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@ Xcel Energy- 414 Nicollet al

Minneapolis, Minnesota 55401

May 31, 2019

—Via Electronic Filing—

Daniel P. Wolf

Executive Secretary

Minnesota Public Utilities Commission
121 7" Place East, Suite 350

St. Paul, MN 55101

RE: COMPLIANCE FILING
RESIDENTIAL ELECTRIC VEHICLE CHARGING TARIFF
DockET NoO. E002/M-15-111 AND E002/M-17-817

Dear Mr. Wolf:

Northern States Power Company, doing business as Xcel Energy, submits this filing
in compliance with the Minnesota Public Utilities Commission’s June 22, 2015
ORDER APPROVING TARIFFS AND REQUIRING FILINGS in Docket No. E002/M-15-
111, Orders dated October 26, 2017 and September 11, 2018 in Docket No. E002/M-
15-111, Order dated May 9, 2018 in Docket No. E002/M-17-817 and Order dated
February 1, 2019 in Docket No. E002/M-17-879. As specified by Otder point 8 in
the June 22, 2015 Order, Xcel Energy is to provide the following:

8. Annually, by June 1st, each utility must file an Electric Vehicle
Tariff Report in its electric vehicle tariff docket. Each utility must
include, on a per-quarter basis and in addition to the information

required by Minn. Stat. § 216B.1614, subd. 3(1) and (2), the

tollowing information in its reports:

a. The amount of energy sold in on- and off-peak periods,
if applicable;

b. A brief description of all development and promotional
activities and their costs;

c. The number of customers choosing the renewable-source
option;

d. The status of the communications costs tracker account,
if applicable; and

e. Copies of any EV promotional materials distributed to customers.
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In addition, Order point 2 of the Commission’s September 11, 2018 ORDER
ACCEPTING 2018 ANNUAL REPORTS AND ESTABLISHING REQUIREMENTS FOR NEXT
ANNUAL REPORTS required the Company to provide a breakdown of costs by
educational and outreach initiatives, including where possible, a separation of costs
used to promote the off peak charging tariff versus EV adoption in general.

Attachment A filed with this report provides a reference guide highlighting where all
required order points are discussed in the annual report.

We have electronically filed this document with the Commission, and copies have
been served on the parties on the attached service list.

If you have any questions regarding this filing, please contact Carl Cronin at
catl.cronin(@xcelenergy.com or (612) 215-4669.

Sincerely,

/s/

AMY A. LIBERKOWSKI
DIRECTOR, REGULATORY PRICING & ANALYSIS

Enclosure
cc:  Service List


mailto:carl.cronin@xcelenergy.com
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STATE OF MINNESOTA
BEFORE THE
MINNESOTA PUBLIC UTILITIES COMMISSION

Katie J. Sieben Chair

Dan Lipschultz Commissioner

Valerie Means Commissionet

Matthew Schuerger Commissioner

John A. Tuma Commissionet
IN THE MATTER OF NORTHERN STATES DockEeT Nos. E002/M-15-111
POWER COMPANY’S ANNUAL REPORT ON E002/M-17-817
RESIDENTIAL ELECTRIC VEHICLE (EV)
CHARGING TARIFF AND RESIDENTIAL EV ANNUAL REPORT
SERVICE PILOT

INTRODUCTION

Northern States Power Company, doing business as Xcel Energy, submits to the
Minnesota Public Utilities Commission this Annual Report regarding our Residential
Electric Vehicle (EV) Charging Tariff and Residential EV Service Pilot for the period
ending April 30, 2019. We submit this Report pursuant to the Commission’s Orders
dated June 22, 2015 and October 26, 2017 in Docket No. E002/M-15-111 and Otder
dated May 9, 2018 in Docket No. E002/M-17-817. We request the Commission
accept our 2019 Annual Report.

In its 2015 Order in Docket No. E002/M-15-111, the Commission required that each
utility file an Annual EV Tariff Report, including the following information on a per
quarter basis:

e the number of customers who have arranged to purchase electricity under the
tariff;

e the total amount of electricity sold under the tariff;

e the amount of energy sold in on- and off-peak periods, if applicable;

e 2 brief description of all development and promotional activities and their
costs;

e the number of customers choosing the renewable-source option;
e the status of the communications costs tracker account, if applicable; and
e copies of any EV promotional materials distributed to customers.
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Order point 2 of the Commission’s September 11, 2018 ORDER ACCEPTING 2018
ANNUAL REPORTS AND ESTABLISHING REQUIREMENTS FOR NEXT ANNUAL REPORTS
in Docket No. E002/M-15-111 required the Company to provide a breakdown of
costs by educational and outreach initiatives, including where possible, a separation of
costs used to promote the off peak charging tariff versus EV adoption in general.

Our Residential EV Service Pilot was launched in 2018 as an additional EV charging
option that leverages smart charging technology to lower initial costs of participating
in the dedicated EV Charging Rate. The pilot is designed to test the potential for cost
savings and customer experience improvements through a combination of new
equipment deployment and off-peak rate design.

Order point 8 in the Commission’s May 9, 2018 ORDER APPROVING PILOT
PROGRAM, GRANTING VARIANCE, AND REQUIRING ANNUAL REPORTS required the
Company to file an annual report on the pilot, including the following information:

e The number of participating customers and amount of electricity sold in the
program, reported on a monthly basis;

e 'Tracker balances;
e Analyses of customer cost savings;

e Lessons learned regarding customer experience and pilot performance under
Xcel’s safety and reliability standards;

e The number of customers choosing the bundled option;

e The costs and revenues associated with the bundled option;

e The types of electric vehicle supply equipment (EVSE) that are chosen by the
participants;

e The contractors’ estimated second-meter installation costs;

e The extent to which wireless connections impacted pilot participation;

e How often wireless connectivity issues prevented billing under the Pilot; and

e Analysis of the effectiveness of car-dealer incentives

Otder Point 9 in the Commission’s May 9, 2018 Order also required the Company to
include a plan to transition the pilot into a permanent EV Service option in this
Annual Report.

Order Point 12 in the Commission’s February 1, 2019 ORDER MAKING FINDINGS
AND REQUIRING FILINGS in Docket No. 17-879, the Commission required the
Company to file, as a part of this annual EV report, an EV promotional cost recovery
mechanism.
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For ease of reviewing this filing, the Company provides a compliance matrix as
Attachment A. This attachment lists the various order points mentioned above and
where the information required by each order point can be found in this annual
repott.

Included with this filling are the following attachments:

Attachment A
Attachment B
Attachment C
Attachment D

Compliance Matrix

EV Promotional Materials
Upfront Cost Savings Details
Bill Savings Calculation Details

ANNUAL REPORT
I. EV CHARGING RATE TARIFF

Our Residential EV Charging Service (EV Rate or EV Charging Rate) was launched
on August 1, 2015 as a voluntary option to provide residential customers an
incentive to charge their EVs during off-peak hours. This rate requires the
installation of a second meter at the customer’s premises and provides customers
with on-peak and off-peak electric rates for EV charging. This section provides the
annual report of required information related to the operations under this tariff.

A.  Customer Participation and Usage

Customers billed on the Residential EV Charging Rate and the corresponding energy
usage history by month is summarized below in Table 1.

Table 1
Total Customer Participation and Energy Usage'

Monthly KWH
Date Customers | On-Peak | Off-Peak Total
Oct-15 8 0 1,741 1,741
Nov-15 7 77 1,967 2,044
Dec-15 9 128 3,008 3,136
Jan-16 14 404 5,883 6,287

! Monthly information shown in Table 1 is based on general billing month indicator from our billing system.
This is consistent with the presentation of monthly participation and energy usage from previous reports.
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Table 2 below provides the EV Charging Rate customer counts by quarter (and for

the single month of April 2019).

Table 2

Total Customer Participation by Quarter’

Date Customers
Dec-15 9
Mar-16 17
Jun-16 32
Sep-16 46
Dec-16 64
Mar-17 94
Jun-17 112
Sep-17 139
Dec-17 157
Mar-18 201
Jun-18 232
Sep-18 261
Dec-18 325
Mar-19 418
Apr-19 446

The monthly average percentage of charging during the off-peak period (9:00 p.m. to
9:00 a.m., holidays and weekends), under the Residential EV Charging Rate, has
ranged from 90 to 94 percent for the last two years, with an average monthly off-

peak share of 93 percent.

B. Development and Promotional Activities

In the last year, the Company has made EV-related proposals in order to support
continued EV penetration in our service territory and develop greater options for our
customers. The proposals included a Fleet EV Service Pilot and a Public Charging
Pilot.> The Company has also proposed a Residential EV Subscription Service Pilot*
and a Residential Smart Charging Pilot (Charging Perks)’ since our last Annual Report,

and both pilots are pending regulatory review.

2 Customer count in Table 2 is based on calendar month at the end of each listed quarter.

3 Submitted in Docket No. E002/M-18-643.
4 Submitted in Docket No. E002/M-19-186

5 Submitted as a2 modification to our current CIP Plan in Docket No. E,G002/CIP-16-115
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Beyond the development of new EV-related offerings, the Company has continued its
educational campaigns about EVs. The Company’s EV-related educational efforts
span multiple communication channels including sponsorship of public events, digital
media, and dynamic communications. In general, digital outreach creates awareness
about Xcel Energy’s offerings and the EV market, and public events enable education
through an accessible format that addresses complex questions. Our education
campaigns supply useful information on the benefits of EV ownership and Xcel
Energy’s EV offerings to customers who are considering buying an EV or already
own an EV. In compliance with the Commission’s Order, copies of our EV
promotional materials distributed to customers are provided in Attachment B.

