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Executive Summary 

Springfield Power & Light (SP&L) has been tasked with generating 4% of its retail electric sales, 
or 320 gigawatt hours (GWh) per year, from solar power by 2023. The Solar Asset Management 
Team is proud to present this Renewable Portfolio Standard (RPS) Solar Carve-Out Fulfillment 
Plan, which will achieve the Solar Carve-Out in three phases.  

In Phase I, SP&L will propose changes to its rate structure. SP&L proposes a move to time-of-
use pricing, revenue decoupling, and the addition of a Public Benefit Fund charge to finance 
solar deployment.  

In Phase II, SP&L will establish financial incentives and streamlined permitting procedures to 
unlock private investments in solar energy. SP&L will attack soft costs by cutting red tape and 
providing marketing assistance to solar developers. Additionally, SP&L’s Finance Task Force 
will prepare financial products to reduce the cost of capital for utility-owned solar assets. 

In Phase III, SP&L will develop utility-owned solar assets. SP&L will hold reverse auctions to 
build large utility-scale projects and commercial rooftop projects. In 2016, SP&L will package 
the debt from its completed projects and sell the securities through a specially created YieldCo. 
This will allow SP&L to secure low costs of capital. Inexpensive capital will allow SP&L to own 
and finance projects supplying 80% of the mandated annual 320 GWh of solar.  

The other 20% of the 320 GWh carve out will be met through a combination of residential and 
community solar projects owned by third parties. SP&L will partner with local school districts to 
spur private development of community-based solar on school rooftops. SP&L will also work 
with its energy efficiency team to incentivize residential rooftop installations through a combined 
Demand Response/Solar Photovoltaic (PV) rebate for homeowners. Demand side management, 
along with increased solar penetration, will allow SP&L to avoid $5 million per year in summer 
peaking costs, and to channel these savings toward further solar development. 

SP&L’s RPS Fulfillment Plan will engage the public and the private sector, developing human 
capital and business expertise in the solar space that will last beyond 2023 and extend beyond the 
borders of SP&L’s service territory. SP&L’s strategic plans for project finance and development, 
and targeted programs to leverage private investment, justify a minimal rate increase. SP&L will 
meet its RPS target while continuing to supply safe, reliable and affordable power to its 
customers. 
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Introduction 

Missouri’s RPS requires that 18% of electric retail sales come from renewable sources by 2023, 
including a 4% solar carve-out. Currently, none of SP&L’s 8,000 GWh of annual retail electric 
sales are supplied by solar assets. SP&L faces the challenge of developing a solar market from 
the ground up. As an added challenge, insolation and retail electricity prices in SP&L’s service 
territory match the national average, limiting solar’s ability to reach grid parity with conventional 
sources of electricity. The Federal Investment Tax credit, which helps solar projects achieve 
reasonable payback periods, is scheduled to expire at the end of 2016.  

Despite these challenges, policy incentives such as the RPS, locational based marginal pricing 
(LBMP), net metering, and interconnection standards have attracted solar developers to 
Missouri. SP&L can achieve its RPS solar carve-out by tackling the barriers to entry that solar 
projects face, including: (1) lack of incentives in rate structures, (2) high cost of capital, and (3) 
high non-hardware costs. This memorandum presents a plan to align financial incentives, provide 
access to reasonably priced capital, and reduce soft costs to enable the production of 320 
GWh/year of solar from residential, community-scale, commercial-scale, and utility-scale 
installations. The proposed Plan, and its annual costs, is summarized in Table 1 below: 

Table 1: Summary of Solar Assets and Costs  

Solar Asset Class 
SP&L New Annual 

Costs 
GWh/year (in 

2023) 

Percent of 
Solar Carve 

Out 
Utility Scale- 7 x 22MW projects $(7,215,405) 229.09 71.6% 
Commercial Scale- 100 kW x 194 projects $(1,912,032) 27.62 8.6% 
Commercial Scale- 200 kW x 102 projects $(2,526,557) 42.18 13.2% 

