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FOREWORD

This document presents Powerco s pricing methodology and proposed gas distribution and
metering prices for the 2009/10 pricing year. It has been prepared in accordance with the
requirements of the Commerce Act (Powerco Natural Gas Services) Authorisation, dated 30
October 2008.

In brief, this document contains a summary of the factors that Powerco considered in
developing its pricing strategy and pricing methodology, an overview of the cost allocation
process, and descriptions of the proposed tariff changes for the 2009/10 pricing year and

the approach to medium term pricing.

In preparing this paper, Powerco has applied a rigorous approach to ensure that it meets its
regulatory obligations while applying a customer focus to all proposed pricing developments.
Powerco has developed and implemented a pricing framework that is consistent with both
regulatory requirements and Powerco’s own business objectives.

The pricing framework is based on retaining and recruiting customers though the application
of simple and fair pricing principles and tariffs, acting to minimise potentially adverse

customer impacts, and meeting its regulatory commitments.

Powerco Pricing Methodology
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1. EXECUTIVE SUMMARY

This document presents Powerco s pricing methodology and proposed gas distribution and
metering prices for the 2009/10 pricing year. This document has been prepared in
accordance with the requirements of the Commerce Act (Powerco Natural Gas Services)
Authorisation, dated 30 October 2008.

1.1 PRICE SETTING POLICY FRAMEWORK

Powerco s pricing methodology framework begins with its vision for its gas business: to
provide safe, reliable, and economically efficient gas network distribution and metering
services while achieving sustainable earnings. The pricing framework is based on retaining
and recruiting customers though the application of simple and fair pricing principles and
tariffs, acting to minimise potentially adverse customer impacts, and meeting its regulatory

commitments.

In developing its pricing methodology, Powerco has considered a number of contextual
factors in the gas distribution and metering markets and has operationalised the pricing
principles. From the contextual considerations and the principles flow the outcomes that
Powerco is seeking to achieve through its pricing methodology; and from them, the actions
that Powerco is proposing to take to achieve its desired outcomes. This process is
summarised in the diagram below.

Schematic of Price Setting Policy Framework

Objective
Vision Retaining and recruiting customers though the application of
Safe, reliable and economically efficient gas network, simple and fair pricing principles and tariffs, acting to
while achieving sustainable earnings minimise potentially adverse customerimpacts, and

meeting regulatory commitments

Context: Gas market and Powerco structure and history Pricing Principles )
Challenging consumer market Signal economic costof service provision
Consumerimpacts Regard to consumers demand responsiveness
Volu me risk o Discourage uneconomic bypass & allow negotiation
Inherited legacy pricing Promote price stability and certainty for customers
Retail pricing issues Yy,
[ Pricing outcomes sought ]

Promote price

Charge customers a Simplify tariff . L Mitigate the volume Achieve the
; stability and minimise . .
fair share of the costs structure where . risk faced by allowable notional
. f price shocks to
of using the network possible Powerco revenue

consumers

Move to more
cost-reflective

Combine G05 Maintain price

Maintain Move to 50:50

and GO7 - : Restructure stability and ; -
residential pricing over time pricing monitorimpact current fixed/variable
and harmonise : ) metering revenue split
customer tariffs where anomalies of price

rices
groups possible changes P

[ Pricing Actions to Achieve Outcomes ]
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Price Setting Considerations

There are a number of contextual factors that have shaped the development of Powerco s

pricing methodology. They are summarised below.
Challenging consumer market: The consumption of natural gas is declining.
Reversing the trend of falling connection numbers and declining consumption is
crucial for Powerco. Powerco believes that increasing the use of gas is also in
customers interests, as it will enable the cost of gas distribution to decrease; and it
is in New Zealand s interests, as the direct use of gas is an efficient, low-carbon
fuel.
Consumer Impacts: Powerco considers that customers have made an implied
commitment to using gas by their investment in gas appliances. Powerco believes
that it has a commitment in return of keeping prices as stable as possible.
Volume risk: Annual gas consumption can vary due to weather patterns. Pricing
can help to manage this risk.
Pricing structure: Powerco s current prices are largely a product of history; in many
cases, prices have continued legacy pricing structures. Developing this pricing
methodology has been an opportunity to examine existing price structures in a
holistic way and to consider rationalisation and simplification where possible.
Retail pricing issues: Distribution prices represent 35-40% of retail gas tariffs, and
gas retailers do not necessarily have the same incentives that Powerco does in
recruiting and retaining gas customers. These differences present challenges in

terms of delivering distribution pricing signals to end-use customers.

