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1.0 EXECUTIVE SUMM1\RY 

1.0 Executive Summary 

1.1 Introduction 

Nationwide, utility demand-side management (energy 

efficiency and demand response) programs have made 

a significant impact over several decades. For Missouri 

electric utilities and customers, the passage of the 

Missouri Energy Efficiency lnvestrnent Act (MEEIA) in 

2009 created an opportunity to work together to achieve 

sustainable results. Yet even with great progress over 

the past decade, great potential ren1ains. Through the 

continuation and expansion of MEEIA efforts at Kansas 

City Power & Light (KCP&L) - encompassing both Kansas 

City Power & Light Company (KCP&L-MO) and KCP&L 

Greater Missouri Operations Company (KCP&L-GMO) 

jurisdictions - this report outlines plans to further tap 

into that potential with our MEEIA Cycle 3 portfolio of 

den1and-side programs. 

12 



1.0 rxrcUTIVE SUMMJ\llY 

1.1.1 Overview of Program Benefits 
KCP&L is proposing a robust portfolio of programs for the period April 1, 2019 through March 31, 2022 by investing $96.3 million to 

achieve 185.9 MW of capacity reduction and 343.7 GWh of first year energy savings. (Please note, the Income-Eligible Multi-Family 

[IEMF] program proposes to span over six years through March 2025.) We seek to maximize our customers' ability to use less energy 

and save more. Our initiatives will increase awareness of and interest in energy efficiency and demand response - and, ultimately, 

drive action. 

This portfolio will generate an anticipated $234 million in net present value of energy savings for customers, at current rates. 

Customers will see more choices, including more engagement options and technology rebates. More than $10 million of income

qualified programs will expand options for all, including farnilies with tight budgets. Another three-year proposed cycle supports our 

ongoing commitment to sustainability while allowing for future pivots in this dynamic energy landscape. This focus on demand-side 

management (DSM) in combination with a continued focus on renewables helps us meet nearly half of the energy needs for homes 

and businesses from emission-free sources. Providing customers options and Choices to engage with their energy use and shape their 

load profile through MEElA programs and those outside MEEIA (like Time of Use rates and low income weatherization) is an important 

partnership between the utility and customer that will provide benefits well into the future. 

1.1.2 Consistency with MEEIA Objectives 
As the first utility in Missouri to make a strong commitment to energy efficiency, we helped over 270,000 residents and 6,000 

businesses save energy in our first two MEEIA cycles. We're proud to have implemented demand reduction and pricing programs 

since the 1990s, and our experience has helped us continue to deliver highly innovative and effective solutions for customers. 

The proposed portfolio - presented here for both KCP&L-MO and KCP&L-GMO - is consistent with MEEIA and the rules of the 

Missouri Public Service Commission (MPSC or Commission). These rules support the state policy to value demand-side investments 

equal to traditional investments in supply and delivery infrastructure, allow recovery of all reasonable and prudent costs for delivery of 

cost-effective demand-side programs, and provide guiding principles for filing new programs and reporting. 

1.1.3 The Value of DSM in Our Region 
DSM is the right resource for our region. We follow a rigorous process required by Integrated Resource Plan (IRP) rules to evaluate 

possible scenarios and resources to meet our customers' demand. In those evaluations, DSM continually outperforms alternative plans 

in [)roving a benefit to customers by reducing the revenue requirement. In this filing, we'll explain the interplay between the MEEIA 

statue and \RP rules and how we find the right balance in the resource selection process. Also, considering to the recent IRP filing 

comments, we provide multiple new alternative resource plan scenarios with changing inµui5 lo µossible plant retirements and new 

load potential. These scenarios further demonstrate the value of DSM in individual jurisdictions and KCP&L as a whole. In summary, 

those scenarios are sirnilar to previously filed IRP results for DSM in that: 

With or without plant retirements, DSM plan options still provide the lowest net present value of revenue requirement (NPVRR). 

e With plant retirements, capacity requirements for KCP&L-MO are moved up from outside 2038 to 2033. 

• In the combined company and KCP&L-MO standalone scenarios, MEEIA Cycle 3 provides a reduced NPVRR and benefits to 

all customers when compared to no future DSM. 

• Continuing DSM investment for the 20-year horizon provides the lowest NPVRR in ALL scenarios. 

Combined company (KCP&L-MO and KCP&L-GMO together) evaluation increases the total benefit value of DSM as compared 

to KCP&L-MO standalone. 
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l.O EXECUTIVE SUM/vlARY 

1.1.4 Benefits for All 
These programs benefit all customers and the community. In addition to demonstrating a reduced rovenue requirement in the IRP 

analysis, investing In demand-side management: 

• Helps keep energy costs low for everyone, regardless of direct participation 

Contributes to a more sustainable energy future, ensuring reliable electricity for generations 

Spurs economic activity and jobs in our service territories 

Provides supplementary benefits for non-electric consumption, such as water and natural gas savings 

Generates positive econon-iic impact for local trade allies and implementers 

FIGURE I.I: DEMAND-SIDE MANAGEMENT RESULTS TO DATE 

769 million kWh 

64,074 

122,549 

$2.58 

50 jobs 

Electricity saved since 2013 

Homes powered with energy saved 

Cars (equivalent) taken off the road with reduced emissions 

Benefits for each dollar spent 

Created locally, plus rnany other indirect jobs 

FIGURE 1.2: MEEIA 3 PROPOSED DEMAND-SIDE MANAGEMENT EFFORTS (SUMMARY) 

11 prourams Including two new and nine existing 

3 years Program length (six years for IEMF) 

S32 million Annual investment 

$234 million Anticipated savings for customers 

$41.7 million Rebates available for residential and business customers 

$10 million In low income programs 

1 4 



1.0 EXECUTIVE SUMMAllY 

1.2 Programs Savings Targets and Cost-Effectiveness 
The tables below compare the proposed portfolio for Cycle 3 with Commission-approved targets for Cycle 2 and actual results through 

Septernber 30, 2018. As demonstrated, we continue to offer a robust, cost-effective program portfolio that delivers a strong level of 

energy and demand savings. 

FIGURE 1.3: SUMMARY OF KCP&L-MO MEEIA CYCLE 2 AND PROPOSED CYCLE 3 

Energy Savings (kVVh) 198,097,872 207,345,131" 174,915,178 

Demand savings (kW) 66,328 69,580" 71,691 

Program Costs S50,436,844 $45,416,699 S43,861,974 

Net Benefits* $137,552,626 $96,873,740 $118,363,151 

TRC Cost-Effectiveness* 1.68 1.59 1.81 

Throughput Disincentive $21,305,931 $15,384,757 $23,174,593 

Earnings Opportunity@ 100% S7,429,296 
Target Achievement 

NIA $7,909,523 

•cycle 2 Actuals through 3/31/18 from EM&V results 

.. PY1 & PY2 results net of EM&V, PY3 not final ... lt,rough 9/30/2018 ... 'includes IEMF for 72 months 

FIGURE 1.4: SUMMARY OF KCP&L-GMO MEEIA CYCLE 2 AND PROPOSED CYCLE 3 

Energy Savings (kWh) 184,549,652 179,301.781" 168,801,339 

Demand Savings (kVv) 105,855 89, 186 .. 114,162 

Program Costs $52,640,449 $48,298,015 $52,428.710 

Net Benefits• $139,063,222 $87,509,005 $130,692,681 

TRC Cost-Effectiveness• 1.81 1.46 1.90 

Throughput Disincentive $15,695,059 $13,348,966 $19,546,168 

Earnings Opportunity@ 100% $10,383,855 
Target Achievement 

NIA $10,055,885 

•cycle 2 Actuals through 3/31/18 from EM&V results 

.. PY1 & PY2 results net of EM&V, PY3 not final .. *through 9/30/2018 .. uincludes IEMF for 72 months 
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1.2. ·1 Highlights of MEEIA 3 Plan - Achieven1ents and Plan 
(Overall Savings/Budget Figures) 
fhis section presents the portro!io budgets, cumulative not onorgy savings and cumulative net demand savings for proposed MEEIA 

Cycle :3. Tho portfolio progrnrn details aro presented in F-1guro l ,5 and Figuro 1.6. 

FIGUHE 1.5: KCP&L-MO CYCLE 3 PROGRAM DETAILS 
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FIGURE 1.6: KCP&L-GMO CYCLE 3 PROGRAM OE TAILS 
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10 fXECUTIVE SUMMARY 

1.2.2 Overall Cost-Effectiveness 
Figure 1.7 a11d Figure 1.8 present Cycle 3 program portfolio cost-effectiveness for each subcategory: residential, income-eligible 

and non-rcsidontia! energy efficiency and denvrnd response. MEElA rules define the total resource cost (TRC) as the preferred 

cost-effectiveness test for the approval of DSM programs. Except for income-eligible programs, all other programs· TRC cost

effectiveness tests exceed 1.0. Each of these tests is further described in Section 2. 

FIGURE 1.7: KCP&L-MO CYCLE 3 PORTFOLIO COST-EFFECTIVENESS SUMMARY 

;;,+;;;;.;w+ 1li#•i·i4114MIWflii451 
Residential EE 2.10 3.33 0.48 2.68 5.68 

Residential DR 2.20 3.66 2.29 2.57 0.88 

Residential - Income-Eligible 0.70 0.72 0.31 0.81 8.89 

Business EE 1.57 2.75 0.79 1.88 2.27 

Business DR 4.21 1.94 1.90 4.35 7.18 

Research & Pilot 1.42 0.80 0.46 1.47 NIA 

FIGURE 1.8: KCP&L-GMO CYCLE 3 PORTFOLIO COST-EFFECTIVENESS SUMMARY 

1ii4•11i4il;li~IW15114¥1 
Residential EE 

Residential DR 

Residential - Income-Eligible 

Business EE 

Business DR 

Research & Pilot 

1.3 Recovery Mechanisrn 

2.09 3.25 

2.13 3.38 

0.59 0.60 

1.39 2.56 

5.47 1.86 

1.16 0.65 

0.54 2.66 4.99 

2.33 2.48 0.80 

0.30 0.69 7.11 

0.67 1.67 2.42 

1.85 5.53 24.09 

0.38 1.20 N/A 

Our proposed demand-side investment mechanism (DSIM) structure is similar to the Cycle 2 structure agreed upon by stakeholders 

and approved by the Commission. It includes timely recovery of three components - program costs, the throughput disincentive 

(TD) and an earnings opportunity (EO) - and proposes three enhancements: 

1. Change the DSIM program cost, TD and billed kWh sales forecast from six months to a 12-month rolling forecast 

2. Divide the non-residential rate by customer class 

3. Change the EO matrix slightly and recovery to annual 
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1.0 EXl:CUT!Vf SUMMAflY 

These enhancements are discussed in more depth in Section 4. 

Our analysis shows successful implementation of DSM programs could bring gross benefits from energy and capacity over 

anticipated program life on a net present value (NPV) basis of approximately $118.4 million for KCP&L-MO and $130.7 million 

for KCP&L-GMO. Benefits less prowam costs are $74 million and $78 million (net benefits) for KCP&L-MO and KCP&L-GMO, 

respectively. Based on this analysis, these benefits greatly exceed costs and support our preferred plan 1, demonstrate positive 

financial benefits to customers and support the spirit and intention of the MEEIA rules. 

The financials comprised of the three recovery components are outlined below. 

Projected program costs for this plan period are: 

» $43.9 million for KCP&L-MO 

)1 $52.4 rnil!ion for KCP&L-GMO 

• The TO represents the financial disincentive imposed on the utility for each kWh saved because of successful 

imp!erY1entation of energy efficiency and helps ensure we are kept whole and not financially ham1ed or dis-incentivized from 

promoting energy efficiency. The estimated value of TD for this plan period is: 

" $23.2 million for KCP&L-MO 

$19.5 million for KCP&L-GMO 

The DSIM for Cycle 3 also provides us an opportunity to earn a financial incentive based on performance toward established 

savings goals. The allowance of this opportunity is necessary to value demand-side investments equally with supply-side 

investments, consistent with the MEEIA state policy. 

)) For KCP&L-MO, we request an EO incentive of up to $11.3 million or $7 .9 million if 100 percent of planned 

energy and demand targets are met 

>> For KCP&L-GMO, we request an EO incentive of up to $14.4 rr1il!ion or $10.1 million if 100 percent of planned 

energy and demand targets are met. 

The delta between tl1e two jurisdictions relates to the continued focus and increased value in KCP&L-GMO demand 

savings based on the supply capacity position in that jurisdiction as compared to KCP&L-MO. 

1.4 New Attributes this Cycle 
We're always working to build upon our previous efforts for our customers' benefit. We've implemented various demand reduction 

and pricing programs since the 1990s - and the adoption of the Comprehensive Energy Plan in 2005 represented an unprecedented 

commitment to demand-side management by a Missouri utility. In 2013, MEEIA Cycle 1 offered more than a dozen energy efficiency 

and demand response programs to residential and business customers. In 2016, Cycle 2 of the MEEIA portfolio continued and 

expanded upon these programs. 

Best practices and knowledge earned over decades is a strong foundation for developing innovative, effective programs. We've 

made additional improvements based on customer feedback; evaluation, measurement and verification (EM&V) results; potential 

study reviews; secondary evaluations and research; baseline changes; program processes and stakeholder input. 

In MEEIA Cycle 3, our proposed adjustments: 

Add new programs to offer more ways for customers to participate 

Improve current programs to offer more customer benefits for the same investment 

o Provide more energy savings options for customers with the most need 

Make innovative, energy efficiency options available to a wider audience 

'Per lntewated Resource Plan under EO-2018-0268 
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1.0 EXECUTIVE SUMrvlARY 

Additional high-level details on program improvements in MEElA Cycle 3 are outlined below. 

FIGURE 1.9: SELECT MEEIA 3 PROGRAM IMPROVEMENTS 

Energy Saving Products 

Heating, Cooling & Weatherization 

Residential Demand Response 

Income-Eligible Multi-Family 

Business Custom 

Expands the program to offer more appliance and technology options through new channels 

at retail and online outlets, while continuing to offer discounted LEDs 

Improves the customer experience with additional value•added during the program's audit 

portion, such as kits installed 

Builds on the successful program to introduce new features of customer control and the 

capability to pair other demand technology such as water heater controls 

Introduces rnore robust opportunities for these customers with prescriptive rneasures and 

more guidance and support, making it easier for trade allies and building owners to rnove 

forward with comprehensive efficiency upgrades 

Provides a better customer trade experience by introducing a more streamlined process for 

project opportunity identification and rebate amount determination 

Business Process Efficiency 

Packages our Strategic Energy Management program with building commissioning efforts to 

allow customers with varying capabilities to commit to improving the operating conditions in 

their building and facilities 

Business Demand Response 

Integrates additional methods of curtailment from manual to automatic in a new Distributed 

Energy Resource Management System (DERMS) tool, while exploring market--based oppor· 

tlmities to sell into the Independent System Operator (Southwest Power Pool) 

1.5 Timeline and Considerations for Approval 
MEEIA Cycle 2 programs are effective through March 31, 20192

• To provide customers with continuous demand-side 

management offerings, we propose MEEIA Cycle 3 run from April 2019 through March 2022, with the exception of the 

lncome·Eligible Multi-Family program which we propose a longer six-year term, to run through March 2025. A seamless transition 

from one cycle to another offers many benefits. It avoids the program ramp-up and ramp-down that can strain vendor relationships. 

It reduces administrative burdens for both KCP&L and regulatory agencies. And, of course, it allows us to offer customers 

uninterrupted programs. 

Per MEEIA Rules, the Commission has 120 days to rule on this proposed filing3
• This timing fits within our intention to have tariffs 

effective on April 1, 2019, enabling the efficient transition to MEEIA Cycle 3. To support this shift, we propose a series of technical 

conferences to collaborate with stakeholders on portfolio program design, cost recovery mechanism and other key topics. A detailed 

proposed schedule is outlined in Section 6. 

2W1th an allowance for "long•!ead" projects per Oc/OIJer 2017 Stipulation in 

l:\) .. ?0/5·02--10 and £0·2015·0241 to be co,np!eted up to one year afterwards 
1 ,J CSR 240·20. 094 4 /HJ 
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1.0 EXECUTIVE SUMMARY 

1.5.1 Future Considerations 
The changing energy technology landscape and competitive forces - as well as our EM&V results for Cycle 2 - could also have 

an in1pact on our ability to recover costs. Should any of these elements adversely impact the plan or the ability to recover its costs 

as approved, we reserve the right to discontinue programs and/or its plan. If that would occur, we will file a notice with the PSC 

and would honor all requests for the programs received within 30 days of the notice. We further address these actions within our 

proposed program tariffs. 

1.5.2 Alignrrient of Rules/Statute/Stakeholders/Utility 
With guidance from MEEIA, this filing demonstrates our commitment to DSM as a priority, understanding its importance to our 

customers, the community, stakeholders and our company. The proposed plan outlines an imp!erYientation plan that will: 

Meet MEEIA's intent by: 

)> Promoting energy efficiency and demand response programs in such a way that all customers benefit whether 

participating or not 

>1 Treat DSM investments like supply-side investments with a proposal for a DSIM that addresses the three 

cost/financial components 

Comply with MEEIA rules for applying for and delivering DSM programs by: 

)1 Adhering to filing and submission requirements 4 CSR 240 20.092 -.094. (See Section 7 for al! rule references in report) 

" Work with stakeholders to: 

Ensure all customers can participate and benefit from the programs 

)> Ensure customers are not burdened by utility investments in DSM 

)) Achieve high levels of DSM and strive to move Missouri into a comparable place regarding nationwide energy 

efficiency gains 

>1 Develop programs and target sectors based on best practices 

>) Provide opportunities to invest in energy efficiency to make businesses more efficient 

n Allow for comprehensive opportunities to invest in energy efficiency while improving appropriate levels of spend 

)) Have clear, achievable business plan of energy efficiency investments that are fair to customers and meet 

objectives of stakeholders 

>1 Provide demand-side energy solutions that customers value while providing revenue opportunities equal to 

supply-side investments 

To allow us to accomplish all the above, we request the Commission support the state policy by: 

• Providing timely cost recovery 

• Ensuring that utility financial incentives are aligned with helping customers use energy more efficiently and in a manner that 

sustains utility customers incentives to use energy more efficiently 

Providing timely earnings opportunities associated with cost-effective measurable and verifiable savings 
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2,0 Pl.i\N OVEflVIEW 

2.0 Plan Overview 

2.1 Program History, Progress and Learnings 
As shown in Figure 2. 1, KCP&L has invested $294 million in demand~side management (DSM) programs in Missouri since 2005. 