Total Residential Solar Costs to SP&L- Net Metering 
and  Residential Solar Rebates- $1000 x 150 Homes $(932,957) 9.56 2.99% 
Total Net Metering Costs of School-Top Program $(490,638) 11.58 3.62% 
Total Generation Costs/yr $(13,077,589) 320 100% 
  

   Other Costs 
   Annual Meter Budget $(100,000) 

  New staff (11 new staff at $100,000 each) $(1,100,000) 
  Savings from Peaking $4,903,032 
  Total New Costs/yr $(9,374,556) 
    

   Rate increase (dollars/kWh) across all users $0.001172 
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Phase I: Setting the Stage Through Rate Proceedings 

Before SP&L can build or contract for the solar assets that will make up the 4% carve-out, SP&L 
proposes several changes to its rates. These changes will incentivize the development of the solar 
industry either directly through rate signals to consumers or indirectly by raising funds that 
SP&L can put towards solar incentive programs. SP&L will initiate a rate case proceeding with 
the Public Utility Commission (PUC) to institute the proposed changes. We anticipate that the 
rate case process will begin in April 2014 and reach completion in April 2015 (PA PUC 2012) 
(See Appendix A for a timeline).  

Time-of-Use Pricing 
SP&L proposes to move from its current flat-rate pricing system to a Time-of-Use (TOU) pricing 
scheme that allows retail rates to fluctuate temporally in keeping with shifts in wholesale prices. 
TOU pricing will serve as a complement to the existing policy of Locational Based Marginal 
Pricing (LBMP) within SP&L’s service area, as both pricing systems send signals to consumers 
about where and when electricity is most expensive (and distributed generation thus most 
valuable). TOU pricing can be thought of as the temporal counterpart to LBMP pricing, because 
it dictates higher electricity rates at times when generation constraints make the marginal cost of 
electricity supply very high. The goal of a TOU program is to induce customers to shift some of 
their peak hour electricity use to off-peak times, thus reducing the aggregate peak load and the 
need for expensive peak generation. Studies have shown that TOU pricing schemes can lead to 
reduction in peak usage of about 2-6% (Faruqui & Sergici 2010). The TOU scheme that SP&L 
proposes is displayed in Table 2 below. We designed the scheme based on a combination of 
SP&L’s demand curve and existing TOU schemes currently in place around the country (see 
Appendix C). Peak hours are 12:00 pm to 6:00 pm on weekdays year-round, and during peak 
hours the electricity rate is 60% higher than our current flat rate (which is equal to the national 
average price in each sector). During off-peak hours prices drop 20% below the current flat rate.  

Table 2. Proposed SP&L Time of Use pricing schedules.   
Sector Time 

Period 
Hours Price ($/kWh) Relation to 

national average 
flat rate 

Residential On-peak 12:00 pm - 6:00 pm 0.192 160% 

Residential Off-peak 6:01 pm - 11:59 am 0.096 80% 

Commercial/Industrial On-peak 12:00 pm - 6:00 pm 0.136 160% 
Commercial/Industrial On-peak 6:01 pm - 11:59 am 0.068 80% 

Apart from easing the overall peak demand, TOU pricing will also help to incentivize solar 
development. A large portion of the electricity generated by solar PV is produced during peak 
hours, thus reducing the peak demand on the grid. Under our current flat-rate system the solar 
owner will be undercompensated for this benefit, because net metering at retail rates will fail to 
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account for the value of easing demand at the time when electricity supply is most expensive. 
Studies show that if this benefit is incorporated, the long-term valuation for solar assets is 29% -
48% higher than valuations that assume flat-rate pricing (Borenstein 2005). Since SP&L’s 
current net metering policy compensates solar owners for excess generation at the retail rate, 
instituting a TOU pricing scheme will make solar more financially attractive by offering solar 
adopters a premium for production during peak hours. 