Pricing Outcomes Sought
In developing and implementing its pricing methodology, Powerco has sought to:
Achieve the allowable notional revenue in order to sustain the gas network and
metering businesses and to provide for future required investment;
Charge customers a reasonable share of the costs of using the network;
Promote price stability and minimise price shocks to customers;
Simplify tariff structure where possible; and

Mitigate the volume risk faced by Powerco.

Summary of overall pricing strategy

1. Create a new fully variable tariff for small residential customers, by merging two
existing load groups.

Small residential customers are the most vulnerable to disconnection and the most sensitive

to fixed daily charges. This new load group provides a fully variable tariff and lowers prices

to these customers.

Powerco Pricing Methodology
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2. Move to more fully distributed cost pricing over time and harmonise tariffs where
possible
Powerco considers that it is important for gas distribution customers to pay for the costs that
are incurred in providing their services, but this consideration has to be balanced against the
price sensitivity of customers. The aim is to move to prices that are based on fully
distributed costs over time. In the medium term, Powerco plans to make tariffs more
consistent between its Wellington and Hutt Valley / Porirua areas and its Hawke s Bay,
Manawatu / Horowhenua, and Taranaki areas. For the 2009/10 pricing year, Powerco is
proposing small initial changes and will determine through customer reaction and

consultation the rate at which further changes are implemented.

3. Move to 50:50 fixed / variable revenue split
Over time, Powerco plans to rebalance its pricing to achieve this split, which will balance
Powerco s need to mitigate volume risk with the preferences of its customers, who tend to

favour variable charges.

4. Restructure pricing anomalies

Due to historical reasons, tariff patterns in Taranaki are inconsistent, as fixed charges in this
region are significantly higher than in other regions. In line with responding to customer
preferences and wanting to make price structures more simple and consistent, Powerco
intends to restructure these prices. This restructuring will be done gradually, as such
restructuring could have large effects on the prices charges to individual customers,

particularly at the high end of the consumption range.

5. Maintain price stability and monitor customer impact of price changes

Powerco is concerned to ensure that reticulated gas is an attractive fuel option for
households, now and in the future. Powerco places a high priority on managing the effects
of any necessary price changes. For the 2009/10 pricing year, price changes have been
designed so that the price shock to any individual customer is within acceptable bounds,
defined as less than 15% in annual distribution charges. To put this level of increase in
context, a 15% increase over current distribution charges would still represent a decrease in
price, in both real and nominal terms, from the prices that were in effect prior to the

Commission s Provisional Authorisation for Powerco.

6. Maintain current metering prices
Powerco does not consider that it has an adequate understanding of customer price
sensitivities and the impacts of technological innovations to undertake any changes to its

metering price structures. Powerco intends to analyse future metering technologies in the

! commerce Act (Natural Gas Services) Provisional Authorisation 2005.

Powerco Pricing Methodology
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context of its strategic priorities for the metering business prior to implementing any

significant changes to metering prices.
1.2 DESCRIPTION OF THE PRICING METHODOLOGY

The steps Powerco has followed in implementing its pricing methodology are as follows:

1. Determine Powercos costs with respect to gas distribution and metering. In many
cases, the costs analysed in the cost of supply model come from the Commission s
analysis in regard to the Gas Authorisation. However, maintenance costs in particular

have been updated to reflect more recent assessments of costs;

2. Allocate customers to network load groups and metering code groups, based on

historical consumption volumes and type of meter;

3. Allocate costs to customer groups using an appropriate allocation factor. Powerco s
network cost of supply model analyses costs within each of its five gas network areas
for each of its six proposed standard and two non-standard customer classes. The
metering model has one region with eight metering tariff classes and four other classes
of related metering services. These models are described in section 4.2.1; and detailed
descriptions are contained in Appendices 1 and 2.

4. Model the standalone cost of supply for each standard customer class and the long run
average incremental cost of supply for each customer class. The standalone cost of
supply is based on establishing an alternative source of supply to the customer class.
The long run average incremental cost of supply is based on the impact of increasing
throughput on the network and the consequent need for additional capital investment.

