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I. INTRODUCTION 1 

Q. Ms. Papadimitriu, please provide your name, employment, address and 2 

background relevant to your appearance as a witness in this proceeding. 3 

A.  My name is Katie Papadimitriu and I am employed by Constellation NewEnergy, 4 

Inc. (“NewEnergy”), an intervening party in this proceeding, as Manager, 5 

Regulatory Affairs.  NewEnergy is licensed to operate as an alternative retail 6 

electric supplier in Illinois, and is located at 550 W. Washington Blvd. in 7 

Chicago, Illinois.  I have been employed by NewEnergy since 2003, and I am 8 

responsible for managing the company’s regulatory matters in Illinois.  I received 9 

an A.B. in Political Science with General Honors from the University of Chicago.  10 

I also hold a M.S. in Financial Markets from the Illinois Institute of Technology’s 11 

Stuart School of Business.  12 

 13 

Q. Mr. Domagalski, please state your name, employer, business address, and 14 

professional background. 15 

A. My name is John Domagalski.  I have been employed by NewEnergy since 2004, 16 

and I am responsible for electric supply pricing for the customers served by 17 

NewEnergy in Illinois, Michigan, and Ohio.  My title is Director of Pricing, 18 

Structuring, Products and Programs.  In my position at NewEnergy, I oversee the 19 

development of new products and services such as metering, curtailable options, 20 

energy efficiency and other services.  Prior to joining NewEnergy, I worked for 21 

over ten (10) years as a consultant (Ernst & Young, PricewaterhouseCoopers and 22 

Palmer Bellevue) advising retail energy suppliers around the world on business 23 
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planning and corporate strategy, finance, and regulatory matters.  I am a graduate 24 

of the Kellogg School of Management’s International Executive MBA program 25 

(Kellogg-WHU program in Germany) and received a B.S. from DePaul 26 

University magna cum laude in Finance.   27 

 28 

Q. On whose behalf are you testifying? 29 

A. We are testifying on behalf of the Coalition of Energy Suppliers (“CES” or the 30 

“Coalition”).  The members of the Coalition are NewEnergy, Direct Energy 31 

Services, LLC, MidAmerican Energy Company, and Peoples Energy Services 32 

Corporation. 33 

 34 

This ad hoc coalition has been formed to propose measures to foster the 35 

development of a competitive retail electric market in Illinois.  The positions set 36 

out in this direct testimony represent the positions of the Coalition as a group, but 37 

do not necessarily represent the positions of individual Coalition member 38 

companies. 39 

 40 

Q. What is the purpose of your testimony? 41 

A. Consistent with its Orders in the procurement proceedings (ICC Docket Nos. 05-42 

0159 and 05-0160, 05-0161, 05-0162 (consol.) (“Procurement Dockets”)) of 43 

Commonwealth Edison Company (“ComEd”) and Central Illinois Light Company 44 

d/b/a AmerenCILCO, Central Illinois Power Company d/b/a AmerenCIPS and 45 

Illinois Power Company d/b/a AmerenIP (jointly “Ameren”), the Illinois 46 
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Commerce Commission (“ICC” or “Commission”) initiated this proceeding as a 47 

docketed review of the auction procurement process (the “Illinois Auction”). 48 

 49 

The main purpose of our testimony is to discuss the status of the truly vibrant 50 

competitive retail market for business customers in Illinois.  Additionally, we 51 

strongly urge the Commission to continue to adopt polices aimed at empowering 52 

customers, and to avoid adoption of any supply mechanisms that would unduly 53 

limit customers’ fundamental right to choose.  A review of the status of the 54 

competitive market is directly relevant to the issues before the Commission in this 55 

proceeding.  After completing that review, we will discuss certain proposals from 56 

the Commission Staff (“Staff”) as well as other potential modifications to the 57 

Illinois Auction process.   58 

 59 

Specifically, we will address the following topics: 60 

• Staff’s suggestion that an “enrollment window” be established for small 61 
non-residential customers served under the ComEd and Ameren blended 62 
products (BES-NRB and BGS-LFP, respectively); 63 

 64 
• Staff’s suggestion that a shortened enrollment window or replacement of 65 

the enrollment window with a pre-enrollment procedure be established for 66 
large customers served on the ComEd and Ameren annual products (BES-67 
NRA and BGS-FP, respectively);  68 