RPS Charge 
In order to finance the incentives for solar assets that will be discussed later in this report, SP&L 
will in our rate case filing a request for permission to raise a Public Benefit Fund through a 
surcharge of $0.0017/kWh on our ratepayers’ electricity bills. Note that this RPS charge is 
designed only to make the costs associated with developing our new solar assets revenue-neutral. 
The charge will not provide for a rate of return on the new assets to SP&L’s shareholders. This is 
because rate of return is procedurally a very different issue that needs to be set and approved by 
the PUC in a separate section of the rate case filing. We therefore consider rate of return outside 
the jurisdiction of SP&L’s Solar Acquisition Team, and assume that any necessary rate of return 
on SP&L’s new solar assets will added to the rate case filing by a different SP&L office 

Implementation 
The TOU scheme will be rolled out with the approval of the rate case in 2015. Since the 
residential component will be perpetually voluntary, that option will become available as soon as 
the rate case is approved. Residential customers will be notified of this option through a direct 
mailing to ratepayers, the printing of which will be funded by the RPS charge. Advertisements 
for the program will also appear on printed electricity bills and as a notification in ratepayers’ 
online accounts. The commercial and industrial component will also become available 
immediately as a voluntary program, but, as many utilities currently require, will eventually 
become mandatory (“Time-Varying Pricing,” n.d.). All C&I customers in SP&L’s service 
territory will be required to switch to TOU pricing by December 31, 2016. SP&L will cover the 
cost of installing 15-minute smart meters for all customers who join the TOU program, and our 
RPS charge is designed to provide $100,000/year towards the cost of these meters.  

Revenue Decoupling 
SP&L proposes that the PUC impose a revenue decoupling mechanism. Decoupling mechanisms 
protect utilities from the loss of rate base that comes from efficiency improvements. They ensure 
sufficient revenue to cover costs and provide a reasonable rate of return regardless of the 
quantity of electricity sold; decoupling can also partially protect utilities from the loss of rate 
base associated with widespread net metered distributed generation (Millar 2013). Both 
expanded distributed generation and efficiency improvements are proposed in this RPS 
fulfillment plan. A decoupling mechanism will not create an incentive for SP&L to push for 
efficiency improvements and distributed generation: this incentive comes from the RPS. Instead, 
decoupling will break the utility’s disincentive, allowing for an alignment of company incentives 
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internally and with state policy goals (Bourgeois 2011).  

Phase II: Reducing Financial and Soft Cost Barriers 

Two of the biggest challenges facing the solar industry are the relatively high cost of capital and 
the persistence of high soft costs. Due to the young age of the solar industry and uncertainty 
about the financial risks associated with solar capital investments, the industry has thus far been 
largely restricted to tax equity financing and short term debt. Gaining access to cheaper public 
capital vehicles will have a huge impact on the Levelized Cost of Electricity (LCOE) of solar, 
especially given that access to tax equity will decrease significantly with the expiration of the 
Federal Solar Investment Tax Credit at the end of 2016. Therefore, in addition to changes to rate 
structure, SP&L has developed a plan to bring down its cost of capital for construction of the 
projects that will fulfill the solar carve-out. SP&L will also implement a suite of measures to 
reduce the soft (i.e. non-hardware) costs of solar, which will lower the LCOE and incentivize the 
portion of the carve-out that will be developed by third parties rather than by SP&L directly. 

Finance Task Force and Investment Plan 
SP&L will develop asset-backed financial products to reduce the cost of developing utility-
owned solar projects. Solar investment costs typically range from $1.91/watt for large projects to 
over $3.00/watt for smaller projects, not including transmission constraint issues (NREL SAM). 
If SP&L were to pay for over 200 MW of new solar projects outright, the overall cost could 
easily exceed $500 million. SP&L seeks to avoid placing this large capital outlay on the backs of 
its ratepayers. To this end, SP&L has developed a capital-light program that best utilizes the 
company’s limited resources to attract investment and cheap capital. SP&L plans to form a 
Finance Task Force with its finance team and bank partners to structure a YieldCo or a 
securitized bond offering. These financial products will secure a low cost of capital for 
investment in SP&L-owned generation projects across the state.  