Industry outreach is also a key component of the Company’s promotional strategy for
EV resources. By engaging industry partners directly, the Company aims to enable a
positive customer experience by coordinating communications with two key groups:
auto dealers and electricians.

1. Public Events

The Company selects events strategically to engage relevant audiences. Xcel Energy
promoted our EV service options at nearly ten public events since our last compliance
filing. These included large-scale showcase events such as the Twin Cities Auto Show
in Minneapolis in March 2019 and local community gatherings such as Edina Open
Streets and White Bear Lake Marketfest in 2018. Xcel Energy also sponsored the first
ever dedicated Electric Vehicle Test Drive at the Twin Cities Auto Show. Teaming
up with the Company’s industry partners, White Bear L.ake Mitsubishi, Nissan,
Midwest EVOLVE, and Carsoup.com, the Xcel Energy Electric Test Drive provided
over 1,000 test drives to customers. Additionally, Xcel Energy participated in multiple
meetings and workshops with local stakeholders such as Drive Electric Minnesota and
Cities Charging Ahead.

2. Digital Media

The Company has developed a number of digital educational initiatives, including the
creation of short animated videos to introduce the benefits of electric vehicle options.
The 60-second videos can be found on YouTube®. We sought to drive engagement
through search engine marketing and social media posts directing customers to the
video and the Company’s online resources for EV information. The EV Rate

¢ https://www.youtube.com/watch?v=4F11rBTRvlw
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webpage on the Company’s website provides information about the EV charging rate,
equipment installation guidelines, and provides an online enrollment option
at: www.xcelenergy.com/EVElectricPricing.

Through our Xcel Energy ConnectBlog, the Company has provided timely, useful
information to inform the public on EV-related issues. The blog provides digestible
information in a familiar tone on topics including home and business energy
solutions, clean energy, and more. In December 2018, the blog featured a discussion
about the growth in EV model options and improvements in EV driving range,
recapped the various charging options offered by the Company, and increases in
public charging locations.” In September 2018, a post on the blog shared information
to refute common myths about EVs.® The Company promotes EV content in the
ConnectBlog through social media links. The Company also fields questions on EVs
directly from customers through a dedicated email address,
ElectricVehicles@xcelenergy.com.

3. EV Advisor Online Tool

New to Xcel Energy’s communications portfolio as of January 2019, the Company’s
EV Adpvisor tool fosters awareness and education of electric vehicles by providing
personalized recommendations for EV models and rate options that are a best fit.

The EV Advisor widget provides customers with recommendations, in the form of a
score, about how well they match certain EV options. The recommendations will be
based on answers provided by the customers to a series of lifestyle questions. Once
the scores are calculated, customers will be able to view the details behind their scores
in order to get a better understanding of why they are or are not a good candidate for
EVs.

Additionally, the EV Advisor will include content to educate consumers on EVs,
including information about:

e EVs available in the market;

e Environmental impact of EVs;

e Costs and benefits of EVs, including about fuel and maintenance costs;
e Available incentives for purchasing or driving an EV; and

7

https:/ /stories.xcelenergy.com/Clean%20Energv/Electric%20Vehicle%20R ecap%202018:%20Paving%20th
€%20R0ad%20Ahead
8 https://stories.xcelenergy.com/Clean%20Energv/Five%20Electric%20Car%20Myths%20Shattered
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e Rate recommendations.

After answering the questions in the EV Advisor, this content will be personalized to
the individual customet’s situations.

Xcel Energy will continue to enhance this current online resource as it expands its
service offerings with an easy customer experience. The EV Advisor can be found at:
www.xcelenergy.com/EV.

4. Auto Dealer Outreach

Sellers of electric vehicles are a key information resource for consumers to learn not
only about electric vehicles models, but also other aspects of the electric vehicle
experience, including charging options, rates, and renewable offerings. In 2019,
concurrent with the Twin Cities Auto Show, the Company partnered with Mitsubishi
and Nissan dealerships in the Twin Cities area to offer special incentives on the
purchase of EV and plug-in hybrid EV models to Xcel Energy customers. This
special incentive was advertised at the auto show, through dealer websites, and by
communications from sales personnel at the dealerships. As a result, we were able to
leverage the dealers as an additional source of information to encourage EV
purchases. This collaboration was the first of-its-kind for Mitsubishi, and our dealer
partner White Bear Lake Mitsubishi sold 43 units of the plug-in hybrid Outlander as a
part of this special incentive.

Xcel Energy is committed to maintaining strong relationships with dealers. Over the
last year, the Company has met with and established a community of over 75
dealerships to create the Xcel Energy EV Trade Partner Network. Partnering and
communicating with dealers is important to ensure that customers receive accurate
information about charging options and electric costs, and will continue to be a key
part of Xcel Energy’s EV initiatives.

5. Electrician Trade Allies and Trainings

Working in parallel with our auto dealer outreach strategy, we hosted an on-site
training for electricians who were interested in installing EV equipment and associated
components. The training included information about the EV market, Xcel Energy
rates and renewable programs, and specific metering standards and considerations.
On a rolling basis, this training content is also available online to electricians who are
interested in joining Xcel Energy’s EV Trade Partner Network but were unable to
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attend in person.” We have incorporated feedback from the electricians into customer
communications and will continue to work with these allies to streamline our service
offerings. Customers can now access the list of over 10 EV knowledgeable
electricians on the portion of the Company’s website dedicated to EV information."

C. Renewable Program Participation

As of March 2019, 38 customers were enrolled in Windsource along with the EV
Charging Rate. As of March 2019, no EV rate customers were enrolled in the
Company’s Renewable*Connect program.

D.  Electric Vehicle Program Cost Tracker

Costs associated with EV Rate education and outreach activities are recorded to a
tracker account that was established in 2015, of which $285,998 was attributed to the
EV Tracker account between May 1, 2018 and April 30, 2019. These costs support
the strategies described in the Development and Promotional Activities section above
including sponsorship and participation in community events, digital media and
videos, print materials, and other customer and industry communications.

Consistent with Minn. Stat. Section 216B.1614, subd. 2(2), the Company expanded
the message of educational initiatives to include general EV information, as well as
EV Rate specific information. Costs associated with this outreach were attributed to
the EV Tracker. As EV adoption increases, the Company will continue to tailor
messaging and educational efforts to provide relevant information about EVs through
appropriate channels.

In compliance with Order Point 2 of the Commission’s September 11, 2018 Order,
Table 3 below provides our promotional education and outreach costs, broken down
by major activities. In addition, we also separate general education and outreach costs
from costs related to our Residential EV Service Pilot.

9 https://www.xcelenergy.com/energy portfolio/innovation/electric vehicles/ev_trade partner resource center
10 https:/ /www.xcelenergy.com/energy portfolio/innovation/electric vehicles/charging your electric vehicle
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Table 3
EV Tracker Balance Costs — May 1, 2018 — April 30, 2019
Public Events $81,948
Digital Media $17,842
EV Advisor Online Tool $142,500
Collateral $5,853
Trade Allies (Dealers and Electricians) | $34,500
EV Setvice Pilot Education $3,355
Total $285,998

Costs that are added to the tracker are currently being deferred for future rate
recovery consideration.

II1. Residential EV Service Pilot

The Company’s Residential EV Service Pilot offers an opportunity for customers who
own or lease an EV to save upfront costs that are normally required to take service
under the EV Rate tariff. With EVSE that can provide billing quality data of on and
off peak charging, customers are able to avoid the high cost of having a second meter
on their premises. The pilot seeks opportunities for cost savings compared to the
Company’s current customer offerings and also seeks to improve the customer
experience while maintaining safe and reliable electric service. This offering is a key
teature of the Company’s broader activities related to transportation electrification.

A.  Customer Participation and Usage

As ordered by the Commission, participation in the Residential EV Service Pilot was
capped at 100 customers. From the launch of the pilot in August 2018, interest in
participation was strong with 81 applications submitted in the first two days.
Enrollment ultimately was closed in February 2019 after we received over 160
applications for participation. 100 of those applicants were accepted and 99 are
currently participating in the pilot. Table 4 below summarizes the number of
participating customers and amount of energy usage, by month, since the pilot launch.
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Table 4
Total Pilot Participation and Energy Usage
Monthly KWH Usage

Date'! | Customers | On-Peak | Off-Peak | Total
Oct-18 12 23 2,134 2,157
Nov-18 40 249 13,213 13,462
Dec-18 54 542 19,129 19,671
Jan-19 87 1,989 39,193 41,182
Feb-19 87 1,772 33,599 35,371
Mar-19 97 1,785 38,850 40,635
Apr-19 97" 977 32,423 33,400

Total 7,337 178,541 185,878

B. Residential EV Service Pilot Cost Tracker

In connection with Pilot operations, we have added $3,355 in costs to the EV Cost
Tracker authorized by the Commission. Of those costs, $2,455 are related to events
and collateral, and $900 are for our dealer referral incentive.

C.  Customer Cost Savings

1. Upfront Costs

One goal of the Residential EV Service Pilot is to study the program’s effectiveness in
reducing the upfront costs needed to participate in our EV Charging Rates. Our
current EV Charging Tariff requires the installation of a second meter and service.
The pilot does not, reducing the upfront costs of a second meter and second service
installation.

