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REBUTTAL TESTIMONY 

RENA TO NITURA JR. 

SUMMIT NATURAL GAS OF MISSOURI, INC. 

1 Q. PLEASE STATE YOUR NAME AND BUSINESS ADDRESS. 

2 A Renato Nitura Jr., 777 zgth Street, Suite 200, Boulder, Colorado, 80303. 

3 Q. ON WHOSE BEHALF IS YOUR TESTIMONY PRESENTED? 

4 A Summit Natural Gas of Missouri, Inc. ("SNG" or the "Company"). 

5 Q. BY WHOM AND IN WHAT CAPACITY ARE YOU EMPLOYED? 

6 A I am a Natural Gas Manager for KTM, an energy consulting firm. 

7 Q. PLEASE STATE YOUR EDUCATIONAL BACKGROUND AND RELEVANT 

s BUSINESS EXPERIENCE. 

9 A Information responsive to this question is shown in the attached Schedule RNJ-

10 1. 

11 Q. PLEASE DESCRIBE YOUR DUTIES AT KTM. 

12 A I perform all natural gas control and natural gas supply related functions for a 

13 number of KTM end user clients throughout the United States, including SNG. 

14 As such, I am competent in the areas of gas transportation related functions 

15 such as natural gas supply procurement, balancing policies and procedures, 

16 gas scheduling, acquisition and release of pipeline capacity, response to 

17 operational constraints, and tariff compliance within multiple jurisdictions. Such 
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duties require practical working knowledge of various interstate pipelines and 

local distribution companies. 

WHAT IS YOUR RELATIONSHIP WITH SNG? 

I provide a variety of Gas Management and Consulting services to SNG. Such 

services include, but are not limited to, (1) procuring natural gas supply, (2) 

scheduling gas and managing SNG's Interconnecting Party (upstream pipeline) 

imbalances, (3) administering SNG's gas transportation services and customer 

imbalance accounts, (4) developing reports for internal and external use, (5) 

participating in the completion of various regulatory filings such as compiling 

delivered gas costs for SNG's annual Purchase Gas Adjustment (PGA), (6) 

responding to annual ACA review data requests from Commission Staff, (6) 

ensuring compliance with upstream pipeline tariffs, and (7) responding to 

urgent operating conditions, i.e. Operational Flow Orders. 

WHAT IS THE PURPOSE OF YOUR TESTIMONY IN THIS PROCEEDING? 

I will offer testimony, as referenced by witness Taylor's rebuttal testimony, 

related to the Missouri School Boards' Association ("MSBA") Direct Testimony 

filed on June 13, 2014, by (1) explaining the Company's reasoning with respect 

to (a) the Company's proposed use of the currently effective PGA as a Cashout 

Price Determinant, and (b) the basis for the development of its Cash out Price 

Determinants; and, (2) providing rebuttal testimony to MSBA witness Ervin's 

Direct Testimony (Page 10, lines 12 - 14) regarding Company's perceived 

practice of prioritizing its own natural gas supply over MSBA's. 
2 



1 Q. IN HIS DIRECT TESTIMONY, WITNESS ERVIN STATES THAT IT IS 

2 INAPPROPRIATE TO USE THE COMPANY'S CURRENTLY EFFECTIVE 

3 PGA AS A CASHOUT PRICE DETERMINANT. PLEASE EXPLAIN (1) SNG'S 

4 PROPOSED USE OF ITS CURRENTLY EFFECTIVE PGA AS AN 

5 IMBALANCE CASHOUT PRICE DETERMINANT FOR SHIPPERS 

6 (TRANSPORTATION CUSTOMERS), AND (2) THE BASIS FOR 

7 DEVELOPING ITS IMBALANCE CASHOUT PRICE DETERMINANTS. 

8 A. (1) The Company developed its proposed Cashout Price Determinants to avoid 

9 potential negative cost impacts to its retail sales customers due to Shipper 

1 o imbalances. The Company's proposed use of its currently effective PGA is, at 

11 a minimum, a means of insulating its retail sales customers from any adverse 

12 effects (costs) that may result from any Shipper's, including MSBA's, actions or 

13 inactions with respect to its imbalance management practices on SNG 

14 (Imbalance Tier 1 ). Sales and purchases of natural gas supply for Shipper 

15 imbalance cashouts at the currently effective PGA will not adversely affect 

16 Company's Account 191; thereby, ensuring there is no negative financial impact 

17 on Company's retail sales customers. To this point and conceptually, the 

18 Company's development of the proposed Cashout Price Determinants was 

19 further influenced by the desire to comply with Missouri Revised Statutes 

2 o Section 393.31 0(6), which states that the Company's other customers may not 

21 be negatively impacted as a result of the Missouri School Pilot Program. 