Both of these methodologies are described in detail in section 4.2.6;

5. Assess prices to establish whether they fall between the incremental and standalone

cost of supply and how they compare with the allocated cost of supply;

6. Assess price structures to determine consistency with the principles and objectives; and

7. Establish medium term price paths to move existing prices steadily toward more fully
distributed costs, while satisfying Powerco s pricing objectives and the Commission s

pricing principles.
1.3 COMPLIANCE WITH PRICING PRINCIPLES

Powerco s compliance with the pricing principles is summarised in the table below:

Powerco Pricing Methodology
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Summary of Compliance with Pricing Principles

Principle

Network Compliance

Metering Compliance

Principle 1: Prices are to signal
the economic costs of service
provision, by

a) being subsidy free (equal or
greater than incremental costs,
and less than or equal to
standalone costs)

Proposed prices fall in the
subsidy-free range, as
demonstrated in the charts shown
in Appendix 5.

Proposed prices fall in the
subsidy-free range, as
demonstrated in the charts shown
in Appendix 5.

b) having regard, to the extent
practicable, to the level of
available service capacity; and
¢) signalling, to the extent
practicable, the impact of
additional usage on future
investment costs.

Coincident peak demand charge
considered, but impractical to
implement.

Locational capacity signalling
used in the case of high volume
users and subdivisions located
away from the existing network,
though not practical for mass
market customers.

Metering does not have network
characteristics, so no issue with
signalling spare capacity or future
investment costs.

Principle 2: Where prices based
on efficient incremental costs
would under-recover allowed
revenues, the shortfall should be
made up by setting prices in a
manner that has regard to
consumers demand
responsiveness, to the extent
practicable.

Powerco has tailored new G06
residential tariff for the
preferences of small residential
customers.

Other price changes to be
implemented cautiously, so that
retailer responses and customer
reactions can be gauged.

Metering does not have common
network charges to allocate, so
less scope for implementing this
principle.

Metering charges are small, and
little customer response
information is available. Powerco
is not attempting to modify these
charges with respect to demand
responsiveness.

Principle 3: Provided that prices
satisfy (1) above, prices should be
responsive to the requirements
and circumstances of users in
order to:

a) discourage uneconomic
bypass, and

b) allow negotiation to better
reflect the economic value of
specific services.

Powerco offers non-standard
tariffs to industrial and commercial
customers to address the risk of
bypass and to enable
arrangements that are tailored to
customers needs.

These tariffs are reviewed to
ensure they do not exceed stand
alone cost (as a proxy for
bypass).

Metering service cost is based on
the most economic asset solution
and, consequently, the threat of
bypass is not relevant to metering
services.

Principle 4: Development of
prices should promote price
stability and certainty for
customers, and changes to prices
should have regard to the impact
on customers.

Price stability and customer
impacts have been overriding
concerns of Powerco in the
development of next year s prices.
With few exceptions, price
increases are less than 15% of
yearly distribution charges for all
individual customers. This level
of price change still represents a
decrease in prices in both real
and nominal terms from the prices
that were in effect prior to the
Commission s Provisional
Authorisation for Powerco.”

Metering prices will retain their
current structure; they will be
escalated across the board by the
allowed index factor.

2 commerce Act (Natural Gas Services) Provisional Authorisation 2005.
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1.4 MEDIUM TERM PRICING STRATEGY

Powerco expects that pricing for the years 2010/11 and 2011/12 will continue to reflect the
rebalancing required to harmonise tariffs between Wellington and Hutt Valley / Porirua and
between Taranaki, Hawke s Bay, and Manawatu / Horowhenua. Prices will also be
rebalanced to achieve a more even split in revenue recovery from fixed tariffs and variable

tariffs.

The speed with which these rebalancing exercises are undertaken depends in large part on
customer responses to the price changes in 2009/10 and feedback from customer
consultation. Powerco cannot commit to a course of action that would lead to a significant
number of customer disconnections, as it believes this would be contrary to Powerco s
business interests and the interests of its customers. Therefore, Powerco envisages that
the process of moving prices will be gradual and will utilise the results from previous price

changes to inform the direction and magnitude of future changes.

At this stage, it appears that all three rebalancing exercises can be completed over a further

five price reviews (i.e., completed by 1 October 2014).

Powerco also intends to update its cost of supply models each year in preparation for the
development of the next years pricing schedule. As part of this exercise, modelled
elements such as service classifications, cost data, and cost allocations will be revisited and
assessed to ensure that Powerco is using the best available information and robust

assumptions in developing prices.