KCP&L and its customers have realized considerable benefits from DSM programs. Not only do they provide for peak demand 

reduction to offset traditional generation, they also offer us the opportunity to help customers better understand how to manage 

their overall energy usage and lower their bills. All customers benefit in the long term through supply-side resource deferral and 

participating customers benefit in the near term through their involvement in programs. 

2. l 1 The Evolution of DSM 
DSM has continually evolved since our initial offerings. Not long ago, a programmable thermostat was limited in its communication 

and software capabilities. Now, smart thermostats increase our ability to engage with customers and help us understand demand 

reduction in real time -which could further our participation in the power market. Digital customer engagement is increasingly 

important, and new tools such as marketing automation platforms and customer relationship management (CRM) software 

enhances our ability to reach customers with the right products and better messaging. With these and other changes, our ability to 

further DSM and provide value to customers has increased. 

2.1.2 Our History of DSM Programs 
Our history of implementing DSM programs began with various demand reduction and pricing programs throughout the 1990s -

and most notably increased wilh the adoption of the Comprehensive Energy Plan (CEP) in 2005. Stemming from the Stipulation and 

Agreement in Case No. EO-2005-0329 (0329 S&A), this plan gave us the opportunity to offer DSM programs. 

We began partnering with customers, investing approximately $67.3 million into DSM programs in our KCP&L-MO service territory 

as a result of the CEP. That portfolio of prograri--is represented our initial significant commitment to promote energy efficiency and 

demand response, ensuring all classes of customers had programs in which they could participate. This commitment to DSM by a 

Missouri utility was unprecedented at the time. We remained committed to these programs even after the five-year conclusion 

of the 0329 S&A. 

The 2009 passage of MEEIA put regulations into place in 2011. KCP&L completed its MEEIA Cycle 1 on December 31, 2015 and will 

coniplete its MEE!A Cycle 2 on March 31, 2019. This report addresses Cycle 3, a proposed throo•year plan through March 31, 2022. 

Figure 2.1 presents a summary of our investment for 2005 through September 30, 2018, which represents evaluated results 

through this period. 
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t',O PL1HJ OVEIW!EW 

FIGURE 2.1: HISTORIC DSM PROGRAM SUMMARY (2005 - SEPTEMBER 30, 2018) 

KCP&L-MO 

Pre-MEE IA 

MEEIA Cycle 1 

MEEIA Cycle 2' 

KCP&L-KS 

DSM 

KCP&L-GMO 

Pre-MEE IA 

MEEIA Cycle 1 

MEEIA Cycle 2' 

•py1 & PY2 results net of EM&V, PY3 not final. 

183,045 

188,993 

207,345 

81,809 

85,499 

214,411 

179,302 

109.4 

54.3 

69.6 

64.3 

50.2 

68.3 

89.2 

$67,343,349 

$46,833,318 

$45,416,699 

$36,269,658 

$26,276,088 

$60,240,694 

$48,298,015 
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1.0 PLI\N OVEBVIEW 

2.2 l111pact Benefits and Cost-Effectiveness 
Our DSM program portfolio is MEEIA compliant because it offers benefits to all customers in a class regardless of whether the 

programs are utilized by all customers. 

• The Integrated Resource Plan {[RP) selects the level at demand-side resources using minimization of net present value of 

revenue requirements (NPVRR) as the primary selection criteria, 

• The portfolio and each individual program (excluding income-eligible programs) pass the total resource cost (TRC) test 

prescribed by MEEIA and IRP rules. 

" The demand-side portfolio is evaluated on an equivalent basis compared to supply-side and renewable resources. 

The diversity of offerings gives all customers the opportunity and option to participate. 

Viewing programs through the lenses of cost-effectiveness metrics allows all customers to understand that our DSM 

investment is beneficial to them. 

The portfolio offers additional benefits including: 

Reduced emissions from local power plants 

)) Special programs targeted to income-eligible customers 

,) Increased economic activity in the service territory 

}) Direct and indirect jobs in the service territory 

In this section, we address the cost-effectiveness and economic impacts that drive the overall benefit of our proposed portfolio. 

2.2.1 Cost-Effectiveness 
Designing cost-effective programs is essential to capturing the long-term resource potentiaL A program is cost-effective if the 

total value of all future benefits is greater than the investment costs. Four industry standard cost-effectiveness tests - the TRC, 

utility cost test (UCT), participant cost test (PCTI and ratepayer impact measure test (RIM) - gauge the economic merits of DSM 

measures, programs or portfolios. Each test uses unique perspectives and definitions to compare the benefits of the DSM activities 

to costs in terms of NPV of future cash flows. 

MEE/A prescribes that "[t]he commission shall consider the total resource cost test a preferred cost-effectiveness test." 1 However, 

it notes the exception to this that "[p!rograms targeted to low-income customers or general education campaigns do not need to 

meet a cost-effectiveness test. " 5 

The !RP rules also stipulate that the TRC test" .. shall be used to evaluate the cost-effectiveness ... 0 of energy efficiency programs 

- and require Hie calculation of the UCT test solely " ... for purposes of comparison. " 7 The IRP further evaluates and compares 

demand-side programs on an equivalent basis3 to supply-side and renewable resources. It does this by using the minimization of the 

NPV of long-run utility costs as the primary selection criteria,9 which serves the public interest and results in efficient and reasonable 

rates. w These cost-effectiveness metrics - in concert with the rigor of the IRP minimization of NPVRR - demonstrate how all 

customers save money in the long run by investing in energy efficiency as opposed to other supply-side resource choices necessary 

in the future to meet electricity demand. 

Portfolio-level cost-effectiveness results are presented in Figure 1.7 and Figure 1.8. More detailed, prograrn-level results are available 

in Appendix 8.2. 

4§393. 1075 4., RSMo 2014 

~Id. 
~,/ CSR 240,22.050/5!/8) 

14 CSR 240-22.050(5J/CJ 
84 CSR 2,I0-22.050/ZHAJ 

~,1 CSH 240·22.050{2}/B) 

114 CSR 240-22.050/2) 
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2.0 PLAN 01/Er!V!EW 

2.2.2 Economic ln1pact 
Overall econorr1ic activity and jobs in our service territories increase with the availability and promotion of DSM programs. According 

to the American Coalition on Energy Efficient Economy, every $1 million invested in energy efficiency supports approximately 20 

direct and indirect jobs in the construction space. 11 Also, the reinvestment of energy savings year after year creates an incremental 

seven jobs per year over spending the money on utility bills. 

Trade allies - including several hundred contractors in the residential, commercial and industrial (C&I) sectors - see a positive 

impact from our DSM portfolio with additional incentives for customers to use energy more efficiently. Our programs help spur 

demand for trade allies to promote existing and new technologies that benefit customers. 

Steve Studer with Lee's Surnmit Heating and Cooling, a residential HVAC contractor, said, "The rebate prograrY1 has been a terrific 

way to encourage customers to buy more efficient equipment. Many times, the rebate covers the additional cost for moving up 

in efficiency, so it has been beneficial to both the customerss and our company." A commercial firm, Managed Energy Systems, 

reports their workforce has increased by two to three full-time equivalent (FTE) employees as a function of participating in our 

business rebate programs. Their overall business has grown more than 500 percent since 2015. 

According to the "Clean Jobs Midwest" report 12 , nearly 16,000 people in the Kansas City area work in the clean energy industry. 

Clean energy jobs include employees in renewable energy, energy efficiency, advanced transportation, greenhouse gas emission 

.management and accounting. The energy efficiency sector accounts for more than 70 percent of all clean energy jobs in Kansas City. 

For our DSM programs, we select implementers that offer the strongest local presence. The jobs these programs create range 

from transactional and promotional to engineering and management. In the current MEEIA Cycle 2, we contract with implementers 

that employ FTEs in the Missouri area. Figure 2.2 represents the approximate number of FTEs hired directly to support our MEEIA 

programs locally. 

FIGURE 2.2: MEEIA CYCLE 2 IMPLEMENTATION CONTRACTOR FTES IN MISSOURI 

Residential Energy Efficiency Programs 

Business Energy Efficiency Programs 

Demand Response Incentive 

Programmable Thermostat 

ICF International 

CLEAResult 

CLEAResult 

Nest/ CLEAResult 

14.5 

21 

3.5 

6.5 

We anticipate a similar impact in MEEIA Cycle 3, with actual FTE numbers deterrr1ined through the implementation contractor 

Request for Proposal process in late 201R Within KCP&L, we expect to have approximately 14 FTEs implement and deliver 

DSM programs in both Missouri service territories -KCP&L Missouri (KCP&L-MO) and KCP&L Greater Missouri Operations 

(KCP&L-GMO) - from 2019 to 2022. These positions are filled by highly skilled program managers, analysts, marketing and 

accounting personnel. 

n1i1tps//aceee.org/fdes/pdf/tact·s/Jeat/ee•job-creat1on.pdf 

U""Clean )obs Midwest - M,.~souri, J0/8, w,w1.cleanjobsmidwest.com/stareJmissouri. 25 



?.O PIJ1N OVERVIEW 

In addition, while DSM programs target electricity savings, they also provide supplementary benefits for non-electric consumption 

- such as water and natural gas savings - as well as spillover effects on conservation that benefit neighboring jurisdictions. For 

example, when low-flow fixtures are installed to reduce the energy consumption of electric water heaters, they also reduce the 

corresponding water consumption. Natural gas savings would accrue any time building shell improvements are made in a facility that 

uses natural gas for a portion of its space conditioning needs. 

2.3 Market Potential and DSM Targets 
Demand-side management targets for participation, savings and spend are triangulated on three primary inputs: 

1. DSM Market Potential Study Realistic Achievable Potential (RAP) 

We conducted a study with Applied Energy Group for the 2018 triennial IRP filing to determine and direct the potential 

of demand-side electric energy efficiency and demand response programs. We refined the analysis plan in collaboration with 

Missouri stakeholders, including establishing which components of demand-side management to address in the study. The 

full report is available in Appendix 8.5. 

2. IRP Preferred Resource Plan 

In our recent triennial IRP13, the RAP modified level of DSM was selected for inclusion. This preferrod plan provides the 

most value for customers because it shows a sustainable plan to implement demand-side programs in the short- and 

long-term when compared to supply-side resources on an equivalent basis. The !RP analysis demonstrates the net revenue 

requirement with MEEIA Cycle 3 level of DSM is reduced over a plan without DSM programs. Section 5.1 and 

Appendix 8.11 provide additional detail on the results of these and other analyses. 

3. More than five years of experience with MEEIA DSM programs 

With several EM&V processes completed, we've gleaned rrIany additional insights into what make programs run well and 

how various attributes can drive participation. For example, we've continuously gained valuable knowledge about the market 

opportunity for residential heating and cooling equipment with customer sensitivities to price and contractor engagement 

driving participation levels. We understand the expected turnover of the HVAC stock in our territory due to age and efficiency 

leve!s and have incorporated these insights into expectations for participation. 

In addition to these three key items, we gain insights from benchmarks with historical spend as well as nationwide utility targets 

and spends at the portfolio and program levels. The spend and savings levels for MEE!A Cycle 3 place it in good standing among our 

peer group of leading Midwestern DSM programs 14
• 

We propose a realistic and achievable level of DSM programs investment and savings targets for the 2019 to 2022 period. Our 

annual average planned DSM savings achieved as a percent of retail sc:ilos (0.81 % and 0.89% for KCP&L-MO and KCP&L-GMO, 

respectively) and spend as a percentage of retail revenue 11. 17% and 2.11 % for KCP&L-MO and KCP&L-GMO. respectively) in 

MEEIA Cycle 3 will remain on the order of the same savings for generally less cost. Our planned savings and budgets represent 

a continuation in DSM investrnent levels and reflect a refinement of program choices in a decreasing avoided cost cnvironrnent 

compared to previous cycles. 

11KCP&/_·MO Casfl No. EO-2018-0268 

"Sources: ACE EE 2017 Utility Energv Efficionc:v Scorecard http//aceee.org/2017-ufi/it)'-energy

efficiencv-srnrecard; Savings and Spend from !::Source OStvl lnsigllts database of puhlic filings 
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2.4 Customer-Focused Portfolio Approach 
To design DSM programs that resonate with customer needs and drive action, we begin by gaining insights into customer 

preferences and attitudes toward potential offers. We maintain a steady feedback loop with customers and, in preparing for MEEIA 

Cycle 3, engaged with various customer groups via panels and other efforts to derive insights on program design. The feedback 

received is summarized in Appendix 8.8 Customer Research. 

The connection between energy efficiency and demand-side program offerings and positive customer ratings with their utility has 

been proven repeatedly. 

FIGURE 2.3: E-SOURCE RESIDENTIAL CUSTOMER SATISFACTION STUDY 
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Residential customers who are familiar with u1ifity energy-efficiency programs had an American Customer Satisrac ion 

!ndex score almost 100 points higher than those who were unfamiliar with utility programs, ao::ording to the J.0. 
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Power and Associates 2011 Electric Utility Residential Customer Sallsrac !on Study. 

671 
577 

Familiar Not Familiar 

Residential customer awareness of utility energy-efficiency programs 
© E Souce; data from J.D. Power ~nd Assoc;ates 2011 Electric Uhlity I Residential Cuslornu Satisfaction Study 

We're always working to build on that connection, improving the experience by studying the way customers want to be 

comrnunlcated, engaged and partnered with to provide positive outcomes. Over the course of our lengthy and strong history in 

deploying DSM programs, we've significantly evolved customer offers. Key to this is our ability to adjust to customer preferences 

and changing technology while driving efficiency and effectiveness. We've also gained knowledge about how best to engage 

customers in DSM and interact with collaborators who he!p make this enterprise successful. 

Our proposed portfolio is balanced to enable the flexibility to deliver a program that meets the needs of a subset of a customer 

class (C&I data centers or residential customers who do most of their shopping on line, for instance) with the need to manage 

administrative costs with a multitude of subprograms. 

We strive to provide easy ways for all customer types to engage with our programs to save energy and money. Historically, we've 

seen that adoption of DSM prograrns can be fragmented, by one-off program offerings or technology type. To continually increase 

efficiency with spend, we must be more strategic in how we present and promote our offerings. As technology evolves and we 

become a more connected society, consumers require product journeys that are simple, align with their perceptions and integrates 

with where and how they want to interact with their energy provider. 
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The MEEIA Cycle 3 proposal offers customers easy points (?f entry that make sense for their energy choices, including: 

Income-Eligible Multi-Family 

This customer segn-ient will see improved access to focused resources, such as coordination with pivotal stakeholders 

like the Missouri Housing Development Corporation, one-stop-shop incorporation and a rebate guarantee process 

enhanceme~t. More detail on these topics can be found in Section 3.3. 

>> As in the previous cycle, this audience will benefit from no cost Level 1 energy audits, tailored energy reports and 

subsidized multi-family direct install, along with custom and more prescriptive measure offerings ~ paired when 

possible with Spire Inc. (Spire) to increase incentive to act. 

Hesidential Programs 

>) Retail and online energy saving product offerings will drive efficient purchase decisions. 

The Heating, Cooling & Weatherization program consists of two subprograms, designed to enhance customer in-home 

comfort and increase the operational efficiency of HVAC equipment, while decreasing energy use - paired when 

possible with Spire to increase incentive to act. 

Business Programs 

>1 Market segment focusing will deliver specific energy efficiency solutions relevant to a customer's business. 

Opportunity sectors include data centers, commercial buildings, manufacturing facilities and hospitals. 

n Business customers will benefit from end-use focus and robust prescriptive measures, including cooling technologies, 

compressed air, and lighting combined with controls. 

,> A concierge approach to the Building Process Efficiency program incorporates the continuation of strategic energy 

management and the addition of different levels building retro-commissioning. 

• Demand Response (DR) 

» The program will enhance channels for thermostat customer entry points, including DIY, direct install and bring 

your own. 

)> More technology offers - such as alerts, controls, and reports - will increase customer engagement with 

their thormost3ts. 

>> An evolving business DR approach offers the possibility of automation for customers who want a hands-off approach. 

» The program will allow for the potential of aggregation and bidding of C&I DR resources into the Southwest Power 

Pool day-ahead energy market. 

We're also using more technology-enabled solutions to engage with customers - including recent internal technology system 

Investments such as a customer care and billing system (CCB), customer relationship management (CRM) software, advanced 

metering infrastructure (AMI) and customer self-service (CSSl. 

Now, using CCB, contact center personnel can view customer enrollment/participation in programs to better understand how a 

customer is engaging. The recent pairing of the AMI deployment and the CSS project allows customers more access to interval 

energy usage online - awareness that is the first step in the journey to identify oPportunities at their home or facilities. For 

instance, a customer's review of interval data usage cou!d show a daily peak of demand on startup of the facility, suggesting a 

better result would be possible with controls or more efficient motors, which could drive them to find a solution within our 

energy efficiency portfolio. 
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3.0 PROGRAM POflTFOLIO fJf:TAILS 

3.1 Energy Efficiency 
Ener~JY efficiency is a cornerstone of our clean energy strategy. We help customers manage their energy consumption through a 

balanced and diversified portfolio of cost-effective energy efficiency programs - promoted through multiple distribution channels 

to custon1ers from a broad range of socio-economic and geographic backgrounds within our service territory. Our DSM proposal 

offers a strong, diverse portfolio of new and existing energy efficiency programs that provides savings opportunities for all 

customer classes. 