2 2 (2) The Company's Cash out Price Determinants are linked to the actual costs 
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1 incurred by the Company, which is reflective of its own gas purchasing 

2 behaviors, including storage activity. It is important to note that Company's 

3 natural gas supply purchasing activities, to some extent, may be a direct result 

4 of providing balancing services to its Shippers, including MSBA. The 

5 Company's Cashout Price Determinants and Imbalance Tiers 2 and 3, as 

6 written in its proposed tariff, are also intended to promote effective and regular 

7 management of Shipper imbalances and to also discourage economic 

8 manipulation of Company's distribution system. For example, Company has 

9 proposed that MSBA imbalances shall not be subject to Imbalance Tiers 2 and 

10 3. 

11 Q. DO YOU AGREE WITH WITNESS ERVIN'S ASSERTION IN HIS DIRECT 

12 TESTIMONY (P. 10) THAT SNG PRIORITIZES ITS OWN NATURAL GAS 

13 SUPPLY OVER MSBA'S NATURAL GAS SUPPLY? 

14 A. No, I do not agree with witness Ervin's assertion that the Company prioritizes its 

15 own natural gas supply over MSBA's, resulting in MSBA nomination reductions. 

16 All confirmed receipts of natural gas supply to SNG are subject to the 

17 Interconnecting Party's final allocated volumes. The Company is aware that 

18 reductions in confirmed receipts of natural gas supply may occur from time to 

19 time, but rejects the claim that such reductions are a result of the Company 

2 o prioritizing its own natural gas supply over MSBA's. 

21 Q. PLEASE EXPLAIN. 

22 A. On a monthly basis, prior to the beginning of any Delivery Month, Company 
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1 submits Pre-Determined Allocations (PDA) to the Interconnecting Party (as 

2 applicable). The Company's general practice for its PDA submittals is to rank: 

3 (1) all Shippers' (including MSBA's) monthly baseload nominations at the 

4 highest priority level; (2) all Shippers' (including MSBA's) incremental or intra-

5 month nominations at a mid-priority ranking; and, (3) all Company related 

6 nominations, including storage injections and withdrawals, at the lowest priority. 

7 Since witness Ervin's Direct Testimony focuses on MSBA nomination 

8 reductions, I will describe the Interconnecting Party's allocation process 

9 resulting in such. As a foundation for understanding, it is important to note that 

10 the Interconnecting Party allocates volumes based on the metered volumes at 

11 the Delivery Point. This is to say that the Interconnecting Party's allocated 

12 volume is equal to the metered volume. On any given day when total 

13 nominations to the Delivery Point (Shippers' and Company's) are greater than 

14 the actual metered volume at the Delivery Point, the pipeline reduces volumes 

15 of parties nominating to the Delivery Point which are subject to Company's PDA 

16 submittals; therefore, if Company's nomination to the Delivery Point is not 

17 enough to absorb the entire volume reduction, then Company's Shippers, 

18 including MSBA, may experience volumetric reductions on a pro rata basis. 

19 Consequently, the reduction is not a result of the Company making a 

20 nomination reduction, but rather a result of volume reductions which exceed the 

21 Company's own nomination to the Delivery Point. 

22 Q. CAN YOU PROVIDE AN EXAMPLE? 
5 



1 A. If the Interconnecting Party must reduce nominations by 1 ,000 dths to equal the 

2 metered volume and Company's nominations (lowest priority) are 700 dths, the 

3 Company is allocated 0 (zero) dth (or a full reduction of its 700 dth nomination) 

4 and the remaining volume of 300 dths to be reduced will then be applied pro 

5 rata to the other parties nominated to the Delivery Point, subject to the 

6 Company's submitted PDA. 

7 Q. PLEASE SUMMARIZE. 

8 A. The Company does not make nomination reductions to the Delivery Point nor 

9 does it prioritize its own natural gas supply over MSBA's. 

