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Standards 
Section 16-118(c) gives ARES the option to have the utility purchase their receivables for power and energy service provided to “residential retail customers and non-residential retail customers with a non-coincident peak demand of less than 400 kilowatts.”  Section 16-118(d) gives ARES the option to have the utility produce and provide single bills to “the retail customers […]” Notably, Section 16-118(d) applies to all retail customers and it does not limit this single bill option to “residential retail customers and non-residential retail customers with a non-coincident peak demand of less than 400 kilowatts” like 16-118(c) does for the POR offering.

1. When implementing Section 16-118(d) (“UCB”), is there a need to differentiate between UCB for residential customers and UCB for commercial customers? 
Company A:

No.  Functionally there should be no difference.  However, many would like to explore different discount rates for commercial and residential customers if the utilities’ historic experience merits.

Company B:

If default rate or “bad debt expense” is different between residential and small commercial, there may be need to separate.
Company C:

All customers should be eligible to participate in the Choice program, and there should not be restrictions for volume, demographics, etc. We don’t believe there is a need to differentiate between UCB for residential customers and UCB for commercial customers. 

Company D:
There should be a differentiation b/w the groups.  We believe commercial customers would benefit more from sophisticated products and pricing.  We would like to see more options in the commercial side. OR, have one set of UBC standards, but gear towards the sophisticated customers with more options rather than the simple watt-hour only type of customers.
Company E:

Yes.   Billing standards will be much more complicated the bigger the customer gets.  For larger customers, product creativity and customization will be stifled if billing cannot support those products.
Company F:

Yes, on 2 fronts.  First, it was our understanding that the POR as well as the UCB provisions were only for non-residential customers with demand less than 400kW.  Second, as it relates to the other provisions of the Act and the Administrative Code that treat residential and small commercial customers (a defined term in the PUA) different than other non-residential customers.   

Company G:

We don’t think there needs to be a distinction for UCB, at this time. It would seem that different requirements for different customers would delay and / or complicate the implementation of a UCB. 

If some parties would like variations on billing due to the size of the customer then there are Dual and SBO billing options available. If in coming years any RES wishes to propose modifications to the existing systems, they can forward these requests to the utility and such items can be discussed at scheduled Utility / RES Meetings.

As long as it is clear that there are POR eligible accounts and non-POR eligible accounts ‘within’ the UCB available population, it would appear that the parties could discuss UCB as a whole and not by segment.

We have a few accounts that are UCB and not eligible for POR and 99.99% of our other customers are UCB and POR.

So, the important distinction is with the POR not the UCB.
Company H:

Yes.

2. If your position is that UCB for small commercial customers should be the same as UCB for residential customers, should the dividing line between small and large commercial customers be a non-coincident peak demand of 400KW? If not, please explain why not. 
Company A:

Our view is that POR is most effective when coupled with UCB and both are tools to assist ARES with “bad debt” issues – since an ARES does not have the authority to disconnect a customer for non-payment and prevent it from re-connecting with another supplier.  The 400kW limit on the application of the POR program is arbitrary because we find “bad debt” issues with customers larger than 400kW.  Since UCB is universally applied, using the same 400kW threshold for separating small commercial from residential seems equally arbitrary.  If compelled, we suggest setting the “mass market” rules cut-off at 15,000 kWhs, a level that has already been established in the 1997 restructuring act as a threshold for the mass market.   

Company B:

Dividing line should be whether or not interval metering is available and can be use vs. standard load shapes provided by the utility.

Company C:

We would prefer different programs for each - Residential customers and commercial customers.

Company D:

From a mandate standpoint the answer would be “yes”, although customer sophistication and bill complexities are still commonplace for a C&I customers under 400kW.  Our opinion would be that the dividing line should be between 100-200kW, &/or where the dividing line would be for interval v. non-interval meters (the interval meter is what generally determines how customized or complex a customers bill may be).   This line begins to blur as more and more small commercial customers receive interval meters.
Company E:

Differentiating between the two customer segments will allow for incremental enhancements and cost expenditures in line with benefits associated to each rather than diluted when looking at the whole.  We would suggest that consideration be given to the competitively-declared versus those customer classes that still retain fixed-priced utility options.

