energy nmanagenent or key accounts
team they do go work with our individual custoners to
see if they would participate in a denand-si de nanagenent
program

We did al so change the demand charge on the
E-67 price plan to be an on-peak demand charge rat her
t han around-the-cl ock demand char ge.

So that hopefully sends a nuch stronger
price signal to custoners who are able to shift | oad
because the existing rate does not provide that kind of

incentive, so that's -- it's a pretty marked change |
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guess that | didn't nention.

M5. POTTER. So then has SRP had
conversations with custoners on this price plan to, you
know, tal k about opportunities for demand response?

And, you know, with customers like this
that are -- have such significant load requirenents it
seens very appropriate to have sone kind of demand or
| oad managenent requirenent as a part of the tariff or as
a part of a price plan like this.

MR SHOEMAKER: Yeah, we have a busi ness
demand response programthat's managed t hrough our
custoner prograns group, and | know they're actively
wor king with strategi c energy nanagenent and those
dedi cated energy nmanagers that work with those | arge
custoners to understand how -- you know, ways to save,
ways that they can, again, right, we can nmutually save
where they can reduce their costs as SRP reduces its
cost, and the busi ness denmand response is one of those
progranms | know that is actively marketed to those | arge
cust oners.

MR TUCKER And we do have sone of our
| argest custoners that have signed up for that program

M5. POTTER And is that the sanme also in
the energy efficiency side when it cones to reducing, you

know, waste and energy sources at facilities?
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Wul d that be the sanme in terns of
participation and is that also a focus for the business
sol uti ons teanf

MR SHOEMAKER: Yeah, they definitely talk.
They definitely talk with them about ways that they can
t ake advant age of energy efficiency and whether they're
t aki ng advantage of those energy efficiencies. Al of
our custoners are a part of paying for energy efficiency
progr ans.

MS. POTTER: Does SRP require customers
enrolled in the E-67 price plan or new custoners that
want to enroll on it to participate in denmand response
and energy efficiency prograns?

MR. SHCEMAKER: So they will be paying for
energy efficiency prograns through their -- through their
rates, but beyond that we don't require that they
participate in those. W make those prograns avail abl e
and educate them about the programs that are avail abl e,
but they're not required to.

MS. POTTER |Is there a reason why you
woul dn't require themto do that given their, you know,
system requi renents and, you know, requirenments they need
in terms of, you know, also the comunity as wel | ?

MR. TUCKER: So say that again.

MS. POTTER |Is there a reason why you
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woul dn't require it or have sone type of requirenent --
you know, these -- these are big custoners, and, you
know, it may not have an inpact for the test year this
time but it will for the next one, and it's a question of

community, it's a question of ensuring not just, you
know, growth paying for growh, but it's growth al so
investing in the community where grow h has to happen and
al so helping to ensure that that new growth com ng online
is not, you know, forcing such significant, you know,
transm ssion i nvestnents, power generation investnents,

or distribution investnents that it's going to inpact

ot her inportant corporate goals that SRP has; right?

MR. TUCKER: So hel p nme understand what
would it look like to force a custoner to be on a denand
response progranf?

M5. POTTER. | think there are a coupl e of
different exanples that |1've seen started to cone
forward. For exanple, you know, there is -- |'ve seen
sone agreenents where, you know, |arge, |arge users,
let's say data centers for this, for exanple, in order to
guarantee the capacity benefits that they need and to get
their energy supply agreenents underway, they can agree
to a certain anount of the energy efficiencies that they
invest in for other custoner segnents as a neans of

show ng good faith for the community and al so show ng
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their support to mnimzing the inpact of the additional
| oad that their facilities denmand.

MR TUCKER  So energy efficiency nore than
demand response you're saying?

M5. POTTER That's just one exanple.
woul d say both really. | nean, we need the demand
response as well, but in terns of requirenents that could
be I think you would have to create a specific denmand
response event or denmand -- a demand responsive program
for all those different types of businesses, right, or
i ndustries, but also sonething that -- a requirenment that
you can include as a part of potentially this price plan
or as an additional tariff to help to mnimze that
capacity inpact because energy efficiency as a capacity
resource has a significant inpact for reduci ng peak
demand and it is the | owest cost resource that we have
avai |l able. Wiy would we not have sone m ni num
requi rements for these big users to help ease this burden
through providing relief in the formof demand-side
managenent to other custoners?

MR TUCKER: | guess we don't -- we don't
have anything -- | guess -- but I'm-- |I'mstruggling a
little bit. So we have an on-peak demand charge that
sends a price signal, but --

MR. CARRCLL: And they also contribute to
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the energy efficiency prograns.

MR. TUCKER: Yeah. And they -- yeah, they
pay into that bucket, but it seens like if |I think of a
demand response beyond a price that encourages themto
conserve, it sounds like they're saying we cut their | oad
every now and agai n.

So if they can't -- it's like a 24/7
operations, think of a sem conductor manufacturer, they
can't reduce their load with -- so | don't know quite how
a requi red demand-response program works in that
situati on.

MS. POTTER. And perhaps a denmand response
woul d be nore chall enging for data centers for that
particul ar exanple, but maybe that's nore avail able for
other types of industrial custoners on this price plan.

But | have seen ot her exanples of custoners
that would be on this price plan that would invest in
energy efficiency weatherization services or whether it's
energy efficiency neasures that can be used for capacity
reduction over tine in other custoner segnments to help
the systemoverall to | oosen the pressure that it's
putting on the total net peak.

MR TUCKER: And these custoners, well,

i ke all custoners in fairness they all are required to

pay in to energy efficiency prograns whet her they use
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t hem or not.

But | guess to answer your -- if you're
asking do you specifically have a requirenent in excess
of the standard paynents, the EE program support, for
t hese custoners, we do not have one specifically just for
t hese custoners.

MS. GLOVER And | think we need to wap

there so we have enough tinme to give Steve his hour.

M5. POTTER Okay. | do have sone others
on that carbon reduction rider. | can also submt
these -- if Ms. Johnson is doing a followup, | can just

send that as well.

MS. GLOVER: Ckay. Anything we don't get
to today you're welconme to submt either as a comment or
a request for conpletion.

M5. POTTER  Thank you.

M5. GLOVER Let's take five mnutes, and
then that'll put us ending just a little after 5 today.

(Break from4:06 p.m to 4:13 p.m)

M5. GLOVER Back on the record. Here

we'll start with questioning from Steve Neil .

PANEL | NTERVI EW BY MR NEI L
MR NEIL: GCkay. Al right. Let's talk

sone rate design first.
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So earlier this year sonebody showed me
E-28, and | thought it was, |ike, sonething fromhell.
And | described it as this is awesone. This has a | ot of
nice features in it |like super off-peak aligning with
sol ar production, shorter hours for peak pricing but with
a wince for howlate they were in the day.

And | told themthe price points of E-28
woul d take a ot nore analysis, which | really haven't
swal | oned up entirely yet.

And then on E-16 people said, oh, they're

still pushing denmand rates, and | said, well, that --
well, was just when the price analysis cane out in
Decenber. And | said, well, no, it's inportant to have a

demand rate because it fills out the Bonbright choice
buckets in today's market, you know, and so | think those
t hi ngs are great.

And we' Il tal k nore about other points of
them but that's just to address those two.

So while I"mon the topic of rate design, |
guess which wasn't in ny original notes, but a couple
points. The -- stated in the nmanagenent's proposal is a
goal to sinplify our pricing or another way of saying
that would be our rate structures, | think. And so | do
have some concerns about two different peak pricing

periods, 5 to 10 on E-16, 6 to 9 p.m on E-28.
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And so | just wondered if, you know, what
was the rationale that we needed nore hours on 5 to 10
with the demand pl an?

MR TUCKER | think -- like |I noted
earlier, the denmand charge -- the denand rates, the
commercial rates as well are that sane five-hour w ndow.
Qur demand -- our current denmand rates for business
custoners are a five-hour w ndow. You don't build
capacity for just a few hours. So we're buil ding
capacity for a bigger period of tine. |If you want a
capacity-related charge, a charge like that is five
hours. To nme the anonaly is probably nore of a
t hr ee- hour wi ndow when we're providi ng E-28.

MR NEIL: So you were trying to continue
wth the tradition of EZ-3 | think | heard you say
earlier with that. Oay. So that nakes sense.