 69 
• Staff’s recommendations to limit customers’ ability to migrate off the 70 

utilities’ Fixed Price blended and annual products (ComEd: BES-NRB & 71 

BES-NRA; Ameren:  BGS-FP & BGS-LFP);  72 
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• The potential need for the utilities’ translation tariffs to include a 73 

migration risk premium; and 74 

• The Coalition’s position regarding potential modifications to the existing 75 
Illinois Auction products.   76 

  77 

II. A VIBRANT COMPETITIVE ELECTRIC MARKET HAS DEVELOPED IN ILLINOIS 78 

Q. Please describe the major developments in the Illinois regulatory climate 79 

since the passage of the Electric Customer Choice and Rate Relief Law of 80 

1997 (“Customer Choice Act”). 81 

A. Electric restructuring and customer choice have been a resounding success in 82 

Illinois.  For example, ComEd’s January 31, 2007 filing with the Commission 83 

entitled Supply Options Chosen by Customers of Commonwealth Edison 84 

Company, which reflects the most recent switching statistics report published by 85 

the Commission, states that roughly 62% of ComEd’s non-residential load is 86 

currently served by retail electric suppliers (“RESs”) like the Coalition members.  87 

(See Illinois Commerce Commission, ComEd Monthly Report filed pursuant to 88 

ICC Docket No. 03-0303, available at http://www.icc.illinois.gov/en/ 89 

switchstats.aspx, attached hereto and incorporated herein as CES Exhibit 1.1. 90 

 91 

Q. What role has the Commission played in the development of the retail 92 

electric market? 93 

A. The most important feature of the Illinois regulatory environment has been the 94 

Commission’s positive and steady stewardship and implementation of the 95 

Customer Choice Act.  The Customer Choice Act provided the Commission with 96 
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considerable flexibility to adapt its regulations to market conditions.  The 97 

Commission has exercised its authority to foster competitive market development 98 

and generally has chosen a progressive path in decisions regarding competitive 99 

market implementation.  As a result of these actions, the market has shown a 100 

considerable ability to serve business customers in Illinois.     101 

 102 

Q. Please describe how the Commission has fostered such a positive regulatory 103 

environment. 104 

A. The Commission’s leadership has proven to be a steadying force in the evolution 105 

of the competitive market in Illinois.  The Commission’s decisions helped 106 

cultivate an atmosphere in which all market participants, including utilities, 107 

consumer groups, and competitive RESs were increasingly able to focus attention 108 

and effort on improving commercial conditions and conducting business rather 109 

than expending resources on contentious regulatory proceedings with uncertain 110 

outcomes. 111 

 112 

Over the course of the mandatory transition period, the Commission demonstrated 113 

leadership and concern for business customers by ratifying the dockets that 114 

implemented the Global Settlement that ComEd, consumer groups, businesses, 115 

and RESs negotiated in early 2003.  (See ICC Docket Nos. 01-0423, 02-0479, 02-116 

0656, 02-0671, 02-0672, and 02-0834.)  By doing so, the Commission fostered 117 

certainty in the energy markets and, in doing so, provided the conditions 118 

necessary for businesses to enter into multi-year retail contracts, allowing them to 119 
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hedge their supply procurement.  120 

 121 

Q. When was the Illinois Auction held and how was it initially reviewed? 122 

A. The Illinois Auction was held in early September 2006.  Pursuant to the 123 

applicable tariffs of Ameren and ComEd two (2) separate reports were released on 124 

December 6, 2006 that provided reviews and assessments of the structure, 125 

execution, and outcome of the Illinois Auction: 126 

  (1) the “Public Report Presented to the Illinois Commerce Commission” 127 

by National Economic Research Associates (“NERA”) (“NERA 128 

Report”); and  129 

(2) the “Post-Auction Public Report of the Staff” (“Staff Report” and 130 

collectively, “the Auction Reports”).  131 

 132 

Q. Does the Coalition agree with the findings in the Auction Reports? 133 

A. The Coalition agrees with many of the findings of the Auction Manager and many 134 

of the observations espoused by Staff.   135 

 136 

Q. Please highlight the findings in the Auction Reports of the Auction Manager 137 

and the Staff. 138 

A. First and foremost, it should be noted that both NERA and Staff concluded that 139 

the Illinois Auction was a resounding success.  Specific findings included: 140 

• The first Illinois Auction was conducted in a transparent, equitable, and highly 141 
professional manner, consistent with both the ICC’s Orders in the utilities’ 142 
Procurement Dockets and the Illinois Auction rules.  (See Staff Report at iii; 143 
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NERA Report at 30); 144 
 145 
• No fundamental revisions to the Fixed Price section of the Illinois Auction are 146 

necessary.  Instead, NERA recommended certain minor adjustments designed 147 
to optimize the existing framework.  (See NERA Report at 151-58); 148 