Pl.AN IIIGIILIGIITS 

o We've improved the top performing programs from our previous cycles to simplify processes, identify deeper 

energy savings and improve the overall customer experience. The plan is grounded in preceding years' most successful 

approaches - and we've built upon them with improvements that reflect market shifts and integrate ernerging 

technologies. The plan includes new products and pilot programs, and the expansion of customer-preferrnd products. 

We're focused on the most cost-effective energy efficiency programs to maximize savings and benefits, while 

l<eeping energy prices affordable. This balanced plan allows us to meet challenging goals and manage bi!I impacts at a 

time when costs are rising and energy saving impacts are shrinking in certain technologies. We recognize our responsibility 

to be vigilant stewards of ratepayer funds and ensure programs are both cost competitive and highly effective. 

o We're supporting a wide range of energy efficiency choices to meet different customer needs and interests. The 

plan outlines a broad, comprehensive portfolio of energy efficiency offerings to provide residential, business and six qualified 

customers with opportunities to save energy. 

From rebate programs, energy saving items directly installed, energy audits and new construction assistance, our award-winning 

programs provide solutions that customers value. Our robust EM&V process ensures accountability, provides all key stakeholders 

with verified energy savings and allows us to track ongoing effectiveness. The DSM plan illustrates our ability to manage customer 

bill impacts responsibly, demonstrate environrnental leadership and an ongoing commitment to providing a wide variety of choices to 

meet the diverse needs of our Missouri customers. 

3.1.1 Residential Programs 

A. DESCRIPTION 

Our strong portfolio of residential programs incent(vizes customers to incorporate energy efficiency into their homes and increases 

access to information about how to lower energy costs. Behavioral options enhance the energy efficiency offerings, while three 

unique educational and training prograrns promote awareness using multiple channels. The portfolio provides customized solutions 

that resonate with individuals and customer segments to drive holistic energy savings. The tab!e below defines core residential 

programs (Programs), their applicable program offers (Sub-Program(s)), the method at which the program/sub-program(s) are 

delivered (Channel) and a high-level overview (Description). 
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FIGURE 3.1: RESIDENTIAL ENERGY EFFICIENCY PROGRAMS 

Energy Saving 
Products 

Hoalln{J, Cooling & 

WoathNlzatlon 

lncomo-Eliglhlo 
Multi-Family 

Homo Energy 
Reports 

Online Home 
Energy Audit 

" 7,~1/½ % 

SUl!•Rn1gr11ml11) 
,~ ; '"""" ~0 di'"! 

HVAC 

Audits & 

Weatherization 

f~o Cost 

Assistance 

Rebates 

Retail/Online 

, Provides point of purchase discounts on select retail and/or online products, 

i including but not limited to: high efficiency lighting products, smart 

: thermostats, smart power strips, appliances and other products. 

' 
Provides incentives for improving the operational efficiency of HVAC systems 

Trade Ally/Customer with duct improvements or tune-ups; also pays rebates for the installation of 

new, high efficiency systems. 

Trade Ally/Customer 

. 3rd Party Installer 

Property Ownor/ 

Management 

Aehaviornt 

Online 

i Provides energy savings items (instal1ecl at 110 cos! to the customer) and 

rebates for imp1oving the efficiency of the home envelope through insulnlion 

and air seating upgrades. An enorgy audit from an authorized Ene1gy Auditor is 

required within the parameters of this program. 

Provides energy savings measures (kits installed at no cost to the customer) 

and educational loavo-behinds to raise awareness of tho OOnofits of high 

efficiency products. Includes a Level 1 energy audit and HVAC clean and 

drncl<s as appropriate. 

Provides either a set dollar amount rebate for the installation of high efliciency 

products and equipment from a Hst of qualifying measuros. Can oxtond to 

prescriptive an<Vor custom rebate options. 

Provides a comparison of a customer's energy usage to thnt of similar homos, 

a!ong with personalized energy savings tips to encourage behavioral clrnnges 

that result in reduced usage. 

Online tool that allows customers to vie-11 their usage in comparison to similar 

homos and engage with disaggregation to find out "what uses most' as \/','811 

i as how to take small acttons to improve their efficiency. 

FIGURE 3.2: RESIDENTIAL EDUCATION, MARKETING AND TRAINING ACTIVITIES 

Homo Energy V.aluo Awaronoss 

Workplace Emp\oyoo Education 

Roaches out to stakeholders including rea!tors and contractors to increase their comfort !ovel in 

explaining the value of energy efficiency to homeowners. 

Educates res!dential customers at their workplace on home energy usage and strateg!os for reducing 

consumption, while promoting k>ng-torm energy savings opportunities. 
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ll. MARl(EI ANALYSIS 

Our residential programs build on the success of proven, traditional energy efficiency concepts and programs - which we 

continue to grow strategically based on lessons learned in delivering highly impactful and effective solutions into the marketplace. 

At its core, our suite of offerings provides education, awareness, and financial incentives to offset the cost of energy efficient 

products and energy saving solutions. We'll continue to leverage relationships and strategies to deliver cost-effective options, 

such as programs that: 

0 Advance energy efficient product customer adoption. 

o Promote high impact energy saving technologies, such as heating and cooling equipment, through a network of authorized 

and trained professionals (trade allies). 

0 Deliver and/or install products as an entry to educating customers on energy efficiency. 

Co•deliver, partner and collaborate to reach customers in the most cost-effective way, including but not limited to 

coordination of energy saving products/equipment with gas utilities and other stakeholders wilh sirnilar interests. 

C. I\PPI.ICI\TION PROCESS 

We will reduce barriers to entry by developing additional on!ine tools and streamlined processes. Application intake processes vary 

by program; please see individual program sun1maries following this overview for more information. 

ll. MARKET Oll,IECTIVES /\ND STRI\TEGIES 

The primary drivers for realization of the residential portfolio's planned achievements are a combination of our strategic program 

managers, implementer(s), trade allies, customer call center, outreach representatives and marketing teams. We plan to provide 

trade ally outreach, newsletters, customer events, direct mail, email communications and awareness advertising tactics to reach 

customers. 

We ernploy an integrated approach to marketing communications, where vuried tactics work in concert and reinforce key messages 

over time. Our energy efficiency communication strategy seeks to overcome several challenges: 

Lack of top-of-rnind prominence in customers' minds 

Focus on purchase price (or "first costs") rather than lifetime costs and benefits 

Lack of awareness about energy efficient equipment options when purchasing needs arise 

We follow the Awareness, Interest, Desire and Action process for encouraging participation in DSM programs. 

1. Create awareness of electricity and/or natural gas impacts on bottom-line profits and quantify potential cost savings and 

available rebates. 

2. Promote interest in DSM programs by providing more information about the offerings, including payback examples and case 

studies, through a variety of customer touchpoints. 

3. Instill the desire for participation by quantifying the irnpacts of a bundle of potential energy savings technologies and 

processes, tailored to eact1 targeted market segment. 

4. Move the customer toward action by offering a variety of program options with varying degrees of financial commitment 

and/or long-term involvement. 

We also market programs differently to the various customer segments and sub-populations, identified by key shared characteristics. 

After analyzing and identifying the motivation of each target audience, we tailor key messages to meet the customers' specific 

needs. More information for the Income-Eligible Multi-Family program is below in section 3.3. 
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E< PROGBAM-SPECIFIC POLICIES 

We've adopted several general policies across all programs in the residential portfolio, though individual programs may have 

additional, unique policies as noted in each of the following program summaries. While general policies provide guidelines, 

they may be altered under specific circumstances and/or tor specific periods of time when warranted for promotional events 

or other purposes. 

Program-level policies include: 

Proof of installation: All programs require documentation of installation, such as proof-of-purchase (invoices) and/or a 

site verification. 

Payback requirements: For custom conservation programs, payback requirements vary by program. Project payback must be 

less than the project lifetime, which varies by program and technology. 

F< llEBAHS AND INCENTIVES 

Residential rebates are offered to promote high-efficiency energy solutions. Rebates and incentives vary by program and can be 

offered to customers, vendors, trade allies, distributors or manufacturers. If program performance lags and budget allows, bonus 

rebates may be offered to boost participation. 

3.1.2 Business Programs 

A< IJESGlllPTION 

Our business efficiency portfolio provides customers with increased awareness and understanding of how they use energy. We're 

moving forvvard with expanded and streamlined offerings that strengthen the focus on energy education and deliver solutions that 

align with our custorners' business needs whi!e driving long-term energy savings. We plan to continue our Business Standard and 

Business Custom programs. We'll also offer a Business Process Efficiency Program, including Retro-Commissioning, Strategic 

Energy Management, Express Tune-Up and a Monitoring Based Commissioning option. 

We'll further address marketplace barriers with: 

@ A concierge-customer driven approach 

0 Benchmarking and energy usage to identify savings opportunities 

• Targeted vertical segments 

• Initiatives to connect businesses with design professionals, engineers and trade allies 

0 Simplified application mtake portals and market facing calculators 

Energy efficiency project finance options for customers 

An improved overall customer experience and program process journey 

Grass roots energy market development 

New marketing strategies will align customer segments with bundled measures and technologies for specific industries. This longer

view, strategic customer-centric approach delivers a more streamlined approach for customers to connect our energy solutions 

with their business solutions. The table below defines core business programs (Programs), their applicable program offers (Sub

Program(s)), the method at which the program/sub-program(s) are delivered (Channel) and a high-level overview (Description). 
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FIGURE 3.3: BUSINESS ENERGY EFFICIENCY PROGRAMS 

• • f : tiMVi+iHl·@i 
Cooling 

Standard lncentivo Lighting 

Small Business 

Cooling 

Custom lncontive Lighting 

New Construction 

Retro-Commissioning 

Process Efflcloncy 
Tune-Up 

Trade Ally/Customer 
Provides incentives to purchase energ,, efficient cooling measures with 

pre-set savings values and a fixed incentive amount. 

Provides Incentives to purchase energy efficient lighting measures -

, Trade Ally/Customer including networl: and lighting optimization controls - with pre-set 

savings values and a fixed incentive amount 

, Prnvides small business customers with low cost ene,gy efficient 

· Trade Ally/Customer : measuies through program providers who assess, install and complete 

paperwork. 

· Provides incentive for qualifying complex or unique projects that <Jo not 

Trndo Ally/Customer fall in tho Standard Cooling program, with rebates dotermincd on a $/kW 

or kWh basis . 

i Trade Ally/Customer 

. Provides incentive for qualifying complex or unique projects - including 

11et1,,vork and lighting optimization controls - that do not fall in the 

Standard Lighting program, with rebates determined on a $/;.,..W or kWh 

basis. 

Provides incentive for early design assistance and qualifying complex or 
! ArchltecVMEP I unique new constfuction projects, with robates determined on a $/kW or 
: Engineer/Qoveloper , i kWh basis for incremental energy savings above code. 

With special focus on complex control systems, provides options and 

, incentives for improved operations and maintenance practices regarding 
Trade Ally/Customer , i building systems and processes. This includes Monitoring Based 

: Trade A!ty/Customer 

i Commissioning initialives. 

Provides streamlined process and incentives for retro-<:ornmiss!oning of 

basic ope,ating systems to reach peak operating efficiency. 

Strntogic fnergy 

Management 
j Customer 

Provides energy education, tedlnical assistance and companywide 

coaching for large commercial and industrial (C&I) customers to drive 

behavioral dlange and transform company culture with respect to energy 

use and management. 

Onlino Business 
Energy Audit 

Online 

Online tool that allows customers to view their usage in comparison 

to similar businesses and engage with disaggregation to find out 

'what uses most' as well as hOIN to take small actions to imp,ove !heir 

efficiency. 
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FIGURE 3.4: BUSINESS EDUCATION AND TRAINING ACTIVITIES 

Building Operator Certification 

Building Codes Training 

ll. TAHGUS AND l'AllTICIPANTS 

Offers building operator certification to customers participating in MEEIA Cycle 3 to raise awareness on 

building operation and maintenance best practices, in coordination with the Midwest Energy Efficiency 

Alliance and the Missouri Department of Economic Development 

Provides building codes training to business customers, market actors and contractors participating in 

MEEIA Cycle 3 to raise awareness on building codes and standards. 

Our Business Energy Efficiency portfolio provides standard, custom, operational and maintenance programs for both srnall mid-sized 

businesses and large commercial/industrial customers. Potential targets include past participants, new customers and customers 

with energy savings opportunities at their facilities, based on a propensity model scoring and segmentation analysis. 

C. APl'I.ICATION PBOCESS 

We will reduce barriers to entry by developing additional on line t~ols and streamlining processes. Application intake processes vary 

by program; please see individual program summaries for more information. 

ll. MARl{ET OBJECTIVES ANO STllATEGIES 

Market analysis shows the commercial segment has the highest potential for energy and dernand savings within the indoor lighting, 

advanced controls, cooling, ventilation and refrigeration end-uses. Pumps, drives, compressed air, fans, cooling and advanced 

controls show the greatest end-use potential in the industrial segment. 

We conducted research to identify which segments, customer class and service jurisdictions have participated in our DSM 

programs. Custorner detail from rebate applications - including customer name, vendor and equipment type - is added to the 

database. Monitoring this information helps us determine several metrics, including DSM participation status, market segment, and 

equipment tvpe. By analyzing specific end-use data, we can continually evolve the business program to further meet the needs of 

the market. 

Trade allies, end-use equipment vendors and energy services companies work collectively with key account and marketing teams 

to drive participation in the business portfolio. While coordination with the largest business customers typically requires personalized 

communications and site visits, we also drive connections with mass market business customers through newsletters, customer 

events, direct mail, email communications and awareness advertising. 

Our energy efficiency outreach strategy seeks to overcome several challenges: 

Lack of top-of-mind prominence for customers who are often busy managing core elements of their business 

Focus on purchase price (or "first costs") rather than lifecycle costs 

Disinclination to replace equipment prior to failure 

o Lack of awareness about energy efficient equipment options and available financing vvhen purchasing decisions are made 

The next generation of vertically-integrated energy efficiency programs will develop a deeper understanding of key industries -

and deliver greater value by tailoring offerings to higher priority investment areas and overall energy and environrr10ntal strategy 

within specific market verticals. This approach will leverage market intelligence within targeted business communities to design 
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enhancements to the Standard and Custom Business Programs. New technologies, incentive structures and approaches to 

customer education 1,,v1II help spur greater investment in energy efficiency. 

To delivor program services, we'll identify and train organizations within our service territory that offer industry specific expertise 

and trusted relationships with targeted customers. Modified administrative processes and systems will accommodate greater 

customization and diversity in program offerings. By taking a longer-term, strategic approach and creating true partnerships with 

customers and their service providers, we'll realize more sustainable improvements in the market for energy efficient products and 

increased economic development value resulting from its programs. 

E. PROGRAM-SPECIFIC POI.ICIES 

We've adopted several general policies across all programs in the business portfolio, though individual programs may have 

additional, unique policies as noted in each of the following program summaries. While general policies provide guidelines, 

they may be altered under specific circumstances and/or for specific periods of time when warranted for promotional events 

or other purposes. 

Program-level policies include: 

Proof of installation: All programs require documentation of installation, such as proof-of-purchase (invoices) or a 

site verification. 

0 Installation date: Rebates are provided for qualifying equipment installed within a 12-month period. 

• Payback requirements: Rebates may be paid on projects with payback of at least 1. 5 years. Project payback must be less 

than the project lifetime, which varies by program and technology. 

Studies: Funding cannot exceed 75 percent of the study cost and studies must be completed within three months. 

Study-driven savings: Customers will not receive a rebate if they implement measures with less than a one-year payback, 

but we'll still claim the study-driven savings. \Ne believe our financial and technical help in identifying and/or analyzing energy 

efficiency measures provides enough influence on the customer's decision to implement those measures. 

F. llEBATES AND INCENTIVES 

Business rebates are offered for custom, standard and small business programs to promote high efficiency technology 

implementation. Rebates are offered for operational and maintenance savings derived through participation in the Business 

Process Efficiency program. Rebates and incentives vary by program and can be offered to customers, vendors, distributors and 

manufacturers. If implementation lags and budget allows, bonus rebates may be offered to customers and/or trade partners 

to boost participation. 

Indirect offerings, such as business energy assessments, trainings and education support, are offered in conjunction with 

program offerings. 
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3.2 Long-Lead Program Continuity 

3.2. ·1 Description 
Transition time between MEEIA Cycles provides customers, contractors, trade allies and market actors with continuity and a 

seamless customer experience between cycles for projects with lead times greater than 90 days. These programs are typically 

within the Business Custom, Process Efficiency and Income-Eligible Multi-Family OEMF) Programs. 

We will provide a written commitment letter of incentives for eligible long-lead projects - those with estimated completion dates 

not longer than one year following current cycle completion - up to the approved threshold cap within the existing MF:EIA Cycle 

budget. The Business payments will be offered on terms of $/kWh and $/kW. Payments will be made upon completion and any 

projects that fail to complete within this specified timeframe will be ineligible. 

FIGURE 3.5: LONG-LEAD CONTINUITY PROCESS 

Project Application 

Executed Commitment Agreement 

Certification of Completion 

Payment 

The customer must apply to the project 

administrator. 

The customer must submit a signed efficiency 

commitment offer letter. 

The customer must submit certification of 

completion and all required paperwork to the 

program administrator. 

We will issue a rebate check upon review of the 

final project. 

3.2.2 Targets and Participants 

No later than five months prior to completion of the 

current program cycle. 

No later than the last date of the current program 

cycle. 

No later than 12 months after the last day of the 

current program cycle. 

Issued no later than two months following the 

certification of completion of final customer 

documents. 