So 5 to 10 woul d be your desire, but you
comprom sed to 6 to 9

Ckay. And, John, you and | have tal ked the
60- m nut e denand period, which is used to be a 60-m nute
rolling wi ndow back in the old days or a 30-m nute
rolling window or a 15-mnute rolling window. Then it
switched to -- with nore advanced neters it switched to
cl ock quarter-hours, clock half-hours, and clock hours,

and | believe SRP is using the clock hal f-hour approach.
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MR TUCKER: | do believe.
MR, SHOEMAKER  Yes.
MR NEIL: Yeah. So, you know, what are
t he thoughts? Any input you can give -- and the reason |

ask these questions is because, you know, | feel like

t hese questions nove the needle a little bit. Six years
ago we were in here tal king about that extra solar neter
and that it wasn't the custoner's neter, it wasn't there
for safety, it wasn't there for billing. It was there
for data for SRP that is valuable to the custoner too,
but nost valuable to SRP, and it would be really
available if you start doing SRECs and things |like that.
So that's the reason | tal k about these kind of design
princi pl es.

And so, yeah, what about a 60-m nute
cl ock- hour demand neasuring period?

MR SHOEMAKER: It's definitely sonething
that we've tal ked with and are in discussions with our
nmetering -- our netering group as far as neter prograns.
So | don't think -- it's not sonething fundanental |y that
pricing is against a 60-mnute window If that were
somet hi ng that were, you know, proposed, | think we'd be
open to that. Again, we'd need to redesign rates based
on that.

But right now we have those -- those
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30-m nute w ndows for residential price plans.

Changi ng -- changing that and neter prograns creates
sone -- sone issues with inplenentation if they need to
reprogramthat in zeroing out demand reads and things
li ke that, so it can cause sone issues with -- with
cust oners.

So given the state of our custoner system
you know, that's -- that's in the process of being
noder ni zed, that that's nore likely sonething that with
addi ti onal system capability we could -- we could
entertain with | ess, you know, custoner system i npact.

MR, NEIL: GCkay. And you already went
through that neter reprogramm ng with APS in 2019, and it
carried over into 2020. It took many nonths to effect
it. | don't know, they had a fleet of a nunber of
di fferent vendors which really conplicated things, meter
vendors, so | would hope that could be handled fairly
easily.

You're all aware that TEP and APS use the
60- m nut e cl ock-hour neasurenent?

Yes? kay. That's a nod over there.

MR TUCKER: That's a, yes, at |east aware
t hat APS does it.

MR NEIL: Well, | checked just recently,

and TEP does it also, at | east on residential. Ther e
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still nmay be | egacy stuff going on in commercial wth
shorter peri ods.

Ckay. M notes are all junbled here. |
guess |I'Il junp back in. Let's see, let me junp fromthe
bottom | started fromthe bottomup. This ought to be
conf usi ng.

So also |I've noted in your proposal and |
I magi ne you guys were probably responsible for this --
for all the details in this appendi x A book, but |
noticed basically what | see, like, three -- when this is
i mpl enented, if it's approved as proposed, you'll end up
wth three different export rates? O let ne call -- let

me call a grandfathered one an annual excess rate. So
you'l | have an annual excess rate for grandfathered.

MR CARROLL: So you nmean custoners
grandf at hered on the net neter and rider before 2015?
think we called that an annual settlenent credit.

Karl, is that correct?

MR SANDSTROM  Yeah.

MR NEIL: And that woul d be one of the
rates of conpensation, and the other one would be the new
E-16 and E-28 three-year rolling average. And then al
the plans to be frozen and sunseted, and we won't go into
the nunbers with the export rates, they would have a --

one that was frozen and woul dn't change. So | just
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wonder ed what the | ogic was behind that.

MR TUCKER: | think the net netering is
sort of its own animal.

MR NEIL: Right.

MR TUCKER: And so to the extent that
custoners generate nore than they need, they get a
true-up. At sone point we need to true-up there,
think. So that's -- so | think that one kind of stands

on its own. The --

MR NEIL: And there's still al npost
10 years to go on that 20-year grandfathering.

MR. TUCKER: For those, yes, that installed
toward the end of the w ndow. Yep.

For the new rates we tal ked through that a
little bit, but the intent was to have that be a
mar ket - based avoi ded cost. To have it true-up you
said -- |like you noted, it will adjust every year. For
the rates that will be sunset, the -- they're only going
to be around a few nore years, and honestly the way the
current rates are set up is that that nunber would be
avail able for a few years. You know, between price
processes it was fixed, so we were confortabl e just
allowing that rate to renmain fixed until the sun -- until
the rate goes away, that export rate to be fixed until

the price plan goes away.
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MR NEIL: Ckay. It just creates three --
you know, three separate neasurenents. Maybe you can get
down to two is all |'m saying.

MR TUCKER: Well, we would certainly if --
we'd be -- we would not object to updating the one for
the frozen price plans either if that was sonehow
preferable for custoners.

MR NEIL: Yeah, we'll see what the board
t hi nks about the idea.

MR TUCKER  Yeah.

MR SANDSTROM | nean, we will be at two
in 2029 when those custoners are on a different rate, so
it would just be the annual credit and the market
adj ust ed one.

MR NElIL: So speaking of 2029, one of the
subm ssions | nmade | got a reply back that the -- see if
| can find the wording here, 2029 was not set in stone
basi cally, Novenber 2029, that it could be later than
that even though in this book over and over it says no
| ater than Novenber ' 29.

So any feedback on that?

MR SHOEMAKER: Yeah, | think we tal ked a
little bit with M. Bender. That is a -- that is a -- by
that tinme they will all be gone, but there wll be I

thi nk John nentioned roughly at |east 18 nonths between
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when price plans are inplenented and we would start the
plan to elimnate those frozen price plans probably
focusi ng on those nost msaligned with, you know, TOU
hours that we're seeing and we're noving to or we're
proposi ng I shoul d say.

MR, NEIL: Yeah. This just was struck
by -- I've heard all about your information systens
upgrade, and that seens to be the main driver for the
date, the Novenber 2029 date.

MR SHOEMAKER It is certainly a factor.

MR NEIL: Ckay.

MR, SHOEMAKER:  Yes.

MR NEIL: Al right. So | have a whole
bunch of questions here about custoner cost conpari son
or, you know, price plan customer cost conparison, and |
have in ny hands one that you sent out to one of ny
nei ghbors who shared it with nme, of course. | didn't
raid his e-mail box.

And, you know, I'mvery famliar wth
custoner price plan, custoner cost conparison. And | was
very involved at APS with it, and, you know, so it was
nore of a debacle than it was a pl easurabl e experi ence.

But this is very little information, what
you're giving to custoners as part of this price process,

and | would point out that you have asterisks on here,
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one to say that the average nonthly bill is not really
the average. |It's probably overstated a little bit
because you' re using Novenber 2024 prices.
So -- and, you know, we all understand that
it's based on past usage. This is a rebilling, you know,

whi ch can never predict the future, so no problemthere.

But, you know, what -- so | was hoping to
neet with custoner service staff, people who were
involved with pricing. You used to have a tool up. So,
you know, you've -- Caryn asked a whol e bunch of
questi ons of how custoners are going to nake this choice.

So just tell nme nore. | nean, |'mjust
literally in a vacuum here as to how customers are goi ng
to choose between these five to nine plans they have to
choose from bet ween approval and for the sane tine.

MR TUCKER: Well, to clarify, one,
assumng -- so if and when the prices are approved, the
proposal is they go effective Novenber 1. At that point
intime the options are four; right?

MR, NEIL: Plus one for an EV, yes.

VR TUCKER: No. The options -- no, no.

Ef fecti ve Novenber 1 as proposed.

MR NEIL: O if they haven't noved
al ready; right?

MR TUCKER: Al right. The only options
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you have avail able to you effective Novenber 1 under the
proposal are E-23 the basic rate, E-24 M Power, E-28, and
E- 16.

3

NEIL: Right.

3

TUCKER So - -

MR NEIL: No. It's the transition period
| ' m speaki ng of.

MR TUCKER: All those rates?

MR NEIL: Between approval and frozen
time.

MR TUCKER  Well, so between -- so let's
say approval, l|like, board vote February 27 as an exanpl e,
Is that what you're sayi ng?

MR NEIL: Sure. Yeah.

MR TUCKER  Between then and Novenber 1?

MR NEIL: Novenber billing cycle, yes.