 149 
• There was no evidence of collusive behavior or other anticompetitive actions 150 

by bidders.  Further, Staff posited that the relatively large number of bidders 151 
proved that the bidders perceived the Illinois Auction to be a fair process.  152 
(See Staff Report at iii; NERA Report at 24); 153 

 154 
• Bidding in the Illinois Auction was competitive.  Sixteen (16) of the twenty-155 

one (21) registered bidders in the Illinois Auction won Fixed Price tranches to 156 
serve.  More specifically, fourteen (14) bidders won and entered into 157 
wholesale supply contracts to serve the various ComEd Fixed Price products; 158 
nine (9) bidders won and entered into wholesale supply contracts to serve the 159 
Ameren Fixed Price products.  Eight (8) wholesale bidders participated in the 160 
Hourly Price Sections.  (See Staff Report at 6-10; NERA Report at 106-17); 161 

 162 
• ComEd’s switching rules for its BES-NRA (over 400 kW) eligible customers 163 

provided more flexibility than Ameren’s switching rules for BGS-LFP (over 1 164 
megawatt (“MW”)) eligible customers, and these switching rules added to the 165 
risk borne by the bidding suppliers, and auction prices reflected this additional 166 
flexibility.  (See NERA Report at 117); 167 

 168 
• Levels of final Illinois Auction prices appear consistent with underlying 169 

markets.  (See NERA Report at 123); and 170 
 171 

• No other auction format could deliver a better result for customers and, thus, 172 
the Commission should retain the basic Illinois Auction design and continue 173 
procurement of the utilities’ Fixed Price products through subsequent 174 
auctions.  (See Staff Report at 36; NERA Report at 54) 175 
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Q. Were there particular recommendations in the Staff Report? 176 
 177 
A. Yes.  Staff recommended certain revisions regarding the nature of the Illinois 178 

Auction and of the term of certain products for subsequent auctions.  Staff also 179 

recommended certain modifications to establish new and truncated enrollment 180 

windows, and to limit customers’ ability to migrate off the utilities’ products. 181 

 182 

Q. Does the Coalition agree with Staff’s recommendations to alter the 183 

enrollment windows and migration rules? 184 

A. No.  To date, Staff has failed to adequately identify the asserted “problem” to be 185 

solved.  Staff also provides no threshold or empirical analysis to support its 186 

recommendations.  These recommendations, if accepted by the Commission, 187 

would unnecessarily limit customers’ flexibility and freedom to choose 188 

competitive service.  Thus, although it remains unclear whether Staff’s enrollment 189 

window and migration rules recommendations do or do not address a “problem” 190 

that may or may not exist, it is unquestionably clear that these recommendations 191 

would limit customers’ ability to choose a competitive supplier.  The trade-off 192 

that results from Staff’s proposal simply is not justified. 193 

 194 

Q.  Has the competitive retail market been able to continue to develop in 195 

conjunction with the conduct of the Illinois Auction? 196 

A. Yes.  Even prior to the end of the mandatory transition period, the commercial 197 

and industrial market in Northern Illinois had developed well, though 198 

development was less progressive in the Ameren service territories.  Now, 199 
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following the conclusion of the Illinois Auction, the Ameren commercial and 200 

industrial markets have taken a quantum leap to join the progress of the ComEd 201 

market.  The flourishing competitive Ameren retail markets demonstrate the 202 

fundamental tenet that, for competition to thrive and provide customers with all of 203 

the resulting benefits, a greater number of customers must see market-reflective 204 

retail prices such as that which resulted from the Illinois Auction.   205 

 206 

Q. Are there empirical measures that demonstrate the success of the competitive 207 

retail electric market? 208 

A. There are a number of empirical measures demonstrating that there has been 209 

substantial market development in Illinois.  Certainly, the switching statistics that 210 

show the amount of load that has moved from bundled service to service with a 211 