At the time of charging equipment installation, the contracted electrician installers
were asked to estimate the cost of premises wiring and other hardware that would be
necessary to participate in the traditional separately-metered EV Charging Rate. To
determine the upfront cost savings, these estimates were compared to the actual cost
of installation" for the Residential EV Service Pilot. Data from the electrician

11 Date represents billing month

12 Only 97 customers were invoiced in April 2019. Two customers did not have bills in April due to billing cycle timing
and one customer left the program since they moved out of our service territory. Additionally, some customers joined
the program prior to acquiring an EV, and therefore have had zero kWh usage for some months over the course of the
pilot.

13 Premises wiring, EVSE, and hardwiring
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estimates for the separately metered EV Charging service and actual costs to install
EVSE for the pilot were analyzed for each participant to understand what the typical
costs are for a given installation scenario, and identify upfront cost savings provided

by the pilot’s delivery model.

Average upfront cost savings are displayed at a comprehensive level for all 100 pilot
participants in Figure 1. Cost savings varied due to differences in installation scenario.
Some major differences included availability of an existing 240 volt dedicated circuit
needed to power the level 2 charger, installation in an attached or detached garage,
and the general location of the nearest supply panel in comparison to the charging
location. However, under each of these different types of scenarios, customers
experienced upfront cost savings in aggregate.

Figure 1
Upfront Costs Savings by Participant
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In all, the pilot saved participants $219,618 in upfront costs. The average savings per
customer was $2,196. It is important to note the distribution in the upfront cost
savings data. The upfront cost savings realized for each project is entirely determined
on the participants’ garage type (attached versus detached), panel location (basement
versus garage), and circuit pathway (trenching, furnished or unfurnished walls).

Attachment C provides figures showing the average estimated installation costs for
installations related to the standard EV Charging Rate and actual installation costs for
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the pilot, broken down by scenario. These figures highlight the variability in customer
costs savings based on specific installation parameters, but also that the Residential
EV Service Pilot can provide significant upfront cost savings to customers.

a. Outlier Installation Experiences

There are a handful of atypical situations shown in Figure 1. One installation showed
an estimated upfront cost savings of $6,664, over three times the average savings.
This home did not have an existing dedicated circuit to the installation site and did
not have a basement to run new conduit. The nearest supply panel to the installation
site was 100 feet away from the attached garage on the opposite side of the house.
These issues contributed to difficulty in setting up the home with a second meter for
the standard EV Charging Rate. The contractor was able to retrofit an existing circuit
pathway that allowed for installation of the EVSE equipment in a much simpler
alignment and for much lower install costs than would have been incurred under the

standard EV Charging Rate.

There also were two situations where installation of the EVSE for the Residential EV
Service pilot appears to be slightly more expensive (around $200 each) than the
installation of a second meter. Both scenarios were installations in detached garages,
where the separately metered option was impractical but estimated to be a lower cost
for electrical work on the customer’s side of the meter. For instance, for one location,
the nearest overhead utility service pole was over 300 feet away and across the street
trom the detached garage. Because of that distance, a new utility pole would most
likely need to be dropped behind the garage. Although the customer’s cost for
electrical work on the customet’s side of the meter would have been lowet, this
solution was impractical and would have resulted in significant expense on the utility’s
side of the meter. In these situations, the customer was comfortable with the expense
and opted to participate in the pilot."*

2. Electric Rate Savings

The Residential EV Service Pilot tariff offers time-of-use charging rates for
participating customers. As was shown in Table 4 above, approximately 96 percent of
customers’ charging occurred during off-peak times. Based on that usage profile, the
Company expects customers to see a fair level of savings compared to what they
would have been billed on the standard residential rate. Table 5 summarizes this

14 In some cases, based on assessments by contracted installers, applicants were recommended to instead set
up home charging via the EV Rate Service since the respective install costs were less than those identified for
participating in the pilot.
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savings expectation based the program-to-date level of off-peak charging and a wide
range of monthly kWh usage levels. Based on the assumption of 350 kWh of usage
per month and the current level of average off-peak charging, customers enrolled in
the pilot would save $9.76 per month or $117.12 per year. Attachment D contains
the calculation supporting this bill saving summary. The analysis in Table 5 excludes
the upfront cost of the charger and installation to facilitate an apples-to-apples cost
comparison of the tariffed pricing.

Table 5
Bill Savings of EV Charging on the EV Service Pilot Tariff

Monthly EV Usage Assumption
(kWh) 150 275 350 425 500

Monthly Bill of EV Charging on
the Standard Residential Tariff $19.80 $36.31  $46.23  $56.14  $66.04
Monthly Bill of EV Charging on

the EV Service Pilot Tariff $19.70  $30.18  $36.47  $42.76  $49.06

Bill Savings per Month " $0.10  $6.13 $9.76  $13.38  $16.98

Annual Savings Per Customer $1.20 §73.56 $117.12 $160.56 $203.76
D. Customer Experience and Pilot Performance Lessons Learned

1. Customer Experience

The Company solicited feedback concerning the pilot from customers via a post-
installation survey. This allowed for the immediate collection of customer feedback
when the experience was most top of mind for the participants. 63 of 100 Pilot
participants responded to the survey. The post-installation survey measured customer
satisfaction on a number of pilot elements, including education about the pilot, how
the pilot works, and quality of equipment installation. The learnings will inform our
customer communications on EV adoption, charging services, and rate options.

15> Assumes monthly service charge for Pre-Pay option. This represents costs that all customers pay. Bundled option
additional cost is for installation and EVSE equipment.



Ex. AA-D-41

a. Customer motivations for Pilot enrollment
As shown in Figure 2 below, our survey results revealed that customers participating
in the Residential EV Service Pilot were motivated by the costs savings they hoped to

realize, along with the opportunity for faster, more convenient charging.

Figure 2
Customer Motivations for Participating in the Pilot
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b. Online Enrollment Experience

Figure 3 below shows satisfaction scores related to online enrollment.'® The overall
“Ease of enrollment” was well received with a satisfaction score of 87 percent.
Although all elements of the online enrollment experience received positive scores
overall, the scores for certain aspects, including “Explanation of special electric rate
pricing,” “Communication from Xcel Energy,” and “Information about the charger
types,” reveal opportunities for improvement. These scores and related comments
show that some customers were confused by the TOU rate prices, charger types, and
had a desire for more communication from Xcel Energy.

16 Satisfaction score represents the percentage of customers who rated a factor as an eight or higher on a scale
from one to ten.
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Figure 3
Satisfaction with Online Enrollment
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For example, “Explanation of special electric rate pricing” with only a 59 percent
satisfaction score is one of the more notable improvement areas for future EV
services. This element of the pilot was a focal point in correspondence with
customers. Our general summary of direct customer feedback through the surveys
and follow-up phone and email conversations is that participants understood and
recognized the pricing signal, in that charging their electric vehicle during off-peak
hours is cheaper and provides benefit. However, confusion surrounded how the
pricing works, components of the rate and on-bill presentation, as well as what could
be expected for fuel savings and an overall payback timeframe.

Some participants developed their own calculations and assumptions for their electric
tueling scenario and rate participation, and sought accuracy confirmation from the
Company. Based on this experience, we believe that pilot participants as a group
likely have an interest in understanding more details on the costs and benefits of the
Company’s various rates. Moving forward from the pilot to a full scale offering, and
as the industry builds a deeper understanding of EV charging behavior, the Company
plans to leverage digital tools and more comprehensive energy consumption data in
order to provide customers with better data regarding the possible benefits they could
realize through different Company offerings and rates.
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In selecting their charging stations, pilot participants sought information from various
sources, including online market place reviews and Xcel Energy’s pilot website. The
sources of information customers used to select charging equipment are shown in
Figure 4 below.

Figure 4
Source of Information for Selecting a Charger during Enrollment
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Finally, we are continuing to work on improving the experience for our customers
who are exploring acquiring an EV. For example, the Company has deployed an EV
Advisor tool that helps customers understand their EV and rate options available to
them. The findings and data collected in this pilot will be layered into the tool to
better educate customers about charging in the home, rate options and benefits, to
provide them with accurate information that informs their choices.

c. Participation and Installation Timeline Experience

Participants received an application status notification after their enrollment was
accepted. 78 percent of respondents gave a score eight or higher on a scale from one
to ten that the information they received about their application status met their
expectations. The overall results of this score are shown in Figure 5 below.
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Figure 5
Timeliness of Pilot Acceptance Notification
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Throughout the six-month enrollment period, we received 164 online applications,
and ultimately enrolled 100 customers in the pilot. Although the pilot was limited to
100 participants, we accepted more than 100 applications because some applicants
withdrew before having any EVSE installed. Of the 64 applicants who withdrew their
applications, 19 did so based on advice from the installers that the existing EV Rate
Service was a better economic option for them. The other applicants who withdrew
did so for a variety of reasons, including because they (1) already had and were using a
level 2 charger, (2) decided their EV charging behavior did not warrant faster charging
with a level 2 charger, (3) perceived program costs as being too high, (4) were
ineligible,'” and (5) simply did not respond to the installer. 99 of the 100 customers
who were initially enrolled in the pilot are still participating at this time. The one
customer who no longer is enrolled moved out of our service territory and was
removed from the pilot at that time. In this case, the Company was able to efficiently
work with the customer to uninstall the equipment and return it to the Company’s
possession.

