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Q. Please state your name and business address. 

A. James R. Pozzo, One Ameren Plaza, 1901 Chouteau Avenue, St. Louis, 

Missouri  63103. 

Q. By whom are you employed and in what position? 

A. I am employed by Union Electric Company d/b/a AmerenUE 

(“AmerenUE” or “Company”) as a Rate Engineer in the Missouri Regulated Services 

Department. 

Q. Please describe your educational background, work experience and 

the duties of your position. 

A. I received a Bachelor of Science degree in Mechanical Engineering from 

the University of Missouri-Rolla in December 1978. 

I began working at Union Electric Company in January 1979 in the Power 

Operations Department, working as an Engineer at the Ashley Plant for two (2) years and 

at the Meramec Plant for five (5) years.  During this time I was responsible for operations 

and maintenance support for assigned plant equipment along with various other projects 

as assigned. 

I transferred into Union Electric’s Rate Engineering Department in 

September 1985.  My current duties and responsibilities include assignments related to 

the Company’s gas and electric rates.  This includes participation in regulatory 
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proceedings, conducting rate analyses, developing and interpreting gas and electric 

tariffs, and performing other rate or regulatory projects as assigned. 
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 Q. What is the purpose of your testimony in this proceeding? 

A. The purpose of my testimony is to explain the development of the weather 

normalized billing units and revenues for the customer classes of AmerenUE. 

Q. What was the initial step you took in the development of the 

Company’s billing units for each customer class? 

A. I first reviewed Company reports that contain Ccf sales and revenues on a 

monthly basis for the Residential, General Service, Interruptible Service and 

Transportation Service rate classes.  I then examined more detailed billing units and 

revenues information that was obtained from the Company data base system which 

provides sales and revenues.  This data base contains data at the individual customer level 

and is called the Data Warehouse. 

Q. How was this information utilized? 

A. I applied the rates in effect during the test year to the billing units for each 

class.  I used the sales and customer information from Company witness Steven M. Wills 

for the Residential Service class.  For the other rate classes, General Service, Interruptible 

Service and Transportation Service, I used individual customer data from the Company’s 

Data Warehouse.  From this calculation I derived the actual revenues. 

Q. Were adjustments made to the actual billing units? 

A. Yes, there were adjustments made to the sales data for the Residential 

Service and General Service class.  There were minor adjustments made to sales volumes 

due to the Automated Meter Reading issue for these two rate classes.  The Residential 



Direct Testimony of 
James R. Pozzo 
 

 3

1 

2 

3 

4 

5 

6 

7 

8 

9 

10 

11 

12 

13 

14 

15 

16 

17 

18 

19 

20 

21 

class sales were increased by 0.7337% and the General Service class sales were 

decreased by 0.5291%. 

There were also adjustments made to the Interruptible Service class due to 

two customers leaving the class and adding months to the test year in order to have 

twelve bills for each remaining customer. 

Q. Do the revenues calculated from this process exactly match the 

revenues indicated on the Company's books ("reported revenue") for the same time 

period? 

A. While the comparison of calculated revenue and reported revenue match 

closely, there will always be some difference between the two.  The difference results 

from billing adjustments that are made during the test year due to corrected billings, and 

partial initial and final bills. 

Q. What is weather normalization? 

A. A process by which we adjust the test year revenues to approximate what 

revenues would be under “normal” weather conditions.  

Q. What process do you use to weather normalize the revenues? 

A. I use the actual and normal sales volumes as developed by Company 

witness Mr. Wills to normalize the rate classes.  The residential class actual and normal 

sales are priced using the current rates to develop the weather adjustment.  I used the 

monthly ratios of the normal to actual sales volumes to normalize the General Service, 

Interruptible Service and Transportation Service rate classes. 
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Q. Were there any other adjustments made to the rate classes? 

A. I made adjustments to the Residential and General Service rate classes to 

account for customer growth to November 2010.  The method used is the same as 

Missouri Public Service Commission Staff used in AmerenUE’s last rate case. 

Q. What adjustments for these customer classes resulted from your 

weather normalization process?  

A. Total test year revenue for all of the rate classes was increased by 

$651,923 (1%) to reflect what the gas usage of these customer classes would have been in 

the test year under normal weather conditions.  Schedule JRP-G1 shows the actual and 

normal growth adjusted sales and revenue for various rate classes.  

Q. What adjustments for these customer classes resulted from your 

growth process? 

A. Total test year revenues were increased by $520,335 (less than 1%).  The 

growth calculation was performed for the Residential and General Service classes and 

used forecast November 2010 customer counts from Company witness Mr. Wills.  This 

value will be updated using actual November 2010 customer counts at a later date. 

Q. Please summarize your testimony and conclusions.  

A. The results of the study shows that weather was slightly warmer than 

normal so that sales and revenues had to be increased and that there was some customer 

growth that also caused revenues to be increased from normal usage. 

Q. Does this conclude your direct testimony? 

A. Yes, it does. 
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