Over a nine year period, SP&L will develop both utility and commercial-scale projects that are 
fully owned by SP&L (see “Project Implementation” section for details). At first, SP&L will 
finance these projects with a combination of funds from the Public Benefit Fund and short-term 
construction debt. By 2016, SP&L will have developed 50 GW of generation capacity at a cost 
of $175 million. After these projects are built and operational, and thus significantly de-risked, 
they will be ripe for the development of financial products. The Finance Task Force will sell 
asset-backed securities from the completed projects into the secondary market. This revenue 
stream will fund construction of the remainder of the projects, and will allow SP&L to pay back 
its debt on projects at a low interest rate, lowering SP&L’s long-term cost of capital.        

When the aforementioned asset-backed securities are sold into the market, SP&L will over-
collateralize them by 10%, or $38.76 million by 2023, to cover potential defaults and liabilities. 
In other words, SP&L will build $387.6 million of generating assets, but only $348.84 million 
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will be sold as securities, with the remaining 10% held on SP&L’s balance sheet. Events that 
affect cash flows from projects, such as commercial rooftop arrays needing repair due to 
catastrophic weather events, real estate companies going out of business, etc., will therefore not 
affect the interest payments made on the pooled group of asset-backed securities; if needed, 
SP&L will dip into the overcollateralization fund to make interest payments.  

The overcollateralization fund, along with SP&L’s strong position as a well-established utility 
selling electricity to over 290,000 homes and businesses, will further de-risk utility-backed bonds 
and securities for potential investors, allowing for lower interest rates. SP&L expects dividend 
returns of 5-6 percent paid annually to its shareholders, funded with cash flows from solar 
generating assets. This cost of capital is well below the rates demanded by tax equity investors, 
which typically hover at or above 10–15 percent (Horwitz & Graves 2014). The main market for 
shares in the new YieldCo will be large institutional investors looking for secure, long-term 
investments with steady returns.  

After consultation with SP&L’s internal Finance Task Force, the company will issue either 
utility-back bonds with 15-20 year maturity or securitized bonds on its generation assets. 
Either approach will offer: (1) a diversified portfolio of financial assets including both utility-
scale and commercial-scale projects, and (2) overcollateralization to reduce the risk associated 
with defaults. 

The $38.76 million Overcollateralization Fund will be maintained in part by the $0.00117/kWh 
Public Benefit Fund surcharge on ratepayers’ bills. This process for collecting an 
Overcollateralization Fund is similar to the Connecticut Clean Energy Finance and Investment 
Authority (CEFIA) model, which raised $27 million via a $0.001/kWh charge on ratepayer bills 
to create a credit enhancement in the form of a Loan Loss Reserve fund (Kennan 2014). 
Additionally, the Overcollateralization Fund will draw on cost savings from SP&L’s coupled 
DR-solar programs, discussed below, which will reduce the cost of meeting peak demand on 
summer days.  

Reducing Soft Costs of Distributed Generation 
In addition to developing utility-owned solar assets, SP&L also hopes to incentivize third-party 
development of distributed generation. By streamlining permitting and interconnection 
procedures and reducing customer acquisition costs, SP&L will significantly reduce the soft 
costs that lead to slow payback periods and inhibit private investment in distributed generation. 
Soft costs make up 50-70% of solar costs in the United States, but significantly less in other 
countries – most notably Germany – demonstrating that they are tractable (Calhoun & Morris 
2013). Soft costs include installation labor, installer profit, financing costs, customer acquisition 
costs, and permitting fees, among other expenses.  

SP&L will focus on addressing the soft costs that it has the power to influence: customer 
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acquisition, permitting, and interconnection. Customer acquisition costs can be a major 
hindrance to solar developers. SP&L will help to connect solar installers to customers, thus 
reducing these costs, by pre-approving installers and aiding these installers with marketing 
efforts and fast-track permitting processes. In this endeavor, we will emulate CEFIA, which 
operates an online database of approved installers (Energize CT). To obtain approval, installers 
must offer high-quality, reliable equipment and meet Missouri’s certification requirements.  

