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SECTION I.  1 

INTRODUCTION AND QUALIFICATIONS 2 

 3 

Q. Please state your name and business address. 4 

A.  My name is Guy Sharfman. My business address is Suite 1100, 363 North Sam 5 

Houston Parkway East, Houston, TX 77060. 6 

Q.  On whose behalf are you testifying? 7 

A.  I am testifying on behalf of The Building Owners and Managers Association of 8 

Chicago (“BOMA/Chicago”). 9 

Q.  What is your current position? 10 

A. I am a Managing Director of Consulting Services for Intelometry, Inc. 11 

(“Intelometry”).  Intelometry is an energy consulting company that specializes in 12 

business strategies for deregulated energy markets.  Intelometry also develops and 13 

markets a retail software suite that includes modules for retail data management, 14 

pricing, billing, and forward curve management.  15 

 I also direct the construction and publication of the Intelometry Retail Power 16 

Index (“RPI”), which is published monthly in Platts’ Megawatt Daily and Power 17 

Markets Week.  The RPI provides an independent snapshot of how electric retail 18 

competitive markets are performing by comparing wholesale and retail market 19 

prices across the country.    20 

Q. Please summarize your educational background and professional experience. 21 

A. I received a B.A. degree in economics from the University of Illinois at 22 

Urbana/Champaign in 1994, and an M.A. in economics from DePaul University 23 
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in 1998.  From 1998 to 2000, I was employed as a Consultant for Analytical 24 

Support Network, Inc. (“ASNI”), a firm specializing in regulatory and economic 25 

consulting in the electricity industry.  During my time at ASNI I became involved 26 

in electric deregulation, providing support for various cases before state 27 

commissions, assisting energy retailers with product structuring and pricing 28 

related issues, and working with consumer groups looking to participate in 29 

competitive markets.  In 2000, I became Manager of Electric Services for Nicor 30 

Energy Services, L.L.C. in Lisle, Illinois.  In that position, I managed the power 31 

pricing desk, negotiated power supply agreements with wholesalers, developed 32 

electric retail service capabilities in various Illinois, Michigan, and Ohio utility 33 

service territories, and structured mass market and individualized retail power 34 

products.  In 2001 I took a position with Enron Energy Services where I managed 35 

Enron’s retail commodity position in the Midwest region. My responsibilities at 36 

Enron included buying and selling power, creating and maintaining retail power 37 

forward curves for various utility service territories, developing Enron’s 38 

capability to serve retail load in new markets, and assisting in regulatory affairs in 39 

various markets.  In 2002, I took a position with Econ One Research, Inc (Econ 40 

One), a company specializing in energy economics.  My duties at Econ One 41 

included consulting on electric wholesale, retail, and regulatory matters to energy 42 

companies, governmental bodies, as well as end-use customers.  I joined 43 

Intelometry in 2004 as a Principal.  My Curriculum Vitae is attached as 44 

BOMA/Chicago Ex. 2.1.   45 
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Q. Have you previously testified before the Illinois Commerce Commission (the 46 

“Commission” or “ICC”)? 47 

A. Yes, I have testified before the ICC as well as other state regulatory commissions 48 

including those of Connecticut, Maryland, Ohio, and Pennsylvania.  49 

Q. What is the purpose of your testimony? 50 

A. I was asked to prepare an analysis comparing historical rates of electric service 51 

paid by customers in the Commonwealth Edison Company (“ComEd”) service 52 

area.  The results of my analysis are utilized in the testimony of BOMA/Chicago 53 

witness Mr. Ralph Zarumba.  My testimony presents the methodology used to 54 

perform this analysis and summarizes the analysis results.   55 

Q. How is your testimony structured? 56 

A. The remainder of my testimony is comprised of the following sections: 57 

• Section II provides an overview and summarizes the results of my 58 

analysis.   59 

• Section III explains which ComEd customer classes were utilized in the 60 

analysis and how they were defined.  61 

• Section IV illustrates how the analysis was conducted, and summarizes the 62 

assumptions made.   63 
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SECTION II 64 

ANALYSIS OVERVIEW AND RESULTS 65 

 66 

Q. Please provide an overview of the analysis you have conducted. 67 

A. My analysis consisted of three primary steps.  First, I obtained from ComEd 68 

customer class profile data in order to determine the usage characteristics of 69 

