
Electricity customers in the PPL service
territory are about to experience major

changes in the way their electric energy is
priced. 

In 1996, Pennsylvania passed the “Elec-
tricity Generation Customer Choice and
Competition Act,” which provided con-
sumers and businesses the opportunity to
purchase their electricity requirements
from an alternate supplier instead of just
the local utility. The Act set the stage for a
competitive electricity market, but froze
customers’ electricity rates at 1997 levels
until the end of December 2009. That
sunset is quickly approaching, and elec-
tricity rates for all customers in the PPL
service territory will change starting Janu-
ary 2010. 

When PPL makes the transition to mar-
ket-based electricity rates in January, rates
in PPL will increase by as much as 25 per-
cent for some customers. With this transi-

tion, however, comes the opportunity to
choose from a whole new suite of licensed
electricity providers that can offer prod-
ucts that can help with budget certainty
and even encourage customers to see the
financial benefits of curtailing their con-
sumption. 

Business customers should take advan-
tage of available resources to gain a good
understanding of what products various
providers have to offer, to ensure they
engage with a supplier that can provide
the most cost-effective electricity rates or
the type of product that suits their business
profile. 

PECO and MetEd customers will experi-
ence the same new competitive landscape
when their rate caps expire at the end of
2010. We encourage all customers to begin
preparing for electricity supplier choice
now.

To help businesses make the most
informed and cost-efficient decisions,
below are a few important factors to con-
sider when switching from an incumbent
utility to a retail electric provider.

• Learn about product options from sim-
ple to the innovative. At a minimum, sup-
pliers should be able to show simple fixed
and floating rate options representing both
ends of the risk spectrum. Additional

products including flex offerings also may
appeal to customers based on their indi-
vidual risk tolerance and budget needs. 

• Look for competitive pricing. Get at
least three bids and evaluate each for prod-
uct specification
and price risk. The
lowest bidder may
not offer the best
solution. Sometimes
a low bid indicates
the potential for
hidden costs.

• Check for finan-
cial stability. Credit
checks and refer-
ences are a must. A good question to ask is
how long they’ve been in business. 

• Protect yourself from the provider’s
risk. A legitimate supplier should be able
to describe each component of its offering
and the level of risk passed on to, or miti-
gated for, the customer.

• Understand your contract. A contract
should follow a standard form and handle
exceptions equitably. There should not be
any hidden fees or stipulations.

• Ensure that billing is reliable, timely
and accurate. Today’s online billing portals
can be complex, but they should aim to
make the process easier for you, the cus-

tomer. Customers should request sample
bills and understand how the supplier
resolves billing disputes.

• Look for efficient and effective cus-
tomer service. The best suppliers should

deliver an effi-
cient enrollment
plan, describe the
complaint resolu-
tion process, pro-
vide accurate
contact informa-
tion and measure
customer satisfac-
tion with pub-
lished metrics.

• Most importantly, don’t wait. As a PPL
customer you’ve been paying rates that
don’t reflect the cost of energy today. That
said, electricity prices are at or near their
lowest. Many PPL customers have already
signed contracts with suppliers in order to
take advantage of these low prices. Begin
to educate yourself now so you are ready.
After all, the choice is yours. 

David Braun is regional vice president,
PJM, of GDF SUEZ Energy 
Resources NA., Houston, Texas. 
The URL of the company’s Web site is
www.rediscoverenergypa.com
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