Target participants include large new construction, expansion or retrofit projects with construction timelines of 12 to 24 months for 

Business projects and up to 36 months for IEMF projects. These programs offer customers a path forward for projects that start 

within a current cycle but transition beyond the approved MEEIA cycle period. 

3.2.3 Rebates and Incentives 
Rebates for long-lead projects are offered for qualifying custom, process efficiency or income-eligible multi-family offerings. 

Rebates and incentives vary by program and can be offered to customers, vendors, trade allies, distributors and manufacturers. If 

implementation lags and budget allows, bonus rebates may be offered to boost participation. 
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3.3 Dernand Response (DR) 
Wt~ ;ire a!iqm:id with the Commission toward tho gonl of reducing c;1pacity to minimize tho need for new {l<mernting assets in tho 

futur(~ •·-- and we see significnnt valun in rnanagin\J our customers' peak demand in pursuit of that goal. The dernand response (DR) 

proornrns we .:no proposing for MEEIA Cycle 3 are very sirriilar to MEE1A Cycle 2 progrnrns, with a few distinctions. 

Hesidential Dernand Hesponse and Business Smart Tllermastot will continue to include incredibly successful thermostat 

proormns, though the custorne, offer will evolve to drive the most cost-effective savings. We will also explore additional 

demand roduction through alternate sources such as wator heaters. 

Business Demand Hesponse will continue to be the larqest share of load reduction. We'll shift prirnarily to growth in our 

footprint nnd explore adjustino customer offers to drive the hiohest level of ctistonwr p,1rticip,1tion. 

\/I.le will use a Distributed Energy Resource Managernent Sys tern (OE RMS) to brino together rnultiplo resources in our 

jurisdiction and provide a holistic view of system demand reduction capabilities. Our investment in the DE RMS in M!::tlA 

Cycle 2 will be a tremendous asset in tv1EEIA Cycle 3, bringing H new level of sophistication and operational efficiency 

to OR prograrns. 

fvk1rket basod participation in Southwost Power Pool's day ahead energy mmkot will be tied Into tho participation offering for 

Business Derrnrnd Response partidpm1ts. 

The table below defines core demand response programs (Programs), their applicab1o program offors (Sub-Program(s)), the method 

at which the progrnrn/sub-prograrn(s) are delivered (Channel) and a high-level overview (Description). 

FIGURE 3.6: DEMAND RESPONSE PROGRAMS 

i-ii@·Mh,\il 
' i Direct Install, Do-it-

Thermostat Yourself IDIY), Bring 
Your own (BYO) 

Rosldentlal 
Oomancl Rosponso 

\,Voter Heater Direct Install 

Traditionr1I Demand 
Direct to Customer, 

Response, Automated 
Through Approved 

Demand-side 
AcJgregator 

Business Domand Management 

Responso 

Markot Based 
Direct to Customer, 

Demand Response 
Through Approved 

: Aggregator 

Business Smart 
Thermostat Direct Install 

Thonnostat 

Provides a learningWi-Fl enabled thermostat as part of a direct load control 
program where devices receive slgna!s to help manage peal: demand while 

maintaining comfort. 

Offers customers tho opportunity to bundle water heater controls with 

them1ostat to enhance savings opportunities. 

Calls on business customers to respond to signals to reduce load during peak 

summer days through manual methods such as phone and enrnil or through 

automation tied into building management systems. 

Faci!ttates customer participation in Southwest Po•.vor Pool day ahead energy 

market on non-curtailment days to enhance financial opportunities for the 

customer. 

Provides a learning Wi-Fi enabled thermostat as part of a direct load control 
program where devices receive signals to help manage peak demand while 

maintaining comfort. 
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3.3.1 Residential Demand Response 
The participation and evaluated savings results from the programmable thermostat program in MEEIA Cycle 2 has proven the 

residential customer is hungry for srnart thermostats and reducing summer demand. In MEEIA Cycle 3, we'll build on that success 

-demonstrated by multiple industry awards15 -to refine customer offers and participation opportunities. One example is an 

increased focus on the Bring Your Own (BYO) thermostat channel to harvest the potential for smart thermostats already in the 

market, bringing additional demand reduction to the grid with an individual financial benefit for the customer. 

Residential thermostat demand reduction algorithms are also evolving. The traditional model from five to 10 years ago of cycling 

the compressor every 15 minutes during an event has given way to more sophisticated, analytics and physics-based DR approach 

models 16 • These models use pre-cooling and ride-through sensors to hc!p mnnage customer comfort with efficient demand 

reduction on a per home basis. For example, we've utilized the Nest Rush Hour Rewards algorithm for demand reduction in MEEIA 

Cycle 2 with remarkable success, as evidenced by customer feedback and overall program satisfaction. 

As the connected home space develops, we'll continue to evaluate other control technologies that help manage peak demand. The 

addition of water heater direct load control to our Technical Resource Manual is an example of this expansion. The water heater 

has long been known as a source of variable loads that could easily shift with minimal customer impact. As more companies have 

developed solutions to provide control and access to water heater usage, we've integrated these advances into our resources. 

Tliese connected devices can most likely be used in concert with thermostat activities to help reduce demand during peak times. 

3.3.2 Business Demand Response 
The Demand Response Incentive (ORI) program saw significant growth in MEEJA Cycle 2 - specifically in the KCP&L Greater 

Missouri Operations (KCP&L-GMO) service territory - from around 20 MW to more than 55 MW of contracted capacity. 

It's important to note that while our 2018 program is fairly robust- engaging 140-plus unique customers encompassing more 

than 340 service points across the KCP&L-MO and KCP&L-GMO territories - al! contracts expire at Cycle 2 end and will require 

re-evaluation and re-engagement for participation in MEEIA Cycle 3. This will require significant effort from relevant team members 

to work through the large volume of participants, while concurrently recruiting and enrolling new customers for participation by the 

June 1, 2019 curtailment season start date. 

Evaluation, measurement and verification (EM&V) challenges identified in MEEIA Cycle 2 include customer understanding of the 

connection between customer baselines and actual usage, along with lack of full cooperation in curtailment events. !n MEEIA Cycle 

3, we'll work to overcome these issues by incorporating additiona! features to help improve baselines and promote performance 

during events. 

Updated baseline methodologies will use a more sophisticated model of forecasting the potential load on the day of a 

curtailment event in absence of the program. This forecasted baseline load can then be compared against a participant's 

actua! load during an event. Improved visibility and access to customer data supports the updated methodologies. 

We'll evaluate how communicating participation and event payments to the customer helps encourage better performance 

during events. We'!I also evaluate the other side of the equation: how the penalty for non-compliance impacts performance. 

To reach optimum efficiency for our incentive structure, i,,ve'II consult with national subject matter experts on best practices 

and solicit customer insights and motivations regarding prioritization of program attributes. 

J1?016 Peak Load Management Alliance (PLMA) - Thought Leadership Award; 

SEPNDistribuTECII- Demand Response Project of the }ear 2018 

"Smart ThRrmostats: Tho Killer DER, Tendnl Networks, Melanson, 2017 39 
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During Cycle 2, we incorporated new tariff language to allow for automated demand-side management (ADSM), welcoming an 

additional customer segment into the program. This offering will continue in Cycle 3. This customer profile prefers a hands-off 

approach to performing during events, without the need for manual intervention by facility staff. They have integrated ties to 

automated building systems, building management systems or energy management systems at their sites and - because they are 

often in the retail space - are sensitive to customer impact. The key attribute for this audience is peak reduction algorithms that 

allow for a light touch to DR. 

We'll explore automation for larger commercial and industrial (C&!) customers with the capability to use controls technology. As 

discussed below in Section 3. 2. 4, we've also developed a provision for optional rYiarket-based de1r1and response participation for 

qualified Business Demand Response customers, allowing participation in the Southwest Power Pool (SPP) energy market on days 

when a curtailment evont isn't scheduled. 

3.3.3 Distributed Energy Resource Management System 
(DERMS) Impact in MEEIA Cycle 3 
As a way to continue centralizing management of existing, new and future DR programs, we are implementing a DERMS. This 

system will manage the portfolio of existing and future DR and we anticipate continuing to explore and develop the deeper, broader 

company value of a DE RMS. 

A key technology platform with significant potential impact on our growing DR program portfolio, the DE RMS will help meet the 

increasing importance of DR in the DSM component of our Integrated Resource Plan (IRP). It allows us to more effectively manage 

our legacy thermostat programs, grow current DR programs and implement new MEEIA Cycle 3 programs that appeal to a wider 

variety of residential and business customers. 

To further enhance the growth and effectiveness of our DSM portfolio of DR programs and through future development, the DERMS 

is expected to: 

• Support an increasing variety of DR programs, including expanded measures (water heaters, smart appliances, etc.), 

program participation models {direct install, DIY and BYO) and self-enrollment. It also enhances management of program 

un-enrollment and re-enrollment, as well as participation payments resulting from customer changes (move in/outs etc.). 

Record operating and response characteristics of DR resources and provide forecasting capabilities to predict near-term and 

long-term performance capabilities. 

Include a customer portal that provides relevant program, event and settlement information, as well as offering self-service 

functionality for customers to manage participation in DR events. 

0 Provide comprehensive capabilities to group and aggregate DR resources into dispatchable resources for use in response 

prediction, event planning, event dispatch and reporting. Event dispatch capabilities support grid capacity relief on a system 

wide or localized basis. 

o Offer capabilities to enhance commercial customer participation in C&I DR events, including calculation of daily baseline 

usage, near real-time visualization of event participation, and event notifications through direct ADSM integration with 

building management systems. 

o Support future a'ynamic pricing rate programs, price incentivized and bid based (offer/accept) load curtailment programs, 

and energy service bidding programs. The system supports wholesale market integration and can be used to manage a retail 

customer's DR resource participation in the wholesale market (!ike the "Indiana model" market-based program). 
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3.3.4 DR Aggregation and Southwest Power Pool 
Market Participation 
In the most recent rate cases and exploration dockets, the Commission asked us to explore ideas to engage our dernand response 

and other distributed resources with the real time Independent System Operator (ISO) markets. The Southwest Power Pool (SPP) -

the regional ISO in which KCP&L-MO and KCP&L-GMO are members - currently allows for bidding energy, but not capacity, into 

the market. The results of the ongoing discussion on DER, aggregation of load and the Indiana rr1odel has been considered deeply 

on how to best move forward. The outcome of the recent rate case was to file a tariff to allow for implementation of a market

based demand response type product, which would allow for bidding into the day ahead energy market of SPP. Participating in 

MEElA Business Dernund Response is a pre-requisite for participating in the market-based tariff. More information on the product's 

integration with our existing Business Demand Response programs is available in our program description and associated tariff. 

3.4 lncon1e-Eligible Multi-Fa111ily Program 

3.4.1 Overview 
Our Income-Eligible Multi-Family program promotes awareness and education to multi-family property managers and owners 

about their buildings' energy usage, including how to use no-cost direct install measures to achieve immediate energy savings. The 

program also motivates managers and owners to realize deeper energy savings by investing in prescriptive and/or custom measures 

for cornmon areas, in-unit and whole~building systems. 

Owners and managers can establish program qualification in the following ways: 

Participation in an affordable housing program - Documented participation in a federal, state or local affordable housing 

program, including Low•lncome Housing Tax Credit (LIHTC), HUD, USDA, State HFA and local tax abatement for 

low-income properties. 

• Location in a low-income census tract - Location in a census tract we identify as low-income, using HUD's annually published 

"Qualified Census Tracts" as a starting point. 

Rent roll documentation - Where at least 50 percent of units have rents affordable to households at or below 80 percent of 

area median income, as published annually by HUD. 

0 Tenant income information* - Documented tenant income information demonstrating at least 50 percent of units are rented 

to households meeting one of these criteria: at or below 200 percent of the Federal poverty leve! or at or below 80 percent 

of area median income. 

Participation in the Weatherization Assistance Program - Documented information demonstrating the property is on the 

waiting list for, currently participating in, or has in the last five years participated in the Weatherization Assistance Program. 

* As the most administratively burdensome of these eligibility pathways, this option will only be used if the other approaches are not 

applicable. 
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IJESCRll'TION 

In addition to helping this customer segment ad1ieve deep utility savings, the program provides whole building energy analysis, 

recomrnendations for improvements with technical and process assistance, and incentives to motivate action regarding upgrades. 

Offerings - applicable to both in-unit and common areas - are integrated into an overarching energy efficiency strategy that is 

presented to property management and ownership. 

Our support can extend to direct install and prescriptive and/or custom rebate options. 

Direct install n1ay include but is not limited to: faucet aerators, low-flow showerheads, HVAC clean and checks, advanced 

power strips, hot water pipe insulation and LEDs. 

0 Other measures may include but are not limited to: in-unit refrigerators, LED exit signs, smart thermostats, tracking/ 

adjustment of hot water heater set te1r1ps, shower start valves and refrigerator coil cleaning. 

... Rebates for prescriptive and/or custom measures n-1ay include but are not limited to: lighting measures, controls, insulation 

and air sealing, HVAC systems, HVAC tune-ups and appliances (including common area laundry equipment). 

3.4.2 Implementation Strategy 
To execute the program, we identify and establish relationships with multi-family building owners of income eligible facilities. We 

use direct outreach and marketing to inform high usage/targeted eligible property owners and managers of the many benefits of 

energy efficiency at their properties. Collaboration and partnership with Spire and the Missouri Housing Development Commission 

(MHDC) increases opportunities, and we continually evaluate other potential synergies. 

We'll partner with MHDC to create a process flow document, ensuring efficient communication during pivotal milestones for 

properties undergoing refinancing. For MHDC, UHTC and other large-scale retrofit projects, we'll create a Rebate Commitment Note 

to help property management lock-in rebate funding. As noted in the 3.2 Long-Lead Program Continuity section, this program wi\! 

allow for transition time between MEEIA Cycles to provide continuity and a seamless customer experience for projects with lead 

times greater than 90 days. 

In cornplement to these offers, we've realized great synergies through pJrtncrship and co-delivery with Spire. Our successful 

collaboration will continue and expand as we seek more opportunities to reduce program costs and provide mutual customers with 

comprehensive energy efficiency solutions. 

3.4.3 Program Strategy 
We'll offer no-cost Level 1 energy assessments to eligible properties and provide a reµorl to property management with the 

following information: 

Recommended upgrade measures 

Estimated energy savings 

Estimated cost savings 

• Estimated cost for equipment and installations 

~ Simple payback analysis 
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There will be exceptions for this Level 1 assessment offer for those that have completed a recent, similar energy report assessment. 

Deeper audits, ASH RAE Level 2, to those interested 

Scope of work, including securing qualified program partners to perform energy efficiency upgrades as applicable 

Overview of applicable incentives and/or rebates 

Assistance with retrofit scheduling and completion as applicable 

0 Verification of quality installation 

Historical (12 months) energy usage and technical assistance to begin benchmarking buildings using Energy Star Portfolio 

Manager (or similar) for eligible participants 

Exploration of best practices financing options 

A seamless 'one-stop-shop' approach will provide owners, managers and operators of multi-family low-income properties integrated 

support before, throughout and after the retrofit process. We'll provide a single point of contact to ease coir1munication and offer to 

assist with applications for financing and technical support. We'll also provide incentives to help overcome the upfront expense of 

upgrading and incorporate an Energy Efficiency Project Intake Form (EEPIF) to lower barriers around the program entry. Our Connect 

Center will serve as 'shop' location for support and outreach, increasing awareness of energy efficiency habits and measures while 

encouraging market transformation. 

The driving force behind this initiative is to promote, establish and integrate energy efficiency in all aspects of a project before design 

developff1ent completes. Below is a potential draft outline of the process: 

1. Complete project intake form (EEPIF), capturing basic information such contact, location, building code jurisdiction and 

brief project description. 

2. Review and schedule meeting time and location. 

3. Identify key team members, including property design decision-makers, affordability consultants, architects, developers, 

owner or owner reps, utility representatives and MHDC as deemed appropriate. 

4. Develop an agenda based on a template we'll provide that addresses major energy components, including site 

characteristics, envelope, lighting, p!ug loads, HVAC, interactive effects, !AO and other elements. The agenda will also 

provide an overview of rebates and incentives. 

5. Conduct meeting. 

6. Provide deliverables. 

3.4.4 Rebates & Incentives 
Rebates and incentives are provided in the form of direct install kits and rebates for prescriptive and custom projects. We'll increase 

incentive/rebate levels and encourage property owners and managers to achieve maximum savlngs by offering additiona! assistance 

in overcoming financial barriers to more robust energy efficiency upgrades. The program's foodbank portion is being removed, 

resulting in more significant incentives to encourage action from owners. Tt1is adjustment~ and the additional process increases~ 

will allow for deeper and more complex project retrofits. 

This customer segment also benefits from Energy Analyzer, a robust online tool that enables customers to track energy 

consumption and understand how their energy is being used; while offering tips for DJY and behavioral improvements. We also 

provide resources in situations where bill payment assistance is needed. 
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3.5 Innovative Programs 
Technology and innovation drives evo!ution of DSM programs. Mindful of this inevitability, we've included a budget allowance for 

the research and pilot programs that help utilities understand what customers seek in energy efficiency and demand response 

programs. The entirety of MEEJA Cycle 2 was focused on research activities, primarily due to a few barriers with the categorization 

and process for "pilot" programs. To improve the process, we're proposing a methodology that eases the ability to communicate 

the intent, process and results of these pilot initiatives. This proposal is detailed further in Section 5. 

3.5.1 Proposed and Potential Residential Research and 
Pilot Offerings 
As ttie industry evolves~ and technology and standards along with it~ utilities nationwide must focus on innovation, both 

in offering new programs and improving current programs to drive better results. We are continually working to improve our 

performance on energy efficiency initiatives, maximizing our ability to help customers use less energy and save more through 

MEEIA. These efforts provide considerable benefits, allowing custorners to manage energy costs, providing customer choice, 

improving the environment and supporting our communities. 