SP&L will create a publicly accessible online database, and will feature contact information for 
affordable, high quality installers on our website. SP&L will most prominently feature installers 
who perform software assessments, a less expensive, easier option for screening potential 
customers than in-person assessments (Self & Morris 2013). We will advertise our database of 
solar installers, and solar more broadly, through direct mailings enclosed in customers’ utility 
bills. SP&L staffers will also table at community events, such as county fairs and farmers 
markets, educating citizens about solar. They will invite active community members, such as 
members of local environmental organizations to join in these outreach efforts, introducing an 
element of peer-to-peer marketing. Additionally, the SP&L Account Managers who work with 
large commercial and industrial clients will contact their customers via email and telephone to 
discuss the cost-saving potential of solar installations. This outreach effort will be carried out 
using existing internal resources, at negligible added cost. Marketing and outreach to large 
energy users will also be paired with energy efficiency and demand response programs, as 
discussed below.  

In addition to minimizing customer acquisition costs, SP&L will design a system to ensure that 
regulatory soft costs are well below the national average. Despite their relatively low dollar 
value, permitting and related soft costs have been shown to deter project completion and 
development efforts significantly, especially for residential distributed generation customers. 
Onerous requirements prevent over a third of solar installers from operating in certain 
jurisdictions (Friedman 2013). Jurisdictions with streamlined processes, however, have 
bureaucratic soft costs that are a tenth or less of those in more onerous jurisdictions (Id). SP&L 
will take advantage of the clean slate in Missouri’s solar market, initiating a collaborative efforts 
among state and local regulators to create streamlined permitting and interconnection processes. 
We will create a single-form, online permitting and interconnection system, similar to the 
process that Vermont allows for PV installations <5 kW (Olson 2011). SP&L will allow 
installers for all sizes of system to complete a single online form, which will go to the relevant 
local building department and to SP&L for approval or denial within one week. SP&L web 
developers will design and host the website for form submission, thus allowing small towns with 
limited technological resources to benefit from online permitting. As is the case in Connecticut, 
SP&L will only charge interconnection fees to cover costs for studies and inspections that are 
necessary to ensure system safety and reliability (Olson 2011). We will waive even these fees for 
the first 1,000 kw of distributed generation installed in the SP&L service territory, benefitting 
early movers and creating a class of customers who can spread the word about the ease and cost-
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savings of going solar. SP&L estimates that this effort will establish permitting, interconnection, 
and inspection costs for all customer classes that are half of the national average.  

Unlocking Residential Distributed Generation 
In conjunction with LBMP, TOU pricing, and net metering, soft cost reductions will allow 
residential distributed generation to penetrate 0.5% of the residential market in SP&L’s service 
territory. Cumulatively, the 25-year NPV of this investment from the perspective of households 
will be $3,709,629. Because of net metering, SP&L will lose revenue from these customers on 
the order of $737,472 per year (see Appendix D). Additionally, as discussed below, SP&L will 
offer a $1,000 rebate per residential installation for solar adopters who participate in demand 
response.  

Phase III: Project Implementation 

The changes to rate structure and the financing and soft cost measures will cumulatively 
incentivize the entire spectrum of solar assets, from residential distributed generation up to 
utility-scale projects. In this section we lay out in greater detail our plans for building out 
specific classes of assets, including opportunities for complementarity between SP&L’s solar 
initiatives and its efforts to advance energy efficiency. 

Utility and Commercial-Scale Projects 
From 2014 to 2016, prior to the expiration of the ITC, SP&L will construct three utility-scale 
projects of 22MW each, at a total cost of $127.2 million (see Appendix G). SP&L will operate a 
reverse auction bidding process to secure the lowest price per watt of installed capacity. SP&L 
will own these projects and finance them initially with short-term construction loans and later on 
through YieldCo securities (See Appendices E, F G & K for details). 

Also from 2014 to 2016, SP&L will bid out the construction of a 185 commercial-scale projects 
of 100 kW and 200 kW, at a total cost of $55.2 million (see Appendices E and F). These projects 
will also be owned by SP&L and financed similarly to the utility-scale installations. The 
commercial-scale systems, ranging from 15,000 to 30,000 sq ft, will be built on rooftops of local 
well-established businesses such as grocery stores and big box stores. SP&L will work directly 
with owner-occupied buildings (e.g. Wal-Mart) as well as with Real Estate Investment Trusts 
(REITs) that manage properties in its jurisdiction. Depending on the building ownership 
structure, SP&L will offer long-term discounts on electricity or direct payments in exchange for 
leasing rooftop space. Either arrangement will cost SP&L an estimated $3.00/kW of installed 
capacity per month. SP&L will work to secure low lease rates from building owners by offering 
use of its “Certified Clean Energy Provider” logo (see Appendix J) which can be placed on 
companies’ marketing materials (e.g. grocery store mailers, print ads).  

