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It’s essential to be right, but …
BEING RIGHT IS NOT ENOUGH!

1. FIRST, get to the table  (“80% of life is showing up.” – W. Allen)
a. Intervene and participate at every opportunity

b. Press hard (#2, below), win a few, find the right people to talk with at utility and/or commission, then negotiate from strength – be persistent but patient: this can take years (think of the Red Sox…)
c. Think of Commissions as mini-Legislatures with a veneer of due process – politics + law trumps law alone
2. SECOND, make the decision-maker want to go your way – see web site for examples
a. Emotions and values

i. Dramatic demonstrations: field visits, personal stories, case studies, photos

ii. Data

iii. Show urgency

iv. Fit it on a bumper sticker – Stabilize price so families can heat their homes

v. Example: Impact of high price

1. energy burden (low-income v. middle, change in last 5 years)

2. trends in accounts receivable, forfeited discounts (Form 1) – arrears by vintage, bad debt, late charges (ask Commission to require reports), shut-offs

vi. Example: Impact of volatile price

1. show the price trends

2. typical low-income budget

3. Sustainability budgets

4. Threat of shortages (forces prices up)

a. Merchant industry can’t finance after losing ~$100B

b. Obligation to serve issue – need Builder of Last Resort

b. Politics

i. Coalitions – everyone wants something: cut a deal
1. public advocates

2. utilities

3. other sector interests, e.g., industrials, building owners

4. other affected interests, e.g., ESCOs
ii. Media

1. News events

2. Editorial boards

iii. Champions

1. legislators

2. utilities

a. arrearage management is cost-effective to utility, e.g., KeySpan – so is anything else that makes bills easier to pay, such as price management (procurement strategies)

3. Commissioners

4. Commission staff

5. energy office

iv. Community connections

1. CAP network

a. Donations

b. Events, awards

c. Lobbying presence

2. Community organizers

3. Grassroots community organizations

c. Legal arguments

i. Obligation under “just and reasonable” standard

ii. Read statute closely for other possible hooks, e.g., least-cost

d. Other tactical considerations

i. Persistence

ii. Variety of approaches

iii. Easy increments

iv. Understand who is effective where (e.g., leftmost wing may be most effective with media rather than legislative leadership)
3. FINALLY, provide the intellectual basis for the right decision

4. SOME RESULTS, so far

a. Connecticut electricity restructuring requires up-to-four-year purchase, then “laddering”

b. Massachusetts gas utilities filed plans to reduce spot purchasing in favor of up-to-one-year contracts

c. Massachusetts commission required electrics to buy one year contracts rather than six-month contracts

d. Massachusetts General Court rejected proposals to deregulate electricity price altogether (so far)
e. Arrearage management programs established and under negotiation at various Massachusetts gas and electric utilities

f. Increased interest in programs to help low-income families pay their bills, especially efficiency and at gas utilities 
g. Other states with 3 year contracts (DC, Penna., Maine) or ladders (NJ. Md); long-term planning (IRP of olde, Mont., Calif.) or “management” (gas - several)
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