Our current research and pilot program offerings fall into one of three status levels: 

1. Proposed to pilot or study upon approval in 2019 

a. Electric vehicle charging research 

b. Circuit rider building codes program 

2. Evaluated ideas that may be ready to deploy but are not yet proposed 

a. On-bill financing and Pay As You Save (PAYS) 

b, HVAC diagnostic services 

c. Energy equity research 

cl. Tree-based energy savings 

3. Burgeoning ideas that require more evaluation 

a. Listed directly below 

We'll continue to evaluate opportunities for innovative program design that both meets the needs of the residential customer and 

provides sufficient energy and demand savings. We're incubating and evaluation several ideas - some of which are detailed below 

~ that are not yet ready for presentation of full plans and tariffs. The potential offerings span a wide and evolving range of options, 

though we may also propose additional options during the MEEIA Cycle 3. 

1. Research 

a. Energy equity research to explore the relationship between program participation, geographic location, income 

levels, ethnicity, education and others 

2. Income Qualified/Eligible 

a. Energy efficiency for trailers and mobile homes 

b. Energy efficiency for single-family, !ow- to -mid-income customers 

c. Energy efficiency for low-income assisting businesses such as shelters 
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3. Market Rate Residential 

a. Single-Family 

L Tree energy efficiency is c1 high-priority collaboration with the City of Kansas City and Bridging the Gap 

ii. Remote assisted DIY home assessments and direct installs 

iii. Connected homes and smart home solutions, including HVAC fault detection devices, energy efficient lighting 

controls, demand response lighting controls and battery energy storage 

iv. Midstream offerings including HVAC, heat pumps, hot water heaters, windows and Insulation 

v. Community geothermal heat pumps 

b. Multi-Family 

i. Kits and HVAC tune-ups 

c, Elementary Schools 

i. Kits and curriculum for children, offered through elementary schools 

EI.I.ICTlllC vrn1cu: CHARGING 

Our investment in electric vehide (EV) charging infrastructure - we've installed more than 1,000 stations in our service area since 

2015- has helped transform our region into an EV hotspot Starting in the fourth quarter of 2016 and continuing throughout 2017, 

Kansas City topped the nation in electric vehicle growth according to IHS Automotive and the Electric Power Research Institute 

IEPRI) 

This dramatic growth - and national awards from Chartwell, E-Source and others - have solidified our position as a thought leader 

in EV charging infrastructure. Building on this success, we're exploring ways to integrate EV efforts in our MEEIA programs going 

forward. 

To incentivize efficient charging solutions at home, we're researching options for an EV home charger program. Charging 

with a 240-volt Level 2 (L2) home charger is faster and more efficient than a 110-volt Level 1 (L 1) outlet. We're monitoring 

ongoing research from EPRI, Idaho National Labs and Vermont Energy Investment Corporation for guidance on best 

practices for DSM programs. 

To better understand demand response capabilities with home and public chargers, possibilities exist to explore the 

potential for maximizing technology platforms, such as DE RMS. 

CIRCUIT RIDEii - BUILDING CODES EDUCATION PROGHAM 

An estimated 75 percent of buildings in the United States will be new or renovated by 2035. Outreach and education about energy 

codes ensures structures are built to the proper standards for efficient energy usage. The State of Missouri is part of a recent study 

outlining the impact of building efficiency through codes education and compliance. The Building Codes Education program supports 

the development and implementation of residential and commercial building codes by providing local municipalities, builders and 

stakeholders with technical assistance for code adoption and cornpliance. 

Elements of the codes program include: 

o Training seminars on the latest codes adopted by county. 

• Education and technical assistance on utility rebates and incentives to help offset high efficiency upgrades above code. 

• Savings impact assessments for projects designed above energy codes. 

45 



'l U PllflfdlM,1 l'Ullll 01.lO [HT/\11 S 

HEollJfNTIAI. ENEllGY EFFICIENCY FINANCING 

As suuoested by the Commission in previous rate case filings, we've explored energy efficiency financing in advance of this filing. 

We've prnviously respondod to vmious lntegratnd Hosource Plan (IBP) special conhm1pornry issuus on the topic <md included it in mi 

exp!oiato1y oxercise in Mf:EIA Cyclf) 2 as a c.:oHaboiative process with stakeholders. We'ro also a palt of a MEEAC group focused on 

t1nancino 111 tho Missouri market. 

As a l\f.:\-v exercise, we Hxplored an option to include a PAYS financino rnodo1 as part of a {JHneral inventory of Ille financinn 

!andsca1.H~ 1n Kansas City and swrounding areas. This model was proviously explorod by tmpire/Liborty and Amoron. Whi!H we 

surveyed our specific customers to oxploro proferoncos and financing options specific to our geography, tho conclusions are largoly 

the same as othm regional studies: 

Residential moasures are most likely to succeed when electric heat is present. 

8ar1iors include financial and regulatory hurdles. 

It's unclear how much rnarkst potential uplift an ndditional financing product in the rnorket would see beyond what 

is available today. 

8ased on our reading of the report and knowledge of the need, we wiH hold thA PAYS and other on-bill financing opportunities as an 

option for research and pilot funds during the MEEIA Cycle 3, but not propose imp!umenting at the beginning of ttw cycle. The full 

roport is available in J\ppenclix 8.9. 

3.6 Marketing 

3.6. ·1 Integrated Marketing Con1n1unications Approach 
We continue to demonstrate how integrated markHting communications delivers the highest levels of awareness building and 

proormn participation. Because customors rnwcl sovera! exposures to a mossaoo boforo acting, tho surround sound approach of 

cleliverinu multiple cc1refully orchestrated rnessaues in mu!tip!B channels ove1 sustained periods of time works. 

FIGURE 3.7: SURROUND SOUND MARKETING TACTICS 

This approach is optimized around the marketing funnel, which outlines the path customers take from awaroness to education to 

conversion and, finally, to continued engagement. We guide customers through this process by matching marketing campaign 

elements to customers' lnformational needs at various points within the funnel. Customers receive further suppo,t through the 

engagement portion when we cross promote other MEEIA programs in which thoy haven't yet participated. 
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FIGURE 3.8: MARKETING FUNNEL 

V\lhila dovolop1ng cmnpaigns, wu consider seasonality nnd coordination with other custornor touch points, such as star1ing electr!C 

se1vice or a billino inquiry. VVIHHl Hfforts focus on tinio!y and relevant opportunitios to connect with c,ustorne,s nlready primed by 

soasonal1ty or natural internction, tho liko!ihood they will participate 1n progrnms increases. Campaigns provide the ~Jreatest return on 

1nvestmont whon all elornents me~ stratogically planned, offer relevance to specific audioncos and work in concert with each other. 

\ 

FIGURE 3.9: MARKETING PATH TOWARD CUSTOMER ENGAGEMENT 

3.6.2 Targeted Marketing Corr1n1unications 
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We inc!udH targeted marketing communications in the mix of strategies that make up the largm integrated marketing communications 

approach. While mass marketing casts a wido not, targeted marketing is like spearfishing. To capture individual customers and push 

them throu~Jh the rnmketing funnel, thiee elements are needed: 

1. A well-dofinod target group of custorners whose noc-ds match our offering 

2. Messaoinq that hDlps custome1s undmstand how thDy benefit from the offoring 

3. Distribution at relevant times for the customer and integration with other marketing 
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IJETEBMINING TAllGET GROUP OF CUSTOMEBS 

While a!I eligible customers may participate in programs (and are reached via mass marketing tactics), some customers are 

more likely to participate. Our capability to leverage internal data sources and new platforms - such as customer relationship 

management (CRM) and marketing automation system - to develop customer profiles is steadily increasing. For example, modeling 

on current participants, attribute appends, Nielsen and Acxiom segn-ientation, usage patterns and digital body language can be 

stitched together, revealing a set of customers who will likely participate ff contacted through targeted marketing communications. 

MESSAGE IJEVEI.OPMENT 

Once a target group of customers is defined, it's vital to develop messages they will pay attention to. Over the past six years, we've 

learned how residential and business customers understand, receive and use our programs. In preparation for MEl:::IA Cycle 3, we'll 

use primary and secondary research to dig deeper and more fully analyze how proposed and continuing programs are perceived and 

used, and further explore customers' decision-making process and the benefits they find most motivating. These insights support 

the continued creation of tailored messaging that educates customers and causes them to enroll in programs. 

Overarching key messages for our residential programs may include: 

o Energy efficiency reduces monthly energy bills due to lower operating costs. 

We help lower energy bills by offering rebates and incentives for installing highly efficient equipment. 

0 Energy efficiency helps reduce environmental impacts. 

Overarching key messages for our business programs may include: 

Energy savings contribute directly to increased profits. 

Partnering with the property manager (when applicable) to employ energy savings can lower energy costs, improve 

ambiance and increase property value. 

0 Because energy costs are a sizable portion of an operating budget, investing in energy efficiency is a smart decision 

with major impact. 

Rebates help reduce upfront costs, shorten payback periods, and provide ongoing savings. 

Energy-efficient equipment and systems increase reliability while decreasing maintenance costs. 

Saving energy helps reduce environment impacts and meet sustainability goals. 

Pl10GllAM-SPtCIFIC AND SOLUTIONS-BASED MARKETING TACTICS 

Marketing tactics center on program-specific promotions, solutions-based marketing and a wide range of communications vehicles. 

PrograrYi-specific marketing ties back to the overriding message, offering concrete ways to do more. These examples show 

customers and trade partners the direct impact of their efforts, providing examples of energy savings, paybacks, lifetime savings and 

other personal rewards. Solutions-based marketing focuses on program combinations that offer solutions for a specific customer 

segment (such as schools) or address common customer concerns (such as weather, costs and environmental) rather than 

marketing a single program. 

UISTRIBUTION AND INTEGRATED MARKETING 

Direct, targeted marketing is most successful when customers are already exposed to messaging through mass marketing 

awareness tactics as part of a larger integrated strategy. The targeted message must also reach them at a time when they are 

already primed by either seasonality or a need MEEIA programs can fulfill. 
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For instance, we run email campaigns that are automatically triggered when customers take certaln actions. When customers 

start seNice and opt to receive email communications, they receive a series of welcome emails with helpful tips and information, 

including well-crafted messages about MEEIA programs. These err1ails generate higher-than-average open and click-through rates, 

indicating this content is helpful to them. 

Triggered campaigns can also encourage customers to complete the program participation process. For example, an air conditioner 

checkup is the first of several steps in the process for the Air Conditioning Upgrade Rebate. When customers complete that step, 

they should receive an email reminding them of the benefits of replacing their unit and recapping the next steps in the process. 

Pl!OGl!AM NAMES 

We rely on a surround sound "branded house" marketing strategy to build awareness of energy efficiency opportunities while 

leveraging the brand. Program names are comprised of straightforward key words that describe literally what customers receive or 

experience when they participate. This approach provides cost efficiency by eliminating the need to educate custorners about what a 

disparate variety of "named" programs mean. 

When the program names are preceded by the brand name, our brand's credibility transfers to individual programs, increasing 

the customer's trust in the offering. This naming construct also ties diverse programming into one cohesive portfolio. During our 

upcoming rebranding as a result of our recent merger, we'll have the opportunity to spotlight our MEEIA programs to a 

wide audience. 

3.6.3 Marketing Collaborators 
Outreach, marketing and communications are critical mechanisms for ensuring customers and trade allies are aware of - and 

participate in - the portfolio of programs. A portion of the education and marketing budget from each individual DSM program is 

directed toward coordinating the overall strategy in a concerted way that reinforces the overall DSM brand. 

3.6.4 Filing and Stakeholder Communication 
We will provide our customers with information about MEEIA Cycle 3 over the next several months, including a customer 

notification in the January billing statement. 
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FIGURE 3.10: CONTINUED ENERGY EFFICIENCY PROGRAMS AND COST-RECOVERY MECHANISM 

Update on l(CP&L's 
Energy-Saving Progra,ns 

Energy efficiency 
helps keep 

electricity affordable 
for ove,yono. 

KCP&l Wai'> the first utility 
in Mi.swuri to make a strong 
commitment to energy efficiency, 
and we have created significant 
ene1gy and cost savings as a 
result. 

We laundwd customer progrnms in 2013 under the Missouri 
Energy Efficiency Investment Act !MEEIA), and offered over 
a dozen ene1gy-efficiency arid demand response programs to 
our residential and business customers. 

Pnrlicipatin11 
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We want to continuo offeiing a portfolio of energy-efficiency 
programs, helping us move towa1d a more sustainable eneroy 
future in aw~ that manages costs for customers. 

Energy efficiency comes at a minimal cost 
with a substantial benefit. 

Energy efficiancy he!ps keep electricity more affordablo 
for everyone, ,md helps defer the costs of constructing new 
f}()Wel plants and generation units Also, \\1hen you make 
energy•officient improvements to your home or business, 
you continue to b-cnofit by saving 011eryy each year 

Recently, wn filed il request with the Misso111i Public Sef\lice 
Commission to continuo sorno progrnrns and introduce 
new ones in 2019. If approved, youwiU continue to see the 
Demand-Side Investment Mechanism (OSlM) as a separate 
line item on monthly KCP&l bi!!s. This charge reimburses 
KCP&l for costs spent on the programs, and establishes an 
incentiw-shadng mechanism where wa and tho customer 
may both benefit from progrnrn savings. 

Under our proposal. a residential customer using 1.000 kWh 
of e!ec!ricitywould pay under $4.50 per month in 2019 
for the OSlM rnte. For business customers, the propos.Jl 
asks for DSIM rates to now bo lnoken out by individwil 
customer class. To view p1ojecled DSIM ,ates by class, 
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The above communication plan is intended to meet MEE/A rule requirement 4 CSR 240-20.094(2)(8) 1. - 2. 
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4.0 Recovery Mechanism 

4.1 Overall Explanation of Mechanism 
MEEIA establishes a state policy allowing for recovery of all reasonable and prudent costs of delivering cost-effective demand~side 

programs. In support of that goal, MEEIA requires the Commission to: 

Provide timely cost recovery for utilities; 

Ensure utility financial incentives are aligned with helping customers use energy more efficiently and in a manner that 

sustains or enhances customers' incentives to use energy more efficlently; and 

o Provide timely earnings opportunities associated with cost-effective, measurable and verifiable efficiency savings. 

We value the results of the collaborative efforts of the Commission, Commission staff and other stakeholders in developing and 

improving the effectiveness of the demand-side investment mechanism (DSIM) Rider in Cycle 1 and Cycle 2. We believe these 

efforts have resulted in recovery mechanisms which have met MEEIA policy goals. Therefore, we propose continuing the DSIM 

recovery mechanism with the following components. 

4.1.1 Direct Progran1 Costs Recovery Con1ponent 
This component includes recovery of the direct costs associated with program administration (including evaluation), implementation 

and rebates to program participants - all of which are necessary to reap the benefits demand-side management (DSM) can provide. 

Timely recovery is also required for the impact of reduced sales on the utility. 

4.1.2 Throughput Disincentive (TD) Recovery Component 
Recovery of the impact of reduced sales on utility financial performance is not intended to provide KCP&L with additional earnings, 

but rather to keep it whole, consistent with its existing regulatory framework and as required by MEEIA. Without proper alignment 

of financial incentives, energy efficiency (EE) causes negative effects to financial performance as both earnings and cash flow suffer_ 

Providing recovery, dollar-for-dollar, for fixed costs normally recovered in volumetric rates reverses the negative financial effects -

known as the throughput disincentive (TD) - associated with EE. 

For TD recovery to be recognized beginning in the month of savings, the recovery amount must be objectively determinable at that 

time. To meet this requirement, vve propose to continue using a TD mode! to calculate the effect of deemed k\A/h savings resulting 

from EE measures installed on kWh sales and revenues. To balance this interest in recognizing and recovering the TD in the period 

when revenues are impacted against MEEIA's requirement that demand-side programs are subject to independent evaluation, 

we propose adjustments be included in the earnings opportunity (EO) for the effect of the difference in evaluated kWh savings 

compared to deemed savings used in calculating the TD, 
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4.1.3 Earnings Opportunity (EO) Component 
The effect on shareholder value compared to supply-side alternatives recognizes the opportunity cost to the utility of substituting 

DSM for supply-side alternatives. Demand-side resources cannot be valued equally to supply-side resources without providing an 

equivalent opportunity to enhance shareholder value. Providing timely EO moves demand-side resources beyond a break-even 

proposition and allows fair comparison with supply-side alternatives, allowing the utility to value the two options equally. 

The proposed recovery mechanism includes the same cost components as the current mechanism: 

0 The timely, contemporaneous recovery of program costs 

• The timely, contemporaneous recovery of a TD reflective of the lost margin revenues resulting from deemed kWh savings 

froni EE rneasures installed; (the TD component is adjusted annually based on final EM&V savings in the EO calculation) 

0 The timely recovery of an EO based on verified kWh energy and kW demand savings following the evaluation, measurement 

and verification (EM&V) process described in Section 8.4. 

We also propose to continue using a semi-annual OSIM Rider that projects program costs, TO and includes EO after finalization of 

the EM&V with reconciliation of actual program costs, TD and DSIM revenues billed in the prior recover period. Section 4.2 describes 

proposed changes in MEEIA Cycle 3 regarding the DSIM rider, while Sections 4.3 through 4.5 document the current structure of 

the mechanism's three components. Monthly interest on any over- or under- recoveries of program costs and TO will be credited to 

customers' or our benefit based on our short-term borrowing rate. 

4.2 Proposed Changes to Improve the Mechanism 
Consistent with the results of past cycles, we propose a recovery mechanism that follows the overall structure and approach of the 

current mechanism with certain modifications to: 

Mitigate certain volatility experienced in the prior cycles 

Continually improve the apportionment of costs to customer classes 

Reflect the effects of our proposed three-year Cycle 3 

4.2.1 Divide Non-Residential Rate by Custorner Class 
The use of an overall non-residential DSIM rate for all commercial and industrial customers may have resulted in the unintended 

consequence of shifting the costs and benefits of MEEIA between customers of various classes: Small Genera! Service, Medium 

General Service, Large General Service and Large Power Supply. 