Powerco s commercial team will assist in this process, as their role is to liaise with
customers and retailers and to ensure that customers are obtaining the best value possible
from Powerco s services. Through these interactions, Powerco is able to review customer

requirements and ensure that service classifications remain relevant and up to date.

No further restructuring or pricing developments are expected in the future years of the

Authorisation.

Powerco Pricing Methodology
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2. POWERCO S GAS NETWORK AND METERING
SERVICES

2.1 HISTORY OF POWERCO S GAS BUSINESS

Powerco was originally formed in 1993 when the Wanganui Rangitikei Electric Power Board
was corporatised. The acquisition in 1995 of the former gas operations of the New
Plymouth District Council and the Hawera Gas Company provided the genesis of Powerco s
gas networks business. The subsequent acquisition of NGC s gas distribution activities in

the region in 1998 completed Powerco s gas distribution network in Taranaki.

Powerco s gas assets in the Hutt Valley and Porirua areas were originally owned by the Hutt
Valley Energy Board. Subsequently, the Hutt Valley Energy Board was corporatised into
the Energy Direct Corporation, merged into TransAlta New Zealand, and then sold to AGL.

Powerco acquired the gas network assets from AGL in 2001.

Powerco s gas network assets in Manawatu, Hawke s Bay, and Wellington were acquired
from United Networks in 2002. Previously, the assets were owned by Orion New Zealand,;
before that, the gas assets of Palmerston North City Council, East Coast Gas Supply, and

the Wellington Gas Company were amalgamated under Enerco Limited.

The diagram below summarises the formation and amalgamation of Powerco s gas network

assets.

Summary of Powerco s gas business history

Region [ >1087 | 1988 | 1989 | 1990 | 1991 | 1992 | 1993 | 1994 | 1995 | 1996 1997 1998 1999 2000 2001 2002 2003 >2004
New Plymouth City Council - MED Taranaki Energy Limited
(until May 1993) (7 May 1993 - Sept 1995) Eovee ol e
Hawera Gas Company Ltd i (Oct 1995 - Present)
Taranaki (Until Dec 1993) (BEAESI-EER)
NGC [Natural Gas Corporation Holdings Limited
(included Inglewood, Stratford, Eltham, Patea, Waverley & Opunake) Pgr;esrc%Lum "Btd
(Until 1998) (1998 - Present)
The Palmerston North City Council P Systi Limited Enerco Limited
Manawatu (included Ashurst, Fielding & Levin) (3’10?,:: 19"95:?;;"29:4) (Previously Auckland Gas Company Limited)
(Until 30 Dec 1991) (7 Feb 1994 - 31 March 1999)
1 Orion New Zealand
East Coast Gas Supply Limited 7 Limited United Networks Ltd Powerco Limited
WelGas Holdings Enerco Limited
Hawkes Bay (Merger of Napier Gas & Hastings Gas) - (31 March 1999 - 31 (31 March 2000 - 1 Nov 2002) (1 Nov 2002 - Present)
(1983 - 1989) (1989 - late 1992) (Late 1992 - 31 March 1999) i
!
Wellington Gas Company Limited Enerco Limited
Wellington 1969 - March 1997) (March 1997 - 31 March 1999)
Hutt Valley Energy Board 8 n
Hutt Valley / (Previously Hutt Valley EPB, Hitt Valley Electic Pover and Gas Board) Energy Direct Corporation Ltd TransAlta New Zealand Ltd Australian Gas Light Ltd Powerco Limited
Porirua Basin (1918 - Nov 1991) (Nov 1991 - June 1996) (June 1996 - March 2000) (March 2000 - 25 July 2001) (25 July 2001 - Present)
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2.2

PROFILE OF POWERCO S GAS BUSINESS

Today, Powerco s gas distribution networks cover over 5,330 km and serve nearly 104,000
North Island households, businesses and industries. Powerco provides gas distribution
services to five regions in the North Island: Hawkes Bay, Taranaki, Manawatu /
Horowhenua, Hutt Valley / Porirua, and Wellington. Hawke s Bay is the smallest region in
terms of customer connections; Wellington and Hutt Valley / Porirua are the two largest, as
shown in the chart below.