Company F:

No.  The UCB option is available to all with no cut-off at 400KW. If we are just discussing UCB, then all of the customers should be handled the same.
3. On a broader scope, assume that there will be different business rules for the “mass market.” These business rules could include no off-cycle switching, switching within the meter reading window, longer window for enrollments to enhance the rescind process, different rules for seamless moves, etc. How would you define “mass market?” Should the mass market be residential and small commercial customers? If so, should the dividing line between small and large commercial customers be a non-coincident peak demand of 400KW?  If not, please explain why not. 
Company A:

Mass market should be defined as predominantly residential and only small commercial customers that require assistance.  There are many sophisticated small commercial customers below 400kW.  In TX, customers 50kW and above have the right to waive “mass market” consumer protections.  In MD, the threshold for small commercial customers peaks at 25kW.  Any application of business rules that limit the flexibility of customer choice dampens the market and should only be applied to the narrowest possible segment of consumers.   Commercial customers below 400 kW currently enjoy many of the flexible business rules that this question suggests be taken away.  Examples are off-cycle switching and 7-day enrollment transaction windows.  They have come to expect them.  Taking away some of their flexibility will be frustrating, confusing, and be seen as a decrease in service.  It could even result in decreased switching at a time that switching is increasing for this segment.  We suggest setting the “mass market” rules cut-off at 15,000 kWhs, a level that has already been established in the 1997 restructuring act as a threshold for the mass market.

Company B:

How do you define mass market? Non- interval metered customers. 

Should the mass market be residential and small commercial customers? Yes it can, but may be subdivided if differences in default rates exist.  

If so, should the dividing line between small and large commercial customers be a non-coincident peak demand of 400KW?  Dividing line based on interval metering.

Company C:
In our interpretation of the rules, we believe that UCB option will be covering those above 400kW of demand since the limit is silent in Section 16-118(d).    In addition, we believe that the “mass market” should be considered by customer buying behavior more than just volume.  So, we would like to see residential and small commercial customers under 100kW be considered “mass market”. And, customers above 100 kW (and exceeding 400kW) are considered commercial customers.   

Company D:

Mass market should be defined consistent with the existing provisions of the PUA that treat residential and small commercial customers with less than 15,00kWh annual consumption the same.  Commercial customers above 15,000kWh and up to 400kw could be considered “medium commercial customers.”  It might be wise to consider use of the “competitively-declared” versus other classes.  Also, we should keep in mind the existing customer class differences between ComEd and Ameren.

Company E:

Our assumption here is that these ‘other’ rules are not, directly, UCB or POR related except for the fact that the customer may eventually flow through one or both of these.

(1) The business rules could have different limits based on the practicality of the event.

No Off-Cycle Switching – From our perspective we do not request such switching. We utilize the normal switching rules for competitive marketing, which generally is a switch at the next meter read.

No switching within the meter reading window – Same

Longer window for enrollments to enhance the rescind process – 

We do not know if the rescission rules apply to all Com Ed and Ameren customer currently, but we don’t have a problem with a 7 – 10 calendar day period with the utility initiating the process with the issuance of a Rescind Letter to customers 400 KW and under. 

There are those of the opinion that for Medium Commercial to Large Industrial customers a rescission period is not needed since these customers are more sophisticated and don’t need the same type of consumer protection as residential and small commercial customers in this case.

The rescission periods are usually set up in the rules of engagement at the state regulatory level.

One issue to keep in mind is that, although providing protection, when the rescission period is a ‘relatively’ long period, all customers will run the risk of missing the switch at the next meter read and their new rate will be delayed another month. This has created complaints from customers in both gas and electric when switching from tariff and between RES’s.



Different rules for seamless moves – seamless moves appear to be more practical as applied to residential accounts. There is more of a likelihood that a residential customer will move to another location where the load profile will be the same or similar to the vacated location. This is usually identified by a class designation of Residential and not a volume limit. From our experience, commercial accounts don’t move as often. When they do, they usually close a business and then start a different one, increase operations, or reduce operations, in these instances, the RES would want the opportunity to re-evaluate the customer’s current offer in relation to the customer’s ‘new’ circumstances. Without this opportunity, both parties run the risk of not having the best offer available. 

If moves are performed in a seamless manner, we have no problem with serving two ‘retail’ locations during a transition period. Normally, we would serve the dual load up until the end of the original contract and, if both accounts were still being supplied, then we would renew both accounts. From that point on, they are considered two independent active accounts. 