17 Reasons for a customer ineligibility included having participating in net-metering programs, residing in
mutli-family housing, and not having an EV.
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In regards to time of enrollment to time of install, we note that the Company was able
to decrease the average number of days from enrollment to installation of equipment
by 33 days, and the last wave of installs occurred on average within 23 days of
enrollment. This was due primarily to a clearing of the backlog from the first two
days of pilot launch. In addition, we were able to solve firmware issues that caused
some eatly delays in completing installations in the first wave.

The two installers used by the Company for the pilot both received high satisfaction
scores from respondents. Customer satisfaction scores related to installation are
shown in Figure 6 below. As the Company continues to administer this pilot and
bring forward future EV programs, the Company intends to continually measure and
improve customer satisfaction by working closely with industry partners and
contractofs.

Figure 6
Installation Satisfaction Scores
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d. Operational challenges

In connection with our assessment of pilot operations, we discovered that a particular
electric car model was not compliant with standard electrical connector standards for
electric vehicles in North America, and occasionally the vehicle would charge less than
expected after being plugged in for a full night. The Company worked with charging
equipment vendors to develop a workaround to this issue. Affected customers
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disengaged the TOU schedule from the charging equipment’s mobile application and,
instead, scheduled their charging through their vehicle’s interface. This workaround
has resolved the issue by bypassing a possible communication gap between the
charging equipment and vehicle. All participants who may be impacted have been
informed of this issue and the workaround.

2. Safety and Reliability

The Company conducted a request for proposal (RFP) process for charging
equipment that met detailed technical requirements necessary for maintaining safety,
reliability, and billing accuracy. Both vendors selected through the REFP process were
able to demonstrate documentation that their products were certified by UL, LL.C, a
global safety certification company. This listing is an industry standard that indicates
charging equipment has met specific and defined requirements of UL’s published and
nationally recognized safety standards. The vendors also implemented controls that
prevent energy consumption data tampering, ensuring proper data security and safety.
Prior to pilot launch, they both successfully integrated into a secure data transfer
process that enabled 15-minute interval energy usage data to be securely exchanged
from the vendor’s server to the Company’s billing system. Currently, once data files
trom the charging vendors are received by the Company, they are manually uploaded
into the billing system. As we move from pilot to scale, this process will be
automated and simplified in order to achieve efficient program administration.

All of the charging equipment deployed through the pilot was installed by the
program’s contract installers who complied with industry best practices and National
Electric Code Standards. For installations that required premises wiring with the
installation of a new 240 volt circuit, contract installers received permits when
required by local building codes.

The pilot relied on participant Wi-Fi networks for billing purposes. Upon installation,
charging equipment was set up and connected to the premises’ Wi-Fi by the contract
installers. Using customer Wi-Fi for billing purposes continues to appear to be a
reasonable option going forward. Only one customer had any notable difficulty, and
ultimately we were able to resolve that issue. That participant’s Wi-Fi network had a
firewall enabled that blocked the equipment vendor’s application from successfully
obtaining energy usage data for billing purposes. The equipment vendor’s customer
support was able to troubleshoot with the participant to resolve the issue so that
accurate billing data can be exchanged.

Additionally, on some occasions, low Wi-Fi strength at the charging location made it
difficult for contract installers to connect the equipment to the network, resulting in
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longer installation times. Moving forward, the Company will explore ways in which
Wi-Fi strength can be measured on-site during installation, as well as work with the
equipment vendors to proactively report on Wi-Fi readings to alleviate potential issues
that impact participation or inhibit program benefits.

In the event that the charging equipment is not connected to Wi-Fi or transmitting
energy usage data, both equipment vendors did commit to enabling their devices with
capacity for 90 days of data storage. This minimum requirement is currently being
confirmed through on-site product testing in the Company’s facilities. Results of this
testing will be conveyed at a later time.

3. Billing Accuracy

Through on-site product testing, both vendors’ charging equipment met the
requirement for metering data at an accuracy of plus or minus two percent, a standard
that is enforced by the Commission for traditional metering technology.

Although the data provided by the charging equipment is sufficiently accurate,
formatting the data so that it can be received by the Company and successfully
uploaded to the billing system required significant collaboration between the
Company and vendors. In some situations these issues initially resulted in delayed
billing. The issues were generally resolved in less than three weeks from when they
were identified.

The pilot also uncovered charging equipment firmware issues that required
remediation and impacted the Company’s ability to retrieve energy usage data for
billing purposes. These firmware issues also resulted in billing delays and either slight
over or undercharging of customers since the issue inhibited accurate time-stamped
energy usage data transmittance. We encountered this firmware issue in late October
and early November 2018. It was remediated by the vendor in February 2019 with a
tirmware update over-the-air. We were able to recover the data from this period and
we are in process crediting customer accounts accordingly. For the 23 customers
impacted, this equates to nearly $114 in bill adjustments in total.

Moving forward, the Company will identify pathways to better assimilate data
formatting so that procedures are consistent and robust to ensure accurate and timely
billing for EV programs at scale. In the near-term, we can begin scaling with our
existing architecture as we have now successfully integrated with these two vendors
and have been able to deal with the handful of issues that have arisen. However, as
participation increases to 1,000+ units, and as we add equipment options, we will
need more automation, resources, and most likely a different solution. We also expect
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that when we identify a solution that enables easier upfront integration with the needs
listed above, we will be able to bring in additional vendors and partners that can bring
additional choice to customers.

4. EVSE Equipment Choice

The selected charging equipment vendors for the pilot are ChargePoint and
eMotorWerks. Initially, the Company purchased 50 home charging devices from each
vendor, totaling 100 units. Customers were able to choose their preferred vendor as
long as we still had units available. Customers chose the units from each vendor at
roughly the same rate, so we did not notice a strong preference for one type of
equipment over the other.

5. Effectiveness of Car-Dealer Incentives

The Company partnered with four dealerships to refer new EV buyers to the pilot
program. These dealerships agreed to and signed the referral incentive program
agreement, and their sales personnel underwent pilot-specific training in order to
propetly describe the program to their customers at the point-of-sale.'®

Overall, the point-of-sale experience was successful, and twelve participants were
referred to the pilot during their EV purchase by dealerships. One dealership in
particular demonstrated notable success accounting for two-thirds of the total
referrals.

Three of the twelve referrals came from dealers who were not participating in the
incentive program. These dealers were a part of the Company’s EV Trade Partner
Network. This experience suggests that dealers support this customer solution and
the Company’s EV services, and that the Company’s efforts to train dealer sales
personnel about electric transportation and utility EV programs are valuable to
customers.

The Company plans to enhance this element of the customer experience by bringing
additional advisory services to dealers, including tools that can help customers
calculate their savings from driving electric and choose the EV option that is right for

18 During the sales process, dealerships referred customers to the pilot and filled out an EV Service Pilot
Information Form. The dealerships made copies of these forms and sent them to the Company for
documentation. Upon enrolling in the pilot, customers were asked if a dealership referred them, and if so,
they were instructed to specify which dealership. This customer entry confirmed the referral. If a referred
customer participated in the pilot with a charger install, the dealership received a $100 incentive.
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their needs. We will also continue to forge new industry alliances while expanding
existing relationships. Through the pilot and other experiences we will continue to
measure and assess the viability of dealer incentives.

E. Bundled Option Statistics

Generally, participants in the EV Service Pilot preferred to pay for the charging
equipment and installation through a bundled monthly charge instead of the pre-
payment option. 73 participants chose to pay for the equipment through the bundled
monthly charge. Although a limited sample, this data indicates that customers prefer
a bundled approach for their EV services that reduces upfront cost barriers and
simplifies participation. Moving forward, the Company plans to incorporate this
teedback into its pilot and program designs and experiment with subscription and
bundled payment models to align with our customers’ preferences.

To date, the Company has incurred $77,119" in costs related to operating the pilot
tfor customers who chose the bundled option. Table 6 below shows costs broken
down by capital, operations and maintenance (O&M) costs, marketing and
communication costs, and research and development (R&D) costs. The marketing
and communications costs will be added to the EV Tracker Account.

Table 6
Bundled Option Costs
Capital Costs $67,529
O&M Costs $5,425
Marketing and Communications $2,449
R&D Costs® $1,716
Total Costs $77,119

During pilot operations, the Company brought in $6,010 in revenues from the
monthly service charge from customers who chose the bundled option. In addition,
we brought in $6,787 in revenues from energy usage charges.

F.  Pre-Pay Option Statistics

As noted above, customers preferred the bundled option to pay for the EVSE over
the pre-pay option. Only 27 customers chose to pre-pay for the EVSE at installation.

19 To atrive at the split costs between the Bundled and Pre-pay options, the total costs were multiplied by the percentage
of customers who participated in each option.
20 Includes costs for equipment testing and installer training
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To date, the Company has incurred $28,523 in costs related to operating the pilot for
customers who chose the bundled option. Table 7 below shows costs broken down
by capital, O&M costs, marketing and communication costs, and R&D costs. The
marketing and communications costs will be added to the EV Tracker Account.

Table 7
Pre-Pay Option Costs
Capital Costs™! $24.977
O&M Costs $2,006
Marketing and Communications $906
R&D Costs $635
Total Costs $28,523

In addition to the pre-payment for installed charging equipment, during pilot
operations, the Company brought in $951 in revenues from the monthly service
charge from customers who chose the pre-pay option. In addition, we brought in
$2,232 in revenues from energy usage charges.

