
Speakers: Brendan Moore & Myron Katz Myron (as Stan) & Brendan (as Ollie) 

perform a Laurel & Hardy skit.

Non-Verbal Staging

1) MYRON & BRENDAN STAND at the FRONT of the room.  When AUDIENCE is 

seated and settling down, BRENDAN & MYRON LOOK at the audience and use the 

SHUSHING gesture (see slide) to get them to quiet down.

2) In UNISON, at a similar pace, they TURN & WALK towards the chairs on where 

their BOWLER HATS & JACKETS are located, at opposite ends.

3) They PUT ON their jackets & hats, now in character!  (OLLIEôS BOWLER should be 

pushed back on his head a little; STANôS is straight & level).

4) In UNISON, they WALK to the FRONT of the room (OLLIE is SMILING & kind of 

PRANCING or WADDLING (tbd);  STAN is BENT FORWARD a

little, SERIOUS & WORRIED as always). 

1) At the FRONT of the room, they FACE the AUDIENCE, PAUSE for a beat , then 

TURN & FACE EACH OTHER.  

2) OLLIE LIFTS his hat UP & DOWN on his head; Stan TIPS his hat to OLLIE.  

3) They then LOCK ELBOWS & ROTATE in a CIRCLE coming back to their original 

positions.

4) They FACE the audience, OLLIE SMILING, STAN looking PERPLEXED & 

CONFUSED.



Ollie (looks at Stan): ñHey Stan, how ya doing?ò

Stan: (looks up, perplexed, thinking about it; then, lips in straight line, scratches head 

characteristically, with raised, straight fingers in circle on his crown; then nods head up 

& down a bit, & looks at Ollie a little sadly) 

ñOh, ya know (shrugs), Canôt complain.ò  ñWhat about you, Ollie?ò

Ollie: (considers it) ñHmmméò (shrugs shoulders).  ñPretty much the same.ò

Stan: (scratches head again, looking perplexed; stops scratching, looks up at Ollie) 

ñYa know, Ollie, I was thinkinôéò

Ollie: (joking) ñUt oh.ò  (then seriously) ñOK, Iôll biteòé..òWhat up?ò

Stan: (earnestly) ñWell, ya know how Robin Hood steals from the rich and gives to the 

poor?ò

Oliver: ñYeah, Stan.ò

Stan: ñéAnd we all know that the rich get richer from stealing from the poor, right?ò

Oliver: ñI guess so, Stan.ò

Stan: ñWeeellé.Why donôt we just have the poor steal from the poor and eliminate 

the middle man!??ò

Ollie: (Considers it; a light bulb goes off; grabs his hat and slaps it against his hand).  

ñBy God, thatôs genius!  Why didnôt I think of that?ò

They LOOK at each other with RECOGNITION, then put their FINGERS to their 

MOUTHS in the SHUSSHING gesture.

Stan & Ollie (together, to each other) ñShhhhhhhhhhhéò   ñDonôt tell anyone.ò  

They FACE each other, TIP their hats to each other, LOCK ELBOWS & ROTATE 

positions., FACE the AUDIENCE.  

They then give BIG SHRUGS as if to say ïWhat was that about? (or, What can ya do 

about it?)



Speaker: Myron Katz (as himself, serious & sincere, dropping Stan Laurel persona)

Hopefully this skit was funny but the message isnôt funny at all.

We should NOT be encouraging the poor to steal from the poor, nor for anyone to steal 

from anyone for that matter.

ÅBut thatôs whatôs going on for electricity consumers everyday!

ÅTheyôre shifting costs onto each other, and thatôs a lot like stealing!

ÅWho are the victims of these thefts?  All ratepayers.

Å But the trueinnocent victims are the pooré

Åand our Planet. 

We, the presenters of this Session, want you to know 

Å Just how big and pervasive this problem is, 

ÅHow to measure it,

Å How to educate electricity customers and reward them for not doing it, 

ÅAND, WHILE WEôRE AT IT

ÅHow to provide many financial, reliability and environmental benefits for everyone.



Speaker: Brendan Moore  

Estimated Time: 8-10 min  

ÅWELCOME to ñAlign by Design,ò a workshop about the innovative Rate Design we 

call CLEP ïCustomer Lowered Electricity Price!

ÅIôm Brendan Moore, a faculty member at Tulane in applied computing systems, and 

an instructional designer at Ochsner Health System, I currently hold M.A. degrees in 

philosophy & IT management, and am current working on a combined M.S./PhD. in 

Engineering Management.

ÅWeôre really excited to have some VERY knowledgeable industry professionals 

here to illustrate how CLEP works.

Å Its inventor, Dr. Myron Katz, conceived CLEP to solve the problem of shifting costs 

onto others ----- How?  By richly rewarding ratepayers who OPT IN

ÅOur 1stthree talks describe how CLEP accomplishes this and why itôs only now 

possible.  

Å Our last 6 explain which appliances and technologies give us the most bang for 

their buck.