Gas Distribution Customer Numbers by Region

Currently, Powerco maintains seven network mass market load groups; these groups are
defined by nominal capacity, in standard cubic meters per hour (scmh) and by annual
consumption; and they are charged standard published tariffs. Non-standard customers are
those that fall outside these definitions, because they are too large to fall into one of the
defined categories and/or because individual pricing arrangements apply to them. The load

group names and typical customers are shown in the table below.

Load Group Names and Typical Customers

Load Group Typical Customers

Mass Market Residential Load Groups

GO05 Small residential customer

G07 Small residential customer

Large residential customer typically will have hot wa ter,
cooking, and maybe heating

G11 Small cafes, fish & chip shops, pizza shops

Mass Market Commercial Load Groups

Restaurants, small apartment / office buildings, small to mid-
G12 sized motels

Powerco Pricing Methodology
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Load Group Typical Customers
G114 Hotels, large motels, shopping complexes, swimming pools
G16 Large office buildings, apartment blocks, commercial kitchens
G18 Commercial laundries, dry cleaners

Non-standard Load Groups

G30

Individually priced customers .

who do not have a time of use Large commercial customers, large hotels (such as the Duxton)
(TOU) meter Smaller commercial customers who are a bypass threat

G40

Individually priced customers Manufacturing and industrial, such as Fonterra, meat

with a TOU meter processing plants, Watties, ENZA, Panpack

The vast majority of Powerco s network customers are standard mass-market customers;
about 300 are non-standard customers. Nearly three-quarters of the customer base are in
the G11 residential Load Group. In terms of natural gas volumes, the pattern is strikingly
different:  non-standard customers represent about half of Powercos annual gas
consumption, and the G11 Load Group accounts for less than a third. These differences
are illustrated in the charts below.

Comparison of Network Customer Numbers with Gas Consumption

There are eight categories of metering customers, each of which is defined by the capacity
of the metering system. MT10 customers have meters with a maximum capacity of 10 scmh
and are generally used for residential customers; they represent over 97% of Powerco s
metering customers. The largest capacity meters are in the Meter Code Group MTPOA and
are usually custom-built according to the requirements of large industrial customers. A chart

showing the composition of metering customers is shown below.

Powerco Pricing Methodology
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Metering Customer Numbers
|
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[ |
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[ |
1

2.3 COMMONLY USED TERMS IN THIS REPORT

There are a number of specialised terms used throughout this report. To avoid confusion,

these terms are defined in the table below

Table of commonly used terms

Term

Definition

Demand

Term used to denote the peak consumption of gas

Gas Consumer / Gas Customer

This report uses the term consumer when discussing gener al
characteristics of consumers of natural gas in the New Zealand
market; customer specifically refers to a party who is conn ected
to Powerco s gas network and to whom Powerco provides gas
distribution and/or metering services.

Gigajoule (GJ)

A quantity measure of gas. Residential gas tariffs often measure
gas usage in terms of equivalent kilowatt hours (kwh); however,
Powerco measures gas consumption in terms of gigajoules.

ICP

Installation Control Point or individual connection to the gas
network. The term ICP is used to denote a specific gas
customer.

Load Group

A category of Powerco distribution customer, with a defined
meter capacity and annual consumption that receives a specific
distribution tariff.

Mass Market

Load Groups and Metering Code Groups to which standard,
published tariffs apply; the bulk of Powerco s customers are
considered mass market. In contrast, non-standard customers
have special requirements and individual pricing arrangements.

Metering Code Group

A category of Powerco metering customer with a defined meter
type that receives a specific metering tariff.

Standard cubic meters per hour (scmh)

Flow rate of natural gas through a pipeline or a meter. The
standard refers to the temperature and pressure conditions
under which the flow rate is measured.

Volume

Term used to denote consumption over a period of time, such as
a day or a year.

Powerco Pricing Methodology
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3. OVERVIEW
3.1 DESCRIPTION OF REGULATORY REQUIREMENTS

3.1.1

3.1.2

The Commerce Commission (Commission) on 30 October 2008 released the Commerce
Act (Powerco Natural Gas Services) Authorisation, (Authorisation), an authorisation
pursuant to the Commerce Act 1986 in respect of the controlled natural gas distribution
services supplied by Powerco Limited (Powerco). Under the terms of this Authorisation,

Powerco is required to:

set prices for the supply of its controlled services in accordance with a pricing
methodology that is consistent with the weighted average price cap set out in clause
6.2 of the Authorisation; and
have regard to and be consistent with the

0 pricing principles and

o methodological requirements set out in Schedule 3 of that document.