Several factors contribute to this shift: 

The level of participation in each customer class may not be proportionate to the billed kWh sales upon which the DSIM 

Rider is applied. 

Net margin rates by customer class utilized in the TD calculation of lost margin revenues vary considerably between classes 

based on genera! rate design factors. 

The level of customers opting out of the DSIM charge varies significantly. We believe this is a factor in why certain large 

power customers opt out or may consider opting out in the future. 
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We believe applying the DSIM Rider rates for non-residential customers separately by customer classes wiH help improve the 

apportionment of costs between customer classes and mitigate the determination of certain large customers to opt out. When 

customers with opt-out eligibility understand their costs are primarily 17 associated with their participation only, then it will feel fair and 

custorners will be more inclined towards continuing participation. 

We propose a transition from the current mechanism with a single non-residential class to the separate customer class approach 

by allocating any under- or over-recovered non-residential program costs or TD as of the effective date of Cycle 3 to the separate 

classes by the cumulative participation in Cycle 2 by customers of each class. Cycle 2 prograrn costs, TD and EO that remain 

unrecovered at the time of transition to Cycle 3 wil! be allocated to the non-residential customer classes in the manner discussed in 

Section 4.3 below. 

4.2.2 Change to a 12-Month Rolling Forecast 
For the DSIM program cost, TD and billed kWh sales forecast, the use of six-month forecast periods {January to June and July to 

December) has resulted in a certain amount of volatility in the DSIM Rider rates in the semi-annual recovery periods. Heavy summer 

peak kWh sales result in a significant variation in the billed kWh sales denominator used in the DSIM rate computation in each 

recovery period. Also, program partiClpation can vary substantially between the six-month forecast periods. We believe a 12-month 

rolling forecast will help to mitigate the variability in DSIM rates, while still retaining the ability to adjust DS!M Rider rates in a 

timely manner. 

4.2.3 Change the EO and Recovery to Annual 
In Cycle 1 and Cycle 2, the EO was not included in the DSlM Rider until after the final EM&V report was issued at the end of the 

cycle - then was spread over 18 to 24 months of recovery. This resulted in a substantial overlap of costs included in the DSIM Rider 

from succeeding cycles. Consistent with the determination by stakeholders during Cycle 2 to n-iake the annual EM&V net kWh and 

kW savings results final for all purposes, and in consideration of our proposed three-year MEEIA Cycle 3, we propose the annual EO 

be recovered following the issuance of the final annual EM&V report. The annual EO would thus be included in the DSIM Rider for 

recovery over the 12 months (two OSIM recovery periods) following the report issuance. This change is consistent with the MEElA 

policy of timely recovery, mitigates the overlapping of costs with succeeding cycle costs and smooths the impact on customer 

DSIM rates. 
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FIGURE 4.1: POSITIVE CUSTOMER IMPACT OF CHANGE TO ANNUAL RECOVERY OF EO ANO 12-MONTH FORECAST PERIODS 
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4.3 Program Costs 
The plan includes 11 MEEIA programs delivered over approximately 36 months beginning April 1, 2019 and ending March 31, 2022. 

Planned budgets for these projects are: 

$43,861,974 for KCP&L-MO 

• $52,428,710 for KCP&L-GMO 

As applied currently in MEEIA Cycle 2 and consistent with the MEEIA rules, actual program costs will include the incremental cost 

of planning, developing, implementing, monitoring and evaluating demand-side programs. All costs incurred by or on behalf of the 

collaborative process - including but not limited to costs for incremental consultants, employees and administrative expenses 

- are included in the program costs. General administrative costs are included based on the estimated budget for each program. 

Indirect costs associated with DSM programs - including but not limited to costs of a market potential study and advertising - - are 

included in the program costs. 

Continuing with the methodology of MEEIA Cycle 2, programs are designated as Residential or Non-Residential and costs associated 

with each will be recovernd hy Residential or Non-Residential customers, respectively, ProQram costs associated with Non

Residential programs will be allocated to customer classes based on kWh from participation by customers from each respective 

class as determined by the rate code associated with the custorr1ers' account. Program costs associated with income-eligible 

programs will be allocated 50/50 between Residential and Non-Residential customers. The Non-Residential share of income-eligible 

program costs and costs of the Online Business Energy Audit program will be allocated based on the proportion of billed kWh sales 

from each customer class, net of opt-out. 

Program costs associated with Business Demand Response will be a!located to all rate classes based on the proportion of billed 

kWh sales from each of those classes. This allocation methodology addresses the inequity of opt-out customers' eligibility to 

participate in demand response and supports the concept that all customers benefit from the system demand reduction provided by 

participants in demand response. 
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4.4 Throughput Disincentive 
We plan to continue use of the rr10thodo!ogy for determining the TD agreed to in MEEIA Cycle 2. In summary, annual kWh savings 

resulting from MEEIA programs that are realized between general rate cases are tracked by Residential and Non-Residential 

customer classes. Annual savings are spread to calendar months using load shape percentages for each program and multiplied by 

a net margin rate for each customer class based on the non-energy rates in effect for each month. In Cycle 2, current recovery of 

these computed lost margin revenues was reduced based on a net-to-gross (NTG) factor of 0.85 for the entire portfolio. In MEEIA 

Cyc!e 3, we're proposing program-specific NTG factors. 

FIGURE 4.2: INITIAL NET-TO-GROSS (NTG) FACTORS BY PROGRAM 
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The plan includes estimated TD of approximately $23.2 million for KCP&L-MO and $19.5 million for KCP&L-GMO. These estimates 

assume a 48-month gap between the effective date of rate cases currently being considered in each jurisdiction and succeeding 

cases in each jurisdiction. If the actual gap is shorter, the estimated TD would be lower. 
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4.4.1 Throughput Disincentive (TD) Calculation 
TD will be computed monthly in the following manner: 

• kWh savings are reflected in the TD by multiplying the estimated kWh savings times the increrr1ental rate for the 

respective class. 

If a rate case occurs during the program period, the cumulative kWh and kW savings are included in the test period to 

reflect actual energy and demand savings in the weather-normalized/customer-annualized unit sales and sales revenues 

used in setting the case's revenue requirements. 

This establishes a rebased level to restart kWh and kW savings for the TD to be included through the remainder of the 

program period. 

We will use billing determinants from the last rate cases to establish incremental rates. 

Estimated kWh savings by month by program will be determined as fo!lows: 

1. The number of standard measures installed each month ~ for programs with standard measures in the Technical Resource 

Manual {TRM) attached as Appendix 8.3 ~ is multiplied by the defined annual kWh savings per measure. This determines 

the savings for measures installed by month aggregated by program to which such measures belong. Annual kWh savings 

for custom measures installed are calculated and reported monthly by the program implementers and aggregated by 

program and by customer class. 

2. Total kWh savings for the current month aggregated by program in 1 above are multiplied by 50 percent to reflect an 

assumed mid-month installation. 

3. Each month, total kWh savings by program are accumulated from the beginning of the cycle through the preceding month. 

4. The sum of items 2 and 3 above is multiplied by the monthly load shape percentage for the applicable month by program, in 

a spreadsheet to be provided as a workpaper, to determine monthly kWh savings. 

5. Monthly kWh savings resulting from the Home Energy Report programs are reported monthly by the implementer. 

6. The sum of the monthly kWh savings determined in 4 and 5 above will be multiplied by the incremental rate by customer 

class to determine monthly TD. 

The applicable accounting standard which most directly addresses the requirements for the recognition of revenues under such 

alternative revenue programs is Financial Accounting Standards Board Accounting Standards Codification (ASC) 980-605-25 

"Alternative Revenue Programs." ASC 980-605-25 sets three conditions for revenues resulting from alternative revenue programs 

such as the DSIM. 

The program must be established by order of the regulatory commission allowing for automatic adjustment of future rates. 

The amount of revenue for the period must be objectively determinable and probable of recovery. 

Revenues must be collected within 24 months of the period in which they are recognized. If the TD is subjected to 

subsequent recalculation, we could not recognize the revenue in the periods that sales were reduced, resulting in temporary 

reductions in earnings which would adversely impact our market value and cause a misalignment of utility financial 

incentives to promote energy efficiency. 
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4.4.2 Rate Case Annualization 
For the general rate case annualization adjustments, we propose continuing the agreed-upon methodology used in MEEIA Cycle 2. 

Upon filing a general rate case, the cumulative, annualized, normalized kWh and kW savings are included in the unit sales and sales 

revenues used in setting rates as of an appropriate time where actual results are known prior to the true-up period, to reflect energy 

and demand savings in the billing determinants and sales revenues used in setting the revenue requirements and tariffed rates in the 

case. Upon the adjustment for kWh and kW savings In a rate case, the collection of TD is re-based. 

Test period weather-normalized kWh usage for each customer class by billing month is adjusted by: 

Adding back the impact of monthly kWh energy savings by customer class incurred during the test period from all 

active MEEIA programs (Cycle 2 and Cycle 3), excluding programs with a one-year measure life. This is determined using 

the methodology described in the DSIM Rider, except calendar month load shape percentages by program and by rnonth 

are converted to reflnct billing month load shape percentages by program by computing a weighted average of the current 

and succeeding month percentages. 

Adjusted test period sales from above will be annualized for customers and adjusted further by: 

Subtracting the impact of cumulative annual kWh energy savings from the first month of the test period through the true-up 

date by customer class from all active MEEIA prograrns (Cycle 2 and Cycle 3), excluding programs with a one-year measure 

life. This is determined using the methodology described in the DSIM Rider, except calendar month load shape percentages 

by program and by month are converted to reflect billing month load shape percentages by program by computing a 

weighted average of the current and succeeding month percentages. 

Test period kW demand for each customer class will be adjusted by: 

0 Adding back the monthly kW demand savings by customer class incurred during the test period from all active MEEIA 

programs (Cycle 2 and Cycle 3), excluding programs with a one-year measure life. This is determined using the methodology 

described for kWh savings in the DSIM Rider- then subtracting the cumulative annual kW demand savings from the first 

month of the test period through the true-up date by customer class from all active MEEIA programs (Cycle?. rind Cycle 3), 

excluding programs with a one-year measure life. 

TD will continue to be calculated and recovered unti! a rate case is filed after the end of MEEIA Cycle 3 with a test period ending at 

or after the end of Cycle 3. 

4.5 Earnings Opportunity (EO) 

We propose that - consistent with Cycle 2 - the earnings opportunity (EO) be determined for each program year using an EO 

matrix (Appendix 8.7) and the same$ per MWh and$ per MW values used in Cycle 2. The only modifications to this matrix are to 

compute the EO amounts annually, rather than the entire cycle, for the Income-Eligible Multi-Family (IEMF) and the Home Energy 

Reports (HER) programs, as well as an annual$ per MW award rate for the Business Demand Response (BDR) program. We 

propose having the opportunity for additional EO amounts under the updated IEMF program framework, as noted below, to increase 

this programs annual Cap to 130%. These changes help drive focus for these programs that have a one-year measure !ife (BDR, 

HER) or have increased in scale (IEMF) and are necessary to calculate the EO on an annual basis. 
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We suggest values for the buckets of energy efficiency (EE) MWh, EE MW and thermostat MW remain at the same levels as 

agreed upon in MEE!A Cycle 2 to a!ign with the Commission's prior directive to have primary focus on demand (kW) savings. These 

established EO values remain valid in Cycle 3 because they: 

o Benchmark EO as a percentage of net benefits 

Link to integrated resource planning (IRP) minimization of revenue requirement 

• A!ign with deferral and retirement of generation assets as demonstrated in the I RP 

Additional calculations and discussion around the valuation rr1ethodologies for earnings opportunity in the bullets above 

are found in Appendix 8.11. 

We will perform a full EM&V, including an ex post gross adjustment and NTG determination for EO with no NTG floor and no NTG 

cap. For purposes of the EO, the evaluated kWh and kW savings measurements are determined through the annual EM&V including 

NTG with no floor or cap on the NTG factor, based on actual measures installed in that year annualized. 

FIGURE 4.3: EO MATRIX 

EE $/MWh $8.31 $12.97 130% 

EE $/MW $114,741.01 $122,50-Z02 150% 

BDR S/MWh per PY $10,000.00 $10,000.00 150% 

Thermostat $/MW $91,941.81 $92,799.91 150% 

HER $/PY $115,000.00 $175,000.00 100% 

IE-HER $/PY $10,000.00 N/A 100% 

IEMF $/PY $66,666.66 $66,666.66 130% 

The annual EO will be applied on a cumulative basis, such that excess savings over the cap in any given program year can be applied 

to any other program year's' that did not meet the program required threshold. If there is a shortage, the program can add any 

excess in subsequent program years. This is especially important during the first couple program years, as it may take time to ramp 

up certain programs. 

The EO will be adjusted as follows: 

• TD Ex Post Gross Adjustment- Annually for each program year, the ex-post gross measures for each program determined 

through the annual EM&V will be used to recalculate the TD as described above for each of the annual evaluation periods. 

The difference between the recalculated TD using ex-post gross measures and the TD using the deemed numbers, whether 

an increase or a decrease, will be adjusted in the EO by applying carrying costs at the AFUDC rate compounded 

semi-annually, 

• TD NTG Adjustment- Annually for each program year, if the EM&V NTG for each program is greater or less than the initial 

factor for such program, the difference between TD the initial NTG and the TD calculated using the EM&V NTG, subject to a 

NTG cap of 1.00 and a floor of 0.80, will be recovered through the EO, including carrying costs at the AFUDC rate 

compounded serYii-annually. 
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We propose that the adjusted EO cannot go below zero. The EO target at 100 percent is $7,909,523 for KCP&L-MO and 

$10,055,885 for KCP&L-GMO. The EO {before adjustments reflecting TD EM&V including NTG) cannot go above 

$11,337,723 for KCP&L-MO and $14,373,509 for KCP&L-GMO. 

4.5.1 Income-Eligible Multi-Family EO Performance Metrics 
The annual performance metric will consist of two elements and has an annual cap of 130 percent performance compared to the 

annual target. 

1. Average Percent Energy Savings Per Project 

2. Spend of at least 85 percent of Budget 

lll'FINITION OF METRICS 

1. The Average Percent Energy Savings Per Project performance element will be calculated using a pre-project property energy 

benchmarking tool to identify each project's energy usage and the TR M's deemed energy savings values. Each Program 

Year, the total number of projects will be divided by the total number of kWh's saved for a project average. 

2. The Spend of at least 85 percent of Budget performance element will create a threshold criterion that ensures at least 

85 percent of the Commission-approved annual budget (administrative cost, plus customer incentive cost) for the program 

year is spent. The actual spend will be reported directly out of the Company's accounting system and included in the 

EM&V report. The Company will also provide a list of 'lock~in projects' and their locked-in date for inclusion for the 

program year spend. 

Pl!OGHAM VEAi! DETAILS FOR PERFOHMANCE EVAI.UATION 

Each Program year the Spend of the spending of at least 85 percent of Budget performance element will be in place, which may 

include 'locked-in projects' allocated budget. 

• PY1 -No requirement for PY1 Average Percent Energy Savings Per Project; to allow for program evaluation and adjustments 

• PY2 - Average Project kWh Savings of 4 % - 10% 

PY3 - Average Project kWh Savings of 6% - 12% 

PY 4 - Average Project kWh Savings of 8% - 14 % 

PY5 -Average Project kWh Savings of 10% ~ 16% 

PY6-Average Project kWh Savings of 12°/o - 18% 

ADDITIONAL PROGRAM YEAH EO 

Each additional percentage saved within the applicable program year range, above the minimum, will receive a bonus of 5 percent, 

up to a cap of 130 percent. 
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4.6 Custorner DSIM Rate Impact Modeling 
Vl/o anticipate MEEIA Cycle 3 will result in cumulative net benefits to all customers over the lifetime of the program impacts with 

a ,wt prosent va!ue of $62.2 million for KCP&L.MO nnd $64.0 million for KCP&L.GMO. Tlwso !mnofits -· included avoidod onergy 

and avoided capacity costs - aro discussed in more detail in Section 2. The table below compares avoided costs to program costs, 

participant costs and EO - demonstrating benefits sionificantly exceed total costs for each custon-1er class. 

FIGURE 4.4: PV OF NET BENEFITS - KCP&L-MO 
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FIGURE 4.5: PV OF NET BENEFITS- KCP&L-GMO 
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Tho figuros b(ilow show projected DSIM rates associated with MEF.IA Cycle 3 for each customer class. Prograrn costs are borne by 

customers up front, consistent with MEEIA's requhernent for timely cost recovery, but benelits continue to accrue for long beyond 

Um eml of thn p1ograrn implernm1tation. Thf,J lmnofits surpass the costs in totnl magnitude in 2026, and continua to urow for tho useful 

livos of the in:~talled rneasures. The 1D cornprnwnt of the DSIM rates relle-ct lost rnvonues flom reducml usage wsulting from MEEIA 

Cycle 3 pro~1rrnns and art~ offoctively offset 1n custonrnr bills because of this reduu)d usage. 

FIGURE 4.6: OSIM RATES KCP&l-MO 
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FIGURE 4.7: DSIM RATES KCPE,l-GMO 
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The figures below show projected bill impacts related to the projected DSIM rates above for each customer class. 