MR TUCKER: So -- yeah, so between those
two dates it's the existing price plans and not the new
ones, right, because they're not effective yet?

MR NEIL: And they may want to switch to
one of those.

MR TUCKER: To one of the existing price
pl ans?

MR NEIL: Yes.

MR TUCKER: Well, yeah. So --
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MR, NEIL: That may be their nost -- are
you famliar with the term nost econom cal plan?
That's what we use down at the Corporation

Conmm ssi on.

MR TUCKER: Yeah, | can i magine.
MR NEIL: It's easy to understand.
MR. TUCKER: Yeah, | can inagine what it

neans.

MR NEIL: No finance degrees necessary.

So, yeah, they -- they have an opportunity
to switch between plans. They could also decide to
switch to first thing right out of the go to E-16 or 28.
You know, sign ne up. I'Il sign up during ny Cctober
billing cycle so that when ny Novenber one hits |I'll be
on one of those new plans or sone ot her plan.

MR TUCKER: Yeah. So but the options

until -- again, we're tal king about assum ng board
approval. The options until Novenmber are the existing
options, and we have current -- | would inmagi ne that the

exi sting vehicles for sharing rate conps between
estimates we print on bills and custoners calling in |
don't inmagine that those will necessarily change a | ot
for the existing price plans that will be frozen.

MR NEIL: Ckay.

MR TUCKER: And then so -- and then in
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Novenmber we woul d have the new rates avail abl e.
MR NEIL: Rght. Gay. I|I'mnot going to
spend nmuch tinme on this topic because it's not your --
not your team s expertise as, you know, working with
custonmers on this and that type of thing.
And to the | egal departnent, |I'Il put up ny

objection that | asked for experts in this nmatter, and
they're not here.

M5. GLOVER  Not ed.

MR NEIL: Ckay.

M5. HETH. We do have soneone standi ng by
from custoner operations if you have questions that are
pertinent to the price process that we can bring down to
answer sone of these questions.

MR NEIL: They're pertinent to what was --
what would this -- what would this plan cost, what woul d
t hese proposed costs -- these proposed plans cost.
That's very pertinent to the price process.

MS. HETH. Ckay.

MR, TUCKER: But | would just note that we
don't have the communi cation plans put together. The
rates are not approved. So |I'mjust saying if we bring
i n sonebody el se, nobody else can -- that answer has not
been finalized.

MR NEIL: Wll, you' ve -- you' ve been a
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utility for a long tine. You should know what cost
conmparison is and howto do it.

MR TUCKER W just have -- we have
until -- yeah, we provided it there. And we -- the rates

aren't approved and then --

MR, NEIL: That's the poorest cost
conpari son |'ve ever seen.

All right. So let's talk about LOLP
wei ght ed peak.

All right. So you stated earlier that the
| oss of load probability study was done by the resource
nodel i ng group?

MR. CARRCOLL: Correct. | believe so, yes.
| m ght be m xing up group nanes, but --

MR NEIL: Okay. So next question, you
know, in the Concentric advisors' report they put up a
CAlI SO duck curve, a net |oad duck curve. It didn't say
that on the diagram but -- so -- and it shows that -- it
shows that the peak demand in California curves around
8 p.m; correct?

MR TUCKER Yes. |If we're tal king about
page 6.

MR NEIL: Yeah.

MR TUCKER That's what it | ooks I|ike.

MR NEIL: So what does that duck curve
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| ook |i ke for SRP?

MR, TUCKER: |'mnot |ooking at ours at the
nmonent, but | believe it looks like a lot |like this one.
Well, it doesn't necessarily go as deep.

MR NEIL: R ght. But does it -- that's --
the pertinent point is when does it peak the top of the
head?

MR TUCKER: G ven our | oss of |oad work,
the costs that we see for on-peak hours, it |ooks |ike
it's in the sanme worl d.

MR NEIL: So -- so do you have a di agram
like this if | was to request it?

MR, CARRCLL: | don't know of an existing
diagramjust |like that for SRP | oad dat a.

MR NEIL: Ckay. Al right. So | already
asked that questi on.

So 4CP, back in past -- let's just talk
about the price process 2019. D d you nmassage or adjust
t he 4CP nunbers for the classes at all?

MR, CARROLL: Are you --

MR NEIL: The 4CP peak demand.

MR CARROLL: Are you -- are you
referencing in the transition allocation where we nmake an
adjustnent to --

MR. NEIL: No. Wen you re doing a peak
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and average to get the peak -- the classes' peak
contribution was it nmassaged at all or was it just sinple
mat h?

MR CARRCLL: Right. M recollectionis it
woul d have just been the average of the four CP nunbers

for the average of June, July, August, Septenber to the

cl asses.

MR NEIL: So just straight nmath on that
one, nothing -- no adjustnents really. Ckay?

So how did you -- so for | oss of |oad
probability -- I'Il just cut right to the chase. Let's
go to the green book to page -- schedule -- class
characteristics. |s that 4?

MR CARRCLL: Schedul e 47

MR NEIL: 4, so page 35, 36.

Al right. | can nmake a suggestion for
you, whoever is producing these books, since you're using
fl owover tables you could say this place intentionally
| eft blank to make sure all the fl ow over tables are
vi ewabl e when open like this. [It's nostly that way but
not al ways.

If I ook at line 8 on page 35, 4CP, you
know, | see sonme nunbers there. And | understand what
t he noncoi ncident peak is on line 9 and | understand what

nunber 10 is.
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But then if | |look at your LOLP wei ghted
peak, which is your new -- that's going to flow into LOLP
wei ghted net peak |l ater; right?

MR CARRCLL: Yes.

MR NEIL: Mark? GCkay. Thank you.

So | see that the LOLP net peak is
general ly between the 4CP and the NCP. It's either --
it's either below it or in the range of the 4CP to NCP
for all of the nonsolar rates.

So if you look at -- take, for exanple,
colum A, 721 to 857 would be that range there, and the
LOLP weighted peak is 747. It's in between them And
then you nove over to the next one, and it's bel ow the
bottom of 4CP. |It's belowthe 64. And so on and so
forth.

Do you see how those nunbers fall in those
ranges?

And then if you nove to the solar rates
only, G27 is in the range, and the rest of them are at
or above the high end of those two ranges, that range of
nunbers.

So | was wondering if you could help ne
under st and what's goi ng on here.

MR, CARRCOLL: What's the specific question?

MR NEIL: Wy the three solar plans are
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out si de the range of the between 4CP and NCP. Wy al
the other rates, commercial and residential, are inside
t he range or bel ow the range.

MR CARRCLL: | think that's the way the
mat h wor ked when we | ooked at the data for what the | oads
were during the hours.

MR NEIL: GCkay. So what kind of data do |
need to ask for to see how this happens, how -- what
resulted in these nunbers?

MR CARRCLL: You could ask for that
spr eadsheet .

MR. NEIL: The study results spreadsheet?

MR, CARRCOLL: | think you asked for the
study results spreadsheet.

MR NEIL: That's the one that cane broken,
t he one that made ne want to log into M crosoft. con?

M5. HETH: Let's try to resend that.

MR NEIL: Ckay.

MR, CARRCLL: W probably need to break al
t he |inks.

MR NElIL: The other one said -- the other
one said broken links in it.

MR CARRCLL: Sone people don't want the
| i nks broken, and so | try to send it intact when

possible. In this case if it's causing problens for
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you - -

MR NEIL: Are these integrated
spreadsheets or are they referencing other workbooks?

MR CARRCLL: Most of them have references
to ot her wor kbooks because that's probably what's
breaki ng for you.

MR NEIL: Can you send a set so they don't
br eak?

MR, CARRCLL: They would probably still
break because the path would break. The path wouldn't be
consi stent.

MR. NEIL: The paths are to -- not to an
online repository that can be shared |i ke SharePoint's
been offered earlier?

MR CARRCLL: It's not.

MR NEIL: Not there yet? Ckay.

Ckay. What's the alternative to broken
Il i nks and i nconpl ete data?

MR. CARRCLL: The data's conplete. | think
you woul d need to figure out how to store that on your --

MR NEIL: Part of the data is the fornul as
and the links and the references.

MR CARRCLL: Okay. The fornulas were
I ntact when we sent them So you would need to work on

your side to nmake sure that you' re not auto updating to
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the link that you don't have available or | can break the
i nks.