RES is probably most relevant.  Another relevant factor is the number of RESs 212 

that are participating in the Illinois retail electric market. 213 

 214 

 Q. Please discuss the portion of load that has migrated away from bundled 215 

service. 216 

A. The amount and portion of load that has switched away from ComEd and 217 

Ameren’s bundled service to service with a RES is reported on the Commission’s 218 

website and in the Annual Reports on the status of competition that are submitted 219 

to the General Assembly.  CES Exhibit 1.1, together with the tables below,  220 

demonstrate the amount of load, and the portions of load, that have switched from 221 

traditional bundled service rates to alternatives offered by RESs.   222 
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In the ComEd service area at the end of January 2007, almost 31,000 business 223 

customers had chosen to take service from someone other than ComEd, 224 

accounting for almost 62% of all usage by business customers above 15,000 kWh 225 

per year. (See Illinois Commerce Commission, ComEd Monthly Report filed 226 

pursuant to ICC Docket No. 03-0303, available at 227 

http://www.icc.illinois.gov/en/switchstats.aspx.) For the same period, in the 228 

combined Ameren service territories, over 4,500 business customers have elected 229 

to take service from a RES, accounting for almost 56% monthly kWh of all non-230 

residential load.  (See id.)   We also note that due to the use of billing cycles that 231 

do not follow the calendar month, the utilities’ January 2007 switching reports do 232 

not show the additional load that actually switched during January.  Therefore, it 233 

is possible that this data is understated.  The combined amount of switched load 234 

for ComEd and Ameren is 59.7%.  (See id.) 235 

 236 

These switching statistics should be expected given similar experiences with other 237 

network industries’ restructuring.  Customer choice does not displace monopoly 238 

structures all at once.  On average, larger customers tend to move toward choice 239 

sooner in competitive transitions than do smaller customers.   240 

 241 

Q. Please discuss the level of participation in the market by RESs. 242 

A. As of March 6, 2007, the Commission website identified more than twenty (20) 243 

RESs eligible to serve non-residential customers above 15,000 kWh per year.  244 

(See Illinois Commerce Commission, List of Alternative Retail Electric Suppliers, 245 
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available at http://www.icc.illinois.gov/docs/en/ARESBusList.doc.)  Those RESs 246 

that have been actively engaged in the Illinois market are serving a considerable 247 

number of customers and, on a continuing basis, seeking out additional customers. 248 

 249 

Q. Please discuss how this high level of participation by RESs translates into an 250 

expansion of the types of products and services that are available to non-251 

residential customers in the competitive retail electric market. 252 

A. Competitive RESs offer a wide range of products and services to consumers 253 

ranging from fixed price to real-time or hourly-priced products.  Some customers, 254 

for instance, purchase block products, while others are interested in a fixed price 255 

for on-peak hours and a variable price for off-peak hours.  The competitive retail 256 

market also offers renewable energy, demand response, and curtailment type 257 

products.   258 

 259 

Q. Are there products and service options for consumers in the competitive 260 

market that are different than those offered by others?   261 

A. Yes.  Contract term flexibility is one of the many benefits enjoyed by customers 262 

as a result of the vibrant competitive retail electric market in Illinois.  In the 263 

competitive retail electric market, customers and suppliers are free to contract for 264 

any term upon which they agree.  Some customers prefer month-to-month or 265 

shorter-term contracts; some customers prefer one-year contracts; some customers 266 

prefer terms similar to the supply term for the ComEd and Ameren auction 267 

products; other customers prefer long-term contracts of greater than one (1) year.   268 
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     In addition, RESs employ myriad electronic and web-accessed billing systems 269 

that enable customers to have electronic access to a single bill that contains the 270 

electric commodity portion and the utilities’ respective transmission and 271 

distribution charges.   272 

 273 

III. POTENTIAL REFINEMENTS TO THE ILLINOIS AUCTION PROCESS 274 

Q. Does the Coalition agree that the Illinois Auction should be retained? 275 

A. Yes.  The Coalition agrees with the Auction Manager and Staff that the Illinois 276 

Auction worked extremely well.  Additionally, we agree that the Illinois Auction 277 

remains the best available method for ComEd and Ameren to obtain reliable 278 

electric supply for customers that do not have competitive options or wish to 279 

remain with ComEd and Ameren.   280 

 281 

Q. How should the Commission review proposed revisions to the Illinois 282 

Auction process? 283 

A. Given the success of the Illinois Auction, the Coalition strongly urges the 284 

Commission to continue to adopt policies aimed at empowering customers, and to 285 