(2) How would you define “mass market?” A population of customers that can be marketed to as a group or groups with each group having the same price and other contract terms and conditions with no individualization offered.

(3) Should the mass market be residential and small commercial customers?

Again, with the assumption above in mind, from our perspective “mass market” includes residential and small commercial customers.

(4) If so, should the dividing line between small and large commercial customers be a non-coincident peak demand of 400KW?  As the cut-off for these, I would point to the 400KW as the base line guide. Setting a number of different volumetric limits at this time will probably prove confusing and will probably complicate the modification of the system(s) and administration of the program. With our follow-up discussions, on the phone, I would amend our first response. The dividing line should be between the rate classes of Residential / Small Commercial (Com Ed – 100kW / Ameren – 150 kW) and everything above this. This is assuming that the legislation doesn’t require all parties to recognize 400 kW as the cut-off limit.

Usually the terminology for ‘mass’ market cut-off compares Small to Medium Commercial customer classes (as opposed to Medium to Large in this case). 

 (5) If not, please explain why not.  Not Applicable.


Note: As a matter of practicality, internally we usually look at volumes at or below 100 KW as ‘mass market’ customers that we can successfully market to. This however, does not mean that 100 KW is the utility’s cutoff for ‘mass’ marketing.  
Company G:

Define mass market as residential and small commercial less than 100.  

The next questions address uniformity among the utilities. 

1. ComEd and Ameren use different intervals on EDI 867’s – Ameren uses the start time, ComEd uses the end time.  What is the standard in the industry (if there is one), and which does your company prefer?  
Company A:

Start time is standard and preferred.

Company B:

No answer.

Company C:

Ideally usage intervals should not overlap.  

Ex:  [Jan 1, Jan 31], [Feb 1, Feb 28] is preferred 

And not [Jan 1, Feb 1], [Feb 1, Feb 28] with either the start date or end date being exclusive

Company D:

No preference as long as they are consistent.

Company E:

We do not have a preference as long as the two utilities are consistent and the solution is adequately tested with ARES prior to deployment.  All things being equal, we should strive for uniformity between Illinois utility service territories.  

Company F:

Industry standard is to use the end time.
2. ComEd and Ameren treat the Daylight Savings Time intervals differently.  What is the industry standard (if there is one) and which does your company prefer?   
Company A:

Daylight savings does not seem to have a standard.  Data is received short or over an hour as well as with 24 hours. Our preference would be to receive 24 hours.  In spring the affected hour would have 0s while in the fall the 2nd hour would be duplicated.

Company B:

Just be consistent.
Company C:

ESG currently operates in the NY electricity market and uses the NY Standard for Daylight Savings Time (which is the industry standard I believe): 

H00 = 12AM-1AM,  H23 = 11PM-12AM


In the spring (March), the shortened day will only have 23 hours:  H02 (2AM-3AM) should be set to 0. 


In the fall (Nov), the extended day will have 25 hours:  H01 (1AM-2AM) should be duplicated as H24. 

Company D:


ComEd and Ameren treat On/off peak and Seasons (summer, non-summer) differently too.  On this point, we would prefer Ameren’s definition of summer and non-summer (June 1 to Sept 30).  Plus, we would like to see on & off peak hours to match NERC’s definition of 6 AM to 10 PM CST – which is diff than both ComEd and Ameren.
Company E:

No preference as long as they are consistent.
Company F:

We do not have a preference as long as the two utilities are consistent and the solution is adequately tested with ARES prior to deployment.
Company G:

Industry standard is to skip the intervals in the spring and repeat the intervals in the fall. (like ComEd currently does).  Matches standard for hourly pricing data and changing the clock time at 2 a.m. 
__________________________________________________

Consumer Protection and Communications
If you are currently providing service to residential and/or small commercial customers (however defined) in other states, please take a moment to answer the following questions. If you provide service in several states and/or markets, please indicate items that are working well and those that do not.

1. What customer data from the utility is made available to your company before you sign up a customer (during the shopping period)? How is that information being provided to you and how quickly?  
Company A:

Historical usage data – up to two years.

Company B:

Don’t know.

Company C:

We don’t currently utilize data in this manner.