MR NEIL: GCkay. It seens |like an
impractical solution. It seenms |like |'"mgoing to end up
with sonmething that's not very useful w thout an
I nt egrat ed wor ki ng product.

Is SRP wlling to -- okay. Next -- so
LOLP -- I"'mgoing to call it lollipop. Lollipop study
results seens to indicate there was a | ollipop study.

MR CARRCLL: Yes. W discussed that
st udy.

MR NEIL: Yeah. Is it separate -- it's
separate fromthe spreadsheets?

MR CARRCLL: The -- the results were
summari zed to us and sent to pricing, and those were the
first several tabs of the spreadsheet we sent you.

MR NEIL: Those are the results are the
first several tabs.

What about was there a narrative |like there
Is in these books to describe the process and the |ogic?

MR CARRCLL: No, not that |I'm aware of.

MR NEIL: And how was this communicated to
you that -- so you could validate their work?

MR. CARRCLL: | can speak to the anal ysts
who did the work.
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MR NEIL: Ckay. Any e-nails that would
hel p?
MR CARRCLL: Not that I know of. 1'd have
t o check.
MR NEIL: Ww. Ww. So this is a key --
John, I'll ask this question to you.

Am | incorrect in saying that this LOLP
wei ghted peak is a primary contributor to rate
cal culation, to price cal cul ati on?
MR TUCKER It's one of the cost drivers.
MR. CARRCLL: And, again, be careful to

di sti ngui sh between a cost and the rates, the prices,

the --

MR NEIL: Yeah.

MR CARRCLL: It's a significant portion in
the cost allocation. |It's a nmuch less significant

portion of the revenue and char ges.

MR. NEIL: Because it's only part of many
pi eces of -- okay.

MR TUCKER  Well, nore than that.

MR, CARROLL: No.

VR TUCKER: No, that's not --

MR, CARRCLL: Because of the gradualism
reasons managenent didn't propose that we adjust the

prices according to the results of the cost studies that
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said what the costs are for each cl ass.

MR NEIL: Ckay.

MR CARRCLL: And -- and --

MR TUCKER: So if the prices were equal to
the cost study results --

MR NEIL: Yeah.

MR, TUCKER: -- returns would be equalized,
and there would be nmuch different price changes.

MR NEIL: So do you call that snoothing or
what do you call that?

MR, TUCKER  No. It's --

MR CARRCLL: | think it's called
managenent's proposal

MR TUCKER: Yeah. It's -- it's
gradualism right? The principle of gradualismis
what -- why we don't go directly with the cost study
results as our pricing targets.

MR, CARRCOLL: But it's -- a very good
description in schedule 9. It talks a little bit about
t hat .

MR NEIL: Yeah, | saw that.

So what does the word "wei ghted" nean on
wei ght ed peak?

MR. CARRCOLL: The loss of |oad probability

study. W interpret it such as 100 percent probability
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if you add up all the different hours. So we normalize
it in that way. And then those probabilities are applied
to the I oads in each hour, the net |oads in each hour.

MR NElIL: GCkay. Do you know of any ot her
utilities -- | asked the consultant the sane question.

Do you know of any other utilities using a
| oss of | oad probability-based peak in their
calculations, in their pricing calcul ati ons?

MR CARRCLL: | focus on what our costs are
and what our costs are --

MR NEIL: John.

MR. TUCKER: W haven't done a survey on
t hat .

MR NEIL: GCkay. Al right. Thanks.

What is -- you also used the termin here
normal i zed LOLP study. How do you distinguish that from
ot her uses of the termof the word LO --

MR. CARRCOLL: The results of the study
I ndi cate what hours there could be outages under
different sinulation conditions, and those don't add up
to a neani ngful nunber, and so we nornalize themto
100 percent.

MR NEIL: GCkay. So is the formula for
LOLP wei ght ed peak stated anywhere in your report or in

any of this paperwork that you nmade publicly avail abl e?
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MR, CARRCLL: It's in the spreadsheets
we' ve provided to you.

MR NEIL: GCkay. The one that's called
LOLP study results?

MR, CARRCLL: | believe so, yes.

MR NEIL: GCkay. Al right. So it seens
as though there's nothing in the paperwork that really
descri bes how it works even though it's a prinmary driver.

MR CARRCLL: | think it does describe it
in the description, doesn't it?

MR NEIL: Alittle bit.

Let's see what it says. So it says the
| oss of | oad probability wei ghted net peak use is dated
fromthe LOLP study to wei ght each class' hourly usage by
the normalized LOLP study. That's one of the few things
it says, | think.

So explain the net adjustnent for system
| osses that's covered on schedul e 5A, page 42 of the
study. W could probably talk all day about it.

So which line 20 is the new adj ust ed
wei ght ed peak?

MR CARRCLL: Yes. So we're neasuring
usage at the neter, but the -- the cost savi ngs happens
at the generator because we -- we have to build | ess

capacity at the generator, and so there's line | osses
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bet ween the generator and the neter.

MR NEIL: Ckay.

MR CARRCLL: And the line losses differ a
little bit by class, and so the | oss estimate is intended
to accurately reflect the cost differences between the
cl asses due to differences in the |ine | osses.

MR NEIL: So | nentioned earlier that |
couldn't get the math to work on one of the final pages
in this book, so how would you |ike to receive a request

to under stand, you know, so that we can both conme to an

under standing on this? Let nme find -- I"'mhaving to flip
through until | see ny notes. | think | m ght have gone
too far. MNo. No, I"'mstill going. For sone reason

forgot to wite down the nunber it was.

Dang it. Dang it. Dang it. Ch, wel |,
"Il have to conme back to that one while I'mflipping
her e.

Do you know which -- where the one that
does the peak and average and all that?

MR CARRCOLL: 5G

MR NEIL: Yeah. OCh, there we go.
Exactly. | npressive.

Sol -- you see | filled in sone val ues
here trying to go to down here and other things to get

them Divide by a thousand, took out -- and | cane up
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wth these wildly different nunbers foll ow ng these
formul as, including the parenthetical notations.

So how could we work together to understand

this?

MR, CARRCLL: You can request the
spreadsheet, but I'mnot a calculator, so |l can't -- I'm
sorry, | can't do that I|ive.

MR NEIL: So this -- all these are
avai |l abl e as a spreadsheet ?

MR CARRCLL: Yeah. Yes.
NEIL: What's it called?
CARROLL: The cost all ocation study.

2 2D

NEIL: OCh, howsinple is that? All
right.

So | understand the dynam cs you're tal king
about with market prices, and certainly SRP shoul d nodel
t he market when you're figuring the value of things. But
l'mtrying to figure out how custoner rooftop solar
sonehow ends up showing like it needs a wei ghted peak
that's outside the range that | tal ked about earlier.

It's not inthe -- it's not -- it's above
NCP or equal to it and it's not belowit. And whereas
every ot her class or subcl ass, whatever you want to call
them is showng in the range or bel ow the range.

So can you cone up wth any ideas how t hat
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happened?

You nentioned earlier that it canme from
you -- fromthe other group.

MR CARRCLL: Wwell --

MR NEIL: It was in the spreadsheet?

MR CARRCLL: -- I'mnot -- you can foll ow
the calculation in the spreadsheets.

MR. NEIL: You don't have any idea how
that -- how the fornulas would cone up with that nunber?

MR TUCKER: |'m not aware of why they
shouldn't be. Well, should they be as you're expecting
themto be? | guess | just don't know that.

MR NEIL: | just don't know why they're
different than all the rest. Nobody has ever caught
t hat ?

MR CARRCLL: | don't I|ike specul ating
on -- |I'll give one small specul ation, though, obviously

subject to check. The residential and residential solar
cl asses were conbined for the NCP cal cul ati on on what
hour determ ned their NCP, and so if we would have used
solar as their own class, they probably would have had a
hi gher NCP every hour. |'m specul ating there, so we need
to check that, but that could be one -- it m ght have
shown a | ower NCP nunber for the solar classes.

MR NEIL: Ckay.
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MR, CARRCLL: But, again, if you submt the
questions, we can -- we can --

MR NEIL: Al right. So I'mnot going to
ask about renewable energy certificates. | think we
covered that pretty well today. And |I'mnot going to ask
anyt hi ng nore about price cost conpari son.

| would like to yield sonme tine to Autumm,

I f possible.

M5. GLOVER That's perfect. And, yeah,
why don't we do a tinme check here.