These requirements are outlined below.

The controlled services for which Powerco must develop a pricing methodology are the line
function services of its natural gas distribution system and its natural gas metering services.
These services were placed under control by the Commerce (Control of Natural Gas
Services) Order 2005 on 25 July 2005.

The Authorisation remains in force until it is revoked or 1 July 2012, whichever is the eatrlier.
Weighted Average Price Cap

The weighted average price cap sets an aggregate constraint on the prices for the
controlled gas distribution and metering services that Powerco can charge. The price cap
implementation formula for January to September 2009 stipulates that the sum of each of
Powerco s services multiplied by its reference quantity is to be less than or equal to
Powerco s allowed annualised 2009 revenue. Powercos January 2009 Compliance
Statement verified its annualised 2009 revenue. In succeeding years, allowed revenue is
adjusted by the change in the consumer price index and any change in allowed pass
through costs.

Pricing Principles

Powerco is required to develop a pricing methodology for its controlled services that has

regard to the following pricing principles:
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Pricing Principles for Authorisation

1) Prices are to signal the economic costs of service provision, by:

a) being subsidy free (equal to or greater than incremental costs, and less than or equal to
stand alone costs);

b) having regard, to the extent practicable, to the level of available service capacity; and

c) signalling, to the extent practicable, the impact of additional usage on future investment
costs.

2) Where prices based on efficient incremental costs would under-recover allowed revenues,
the shortfall should be made up by setting prices in a manner that has regard to consumers
demand responsiveness, to the extent practicable.

3) Provided that prices satisfy (1) above, prices should be responsive to the requirements and
circumstances of users in order to:

a) discourage uneconomic bypass, and
b) allow negotiation to better reflect the economic value of specific services.

4) Development of prices should promote price stability and certainty for customers, and

changes to prices should have regard to the impact on customers.

3.1.3 Methodological Requirements

There are a number of requirements with which the pricing methodology must be consistent:

Methodological Requirements

1) Prices are to be consistent with the terms of the Authorisation, including any price limits or
side constraints that may be set by the Commission.

2) Prices should be based on a well-defined and clearly explained methodology.

3) Price development should incorporate, to the extent practicable, an analysis of the cost of
service provision that includes:

a) definition of the classes of service provided and the parameters by which the quality of
service in each class are measured,

b) an examination of the cost elements that arise from the use, operation and expansion of
the network;

c) identification of the relationship between the quality of service provided and the level of
current and future cost for each class of service;

d) an allocation of existing and future network costs to service classes, and an explanation of
the cost allocation methodology used,;

e) the translation of allocated costs into service prices at the defined level of quality of
service;

f) analysis of the extent to which costs are marginal, and whether the associated price
components in the tariff structure reflect those marginal costs; and

g) estimates of the range of subsidy-free prices for each service class.

4) Information relating to standard services on customer class price levels and structures, quality
of service standards, underlying costs, price derivation methods and rationale, and medium
term price and quality of service strategies should be publicly disclosed in order to allow
current and potential users to understand the basis for prices, and to take account of prices
and quality of service standards in their consumption, investment and location decisions.

5) Underlying service classifications, cost data, cost allocations and other elements that
contribute to pricing decisions should be periodically reviewed and updated where relevant to
reflect industry developments and changes in user requirements and preferences, methods of
service provision and costs.
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3.2 DESCRIPTION OF BUSINESS PRICE SETTING POLICY
FRAMEWORK, INCLUDING THE OUTCOMES SOUGHT BY THE
BUSINESS FROM ITS PRICING POLICY

3.2.1 Overview of the Pricing Methodology Framework

Powerco s pricing methodology framework begins with its vision for its gas business: to
provide safe, reliable, and economically efficient gas network distribution and metering
services while achieving sustainable earnings. The pricing framework is based on retaining
and recruiting customers though the application of simple and fair pricing principles and
tariffs, acting to minimise potentially adverse customer impacts, and meeting its regulatory

commitments.

In developing its pricing methodology, Powerco has considered a number of contextual
factors in the gas distribution and metering markets and has operationalised the pricing
principles. From the contextual considerations and the principles flow the outcomes that
Powerco is seeking to achieve through its pricing methodology; and from them, the actions
that Powerco is proposing t