G. Plan to Transition from Pilot to Permanent Offering

In the May 9, 2018 Order approving our Residential EV Service Pilot, the
Commission ordered the Company to include in this Annual Report a plan to
transition the pilot to a permanent offering.

Based on the results of the pilot to date and the learnings discussed in this report, the
Company is in position to bring an expanded Residential EV Service offering forward.
We intend to bring forward a proposal to expand our Residential EV Service to more
customers in summer 2019,

III. Cost Recovery Mechanisms

Order Point 12 of the Commission’s February 1, 2019 Order in Docket No. 17-879
requires the Company to file an EV promotional cost recovery mechanism consistent
with Minn. Stat. § 216B.1614, subd. 2(c)(2). The Statute states that the Commission
may approve EV tariff as long as the tariff includes a mechanism to allow the
recovery of costs, including,

21 Capital costs included here as they were initially incurred by the Company. Customers under pre-pay
option have paid for all applicable capital costs at their enrollment and the Company will not include any of
these capital costs in rate base.
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costs to inform and educate customers abont the financial, energy conservation, and
environmental benefits of electric vehicles and to publicly advertise and promote participation
in the customer-optional tariff.

The Company’s approved Residential EV Service tariff notes that these costs are
being deferred in a tracker account, but we have yet to present a recovery mechanism
for these costs.

In the February 1, 2019 Order, the Commission acknowledged that the Statute allows
for utilities to recover the cost of education efforts beyond just encouraging
enrollment in an EV tariff. The Commission also stated that utilities are “uniquely
situated” to provide education to the public about EV adoption benefits.*

In light of the important role the Commission sees utilities playing in educating the
public, the Company intends to seek recovery of our EV promotional costs in our
next general electric rate case.

CONCLUSION

We respectfully request the Commission accept this 2019 Annual Report in
compliance with its June 22, 2015, October 26, 2017, and September 11, 2018 Orders
in this Docket.

Dated: May 31, 2019

Northern States Power Company

22 See Page 6 of the Order
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Docket Reference in Annual
No. Order Date Order Point Requirement Report
15-111 | June 22,2015 | Annually, by June 1st, each utility must file an Subd.3 (1) — Customers
Electric Vehicle Tariff Report in its electric vehicle on Tariff & Electricity
tariff docket. Each utility must include, on a per- Sold on Tariff — Tables 1
quarter basis and in addition to the information and 2
required by Minn. Stat. § 216B.1614, subd. 3(1) and
(2), the following information in its reports:
a. The amount of energy sold in on- and off-peak | a: Table 1
periods, if applicable; b: Activities — Section 1.B
b. A brief description of all development and Costs — Section I.D
promotional activities and their costs; c: Section 1.C
c. The number of customers choosing the d: Section I.D
renewable-source option; e: Attachment C
d. The status of the communications costs tracker
account, if applicable;
e. Copies of any EV promotional materials
distributed to customers.
15-111 | October 26, Xcel shall file in next year’s annual report a Filed with 2018 Annual
2017 compliance report with correction of data anomalies | Report — Submitted June
within 30 days and an assessment of current and 1, 2019
forecasted EV penetration in Xcel’s service territory,
including an analysis of current and forecasted tariffs
in use and charging practices.
15-111 | September 11, | 2. Required the utilities, in subsequent reports, to Attachment B
2018 provide a breakdown of costs by educational and
outreach initiatives, including, where possible, a
separation of costs used to promote the off peak
charging tariff versus EV adoption in general.
17-817 | May 9, 2018 8. Beginning in 2019, Xcel shall file, by June 1, an

annual report on the pilot, including at a minimum:

a. the number of participating customers and
amount of electricity sold in the program,
reported on a monthly basis;

b. tracker balances;

c. analyses of customer cost savings;

d. lessons learned regarding customer experience
and pilot performance under Xcel’s safety
and reliability standards;

e. the number of customers choosing the bundled
option;

f. the costs and revenues associated with the
bundled option;

g. the number of customers choosing the pre-pay
option;

h. the costs and revenues associated with the pre-
pay option;

8a. Section I1.A

8b. Section I1.B

8c. Section I1.C,
Attachment D

8d. Sections 11.D.1 and
11.D.2

8e. Section ILE

8f. Section IL.LE
8g. Section IL.F

8h. Section II.F
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Docket Reference in Annual
No. Order Date Order Point Requirement Report
1. the types of EVSE equipment that are chosen 8i. Section 11.D.4
by the participants;
j. the contractors’ estimated second-meter §j. Section I1.C
installation costs;
k. the extent to which wireless connections 8k. Section I1.D.2
impacted pilot participation;
1. how often wireless connectivity issues prevented | 8l. Section I11.D.2
billing under the pilot; and
m. analysis of the effectiveness of car-dealer 8m. Section I11.D.5
incentives.
9. Xcel shall, in its June 1, 2019 annual report, 9. Section 11.G
include a plan to transition the pilot into a
permanent program.
17-879 | February 1, 12. Minnesota Power, Otter Tail Power, and Xcel Section 111
2019 Energy shall file EV promotional cost recovery

mechanisms consistent with Minn. Stat. §
216B.1614, subd. 2(c)(2), and the Commission’s
above Findings in this docket, as part of their annual
EV reports filed June 1, 2019.
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More than a new way to drive,
a better way to drive

With the growth of clean energy, the future of sustainable living is
becoming a reality in your home, at businesses and now on the road.
Fueling your car with electricity can be a fresh approach to driving, and
Xcel Energy supports your electric vehicle (EV) goals by offering low-cost
pricing and renewable energy options.

You're in the driver’s seat, and we want to empower you with the
information you need to drive electric.

9 ‘@ station 7

Cnaxgwn

xcelenergy.com/EV | 3



There's an EV that's right for you

When shopping for an EV, there are two main categories of plug-in electric
vehicles to consider: plug-in hybrid electric vehicles (PHEVs) or all-electric
vehicles, which are also known as battery electric vehicles (BEVs).

Plug-In EVs

oY il

All-Electric EV Plug-in Hybrid EV

A battery-electric vehicle is a pure EV A plug-in hybrid can operate on

that is powered solely by electricity. electric battery power as well as on
When the battery depletes it is gasoline. When the battery depletes,
recharged using electricity, from a the gas-powered engine turns on.

Level 1, 2, or 3 charger.

4 | xcelenergy.com/EV
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Top three reasons to drive electric

Your options keep growing
¢ \With manufacturers making more EV and hybrid models, you have a wider
selection which helps create more competitive pricing.

e Public charging options are increasing in retail locations, town centers and
freeway corridors.

e EV drivers will tell you they are smooth shifting, quiet and offer an invigorating
driving experience.

A clean break for our environment
e Fueling your car with electricity can reduce emissions to about one-third of
conventional vehicles.*

¢ \When you add renewable energy or enroll in one of Xcel Energy’s renewable
energy programs, you can drive with 100-percent clean energy.

12,000
10,000
8,000

6,000

4,000 “

All electric vehicles Conventional car
on U.S. grid

Carbon dioxide equivalent, in Ibs

* National averages as reported at www.afdc.energy.gov/afdc/vehicles/electric_emissions.php.
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Cost savings that add up
e Federal tax credits, local vehicle incentives and a growing inventory
of used vehicles help make EVs more affordable.

¢ Reduced maintenance costs for EVs saves you money on oil
changes, tune-ups and other standard maintenance.

¢ \With our low, off-peak prices, driving electric equates to spending
about $1 per gallon of gasoline.

Compare costs

N, B
regular [ Z1 1)
gasoline O
41
electric [ [
eGallon °

Department of Energy www.energy.gov/eGallon

The eGallon price is calculated using the most recently available state by state residential electricity
prices. The state gasoline price above is either the statewide average retail price or a multi-state
regional average price reported by EIA.

«2J1k==,

xcelenergy.com/EV | 7
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Getting charged up

For charging at home, Level 1 and 2 chargers are common household
options that offer various charging speeds to accommodate your
lifestyle and vehicle type. Level 3 fast charging stations are typically
used for public charging, which are commonly accessible near retail or
city center locations.

Level 1 Charger
e 120-volt cord plugs into the wall
e Dedicated circuit recommended
5 e Can provide around 40 miles of range after
w charging overnight’

Level 2 Charger
e Requires 208/240-volt service
e An electrician is required to set up electrical
""""" wiring for a new outlet or breaker — and

service panel upgrade if necessary
e Can provide 30-80 miles of range for every
hour of charging’

Level 3 DC Fast Charger

e Typically used for public charging

e Not for plug-in hybrids or certain battery-
electric vehicles

e Typically requires 480-volt service
e Can provide up to 40 miles of range for every
10 minutes of charging’

Home charging
made easy

Once you purchase an EV, there are
a few steps you can take to charge

your vehicle at home.

1. Determine your charging level

2. Select your pricing plan

3. Install your charging station

We have EV charging
plans to suit your lifestyle

When you become an EV owner, you may
pay more attention to electric prices — and
your energy usage — to get that extra
savings over gasoline. Choose from the
electric pricing plans we have available to
suit your lifestyle and charging needs.

To help you choose the best plan for,

visit xcelenergy.com/EVHomeCharging.

" Range depends on vehicle, speed, cargo weight
and other factors.

xcelenergy.com/EV | 9
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Fuel up with clean energy

Currently, more than a quarter of the energy you use comes from
renewable sources. If you're interested in 100-percent carbon free
driving, an easy way to feel good about reducing emissions is to fuel it
with clean wind energy through our Windsource® program.