10 Q. DOES THIS CONCLUDE YOUR REBUTTAL TESTIMONY? 

11 A. Yes. 

6 



BEFORE THE PUBLIC SERVICE COMMISSION 
OF THE STATE OF MISSOURI 

In the Matter of Summit Natural Gas of ) 
Missouri Inc.'s Filing of Revised Tariffs ) Case No. GR-2014-0086 
To Increase its Annual Revenues For ) 
Natural Gas Service ) 

AFFIDAVIT OF RENA TO NITURA JR. 

STATEOFCOLORADO ) 
) ss 

COUNTY OF JEFFERSON ) 

Renata Nitura Jr., being first duly sworn on his oath, states: 

I. My name is Renata Nitura Jr. I work in Boulder, Colorado and I am employed 
by K1M, Inc. as a Natural Gas Manager. 

2. Attached hereto and made a part of hereof for all purposes is my Rebuttal 
Testimony on behalf of Summit Natural Gas of Missouri, Inc. consisting of ..\.a__ pages, all of 
which have been prepared in written fonn for introduction into evidence in the above-referenced 
docket. 

3. I hereby swear and affirm that my answers contained in the attached testimony to 
the questions therein propounded are true and correct. 

F>-~---

Renata Nitura 

Subscribed and sworn to before me this 9th day of July, 2014. 

Notary Public 

My commission expires: (o j1l. ;){)[ \o 



Renato N1tura Jr. 
Natural Gas Manager 
KTM 

Professional Profile 

Schedule RNJ-1 

July 11, 2014 

Natural Gas Manager with nearly twenty years continuous experience in the energy 
industry. First 5 +years included utility company experience in services directly related to 
natural gas transportation. The most recent 14 years as an energy manager and consultant 
working primarily for industrial, commercial end users, and local distribution companies 
(LDC) focusing on least cost unbundled natural gas procurement and delivery. Current 
expertise includes: 

,,, Specific and extensive knowledge of natural gas supply markets, interstate pipeline 
tariffs and services, and LDC operations. 

,,, Development and management of unbundled, open-access natural gas procurement 
programs in many US market areas. 

,, Management of interstate pipeline capacity release transactions, day-to-day scheduling 
of natural gas on interstate pipelines and LDC systems, and resolving pipeline and LDC 
imbalances. 

t Natural gas supply and transportation contract negotiations. 
t Development of projected delivered natural gas costs for annual regulatory filings and 

other ad hoc reporting for end use clients . 
,, Responsible for direct client interactions and communications regarding natural gas 

transportation services, including natural gas supply procurement strategies, basic and 
specific customer related inquiries, operational constraint responses, et at. 

Relevant Experience 

I currently manage the natural gas procurement and delivery for end user clients nationwide, 
including two regulated utilities Colorado Natural Gas (CNG) and Summit Natural Gas of 
Missouri (SNG -formerly known as Missouri Gas Utility and Southern Missouri Natural 
Gas), such management activities require a broad understanding of various interstate 
pipelines and LDC tariffs and policies and procedures, as well as the working knowledge to 
perform necessary natural gas management activities on a wide array of vendor specific 
Electronic Bulletin Boards (EBB). Additional related professional experience is as follows : 

Strategic Planning 

I work directly with clients to identify natural gas requirements and procurement goals, 
evaluate available natural gas supply/transmission/distribution alternatives, and implement 
optimum natural gas supply, pipeline capacity, and distribution strategies. 

Natural Gas Procurement Program Management 

Establish and Maintain Contract Structures - I administer all contracting related to clients' 
natural gas procurement and delivery. This typically involves (1) establishing contracts with 
qualified supply companies, (2) establishing end user clients as qualified shippers on 
upstream pipelines eligible for participation in pipeline capacity release programs, and (3) 
negotiating natural gas transportation agreements with LDCs and interstate pipelines. 
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Procure Natural Gas Supply - I prepare and manage competitive bid processes to procure 
the least cost natural gas supply consistent with client requirements. These supply 
packages are structured to achieve specific client needs, and can be for a single day swing 
supply, for multi-year firm baseload supply, and for any variation in between. I perform 
supply procurement in both short-term and long-term supply markets. 