FIGURE 4.8: DSIM BILL IMPACTS KCP&L-MO 
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FIGURE 4.9: DSIM BILL IMPACTS KCP&L-GMO 
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Again, while these figures show increased bills while the program costs and EO are recovered during the program period, the benefit of 

re<.lut:ed usage resulting from the implementation of energy savings measures continues for years based on the lives of the measures 

installed. This is den-1onstrated by the figure below, which reflects estimated reductions in kWh usage over the installed measure lives by 

customer class from baseline kWh sales. 
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FIGURE 4.10: KWH SAVINGS FROM BASELINE KWH SALES KCP&L-MO 
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FIGURE 4.11: KWH SAVINGS FROM BASELINE KWH SALES KCPf,L-GMO 
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OSIM ACCOUNTING PRACTICES 

\Ne follow Generally Accepted Accounting Principles {GAAP) for financial accounting. GAAP encompasses the conventions, rules and 

procedures necessary to define nccepted accounting practices at R particular time. We also maintain our books and records in 8ccordance 

with the Federal Energy Regulatory Commission's Uniform System of Accounts. 

As in previous cycles, we'll use FERC Account 908 Customer Assistance Expenses to track direct MEEIA-related program costs_ Payroll 

taxes and benefits loadings on direct labor incurred in support of MEEIA programs will be charged to FERC Account 408.1 Taxes Other 

Than Income Taxes, Utility Operating Income and FERC Account 926 Employee Pensions and Benefits, respectively. 

We've established an accounting distribution coding system for the proper classification of program costs for MEE IA-related DSM 

programs, including: 

The prescribed accounts mandated by FERC in the Code of Federal Regulations for the classification of assets, liabilities, 

revenues and expenses 

• A department code for specific operational areas, identifying the group responsible for the cost 

• The operating unit, identifying the jurisdiction associated with the cost 

• The project code, identifying the MEEIA program associated with the cost 

Additional codes to further specify the type of work or specific purpose for the cost 

• A resource code, identifying types of costs used to complete projects, or what was used to get the work done 

(for example, labor vs, non-labor items) 

The combination of codes above allows for the proper classification and clear delineation of costs. These codes will be expanded as 

needed to accommodate the programs included in this filing. 

We will use FERC Accounts 440 Residential Sales, 442 Commercial and Industrial Sales and 445 Other Sales to Public Authorities based 

on the customer class of customers billed DSIM sales. The amount of DS!M sales billed to customers for program costs and TD will be 

compared with the actual amount of program costs incurred and TD earned, with the differences recognized as a debit (over-collection) or 

credit (under-collection) to sales in the FERC Accounts referenced above and the corresponding credit (over-collection) or debit (under

collection) recorded in FERC Account 254 Other Regulatory Liabilities or FERC Account 182.5 Other Regulatory Assets, as appropriate. 

Monthly interest calculated for the monthly cumulative balances of over- and under-collection of balances for program costs, TD and any 

earned EO will be recognized as a debit (over-collection) or credit (under-collection) to FERC Account 431 Other Interest Expense and 

the corresponding credit (over-collection) or debit (under-coHection) recorded in FERC Account 254 Other Regulatory Liabilities or FERC 

Account 182.5 Other Regulatory Assets as appropriate. 

IMPACT ON FINANCIALS/CREDIT llATINGS 

The below tables present the projected impacts of the proposed programs costs and lost margins and DSIM recoveries of program 

costs, TD and EOs, over 2019 to 2026 on projected earnings. This analysis assumes 100 percent achievement of kWh and kW savings, 

program cost budgets and EOs. 
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FIGURE 4.12: MEEIA CYCLE 3 PLAN IMPACTS ON KCP&l-MO EARNINGS "CONFIDENTIAL" 
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FIGURE 4.13: MEEIA CYCLE 3 PLAN IMPACTS ON KCP&L-GMO EARNINGS "CONFIDENTIAL" 
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The below tables reflect the projected impacts of the MEEIA Cycle 3 Plan, including EO at target, on certain KCP&~MO and KCP&~ 

GMO key credit metrics: Debt/EBITDA and Funds from Operations (FFO)/Debt. Our current forecast covers the years 2019 to 2022. 

The 2022 baseline metrics are used for 2023 in the following analysis solely to show the impact of the MEE!A Cycle 3 Plan. 

FIGURE 4.14: MEEIA CYCLE 3 PLAN IMPACT ON KCP&L-MO KEY CREDIT METRICS "CONFIDENTIAL'* 

FIGURE 4.15: MEEIA CYCLE 3 PLAN IMPACT ON KCP&L-GMO KEY CREDIT METRICS *'CONFIDENTIAL*' 

The results of these analyses demonstrate the overall impacts of the MEEIA Cycle 3 with DSIM are small but generally positive and 

supportive of credit quality. The analyses above support the conclusion that the OSI M as proposed aligns with our incentives. 
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5.0 Sustaining Success 
KCP&L views demand-side management (DSM) programs as a resource in a changing energy landscape and an opportunity to 

provide long term value in the region. Customers in our KCP&L-MO and KCP&L-GMO service territories are increasingly familiar with 

our offerinus and support in the energy efficiency space. 

This section outlines why DSM as a resource makes sense - and defines how to sustain success with engagement from regulatory 

stakeholders and customers, including: 

Updated Integrated Resource Plan (IRP) scenarios for the combined company 

A focus on long-lived measures to drive energy and demand savings over longer periods 

Program flexibility to deliver customer offers in changing markets 

Ongoing stakeholder communication and engagement 

t» Evaluation, measurement and verification (EM&V} planning to improve feedback and insights 

• Managing opt-out levels by engaging business customers through a customer-centric approach 

5.1 Missouri DSM Policy and KCP&L Resource Selection Process 

POI.ICY fl/lCKGllOUNU 

In Missouri, the MEE!A statute 103 and the IRP process are built to expand resource options and facilitate a robust analysis for the 

utility and regulators to adhere to when evaluating resource investment decisions. However, MEElA and the IRP process have 

inherent conflicting primary objective functions, presenting a quandary concerning how to achieve the intentions of both. While 

the goal of MEEIA is to achieve "all cost-effective demand-side savings," the IRP rules require using minimization of NPVRR 

as the primary selection criteria. Said another way, solving for one doesn't necessarily satisfy the other. By investing in all cost

effective demand-side savings, revenue requirements for customers may fluctuate. Conversely, optimizing (i.e. minimizing) revenue 

requirements may cause demand-side investment levels to fluctuate. 

We strive to find the right balance for both the IRP requirement while achieving MEEIA's goals. As discussed below and as a first 

stAp towmd dynamically optimizing the DSM portfolio, we've performed an additional iteration of the IRP analysis with the evaluation 

of 11 additional ARPs for both the joint company and KCP&L-MO standalone. 

The two principle concepts to consider from the MEEIA statute are that it is " .. the policy of the state to value demand-side 

investments equal to traditional investments in supply and delivery infrastructure ... " 19 and that the Commission shall permit utilities 

to "implement commission approved demand side programs .. with a goal of achieving all cost-effective demand-side savings." 20 

The MEEIA statute also provides that Commission shall consider the TRC test a preferred cost effectiveness tesL21 However, it does 

not stipulate that the TRC te:;l is the sole test, but a preferred metric in evaluating the outcomes of other analyses, including UCT, 

PCT, SCT and minimization of net present value of revenue requirements (NPVRR). 

The policy objective in the IRP rules defines the criteria by which to analyze demand-side and supply-side resources on an equivalent 

basis. This objective is to use "minimization of the present worth of long-run utility costs as the primary selection criterion" (i.e. 

minimization of NPVRR). The IRP rule regarding the analysis of differing resources is not contingent on having a need for capacity, 

but having costs and characteristics of each option to model. 

111 evaluating tho resource options, it's important to understand that it's not 
necessary to avoid an investment in a supply--side resource to avoid a cost 
associated with meeting the total demand for capacity and ener(JY. 

u 393. 101s ms MOJ N393, 101s.4 
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Best economic test for DSM measures Best at minimizing the total cost to all customers 

Gives less consideration to the absolute cost of 

programs and to cross-subsidization between utility customers 

Uses a combination of avoided energy and capacity costs as the 

benefits for calculating cost-effectiveness 

Does not consider the cost of the DSM measure to the customer 

Does not use the avoided capacity cost but rather is a 

l{CP&L DSM AND IHP PBOCESS DESCBIPTION 

calculation of t11e actual cost to customers of the resource 

alternatives 
Avoided capacity cost is only used in the DSM screening and 

does not consider or relate to the actual costs of the resource 

Given the policy context of the MEEIA and the IRP process, it's important to understand how each objective is accomplished. 

Keeping policy standards at the forefront, we undertake a consistent process to evaluate demand-side resources in our IRP, both 

in annual updates and triennial filing. While it is an iterative process, we first complete a potential study. The potential study is a 

rigorous process set by the Commission and stakeholders and, with the external consultant, we request stakeholder input in the 

development of its scope of work. During the DSM potential study process, a screen of measure level cost-effectiveness Is used to 

evaluate the potential for participation in our jurisdictions. 

The avoided costs used as benefits in the cost-effectiveness screening calculation are the leve!ized cost to build a new generation 

asset in terms of capacity ($/kW-year) and the expected market price for energy ($/kWh) in the Southwest Power Pool (SPP). With a 

transparent market for energy prices in SPP, the use of the forward market price makes sense. However, the SPP does not have a 

capacity market. Therefore, we utilize the leve!ized cost of capacity (specifically for a combustion turbine) for avoided capacity costs 

to best represent the MEEIA policy directive and IRP rules to value den-iand-side and supply-side investments equally. After applying 

this cost-effectiveness screen using the avoided costs, the DSM potential study determines realistic achievable potential (RAP) and 

maximum achievable potential (MAP) values for all DSM measures and associated programs. 

Once the potential study determines RAP and MAP levels, we use these as an input to the IRP process and models to drive toward 

a preferred plan. 

It's important to reiterate the avoided cost for capacity is not directly relied 
upon clurinn the IFlP model inn, as these costs wern strictly utilized within the 
potential study process to determine the RAP and MAP levels of potential. 

The potential study levels are then introc.luced as a replacement for supply-side resources. For example, a CT with a cost of $50 

million, a capacity of 80 MW and expected capacity factor of 15 percent is compared against a DSM portfolio with a cost of $96 

million that is designed to accomplish 185 MW capacity reduction and 365 GWH energy reduction. The life of the CT and DSM 

measures within the portfolio are also considered in the analysis, giving the resources an equal footing to corrrpete to provide 

minimization of the NPVRR. During this process, if additional Alternative Resource Plans (ARPs) are deemed necessary to analyze, 

these additional ARPs can be developed using any screening criteria deemed appropriate by the utility per 4 CSR 240-22.,060(3)(A)8. 

We ultimately select a preferred resource plan in accordance with the IRP rules by weighing the merits of the alternative resource 

plans with the probability weighted risk of many uncertain factors. The selection process is not a myopic view on a single metric, but 

a holistic look at al! factors and balancing those towards an optimal solution. ln the case of the 2018 IRP, our preferred plan selected 

values for DSM investment commensurate with 2017 DSM Potential Study RAP levels in KCP&L-GMO and modified (slightly 

decreased) levels of RAP for KCP&L-MO. 
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NEW INTEGllATEO llESOIJRCE PLAN SCENARIOS 

In response to comments and concerns in the recent KCP&L-MO and KCP&L-GMO 2018 IRP filing {EO-2018-0268 and EO-2018-

0269 respectively), we created and evaluated additional scenarios that reflect this exact DSM MEEIA 3 plan and updated factors 

related to possible plant retirements, new load additions and CO2 restrictions. Revenue requirement impacts were estimated for 22 

new ARPs that include potential additional generating plant retirements and/or potential new retail load additions, 11 ARPs for a joint 

KCP&L-MO/KCP&L-GMO system and 11 ARPs for KCP&L-MO on a standalone basis. For plant retirements, we introduce scenarios 

where LaCygne 1 and 2 and Jeffrey Energy Center 1, 2 and 3 are retired at various points in the 20-year planning horizon. For new 

load, we evaluated the impact that potential large-scale customers (full scale data center or large energy intensive industrial) may 

have on our capacity balance. 

We evaluated each scenario at both the combined company view (KCP&L-MO and KCP&L-GMO) and a standalone view of 

KCP&L-MO only. Joint company planning is valuable because it aligns with how we interact with the SPP market. It's also consistent 

with the stipulation and agreement in the recent rate cases where we agreed to perform a rate consolidation study. KCP&L-MO was 

evaluated solely due to the specific issues raised in that jurisdiction in the recent IRP filing. Additionally, three years of MEE!A Cycle 

3 implementation were isolated as an option for continuation of DSM for the entire 20-year horizon versus no DSM in the 

20-year horizon. 

The results of this additional scenario analysis contribute a few key messages to help regulators and stakeholders evaluate the 

merits of our MEEIA Cycle 3 plan: 

• With or without plant retirements, DSM plan options still provide the lowest NPVRR. 

a With plant retirements, capacity requirements for KCP&L-MO are moved up from 2038 to 2033. 

• In the combined company and KCP&L-MO standalone scenarios, MEEIA Cycle 3 provides a reduced NPVRR and benefits 

to all customers when compared to no DSM. 

a Continuing DSM investment for the 20-year horizon provides the lowest NPVRR in ALL scenarios. 

• Combined company evaluation increases the total benefit value of DSM as compared to KCP&L-MO standalone. 

As shown in the tables below, the results consistently show the benefits of continuing DSM programs at KCP&L-MO and KCP&L

GMO. The following tables summarize the 20-year change in the NPVRR from DSM programs. The MEEIA Cycle 3 Benefits table 

shows the impact from implementing just the Cycle 3 programs while the RAP- Benefits table provides the results from Cycle 3 and 

continuing similar programs for the remainder of the 20-year evaluation period at approximately 75 percent of the RAP level. (Results 

are provided for both the joint KCP&L-MO/KCP&L-GMO ARPs and the KCP&L-MO standalone ARPs.) 

FIGURE 5.1: MEEIA CYCLE 3 BENEFITS (S MILLION, 20-YEAR NPVRR) 
KCP&L-MO/KCP&L-GMO JOINT PLANS 

None 

LaCygne 1.2 Jeffrey 1,2,3 

LaCygne 1,2 Jeffrey 1,2,3 

None 

None 

375MW 

S2 

$23 

$29 

$6 

$28 

$35 
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FIGURE 5.1: RAP- BENEFITS (S MILLION, 10-YEAR NPVRR) 
KCP&L-MO/KCP&L-GMO JOINT PLANS 

None 

LaCygne 1,2 Jeffrey 1,2,3 

None 

LaCygne 1,2 Jeffrey 1,2,3 

None 

None 

375MW 

375MW 

FIGURE 5.3: MEEIA CYCLE 3 BENErlTS (S MILLION, 10-YEAR NPVRR) 
KCP&L-MO STANDALONE 

None 

LaCygne 1 & 2 

LaCygne 1 & 2 

None 

None 

375MW 

FIGURE 5.4: RAP- BENEFITS (S MILLION, 10-YEAR NPVRR) 
KCP&L-MO STANDALONE 

None 

LaCygne 1 & 2 

None 

LaCygne 1 & 2 

None 

None 

375MW 

375MW 

$88 

$167 

$179 

$192 

$4 

$4 

S4 

$30 

$62 

$46 

$84 

$106 

$188 

$200 

$213 

$7 

S7 

S6 

$43 

$74 

$57 

$96 

In summary, the policies discussed pose inherent challenges in determining how to balance priorities. By shedding light on our 

high-level process taken to evaluate DSM, we hope to inform the regulatory stakeholders of the rigorous and thoughtful application 

of the parameters in presenting this proposal. We believe this plan meets regulatory requirements, balances priorities and drives 

towards the best outcomes for customers. We're open to working with stakeholders to dynamically optimize the DSM potential 

study and IRP process to balance our customers' needs and the State of Missouri's priorities. 
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We're also interested in collaborating with stakeholders to develop a DSM Potential Study that helps create iealistic scenarios for 

mooting the resourco needs as described in the IRP. We propose the following timing for futuro ongagornent: 

Early 2019 - Stakeholder enqagomont in DSM Potontifil Study scopo 

Mid 2020. DSM Potential Study finished 

April 2021 . Filing of KCP&L-MO and KCP&L-GMO tflennial IRP 

July 1, 2021 . riling of KCP&L -lv\O and KCP&L-GMO notice around intention to invest in DSM 

Fall 2021 . Filing of MEEIA Cycle 4 aligned with I11P results 

April 1, 2022 - Ruling on amended plan from the Commission 

5.2 Focusing on Long-Lived Measures 
Vl/e recounize tho Commission's strong mterest in utilizing DSM to reduce the overall system electric demand at peak periods. 

Finding DSM solutions that can also sustain that peak dernand reduction over a longer period is a cost"tiffoctive way to help meet 

that end. Our ME[IA Cycle 3 plan takes a robust approach on driving demand savings from measures with lives greater than 

10 yems, with more than 97 porcent of projected savings meeting that standard (see Figure 5.fll. lho measures with long liw~s 

that have the most impact on the demand reduction mo HVAC, industrial processes and other custom typo rneasurns. With the 

a!1nnment of the earnings opportunity (EO) buckets to focus on these measures, we're working to drive msults that are beneficial lo 

a!! customers ovor t!m long run. 

FIGURE 5.5: KCP&l-MO & KCP&L-GMO. DEMAND IMPACT OF LONG LIFE MEASURES 

Enmuy Saving Products 100% 100% 99% 99% 09% 99% 

Healing, Cooling & Weatherizotion 96% 96% 96% 96% H6'-'/o 96% 

Residential Oemm1d Response gg"/o 98% 96% 97% 97% 96% 

Business Snmrt Thermostat 100'% ·100% 100% HID% "100% 100'% 

Business Process Efficiency 100% 100% 100% 100%, !00% 100% 

Business Custom 100% 100% WO% 100% 100% 100% 

Business Stm1dmd 88% B7% 88% 90% 91% 91% 
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5.3 Flexibility in Progran1s During Cycle 
While the MEE!A Cycle 3 prograrns are three years long, with the exception of IEMF, they still benefit frorn a measure of flexibility to 

adapt to market changes. We propose the following avenues to provide the best flexibility for future success: 

Continuing the 11-step change process outlined in the program in Appendix 8.1. 