Aut utm, how nuch tine do you think you need
for the remai nder of your questions?

MS. JOHNSON: Yeah, | think that nmaybe 10
or 15 m nutes given that Caryn touched on a | ot of these
subj ect s.

M5. GLOVER  Yeah, 10 or 15 m nutes would
be perfect.

And then | have a foll owup response that
| ' m happy to share about the Copper Crossing devel opnment
if I can do that.

M5. JOHANSON: Sure. Go ahead.

M5. GLOVER  Yeah, the -- the expert out of
maj or projects is in a renote location, so | said, cone
on down to the conference roomand couldn't do that.

So what he shared about -- so the question,
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if you recall, was how SRP was forecasted to save

$38 nmillion in devel opnent costs on phase 2 of the Copper
Crossing Energy Research Center. And the answer was that
sel f-perform ng enables SRP to purchase the required

mat erial at conpetitive prices w thout contractor

mar kups. The schedul e was i nproved by ordering materi al

wel | in advance of bringing on a construction contractor.
And all specialty work that would require the contractor
to hire a sub was al so conpetitively bid. That enables

good prices with no contractor markup.

PANEL | NTERVI EW BY Ms. JOHNSON

MS. JOHNSON: Ckay. So | left off in the
m ddl e of ny rate design questions, but I'"'mgoing to skip
ahead to sone of ny commrerci al questions just because
we're running |l ow on tine.

So |l want to just talk a little bit about
E-32. Why was the TQOU period changed for that rate plan?

MR TUCKER: So consistent with the
di scussi on we had around the residential side, these TOU
hours for both E-32 and all the E-60 series price plans,
the E-60s are tinme of use based, sane chall enges in that
they are no longer well aligned with pricing -- |I'm
sorry, the prices are no |longer aligned wth costs.

So we just -- we were confortable making

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

287

the change to these hours for all the business custoners
feeling that they're nore sophisticated and can respond
to the new price plans or to the new hours, | should say.

M5. JOHANSON: | nean, so kind of along with
the comment | made earlier, and it's interesting that you
are saying that -- ny -- ny understanding is that you
think E-16 is sonething installers want, because the
f eedback | got on both the commercial rates and the new
residential rates at least for E-16 is that it seens |ike
you're trying to set up the price differentials in a way
that preferences distributed generation paired with
storage but not enough so that there's actually a reason
to invest in storage.

And so the feeling on E-32 is that this is
actually marginally worse than before the rate design,
and there isn't any way that a project with storage would
actually pencil, and so |I' mwonderi ng was that consi dered
or do you know that?

MR. TUCKER: The design of the price plans
I's not about solar and storage. The design is about our
costs. So we are trying to nake sure that our prices are
reflective of costs so that custoners pay the costs that
t hey cause us to incur.

MS. JOHNSON: But there's a capacity

benefit to custoners that have on-site generation with
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storage, no?

MR TUCKER: | would say there's -- are you
asking if there's a capacity benefit that the rate
provides to custoners wi th storage?

M5. JOHANSON: No, not that the rate
provides. |I'masking if the custoners are pairing their

on-site generation wth storage when you're seeing
increasing |load growh is a val ue.

MR TUCKER It depends entirely on when
they use the storage. |If they use it at 3 in the
nor ni ng, no.

MS. JOHNSON: Well, presunmably the rate is
desi gned so that they use their storage at a tine it's
nost econom c.

MR TUCKER: Yes, that's right. The
pricing does provide the custoner with a capacity benefit
if they respond to the price signals whether it's with
storage or |load controllers or just behavior
nodi fi cati on.

M5, JOHANSON:  Well, but | think what I'm
saying is that because of the additional costs of the
battery the offset and the way you designed it won't
actual ly do that.

So |'msaying that | think you have a rate

that could do that if it was nodified, but the way it's
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currently designed actually won't.
MR TUCKER: Well, | guess |I'd be curious
what the nodification would have to look like to -- you

know, if the rate's supposed to be based on cost, if
there was a nodification that was sonehow based on cost
and equitable to everybody and did that.

M5. JOHANSON:  Well, we'll see if we can
propose such a thing. |I'mnot a nodeler, but I wll --
"1l make the request.

On E-36, |I'm wondering why do you continue
to use a declining block rate desi gn because presunably
you would want -- | guess why would you want prices to
get cheaper the nore power you use when we're seeing such
significant load growth. It seens |like you d want to
i ncentivize the opposite behavior.

MR TUCKER: So the E-36 price planis a
| oad factor rate. It's just kind of by definition what
this kind of rate is. It rewards custoners because based
on cost the nore efficiently a customer uses the system
which is to say the higher |oad factor custoner has a
| ower cost, so this sort of price plan just reflects that
reality.

M5. JOHANSON: So it's nore efficient for
themto use nore power?

MR. TUCKER: It's nore efficient for them

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

290
to use nore power relative to their peak.
MS. JOHNSON: Ckay.
MR TUCKER So if -- if that makes sense.
M5. JOHNSON: | nean --
MR TUCKER It is a-- it is a lower --
it's lower average -- the custoner has a | ower average

cost wwth a flatter load than with a really peaky | oad.

MS. JOHNSON: Ckay.

MR TUCKER And what this rate does is it
reflects that fact.

M5. JOHANSON:  Ckay. All right. Swtching
back to the -- ny rate design questions, and |I'mgoing to
try to skip ones that | think you addressed wth Caryn.
But there were sonme things that cane up with Caryn t hat
| -- I"'mnot sure that | understood correctly, and | want
to make sure that | heard themcorrectly.

MR, TUCKER  Sure.

MS. JOHNSON. Ckay. So one of the comments
| was just making about comrercial rates and the design
versus the actual inpact on the usage of storage applies
to residential too, but I'"mnot going to bel abor that.

You had this conversation with Caryn about
the default rate, and it kind of sounded |like you said
there wasn't a default rate but then al so nmaybe the E-23

was the default rate. And so can you just clarify?
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MR SHOEMAKER: Yeah. | think that was one
where we said we can -- we can circle back with -- with
how custoner service representatives are trai ned on
wal ki ng custoners through that want to sign up for a new
rate, wal king themthrough their different options.

MS. JOHNSON: Ckay.

MR SHOEMAKER: So that -- that can be
sonething we can follow up wth.

M5. JOANSON: So it kind of sounds like in
that rate -- that neans that to ne that you're saying
that there really isn't a default rate if it is based on
the conversation that they're having. It's not like if
you becone a new customer, this is standard unl ess you
opt out. You have to basically opt in to a plan.

MR SHCEMAKER: Ri ght .

M5. JOHNSON:  Ckay.

MR SHOEMAKER: Yes, that is true.

M5. JOANSON: And -- and that's true
what -- if you're a new custoner regardl ess of whether
you becone a new custoner today or after Novenber, that
process woul d be the sane?

MR SHOEMAKER: Yeah, that's -- that's --
yeah.

MS. JOHNSON: Ckay.

MR. SHCEMAKER: That's currently in place.
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MS. JOHNSON: |'m wondering why woul d
TQU -- why would you not want to have it set up so that
TOU was the default?
MR CARROLL: | think -- correct ne if I'm

wrong, Brandon or John, this is sonething that's changed
over tine. Many years ago people always defaulted to
basi c.

As our TQU rates devel oped nore, | think
the nmove to the TQU, especially EZ-3.

M5. GLOVER If you don't mnd, | just want

tointerject. So we do have d en Traasdahl com ng down

to answer --

MR, CARROLL: GCkay. Geat.

M5. GLOVER: -- sone of these questions
fromcustoner service, and | think he'll be able to

address these questions.

M5. JOHNSON: Ckay. And | guess just so
when he cones in because you guys pointed to a different
page for the E-23 rates, | would just direct everyone to
page 45, which | actually think is a little bit nore
hel pful as far as the percentage of people and what
r at es.

And ny understanding of this is at | east
64 percent of SRP custoners are not on a TOQU rate, at

| east for residential custoners. | think that that's
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what Table 4 is reflecting in the accounts percent of
cl ass.

MR TUCKER. So Table 4 is both E-23
and M Power, which | think is to your point.

M5. JOHNSON: Oh, they're both -- those
are -- neither one of those --

MR. TUCKER: That's right.

M5. JOHNSON: -- is a TQU rate?

MR TUCKER  Right. Yeah.