Å The first few technologies have tiny first costs and are amazingly lucrative.  For 

example, it hardly costs anything to program a Dishwasher to run at night!



Speaker: Brendan Moore, Intro contôd. 

ÅParticularly exciting is how CLEP can help you create a microgrid in your home that 

drastically cuts costs & improves reliability ïAT a profit to both the customer & the 

utility ïand it lowers everyoneôs electricity price.

ÅSuch a microgrid was proposed for the redevelopment plan of the abandoned, 

historic Charity Hospital in N.O.  

ÅYOUôLL HEAR MORE ABOUT THAT LATER.

ÅWhen employed on a large SCALE, using the current grid, CLEP can dramatically 

slow down climate change --- WHILE also incentivizing clean energy.

Å The great news is that CLEP can revolutionize utility economics and put the utility 

and the customer on the same side of the table for the first time!

Å But, for this to occur, a utility company or regulator must first agree to launch CLEP 

as either a pilot program 

or an option for all customers.

Å Dr. Katz first introduced CLEP to the New Orleans City Council utility committee in 

2016, and has steadily educated them about its potential. Right now itôs part of a rate 

case for which he has given testimony, and we have great hopes it will be adopted, if 

not in New Orleans, then in another, more forward-thinking city or state.



Speaker: Brendan Moore, Intro contôd.

Hereôs the short explanation of How CLEP works.

It provides a way to measure the cost-shifting burdens, then rewards ratepayers for 

avoiding both energy-cost shifts and demand-cost shifts.

To measure the energy-cost shift, keep in mind: 

1)  An electricity bill is calculated by multiplying ñkWh purchasedñ by the sum of (cost-of-

service + cost-of-energy).

2) Because electricity storage is still rare, customer purchases always affect cost-of-

service and cost of energy    

3) In fact, upon customer demand, utilities must either increase production or increase 

wholesale purchases.

4) The monthly, average wholesale price is what is called the cost-of energy.



Speaker: Brendan Moore, Intro contôd.

So how does CLEP measure Energy-Cost burden?

Å How a customer shifts costs onto others depends on the TIME when the electricity is 

purchased.

Å If that wholesale kWh purchase is overpriced, the average wholesale price of 

electricity increases.

Å The key concept is that buying too high or selling too low will always increase the 

cost-of-energy and cause all bills to go up.

Å Measuring demand-cost burden, or how High kW-demand at peak hours raises cost-

of-service for all customers, is also a part of CLEP and will be explained in more 

detail later.



Speaker: Brendan Moore, Intro contôd.

CLEPôs simple formula is CLEPm + ×CLEP5. 

CLEP5 is the Energy cost-shift, which was just explained, and pays every 5-minutes.

Much like the Net Energy Metering (NEM) tariff used by rooftop solar owners, CLEP is 

an optional electricity rate 

that will either pay a CLEP customer, or charge them if used incorrectly. 

It doesnôt change which rate governs your utility bill ð Itôs an additional cashflow.

As explained in the next slide, 

Å CLEPm rewards customers for avoiding demand at peak times.

Å CLEP5 rewards customers for buying electricity when wholesale prices are low. 

ÅBoth CLEP5 and CLEPm pay customers a full 95% of those values!!

ÅCLEP formulas have also been refined for Residential Customers, Commercial 

Customers and Community Solar farms. 

CHANGE SLIDE



Speaker: Brendan Moore, Intro contôd.

Å CLEPm is the monthly cashflow that provides a utility bill credit for delivering power, 

or a charge for demanding power, but it is only charged or paid during the utilityôs 

peak demand hours.

Å The target magnitude of CLEPm is to generate a cashflow equal to the same 

average demand-charge that is levied on commercial customers, using $s/KW-year 

as the unit.

Å $s/KW-year means twelve times the monthly charge per KW. For example, if the 

average demand charge is $10/KW-month, this is equivalent to $120/KW-year.

Å By PREDICATING demand rewards on actions ONLY done during the utility's peak 

demand hours, these cashflows pay customers to  avoid the utilityôs most expensive 

equipment upgrades, which are those for providing power during peak demand 

times.

Å This reward is roughly twice as large as the cashflows from CLEP5.

CHANGE SLIDE



Speaker: Brendan Moore, Intro contôd.

CLEP is much more than a time-of-use rate.

Time-of-use rates only measure purchases at most 3 times/day.

They require much regulatory burden, and often give the wrong price signals.

CLEP is superior because its rates change dynamically 12 times an hour, track and 

match real-time wholesale prices, allow sales to as well as from the utility, and it 

charges for demand.

CHANGE SLIDE



Speaker: Brendan Moore, Intro contôd.

ÅPlease Download the ALIGN BY DESIGN Set-up folder from the link on the screen 

(www.BuildingScienceInnovators.com/align-by-design.html), or get it from the jump-

drive being passed around. It contains the workshop guidelines found on the table 

where you entered, as well as a host of useful documents, including a spreadsheet 

calculator.