avoid adopting a supply mechanism that would unduly limit customers’ 286 

fundamental right to choose.  The key to the success of competitive markets has 287 

been the establishment of viable, market-based rate structures, as established in 288 

the Illinois Auction and in other related Commission proceedings, that do not 289 

limit customers’ ability to buy, and energy suppliers’ ability to offer, competitive 290 

products and services.  Because of a greater freedom for contract design in the 291 
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competitive retail energy market than that permitted under tariffed services, many 292 

customers have been able to tailor their electric supply needs to better match the 293 

required flexibility of their operating needs, leading to both direct energy cost 294 

savings per unit of production and to other operational savings. 295 

 296 

Q. What aspects of the energy market should the Commission consider when 297 

evaluating rate design and translation tariff issues?  298 

A. As the Coalition noted in the Procurement Dockets, the real pinnacle of the 299 

competitive market comes with the ability of customers to take advantage, 300 

individually, of the timing of supply purchases rather than being limited to a 301 

utility or regulatory schedule as largely had been the experience during the 302 

transition period.  Many business customers are interested in contracting for a 303 

known price for their energy supplies in order to take advantage of dips in 304 

wholesale market prices.  By doing so, business customers are better able to 305 

estimate their energy budgets and thereby better plan investment, hiring, 306 

production and operations.  Assuring that businesses in Illinois have the ability to 307 

arrange their energy supplies through forward contracts represents an advantage 308 

for the state and an important condition for in-state job creation. 309 

 310 

Market-based rates as obtained in the Illinois Auction enhance the transparency of 311 

supply and provide signals to the market.  They, therefore, enable customers to 312 

make intelligent and informed decisions regarding their competitive supply 313 

options, and allow RESs to compete on the basis of their ability to offer lower-314 
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cost energy, better risk management techniques, and creative product and service 315 

offerings. 316 

 317 

Ultimately, the success of the competitive retail market will be a function of the 318 

Commission’s ability to establish default rates that accurately reflect the all-in 319 

cost of electricity supply to retail customers of all rate classes.  As has been 320 

demonstrated elsewhere, a proper market-based pricing structure for electricity 321 

supply, supported by the availability of current usage and market data to large 322 

commercial and industrial customers, will foster the development of a workably 323 

competitive retail energy market.  To remain viable, it is imperative that the 324 

Commission’s rate design accurately reflects supply conditions in the energy 325 

marketplace. 326 

 327 

A. ENROLLMENT OR SIGN-UP WINDOW 328 
Issues List Items II(E)(1), (2) 329 

Q. Please discuss the enrollment window that is to apply during the next 330 

auction.  331 

A. Under the applicable ComEd and Ameren tariffs, customers eligible for the    332 

CPP-A wholesale product are given forty-five (45) days during which to 333 

affirmatively elect ComEd’s annual product for the 2008 Auction cycle.  While 334 

customers eligible for the CPP-B wholesale product were also subject to an 335 

enrollment window, the utilities’ respective switching rules for these customers 336 

rendered this window less important.  Accordingly, for all practical purposes, 337 

there is no enrollment window for ComEd or Ameren customers that are eligible 338 
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for the CPP-B or blended product.  Under the applicable Ameren tariffs, 339 

customers above 1 MW have a thirty (30) day enrollment window.   340 

 341 

Q. Have there been any proposals for changes to those rules? 342 

A. Yes. As discussed briefly above, in its Post-Auction Public Report, Staff 343 

recommended certain modifications that Staff asserts will lower the risk of 344 

supplying these customers, including: 345 

• Use of an “enrollment window” for small non-residential customers 346 
served under the ComEd and Ameren blended products (BES-NRB and 347 
BGS-LFP, respectively).  (See Staff Report at 40-49); and 348 

 349 
• A shortened enrollment window or replacement of the enrollment window 350 

with a pre-enrollment procedure for large customers served on the ComEd 351 
and Ameren Annual Products (BES-NRA and BGS-FP, respectively). (Id.) 352 