Company D:

Utilities (both gas & elect) has provided customer list with addresses, contact names and at least usage information electronically.  Few utilities also provide account numbers, but many do not – we’re okay w/ either.  Some utilities have options of segmentation (by volume, zip codes, max demand, etc…) so that the supplier only gets the segment that they want to reduce costs (if utilities are charging for the list by number of customer names that the supplier buys).  Some utilities only provide list of customers that are NOT with the supplier (only those eligible for shopping).  This list is updated at least each year if not more often (each quarter).  Such lists are often sold by the utilities at a reasonable amount. 

In general, there is no one single rule or one single methodology that a utility has used that worked better than anything else.  What we would like to see are items and information that makes it easy for customers to choose a supplier of their choice and easy for supplier to do business in.  

Company E:

One utility is providing suppliers with a list of residential customers in their service territories.   This list includes name, address, service classification (but no phone number) and will be provided free of charge every 6 months.   

Another utility’s system allows for historical usage access, payment history, address, rate, etc via the individual customer’s account number, a meter number, a telephone number and /or the last 4 digits of the SS#.   This access is real-time and is web-based.   For permission to use this system, the supplier signs a separate agreement with the utility to ensure proper use and security of the data and system.  Information that is currently displayed on the PowerPath website for non-residential customers should be included on a system for access to residential customers (i.e. bill group, rate class, current and pending supply group, PLC info, min stay date, other applicable dates, etc).

Company F:

Historical usage data, EDI transactions and data files, ranges from same day to one week.

Company G:

It has evolved over the years from e-mail files to CDs to 

(currently) FTP Servers or websites (password protected, of course).

Some are scheduled (quarterly, etc.) and others are on-demand.

For the on-demand files it can take anywhere from two days to two weeks. 

Company H:

Usage history, account eligibility, effective date and service address available from website.
2. How do you verify an eligible account before you sign up a customer?  
Company A:

In markets other than IL, all accounts are eligible for enrollment.  There are no “bundle hold” accounts.  Prior to enrollment, LOAs are used to gather customer account information.  The customer is presented with a contract containing the customer account numbers.  The customer must sign the contract confirming the validity of the information provided.

Company B:

Agents ask to see the bill before they sign up the customers.

Company C:

This would depend on the definition of “eligible”. If checking to verify the validity of an account number, in the Mass Market, we simply submit the information to the utility for enrollment and receive a status back (so we’ll know eligibility after the fact).  For larger customers, we use the account number to gather the usage history prior to quoting a price, so we already know that the account number is valid.  

However, if “eligible” means eligible to be with us as a supplier (i.e.  Their current agreement w/ another supplier is terminating or utility’s min stay requirement is over, etc…).  Currently, we do not have a good of way knowing that information. Many times, even asking the customer does not validate the data.  We would like to see “eligibility” qualification listed on the website on an individual level and ability to gather this information in “batch” type of process.   

Company D:

Determination would vary based on the type of product the customer is interested &/or our current marketing campaign.  All or some of the factors provided in the Open Access system described in #1 may be considered.

Company E:

Customers may be listed by account number on a state registry of approved segments or by conducting analysis of the EDI data.  Many times you do not know if an account is eligible until you submit a DASR to the utility.  Only when it is rejected are you able to determine that an account may be ineligible.  
Company F:

If we obtain a list from the utility then we must assume that the account is eligible for ‘Choice’. However, there are always accounts in transition at the utility and by the time we submit an enrollment an account may have become ineligible. In this case the utility will reject the transaction and only then will we know that the account is not eligible.

If a RES has to purchase a list from a vendor, there is no way we will know that the account is eligible for ‘Choice’ or not. In fact, we don’t even know if the solicited account is even with the utility we are marketing on.

Based on either case, we can’t ‘verify’ that the account is eligible. We will only know that an account is not eligible once we receive a rejection from the utility.

(account on ineligible plan, account is inactive, account is on PIPP (assistance)-not eligible, etc.)  

Company G:

Website.
3. What information does your company require from the customer in order to enroll the customer? If only the account number is required, what other anti-slamming protections are in place?    

Company A:

We currently require account numbers, meter numbers and customer name.  

Company B:

Customer must complete and sign contract, we ask for name, billing and service address, telephone number, and account number. 

-The only validator to enroll required from the utility is the account number.

-We also are working on reconciliation against the utilities customer listing file.

Company C:

We require the information from the customer that meets the requirements of the utility.  For instance, if the utility requires acct number and meter number, we ask for those.  If utility requires some other type of ID, we get the ID.  