Windsource subscriptions are available for a small additional premium.

We're here to help

Our energy advisors can answer questions and guide you to the right
pricing plan and charger installation options.

Visit xcelenergy.com/EV for more on EV electric pricing and
ways to get started. If you would like to speak to us about
pricing or installation, call 800.895.4999 or email us at
ElectricVehicles @xcelenergy.com.

xcelenergy.com/EV | 11
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Xcel Energy's affordable electric prices provide a significant

savings opportunity compared to gasoline for our electric
vehicle (EV) customers. We offer three different plans,
providing flexibility to charge at a time and price that's
convenient for you.

Standard Residential Pricing

Provides flexibility to charge anytime with the same price
during the day and at night.

e (One meter for home and vehicle electric use

10.582¢/kWh

9.032¢/kWh

On-Peak Oct- May Anytime Summer

(with riders, fuel (with riders, fuel
adjustments, etc. adjustments, etc.
~11¢/kWh*) ~12¢/kWh*)

*Prices are subject to resource and/or fuel adjustments, city fees and taxes where applicable.
Plans may change upon PUC approval.

For more information, visit xcelenergy.com/EV




Time of Day Pricing
Your off-peak plan (between 9 p.m. and 9 a.m. daily, plus
holidays and weekends) is less than half of the standard
residential prices, which is great for charging at night.

e One meter for home and vehicle electric use

¢ Monthly charge: $2 premium over standard plans

21.096¢/kwh
16.968¢/kwh

4.260¢/kwh

Off-Peak On-Peak On-Peak

Year Round:  Winter: Summer:
(with riders, fuel  (with riders, fuel  (with riders, fuel
adjustments, etc. adjustments, etc.  adjustments, etc.

~6¢/KWh*) ~19¢/kWh*) ~23¢/kWh*)

Ex. AA-D-41

Trial period: three months — If you're not satisfied, we'll recalculate
your bill at the standard pricing. There is a $20 charge to remove the

off-peak meter if you cancel.
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EV Pricing Plan

If you can charge your vehicle after 9 p.m., but can’t shift your
home energy to the evening hours, this is a great plan for
saving on your driving costs.

® Two meters: one for home and one for vehicle electric use

¢ Monthly charge: $4.95, plus the home service charges

21.096¢/kwh
16.968¢/kwh

4.260¢/kwh

Off-Peak On-Peak On-Peak

Year Round:  Winter: Summer:
(with riders, fuel  (with riders, fuel  (with riders, fuel
adjustments, etc.  adjustments, etc.  adjustments, etc.

~7¢/kWh*) ~19¢/kWh*) ~23¢/kWh*)

Customer must hire a licensed electrician to install a meter socket
— and potentially an additional breaker — to connect appliances
to the off-peak meter.
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Power your EV with renewable energy!
Windsource® for EVs*

Take your environmentally-friendly vehicle to the next level and
support renewable energy by purchasing Windsource to power it.

¢ \When you do, you're supporting:
— Lower vehicle fuel and operating costs
— Air quality and environmental improvements
because EVs produce lower greenhouse gas
and tailpipe emissions
— Affordable and domestic renewable energy production
that promotes electricity price stability

3 blocks
for about
2 blocks $3/month
for about
1 block $2/month
for about
$1/month

0-4,000 4,001-8,000 8,001-12,000
miles traveled miles traveled miles traveled
annually annually annually

*Windsource is sold in block of 100 kWh. The cost per block is $3.53/month, less a credit for fuel costs. In 2017, the
average fuel cost credit for a residential customer was $2.53, making the net charge for Windsource $1.00 per block.

For more information visit xcelenergy.com/Windsource.
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Electric Vehicle
Pricing Plan

Contractor Set-Up Guide




Contractor’s Set-Up Guide: Overview

Pricing Plan Summary

Our special EV Pricing plan makes it easy for electric vehicle owners to save on charging costs. Customers who participate will
get a reduced price for the electricity they use to charge their vehicle during off-peak hours (between 9:00 p.m. and 9:00 a.m. on
weekdays, or anytime on weekends and holidays).

Metering Monthly Off-Peak On-Peak
Set-Up Charge (9 p.m.-9 a.m., holidays & weekends) [ (9:00:01 a.m.—8:59:59 p.m., weekdays)
EV

Separate Meter ~ $4.95 $0.04260/kWh $0.16968/kWh (other months)
Pricing  for the EV Only $0.21096/kWh (June—Sept.)
Plan

*Prices apply to single phase — secondary voltage use only. Prices are subject to resource and/or fuel adjustments, city
fees and taxes where applicable. Prices may change upon PUC approval. Prices include the Variable Fuel Cost Charge.

ADA
=y

—

Main House House Service Panel
Meter
‘ > > N>
1%
(O )u(O)
Electric Vehicle Electric Vehicle
Meter Breaker

Customer enrollment process:

1. Customer calls Xcel Energy at 800.895.4999 so we can help determine which pricing plan will work best.

2. If a fast charger is being installed, customer contacts builders.call.line@xcelenergy.com to check the load increase.
3. Customer contacts an electrician for an estimate on the meter housing equipment installation.

4. When the meter housing is installed, inspected and energized, customer visits xcelenergy.com/EVElectricPricing and
completes the application form.

5. Customer sends the completed inspection document to builders.call.line@xcelenergy.com.
6. We'll visit the customer’s home and install an off-peak meter next to the existing meter.

7. Once the meter is installed the customer can start charging and saving.

Who provides what for the installation?

Xcel Energy provides: Customer installs:

o £V Billing Meter o Meter socket(s) (with a lever bypass)
¢ Conduit and wiring

e £V charger or dedicated wall outlet
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Service Connection Options

Quick Reference Guide for Service Connection:
1. Choose a service connection option.

2. Contact the Builder's Call Line at 800.628.2121 to schedule a line drop and reconnect. If there is a large load increase,
speak with a designer to determine if the service entrance conduit is still valid.

a. Duplex meter sockets require a simple disconnect and reconnect.

b. Overhead service requires a splice in the conductor past the weather head, which is made by Xcel Energy.
Customers need to provide an adequate length of wire to make this connection.

c. Underground service requires a connection in the wire below the meter sockets, in the same location that the
conduit entered the meter socket. Customers need to supply the junction and route conductor from the point of
delivery to the two individual meter sockets. The junction box requires a sealable hasp.

3. Customer visits xcelenergy.com/EVElectricPricing and completes the application form, and sends a completed
inspection form to the Builder's Call Line, builders.call.line@xcelenergy.com.

Service Connection Option 1:
Duplex Meter Socket, Underground or Overhead Service

DRAWING EV-10 Table of Responsibility
EV SERVICE METERING MN ONLY .
Drawing EV-10
Item material or Party to furnish, Party to
Duplex Underground/Overhead work description own and maintain install
Permits and Customer N/A
Duplex  Overhead Inspections
Metersocket ‘ Service Entrance Customer Customer
ik Conductor*
Underground Xcel Energy Xcel Energy
Service Lateral
Service Entrance Customer Customer
Conduit
g U g Duplex Meter Customer Customer
n f n Socket
Firm Underground [ gy Billing Meter Xcel Energy Xcel Energy
Panel
Service :::e Load Side Conduit/ Customer Customer
Panel Breaker Conductor/Panels

Point of Delivery:
e Point where Xcel Energy's facilities are first connected to the electric
facilities of the customer.

*The service entrance conductor refers to the conductor going through the mast between the line side of the
meter socket, through the weather head, and to the point of delivery.
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Service Connection Options

Service Connection Option 2:

Separate Socket, Overhead Service

DRAWING EV-20

OVERHEAD SERVICE

Point of attachment
See SC-10 for more
information \

Overhead Service

Conductor/Conduit

owned by customer Point of delivery

g T
L 0
Firm EV
: Panel
Service or
Panel Breaker
SEPARATE SOCKET OPTION
NOTES:
1. Riser conduit and d pplied and i lled by

2. Point of delivery in service loop.

Service Connection Option 3:

Table of Responsibility

Drawing EV-20

Party to furnish,
own and maintain

Party to
install

Item material or
work description

Permits and Inspections Customer N/A
Service Entrance Conductor® Customer Customer
Junction in Drip Loop Xcel Energy Xcel Energy
Self-Contained Meter Socket Customer Customer
Billing Meter Xcel Energy Xcel Energy
Load Side Conduit/ Customer Customer
Conductor/Panels
Point of Delivery:

e Overhead Service Residential — Point where Xcel Energy’s facilities are
first connected to the electric facilities of the customer.

 The junction is made in the drip loop between the conductor exiting the
weather head and the overhead service drop. The connection will be made
by Xcel Energy.

*The service entrance conductor refers to the conductor going through the mast between the line side of the
meter socket, through the weather head, and to the point of delivery.