ÅThe link also accesses SPEAKERôS NOTES for every presentation.  Look for the 

EasyGenerator link on that website page as well

ÅAccess to the hotelôs WIFI is found on the workshop printout.  CODE: ñslkuwrn23dsò.  

ÅWe did this so no one has to take notes during the presentation!

CHANGE SLIDE



Speaker: Brendan Moore, Intro contôd.

ÅThere will be nine 10-minutes talks with periodic Q & A sessions and 1 break.  You 

can also send us questions later at the link.

Å Please experience our HANDS-ON Virtual application in the back of the room that 

allows you to simulate being a CLEP customer as well as compare your CLEP 

cashflow to non-CLEP customers, AND you may also add energy equipment from a 

short list of options.

ÅYouôll see how fast you canfully finance a $10,000 whole-home battery. 

Å Can you do it in less than 7 years?

ÅAnd, youôll learn how to convert your energy bill into a profit, while lowering your 

neighborsô electricity price.

CHANGE SLIDE



Speaker: Brendan Moore, Intro contôd.

ÅTodayôs workshop is being recorded.  If you put your email on the sign-in sheet, weôll 

send you a link when weôve posted the video.

ÅLastly, we would very much appreciate hearing your thoughts on CLEP, and have 

provided a feedback page on the back table, which you can either leave with us or 

email to Myron.

Å And now for our first presenter, Mr. Thomas Milliner, Esq, a New Orleans attorney 

who has represented the Alliance for Affordable Energy for several decades, 

advocating for progressive energy policy in Louisiana, and has worked with Dr. 

Myron Katz for several years on the development of CLEP.  He will describe the 

problems associated with the one-size-fits-all model of rate design and how new 

developments in the energy world have made CLEP, a true market-based tariff (rate 

design), possible. The title of his talk is 

ñHow the New Utility Model Makes it Possible for Customers to Lower the Price of 

Electricity.ò



Revolutionary concept

Instead of relying on the utility or the regulators to somehow reduce the cost of 

electricity

It is now possible for customers to reduce the cost of electricity

Not just for themselves, but for everybody
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Letôs look at the status quo first. 

Creating electricity under 20th century technology required very high capital 

costs with a central power plant 

which led to monopoly utility:  Either government utility or  private utility 

regulated by the govt. 

to provide low priced, reliable electricity

Significantly, the Central Power Plant model assumes that individual buildings 

cannot provide or store electricity.
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One size fits all Standard Electric Bill = # kWh * [ Cost-of-Energy  +  Cost-of-

Service ]

Cost of Service and CoS parameters are set every 3 years, maybe longer.

Now consumers get a Cost of Energy surcharge on their bill for energy purchased by 

the utility during the month, 

but this is an after-the-fact charge; the consumer does not know, 

or feel the monetary effect of purchases made at the specific time during the previous 

month.  No price signal. 

1
6



Rates reflect an average cost of electricity. Rates do not reflect that electricity costs 

vary greatly over the year and even over the course of a single day. 

Because the consumer does not know, or feel the monetary effect of purchases made 

at the time the electricity is used, during the previous month, 

No incentive to reduce consumption during peak periods or change consumption to low 

periods, particularly nighttime.  

((If asked: Cost of fuel, but for the difference between what got baked into rates 

as the predicted cost of fuel (which means variable cost of operation of all the 

power plants plus purchases) and actual cost of fuel, typically adjusted once or 

twice a year so that the mismatch between actual and predicted never gets too 

large, plus or minus.)) 

((IF ASKED: Limited exception: Time of Use. 

Still only very limited average rates. A little bit better resolution, but still do not 

reflect economic reality. 

TOU rates do  not provide for sales to the utility. 

((IF ASKED: Limited exception: Net Metering))

Putting energy back on grid, but has no relationship to the cost of creating 

electricity at the time that energy is being transferred from the consumer to the 

grid.

Effectively sold at retail price to the utility. 

Now under attack by utilities who argue that net metered consumers are not 

paying their fair share of fixed costs. (not going into merits, just stating the 

argument). 
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Residents donôt pay demand charges but peak demand is driven primarily in the 

south through air conditioning usage.

Even at peak periods, Mr. Customer is still charged at the average 10 /kwh 

rate.  This ignores that the actual costs borne by the utility is many multiples of 

that price. In effect, his consumption is being subsidized by other customers.

At the same peak time, his neighbor, Ms. Customer, is also being charged at the 

average rate, 10 /kwh, when the actual cost is many multiples of that price. Her 

consumption is also being subsidized by other customers.

Because residential customers have no demand charges, they dump large 

virtual demand charges  onto each other.

But demand charges are poor price signals. 

Commercial rates include demand charges, but to little avail. The businessô peak 

demand may not coincide with the utility peak demand. (Example: churches 

peak demand is on Sunday morning) No price signal given at the time energy is 

purchased. Little incentive to reduce rates at peak periods. 
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Changes in the energy industry that are leading to a new paradigm, call it the Utility of 

the Future

[List]

Letôs examine these in detail. 

Recent developments that will allow customers to lower the price of utility.  
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