Manage Interstate Pipeline Capacity- I manage capacity acquisition and release 
transactions on behalf of clients for daily, monthly, seasonal , and annual/multiyear periods. 
Such capacity transactions are conducted through pipeline company electron ic bulletin 
boards. Extensive knowledge of pipeline operations and constraints is necessary to ensure 
appropriate capacity pathways are obtained to affect the desired reliability (firmness) of 
natural gas deliveries. 

Perform Monthly/Daily Scheduling and Balancing - I manage the scheduling of natural gas 
for clients with suppliers, interstate pipelines, and LDCs associated with each client's needs. 
In some cases, a client's gas supply must be shipped through numerous pipelines for final 
delivery to an LDC. I oversee this scheduling function to ensure accurate deliveries, to 
minimize daily and monthly imbalances, and to avoid penalties. 

Reconcile and Approve Invoices - I review client invoices for each transaction (natural gas 
supply, pipeline capacity, LDC) during the month to ensure proper payment. Often errors 
are discovered that require investigation and correction. 

Price Management - Many of my clients desire known pricing for budgeting and to minimize 
exposure to upward price swings. I monitor the futures market for natural gas contracts and 
advise clients regarding pricing performance and market indicators. Typically, my clients 
capture known prices through fixed-priced physical delivery contracts. I routinely arrange 
these types of fixed-priced contracts for clients. 

Regulatory Oversight and Information Services - My company monitors state and federal 
energy regulatory activities that may affect clients . Issues are identified, evaluated for 
impact on clients, and intervention strategies are recommended if necessary. In addition to 
monitoring regulatory proceedings, I oversee the provision of information services to clients; 
such as, natural gas pricing forecasts and budgeting assistance, historic pricing and usage 
data, daily market intelligence reports, ad hoc reporting, etc. 

Active Markets -Current Natural Gas Management Portfolio 

Below is a list of natural gas pipelines and LDCs by region where I am now actively 
managing unbundled natural gas procurement for clients. 

t Rocky Mountains: 
- Colorado Interstate Gas 
- Front Range Pipeline 
- XCEL Energy (Public Service Company of Colorado) 
- Atmos Energy 
- SourceGas 
- Black Hills 
- Colorado Natural Gas 

' Mid Continent: 
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- ANR Pipeline 
- Southern Star Central Pipeline 
- SNG - Former Missouri Gas Utility and former Southern Missouri Natural Gas 

• Northeast: 
- Texas Eastern Transmission Corporation 
- Philadelphia Gas Works 

Consulting Projects 

I have performed a variety of consulting projects in various market areas related to natural 
gas supply, interstate pipeline capacity, local distribution services, and regulatory filing 
requirements. 

Professional History 

KTM, Inc.- Boulder, Colorado 
2000 - Present 
Natural Gas Manager 
• Continue to perform natural gas management activities for end user clients. 
! Expand focus to client and program development. 
• Prepare Requests for Proposal documents 

XCEL Energy- Public Service Company of Colorado- Denver, Colorado 
1990-2000 
Wholesale Marketing and Sales -Gas Transportation Specialist 
! Responsible for internal related gas control functions of gas scheduling, gas receipt 

confirmations, and volumetric allocations. 
! Communications of operating constraints to end users and compliance requirements. 
Customer Service Division- Gas Transportation Billing Analyst 
! Responsible for the invoicing of gas transportation service related charges, including 

revisions as necessary. 
• Responsible for direct communications regarding billing inquiries. 
Electric Distribution -Translation Specialist/Operator 
t Responsible for the data processing of Commercial and Industrial electrical load patterns 

and peaks for billing purposes. 

Education and Credentials 

Bachelor of Science- Business Administration (emphasis in Marketing and 
Management) 
Regis University - Denver, Colorado 
Graduated with Academic Honors (Magna Cum Laude) 