M5. JOHANSON: Okay. So I'Il -- we can put

a pin in that then.

| am concerned about kind of half of the
current solar custoners just automatically getting bunped
to E-16 if they don't change. Maybe nore in line with
Caryn and contrary to Steve, I'mreally not excited about
E-16. | don't think that that is a great rate design
because of the TQU period, not because | necessarily -- |
agree with you comment about for storage custoners denmand
charges m ght nake sense.

| ' m concerned about the five-hour on-peak
given that batteries are good for four hours essentially.

|s there a reason why you have to default
themto E-16 as opposed to sone kind of affirmative
outreach to nake sure they're on their nobst econonm c

pl an?
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MR. SHCEMAKER: Yeah. So this is going to
be, again, only the default if -- if they don't select,
there will be -- there will be active nmarketing and
outreach to those custoners to hel p them understand what
w || be nost econonical to them and be able to guide them
to the rate that they're going to -- that's going to work
best for them

So this is, again, kind of an if they
haven't selected or they haven't engaged even with a | ot
of outreach --

M5. JOHNSON:  Ckay.

MR, SHCEMAKER: -- this is where they'd go.

| f there's another reconmendation as to
whi ch they should be defaulted to, | think we're

absolutely open to that.

M5. JOHANSON: | nean, | woul d suggest that
they -- that solar custoners be defaulted to E-28 unless
they affirmatively select otherwwse. | just think it's a

better rate design

MR, SHOEMAKER: Ckay.

M5. JOHNSON: | like the differential
better and the on-peak period better. Though, | do
understand that for storage -- custoners w th storage,

which is not the mgjority of solar custoners, that the

demand charge m ght be attractive.
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| was going to ask why you woul d def aul t
E-21 and E-22 to E-23. It seens weird to nobve existing
TOU custoners to a nonTQU rate as opposed to defaulting
themto E-28.

MR SHOEMAKER: Yeah. And that's really
just a function of the -- the m salignnent of those TOU
hours. |If you get an EZ-3 custoner that's -- that's
responding to that and they start using energy at 6 and
t hey haven't engaged with this, if you nove themnow to a
6 to 9 p.m on-peak, for exanple, that could be now sone
of their peak usage that's within that peak w ndow.

And so, again, we would -- we would try to
gui de them again towards, hey, you're on the EZ-3 rate.
We' ve got another price plan that's going to be very
simlar with a three-hour on-peak; let's nove you there.
But this would be if -- if they haven't engaged with --
with the outreach and they're unaware, noving themto the
basic I think we viewed that as kind of |east punitive.

MS. JOHNSON: Ckay. | nean, | was thinking
it's a three-hour period to a different three-hour
period, so you're just explaining that, |ike, hey --

MR SHOEMAKER: So -- so that's -- yeah.

M5. JOHNSON:  Yeah.

MR, SHCEMAKER: That's exactly where we'l |l

encourage themto go.
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MS. JOHNSON:. Yeah. Ckay.

MR. SHCEMAKER: This, again, is only those
who haven't opted into a new rate that we would be novi ng
t hem over.

M5. JOHANSON: And then | think | really
only have two -- | think a couple of other ones, and ||
just say what they are, and then you guys can decide if
he's better for themor you are.

| " mcurious about the -- | realize that you
said that the reason for the lack of a differenti al
bet ween an on and off-peak for things like E-16 is
because you're | ooking at actually the super off-peak
ver sus t he on-peak.

| still really think we should be driving
peopl e away fromthe on-peak period, not just towards the
of f - peak period, because for people who aren't hone
during the day | think that's going to be kind of hard to
use. | would just suggest we spend a little nore tine
t hi nki ng about that.

MR TUCKER: May | put in one comment?

MS. JOHNSON:  Yes, go ahead.

MR TUCKER: Recall too that on E-16 part
of the on-peak cost is in the demand charge, so it's not
just about the on-peak energy charge.

MS. JOHNSON: Yeah.
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MR. TUCKER: There's also a pretty healthy
signal on the demand charge as well.

M5. JOHNSON: Okay. That's hel pful.

But that's also true, though, | | ooked at
the differentials for all of the rates, and nost of them
are not even close to three to one, even the existing
rates that are getting updated even if they don't have
demand char ges.

So | think that's hel pful clarification,
but I still think you should consider that differenti al
for on-peak versus off-peak.

And then |I think we already touched on
the -- | think it's confusing that there are different --
three different plans as opposed to two, but as far as
three different tine periods and that June and Septenber
and Cctober are different sumer than July and August.

But | just wonder could you just briefly
explain to ne how -- is there a difference in how the
demand charge for E-16 is cal cul ated versus how existing
demand charges on the rate plans that are going to be
frozen are cal cul at ed?

MR SHOEMAKER: It's going to be cal cul ated
the sanme as it is on E-15.

MS. JOHNSON: Ckay.

MR, CARRCLL: Wth a slightly different
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MR SHOEMAKER  Correct. Yes, the on-peak

peri od, but the nethodol ogy for the calculation is the

sane.

MS. JOHNSON: Ckay.

MR. SHOEMAKER: Thank you.

MS. JOHNSON:. Al right.

M5. GLOVER Are you ready for --

MS. JOHNSON:  Sure.

M5. GLOVER: d en Traasdahl from-- your
title.

MR TRAASDAHL: Senior director of custoner
servi ces.

(Reporter clarification.)
MR. TRAASDAHL: d en Traasdahl, senior

di rector of custoner services.

MS. GLOVER: And we were able to bring den

in to answer sone of the questions nostly pertaining to
how customers m ght be guided to choose a price plan,

determ ne which price plan m ght be best for them and

any ot her questions you have that m ght be best answered

by soneone in the custoner services organization.

I'll leave it up to you two to decide who'

like to go first.

d
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MS. JOHNSON: You gave ne tine, so | think

you shoul d go.
MR NEIL: OCh, okay. Al right. Fair

enough. Oh, five o' clock on the nose.

PANEL | NTERVI EW BY MR NEI L

MR NEIL: M nane is Steve Neil

MR, TRAASDAHL: H , Steve.

MR NEIL: |'mjust a custoner.

Ch, boy, 1'll see if | can get nyself
recal i brated here.

So the tool -- you used to have a tool
online that people could use, and it was taken down in
August .

MR, TRAASDAHL: Yes.

MR NEI L: VWhat was the reason for that?

MR. TRAASDAHL: There was an | T conversi on

to the back-end dat abase where we had all of the reads

that we could use to conpare the -- nake the conpari sons

from They went from one technol ogy to anot her

t echnol ogy, and then that introduced the need to do a

conversion that would be -- you know, take several nonths

and cost sone noney.
MR NEIL: Ww.
MR TRAASDAHL: At the sane tine, we were
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getting word from our custoner nodernization team-- are
you famliar with the custonmer noderni zati on progranf

MR, NEI L: I s that SAP?

MR TRAASDAHL: SAP, yeah.

W were being told by SAP and the partner
that we're using from SEWto build out our My Account,
that they don't have the native capability to do a price
conmpare. So that what we were looking at is inevitably
that price conpare tool was going to cone down when we
i mpl enented, so we nade the decision because we have so
many peopl e wor ki ng on custoner nodernization they're
freezing -- doing a code freeze --

You' re famliar wth that concept; right?

MR NEIL: Too famliar.

MR TRAASDAHL: Ckay -- sayi ng because
we're in flight we don't want too many interruptions to
t he programas we're developing it.

So that's why it nade sense to -- we got to
take it down -- we're going to take it down now rat her
than invest in a conversion that then would be up for
maybe a nmonth or two or three and then have to be taken
down.

And so what we are going to work through is
post-custoner nod is howto reintroduce it. W liked it

very much too. 1It's a good tool. It hel ps custoners.

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

301

And we want to figure out a way to reintroduce it in the
new cust omer noderni zation program but it's not going to
be included with custonmer nod because they don't have a
native facility to do that, so we'll have to figure out
sone other way to do that.

MR NEIL: 1Is there a contenplated tine
frame for reintroducing?

MR TRAASDAHL: W -- we haven't. | nean,
it's going to be one of the things that's going to be
noted as -- we know we want it. There's only a handful
of things that we know we want right now as sort of the
fast followers. That is one of them

MR NEIL: Ckay. So as you're aware, these
bi g books here, the price process increases the nunber of
choices for people for let's say a six-nonth period or
ei ght-nonth period where they'l|l have nore choices than
ever before to choose a price plan before sone plans are
frozen.