There should be strict rules prohibiting slamming and penalties for doing so. This approach is better for customers than burdensome enrollment requirements that make it hard for customers to choose a supplier. In our opinion, in order to ensure that the market place is consumer friendly, we need to standardize some of the supplier’s operational rules.  For instance, some utilities (or the public service committees) require that within 48 hrs of the sale, a confirmation is sent to the customer providing with information about the enrollment and giving them an opportunity to rescinding the enrollment.   This notification is usually sent by the utility (or ERCOT in TX).  Some utilities have auditing rights – each quarter, supplier must produce an agreement of voice verification for the customers the utility randomly selects.  Some require that suppliers provide written policies and guidelines on how they handle escalations process, door to door agents, telemarketing scripts and marketing materials each quarter.  

Company D:

All enrollments either have a digitally-recorded voice recorded verification (for sales made over the phone), or a signature on a direct mail piece response.  We also send out welcome letters to each customer we enroll, with applicable rescind language and an 800# to contact the company with questions or concerns. We also perform customer welcome calls.   

Company E:

Account number, meter number, Letter of Authorization (LOA). 

Company F:

We are assuming that you are addressing the data requirements for submission of an enrollment to the utility and not contract terms and affirmation requirements.

We are also assuming that certain other EDI required fields are not being addressed here since these are format requirement and not validation points for enrollment at the utility. 

What information does your company require from the customer in order to enroll the customer? 

Enrollment requirements are dictated by the utility’s minimum enrollment criteria. The utility’s Customer Account No. is always required. 

In some other markets, utilities require a four-character code based on the first four characters of the residential customer’s last name (first four of the business name for C&I accounts). This is not always perfect since the utility / RES doesn’t always have the correct four-characters for a variety of reasons. When this happens the enrollment is delayed until the situation is resolved. 

Hardly any one uses zip code validation anymore (mailing and service zip codes were always getting mixed up, as well as other utility / customer problems).

(2) If only the account number is required, what other anti-slamming protections are in place?

The utility issues a Switching Letter to the customer upon acceptance of the enrollment. Upon receipt of the letter the customer can contact the utility, the RES, or both if they feel they have been ‘slammed’. Usually the calls we and / or the utility receives are:

a. A wife signs up and the husband doesn’t know, the husband receives the 

letter.


b. The customer forgot they signed up with the RES.


c. The customer is confused as to what’s going on, they didn’t understand the 

utility letter.


d. The customer is in transition after selecting us as a RES and then (within a 

week or so) selects another RES, so the second switch hasn’t happened yet or can’t until the following month.

When using mail solicitations the customer’s name and mailing address is on the reply card as well as the letter. Thus allowing the customer to verify both fields, assuring that that data is correct. People will call our Call Center when there is a discrepancy. Usually this results in a customer call to the utility since a RES cannot send such a change of name or address to the utility. Similar verification occurs on the Web Site. When we receive phone calls from customers to enroll, the name and addresses are verified during the call. 

Even thought the rescission periods run from 7 –10 calendar days, we usually allow a customer to cancel with no cancel fees up to thirty days after enrollment.

Company G:

Account number.  Customer rescind process protects customer and works in many other markets.  Meter number doesn’t prevent slamming.
4. In those states and/or markets where you currently provide service, once you sign up the customer, what type of relevant and useful customer information (if any) does the utility (distribution company) provide to you? 
Company A:

In Texas, customer name and address are provided, which helps validate our data.

Company B:

A regularly updated customer listing file which includes name billing and service address. Flow start dates and next meter read dates. Historical Usage.
Company C:

In all cases, we receive customer’s historical usage information for at least 24 months.  In addition, we receive full meter numbers, rate code, meter read dates, customer name on the record, service address, phone number and billing address – basically all the items that appears on the monthly bill. Some utilities share past payment information but some do not or do at a fee.   

In general, we would like to see all the items and information that can be used to best service the customers now and in the future.   

Company D:

The information is always available, whether the customer is a prospect, pending start, or live.   The utility sends us a daily file of adds and drops, etc, along with eligibility coding and historical usage.   

Company E:

PLC, account number, meter number, rate class, voltage level, load profile

Company F:

Most electric companies provide the info in an EDI 814 (enrollment response) file to the RES.  In the EDI 814 enrollment file submission to the utility, a request (optional) within the file will also generate an EDI 867 (Historical Usage Response) file to the RES.