• Continuing the MEEIA rules associated with modifying or discontinuing a program 

» MEEIA 4 CSR 240-20.094 (5) & (6) shall apply if modifications are required during any period over the life of the program. 

• Proposing a new and streamlined approval process for implementing pilot programs 

The process reflects a hybrid between the MEEIA rule for pilot prograrl1S and the 11-step process, with the 11 steps plus 

an approval from the Co111rr1ission for a tariff sheet. 

We'll screen, research, evaluate and prioritize ideas for potential inclusion in the Research and Pilot program. 

)) Pilot programs will be evaluated on a variety of parameters, including: energy savings potential, cost of savings, customer 

interest, market dynamics, development feasibility, ability to be brought to market and longevity of the offering. 

i, We'll report on analysis and next steps for concepts at quarterly DSM Advisory Group meetings. 

J> Upon selection of a concept, we'll develop parameters for a pilot program and create a program description outlining the 

offering, objective, target segrr1ent(s) and need that the offering serves along with anticipated budget, goal(s) 

and participants. 

)) We'll offer to hold a meeting with interested stakeholders to discuss any new pilots that at least 30 days prior to deployment. 

)) Pilot programs serving 500 participants or less, or that have a program budget of $500,000 or less, are eligible for this process. 

5.4 Ongoing Stakeholder Engagement 
To keep communication open during the MEEIA cycle, we propose a simplified reporting process to keep stakeholders informed of 

progress and structure meetings around clear objectives. 

The stakeholder group will provide program guidance and meet three times a year. 

)> During the prograrYl year wrap-up, they'll review the annual report detailing results from the previous year, including 

actual savings achieved, dollars spent and cost benefits. 

)) During the mid-program year status meeting, they'll review year-to-date results and any mid-year adjustments to the 

operating and marketing plans. They'll also develop any new technologies and programs to consider for the next 

operating year plan. 

)) During the next program year operating p!an meeting, they'll review proposed operatinQ plan adjustments for the 

coming year including technology changes, incentive changes, target marketing, administrative adjustments and 

program adjustments. 

An Annual Report will provide the commission with information about achievements, energy and demand savings, actual 

programs costs and evaluation reports. 

The introduction of the Missouri Energy Efficiency Advisory Collaborative (MEEAC) in the 2017 round of MEEIA rules updates 

will also enhance the ongoing communication among stakeholders around the needs of interested parties and changes in the 

marketr.ilace. To date, we've participated in multiple working groups to facilitate discussions on EM&V, !ow income programs 

and DSM financing tools. 
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5.5 EM&V Plan 
An important component of a successful DSM program portfolio is the continual review of the process, procedures, satisfaction 

and effectiveness of the efforts and investments. We propose investing five percent of the total budget to EM&V activities, totaling 

nearly $4.8 million for the combined jurisdictions over three years. We'll follow very similar protocols as previous cycles, with a few 

enhancements: 

Streamlining the EM&V draft periods to help contra! costs for reviews 

>) Consolidate review periods from three to two 

Compress the time schedule from period end date to first draft from 120 to 30 days 

Clarifying the finalization process to final net savings for every program year for EO calculation 

>> Results from EM&V will be final every year including net to gross and realization rate for each program 

Delivering more real-time results to increase awareness of progress 

)) Fast feedback surveys to give quicker customer insight 

» Quicker impact evaluations based on automated meter interface interval usage data 

Appendix 8.4 offers additional details of the proposed EM&V plan and timing. 

5.6 Opt-Out Mitigation 
Opt-out mitigation is a vital factor in ensuring DSIM rate stability, portfolio goal attainment and overall customer satisfaction 

with MEEIA programs. It's imperative to develop a strong value proposition for large single site industrial and multi-site large 

commercial customers that links energy solutions with business solutions through a seamless, transparent and cost-effective 

customer experience. 

The op-out percentages as of 2017 are 18.3 percent for KCP&L-MO and 26.6 percent for KCP&L-GMO, for customers that meet 

eligibility criteria for opting out. Most opt-outs fall under the 4 CSR 240.094(7)(A)1. provision - industrial single site customers with 

an annual load of 5 MW or greater. Based on annual kWh consumption, these customers represent the largest potential individual 

contributors to MEEIA. However, these customers also carry the largest financial burden as DSIM rates are charged based on 

monthly kWh consumption, Providing this customer segment with a more aligned rate mechanism - reflecting participation within 

their rate class and an incentive mechanism that balances costs and benefits - is integral !n ensuring they receive near-term and 

long-term benefits from MEEIA. 

We've been proactive in using large customer surveying and other outreach efforts to better understand participation barriers and 

potential solutions. Common barriers identified include DSJM costs, rebate levels, ease of program use, and supporting technical 

and financial resources. \JVe've vvorked to better engage customers through prior programs such as Strategic Energy Management. 

We've also introduced incentive and delivery n1odifications in parallel with a more proactive costs management strategy to lower 

DSIM costs. While we've seen continued interest from large customers wanting to opt-out evidenced by an uptick in requests in the 

2018 opt-out period, we expect to keep working with these customers to find the best solution to help drive efficiency savings in 

their buildings and facilities. 
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6.0 Collaborative Process to Approval 

KCP&L acknowledges the amount of detailed work that accompanies the approval process. With that in mind, WH propose a series 

of technical confu1ences and a procedural schedule to help drive towards approval and implementation on April 1, 2019, with goal of 

ensuring DSM continuity. 

6.1 Technical Conference Schedule 
\Nn cond1Jctod pre-t1?chnic,1! conferences with stakoho!ders on May 24, 2018 in person and September 6, 2018 via webi1rnr to 

provide an overview of our filing. Building on this high-h:::ivel b.:1ckground - and ongoing discussions after filing - should provide 

a positive path forward to npprovaL We propose an ove1view meeting and four technical conferences over an array of topics of 

likely interest to stakeholders in the app1oval process. While we are l!exible on topics, number of discussions and exact dates, 

\VO are prepared for regular discussions via conference call, webinar and/or in person to facilitate the approval process and overall 

understanding of our filing. As we've filed the cornb!nation of KCP&L-MO and KCP&L-GMO together, we propose cornbined 

discussions in theso technical conferences. 

FIGURE 6.1: PROPOSED TECHNICAL CONFERENCE SCHEDULE 

12/10/2018 

12/18/2018 

117/2019 

1/14/2019 

1/21/2019 

1 

MEEIA 3 Plan Overview meeting 

: Overview• Exec Summary of Filing 

• Fbrtfotio Targets 

• DSIM 
, Changes proposed for this cyc!e 

i Program Details• Residential Programs 

• Income-Eligible Programs 

Technical Conforenco f# 1 

; Marketing Strategy 

i Program Details• Business Programs 
• Demand RosJX)nse - (including thermostat) 

Overall Transition Plan - Business Programs 

Technical Conference #2 

TRM Details. Sources 

• Net to Gross Assumptions 

• Baselines and Deemed Savings 

i Avoided Cost Assumptions 

i Technical Conference #3 

Recovery Mechanism 
• Throughput Disincentive Lost Margin Recovery 

• Earnings Opportunity 

· Seltlemont Conference 

Additional Topics as needed 
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6.2 Stakeholder Access to Information 
VVe will provide work papers associated vvith the proposed MEEIA 3 filing in supplementary attachments to provide additional detail. 

Per MEEIA rules, these are native files with links intact. 

Appendices include: 

0 8.1 Program Ta riff Sheets 

8.2 Detailed Program Descriptions 

8.3 Technical Resource Manual 

8.4 Detailed EM&V Plan 

8.5 2017 DSM Potential Study conducted by Applied Energy Group (AEG) 

8.6 Measure Incentive Ranges 

8.7 Earnings Opportunity Matrix 

8_8 Customer Research 

8.9 Financing Research 

• 8.10 DSIM Tariff Sheets 

8, 11 Additional Integrated Resource Plan Results 

0 8.12 Witness Details 

Work papers will include: 

• 2016 KCP&L-MO and KCP&L-GMO Final Evaluation, Measurement & Verification Report 

• DSMore Batch Tool and Template File 

Portfolio Analysis Tool Spreadsheets 

6.3 Key Factors and Company Positions for Approval 
BUSINESS HISK IMPACT 

The utility incentive related to the DSlM is intended to put the utility's earnings ability on a level playing field with generation supply 

resources. It's not intended as a windfall profit to the utility, but a stabilizing factor to allow for growth in DSM applications that will 

bonefit all stakeholders. 

If the current DSIM recovery mechanism is modified to preclude current rncognition of TD revenues by making it subject to 

retroactive determination, or if the earnings opportunity does not put the utility's earnings ability on a level playing field with 

generation supply resources, this would exacerbate regulatory lag and discourage potential investors - leading to a discount on our 

stock price and an increase in the cost of equity capital. 

In addition, rating agencies consider many quantitative and qualitative factors when reviewing a company's credit ratings. If the 

DSIM recovery mechanism does not balance the risk of both customers and KCP&L, the agencies may perceive this as a regulatory 

environment that is less than supportive to the utility. In Moody's Investors Service rating methodology, as much as half of the 

weighting is based on the qualitative analysis of the company's regulatoiy framework and ability to recover costs and earn returns. 

Their view of relative credit supportiveness considers the prevalence of automatic cost recovery provisions and reduced regulatory 

lag. Standard & Poor's rating methodology also relies on qualitative analysis of the regulatory environment that includes an 

assessment of the company's ability to recover all operating and capital cost in full and the timeliness of cost recovery to avoid cash 

flow volatility. 
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UTILITY INCENTIVES ALIGNMENT & POLICY CONTEXT 

The Policy Goal of MEEIA is as follows: 

To encourage more efficient energy use and cost-effective demand-side prograrr1s with a goal of achieving all cost

effective 

demand-side savings; 

0 To value demand-side investments equal to traditional investments in supply and delivery infrastructure and allow recovery 

of all reasonable and prudent costs of delivering cost-effective demand-side programs and, in support of those goals, the 

Commission shall: 

Provide timely cost recovery for utilities; 

>> Ensure that utility financial incentives are aligned with helping customers use energy more efficiently and in a manner 

that sustains or enhances utility custorners' incentives to use energy more efficiently; and 

Provide timely earnings opportunities associated with cost-effective, measurable and verifiable efficiency savings. 

Our requested DSIM includes a request of recovery of estimated prograrn costs, a portion of TD and any earned earnings 

opportunity based on EM&V results. The recovery of TD proposed will help mitigate the negative financial impacts currently 

present for utility investment in demand response (DR) and energy efficiency {EE) programs. The TD represents the financial 

disincentive posed on the utility tor each kWh saved as a result of successful implementation of EE and helps ensure that we are 

kept whole and not financially harmed or dis-incentivized from promoting EE. 

However, absent a DSIM that addresses and mitigates the financial TD that exists, we will be unable to continue the current 

level of DR and EE programs or increase the level of funding for these programs. In addition, jf the TD is subject to retrospective 

recalculation, we will not be able to currently recognize the TD revenues - resulting in a negative impact on our earnings until 

the final amount of TD is determined. As a result, it is essential that the TD be based on deemed savings and benefits in order to 

objectively determine in the period in which it is calculated. 

In this filing, we have demonstrated these programs meet the cost~effectiveness test and have been shown to be less costly to 

customers than the alternative of no programs, and unmitigated peak demand and energy usage. The untapped potential for our 

demand-side prograrns exists because it's never easy to get customers to pay more today to SEJVO cm even greater amount later. 

This is true even under the best economic conditions and has always been the major impediment to sustainable, aggressive, cost

effective, DR and EE program implementation. 

6.4 Achievable Time Schedule 
We propose an achievable timeline to allow for continuation of programs, maintaining customer momentum onU allowing for 

ongoing synchronization of programs between our Missouri jurisdictions. The timeline is somewhat compressed from the MEEIA 

rule of 120 days from filing to Con-imission order. As mentioned above though, KCP&L has been meeting with stakeholders to 

preview the MEEIA plan multiple times over the last 3-6 months to gain feedback including specific additional discussions and 

work in the last month to address the IRP-MEEIA interaction. 
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FIGURE 6.2: PROPOSED Tl MELINE 
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7.0 UEEIA RULES REOUIREMENTS 

7.0 MEEIA Rules Requirements 

7. ·1 MEEIA Rules Filing Requirements 

FIGURE 7.1: MEEIA RULES FILING REllUIREMENTS 

Rule# Report Section Expert Witness 

4 CSR 240-20.093 

2 A Application to establish, continue or modify a DSIM 

A 1·2 Notice provided to customers describing proposed DSIM and example customer bill Section 3 File 

AJ-10 Complete description of proposed OSIM Section 4 Foltz 

8 A EM&V budget shall not exceed 5% Appendix 8.4 File 

9 A,8 Demand-Side Program Annual Report Nelson 

10 A Submission of surveillance report Foltz 

14 Variances Section 7.2 Rush 

4 CSR 240-20.094 

2 A Progress towards goal of all cost-effective demand-side savings Section 2.3 Nelson 

3 A, B Utility Market Potential Studies Appendix 8.5 Nelson 

4 Applications for Approval of Electric Utility Demand-Side Programs or Portfolio 

A Hold DSMAG Meetings for input Section 5 File 

B 
Description of process to determine Technical, Economic, Market Potential for 20-

Appendix 8.5 Nelson 
year horizon 

Appendix 8.2 Nelson 

C Cost-effectiveness for each DSM program and total for all programs 

Appendix 8. 11 Nelson/Crawford 

D 1·17 Program write-ups and program plans Appendix 8.2 File 

Demonstration and explanation of how DSM programs are expected to achieve all Section 2.2.1 
File/Nelson E 

cost-effective DSM savings Appendix 8.5 

Identity DSM Programs supported by other utilities (electric or gas) 
Section 2.4 

File F Appendix 8.2 

G 
Designation of Program Pilots - include questions that pilot is expected to address, 

Section 3 File 
proposed geography, duration, etc. 

Existing DSM program with tariff sheets in effect prior to the effective date of this 

rule shall be included in the initial application for approval of demand-side programs Section 8.1 
Rush H 

if the utility intends for unrecovered and/or new costs related to the existing de- Section 8.10 

mand-side program be included in the DSIM (Rule effective 10-29-17) 

Tariff Sheets associated with DSM filing 
Section 8.1 

Rush L Section 8.10 

11 Variances Section 7.2 Rush 
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7.0 t·,lffl1\ RULES RfOUIRfMENTS 

7.2 MEEIA Rules Variance Requests 

TIIIHJIJGIIPUT DISINCENTIVE {TIJ)·BELATEIJ V/llllANCES 

1. Variances related to the incentive to be implemented and based on prospective analysis rather than achieved performance 

verified by EM&V. the proposed utilization of a TRM for purposes of calculating TD: 20.09211 IIHH);20.09211 )IM); 20.09211 IIR); 

20 093121111 20.0931211113; 20 0921111N) 

2. Variances related allowing adjustments to DSIM rates for the TD DSIM utility incentive revenue requirement as well as the 

DSIM cost recovery: 20.093141; 20.09314)ICI 

3. Variances related to "revenue requirement" where the TD is excluded from the cost recovery revenue requirement: 

20.09211 )101; 20.09211 )IUU); 20.09211 )IP); 20.09211 )IR); 0.093l2IIJ); 20.09211 )IF) 

While the above request for variance appears lengthy, the primary reason is the MEEIA statute's lack of inclusion or consideration of 

the TD, a mechanism historically recognized by MEEIA rules promulgated by the Commission and MEEIA stakeholders in prior MEEIA 

filing via Stipulation & Agreernents. The TD is not viewed as an "Incentive" or return for the investrnent in energy efficiency and 

demand response. Instead, the TD represents a real financial loss experienced by the company or a "disincentive" to promote DSM, 

since every kWh reduced in sales results in financial harm to the company or reduction in sa!es revenue. 

Therefore, good cause exists for TD recovery to ensure alignment of the utility's financial incentives with helping customers use 

energy more efficiently and in a manner that sustains or enhances utility customers' incentives to use energy more efficiently as 

outlined in the MEEIA Statute (Section 393.1075 RSMo 2014). Furthermore, reliance on EM&V for retrospective recovery for purposes 

of calculating the TD heightens recovery risk and does not value demand-side and supply-side resources equally. 

OTIIEI\ VABI/\NCl'S 

4. Variances related to allowing flexibility in setting the incentives and changing measures within a program: 14.030 

Good cause exists for this variance request due to the substantial marketing and promotion required to gain "at-will" participation in 

DSM programs. Chapter 14 rules were not promulgated in a manner supportive of MEEIA implementation. The DSlM filing establishes 

the parameters of marketing DSM products and seNices. Therefore, the Comn1ission's approval of the plan and genera! MEEIA 

oversight, including required prudence review, are the most appropriate means for the regulation of MEE IA-related utility marketing 

and promotion. Accordingly, we seek a variance from the Commission's promotional practices rules. 

5. Variance for 4 CSR 240·20.09211 )IC) 

Avoided cost or avoided utility cost means the cost savings obtained by substituting demand-side programs for existing and new 

supply-side resources. Avoided costs include avoided utility costs resulting from demand-side programs' energy savings and demand 

savings associated with generation, transmission and distribution facilities~ including avoided probable environmental compliance 

costs. The utility shall use the IRP and risk analysis in its most recently aclopted preferred reso1m::A plrm to calculate avoided costs. 

While we have always interpreted this ru!e to mean the methodology for calculating avoided costs and therefore shared benefits 

would be consistent with the most recently filed IRP at the time of the MEEIA filing, out of an abundance of caution, this variance is 

being requested. Good cause exists for the request as it adds another layer of uncertainty that further discourages our company from 

its ability to support the state policy to value demand-side sources and supply resources equivalently. The Company may request other 

variances after the conclusion of the technical and settlement conferences. 
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