So, | nean, what's -- what's the talk in
custoner service about addressing this need? People are
going to be either |ocked out or | ocked in to sonething
alnmost. | would say | ocked out woul d be nore accurate,
ri ght, of choosing a plan after their Novenber billing
cycle this year.

MR, TRAASDAHL: | "' m not sure | understand.

Glennie Reporting Services, LLC
602.266.6535 www.glennie-reporting.com




© 00 ~N oo o b~ w N P

N RN N NN R R R R R R R R R
g N W N P O © O N o 00 M W N Rk O

Staff Interviews by the Public - 01/16/2025

302

It's nmy understanding that we're having | ess choi ces.

MR NEIL: You're going to go fromnowto
nore to | ess.

MR TUCKER: Just for clarity, Gen, |
don't agree with the way Steve says it.

You w Il never have nore choices than you
have t oday.

MR NEIL: Ckay.

MR TUCKER So just | feel like that's --

MR NEIL: You could pre -- you could
prechoose that |I'm going to choose one of these new
choices, so you -- you're |looking at all of themso you
do have nore choi ces.

MR. TUCKER: You can't select it, but you
could think, oh, in six nonths | could be on this other
rate, if that's your point.

MR NEIL: Yes.

MR. TUCKER | agree.

MR, NEIL: So you could say -- because
you -- you do have a limtation if you don't |i ke people
changi ng nore than once a year; right?

MR TRAASDAHL: W don't as a general rule,
but | don't know if you' ve called our call center. W
have good di scussions wth our custoners.

MR. NEI L: But it's not a hard-and-f ast
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rul e.

MR TRAASDAHL: It's not a hard-and-fast
rul e.

MR NEIL: kay.

MR TRAASDAHL: A custoner who, you know,
Is insistent they nade a m stake, they didn't understand
it, those kinds of things, we nmake those exceptions al
the tine.

MR NEIL: GCkay. Now, | talked to sone of
your custoner service reps in concert with ny neighbors
and stuff to help themget on their nost econom cal
pl ans, and they've -- they've intimated to ne that they
have some sort of spreadsheet or sonething that they
pul l ed data fromthe custoner accounts and they're able
to massage and | ook, and they kind of have a general
feel, but they didn't give ne the inpression that it was
a conpl etely push-a-button, programmatic way of doing
things, so if you could describe what they do nowto try
to hel p peopl e.

MR TRAASDAHL: Let ne nake sure |'mclear.

MR NEIL: Custoner service reps, the
general |ine at 888.

MR. TRAASDAHL: So, yeah, they can --
you' re asking what they can | ook at to hel p custoners?

MR. NEI L: Yes, even w thout the tool.
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MR. TRAASDAHL: For the nost part what they
do i s have very general conversations wth the custoners
because nobst custoners are -- are not -- they're not
| ooking for a very difficult conversation. They're
| ooking for, hey, what's -- what are your -- |'IlI| give
you an exanpl e of the conversation.

A new custoner calls up and they say what
pl ans do you have? And we say, well, we have sone tine
of use plans and we have a basic plan in general, and we
have a prepai d pl an.

And in our -- in our tine of use rates,
they're differentiated. You pay a higher rate during an
on-peak period and this is if you pay a lower rate. And

what do you think would work best for you and your

lifestyl e?

Those are the types of conversations we
have --

MR NEIL: Ckay.

MR TRAASDAHL: -- because there's not
going to be -- typically a new custoner, we don't have

t heir usage patterns, we don't know what they did, so we
don't have that available to pull that up. They're a new
cust oner.

MR NEIL: Oh, new custoner?

MR, TRAASDAHL: Yeah.
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MR. NEIL: How about an existing custoner?

MR, TRAASDAHL: Well, an existing custoner
we do have access to that, but we could talk to them
about what, well, what were you on before, did that seem
to work for you? And so we can have that sane
conversati on.

MR. NEIL: But you don't have any tools or
spreadsheets to do a programmati c anal ysi s?

MR TRAASDAHL: W have a basic system
where we can do a tine of use conparison -- if we have
the data in our systema tine of use conparison to a
basic. So you pick one of our tinme of use rates and we
can do a conpare there. That's the basic tool that they
have.

We frankly don't have |ots of those
conversati ons because nost custoners just don't have that
interest and that | evel of patience to kind of work
through all of that.

MR NEIL: Ckay. Wll, that -- that
answers ny questions.

|'"d like to just read a statenment to the
group fromthe Arizona Attorney General Mark Brnovich in
the case with APS where they -- about their people not
bei ng on their nost econom cal plan.

And the statenent by the attorney general
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was, "APS does not inform custoners adequately regarding
the benefits of switching to their nost econom cal plan."

And that resulted in $25 million in credits
that went to custoners plus attorneys' fees.

So | guess | would like to enphasize to
everyone that this is a very inportant topic, and it's
in -- not in a great state at SRP. You know, it's just
really you have a |l ot of choices. You're going to narrow
t hose choi ces, but that won't cone until later this year

And then there will be people w shing they
wer e probably on another plan even if they're on a frozen
plan. And then they'll still need to know should | junp
to one of the new plans, E-16 or E-28 or E-23 possibly
if -- you know, if I"'mallowed to junp, which is nost
custoners except for sonme caveats for solar.

So it's just a really inportant topic and
really beneficial. |'mon an APS consuner stakehol der
group, and we neet every nonth, and we've seen people on
their nost economc plan go from 30 percent to 65 in the
past four years.

So it's been really -- and a |lot nore
custoner satisfaction. J.D. Power ratings. APS s J.D.
Power ratings are -- you know, they can see your dust
trail now.

And so this could -- you know, as
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frustration builds up -- | nean, if you ve seen the
coments in the public comments, there's just so nuch
angst about paying a dollar nore a nonth, and |I'm sure
you hear it every day.

MR TRAASDAHL: Yeah.

MR. NEIL: So anything you can do, which
this is a thing you can do, and | know you guys know t he
complexity of it better than nost people in the conpany.
And | know the conplexity of it because |'ve nodel ed
every hour of every rate of yours in a spreadsheet, but I
haven't done it, you know, for multiple years. And it
gets -- it just gets nonstrous.

And it's -- and so it's -- but it would be
really valuable, and I'd like to encourage it, and that's
the last words I'"mgoing to say. Thank you.

MR TRAASDAHL: Thank you, Steve.

M5. GLOVER  Autumm, do you have any

questi ons?

PANEL | NTERVI EW BY M5, JOHNSON

M5. JOHNSON: | guess I'll just nake a
comment to you since this is your departnent sort of
simlar to what they made.

And | will say APS does tell you every

single bill if you're not on your nost econonmc plan. So
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' man APS custoner, and they tell you what it shoul d be
and how nuch you would save if you switched. So they are
very aggressive about it now, but | refuse to be on a
demand charge, so | don't change.

MR NEIL: Wll, that's -- the Bonbri ght

principles tal k about --

MS. JOHNSON: Choice. | know you said that
earlier.

MR NEIL: -- personal preferences.

M5. JOHANSON: | just think they're too

conplicated without a battery.

So, okay, | just want to just flag two
things that | had brought up that | am concerned about |
t hi nk.

| agree with Steve that for existing
custoners being able to know what your nobst econonic plan
isis very inportant. | think it should be a TQU pl an.
And if it's not a TOU plan with a rare exception, then
maybe there's a design probl em because | think we want to
be shifting people out of those hi gh-demand hours.

But the other thing | was going to say is |
really think there's a | ot a social science research on
t he power of opting in versus opting out, and so | really
thi nk you shoul d consider a default TOU plan for new

custoners since you won't have that historical data to do
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a -- the nost econom c pl an.

And if it's between E-16 and E-28, | just
think -- | say this as a custoner, not as an energy
person. If this was a custoner and a nomof little kids,
| just feel like E-28 is going to be a |ot easier for
people to manage than E-16. | don't know how | would

feed ny kids if | had a five-hour on-peak period. |

just, like, don't know how that would work, and so |
woul d just consider -- | would recommend you just think
about that.

M5. HETH: Do you want to ask your question
to d en about whether we have a default rate currently or
how we have plans to have a default rate after E-21 is no
| onger avail abl e?