Separate Socket, Underground Service

DRAWING EV-30

UNDERGROUND SERVICE
-Conduit/conductor

supplied/installed
by customer

Multi-tap connectors
supplied/installed
by customer

Wireway or Junction Box
(Customer supplied

and owned) “\-Sealable

Point of delivery
(Junction point/bussed
wireway supplied by customer)

Xcel owned conductor
Customer owned conduit

To Underground

NOTES:
1. Needto with Xcel b

2. Point of delivery in wireway, conductors after that point supplied by customer.

3. Junction point or bussed wi y supplied by

Table of Responsibility

Drawing EV-30

Party to furnish,
own and maintain

Party to
install

Item material or
work description

Permits and Inspections Customer N/A

Underground Service Lateral Xcel Energy Xcel Energy

Junction Box/ Customer Customer

Wire way
Point of Connection Customer Customer
Self-Contained Customer Customer
Meter Socket

Billing Meter Xcel Energy Xcel Energy

Load Side Conduit/ Customer Customer

Conductor/Panels
Point of Delivery:
¢ Underground Service Residential — Point where Xcel Energy's facilities are
first connected to the electric facilities of the customer.
¢ (Occurs inside wireway or junction box. Connection is made via connectors
supplied and installed by the customer.




Installation FAQs

Where do | install the meter socket and service box?

The second meter socket or duplex meter socket must be installed outside and grouped by the existing meter socket at a vertical
height of 4’6, measured from final grade to the center of the meter. The minimum horizontal dimensions of the platform shall
meet the National Electrical Code® requirements for working space, as specified under “Meter Clearances” in the Standards

for Electric Installation and Use manual. Additionally, clearances around the gas meter should be met. Refer to the following
diagrams and Drawing CR-10, in that publication for reference.

36", 42" or 48"
36", 42" or 48"

<_2" |_1 8"_> 18" i 18"

(Y (i Yy ) N | ’_CL

T.V., telephone
terminal box or
electric outlet

[T
NN
(L]

|
P | No electrical ! AN
e equipment shall
be installed O \
| A
| within this area %

NS

Mechanically induced
air intake

Final Grade,

3' from common
building openings
(windows, doors, etc.)

}_76‘ from mechanically
induced air intakes

1. Area within dashed lines shall be clear of all obstructions.

2. 18" clearance shall be maintained to either side of the center line of the meter socket per NEC.
3.36", 42" or 48" clearance shall be maintained in front of meter socket per NEC.

4. Height of working clearance shall be per NEC.

5. The meter socket must be located within 2' of the existing meter.

Does it have to be a duplex meter socket?

No. For new construction, a duplex meter socket may be a good option. But, it is not required on an existing premises. If two
separate sockets are being used, they should be next to each other with the two masts for an overhead service as close to each

other as possible. The second meter socket should be vertically aligned, (from the center point) with the existing socket and
within 24" horizontally, from the main house meter.



Installation FAQs

Can |l install this as a sub-meter?
No. Industry best practice for safety is a dedicated service.

Is a lever bypass meter socket required?

Yes. The meter socket for the EV must be a lever bypass from a manufacturer on our approved list. It must also conform to all
other standards as depicted in section 4.13 from our Standard for Electrical Installation and Use.

What voltage charging equipment can | install for the EV Pricing Plan?

EV chargers that use 120V, 240V or 208V (network) are all allowed. Available voltage will be dependent on
existing distribution facilities in the area.

Can |l install the meter socket on a detached garage?
There are two options for customers wishing to charge their vehicle in a detached garage:
1. The customer may participate in the EV Pricing Plan by installing the EV meter within 2' of the existing meter. If the main-
house meter is not on the garage, a line can be run to the detached garage.

2. The customer may participate in Time of Day pricing instead of the EV Pricing Plan, and install a Time of Day meter on the
detached garage. In this case, the panel can be used for additional charges besides an electric vehicle. A second
service would need to be requested and started at an extra cost to the customer.

Can |l install a fast charger?

Yes. Prior to installing a DC fast charger or an AC Level 2 charger, please call the Builder's Call Line at 800.628.2121 to check
if a significant load increase will necessitate a service upgrade. With prior notification, we can make the necessary system
modifications to continue to reliably serve the EV customer and surrounding community.

Who do | call at Xcel Energy to confirm the meter specifications?
¢ Technical metering questions? Call 800.422.0782.
¢ General questions? \We're available 24 hours a day at 800.895.4999.

Need more guidance? Consult the Standard for Electric Installation and Use manual.
Key sections related to the EV Pricing Plan including (but are not limited to):

*4.10.3 Meter installation & Ownership

*413 Meter Sockets

*4.14.2 Meter Installation

4155 Meter Socket Identification Requirements

*4.15 Meter Mounting Heights

Get the latest details and information. Visit xcelenergy.com/EVElectricPricing.

@ Xcel Energy’
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xcelenergy.com | © 2018 Xcel Energy Inc. | Xcel Energy is a
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§902

T
Easting Circuit / Direct Needed Prermses Winng
Tie ™

n=2>338 n=+42

EV Rate Service  PilotProjection  On-site EV Rate Pilot Actual
Projection Service Estimate

*Direct tie refers to an install scenario in which a customer’s charging location was adjacent to their service panel, allowing the charger to be directly hardwired into the panel.



Bill Savings of EV Charging on EV Service Pilot tariff compared Standard Residential tariff

In dollars, except where specified
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EV Service Pilot Tariff - Average Bill Calculation - 350 kWh

Rate KWh EV Service Pilot Notes
Level 2 Charger Cost Pre-Paid
Incremental Customer Charge $7.10
Energy Charges
Off-Peak $0.043780 336.0 $14.71
On-peak (Summer) $0.215200 4.5 $0.97
On-peak (Winter) $0.173280 9.5 $1.64
Sub-Total Energy Charges 350.0 $17.32
Fuel Clause Rider $0.027353 350.0 $9.57
Other Riders Charges
Transmission Cost Recovery $0.003503 350.0 $1.23
Renewable Development Fund $0.001417 350.0 $0.50
Conservation Improvement Program $0.001813 350.0 $0.63
Renewable Energy Standard 0.497% $0.12
Sub-Total Other Rider Charges $12.05
Total Monthly Charge $36.47 (A)
Standard Residential Tariff - Average Bill Calculation - 350 kWh
Rate KWh Standard Notes
Level 2 Charger Cost Pre-paid
Incremental Customer Charge $0.00
Energy Charges
Summer $0.108150 113.1 $12.23
Winter $0.092410 236.9 $21.90
350.0 $34.13
Fuel Clause Rider $0.027353 350.0 $9.57
Other Riders Charges
Transmission Cost Recovery $0.003503 350.0 $1.23
Renewable Development Fund $0.001417 350.0 $0.50
Conservation Improvement Program $0.001813 350.0 $0.63
Renewable Energy Standard 0.497% $0.17
Sub-Total Other Rider Charges $12.10
Total Monthly Charge $46.23 (B)
Bill Savings $9.76 (B) - (A)
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CERTIFICATE OF SERVICE

I, Paget Pengelly, hereby certify that I have this day served copies or summaries of the
toregoing documents on the attached list(s) of persons.

xx by depositing a true and correct copy thereof, properly enveloped
with postage paid in the United States Mail at Minneapolis, Minnesota

or

xx electronic filing

Docket No. E002/M-15-111 & E999/CI-17-879

Dated this 31* day of May 2019

/s/

Paget Pengelly
Regulatory Administrator
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Christopher

Anderson

canderson@allete.com

Minnesota Power

30 W Superior St

Duluth,
MN
558022191

Electronic Service

No

OFF_SL_15-111_Official

Alison C

Archer

aarcher@misoenergy.org

MISO

2985 Ames Crossing Rd

Eagan,
MN
55121

Electronic Service

No

OFF_SL_15-111_Official

James J.

Bertrand

james.bertrand@stinson.co
m

STINSON LLP

50 S 6th St Ste 2600

Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_15-111_Official

Generic Notice

Commerce Attorneys

commerce.attorneys@ag.st
ate.mn.us

Office of the Attorney
General-DOC

445 Minnesota Street Suite
1800

St. Paul,
MN
55101

Electronic Service

No

OFF_SL_15-111_Official

lan

Dobson

residential.utilities@ag.stat
e.mn.us

Office of the Attorney
General-RUD

1400 BRM Tower
445 Minnesota St
St. Paul,
MN
551012131

Electronic Service

No

OFF_SL_15-111_Official

John

Farrell

jfarrell@ilsr.org

Institute for Local Self-
Reliance

1313 5th St SE #303

Minneapolis,
MN
55414

Electronic Service

No

OFF_SL_15-111_Official

Sharon

Ferguson

sharon.ferguson@state.mn
.us

Department of Commerce

85 7th Place E Ste 280

Saint Paul,
MN
551012198

Electronic Service

No

OFF_SL_15-111_Official

Kimberly

Hellwig

kimberly.hellwig@stoel.co
m

Stoel Rives LLP

33 South Sixth Street
Suite 4200
Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_15-111_Official

Michael

Hoppe

il23@mtn.org

Local Union 23, I.B.E.W.

932 Payne Avenue

St. Paul,
MN
55130

Electronic Service

No

OFF_SL_15-111_Official

Alan

Jenkins

aj@jenkinsatlaw.com

Jenkins at Law

2265 Roswell Road
Suite 100
Marietta,

GA
30062

Electronic Service

No

OFF_SL_15-111_Official
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Richard

Johnson

Rick.Johnson@lawmoss.co
m

Moss & Barnett

150 S. 5th Street
Suite 1200
Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_15-111_Official

Mark J.

Kaufman

mkaufman@ibewlocal949.0
g

IBEW Local Union 949

12908 Nicollet Avenue
South

Burnsville,
MN
55337

Electronic Service

No

OFF_SL_15-111_Official

Thomas

Koehler

TGK@IBEW160.0rg

Local Union #160, IBEW

2909 Anthony Ln

St Anthony Village,
MN
55418-3238

Electronic Service

No

OFF_SL_15-111_Official

Michael

Krikava

mkrikava@briggs.com

Briggs And Morgan, P.A.