Company G:

Capacity and Network PLC, Bill Group, Delivery Class, Historical Usage.
5. In states where the utility offers POR, for which charges can the utility disconnect a customer for non-payment? Where are these rules specified (tariffs, administrative rules, business rules, etc)? 

Company A:

NY allows for RESs to bill commodity, a customer charge and taxes.  RESs can only bill these charges and nonpayment will lead to disconnection.  Each utility in NY has a Billing Service Agreement that outlines the rules for POR.  This  document is in addition to the Electric Service Agreement.  

Company B:

Utility may disconnect both its delivery service charges as well as the retailer commodity service charges.

Company C:

In most cases, utilities with POR are allowed to disconnect for non payment of bill, deposit, interest and such without specifying energy or non –energy related charges.  
Company D:

We are not currently taking such service in any other states.  

Company E:

In general, the utilities refer to supplier - electric/gas commodity rates and or charges.  We agree with Com Ed and Ameren - If they can not turn off a customer for a particular charge type balance then, such charge type should not be permitted under POR. There are a few utilities that will bill for non-traditional services and products but these are usually separate non-regulated business joint ventures and therefore not part of any ‘Choice’ agreements or tariffs.

6. In states where the utility offers POR, how is the scope of the receivables defined? Is it limited to “power and energy service” and how is it enforced? Where are these rules specified (tariffs, administrative rules, business rules, etc)?  
Company A:

The NY BSAs specifically limit the billing to commodity, taxes and customer charge.  The limited billing lines available to the RES prohibits billing additional charges.

Company B:

In most cases, utilities with POR do not have limits on energy only. It implies the entire bill.  

Company C:

We are not currently taking such service in any other states.  
Company D:

Hard to enforce, however, questions will arise when a customer complains about charges or a contract or regulatory bodies review RES offerings randomly or from complaints or the utility sees that the price being charged is suspect in relation to other RES offers, market prices or tariff rates. 

7. If other states and/or markets allow for a customer rescind process (usually before the actual switching), please describe the process and indicate where the rescind process is spelled out (tariffs, admin. rules, business rules, etc).   
Company A:

PUCT gave 3 federal business days in their customer protection rules.  ERCOT allows for a rescission period in the Market Protocols.

Company B:

If it is before they have switched then the customer calls in to cancel or send in a cancellation letter and the account is cancelled without exit fees.

Company C:

Some utilities accept the enrollment pending rescinds.  Meaning, they hold the supplier’s enrollment while they send out the notice to the customer and wait for rescind period to end. Then, they will start the customer with the supplier.  Other utilities will allow for suppliers to send rescind files up to a certain time frame and switch the customer back to utility services without applying the minimum stay rules.  Some others that do not have minimum stay rules allow switches back and forth each month and allow suppliers to manage rescind.   

We would like to see utilities manage rescinds to be fair to all the suppliers and to apply consistent consumer protection across the board.  

Company D:

Rescind process is spelled out in business rules.

Company E:

One state has a three- (business or seven calendar) day rescission period, which is in the statutes and regulations. However, the supplier is responsible for holding the enrollment for the rescission period. The utilities in that state have an enrollment switch period of three days (for the most part) before the meter read (there are one or two utilities that use seven days). We can hold the enrollment for up to eleven calendar days to ensure enough time for mail delivery and customer rescission. We usually have a thirty-day period, from sign-up, where the customer can cancel the order with no penalty. 

A different state's rescind period is three (business or ten calendar) days, with the utility sending the letter. Although this is in the statutes and regulations, the gas companies we operate on actually allow rescissions up to two or three days before the meter read. The operational switching days vary by utility, anywhere from ten to sixteen days. For a few utilities, where a meter read is within the rescind period, if the customer calls in to rescind after the switch is made, the utility will reverse the switch and send a drop and reinstatement to the applicable suppliers.

Ohio regulations specify a seven day rescission period. The operational switching days vary by utility, anywhere from ten to thirteen days.

New York rules state a rescission period of three business days after the receipt of the letter by the customer from the utility. The operational switching days vary by utility, anywhere from three to fifteen days.

Company F:

It is our understanding that Texas has a fairly stringent rescind process.

Company G:

Process is in tariffs.  Don’t recommend changing current practices.
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