M5. JOHANSON: | thought he said you don't
or | thought you guys already said you don't, but, sure,
"1l ask the same question to you.

|s there a default rate now? And if so,
what is it?

MR TRAASDAHL: Yeah, there's a technical

answer. \When we get a neter fromthe factory, there's a

default rate that's put into the neter, and we -- so we
just pick a rate. It alnbst doesn't matter what the
default rate is because we just ignore it. It has to be

arate in the neter.
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So what we do in practice is when a
custoner calls and they say | want to turn on, it's |iKke
the discussion | just had with Steve is, we talk to them
about the rates. W say we have a basic rate and we have
time of use rates. And we describe the tine of use rates
alittle bit and our prepaid rate.

And so we don't have in any situation a
rate we're pushing or we're defaulting to say -- the
conversation is alnost never |ike would you like us to
choose your rate and we'll put you on it or here's the
one that we reconmmend.

W recommend it based on a conversation we
have with them based on, you know, if they're able to
shift and they talk |like they want to shift and they want
to econonm ze, we will really push the tine of use rate
that is best for what they just tal ked about.

Does that nake sense?

MS. JOHNSON: Do you have a script as far

as what order you tal k about the plans in because |

al so --

MR, TRAASDAHL: No.

M5. JOHANSON: -- think that nakes a big
di fference.

MR, TRAASDAHL: No, we don't.

MS. JOHNSON: Ckay.
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MR. TRAASDAHL: It's -- it's we do rely on
our reps to let that conversation nove as it needs to in
their conversation with the custoner.

M5. JOHANSON:  And nmaybe it will be
different as you have fewer choices and the nanes are a
little less confusing, but I"'mjust thinking if I'ma
| ayperson and you say we have this basic plan or we have
these, |ike, nore conplicated soundi ng plans, | would
just pick that one as a | ayperson.

MR, TRAASDAHL: Yeah.

M5. JOHANSON:  Which is maybe why you have
64 percent of people on a nonTQU rat e.

MR TRAASDAHL: Yeah, | can -- | can see
that point. The path of |east resistance for a | ot of
people is | don't want to think about it and | don't want
to worry about it.

M5. JOHANSON: But for the grid that nmay not
be the best option.

MR. TRAASDAHL: | don't disagree with that.

MR NEIL: I'msorry, if |I could junp in on
that point. At the Corporation Comm ssion when you're
sitting around the table, people get to junp in.

M5. JOHANSON: |'m done, so you're not even
junping in.

MR NEIL: | went through the sane process
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at APS where they wanted to sinplify. They had rates
that were called --
M5. JOHNSON: They were horri bl e.
MR NEIL: -- what was it called -- Saver

Choi ce, Saver Choice Plus, Saver Choice Max. They didn't
tell you anyt hing.

MS. JOHNSON: They were horri bl e.

MR NEIL: And | got on Saver Choice Max,
and ny bill went up.

And so you're doing the same thing here.
You' ve gone to descriptive nanes to the plans, so | don't
know that helps as well. | don't know if Karl has
anything to do with that, probably not, nmarketing.

MR. SHOEMAKER:  Mar ket i ng.

MS. HETH. Do you have any nore questions

for G en?

MR NEIL: | don't think so.

M5. GLOVER: Ckay. That's fine.

MR. NEIL: Thank you.

M5. GLOVER. And, Autumm, | just want to
confirm | know you said you're done. W have sone nore

time. We have the people. Do you have any nore
questions before we | eave --
MS. JOHNSON:. | got through ny list of the

ones | think you're willing to answer, so, no, | don't
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have any nore. No.
MR, NEIL: | have cone across a coupl e of
notes | forgot to refer to.
Springerville. You asked about
Springerville?
MS. JOHNSON: | did, and they didn't want

to answer.

MR NEIL: 2031. | said 2032.

M5. JOHNSON: That's -- oh, | think you're
t al ki ng about Cor onado.

Springerville is the TEP rate.

MR NEIL: | e-mailed you about the battery
program when it started and when it ended. And there was
a lot of tal k about, you know, what choi ces peopl e have,
gr andf at hered sol ar choices they have. | think they cane
fromyou, the questions. Well, it cane fromDavid first
and then from you.

So grandfathered people wll still have the
choice of pretty much everything through until the --

t hese pl ans are sunseted. They can get on any of the
EZ-3 plans according to ny reading of the appendi x, E-21
E-22, E-23, E-26. They can be on any of those. They al
have t he sane | anguage.

M5. GLOVER: Did you want anyone to confirm

t hat ?
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MR NEIL: Yeah.
M5. GLOVER. And do you want to ask a
question --
MR NEIL: | had tal ked to Brandon about
it --
M5. GLOVER -- and nake sure we have a

correct answer?

MR, NEIL: Yeah. D d you guys verify that
in the appendi x?

MR TUCKER  Yeah. So if |I'mnot m staken,
| don't think that the proposal as witten lets
grandf at hered net netering custoners nove around between
those rates once they're frozen, but that is sonething
that certainly could be proposed.

MR NEIL: So there's sone new | anguage for
frozen?

M5. HETH: Onh, | think he's tal ki ng about
t he peri od between adopti on and when they freeze. So
bet ween now and Novenber any custoner could nove their
rate; right?

MR NEIL: R ght. |[I'mtalking afterwards
t 0o.

M5. HETH: Ckay.

MR. NEIL: Because as adopted they all have

t he sane | anguage in them
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MS. GLOVER: They say frozen from new
participation, and so | think the interpretati on would be
that if you are not on that plan now, you would therefore
be a new custoner on that plan or new partici pant.

MR NEIL: | mght be making -- so now |||
take a m nute here.

MS. JOHNSON: | thought John had said that
you could only nove to E-23.

MR TUCKER: | did say that.

M5. JOHNSON:  Ckay.

MR NEIL: So new participation. GCkay. So
that's what you're nmeaning there even though all the
wor di ng down here is wouldn't be allowed to swtch to one
of those because of the wording the word frozen up here?

MR TUCKER Yes. The word frozen fromthe
new participation that's what that's getting at.

MR NEIL: But if it said down here the

frozen part doesn't apply to these, that could work al so,

SO --
MR TUCKER: | guess | need to |look at it.
MR, NEI L: Page 27, E-21.
MR TUCKER: OCh, | think this is the prior
applicability | anguage tal ki ng about the fact that, I|ike,

t oday custoners who are grandfathered can be on E-21.

MR NEIL: Yeah.
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MR TUCKER: But | do think -- 1 think
that's today. And then when we -- the availability piece
saying it's frozen fromnew participation | think
precl udes anybody from participating at that point in
time. If you' re a grandfathered custoner today, you can
be on E-21 still.

MR NEIL: Yeah.

MR. TUCKER: But if approved as proposed,
ef fective Novenber you couldn't nove into it.

MR NEIL: Rght. GOay. So -- all right.

So all the nore need for cost conparison between the

di fferent plans so people would know -- there's a | ot of
peopl e -- when you start freezing things, you take away
choice, and so it would be great to -- for themto be

able to know what they're getting into ahead of tine,
but --

M5. HETH: Autumm, there was a question you
asked earlier about whet her we have any rebates avail abl e
to our sol ar custoners.

MS5. JOHNSON:  Yeah.

M5. HETH: And | was able to get an answer
to that. And we do have a $250 rebate avail able for
demand nmanagenent systens for new sol ar custoners.

MS. JOHNSON:. What's a denand nanagenent

systemfor a solar custoner?
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Do you have an exanple of that?

M5. HETH. It's a systemthat allows them
to manage their demand that they're on, a demand rate.

It allows themto --

MR NEIL: Braden Energy here in Tenpe
makes one of those devices.

MR. TUCKER Like a load controller?

MR NEIL: Yes.

MS. HETH: Yes.

M5. JOHNSON: Ckay. So it would be an
addi ti onal device that you would install wth your sol ar.
| s that what you're sayi ng?

MS. HETH: Correct.

MR, NEIL: Yeah. But it's very expensive.
250 m ght pay the tax.

M5. JOHNSON:  Ckay.

M5. GLOVER: Ckay. It sounds |ike we've
concl uded the questioning, so I'd like to thank you both
for your very val uable participation and w sh you all the
best .

MR NEIL: A lot of fun.

M5. GLOVER  Thank you so nuch.

(Proceedi ngs concluded at 5:21 p.m)
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STATE OF ARI ZONA )
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