After financial products created in 2016 free up capital, SP&L will spend the period from 2017 
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to 2023 developing an additional four 22 MW utility-scale projects at a cost of $169.6 million 
and 16.8 MW of commercial- scale projects at a cost of $35.6 million. In total, the SP&L-owned 
commercial and utility-scale projects will produce over 258 GWh per year by 2023, meeting 
80% of the 320 GWh solar carve out.   

Community-Scale Projects 
SP&L proposes to implement a Community Shared Solar program, the Solar Power Network, to 
expand access to solar power for renters, those with shaded roofs, and those who choose not to 
install an on-site system for financial or aesthetic reasons (US DOE 2012). Community-scale 
solar will provide: reduced up-front costs to participants, improved economies of scale compared 
to residential arrays, public understanding of solar energy, local job growth; and improved 
models of marketing, project financing and service delivery (IREC 2013)  

Under a program called the Solar Power Network, eligible private developers will be able to 
submit proposals for community-scale projects that, once approved by SP&L, will receive 
administrative support, streamlined permitting and interconnection, and access to industry 
experts to assist with technical aspects of project design.  SP&L customers may purchase 
subscriptions to a community solar project until the program is fully subscribed. Participants will 
receive a monthly bill credit proportional to their subscription size (NREL 2012). 

Solar Power Network Program 
SP&L will begin accepting applications to the Solar Power Network Program in early 2014, and 
will accept projects until our 20 MW goal for installed community solar is met (See Appendix 
D). Community, commercial, industrial and government entities may submit project proposals 
for projects that are developed and financed entirely by a third-party installer, although some 
projects may qualify for SP&L support. Private development is beneficial because it allows 
participants to benefit from tax credits. Normalization accounting rules require regulated utilities 
to spread the benefits of the ITC throughout the useful life of the project in the ratemaking 
process, while private developers have the flexibility to pass on tax benefits to ratepayers much 
sooner (Morrigan 2010). Though SP&L will not fund community projects, we will provide 
assistance, including due diligence to ensure that credits on electric bills or other participant 
benefits do not violate securities regulations or fall within state Blue Sky Laws (US DOE 2012). 

Stakeholder Engagement  
During the design phase of the Solar Power Network Program, we will develop a detailed 
stakeholder engagement plan in order to bring forward relevant interests, expectations, and 
concerns. Stakeholders may include local governments, regulators, solar industry companies, 
trade associations, business and labor groups, the PUC and the public (SEIA; Xcel 2013). 
Stakeholder engagement will be prioritized early in the development process in the form of 
public and private meetings, customer surveys, community solar roundtables or other forms of 
communication so that we may incorporate such comments into our final product. 
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Participation 
SP&L will purchase all energy generated by the community solar project from the operator and 
will deliver participant benefits in the form of on-bill credits. SP&L and the project operator will 
enter into a long-term PPA and, in the spirit of streamlining project approval, will establish a full 
retail rate at which the Operator sells solar energy to SP&L for the entire contract term. SP&L 
can make solar more accessible by decreasing the amount of purchase required to participate and 
by enabling customers to purchase solar in monthly increments.  

Springfield School-Top Solar  
In light of SP&L’s long-standing commitment to community and tradition of partnership with 
local municipalities, we plan to launch a Solar Power Network program in partnership with the 
Springfield Public School District and local third-party developers. Thirty sites will be selected 
from among Springfield public school locations based on the potential for savings, operating 
costs, rooftop structural integrity and insolation. SP&L will partner with pre-screened private 
solar developers to initiate community-scale projects on area school tops. SP&L will co-sponsor 
events and town hall-style meetings at local schools to inform citizens about the opportunity to 
participate in community projects, and the benefits of solar.   