 353 

Q. Does the Coalition support Staff’s recommendations? 354 

A. No.  The Commission should not adopt measures that unnecessarily limit the 355 

flexibility of customers to exercise their choices beyond those currently included 356 

in the Illinois Auction structure.  Quite simply, Staff’s enrollment window 357 

recommendations would unnecessarily limit customers' flexibility and freedom to 358 

choose competitive service.  Certainly, given the widespread success in the 359 

competitive market, the RESs’ ability to provide products desired by consumers, 360 

and the Commission’s legislative mandate to promote competition, those who 361 

propose changes to the Illinois Auction structure that would disenfranchise 362 

customers should be required to meet a very high burden of proof.  No one has 363 

clearly articulated the “problem” associated with giving customers added 364 
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flexibility to choose that is provided under the current Illinois Auction structure, 365 

much less presented any empirical evidence that would justify revisions.  We look 366 

forward to reviewing Staff’s and other interveners’ testimony.  Of course, we 367 

reserve the right to respond to any such proposals in our rebuttal testimony.  368 

 369 

B.   MIGRATION RULES 370 
 Issues List Items II(E)(3) 371 

Q. Please summarize the existing “migration rules” of ComEd and Ameren.  372 

A. The existing ComEd and Ameren tariffs enumerate various rules regarding 373 

customers’ ability to switch to and from the various electricity options outside of 374 

enrollment windows.  For both ComEd and Ameren, a term of service extends for 375 

twelve (12) monthly billing periods.  ComEd permits relatively large non-376 

residential customers who automatically renew fixed price electricity service from 377 

ComEd to elect to obtain electric supply service from an alternative supplier prior 378 

to the end of such customer's following May monthly billing period. Ameren does 379 

not permit such flexibility.   380 

 381 

Q. Have there been any proposals for changes to those rules? 382 

A. Yes. As discussed briefly above, in the Staff Report, Staff recommended that the 383 

Commission limit customers’ ability to migrate off the utilities’ Fixed Price 384 

blended and annual products (ComEd: BES-NRB & BES-NRA; Ameren: BGS-385 

FP & BGS-LFP).  (See Staff Report at 42-49.) 386 
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Q. Does the Coalition support Staff’s recommendations? 387 

A. No.  The Coalition has not seen any justification for any such proposal.  As such, 388 

the Coalition reserves the right to respond to any such proposals in its rebuttal 389 

testimony.  However, the Coalition is opposed to any changes that restrict 390 

customers’ ability to exercise the fundamental right to choose beyond the 391 

measures currently included in the Illinois Auction structure.  The Commission 392 

should be wary of modifying the Illinois Auction in a manner that further restricts 393 

customers’ ability to choose RES service. 394 

 395 

C. POTENTIAL CHANGES TO THE TRANSLATION TARIFFS 396 
 Issues List Items II(G)(1), (2) 397 

Q. Is the Coalition proposing any changes to the ComEd and Ameren 398 

translation tariffs?   399 

A. Not at this time.   Any need for a change in the translation tariffs will depend 400 

greatly upon whether, and in what manner, other parties propose to redefine the 401 

Illinois Auction products for both ComEd and Ameren.     402 

 403 

D. PROPOSALS TO MODIFY THE COMED AND AMEREN AUCTION PRODUCTS 404 
 Issues List Items II(G)(1), (2)   405 

Q. What proposals have there been to modify the ComEd and Ameren Auction 406 

products? 407 

A. The Post-Auction Public Report of the Staff indicated that Staff is interested in 408 

exploring revisions to the Illinois Auction products and the Coalition believes that 409 

other parties to the instant proceeding will propose revisions to the customer class 410 
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product groupings in both the ComEd and Ameren markets.   411 

 412 

Q. Does the Coalition support such product grouping revisions? 413 

A. Because parties have not yet provided specific details of their proposals, the 414 

Coalition cannot yet evaluate such operational and structural changes.  The 415 

Coalition looks forward to reviewing any such proposals to modify the auction 416 

products. 417 

 418 

Q.      Is the Coalition recommending any changes to the auction products used to 419 

supply residential consumers?  420 

A.      Not at this time.  As stated earlier, the key to success of competitive markets has 421 

been the establishment of viable, market-based procurement structures, such as 422 

the Illinois Auction, that do not limit customers’ ability to buy, and energy 423 

suppliers’ ability to offer, competitive products and services.  The Coalition 424 

remains committed to fostering the development of competitive retail electric 425 

markets in Illinois for all customers.   426 

 427 

Q. Does this conclude your direct testimony? 428 

A. Yes. 429 