ComEd customers.  Using these load profiles, I then calculated the weighted 70 

average price per kWh of each customer class for ComEd bundled rates and 71 

ComEd distribution rates from 1999 through 2007. Finally, I compared the 72 

percentage change in historical rate prices paid by customer classes.  My analysis 73 

surveyed historical price changes incurred by both electric space heat and non-74 

space heat customers.   75 

Q. Can you please summarize the results of your analysis? 76 

A. My analysis indicates that historical electric service rate increases for the mid to 77 

large customer classes have been much steeper than those experienced by other 78 

ComEd customer classes.  This is observation holds true for distribution rate 79 

increases, bundled rate increases, and especially rate increases experienced by 80 

electric space-heating customers.  81 

 These results are illustrated in BOMA/Chicago Exhibit 2.2 attached to this 82 

testimony.  The Exhibit shows a breakdown of percentage increase in distribution 83 

and bundled rates from 1999 through 2007.    84 

 85 

 86 
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SECTION III 87 

COMED CUSTOMER TYPES 88 

 89 

Q. You indicated previously that you analyzed historical electric service rates 90 

for ComEd customers.  How did you define these customers? 91 

A. ComEd’s tariffs delineate a number of customer rate classes.  ComEd has 92 

historically provided either settlement or generic hourly load shapes for each of 93 

these customer classes.  I utilized these profiles to create my customer segments. 94 

 I should note that ComEd changed the definitions of their customer classes in the 95 

last rate case.  For the purpose of this analysis, however, the pre-2007 customer 96 

class definitions were used.  This was done for two reasons.  First, since the 97 

majority of the analysis was conducted for years prior to 2007 it was more 98 

appropriate to use these classes when assessing historic tariff costs; second, the 99 

pre-2007 classes provided more segmented demand ranges, which increased the 100 

number of customer types that could be analyzed.  A detailed list of the ComEd 101 

customer classes and profiles utilized in my analysis is provided in 102 

BOMA/Chicago Exhibit 2.3 attached to this testimony. 103 

 104 

 105 

 106 

 107 

 108 

 109 



BOMA/CHICAGO EX. 2.0 
ICC DOCKET NO. 07-0566 

Page 8 of 9 

SECTION IV 110 

COMED TARIFF ANALYSIS 111 

 112 

Q. What types of rates did you utilize in your analysis?       113 

A. I analyzed historical ComEd distribution rates, bundled rates, and ComEd’s Rider 114 

25 space heat rate.  A complete list of the rates I analyzed for each customer type 115 

and time frame is provided in BOMA Exhibit 2.3 attached to this testimony. 116 

Q. Which ComEd rates did you use for your historical distribution rate 117 

analysis? 118 

A. For the period of 1999 through 2006 I defined the ComEd distribution rate to be 119 

Rate Retail Customer Delivery Service (“Rate RCDS”).  For 2007, I defined the 120 

ComEd distribution rate to be Rate Retail Delivery Service (“Rate RDS”). 121 

Q. Which ComEd rates did you use for your historical bundled rate analysis? 122 

A. For the period of 1999 through 2006 I defined ComEd bundled rates to be Rate 1, 123 

Rate 1H, Rate 6, and Rate 6L.  For customer classes falling in demand ranges of 124 

400 kW and above, I also incorporated ComEd’s Rider 25 space heat rate.   125 

 For 2007, I defined ComEd bundled rates to be the default service rate, or the 126 

combined cost of Rate BES NRB, BES NRA, or Rate BES H, along with 127 

associated capacity and transmission charges, and Rate RDS charges.   128 

Q. How did you calculate your distribution and bundled rate price results?  129 

A. I calculated the distribution and bundled rate costs for each customer class for 130 

each calendar month of the analysis.  In order to compute these costs, I calculated 131 
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the associated rate of each customer class against the associated customer class 132 

profile.      133 

Q. How did you calculate your bundled rate price results with the ComEd Rider 134 

25 space heat option?  135 

A. I made the conservative assumption that, during the winter months, 20% of 136 

customer class load would be priced under Rider 25.  The remaining load would 137 

be priced on the associated bundled rate.  If the electric space heating load is more 138 

than 20% of the total load, then in a majority of cases, the historical distribution 139 

and bundled rate increases would consequently be higher.          140 

Q. Does this conclude your direct testimony? 141 

A. Yes   142 