By sponsoring informational events, SP&L will lend credibility to privately-developed 
community projects. SP&L can explain issues related to long-term power contracts and the 
ability to save money in the long-term. The school-top solar program benefits from the 
availability of large roofs of local schools, as well as the built-in, captive audience of parents and 
staff that can participate in community projects on their school’s roof.  For example, SP&L will 
design educational materials to market the School-Top program to parents of Springfield school 
children to be used at SP&L sponsored town-hall meetings and PTA meetings (Appendix H). 
School children will also learn about the benefits of clean energy, as the installations could 
potentially be integrated into hands-on science curricula.  

Through an active promotion campaign, SP&L anticipates that 14 projects will be completed by 
2016 to capture the 30% ITC and 16 projects will be completed between 2017 and 2023, 
eventually meeting 3.6% of SP&L’s 320GWh carve out (See Appendix D).  Two hundred and 
fifty kilowatt systems, requiring around 36,000 square feet per project, will be installed on either 
school rooftops or as ground-mounts, depending on site conditions (NREL SAM).  Under this 
partnership, the school district will agree to allow third-party developers access to these spaces in 
exchange for long-term PPAs. In exchange for school district participation, SP&L will work with 
municipalities to streamline the permitting process, negotiate long-term lease agreements with 
the school district, and offer a 1 cent/kWh incentive and free lighting retrofits. The solar 
acquisition team will collaborate with SP&L’s Energy Efficiency department to market these 
efficiency upgrades and to share costs. 
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Energy Efficiency and Demand Response 
The Solar Acquisition Team and Energy Efficiency (EE) Team will coordinate to pair incentives 
for solar with incentives for EE and demand response (DR). SP&L will offer a custom energy 
audit/retrofit incentive program and a residential demand response option, both of which will 
include incentives designed to spur solar development. These programs will complement the 
ongoing development of solar resources and improve the value proposition of both solar and 
efficiency improvements for SP&L’s customer base. 

SP&L’s custom energy audit and retrofit program will target existing buildings and new 
construction with the potential for cost effective efficiency improvements. SP&L will contract 
with an outside auditing company to provide free energy audits to customers, and will 
incentivize energy efficient upgrades recommended by the auditors up to a certain percentage of 
the equipment price. The incentive program’s price list will be progressively structured, meaning 
that SP&L will subsidize the cost of improvements for low income homeowners at a higher 
percentage. On average, SP&L will subsidize thermal improvements at $0.30/kWh and electrical 
or lighting improvements at $0.20/kWh (Puget Sound Energy). To address concerns of equity, 
these rates will be 150-200 percent higher for low-income customers. The no-cost energy audit 
will be an important opportunity for SP&L to market solar to potential distributed generation 
adopters. Where shading is not an issue, auditors will recommend solar among the suite of 
efficiency upgrades that they suggest. Their recommendations will include rough calculations of 
payback periods and provide contact information for local approved installers.  

SP&L will also institute a program for residential demand response coupled with solar adoption 
to reduce utility expenditure during summer peak demand times. SP&L will offer a $1,000 rebate 
for solar installations for homeowners who enroll in an air conditioning (A/C) demand response 
program (PECO). Customers who sign up for the program will effectively enable SP&L to 
manage their A/C unit’s “cycling,” allowing SP&L to turn off their A/C units for 15 minutes 
every half hour during peak demand hours. The Energy Efficiency and Solar Acquisition 
departments at SP&L will share the costs of the $1,000 customer rebate.   

Conclusion 

SP&L regards the development of the solar energy sector as a critical step forward for the energy 
industry, and applauds the Public Utilities Commission for its commitment to solar development 
through the RPS. Nevertheless, delivering reliable, high-quality, and affordable power to our 
ratepayers remains our top priority. With this plan we strike a balance between the two concerns; 
this roadmap for meeting our solar obligations minimizes rate increases while also engaging 
communities and private sector developers in the solar development effort. We look forward to 
supplying our ratepayers with cleaner, more sustainable electricity as a result of the actions in 
this plan, and we welcome comments and input from our community as we move forward with 
this initiative.  
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