2200 IDS Center
80 S 8th St
Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_15-111_Official

Douglas

Larson

dlarson@dakotaelectric.co
m

Dakota Electric Association

4300 220th St W

Farmington,
MN
55024

Electronic Service

No

OFF_SL_15-111_Official

Ryan

Long

ryan.j.long@xcelenergy.co
m

Xcel Energy

414 Nicollet Mall
401 8th Floor
Minneapolis,
MN
55401

Electronic Service

No

OFF_SL_15-111_Official

Pam

Marshall

pam@energycents.org

Energy CENTS Coalition

823 7th StE

St. Paul,
MN
55106

Electronic Service

No

OFF_SL_15-111_Official

Kevin

Miller

kevin.miller@chargepoint.c
om

ChargePoint, Inc.

254 E. Hacienda Avenue

Campbell,
California
95008

Electronic Service

No

OFF_SL_15-111_Official

Andrew

Moratzka

andrew.moratzka@stoel.co
m

Stoel Rives LLP

33 South Sixth St Ste 4200

Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_15-111_Official

David

Niles

david.niles@avantenergy.c
om

Minnesota Municipal Power
Agency

220 South Sixth Street
Suite 1300
Minneapolis,
Minnesota
55402

Electronic Service

No

OFF_SL_15-111_Official
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Michael

Noble

noble@fresh-energy.org

Fresh Energy

Hamm Bldg., Suite 220
408 St. Peter Street
St. Paul,
MN
55102

Electronic Service

No

OFF_SL_15-111_Official

Richard

Savelkoul

rsavelkoul@martinsquires.c
om

Martin & Squires, P.A.

332 Minnesota Street Ste
W2750

St. Paul,
MN
55101

Electronic Service

No

OFF_SL_15-111_Official

Anne

Smart

anne.smart@chargepoint.c
om

ChargePoint, Inc.

254 E Hacienda Ave

Campbell,
CA
95008

Electronic Service

No

OFF_SL_15-111_Official

Ken

Smith

ken.smith@districtenergy.c
om

District Energy St. Paul Inc.

76 W Kellogg Blvd

St. Paul,
MN
55102

Electronic Service

No

OFF_SL_15-111_Official

Byron E.

Starns

byron.starns@stinson.com

STINSON LLP

50 S 6th St Ste 2600

Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_15-111_Official

James M

Strommen

jstrommen@kennedy-
graven.com

Kennedy & Graven,
Chartered

200 S 6th St Ste 470

Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_15-111_Official

Eric

Swanson

eswanson@winthrop.com

Winthrop & Weinstine

225 S 6th St Ste 3500
Capella Tower
Minneapolis,
MN
554024629

Electronic Service

No

OFF_SL_15-111_Official

Lynnette

Sweet

Regulatory.records@xcele
nergy.com

Xcel Energy

414 Nicollet Mall FL 7

Minneapolis,
MN
554011993

Electronic Service

No

OFF_SL_15-111_Official

Andrew

Twite

twite@fresh-energy.org

Fresh Energy

408 St. Peter Street, Ste.
220

St. Paul,
MN
55102

Electronic Service

No

OFF_SL_15-111_Official
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Address

Delivery Method
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Lisa

Veith

lisa.veith@ci.stpaul.mn.us

City of St. Paul

400 City Hall and
Courthouse
15 West Kellogg Blvd.
St. Paul,
MN
55102

Electronic Service

No

OFF_SL_15-111_Official

Daniel P

Wolf

dan.wolf@state.mn.us

Public Utilities Commission

121 7th Place East
Suite 350
St. Paul,
MN
551012147

Electronic Service

No

OFF_SL_15-111_Official
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Email
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Address

Delivery Method
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David

Aafedt

daafedt@winthrop.com

Winthrop & Weinstine, P.A.

Suite 3500, 225 South
Sixth Street

Minneapolis,
MN
554024629

Electronic Service

No

OFF_SL_17-817_M-17-817

Christopher

Anderson

canderson@allete.com

Minnesota Power

30 W Superior St

Duluth,
MN
558022191

Electronic Service

No

OFF_SL_17-817_M-17-817

Alison C

Archer

aarcher@misoenergy.org

MISO

2985 Ames Crossing Rd

Eagan,
MN
55121

Electronic Service

No

OFF_SL_17-817_M-17-817

James J.

Bertrand

james.bertrand@stinson.co
m

STINSON LLP

50 S 6th St Ste 2600

Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_17-817_M-17-817

James

Canaday

james.canaday@ag.state.
mn.us

Office of the Attorney
General-RUD

Suite 1400
445 Minnesota St.
St. Paul,
MN
55101

Electronic Service

No

OFF_SL_17-817_M-17-817

John

Coffman

john@johncoffman.net

AARP

871 Tuxedo Blvd.

St, Louis,
MO
63119-2044

Electronic Service

No

OFF_SL_17-817_M-17-817

Generic Notice

Commerce Attorneys

commerce.attorneys@ag.st
ate.mn.us

Office of the Attorney
General-DOC

445 Minnesota Street Suite
1800

St. Paul,
MN
55101

Electronic Service

Yes

OFF_SL_17-817_M-17-817

Corey

Conover

corey.conover@minneapoli
smn.gov

Minneapolis City Attorney

350 S. Fifth Street
City Hall, Room 210
Minneapolis,
MN
554022453

Electronic Service

No

OFF_SL_17-817_M-17-817

lan

Dobson

residential.utilities@ag.stat
e.mn.us

Office of the Attorney
General-RUD

1400 BRM Tower
445 Minnesota St
St. Paul,
MN
551012131

Electronic Service

Yes

OFF_SL_17-817_M-17-817

John

Farrell

jfarrell@ilsr.org

Institute for Local Self-
Reliance

1313 5th St SE #303

Minneapolis,
MN
55414

Electronic Service

No

OFF_SL_17-817_M-17-817
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Sharon

Ferguson

sharon.ferguson@state.mn
.us

Department of Commerce

85 7th Place E Ste 280

Saint Paul,
MN
551012198

Electronic Service

No

OFF_SL_17-817_M-17-817

Edward

Garvey

edward.garvey@AESLcons
ulting.com

AESL Consulting

32 Lawton St

Saint Paul,
MN
55102-2617

Electronic Service

No

OFF_SL_17-817_M-17-817

Janet

Gonzalez

Janet.gonzalez@state.mn.
us

Public Utilities Commission

Suite 350
121 7th Place East
St. Paul,
MN
55101

Electronic Service

No

OFF_SL_17-817_M-17-817

Kimberly

Hellwig

kimberly.hellwig@stoel.co
m

Stoel Rives LLP

33 South Sixth Street
Suite 4200
Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_17-817_M-17-817

Michael

Hoppe

il23@mtn.org

Local Union 23, I.B.E.W.

932 Payne Avenue

St. Paul,
MN
55130

Electronic Service

No

OFF_SL_17-817_M-17-817

Alan

Jenkins

aj@jenkinsatlaw.com

Jenkins at Law

2265 Roswell Road
Suite 100
Marietta,

GA
30062

Electronic Service

No

OFF_SL_17-817_M-17-817

Linda

Jensen

linda.s.jensen@ag.state.m
n.us

Office of the Attorney
General-DOC

1800 BRM Tower 445
Minnesota Street

St. Paul,
MN
551012134

Electronic Service

No

OFF_SL_17-817_M-17-817

Richard

Johnson

Rick.Johnson@lawmoss.co
m

Moss & Barnett

150 S. 5th Street
Suite 1200
Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_17-817_M-17-817

Sarah

Johnson Phillips

sarah.phillips@stoel.com

Stoel Rives LLP

33 South Sixth Street
Suite 4200
Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_17-817_M-17-817
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Mark J.

Kaufman

mkaufman@ibewlocal949.0
g

IBEW Local Union 949

12908 Nicollet Avenue
South

Burnsville,
MN
55337

Electronic Service

No

OFF_SL_17-817_M-17-817

Thomas

Koehler

TGK@IBEW160.0rg

Local Union #160, IBEW

2909 Anthony Ln

St Anthony Village,
MN
55418-3238

Electronic Service

No

OFF_SL_17-817_M-17-817

Michael

Krikava

mkrikava@briggs.com

Briggs And Morgan, P.A.

2200 IDS Center
80 S 8th St
Minneapolis,
MN
55402

Electronic Service

No

OFF_SL_17-817_M-17-817

Peder

Larson

plarson@larkinhoffman.co
m

Larkin Hoffman Daly &
Lindgren, Ltd.

8300 Norman Center Drive
Suite 1000
Bloomington,

MN
55437

Electronic Service

No

OFF_SL_17-817_M-17-817

Douglas

Larson

dlarson@dakotaelectric.co
m

Dakota Electric Association

4300 220th St W

Farmington,
MN
55024

Electronic Service

No

OFF_SL_17-817_M-17-817

Ryan

Long

ryan.j.long@xcelenergy.co
m

Xcel Energy

414 Nicollet Mall
401 8th Floor
Minneapolis,
MN
55401

Electronic Service

No

OFF_SL_17-817_M-17-817

Peter

Madsen

peter.madsen@ag.state.m
n.us

Office of the Attorney
General-DOC

Bremer Tower, Suite 1800
445 Minnesota Street
St. Paul,
Minnesota
551017741
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