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i I : retail electric supplier. The EDC supplier, and perhaps , pronouncement on a definitive 
1 

: does not fully perform the b competitive retail electric 1 "best" procurement method. 
I !~ 
, function of a retail electric ; suppliers can market more - Rather, we conclude that varying I 

I supplier; it cannot market or tailor cheaply to larger customers. The 1 methods for procurement 
% 

) its offerings to customers' needs. i result is that the EDC provides a 1 exist to suit the varying goals, c 1 / I t  simply must stand by to supply ' any retail customer that has failed i 
1 to choose a retail electric supplier, 

or that has ceased to be served by 1 
i a retail electric,supplier, for 
1 example as a result of a ' requirements supply froin i 

bankruptcy. This is in contrast to whilesale market participants. 
i countries like England and Wales 
: where the power sector has been ' . ! 

thoroughly and sukcessfully I 
I 

1 restructured and the distribution i. 
i I Viryinzg me,thods' , .. .: 
: companies retain no obligation to 
f supply electricity s e ~ c e s  to 
j customers taking distribution 

f seritice. , 1 n most U.S. itates whose 
( power sectors were being 
: restructured, the expectation 

was that retail elect+ suppliers 
! ~vould flock to retail customers 

' : and that few (if any) custcimers 
: would remain on EDC service. 

t 

I This expectation has not been 
i met. True, many larger' , ; But within the common paradigm 
; commercial and industrial ! of procuring full'rguiremenb 

customers have arranged supply 
I for themselves with retail 
i electric suppliers that difer 
i savings or cost certainty through 1 for default customers. ne 

8 - 
i the resulting rakes to defau 

. b .  , 
F a longer-term contract, or a j shategies adopted by the 1 customers. i 

j service that is tailored to the : Maryland EDCs, on the orik ' - . ~d Llfill itsobligatibn -to 

I i customer's usage pattern. : hand, and those adopted by a default customers, thd,E.De '- . ',' 

1 However, residential and small the New Jersey E F s  on the could directly acquire a port 

( : commercial customers by and . other, provide an instructii.e A , of products from. the whole i 
' -  

i large remain default customers, i contrast. A review of these 
1 

market and manage this par 
' 1  . / continuing to take electricity I two strategies highlights the .'. ; ' in view of the risks of changing- 
3 .  

= a 

I service from the EDC: perhaps for factdrs ihat could guide the - ( power costs and of customers .; 
i " I many the cost of evaluating , : decision on the aspects of the,' , "eaving and returning to defa 

1 alternatives outweighs any procurement I-Iow&er, - -  . service. ~owe\rer,jthe EDC . 
I, 

economic benefit from taking we find that this review I typicivy ho longer has the 
' I  

service from a retail electric does not allow us to make a - trading personnel necessan t 
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